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Looking ahead to a new year,
we thank you for your friendship
and your business!
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Save $$$ on the Bottom Line
Let us Help You Section 179!

Use the Calculator on this website to see how

much you can save!!!
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As we near the end of 2020, we would like to express our
Sincere Thanks to All our Valued Customers.

We appreciate the opportunity we had to do business with you
this past year and look forward to serving you in 2021!

Wishing You many Blessings
this Christmas and Always,
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ON THE BLOCK

-r" ' i 2020 - it’s about
' over and I made

it - that’s what it
makes you feel like! 've always said it’s the
things in life that happen to you that make
the best stories when you’re old and sittin’ on
the porch and tellin’ the grandkids about it.
Well, this year has left us with alot of stories
to tell (I could have done without most of
them!). The thing about it is my family is well
and healthy, and we have to be thankful for
that!

The cattle market has been everything from
the good, the bad, to the ugly! It’s been a
little stressful for sure trying to decide which
direction to go. It has wore on me along with
other people and basically anyone that is in
business.

As we start 2021, it appears we will have a
new President and who knows what that
will bring. Everyone always wants my
opinion and I wish I could come up with one,
but there is always something new comin’
around the corner so how would you know?

If you look back, it got about as bad as it
could get. Then, we started into fall and it
has been pretty good over the last six weeks.
We’ve sold a lot of cattle during that time.
We had a yearling special where we sold
11,000 head, and those sold really good. We
turned around and had 9,400 this past Mon-
day, and Thursday, Dec. 3rd, we had 7,200
Value-Added calves. All of those sold really
good as well. From a standpoint of whether
they made money or not, they made a lot of
money compared to trying to sell them un-
weaned two months ago because the market
came along way since then. If you look at the
grain prices where they came from, we saw
corn go from $3.20 to $4.25 and the cost of
gain on these cattle are going to get pretty
high from $.85 to $1.00 something depending
on the winter. The people that are buying
those cattle are actually buying them too
high if you put the pencil to them. From that
standpoint, we have a pretty good market. I
would like to think that 2021 will have a lot

SUPPORTING
THE FARMERS OF
TOMORROW.
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of changes compared to 2020 because if you're
like me, I sure don’t need or want another year
like that on the business side of my life.

As we roll along, we placed fewer cattle on
feed. The carcass weights have come down over
the last 2 or 3 weeks and typically in the spring
we see the fat cattle segment of the market be
the best that it’s going to be all year. Hopefully,
we see grain prices come back down which will
help support these calves and the feeder cattle.
If you look at the light calf market and the cattle
that can go to wheat, which we finally grew a
little of that, the guys are thinking we are going
to have spring grass right here in the middle

of winter just like we always do. A guy once
told me, “the thought of having something is
usually better than getting it.” Well, that’s kind
of like grass from a cattlemen’s point of view
because we always think grass is right around
the corner and I guess it is, about four months
from now! We are going to buy those lighter
cattle and they will continue to sell good all the
way through the spring months. That’s just the
way the market reacts. The feeder cattle end of
it will be a little tougher. Most cattle won’t get
fat now until sometime in June, July or August
which is typically the worst time of the year

to have a fat one. Those cattle never make any
money for those people feeding them. That
market will be up and down and all over the
place, and will be a struggle. One thing that is
pressuring this market is there is no room. We
have a record number of cattle on feed in the
feedyards and these yearlings have been a little
cheaper over the last few days, not so much at
Joplin, but in other places and it’s just because
there is no place to put them. Every growyard
and every feedyard is full. You just can’t find
anywhere to unload one. We’ve been selling

a lot of cattle and hopefully over the holidays
we can get it cleaned up so when we kick back
off January 4th and Thursday, January 7th, this
thing will be good. It’s going to be interesting
that’s all I can say about it.

I want to wish everyone a Merry Christmas and
a Happy New Year.

God Bless you and your family! ﬂﬂﬁéé&
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AMERICAN FAMILY

Steven Haskins, Agent
1907 E 32nd St Ste 16
Joplin, MO 64804

Bus: (417) 624-6200
shaskins@amfam.com

nmmlﬂ Bailey Moore: Granby, MO M (417) 540-4343
o ml.__ Skyler Moore: Mount Vernon, MO M (417) 737-2615
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FIELD REPRESENTATIVES
ARKANSAS Fred Gates: Seneca, MO
Jimmie Brown H(417)776-3412, M (417) 437-5055
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:

M (870) 373-1150

Melbourne, Arkansas *Cattle Receiving Station
Pleasant Plains, Arkansas *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, 0K
H(918) 542-6801, M (918) 540-4929
*Cattle Receiving Station

Nathan Ponder: Afton, 0K
M (636) 295-7839

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

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

MISSOURI

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

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

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)776-2906, M (417) 438-3541

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

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

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

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

Wyatt Graves: El Dorado Springs, MO
M (417) 296-5909

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) 8453777, 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 Clay Eldridge: Office
(417) 548-2333

VIDEO CATTLE PRODUCTION: Matt Oschlaeger 3

Mount Vernon, MO (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"




DATA DRIVEN DECISIONS

Feeding the Foundation

Utilizing an important technology component

By Justin Sexten for Cattlemen’s News

Technology can be applied to beef operations in a variety of
ways. Most assume technology is associated with electronics,
sensors and mobile devices. Others consider technology any de-
viation from the mantra of “This is how we always do it.” There
is plenty of middle ground between learning from the past and
applying some modern twists on current practice.

This time of year we turn to a relatively simple approach to
improving nearly all aspects of beef production using an age-old
technology - feed. The simple solutions are often the best, and a
well thought out winter feeding or strategic supplement model
provides a good example.

Some of the greatest benefits to feeding the cow herd have little
to do with nutrition. Even the smallest amount of feed simplifies
gathering, moving, and checking cows with the rattle of the buck-
et or sound of the feed truck.

Limiting the search area of the calving pasture to the feeding
area provides valuable time in the short days of winter. Even if
your feeding program provides suboptimal nutrition, the animal
handling benefits offer an instant partial payback.

When you consider the nutritional needs of the beef cow the
challenge to deliver feed is often cited as an execution barrier.
There are countless self-feeding solutions to the challenge of
transporting supplements to the cow herd daily. For many the
cost of this convenience is offset by the simplicity and labor sav-
ings.

For those making trips to check
COws on occasion, consider
alternate day or three times a
week supplementation strate-
gies. The beef cow is equipped
with rumen technology to re-
cycle protein and “distribute”
supplement nutrition over two
or three days between your trips
to the pasture. This allows less
frequent travel while still deliv-
ering adequate nutrition.

YOUR

TO
vimal

For some smaller groups of cows
the greater supplement amount
from alternate day feeding

SHIPPED OR
DELIVERED
TO YOUR
DOORSTEP.

Antibiotics « Implants
Pest Control « Vaccines
Animal Health Supplies

MASD

Exit 70, Springfield, MO
417.863.8446
1.888.360.9588
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provides greater feeding oppor-
tunities for young or timid cows.
These cows are often the greatest
risk for falling out due to poor
nutrition, so incremental feeding
may be a good management op-
tion to minimize having to feed
separate groups of young and
mature COws.

Alternate day feeding is often
overlooked when considering
stored forages. Producers tend
to plan forage feeding relative to
the stage of production keeping
the best forages for peak de-
mand following calving. In most
cases the key time to provide
quality forage is before calving.
Adequate nutrition at calving is
the key metric to reproductive
success.

Consider feeding quality forage and poor quality hay on alternate
days to provide supplemental nutrition using forage rather than
feed. In a year with rising commodity prices and limited avail-
ability, strategically feeding forages may offer the best option to
deliver supplemental nutrients using existing infrastructure and
equipment.

A forage test to quantify hay quality is easily the most underused
technology in beef operations. Knowing how poor your poor
quality hay is allows adequate supplementation without wasting
resources.

Forage testing and chute scales are good example cases where
spending more may actually save money. Consider the example
of guessing the weight of the animal you are about to treat for
pneumonia. Without scales, on average you underdose 50% of
the time, spending enough to almost treat the animal. When the
variable of interest is binary (ill verses cured or open verses
pregnant) almost, but not enough, is an expensive error.

Forage testing provides the baseline to develop supplement
programs around so when cold, wet weather rolls in you are not
realizing the hay may not have been as good as you thought. Nu-
trition is one area where the costs are short term but the produc-
tion impacts are long term, and getting close to feeding the cows
enough is another expensive error.

We know cow nutrition is a key influence on her reproduction,
and correcting nutrient deficiencies is difficult in the short term.
This is one reason adequate nutrition should be a consideration
year-round.

The greatest reason to ensure adequate feed and forage resourc-
es is the cow’s nutrition affects multiple aspects of the calf’s life.
Early in gestation it is calf muscle and organ development setting
the stage for carcass merit in steers and reproductive success of
prospective replacements. The last trimester, when energy de-
mands are greatest and environmental conditions are often the
worst, the cow needs to consume enough nutrients to gain condi-
tion, grow 75% of the calf mass and begin colostrum synthesis.

The technology available to improve the odds of success are
simple, and delivery options are flexible, accommodating varied
operational needs. The beef producer is familiar with long pro-
duction cycles. The key to success at weaning or harvest started
at turnout, when genetic decisions “settled” the need to provide
adequate nutrition to execute on this genetic potential that had
already begun. ¥

Justin Sexten is the Vice President of Strategy - Performance Livestock Analytics
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Holiday Cookie Ingredients,
Brought to You by
America’s Farmers.

American farmers, ranchers and food E(};{EEE
suppliers work tirelessly throughout the year EARVEﬁ',Tm
to supply the wonderful bounty of grains, N\ == /
flours and sugars that go into our traditional /

holiday treats. More than that, they supply the
meats, milks and vegetables that form the
basis for our holiday family feasts, as well as
the foods we rely on every day. Join with
Protect The Harvest in thanking our
farmers for helping to feed our families and

to celebrate the special moments during
the h(}]jdﬂ,}f SedsoIn. n D D Protect The Harvest is a 501(c)3 Organization



MANAGEMENT MATTERS
Energy Supplementation

Make sure you have adequate nutrition to help your cows through the winter

By Lisa Henderson for Cattlemen’s News

Next year’s success for your cow-calf operation is determined in
large part by where your cowherd stands in the weeks headed into
winter. Are your cows in good physical shape before snow flies,
and are they ready for the challenges they’ll encounter before
spring green-up?

Cows with a low energy reserve or poor body condition prior to
winter will have problems. To help ranchers understand the essen-
tial energy requirements of cattle and how to provide energy sup-
plementation in a strategic manner, the National Cattlemen’s Beef
Association and the National Corn Growers Association produced a
webinar featuring University of Georgia Extension Beef Specialist
Lawton Steward and Oklahoma State University Extension Beef
Specialist Dave Lalman.

“Feeding cows in the winter can be very frustrating,” Stewart said.
“When cows are not in adequate body condition prior to winter,
it’s hard to dig out of a bad situation.”

It’s important to understand your herd, Stewart said, and how the
cows require and utilize energy. Further, what stage of production
they are in determines the requirements that will be needing when
fed. He said most producers rely on forage systems for the majority
of their cows’ feed, but most cows also require a supplemental feed
to meet those nutritional requirements.

Stewart described energy as the “capacity to do work.” Cows need
energy for maintenance, growth and lactation. The amount of
energy needed can change based on the type of cattle and what is
expected of them. He said producers should ask themselves, “what
are we trying to do?”

“The biggest factor affecting cowherd profitability is reproductive
efficiency — a cow having a calf on the ground every 365 days,” he
said. “That reproductive efficiency is highly dependent on energy,
nutrition and protein. The majority of energy in the ration or their
diet comes from cellulose and forage, but we have the opportunity
to use other sources such as corn.”

One of the best tools producers have to properly manage and en-
sure their herd’s nutritional needs are met is body condition scor-
ing (BCS), a simple assessment of the energy status or condition of
the cows. BCS scores can identify if a cow is in adequate condition
for the demands of winter maintenance, or additional challenges

such as calving and lactation. If cows do not have adequate BCS,
then supplementation is required.

“The higgest return on investment you’re going to make is testing
your forages,” Stewart said. “That is a building block for putting
together a supplementation strategy.”

Stewart cited various research projects to drive home the point
that it’s not just the open cows that hurt your bottom line, but

also the cows that slip a cycle and don’t breed back as soon as you
want. Because those calves will be born three weeks or more later,
their weaning weights will also be lower and their dollars retuned
per cow will be less.

In his example, Stewart used 40 days less growth for the calves,
meaning the calves would return $120 less per calf on sale day.
However, feeding those cows a supplement of corn and soybean
meal could help them rebreed on time.

“It would cost $23 to feed that single cow for 60 days in order to
maintain her body condition,” Stewart said. “So, that $23 invest-
ment in that one cow returned $120, which is a pretty significant
return on investment.”

Lalman focused much of his presentation on fat supplementation
because he said many producers have questions about that prac-
tice. He said in general, cows on a forage-based diet should get no
more than 3% of the animal’s total diet with supplemental fat. Most
forage-based diets contain about 2.5% fat, so another 3% would put
the ration near the maximum 6% of total dietary fat for cows.

“Beyond 6% fat, forage digestibility in particular begins to decline,”
Lalman said. “So, feeding too much fat can be counter-productive.”

Regarding fat and BCS, Lalman said, “If your cows are in good body
condition, there is very little evidence that additional fat supple-
mentation is beneficial for reproductive rates.”

Producers with already high weaning rates and pregnancy rates
are not likely to see advantages from fat supplementation, Lalman
said, noting that fat is typically an expensive supplement.

“It’s not a silver bullet to fix a huge reproductive problem,” he said.

Lalman also cited research proj-
ects that suggest it is difficult to

- N - - - add BCS to cows, especially those
RIVERSIDE COWBOY CHURCH | pargs EVENTS that are lactating,
Rﬁchg'l 20(?E0 NOV 21, 2020 Mugging “It’s very difficult to get cows to
¢ 3 DEC 19, 2020 Brandin gain weight, particularly those
" I/‘@/" acrve oerves AN 16. 2021 Doctor < that are lactating and especially if
> > — > > > J 2 QEieIINs they are high-milk yield animals,
CIVIL WAR ARENA EVENT CENTER FEB 20, 2021 Penning because a substantial amount

e MAR 20. 2021 Trailer Loadi of the additional energy goes to
11838 Civil War Rd, Carthage MO ; ] rai erA oa lflg milk production, not just to cow

$5 ADMISSION
12 AND UNDER FREE

&Mof N For Jesus

Rodeo Starts at 5:00pm

to enter.

www.riversidecowboychurch.com &/(taat 5/‘/'4/( /%(d//g} 417-448-4095
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$200 Per TEAM with 50% Payout.
Ranch Rodeo TEAMS need to be
paid and entered by 4:30PM day
of RODEO. Call Brian Nuding at
417-448-4095 with questions or
INDOOR ARENA with
Concessions available.

weight gain.”

Lalman encouraged producers

to review the online cow nutri-
tion calculator made available

by Oklahoma State. The tool,
called OSU Cowculator, is an
Excel-based spreadsheet program
designed to assist cattlemen in
making informed decisions asso-
ciated with beef cattle nutrition.

The Cowculator can be found at
cowculator@beef.oklastate.edu. ¥



nia-causing viral and bacterial pathogens.

TRENDING NOW

Health Advances Help Cattle

Perform Up to Genetic Potential

By Merck Animal Health

What drives Steve Tegarden and his fellow Merck Animal Health
representatives serving cattle producers in the Joplin Regional Stock-
yards area is simple. “Working with our customers, we want every-
thing we do to help their cattle perform to their genetic potential.”

Broad spectrum also is important when looking at BRD treatment
options. “There are a lot of antibiotic choices and often with BRD,
mixed infections with more than one pneumonia-causing bacteria
are involved,” says Tegarden. “We want to get the BRD under control
rapidly because the faster it’s eliminated, the better chances of less
lung damage. As the animal grows and develops, it’s important to
have healthy, fully functioning lungs.”

Preconditioned calves will bring more on sale day, according to
Hacker. “Buyers are looking for the healthiest calves they can get,”
he says. “They know they will be better served if the calves have
been well prepared and are ready to go to the bunk and perform.”
This often means preventing or removing barriers that keep cattle
from performing their best. “This might be advancing a vaccination
program to help prevent BRD or helping a producer better manage
parasites,” Tegarden explains. “Merck Animal Health works to bring
innovations that improve cattle health and well being, which results
in better performance. When cattle perform at their best, we can
optimize our pasture resources and help deliver a safe, sustainable
food supply.”

Learn more about by talking to your Merck Animal Health represen-
tative or visiting zuprevo.com. ¥

1. Dobson R., Jackson F., Levecke B., Besier B., et al. Guidelines for fecal egg count reduction tests (FECRT). World
Association for the Advancement of Veterinary Parasitology (WAAVP) (2011) Proceedings: 23rd International Confer-
ence of the World Association for the Advancement of Veterinary Parasitology.
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One example is conducting Fecal Egg Count
Reduction Tests (FECRT) to determine the
worm levels in cattle and dewormer effec-
tiveness. “Internal parasites can decrease
feed intake, lower average daily gains and
cause impaired immune responses to viral
vaccines and diseases,” says Tegarden. “An
effective deworming is critical to ensure our
viral vaccines work like they should. FECRT’s
will show if we’ve gotten the 90 percent par-
asite reductionl that’s necessary for optimal
cattle health and vaccine performance.”

READY.
ZUPRE&

(tildipirosin)

When you spot bovine respiratory disease
(BRD), reach for the fast that lasts.

ZUPREVO is the only BRD treatment in its class that is rapidly absorbed
in as little as 45 minutes and lasts up to 28 days." Helping you win the race

Tegarden also makes sure his veterinarians
and producers are first to know about new
vaccines or expanded labels. Using the latest
vaccines can result in improved cattle health
and reduce the amount of treatment antibi-
otics needed. Tegarden recently had a cow/
calf operation incorporate Bovilis Nasal-
gen® 3 - an intranasal vaccine that protects
against three of the most common pneumo-
nia-causing viral pathogens. By adding the
Bovilis Nasalgen 3, their calves should expe-
rience less bovine respiratory disease (BRD)
and subsequently improve performance.

against BRD is just another way Merck Animal Health Works for you.

Talk to your veterinarian and get ahead of BRD at Zuprevo.com.

“Bovilis Nasalgen line of intranasal vaccines
are an excellent choice when concerned

about maternal antibody interference,” says
Tegarden. Maternal antibody interference ~
can be a problem when vaccinating calves Lo
less than 90 days old. = FrennmEst
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“If you’re vaccinating at turnout, calves may S S
be less than 90 days old depending on the
length of your calving season,” he explains.
“Bovilis Nasalgen 3 is proven safe and ef-

fective for calves 1 week of age or older. It

can help give calves a strong foundation of
respiratory disease protection.”

It is important for producers to have a
network of advisors to keep up-to-date on
the latest cattle health tools and technolo-
gies. Tegarden works regularly with local
veterinarians in the area, as well as Joplin
Regional Stockyards representatives like Jim
Hacker, to ensure cattle producers are aware
of the latest animal health products and tools
to optimize health and performance in their
cattle.

Recently Merck Animal Health announced
approval of an even broader-spectrum intra-
nasal vaccine Bovilis Nasalgen® 3-PMH that
will be available for purchase in early 2021.
It is the only intranasal vaccine that protects
cattle from the five most common pneumo-

*Menge M, et al,. Pharmacokinetics of tildipirosin in bovine plasma, lung tissue, and bronchial fluid (from live, non-anesthetized
cattle). J Vet Pharmacol Ther. 2012;35(6):550-559. The correlation between pharmacokinetic data and clinical relevance is unknown.

IMPORTANT SAFETY INFORMATION: FOR USE IN ANIMALS ONLY. NOT FOR HUMAN USE. KEEP OUT OF REACH
OF CHILDREN. TO AVOID ACCIDENTAL INJECTION, DO NOT USE IN AUTOMATICALLY POWERED SYRINGES
WHICH HAVE NO ADDITIONAL PROTECTION SYSTEM. IN CASE OF HUMAN INJECTION, SEEK MEDICAL ADVICE
IMMEDIATELY AND SHOW THE PACKAGE INSERT OR LABEL TO THE PHYSICIAN. RESIDUE WARNING: Cattle
intended for human consumption must not be slaughtered within 21 days of the last treatment. Do not use in
female dairy cattle 20 months of age or older. Use of this drug product in these cattle may cause milk residue.
A withdrawal period has not been established in pre-ruminating calves. Do not use in calves to be processed
for veal. The effects of Zuprevo® 18% on bovine reproductive performance, pregnancy and lactation have not
been determined. Swelling and inflammation, which may be severe, may be seen at the injection site after
administration. Subcutaneous injection may result in local tissue reactions which persist beyond slaughter
withdrawal period. This may result in trim loss of edible tissue at slaughter. DO NOT USE ZUPREVO® 18% IN
SWINE. FATAL ADVERSE EVENTS HAVE BEEN REPORTED FOLLOWING THE USE OF TILDIPIROSIN IN SWINE. NOT

FOR USE IN CHICKENS OR TURKEYS.
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NETWORK KNOW-HOW

My Butcher in Shining Armor

By Erin Hull for Cattlemen’s News

As you know, my beef operation is “Pasture to Plate”. Our
small operation has cow/calf pairs, and we retain all the steers
and raise them up to slaughter size. We then market our beef
directly to the consumer. This model works for us, but it does
present some challenges. The first challenge is consumer edu-
cation. This is probably our biggest challenge and what I spend
the majority of my “free time” working on. There is quite a
learning curve for new customers, but rarely do I ever let it
get me discouraged. We have the stumbling block of hanging
weight vs. take home weights as well as non-negotiable “pick
up” dates. These are challenges I am well aware of and spend
quite a bit of time over coming.

The last few months have presented me with a challenge I
never saw coming. Butchering. You see, we have worked with
the same USDA butcher for almost twenty years. Two decades.
That is a fairly strong relationship. Or I will say it WAS a fairly
strong relationship. While my sales have been booming for
locally raised beef, apparently the butcher’s business has also
been booming. When news broke that there was a “meat short-
age” in the United States, the first thing I did was pick up the
phone and call our butcher. I booked as many dates as I could
to make sure I could get our steers in. We also raise a handful
of lambs that I always have slaughtered in October. No Octo-
ber dates were available. The best they could do was Decem-
ber. I booked a date in December for all the lambs and nearly
started to weep. November and December in Upstate New York
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www.mccurrytrailers.com
2645 W. KEARNEY, SPRINGFIELD, MO

are not “pasture lamb friendly”. We are cold. We are wet. We
are snowy. But I would have to make it work. I could clear out
the barn and make lamb pens. I would worry about it later.

I felt confident I was able to overcome these new butchering
challenges.

As COVID-19 dug its heels in, our butcher got busier and bus-
ier, and ornerier than ever (side note: he was never a spar-
kly unicorn, but he was generally fairly polite). I tried to be

as understanding as possible. His business was booming, his
employees were working harder than ever, and everyone was
tired. Time marched on, slaughter dates came and went, and
the relationship just seemed to be deteriorating beyond repair.
Every visit left me feeling uneasy. My husband and I both
agreed that maybe it was time we start the search from a new
USDA butcher and forge new relationships. Calls were made
and slaughter dates were made for 2021 with a new butcher.
Life was good. Or so I thought. This new butcher filled fast and
when I called back to solidify plans for the summer of 2021,
they informed me they had no dates available for all of 2021.
Yup... they have completely filled their schedule... for more
than 12 months. This presented yet another new challenge. If
you cannot get steers slaughtered, you can not provide custom-
ers with meat. Again, I took a deep breath and accepted the
challenge confident we could over come it.

There is one thing we all know about farming and ranching...
emergencies happen. I showed up at the farm to do daily
chores one morning to find a cow dragging a leg. It seems she
had dislocated her hip and her prognosis was not good. Now I
am in a pickle. I have sworn I would never go back to our “old”
butcher, and our “new” butcher is booked with zero chance of
getting an animal in. I do not know the laws regarding meat
sales in Missouri, but in New York, unless you have pre-sold
the entire animal, it must be USDA butchered for the meat to
be sold. I obviously do not have the luxury of time in this situ-
ation, and sadly I do not have the luxury of a USDA butcher. I
was at a loss what to do. I sought the advice of the women on
a Cattlewomen group I frequent on Facebook. They had sev-
eral suggestions for me, and I am forever grateful to them for
brainstorming quickly for me. The decision had been made.

I would have a mobile butcher come to the farm that day.

Our family would keep the meat from this cow, and we could
sell our inventory of USDA beef from our own freezer. I was
scrambling to make it all work.

A genuinely nice young man arrived at our farm to put down
the injured cow and take her back to his shop to age. He was
polite. He was clean. He was respectable. Not only did “Ken-
ny the Butcher” help me out with the emergency, but he also
saved me when it came to the lambs. While chatting with him
I asked him if he butchers lambs. His answer was a solid “yes”
and, wouldn’t you know it, but he had availability this same
week to take all of ours in. A silver lining if I do say so myself.
But... it gets better. You see, our butcher in shining armor is
also in the process of opening a USDA slaughterhouse less than
30 miles from our farm. Currently, I am driving over 60 miles
one way. I swear to you... at that very moment the skies start-
ed to lighten, the snowflakes stopped falling and the sun came
out.

If ever there was a day that I needed a Silver Lining, this was
the day. Who would have ever thought that a man in a pickup
truck and trailer, a rifle and a butcher’s apron would be just
that. ¥
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to your phone,
tablet or
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The Cattlemen’s Connection is an online email marketing platform hosted by
Joplin Regional Stockyards. Our mission is to put today's producers in touch with
the information and products that will make them profitable for tomorrow.

It’s SIMPLE and
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Fill out the
SIGN UP form
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Receive news, events,
information and
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JRS through our
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format starting
early 2021!
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MANAGEMENT MATTERS

Manage Lice Over the Winter

Improving cattle performance

By Dr. Carley Brucks for Cattlemen's News

After a hard-fought battle for the upper hand in fly control
this past summer, cattle producers are thankful for the relief
from one external parasite as temperatures drop below freez-
ing. But, as these colder temperatures cause cattle’s hair coats
to grow longer, the perfect environment is created for lice to
move in for the winter. Although not as immediately notice-
able as flies, lice cause irritation along the backs and shoul-
ders of cattle where they reside, causing rubbing, scratching
and hair loss in those areas. This irritation can hurt cattle
performance in the way of decreased weight gain and milk
production. Carcass quality can also suffer, showing bruising
and hide damage from scratching and hair loss. Producers
also see losses in facilities, as cattle rub down fence posts,
feed bunks and shelters to scratch their itch. Very severe lice
infestations can even result in anemia and abortions.

Lice are small, wingless insects that can be divided into two
general categories: sucking lice and biting lice. Sucking lice
have long, skinny heads used for penetrating the skin and
feeding on the blood of their hosts. Biting lice have short,
round heads and eat the skin, hair, and skin cells of their
hosts. Biting lice are more common, but typically cause more
irritation and hide damage, whereas sucking lice can cause
production losses from disease when occurring in large num-
bers. Both types of lice are spread through direct contact, thus
spread more quickly in the winter months of October to Feb-
ruary, when cattle huddle together. Come March, the majority
of lice shed off when cattle shed their winter hair coat.

As with most issues in the cattle industry, early control and
prevention is the best policy in preventing a lice infestation:

1. Ensure cattle have the proper nutrition and are in
good body condition going into winter. This will sup-
port their immune systems to resist lice infestations.

2. Understand the types of lice and treat against both.
Systemic avermectin injectable products used for de-
worming have good efficacy against sucking lice, but do
not control biting lice. Using a permethrin pour-on prod-
uct in addition to a systemic avermectin injectable will
ensure protection against both categories of lice.

3. Know when to treat. The first treatment can be done
in October through December, when lice populations are
just beginning to grow, with a follow-up treatment occur-
ring two to three weeks later. This follow-up treatment is
very important, as the louse life cycle is three weeks long,
and the second treatment will kill those lice that have
hatched since the first treatment.

4. Treat every animal in the herd. Lice spread quickly
and easily, so even one animal can harbor enough lice to
infect the whole herd. This includes treating all incoming
animals and quarantining for the length of two treat-
ments to prevent reinfestation of the herd.

Lice are not only a nuisance, but can hurt cattle performance
if not controlled. Early treat-
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At Mushrush Red Angus we
know our cattle. We are in them
. daily making observations.

Mushrush Red Angus is proud

\ Merry Christmas to ali our Red
At Angus Friends! See you March 19,

ment is key. Consult with your
- | local veterinarian if you have
questions about your herd’s
health and to find the lice con-
trol products that are right for
your herd. —#

Dr. Carley Brucks is a veterinarian at the
Animal Clinic of Diamond in Diamond, MO.
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THANK YOU

Customers and Friends
FOR A GREAT 2020!

From all of us
Merry Christmas & Happy New Year!
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TRENDING NOW

Keep Making Memories

By B. Lynn Gordon for Cattlemen's News

Holiday time is synonymous with family time, traditions, and
memories. Each year new memories are made that we carry
with us for many years. As a young child, one of my Christ-
mas memories was participating in our community Christmas
concert. Our rural district held an annual Christmas activity
night and supper for all the farm families to get together for
some carols, skKits, stories, and great fellowship. The night was
full of laughter and neighbors catching up after a busy har-
vest season and before calving kicked off. It is a memory I will
cherish.

Christmas 2020 will look different for my home district’s
Christmas event and many family traditions and get-togeth-
ers. Coming together as neighbors, friends, and relatives may
not be possible this year or will need to be altered from what
we have come to know. The bottom line is the holiday season
of 2020 will be different, but one constant we can still focus
on is making memories.

With creativity and rethinking ways of celebrating the hol-
idays, we can still capture the traditions and importance of
friends and families along with time to relax and recharge
our batteries. It is a time to meet others with grace, knowing
we are all dealing with a situation we were not prepared for
and have never experienced. I encourage you to consider
these practices this holiday season.

Embrace change — Accept that this year’s holidays will be
different, and rather than relish in why that is, focus on how
you can make 2020’s holiday celebration one your family will
add to their memory bank. Accept the flexibility that must
occur to keep your family and friends safe and comfortable
by demonstrating your understanding of people’s choices,
decisions, and the new look of holiday celebrations. Change

14 | December 2020

brings with it a fresh perspective. The perfect, idyllic holiday
you had dreamed about may have a unique mold this year.

Honor old traditions, create new ones — Don’t spend your
holiday focusing on what you are not able to do this year.
Challenge yourself and your family members to find creative
ways to honor long-time traditions to keep some normalcy,
but if not possible, aim to find new traditions. Working togeth-
er as a family to develop and create new memories will bring
much joy and excitement. Bring loved ones together through
group chats or zoom calls when opening gifts, singing carols
on Christmas Eve or reminiscing about family history. These
group chats may become routine connectivity opportunities
for other holidays or special events.

Focus on gratitude — What are you grateful for this holiday
season? If there is a silver lining to this season of life we are
experiencing, is it has helped us see and value relationships
more and brought clarity to the connections that matter the
most to us. We have become grateful for our occupations, our
parents or grandparents’ health, and more time with family
or reconnecting with someone we haven’t had the time to
connect with. Taking time this holiday to discuss and honor
what you are grateful for will allow you to focus on the posi-
tives and celebrate what brings us happiness.

Take time for yourself - Holidays are typically a hectic time,
but 2020 might be the year you can schedule more time for
self-care and other priorities for yourself. With the slower
pace of fewer family gatherings, events, travel, etc., what can
you or your family do to focus on physical and emotional
health? Is it scheduling in some extra time to enjoy nature,
start a new hobby, or devote time to the one you have always
been passionate about? Is it taking a break from electronics
and social media to pick up a book or play a board game? Is it
recognizing others may be fatigued from the stresses associ-
ated with this new normal or impacted financially and coach-
ing, supporting, or connecting with them may be as impactful
as a gift?

Lastly, I came across this inspirational post which I found
very fitting for this holiday season and wanted to share:

Not Everything is Canceled.

* Sunshine is not canceled.

* Love is not canceled.

* Relationships are not canceled.
* Reading is not canceled.

* Naps are not canceled.

* Kindness is not canceled.

* Conversations are not canceled.
* Hope is not canceled.

The holiday season is a time to focus on family and friends.
Enjoy this special time to cherish those relationships, no mat-
ter how unique they may look in 2020. =%

B. Lynn Gordon, Ph.D., LEADER Consulting, LLC, Sioux Falls, SD is an agricultural free-
lance writer and leadership consultant with an extensive background in the livestock
industry. She can be reached at lynn@leaderconsulting.biz.



MANAGEMENT MATTERS

Winter Beef Cow Nutrition

Improving cattle performance

By Sara K Linneen, PhD, Elanco, Technical Consultant and Beef Cattle Nutritionist

Beef cow summer grazing is a time when cows receive the
majority of their required nutrients from grazed forage that
prepares them for the winter. The fall time of year is a great
time to consider nutritional programs for the dormant grass
winter months. Sampling and testing forages for nutrient
content is the best way to determine if your forage is meeting
the cow’s requirement and whether supplemental nutrients
(typically protein) are needed. Protein can be supplement-
ed in many forms including cubes, tubs, liquid, total mixed
ration, or blocks. Calculating the cost per unit of protein is the
most economical way to value a protein supplement while
considering logistics of feed delivery.

Additional nutrients from a supplement are important be-
cause a typical beef cow in late gestation requires more ener-
gy and protein, and this further increases at calving to over
50% above maintenance requirements®. With this year being
particularly dry in many regions of Missouri, grazed forage
alone may have become an insufficient nutrition program
earlier than expected potentially resulting in poorer than
average body condition scores (BCS; 1-9 scale?) for both spring
and fall-calving cows. This emphasizes a sound supplemen-
tation strategy through the fall and winter months to recover
and maintain body condition resulting from dry conditions.
Remember BCS is still the best indicator of nutrient status of
a cow, and BCS at calving is the strongest indicator of subse-
quent reproductive success®.

Cows that calve in poor body condition (~BCS < 5) have great-
er days from calving to next heat and they require more ener-
gy to recover condition than cows that calve in ideal (~BCS =
6) condition*. Research has found that underfeeding cows in
late gestation may have reduced conception rate from 10-13%
(10 calves in a 100 cow herd) and result in 15 1b less calf wean
weight (1,500 1b lost in 100-cow herd) compared to cows that
were not underfeds. Depending on the type of supplement
and delivery frequency, protein supplementation can cost ap-
proximately $0.40 — $0.60 per cow per day. This is a relatively
low cost to ensure ideal conception and pounds weaned.

Nutritional shortcomings are often the leading cause of low
productivity in a cow-calf enterprise. Strategically feeding
cows to requirement using supplementation programs during

mid-to-late gestation and ear-
ly lactation time frames is a
means of improving nutrition
to directly impact subsequent
pregnancy rate and pounds

of sellable product. For ad-
ditional information about
cow-calf nutrition, contact Dr.
Sara Linneen at sara.linneen@
elanco.com or 405.915.9635.
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MANAGEMENT MATTERS

Preserving Hay Quality

Storage methods to consider

By Eric Bailey for Cattlemen’s News

Technological advances such as the round baler have re-
duced labor needs on the farm. Today, this is as important as

ever due to the increasingly difficult
nature of hiring quality employees

to work on farms. However, as we
have focused on increasing our labor
efficiency, we have lost the forest for
the trees. Current storage methods
for harvested forage bear little re-
semblance to methods from 60 years
ago. Nevertheless, I argue that we did
a better job of preserving hay back
when we invested sweat equity rather
than capital into forage preservation.

It would be improbable to preserve
hay quality completely. Also, the
round bale is more convenient to
make, haul, store, and
feed. However, it has led
to sloppier hay storage
and feeding by most pro-
ducers. Back when small
square bales were the
“norm,” it was common
to store hay under a roof.
Today, many round bales
rot out in the fencerow
for six months before

Outside Hay Storage Loss

How much does the outer 6" layer of a 5 X 5"

round bale represent?

36%
Outer Layer Depth [inches)
Di:t:l:tar * * " L
(feet] e % Dry Matter ---—-—-memmeem-
4.0 16 31 a4 56
5.0 13 25 46
6.0 11 21 3 aq

More information can be found at the University of Missouri Integrated

Pest Management YouTube page. https://youtu.be/JPdN1T4uuls

Photo courtesy of Jim Humphrey, MU Extension field specialist in livestock.

Even with net wrap, the same process happens, to an ex-
tent. The equally troubling but less considered problem is

when the ground underneath a bale
gets wet, and the moisture wicks up
into the bale, leading to spoilage. Net
wrap reduces spoilage and weathering
but does not eliminate it. The more
surface area exposed to the elements,
the greater quality losses from stored
forages will be. Remember, the outer
six inches of a five foot bale represents
36% of the feed in a bale. If much of it
spoils, like the picture below, a signif-
icant portion of the hay harvested is
lost.

The best things to do to preserve hay
quality are: 1) store it under a roof, 2)
store it off the ground,
3) minimize the surface
area exposed to the
elements, and 4) use net
- wrap rather than twine
- when making bales.

Given the investment
required to make, store,
and feed hay, I advocate
for feeding as little hay to

Hay wicks moisture from the ground after a rain. Wet
hay will spoil over time and cows will refuse to eat the
spoiled hay.

Hay stored outside weathers the longer it is exposed
to the elements. The gray color indicates oxidation,
meaning the loss of nutrients when fed to cattle.

feeding. beef cows as possible. My

analysis of Missouri hay

Exposing stored forages
to the elements reduc-
es quality through the
leaching of nutrients.

Charlies Ellis

Think about making coffee or tea. We expose the grounds to
water and then drink it once it has steeped.

3295 STATE HWY NN
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and grazing systems sug-
gests that it costs twice

as much to feed hay as it
does to let the cow graze

that forage herself. If that is not possible, I encourage pro-
ducers to evaluate their resources. If you are feeding hay

for more than 100 days a year consistently, you likely have
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more cattle than your land
base can support. Cattle have
undoubtedly gotten bigger in
the last 50 years, yet most still
use historical generalizations
of stocking rate (Ex. number of
acres per cow). Try to focus on
gross margin (revenue minus
cash costs) rather than just rev-
enue when making efforts to
improve your business. Raising
beef cows is inherently a capi-
tal-intensive, low-margin busi-
ness. Do not invest heavily in
depreciating assets and make
the cow harvest forage herself!
More information about beef
cattle production can be found
on the University of Missouri
Integrated Pest Management
YouTube page. ™

Eric Bailey, PhD, is the State Beef Extension
Specialist and Assistant Professor of Animal
Science at the University of Missouri



TRENDING NOW

The Future of Communications, Commerce

and Building Trust

By Gregory Bloom for Cattlemen’s News

Dr. Baxter was a futurist, from way back in the past. I was an
impressionable sixth-grader sitting in a gymnasium during a
school assembly, where we listened intently to the futurist’s
predictions. Dr. Baxter’s credentials were extensive. He’d trav-
eled the world observing existing and emerging trends, and
extrapolated and postulated about which trends would become
economically viable enough to survive in the long-term. To our
recently minted ears, he sounded profound and prophetic.

Some of his futuristic predictions for 2020 were that fiber optic
cable would replace copper cables, hydrogen would replace gas-
oline as fuel for cars, and we would no longer use cash to pay
for things. It turns out he was about half right. But his predic-
tion that missed the mark the most, the one thing that’s changed
our lives perhaps more than any other, is how we communi-
cate. I think the 60’s Star Trek series came closer to getting that
one right.

Considering the changes in communications, it’s a difficult
field to predict. Email is a relatively new technology, but we’re
already seeing a decline in its use, especially with Millennials.
Today, chats, texts and apps are becoming the preferred way to
communicate. More and more people I meet tell me, “Oh, don’t
email me, I never check it. If you want to communicate, send
me a text.” But even text messaging, as new as it is, is already
becoming obsolete among teenagers.

Here in the U.S., teens use Snapchat, WhatsApp, Instagram and
others. In China, the app ‘WeChat’ has become the dominant
way to communicate with family, friends, clients, and even peo-
ple that you’ve just met at a business meeting. WeChat already
has more than 600 million users.

Foreigners and Chinese natives alike use WeChat instead of
emails. It’s used to pay for goods and services and to send
documents. Even if you’ve just met someone, you stay in touch
with WeChat. Companies are using WeChat to keep employees
informed and to exchange all sorts of information. On a recent
trip to Beijing, when I exchanged business cards with new con-
tacts, they would commonly ask, “are you on WeChat?” WeChat
seems to have amalgamated the best parts of Facebook, Snap-

chat, Apple Pay, Amazon and LinkedIn; all rolled into one very
easy-to-use app.

If I were playing the futurist, I'd predict that within the next five
years, we’ll see a new social media app in the U.S. like WeChat
that will begin replacing Facebook, Snapchat, Sales Force (and
other Customer Relations Managers), LinkedIn and Instagram.
It will be an all-encompassing app that will be used to pay, book
tickets, keep in contact, receive payments from customers, take
orders, track your drivers, track your sales, log your timesheets,
send flowers to your mom, keep your schedule, and pretty
much run your life like a digital personal assistant.

But I also predict that this future app, weather it turns out to be
WeChat or a newer, better one, will never replace face-to-face,
personal communications. Face-to-face will always be an essen-
tial element to building trust.

Selling meat is not the same as selling clothes, hardware, or
other non-food items. Meat buyers need to know and trust

the people they buy from. Whether it’s a chef buying steaks,
burgers, chops and chicken wings, a corporate agent buying a
few pallets of meat products or a Chinese buyer looking for 10
containers of beef short plates, they must be able to trust their
source. Trust like that can’t be easily formed over social media.
To gain real trust, you have to look people in the eye and build a
relationship in person. That will never change. For this reason,
we’ll continue to drive and fly to see customers, face-to-face.

I’'m sure you have your own predictions as well. You’re proba-
bly finding that your millennial customers, kids and grandkids
are more likely to respond to you if you send them chats and
texts than email.

Do you ever wonder where these communication options will
go next, and how it will affect your future strategy to keep up
with the competition?

Gregory Bloom is the owner of U.S. Protein, an international distributor of premium
meats. Contact him at greg@usprotein.com

We Talk Farm & Ranch!

Bartlesville

Our Listeners Could be Your Customers Call Trey Coleman at 620-704-8701
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Hometown Heroes

Two Missouri cattle farmers and military veterans share their stories from WWIl and Vietnam

Reprinted with permission from Today's Farmer Magazine, story and photos by Kerri Lotven, Today's Farmer magazine, MFA Incorporated

This November marked 75 years since the end of WWII and 65 years
since the start of the Vietnam War. All across our region, there are
veterans of multiple wars going about their daily lives. Some may
talk about their military service, while others wish to forget it. Here
are two farmer-veterans willing to share their remarkable stories.

Living legend

On June 5, 1984, to com-
memorate the 40th anni-
versary of World War II’s
D-Day invasion in Nor-
mandy, France, Dr. Thom-
as Macdonnell sat down at
a typewriter and wrote his
first-person recollection
of that momentous day

in history. He had never
spoken of his ex-periences
before, though dreams of
that day had often haunt-
ed him.

“I vividly remember too
much, for to talk or even
think about any particular
second, minute or hour
gives me a gut and chest
feeling, which I now know
medically as ‘stress angi-
na,”” he wrote.

At 97 years old, Dr. Tommy Macdonnell is pictured
here in his military jacket adorned with medals of his
service. Macdonnell sustained many injuries in bat-
tle. He was shot in the hip during the D-day invasion
of Omaha Beach and suffered wounds to both legs
during the Battle of the Bulge amongst others.

Known as Dr. Tommy by
most, Macdonnell will be
98 years old in January. He
lives Marshfield, Mo., in
the house he built with his
wife, Ann, on the farm where they raised eight children together.

On June 6, 1944, Macdonnell’s boat was one of the first to hit Oma-
ha Beach in Normandy in the top-secret Allied mission that was
called Operation Nep-tune at the time. Originally scheduled to take
place on June 5, when the moon was full and seas were predicted
to be low and calm at first light, an unexpected storm delayed the
mission.

“We left Portland Harbor in Dorset, England, at 3:45 a.m.,” Mac-
donnell said in an interview for this article. “But Gen. Eisenhower
called off the mission because the channel was so choppy. We were
all seasick and wet.”

Macdonnell’s boat, known as a landing craft tank (LCT), was pro-
jected to hit the beach at 6:30 a.m., but high winds drifted the
vessel east. He wrote he remembered the sounds of vast numbers
of airplanes as they passed overhead to bomb the French coast and
the German Army forces there. He remembered hearing the U.S.
Navy ship bombardment that he hoped would take out most of the
German defenses. He remembered double-checking rifles and am-
munition and receiving hand grenades, gas masks, life preservers
and other personal equipment.

“Ilanded at about three minutes after 7 o’clock in the morning,”
said Macdonnell, who was a machine gunner. “I started firing
about five minutes after 7. By 11 a.m., the platoon sergeant had a
shouting roll call. Instead of there being 25 of us, there were only
10. I'm not even sure there were 10, just very few of us left.”

Though already morning, Macdonnell described the beach that day
as dark and misty.

“We were the first boat on the beach as far as I could see,” Macdon-
nell said. The LCT hit a mine when it landed, wound-ing a Navy
officer and killing two men lowering the ramp.

Macdonnell’s LCT carried four half-tracks, a truck equipped with
18 | December2020

wheels in the front and tracks on the back, designed to navigate
rough terrain. Each machine gun in these vehicles fired 50-caliber
rounds.

“It took two big, strong, 1st Infantry Division men who had come up
from Africa to load the canisters on those guns,” Macdonnell said.
“I had three canisters on each side of my gun, a quarter-inch steel
plate guarding me in front with an opening for sights, and four
machine guns.”

Macdonnell remembered unloading the vehicles from the LCT
quickly and firing at any likely target, honing in on what looked to
him like a “larger coastal defense railroad gun” and two machine
guns atop the hill.

“My guns fired rapidly,” Macdonnell said. “Around 2,400 rounds a
minute if you held them that long. You didn’t though, just for short
bursts. It didn’t take but just one blast, and I had both machine
guns of the German defense knocked out.”

After a short while, one of his ammunition handlers was killed,
leaving them with no one powerful enough to take his place. His
lieutenant said, “you’re infantry now,” Macdonnell recalled. He and
the other ammunition handler grabbed their rifles and took cover
behind driftwood on the beach. The cover couldn’t save his fellow
infantryman.

“It was a fairly large log,” Macdonnell said. “But it was facing the
enemy instead of being crossways. A rifleman shot and killed him.
Hit him right in the forehead.”

A mortar knocked out the crews of the other two half-tracks, killing
all but one of Macdonnell’s friends in the process. He isn’t sure
what happened to the fourth truck, he said. He didn’t look back.

“I was moving forward, when a bullet hit my left hip, and a mortar
hit my buttocks,” he said. “It was a big hole, bleeding quite a lot, but
I truthfully didn’t give it much concern.”

Macdonnell started up the hill to find refuge from the onslaught.

“The first place I saw that would give me some cover was a slit
trench used as a latrine,” Macdonnell said. “I didn’t hesitate. I
jumped in and felt the shellfire over the top of me. I remember dis-
tinctly before my right eye was a song sheet written in German and
before my left was a newspaper that said, ‘Das Reich.” It was a little
messy, you might say, but it was the safest place on the beach.”

From there, Macdonnell was able to launch two rifle grenades
aimed at a third machine gun. The first one was short, but the sec-
ond one hit his mark. With his injuries, Macdonnell couldn’t run.
He crawled to a rock where his captain and two sergeants were
sheltered.

“I told them that we had to get to the observation control area,
because they were blowing our boats out of the water,” Macdonnell
said. “I didn’t get an order, but I did get a suggestion to stay there,
where I was out of range of the Germans having a direct shot at me.
But I didn’t.”

Macdonnell had noticed a light in the distance. Designated a
sharp-shooter, he knew he could hit anything he could see.

“I moved into the brush where I had a straight shot at the observa-
tion post,” he said. “I could see a scope come up, just like the peri-
scope in a submarine. I eased off a shot and knocked it out. I later
learned that I took their eyes in one shot.”

Macdonnell fought like this into the afternoon. He spent the night
in a large bunker with other men, shielding against sniper fire.

It wasn’t until the next evening that he would be evacuated to a
hospital ship. After three surgeries and three weeks in a hospital in
England, Macdonnell would live to fight another day.

And fight he did. Macdonnell was transferred to the 3rd Army



under Gen. George S. Patton and fought in the Battle of the Bulge,
the last major German offensive campaign on the Western Front
during the war. There, he was again wounded—this time from
“friendly fire.”

“We were counterattacking close to St. Vith (Belgium), when I acci-
dentally exploded a roadside bomb,” he said. “They didn’t give me a
Purple Heart for that one because it was our bomb I exploded, but
that was OK with me. I already had two.”

That incident required more surgeries and, due to his inju-ries,
Macdonnell was removed from the fighting unit. But there was
still much to be done. He witnessed the release of a Russian prison
camp in Czechoslovakia, and in Munich, Germany, he helped open
the gates at Dachau Concentration Camp.

“That’s where I saw bodies stacked head to foot, foot to head, about
4 feet high and just skin and bones,” he recalled. “They were taking
them to the incinerator or to a large ditch.”

Though the war officially ended on Sept. 2, 1945, Macdonnell
wouldn’t return to the United States until November of that year.
He’d ranked highly on the officer candidate school test, and Gen.
Patton was building a cadre of trained men.

“They made me staff sergeant, but when the war ended, I told Gen.
Patton’s adjutant I had done all the killing I intended to do,” Mac-
donnell said. “I was going to go home, go to medical school, become
a doctor and start saving lives instead of taking them.”

While recovering in the English hospital, he had received an ac-
ceptance letter from the University of Missouri. After earning his
bachelor’s degree, he transferred to the University of Indiana Med-
ical School. In 1950, he earned his doctorate of medicine degree
and worked for the city medical department in Indianapolis where
he met his wife, Ann. She was a nurse and worked alongside her
husband for the 73 years they were married. She died in 2013 at
the age of 87.

“I had a wonderful wife,” Macdonnell said smiling, as he recounted
a story about her cooking and one of their early dates.

Over the course of his medical career, Macdonnell delivered 4,582
babies, not including twins and triplets. He opened four hospital
clinics and served as a Missouri state representative, helping to
pass the Clean Indoor Air Act during his time in the legislature. He
farmed, raising registered Hereford cattle. He’s met former Presi-
dent Bill Clinton, the queen of England and even carried the Olym-
pic torch.

Since WWII, Macdonnell has been written about and interviewed
many times, but perhaps the most poignant words are the ones he
typed himself 35 years ago.

“War is hell!” he wrote. “I remember many things that caused me to
have bad dreams for years. D-Day morning was the hell of war, the
afternoon was tragic and the restless night was filled with horror.”

Vietnam valor

About an hour south of Marshfield, Dairl Johnson, a veteran of the
Vietnam War, lives and farms in Reeds Spring, Mo., with his wife,
Doris. Dairl was raised on a farm in this small Stone County com-
munity, the second-youngest of 11 siblings. At that time, farming
wasn’t what he wanted.

“When we got engaged, he said he would never live on a farm, and
he’d never live in Reeds Spring,” said Doris, who met her future
husband when she moved to the rural area from Springfield as a
high school sophomore.

In 1969, four years after the Vietnam War began, Dairl’s number
was called. He was drafted into the Army at age 18.

“They sent me to Vietnam for my senior trip,” he said.

He completed basic training over the summer at Fort Leonard
Wood, Mo., preparing him for the jungles of Vietnam.

“They called it little Korea, because it was hot in the summertime
and cold in the wintertime,” he said. “They had nice brick, air-con-
ditioned buildings, but we stayed in what I called the Gomer Pyle
buildings—those long, metal ones with a dome on top. They told

us where we
were going,
we needed to
get used to the
heat.”

When he
completed
basic training,
he returned
home to Reeds
Spring and
married Doris.

“We were mar-
ried for a little
over a week
when he went
back to base
and had orders
for Vietnam,” Doris said. “At that time, Nixon had said no more
troops would be going. He lied.”

Dairl Johnson of Reeds Spring was drafted into the Army during the
Vietnam War in 1969. He hasn't talked much about his experience

since. He doesn't like to dwell on it, but spoke about his experience
because he thinks it's important to share the story for other soldiers.

Prior to shipping out, Dairl received specialized training in gas
chambers, nerve agents, flamethrowers and grenades among other
military weaponry in Anniston, Ala. From there, he got to come
home for a short time before heading to Seattle, where he could
choose to board a boat or airplane. The boat took 31 days, but
didn’t count toward time served. Dairl chose to fly.

In mid-November, Dairl boarded a 22-hour flight bound for a coun-
try in crisis. He landed at Bien Hoa Air Base in southern Vietnam.
“That was a big holding place,” Dairl said. “There were probably
1,000 troops there, but a plane would land with 100 incoming
troops, and 100 troops would get to go back out.”

He was stationed for 13 months at Phuoc Vinh Base Camp, located
on the main road between Saigon and Dong Xoai.

“I was a decon specialist, that’s what they called us,” Dairl said. “We
were in the chemical corps of the 1st Air-Cav (Air Cavalry) Divi-
sion.”

“Agent Orange,” Doris further explained.

Dairl slept on nailed-together ammunition boxes. For a mattress, he
blew up a poncho and poncho liner. Every night, he would cover
himself with mosquito netting.

“We had tents surrounded by barrels filled with sand,” he said. “We
called them hooches. Each hooch had a bunker next to it. That’s
where we stayed.”

When asked what he could share about his war-time experience,
Dairl simply said, “It was bad, and that’s about all.”

“I don’t dwell on it, and I never really talked much about it,” he
added. “I tell you one thing, you learn to hear the difference be-
tween outgoing and incoming rounds really quickly. We were right
next to a helicopter pad, and the V.C. (Viet Cong) would shoot rock-
ets in trying to hit that helicopter. Sometimes the rockets would
take out half a hooch or land in front, so I would sleep at the end
closest to the bunker. I remember someone saying to a new guy, ‘If
you can beat ol’ D.J. to the bunker, then you’ve really done some-
thing,” because I was fast.”

While in the jungle, Dairl wrote letters to his wife and family, but in
the spring of 1970, there was a long stretch of silence.

“We didn’t hear anything for over a month,” Doris said. “No letters,
nothing. My dad went through the Red Cross to try and find him.
After it was over, we found out he’d been in the invasion of Cam-
bodia, and he couldn’t tell anybody. Our families didn’t have a clue
what had happened to him for six or seven weeks. It was rough. It’s
a good thing we were young. If we would have known then what
was going to happen, we probably wouldn’t have made it nerve-
wise.”

“Young and invincible,” Dairl put it.

Continued on Page 20
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Continued from Page 19

In December 1970, he returned to the Bien Hoa Air Base— this time
as one of the 100 outgoing troops. It was easy to distinguish the new
from the old then, Dairl said.

“You could tell they were scared,” he said. “They were pale white,
had clean clothes on and didn’t know what was ahead of them. We
were all that way at one time.”

Dairl arrived back in the States around Christmas by way of Oak-
land, Cal. When he and the other soldiers got off the bus to go into
the airport terminal, there was a crowd of people standing around.

“It was kind of sad in a way,” Dairl said. “A guy standing next to me
and said, ‘Look. There’s a crowd. They’ve come to cheer us on.” An-
other guy said, ‘No.” When we unloaded the bus, the sergeant told
us to keep our head down and not to say anything. People would
throw things at you and stuff, but that’s just the way it was back
then. You just didn’t tell anyone you were in Vietnam.”
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Inside the terminal was a large mirror. It had been over a year
since Dairl and most of his fellow soldiers had seen their full reflec-
tion—something so basic yet inextricably intertwined with identity.

“In Vietnam, we had a piece of stainless steel that we carried
around, and it was just large enough to see your face,” he said.

“When we unloaded in Oakland, we would all just stop and look
ourselves over in that mirror—you didn’t hardly recognize your-
self. We were tan, and we were skinny.”

Back stateside, it took a while for her husband to acclimate to post-
war life, Doris said.

“When he first got back, we were staying in a little cabin, and deer
season had started,” she said. “The guns started going off, and he
got under the bed. It took about five years for him to calm down.”

Dairl finished out his two-year active-duty
obligation in Anniston, Ala., with his wife.

“I had the option to extend my time in
Vietnam for four months,” Dairl said. “They
called it short orders, and if you did that, you
could end your active duty early, but I'd seen
too many do that and not come back.”

In June 1971, the couple moved to Spring-
field, Mo., and Dairl worked in construction
while Doris went to work at Zenith Electric
Corp. After a while, though, the construction
work dried up, and Dairl was laid off.
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“I came home from work one day, and he
said, ‘I bought a farm,” Doris recalled. “I
said, ‘You did what?””

Dairl was paid for his time in Vietnam, but
those checks went in the bank, slowly ac-
cumulating. He didn’t need money in the
jungle.

“I used the money I’d saved up to buy this
original 40 acres in *72,” Dairl said. Short-

ly thereafter, he went to work for the Paul
Muel-ler Company in Springfield, which
produces a variety of stainless-steel products
such as dairy milk tanks and beer tanks.

“Another day, I came home, and he told me
he had purchased 10 head of cattle from the
neighbor,” Doris said. “Again, I said, ‘You did
what?”

Dairl admits his perspective on life changed
after the war. He recognized his upbringing
was an idyllic life. He wanted to farm, and he
knew how to raise cattle and put in the work
it takes to be successful.

He seized opportunities for additional
farmland as they arose. When a neighbor
passed away, Dairl sold calves and bought
the surrounding acreage while still also
working nights in the manufacturing plant.
In 1975, when Doris was pregnant with their
only son, Dairl’s dad died. Dairl was able to
buy half the homestead, again paying for the
land with cattle sales. Later, he found 1,000
acres in Webster County near Marshfield and
knew that was his shot to make it as a full-
time farmer.

“At 18, I never thought I'd be where I am,”
Dairl said. “But after Vietnam, I realized this
is paradise.” “F



TRENDING NOW

Corn and Soybean Prices
Looking to the future of 2021

By Jessica Allan for Cattlemen’s News

Most of us in the livestock industry would agree that we have
at least a general awareness of the effects of the economy
and other industries on the cattle market. When the economy
is doing well, the public tends to eat more beef, and vice ver-
sa. Higher feed costs tighten the margins on beef, and other
animal protein production make feed efficiencies highly
desirable. What is happening in China and Brazil can make
cattle prices jump up or down overnight.

One of the industries with the strongest effects on the live-
stock markets is the grain commodities market, specifically
corn and soybeans. Dr. Scott Brown, associate extension
professor at the University of Missouri-Columbia, is widely
known and respected for his economic analysis of the com-
modities markets and their effect on each other. He says
there are multiple factors that affect the supply and demand
of the markets, which in turn affects the price. Carryover
supplies, acreage planted, and harvested yields are import-
ant to determining price on the supply side, in addition to
summer weather, which is used to estimate fall yields. On the
demand side, there is the domestic animal feed use, industri-
al use (i.e. biofuels), and exports. Export demand is affected
by countries such as Brazil and China, trade impediments
and exchange rates. As you can see, the price equation is no
simple matter.

Livestock farmers most often think of being affected by corn
and soybean pricing through the price of feed they purchase
cutting into their bottom line. However, says Brown, the
most important effect is often found through lower bids for
feeder cattle by feedyards. The feedyards adjust their bids on
feeder cattle based on
changes in fed cattle,
corn and soybean
meal prices. These are
the major profitability
determinants for a
feedyard. The indus-
try saw this come into
play multiple times
over the last decade.
When there are ample
feeder cattle available,
higher feed prices are
pushed back to the
cow-calf producer
through lower bids on
the cattle. When there
is a shortage of calves,
bids are higher as the
feedyards are more
willing to absorb more
of the feed costs.

But what about today’s world, which is affected by unknown
factors such as COVID-19? It would be naive to assume that
COVID-19 has and will have no effect on the livestock in-
dustry. But, according to Brown, it has had a smaller effect

on the commodities industries. As the virus has depressed
economies worldwide and created bottlenecks in the delivery
pipelines, export markets have remained uncertain. Corn in
particular have shown larger negative effects due to the shut-
tering of the ethanol industry in the United States for a time,
said Brown.

So how can the livestock industry influence the corn and
soybean industries? The livestock industry consumes at
least one-third of corn production annually, per Brown. This
means that when livestock producers change the size of the
industry, such as by keeping back or selling heifers, it can
have a long-term effect on the commodities industries. It is
not an overnight change, however, says Brown, as the live-
stock industry can take years to adjust due to its biological
nature. For example, in 2012, the industry adjusted to the
record high feed prices, but it took a year to do so.

Knowing the change we can affect on the commodities indus-
try, livestock producers can use that to their advantage by
applying corn and soybean pricing to their marketing strat-
egies. Per Brown, we have seen the record 2012 feed prices
drop and remain relatively flat for several years. This has led
many livestock producers to become lax in their strategies

to guard against higher feed costs. Brown suggests that with
feed costs now starting to rise again, the need for risk strat-
egies has become more apparent. There are a couple ways

of doing so, said Brown. One is physical storage of grain if a
livestock producer is using large amounts of it. Another is
using the futures market to hedge against higher feed cost
through futures or options contracts.

In conclusion, we asked Brown what his projections were for
corn and soybeans in the coming year.

“The economist in me answers this question by saying, ‘it
depends,” he said.

Other protein indus-
tries will have an
effect, like the recov-
ering pork industry in
China, assuming it has
no further setbacks
from African Swine
Fever, and no other
countries contract it.
That will continue at
least short-term feed
demand strength.
Weather will have a
large impact as well;
adverse weather in
major growing areas
can cause an increase
in corn and soybean

- prices. One country
being closely watched
currently is Brazil.
Current stocks are
below levels seen just
a few short months ago, but if we see above average yields
next year, that could lower prices. In short, Brown states that
inelastic demand for corn and soybeans is responsible for the
volatile and uncertain 2021 price outlook. ¥

Jessica Allan is a commercial and agricultural relationship manager and lender with
Guaranty Bank in Carthage and Neosho, MO. She and her husband live in Jasper
County and maintain a cattle herd with her parents in Newton County.
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MANAGEMENT MATTERS

Considerations for Winter Hay Feeding

Preparing for the road ahead

By Rebecca Mettler for Cattlemen’s News

The force of Mother Nature factors into almost every decision
producers make pertaining to their cowherds. This dynamic
holds special priority when producers are making plans for
winter hay feeding.

Like most things in agriculture, and life in general, hoping
for the best and preparing for the worst most often pays off.
And, while it’s impossible to predict the weather, according to
multiple climatologists, the Four State Area may experience
average or warmer than average temperatures and a less
than normal precipitation this winter.

A warmer and dryer winter may come as a welcomed re-
prieve for most farmers and ranchers looking to feed less hay
this winter due to cold conditions. It also means that produc-
ers may feed a few less pounds of concentrate, according to
Eldon Cole, livestock specialist with University of Missouri
Extension.

To determine any nutrient deficits in the winter hay store,
producers need to test a portion of their hay supply each year
to accurately determine the nutrient value. Cole said it’s com-
mon for producers to find that their fescue hay is low in total
digestible nutrients (TDN).

“Some producers will be surprised that the TDN is down to
around 50% or lower when a good target should be above 55
or 56% and it’s a blessing if you can get to 60%,” Cole said.

If TDN levels are low, producers will need to supplement
more energy into the diet. High-energy feed source options
include corn, a distillers grain, other byproduct feed, and
alfalfa hay.

“Alfalfa in haylage or hay form is a good option,” Cole said.
“Some producers see alfalfa as something for dairy cattle or
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horses, but beef cows can benefit from being fed alfalfa,how-
ever, I do classify that as a supplement to a regular grass hay
diet.”

Cole stated that the industry has been indoctrinated with the
idea that cattle need additional protein supplement, how-
ever, in Southwest Missouri, it’s not as critical supplement
component as we once thought. Prairie and very mature-cut
fescue hay, however, are exceptions to the rule.

“If they are able to hit the window (for quality hay produc-
tion), the level of protein will be good enough we don’t usual-
ly worry about protein,” Cole said. “In our better-quality hay,
there’s a lot of hay that will run 10-12% protein.”

Circling back to winter preparedness, there are some general
rules of thumb to follow for various weather conditions.

“A cold winter means greater wind chills,” Cole said. “That’s
what usually turns the cattle around and gets them going the
wrong direction.”

Cold weather, high winds, and winter precipitation increases
the need for energy in cattle rations. The addition of corn,
distillers grains, other byproduct feeds, or alfalfa will in-
crease the energy and keep cattle going through the rough
winter weather. Cole suggests that producers complete a
price comparison to make sure that the supplemental energy
source pencils out to be economical.

Another strategy to cut costs during winter hay feeding is to
make sure that each class of cattle get exactly the nutrients
they need — no more and no less. The first step with this con-
cept is to sort cattle based on their nutrient needs.

For an extreme example, Cole stated that weaned calves have
very different nutritional needs than a

dry cow at a body condition score 6. To a
more real-world example, a lot of produc-
ers don’t sort out first-calf heifers from

the rest of the cowherd because of lack of
pasture space, but they should.

“The cattle are the ones that will suffer,”
Cole said. “The fat cow is going to get fatter
and the cattle with a greater need, like

the first-calf heifer that milks heavier will
suffer.. Some of the cows are going to get
the icing and some will get the crumbs off
the cake.”

Knowing the hay quality and the needs for
each class of cattle can help allocate the
proper amount of nutrients to each group
of cows. This also provides an opportunity
for cost savings and can extend an already
pinched hay supply forage supply in some
instances.

Most of Southwest Missouri experienced a
drought in late summer and during most
of the fall, which heavily impacted the
amount of fall stockpiled fescue that pro-



ducers could accumulate. The lack of stockpiled forage could

prove a challenge for keeping adequate hay supplies this Ilam‘
winter. T
Managing hay waste and also managing the amount of hay " C y.
cows eat are two options to help stretch a hay supply. If given """“. m’{"“
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the opportunity, cows will become over-consumers of hay. Al-
leviate overconsumption and hay waste by shutting the gate

to the hay ring for a portion of the day. H Oliday SChedu[e

“A dry cow doesn’t need over 25 pounds of hay,” Cole said. Closed for the Holidays:
“Let cattle go into a feeding area and give them enough time
to eat 25 pounds, then shut them out and let them go rumi- December 22 - January 2

nate, to digest the feed they’ve taken in.”

If producers find themselves searching for hay to buy, Cole open to Receive Cattle on lanuary 2

suggests that they purchase hay by weight, not by the bale. for Janu ary 4 sale
Producers should also ask questions about the hay quality
and where the hay has been stored. Hay
quality can be highly compromised if too
much moisture soaks into the bales.

“Best thing is to buy hay that has been

put up in a barn,” Cole said. “Even two- m Q G 3

year-old hay that has been in a barn B R E s s & E
doesn’t lose much of its nutrient value, LA

other than vitamin A.”

However, no matter the situation pro- G A T T L E M E N
d find th lves this winter, \
whether it be unpredictable weather or RELY ON
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"We have been feeding VitaFerm® products for several years. VitaFerm Concept*Aid® plays

an important role in the performance of our breeding cows and heifers, as well as our bulls.
We see increased conception rates of our embryo pregnancies by 23%, and on our bulls,

we see an improvement in semen quality.”

JIMMY LINTHICUM SR.
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Put it on the
calendar!
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Added
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John Jeffrey at (817) 271-8395
or visit www.vitaferm.com fo find a dealer near you.
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MANAGEMENT MATTERS

Stock Tip, A Livestock Tip!

By Brian Fieser, PhD and Chris Hagedorn, Ruminant Manager

If a stock broker said “I have a stock tip that is guaranteed to
increase your investments in value over time and will al-
ways pay out a dividend in the short run” - would you invest?
Now, as cattle nutritionist, I have a “livestock tip” referred to
as Generational Nutrition, sometimes called fetal program-
ming. This would lead most to ask two questions: 1) What is

THE NUTRITIONAL
FRAME WORK FOR
BUILDING BETTER
PERFORMANCE

Mintrate® supplies
the perfect nutritional

Generational Nutrition? and 2) How do I invest in it? Gen-
erational Nutrition is a feeding program with an intentional
focus on maternal nutrition to drive animal productivity for
this and future generations, rather than just a focus on the
direct impacts of the current group of females. During each
phase of pregnancy, specific attributes(better word?) of the
calf’s development must take place to
ensure a living and healthy animal. In
the first trimester, there is rapid DNA/
RNA replication taking place, placental
and blood vessel development, tissue
differentiation (organs start to develop),
primary muscle generation (of which
there is a lifetime supply at birth) and
the generation of female oocytes (of
which they are also born with a life-
time supply). Moving into the second
trimester, the organs gain functionality,
physiological systems start to function
(nervous, immune, digestive, endocrine,
initial respiratory, etc.) and carcass
traits are initiated (secondary muscle
cell and fat cell generation). The third
trimester is the stage which producers
are most familiar with, as it is the time
during which the most obvious physical
changes take place, such as 75% of fetal
growth, increased placenta blood flow,
final respiratory development, and no-
tably a 20-30% decrease in intake.

framework needed

to build solid herd
productivity for today
and future generations.

¢ Unique combination of
protein sources optimize
rumen function

Mineral technology factors
in bioavailability, rumen
solubility and interactions

Supplies vitamins that for-
ages lack

Most formulations are fed
free-choice

Available in blocks, tubs
and cubes/pellets

Ve ey
MINTRATE.
s

Building your herd’s
performance is easy
with Mintrate.

¢) ADM cCattle Nutrition ¢ ADMAnimalNutrition.com/Beef
866-666-7626 e AN_BeefHelp@adm.com
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One example of Generational Nutrition
would be the concept of late summer/
early fall protein supplementation of
cows impacting three calf crops. How
does this happen? When we correct a
protein deficiency in a cows diet, spe-
cifically a rumen degradable protein
deficiency, the cow is able to increase
her forage intake and digestion. Simply
put, by meeting or slightly exceeding
her nutritional needs, we put her on

a higher plane of nutrition. The 3 calf
crops (or generations) that are impacted
are the calf at her side, the calf growing
in utero, and if the calf growing inside
is a heifer, then the third is this heifer’s
first calf.

The calf at side will benefit from the
higher plane of nutrition in the form

of additional milk output due to the
greater energy consumed by increasing
the intake and utilization of the forage.
The second calf (feeding the fetus!), will
benefit from the nutritional support to
generate a more robust fetal develop-
ment in the 1st and 2nd trimesters (for
spring calving cows late summer and
fall are generally the first 2 trimesters).
These include primary muscle and oo-
cyte formation, as well as carcass traits
initiated and development of the im-
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mune system among others. The next generation or
third calf was the focus of studies at the University
of Nebraska that demonstrated when cows were fed
supplemental protein in the last trimester, they gave
birth to heifer calves that had increased pregnancy
rates and earlier breed ups when compared to heif-
er calves born to cows receiving no supplemental
protein. As a bonus, the steer mates that came from
protein supplemented cows (last trimester) had a
higher percentage grading choice than the steers
from cows receiving no supplemental protein. Fur-
ther evidence came from researchers at South Dako-
ta State University when they demonstrated higher
weaning weights and a higher functioning immune
system in calves from cows who were fed a plane

of nutrition in the second trimester that exceed the
cow’s maintenance requirements. These findings
leave no doubt that nutrition done right can have
benefits seen for generations.

The second question was how do I invest? As laid
out in the previous section, the investment is in
meeting the cows needs during all phases of produc-
tion at all times. One way to look at it is that there
are no days off in a cow’s productive calendar. Of
the 365 days in a year, she will be pregnant 280 days
and open 85 days. In the 85 days, she will produce
the highest volume milk and prepare to conceive the
next generation. The investment in the cow’s nutri-
tion on a day to day basis will pay back in bigger,
healthier, more productive calves now and genera-
tions to come. Again, I am just a humble cattle nutri-
tionist, but an investment that will return dividends
in the short run and provide economic benefit in the
coming years as well... kind of makes me wonder if
chose the one right career path! %

GET NOTICED
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INDUSTRY NEWS

Buy Quality, Buy Once. Buy Cheap, Buy Twice.

Recap from the Show-Me Select Replacement Heifer Sale

By Jordan Thomas for Cattlemen's News

The most recent Show-Me-Select Replacement Heifer sale in
southwest Missouri was held on November 20th at the Joplin Re-
gional Stockyards. Across the 212 spring-calving bred heifers that
sold, the average price was $1,731 per head. As is often the case,
heifers carrying pregnancies that resulted from artificial insem-
ination (AI) brought a higher average price ($1,784) than heifers
carrying pregnancies resulting from natural service ($1,682). The
high-selling lot of the night, a set of six black baldy heifers from
long-time consignor John Wheeler, brought $2,300 per head.

You might be asking how these prices can make any sense at a
time when calf prices are down and profit projections for the
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cow-calf sector are poor. Aside from an unprecedented global
health situation and one of the more contentious election cycles in
modern American history, large portions of the United States have
faced extreme drought and fire. Even here in southwest Missou-
ri, the late summer and early fall drought significantly impacted
fall forage growth. With all of this going on, how are commercial
producers willing to spend this kind of money on replacement
females? Can bred heifers be worth that much?

I will grant you that part of it is branding. The Show-Me-Select
program is now recognized as the gold standard heifer develop-
ment program nationally. Another part of it is the reputation that
long-time consignors have built with repeat buyers. Real commer-
cial producers are coming and buying these “expensive” heifers
year after year. Why is that?

“Buy quality, buy once. Buy cheap, buy twice.” I couldn’t tell you
who originally said that, but it is a phrase I wish I had heard
earlier in my life. The idea is that while cheaper options have a
lower price at the time of purchase, they have a much higher cost
if you consider their useful life. A $500 chainsaw that lasts ten
years is a lot less expensive than a $200 chainsaw that lasts two.
To put this in the business terms of straight-line depreciation, the
$500 chainsaw in that example would cost $50 per year while the
$200 chainsaw would cost $100 per year. Sure, it might be easier
to cash-flow purchasing a $200 chainsaw rather than a $500 one.
But the option that cash-flows most easily is not always the wisest
investment. That is the case with heifers too. Cheap heifers can be
expensive.

Each year, MU Extension Specialists Wesley Tucker, Eldon Cole,
and Joe Horner put together a nice annual cow-calf planning bud-
get for Southern Missouri. The updated version for 2021 is avail-
able at the following shortened link: https://tinyurl.com/MOAg-
Budgets. I encourage everyone to sit down with this budget over
the holidays and use it as an opportunity to rethink what you do.

Typical feeding costs in the cow-calf budget continue to be a
major problem to address. In our state, feeding programs built
around stored forage (e.g. hay and the supplementation it re-
quires) are the “not-so-silent killers” of profitability. This is the
major factor pulling down the gross margin of commercial cows.
But the other major factor pulling down the gross margin of cows
is the annual depreciation cost of cows. You see that reflected in
this budget by the line items for cow replacement costs compared
to value for cull cows sold. Cow depreciation costs are the silent
killer in most commercial production systems.

Cow depreciation costs are a function of how long cows remain in
the herd as productive females, the purchase price of the female,
and the sale price of cows when they are culled or marketed. Wise
commercial producers often realize they are better off purchasing
replacements rather than developing their own. Likewise, they
often realize they are better off purchasing high-quality, high-in-
formation replacements compared to cheaper alternatives. The
purchase price of the heifers still matters, but what matters even
more is whether the heifers will calve early in their first calving
season without much risk of difficulty, maintain body condition,
breed back, and stay in the herd for a long time.

As with buying a quality chainsaw that will last multiple years,
spending a little more on replacements can actually result in low-
er annual cow replacement costs per year. Buy quality, buy once.
Buy cheap, buy twice. %

Jordan Thomas, Ph.D. - Assistant Professor and State Beef Reproduction Specialist
University of Missouri - Division of Animal Science.



MANAGEMENT MATTERS
Building a Firm Foundation

Critical elements for insuring a healthy calf crop

By Eric Bailey for Cattlemen’s News

Calving season is right around the corner, and it

is crucial to build a firm foundation for your 2021
calf crop. There are two critical elements to getting
a calf off on the right foot. Colostrum intake is crit-
ical for a newborn calf because its immune system
is not fully developed at birth. The second critical
element is preventing scours in young calves.

Colostrum is the cow’s first milk. During the final
month before calving, the cow loads immuno-
globulins into the first milk consumed after birth.
Timing of colostrum intake is essential. During the
first 6-12 hours after birth, the calves have a very
porous intestine. During this time, the large immu-
noglobulins pass can be absorbed out of the gut
and used by the calf.

Cows with adequate body condition should produce plenty

of high-quality colostrum for their newborn calves. There is
some data to suggest the first calf heifers produce lower quali-
ty colostrum. Colostrum consumption should not worry pro-
ducers unless nutrition during the final 4-6 weeks before birth
is poor. If cow body condition has deteriorated, that would be
a risk factor for below-average quality colostrum. The second
risk factor is a calf that is not vigorous at birth. If the birth
was difficult, or the weather prevented the calf from getting
up and nursing quickly, it may be important to intervene with
supplemental colostrum. Colostrum replacer is readily avail-
able for purchase but is pricey. Only give it if recommended
by a veterinarian or if one of the risk factors above pertains to
your scenario.

Getting adequate colostrum intake does not make a calf im-
mune from all disease challenges. Scours has long plagued
young calves across the country. I encourage anyone who

has dealt with scours in the past to read up on the “Sandhills
Calving System,” developed by faculty at the University of
Nebraska (https://beef.unl.edu/beefreports/symp-2007-17-xx.
shtml). Two factors contribute to calf scours: 1) a susceptible
host (the calf), and 2) a significant pathogen load. In essence,
the Sandhills Calving System rotates cows that have yet to
calve onto a new pasture every 10 to 14 days. Older calves do
not interact with newborn calves, reducing a route of disease
transmission, and cows calve on “clean” pastures, limiting the
number of “bugs” the newborn calves are exposed to from the
environment. I believe this idea is important to Missouri cattle
farms because of our winter-feeding strategies. Feeding hay in
the same spot all winter long will create a mud pit that serves
as a reservoir of the scours bugs.

Giving calves a leg up by taking steps to promote adequate co-
lostrum intake will help defend a calf from disease until they
have a functioning immune system. However, the pathogen
load can overwhelm well-functioning immune systems. Feed-
ing hay in the same spot and making the calves live in a mud
lot potentially exposes them to significant pathogen loads.
Give the Sandhills Calving System a try with your next set of
winter calving cows. ™%

Eric Bailey, PhD, is the State Beef Extension Specialist and Assistant Professor of Animal
Science at the University of Missouri
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Mo Beef Mo Kids

Education
The gift that keeps on giving

By Mo Fit (MoBKF) Program

As schools continue to face challenges around COVID, we are reach-
ing out to schools to offer educational resources virtually, and activi-
ties as we head into holiday breaks.

Beef Box Outreach

Mo Beef Academy members received a box of educational resourc-
es to distribute in their communities. Resources highlighted beef’s
production and nutrition stories.

Resources: Want educational resources? Sign up at mobeefkids.com
and we will send you a resource packet electronically or by mail.

In the meantime, visit the following resource and share with friends
and family who may have a disconnect around today’s modern agri-
cultural story. https:;//www.onthefarmstem.com/resources

Kids in the Kitchen: Get your kiddos in the kitchen this holiday
season and explore these beef recipes!

Beef Holiday Campaigns

The Missouri Beef Industry Council (MBIC) has teamed up with the
Missouri Wine and Grape Board to offer an exclusive two-part hol-
iday series, “Roast and Toast.” Foodie influencers will learn about
the beef and wine industries, how to entertain this holiday season
with beef, beef cooking methods and tips to make a successful beef
meal.

Beef it’s What’s For Dinner on Hallmark: Drool Log advertise-
ments will appear throughout late November and December on the

Hallmark Channel’s holiday programming event “Countdown to
Christmas” as part of a limited holiday broadcast and digital adver-

BEEF.

IT'S WHAT’S FOR DINNER®

SRR R A T TP O T Y T R e e
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Browse recipes, cuts'and
cooking tips for the holidays at

N M [ NDUSTRY COUNCIL
BeeﬂtSWh atSForDI nner.com Funded by Beef Farmers and Ranchers
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" BERT. C
tisement buy as a way to have a broader reach with consumers this
holiday season.

Chicory and Target: Nationally and with additional target cam-
paigns in Missouri, we are teaming up with Chicory, an e-commerce
platform, and Target to support retail beef sales for Holiday 2020
and keep beef top of mind for holiday shoppers.

Holiday Entertaining with Beef: State and national campaigns also
focus on popular holiday cuts---to include rib/ribeye roast, tender-
loin, and strip roast. Basic roasting tips and how to select cuts, cook
and carve provides consumers of all culinary levels to be successful
with beef this holiday season.

Chuck Knows Beef:

As a special holiday helper, Chuck will be the one guest you’ll actu-
ally want in the kitchen this holiday season. Chuck can help through
the whole meal planning process by helping find a great recipe-
whether it’s an appetizer for a part or the main holiday dinner.
While in the store he can help with ingredient lists, knowing what
to buy, cooking methods and more. %

Kids in the Kitchen!
Peanut Butter, Chocolate-Hazelnut and
Chocolate Chip Beef Jerky Cookies

Add this sweet and savory cookie to your
holiday baking list!

INGREDIENTS:

3/4 cup butter, softened (1-1/2 sticks)
1/2 cup sugar

1/2 cup brown sugar

1/2 cup creamy peanut butter

1/2 cup chocolate-hazelnut spread
legg

1 tablespoon vanilla extract

1-1/2 cups all purpose flour

1 teaspoon baking soda

1/4 teaspoon kosher salt

2/3 cup finely chopped beef jerky
1/4 cup bittersweet chocolate chips

COOKING:

1. Preheat oven to 350°F. Combine butter, sugars, peanut
butter and hazelnut-chocolate spread in large bowl. Using
hand or stand mixer, mix until and fluffy. Add egg and
vanilla; mix until fully incorporated.

2. Combine flour, baking soda and salt in medium bowl;
whisk together. Add flour mixture to butter mixture; mix
until fully incorporated; do not over mix. Add in jerky and
chocolate chips. Divide dough into 24 equal balls. Place on
2 ungreased shallow-rimmed baking sheets. Bake in 350°F
oven 13 to 15 minutes or until tops are evenly cracked.
Cool 10 minutes before serving.
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Looking in the Rearview Mirror at 2020

By Chris Chinn, Director of the Missouri Department of Agriculture

In some ways, 2020 has been the fastest year I can remember.
Though to most of us, it felt like one of the longest years in mod-
ern history at the exact same time. It almost feels like we were
all in a Netflix movie that was paused in March and kept having
to buffer as the COVID-19 situation progressed. No matter which
side of that fence you sit on, I believe that when we look back at
2020, we will be proud of the challenges we’ve overcome in agri-
culture.

I wrote last month about the tremendous obstacles that Gover-
nor Parson was able to help farmers and ranchers work through.
If ’'m looking back at 2020, it doesn’t hurt to list a few of those
again simply to prime the conversation. As a state, we made sure
agriculture and the food supply was deemed essential, worked to
waive state and federal regulations that allowed farmers to con-
tinue with a successful planting season, and supported our farm-
ers and food processors through unprecedented times.

But, many things in agriculture continued and prospered despite
COVID-19.

2020 Missouri State Fair Youth Livestock Show. The original
Missouri State Fair, dating back to 1901 started with a livestock
show. Our team worked hard with Governor Parson to protect
every aspect of the Fair that we could. Because of sponsorship,
vendor and public health considerations, we decided that the best
decision for our exhibitors and their families was to return to a
“back to the basics” approach by hosting a Youth Livestock Show.
Although it was a little less eventful on the Fairgrounds this year,
we’ve heard from an overwhelming number of exhibitors that
they were thankful for the opportunity to showcase the projects
they had worked so hard on.

In the end, the numbers show that we did the right thing by host-
ing a Fair. FFA and 4-H youth projects were able to complete the
judging process for agriculture
mechanics, horticulture and so
much more. We were up in entry
numbers in 7 of 8 livestock cate-
gories, with a 12% growth in 4-H
and FFA livestock classes overall.

2020 Ag Market Rally. Grain pric-
es have rallied in recent months,
supported by very strong exports
and led by large purchases of
corn and soybeans from China.
Compared to last year, these
strong export purchases have
provided a 40 cent basis improve-
ment in corn and 50 cent basis
improvement is soybeans shipped
out of St. Louis, one of our na-
tion’s busiest ports for grain
shipping. Seeing market prices
increase at harvest is somewhat
unusual, but was great news for
our farmers and ranchers.

On the livestock side, cattle and
hog prices have made respectable
gains as I write this. Prices are
strong for cash feeder cattle and
boxed beef. Likewise, hog prices
are seasonally high and appear
to be supported by an increase in
pork exports.

An important factor as to wheth-
er the strength in livestock pric-

es continues is whether restaurants and schools remain open
through the winter months, which will help support consumer
demand for red meat. In 2018, 70% of foodservices purchases of
beef came from restaurants and bars, and 10% were generated by
education institutions.

2020 Harvest Steady. Harvest has always been a favorite time of
year for our family. After months of waiting patiently after plant-
ing, you finally get to see the hard work pay off. This has been one
of the most normal growing seasons we’ve had since I became
Director of Agriculture almost four years ago, despite the fact that
we are working through a global pandemic. As with the rest of
2020, there are many things that make it unique. In 2018, we saw
a historic drought touch almost every corner of the state. Last
year, flooding destroyed crops along the Missouri & Mississippi
Rivers. Now that higher waters have receded along the rivers, it
has revealed some critical repair work that must be done now

to maintain proper navigation levels for barges moving grain to
our international customers. Although we have seen some dry
conditions in parts of southwest and northern Missouri, growing
conditions have been decent through most of the spring, summer
and fall.

2020 Election Outcomes. Missouri is unique in that our top two
leaders, Governor Mike Parson and Lt. Governor Mike Kehoe, are
farmers themselves. Gov. Parson is a third generation cattleman
and resides today on First Lady Teresa Parson’s original family
farm. Lt. Gov. Mike Kehoe is a first generation cattleman who also
loves and appreciates agriculture. It is good for Missouri to have
elected leaders who have a working knowledge of agriculture.

As always, we are here to serve you at the Missouri Department
of Agriculture. Please reach out to us if there’s anything we can do
to help you, your farm or your ranch!
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Walch for details on how te win thiy tuilen in December 2020.

Tune into KRMO AM 990 or visit krmo.com to learn more!
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WE SET THE MARKET

I-44 and Exit 22 |

Carthage Missouri

417854 84B

WWW.IOPLINSTOCKYARDS.COM f

iraditional values & innovalive approach

l-44 and Exit 22 | Carthage, Missouri
JRS Office  417.548.2333
Skyler Moore 417.737.2615
Bailey Moore 417.540.4343
Jackie Moore 417.825.0948

For a complete listing:

K7 JOPLINSTOCKYARDS.COM

COW AND BULL SALE

Dec. 16

4:30 PM following reqular cow sale
Expecting 500 cows and a few bulls!

30 mixed cows, 6 to short and solid, second
and third stage bred Angus.
Rep JW Henson (417) 343-9488

7 black Angus pairs, 5 to 6 years old, running
back with a Angus bull.
Rep Jack Chastian (417) 849-5748.

30 black pairs with 300-400 pound calves,
bred back to Angus bull, 5 to 6 years old. FMI
Jason Pendleton 417-437-4552.

Two purebred, 3-year-old Charolais bulls
from Tim Mueller. American Charolais Reg:

EM894091, BW 83, sired by RAILE 2250 T077.

Top Notch Farms
60 black pairs, cows are 4 to 6 years old,
calves 3 weeks to 250 pounds, Gardiner
bulls putin on Nov 10. FMI Bailey Moore
417-540-4343.

Top Notch Farms
13 black cows, 4 - SS short bred to Gardiner
bulls, calve in the fall. FMI Bailey Moore
417-540-4343.

100 mixed cows, 4 to short & solid, 3rd pe-
riod, bred to Angus bulls, few pairs by sale
day. FMI Bryan Haskins 417-850-4382.
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We appreciate your support in 2020!

A special thank you to Nowata Printing and their staff!

JOPLIN REGIONAL STOCEYARDS

CATTLEMEN’S
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From all of us
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SOX FEEDER FLASH
\

5 DAYS A WEEK

With Corbilt Wall!

Subscribe today at the
National Beef Wire website,
nationalbeefwire.com

or view it on YouTube
through the Cattle Market

Summary channel.

HELP LOCAL CHILDREN WITH MEDICAL NEEDS...
AND RECEIVE A TAX DONATION

Cattlemen’s News is glad to help “Cat-
tlemen for Kids”, part of the Children'’s
Miracle Network Hospital of Spring-

. . [ 1 would like to donate _ calf(s) to Children's Miracle Metwork itals.
field, Missouri, where local cattlemen = ] I R s i T IS CHEk G ke e ot Bk

O] 1 would like 1o donate ___ bullls) to Children's Miracle Netwerk Hospitals,
DONOR INFORMATION: (Please Print)

can donate a percentage from their
cattle sales to help children.

Nome:
Address;
It’s very simple; just clip out this form 2 :
and fill it out. When you unload your == Signature:
cattle, give this at check in, at the mar- e ————— AR
ket of your choice or you can tell them . %‘Eﬁimm:m’;: - Children's
to average off a percentage of your Springfield, MO 65801-8812 Miracle Network

{677) 260-KIDS w Hospitals

CheCk or the number Of Cattle you want Wheen your chack 15 receivad, 0 tax mcsipt will be issued to the donar from Children's Miracle Natwork
Haspitols at CoxHealth. Funding will be distributed to your locol Children's Miracke Network Hospital

tO donate tO the Organization. Please consult with your accountant reganding the tox deductibility of your gift.
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MISSOUR! CATTLE INDUSTRY CONVENTION
& TRADE 5HOW

January §-10. 2021 JOIN US!

L Bailey Moore
Osage Beach, MO

Missouri
417-540-4343
For more information, visit www.mocattle.com or follow us on Facebook.

Jackie Moore

Missouri
417-825-0948

Skyler Moore
Missouri
417-737-2615

Matt Oschlaeger
Video Production
417-825-0948

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

WE KNOW AG BANKING

Fred Gates
Missouri

FOUNDED IN SOUTHWEST MISS0OURI, OUR ROOTS ARE 417-437-5055

TRULY TIED TO THIS LAND. AS A PREMIER AG BANK,
WE ARE UNIQUELY SUITED TO SUPPORT OUR THRIVING

Jim Hacker
Missouri
417-328-8905
AG COMMURNITY AND CONTRIBUTE TO YOUR SUCCESS. Bryon Haskins
Kansas/Missouri
417-850-4382

JW Henson
Missouri
417-343-9488

Matt Hegwer
Missouri

SPRINGFIELD, ASH GROVE, WALNUT GROVE, BUFFALO, MT. VERN( AND CARTHAGE 417-793-2540

417.869.9000 | OLDMISSOURIBANK.COM

MEMEER FDIC
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livestock video

Contact one of our field
representatives today!

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

Troy Yoder
Oklahoma
918-640-8219



MARKET WATCH

Market Recap: Feeder Cattle Auction
November 23,2020 | Receipts 10,922

***CLOSE*** Compared to last week, steer calves and yearling steers under 750 Ibs
steady, steers over 750 Ibs steady to 5.00 higher, heifers steady, except heifer calves
under 500 Ibs and yearling heifers over 800 Ibs steady to 2.00 higher. Demand moder-
ate to mostly good, supply heavy. A high percentage of yearlings in the offering and
sharply higher Live Cattle and Feeder Cattle futures supporting the trade. The USDA
Cattle On Feed showed 101 percent On Feed, 89 percent Placements, 100 percent
Marketed. Supply included: 100% Feeder Cattle (66% Steers, 33% Heifers, 1% Bulls).
Feeder cattle supply over 600 Ibs was 78%.

Feeder Steers: Medium and Large 1 350-400 lbs 170.00; 400-500 lbs
160.00-182.50; 500-600 Ibs 141.00-160.00; 600-700 lbs 132.00-154.00; 700-
800 Ibs 133.00-149.00; 800-900 Ibs 133.00-148.00; 900-1000 Ibs 129.00-
139.00; 1000-1025 Ibs 120.00-129.50. Medium and Large 1-2 lot 382 Ibs
150.00; 400-500 Ibs 140.00-161.00; 500-600 |bs 135.00-145.00; 600-700 Ibs
126.00-141.50; 700-800 Ibs 126.00-143.55; 800-900 Ibs 127.00-138.50; 900-
1000 Ibs 125.00-134.25.

Feeder Heifers: Medium and Large 1 300-400 |bs 145.00-152.00; 400-
500 lbs 131.00-150.00; 500-600 lbs 128.00-147.00; 600-700 lbs 125.00-
138.50; 700-800 Ibs 121.00-133.00; 800-900 lbs 124.00-128.00. Medium
and Large 1-2 300-400 Ibs 131.00; 400-500 Ibs 124.00-138.00; 500-600
Ibs 121.00-136.00; 600-700 Ibs 116.00-134.00; 700-800 Ibs 116.00-129.25;
800-900 Ibs 114.00-129.00; 900-950 Ibs 92.50-110.00.

Source: USDA-MO Dept of Ag Market News Service

Rick Huffman, Market Reporter, (573) 751-5618
24 Hour Market Report 1-573-522-9244

MARKET WATCH
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Market Recap: Feeder Cattle Auction
November 30,2020 | Receipts 9,399

***CLOSE*** Compared to last week, steer calves under 650 Ibs 2.00 to 5.00 higher,
steers over 650 Ibs 1.00 to 3.00 lower, heifers under 550 Ibs and over 800 Ibs steadly,
heifers 550 to 800 Ibs 2.00 to 4.00 lower. Demand moderate to good, supply heavy.
The offering consisted of mostly wean/vac calves with a few unweaned calves in the
mix and yearlings. Demand best of light calves suitable for winter grazing. Supply
included: 100% Feeder Cattle (64% Steers, 33% Heifers, 2% Bulls). Feeder cattle supply
over 600 Ibs was 58%.

Feeder Steers: Medium and Large 1 300-400 lbs 180.00-190.00; 400-
500 Ibs 161.00-177.50; 500-600 Ibs 144.00-167.00; 600-700 Ibs 135.00-
152.50; 700-800 Ibs 134.00-144.50; 800-900 lbs 133.00-146.00; 900-1000
Ibs 129.00-136.00. Medium and Large 1-2 300-400 Ibs 165.00-172.50;
400-500 Ibs 147.00-170.00; 500-600 Ibs 140.00-156.00; 600-700 Ibs 129.00-
141.00; 700-800 Ibs 128.00-138.00; 800-900 lbs 126.00-133.00; 900-1000
Ibs 125.00-130.25.

Feeder Heifers: Medium and Large 1 300-400 lbs 143.00-150.00; 400-
500 lbs 132.00-150.00; 500-600 lbs 125.00-140.00; 600-700 lbs 121.00-
134.00; 700-800 Ibs 120.00-134.50. Medium and Large 1-2 300-400 lbs
132.00-143.00; 400-500 Ibs 125.00-142.00; 500-600 Ibs 120.00-131.00;
600-700 Ibs 115.00-126.00; 700-800 Ibs 111.00-131.00.

Feeder Bulls: Medium and Large 1 pkg 426 Ibs 145.00; lot 534 lbs
120.00; pkg 842 Ibs 85.00; pkg 973 Ibs 88.00. Medium and Large 1-2
350-400 lbs 142.00-145.00; 400-500 lbs 124.00-127.50; 500-600 |bs 105.00-
118.00.

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

Market Recap: Value-Added Feeder Cattle Auction
December 3,2020 | Receipts 7,076

***CLOSE*** No recent Valued Added sale for a price comparison. Comparable
sales of weaned calves to Monday'’s regular feeder cattle sale, steers under 750 Ibs
and heifers under 600 Ibs steady to 3.00 higher, steers over 750 Ibs and heifers over
600 Ibs steady. However when comparing to unweaned calves of same quality and
weight, steer and heifer calves 8.00 to 10.00 higher. Demand good, supply heavy.
The bulk of the calves in medium plus to fleshy condition, with few thin flesh calves
in the mix. Calves are weaned forty five days or more, on a vaccination program
and heifers are guaranteed open. Supply included: 100% Feeder Cattle (61% Steers,
39% Heifers). Feeder cattle supply over 600 Ibs was 47%.

Feeder Steers: Medium and Large 1 300-400 Ibs 187.00-200.00; 400-
500 Ibs 164.00-184.00; 500-600 Ibs 143.00-170.00; 600-700 Ibs 135.00-
155.25; 700-800 Ibs 130.00-151.75; 800-900 lbs 131.00-135.00. Medium
and Large 1-2 350-400 Ibs 167.50-185.00; 400-500 |bs 155.00-175.00;
500-600 Ibs 139.00-165.50; 600-700 Ibs 132.00-145.00; 700-800 |bs
133.00-141.00; 800-850 Ibs 131.00-135.75; 900-1000 lbs 122.00-129.00.

Feeder Heifers: Medium and Large 1 350-400 lbs 147.50-150.00; 400-
500 Ibs 136.00-150.00; 500-600 Ibs 129.00-142.00; 600-700 Ibs 128.50-
133.75; 700-800 |bs 128.00-132.50. Medium and Large 1-2 300-400 Ibs
138.00-152.00; 400-500 Ibs 130.00-148.00; 500-600 Ibs 126.00-138.00;
600-700 Ibs 126.00-131.50; 700-750 lbs 127.00-131.75; pkg 864 Ibs
125.50.

Source: USDA-MO Dept of Ag Market News Service

Rick Huffman, Market Reporter, (573) 751-5618
24 Hour Market Report 1-573-522-9244
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Al SERVICE

CONSTRUCTION

SEED STOCKMANSHIP

WlDE

- ; ; I&/tﬂ!{{?d{ LLC

Cody & Jocelyn Washam
Wentworth, MO
417-489-5450 Cody Cell
cwhsangus@hotmail.com
info@widerangebovine.com

www.widerangebovine.com

Thanks for your business in 2020!
Wishing you all the best
in the New Year!

SUCCESS

“assLon

gg({f

TIMED A.l. BREEDING | CHUTE-SIDE SERVICE
SEMEN & BREEDING SUFPLIES | LIGUID NITROGEN

Contact Kent Daniels for more information
(417) 343-5157 | kdaniels. ssma@gmall com

Quality Beef with
high EPD’s and Performance

SACHS SF FARMS..
———

SachsFarms.com

JOPLIN TRUSS

"M

PROMPT, RELIABLE SERVICE

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

1-800-695-1991 1-800-695-6371

|ntroducmg

&@jmd Mean it”

the Bud & Eunice Williams Story

WARM SEASON
GRASS SEED

Caucasian Bluestem
Debearded & Cleaned

Hardy, Productive &

High-Quality Pasture or Hay |

417.214.0419

Leon Luthi

Available Small Square Bales of Caucasian : -
- ¢  |www.stockmanship.com ¢ 417-719-4910

FINANCING

Aaron Sachs Farm Manager
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& State Farm IETTIEN

-Agent
Providing Insurance & Financial Services
Phone | 417.451.6666
Fax | 417.451.6766
erlc.nomis.r19ki@statefarm.com
437 W Coler, Neosho, MO 64850

GENETIC SERVICES

I-I

GENETIC SEU.-'IEEE

Protect ipiviir

INVESTMENT

FPest ggevesr

BULL
)

fry Tl

TANK

I:l.l-t:.n !nmﬂn I:nlln:l]nn
Bull Housing
Semen Storage & Shipping
Hreeding Supplies
417-736-2125 + www.ShowMeken.com

8134 E. State Hwy €, Strafford, MO 65757

OWWWW
Proper Livestock
Marketing 101

SPRAYING

~ HIMMERICH
/i CROP CARE LLC by Bud Williams
u. ‘:f Cusz_‘om.S,‘o‘rOy/ng stockmanship.com

417-719-4910
in pasture &forage maintenance.
Licensed chemical & fertilizer dealer.
Call for free estimate.
avid Himmerich

4175887546

FORAGE

& HUNKE 7 BALED SILAGE
D f," , SPRAY SERVICE ¥ \‘s (TUBED)
STARK CITY, MO 1,300 to 1,500 pound bales
JARED (417) 437-4420 (5x4)
DELMAR (417) 825-4824 —IMATT TAYLOR
Providing liquid fertilizers, ag chemicals, 417.850.1860

crop scouting and consulting to Southwest
Missouri Agriculture since 1974,

McMatt and Goodman, Missouri area

INTERESTED IN
ADVERTISING
HERE?
Contact
Mark Harmon
for more
information!

Email:

markh@joplinstockyards.com

=g

Pictured from left to right:

Scynthia Schnake - MBIC Region 4 board member, Luella Gregory - Mo
Beef Mo Kids program director, Mark Harmon - MBIC Region 4 board
member, Mark Russell - MBIC Executive Director, and
Donell Kleiboeker - MBIC Intern

Thank you to representatives from the
Missouri Beef Industry Council who visited
with producers during the recent Show-Me

Select Replacement Heifer Sale!
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David Payne Law

Are you prepared for the Certainty of Uncertainty?

COMPLETE ESTATE PLANS
FARM LLCs
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Certified Public/Accountants Est®1970
James E. Newhold, CPA  Kevin J. Newhold, CPA  Kristi D. Newhold, CPA
PAYROLL JIgFARMATAXESRINACCOUNTINGHI CONSULTING
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‘ ’0" www.newboldnewbold¥com

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




A productive proposition:

Buy now, pay later on MFA branded feeds 4

*

@ JOHN DEERE
FINANCIAL

MFA customers can receive special financing
on qualifying feed purchases made through
your Multi-Use Account from John Deere
Financial until Jan. 31, 2021. Details of the
offer include:

Up to 90 days with no payments/no interest
followed by Prime + 2% APR' interest

Most MFA branded feeds are eligible

Payment delayed until your February 2021
Multi-Use Account statement

No account? No problem. Visit JohnDeereFinancial.com/MultiUseApply
to complete an application online, stop by your local MFA to apply in
person or call 800-356-9033.

See your MFA location about livestock
needs and financing opportunities
available through the Multi-Use Account.

ntact your MFA Agri Services for additional information, or call (573) 874-5111.

n L 4 @ www.mfa-inc.com

chases made between 1 September 2020 to 31 January 2021 and is subject to approved credit on a Multi-Use Account, a service of John Deere Financial, f.s.b. For agricultural use only.
interest charges will begin to accrue at Prime + 2% APR. The Prime Rate will vary with the Citibank Prime Rate. Available at participating merchants, see your local merchant for complete details.

MFA

INCORPORATED

®
MADE FOR AGRICULTURE’





