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ARKANSAS 
Jimmy Brown
M (501) 627-2493

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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: Exeter/Wheaton, 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; O (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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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: Mount Vernon, MO
(417) 548-2333

FIELD REPRESENTATIVES

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

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

ON THE BLOCK
with Jackie Moore
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Disappointing…that is what I would 
call the cattle market at this point. 
Right here when it is supposed to 
be getting better and these fat cattle 
trades are supposed to be on the 
highs of the year. The coronavirus 
comes along and tanks the Dow 
Jones, tanks the cattle market and 
tanks everything to do with Agricul-
ture and just about all the commodi-
ty markets around the world the last 
few weeks.  

Just when we thought we were go-
ing to get into the time of year when 
we could make some money, here 
comes along something that we nev-
er expected to happen. It leaves me 
in a little bit of limbo not knowing 
where this thing is going with the 
market. Right here when I thought 
we were about to make some prog-
ress and the optimism was going 
good, the lighter cattle are sure trad-
ing well, the feeder cattle trading 
well, and the fat cattle market was 
supposed to be getting better. Well, 
none of that has happened over the 
last few days.

As we enter into March, it’s going 
to be a guessing game as to what’s 
going to go on because it’s hard to 
know what’s going to happen with 
outside factors within this mar-
ket. As far as fundamentals of the 
market, it’s fine, but we have the 
coronavirus which we have been 
dealing with for quite a while now 
and it is becoming more widespread 

all over the world. We are just going 
to have to wait and see how all of it 
plays out.  

One thing we can be excited about is 
spring is just around the corner with 
green grass & blue skies! This last 
month or so it has been muddy, wet 
and nasty. Alot of cattle are in thin 
condition and have alot of value 
from that standpoint. We have seen 
alot of those lighter cattle, even with 
the market tough, still selling very, 
very well. The feeder cattle end of it 
is pretty tough. Historically, it’s not 
known for getting better in March. 
When you look out there at those 
summer futures at $1.07, $1.08, 
$1.09 range on those fat cattle, it’s 
hard to buy one cheap enough to 
sell him for that price so we’re in a 
little trouble on these feeder cattle.  

I sure wish I had some good news 
for you and some logical explana-
tions as to what’s going on within 
the industry, but it’s a little hard to 
figure it all out at this point. All we 
can do is wait and see how long it 
will last. Like I said, spring is on the 
horizon and that is a very optimistic 
thing for me!

Good luck, and God Bless!

Jackie
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Cattlemen’s News, published by 
Joplin Regional Stockyards, was 
established in 1998. With 12,000 
customers and 450,000 plus 
cattle sold per year, this publica-
tion is an excellent advertising 
avenue for reaching customers 
from across the region. The 
publication puts today’s pro-
ducers in touch with the tools 
and information needed to be 
more efficient and profitable for 
tomorrow. Circulation 12,000.

CONTACT US
Publisher/Advertising:

Mark Harmon
Phone: 417-548-2333
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markh@joplinstockyards.com
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APP TODAY!

Every bull Buyer 
entered in drawing

Briarwood Buyer Bonuses

Win a 
FREE

HEIFER

5% Discount  for 
repeat bull buyers 

who purchased sires 
in 2018 or 2019

FREE
Bull Delivery

within 250 mi.

For additional information or to 
request a sale book contact:
Missouri Angus Association, 

Julie Conover, General Manager
734.260.8635     

Julie@MissouriAngus.org

$50 Discount
to Bull Buyers 

who haul home 
sale day

Live & Online ~ 1:00 p.m.
Butler, Mo

Register to Bid Online at 

Briarwood Angus Farms
Quality Bull & Female Sale

 Spring & Fall Bulls            Pairs, Open & Bred Females

www.BriarwoodAngusFarms.com

Top 1% $B, $C; 3% YH, CW; 5% Doc; 
10% SC, MARB, $G; 15% YW, RE 

Top 1% $B, $C, SC, $G; 2% MARB, RE
3% CW, YH; 10% WW, $M, $W

2110 NW St. Rt. 52   
Butler, MO 64730
Curtis & Ann Long  

 660-679-3459
David Warfield, mgr. 

 660-679-3395
bfarmsangus@yahoo.com

Since 
1964

Ride with
 us on

Qualified
Seedstock Supplier

Briarwood Exceed 8107 Briarwood Sure Fire 8113

*As of 01/18/20*As of 01/18/20

Lost Creek   
CATTLE CO.
~ 40 Years of Crossbreeding ~

Our heifers are produced in a 3 breed crossbreeding system using Angus, 
Charolais and Black Simmental and every heifer is part of each breed 
resulting in heterosis(hybrid vigor) that is 86% of maximum.  Our Spring 
calving crossbred heifers will be available by November 1 with a calving 
period from late February thru April with most calving in the 1st 30 days.  
Most of these heifers were sired by exceptional sons of charolais sires, LT 
Long Distance 9001 PLD, LT Ledger 0332P and VPI Freelunch 708T.  Some 
were Angus or Sim Angus sired by sons of AAR TenX 7008, Sitz Upward 
307R, CCR Cowboy Cut 50482 and SDS Graduate 006X.  Our bulls are 
selected for strong maternal  characteristics as well as adequate growth 
and desirable carcass traits.

Our heifer bulls are Sim Angus sons of KCF Bennett Absolute and Hooks 
Beacon, both of which rank at the top of the breed for calving ease as well 
as the All-Purpose Index.

Our 2017 yearling steers were evaluated by the IGS, a division of the 
American Simmental Association, using their Feedlot Profit Calculator and 
had the highest relative value of any yearlings they had EVER evaluated.

The heifers have an extensive health and vaccine program including 
2 doses of modified live Virus vaccine prior to breeding, making them 
and their calves eligible for these vaccines in the future when done in 
compliance with the vaccine label.

We have been breeding and selecting from these superior animals for 
over 40 years.

“CROSSBREEDING IS THE ONLY WAY I KNOW THAT 
YOU CAN GET SOMETHING FOR NOTHING AND IT IS 

CALLED HETEROSIS OR HYBRID VIGOR.”

Bred for easy calving, superior 
growth, docility & a desirable end product.

Excellent
Brood Cow Prospects!

3 Breed, Crossbred Heifers 
For Sale

Spring Calving Heifers available after Oct. 15
Fall Calving Heifers available after April 15

LOST CREEK CATTLE CO. • WYANDOTTE, OK
Jim Beck, Owner 918-786-6944   •  jimandsara@hotmail.com 

Shannon Meador, Ranch Foreman  |  417-456-2104

Producer
James Beck
1639 Pine Drive
Grove, OK, USA
74344

918-786-6944
jimandsara@hotmail.com

Feeder Calf Info
69150 E. 128 Rd.
Wyandotte, OK, USA
74370
Head: 43
Delivery date: 06/01/2018
Born 02/25/2017 to 05/20/2017

Horned/Polled: Polled
Color: Mostly Smokes, few yellows, 5 blacks
Sex: Steer
Avg. weight: 1025
Weight range: 900-1100 lbs
Weaned: 11/06/2017

USDA Process Verification
NA
Breed Composition: Angus: 50.29% Charolais: 40% Simmental:
9.71%

Treatment History
Vaccination 05/24/2017 . . . . . . . .Nasalgen, Virashield 6+L5 HB,

Vision 8, Pinkeye Shield XT4
Vaccination 10/08/2017 . . . . . . . .Vision 8, Virashield 6+L5 HB,

Nuplura PH
Booster 03/14/2018 . . . . . . . . . . . Titanium 5, Pinkeye Shield

XT4
Deworming 10/08/2017 . . . . . . . . Ivermectin
Deworming 03/14/2018 . . . . . . . . Ivermectin
Implant 05/24/2017 . . . . . . . . . . . Synovex C

Total Relative Value $6.16/cwt
Relative Management Value $2.58/cwt
Relative Genetic Value $3.59/cwt

Relative Genetic Value: Predicted difference in value due to genetics between the calves being evaluated
and the average Angus calves of the same sex, starting weight and management conditions.
Relative Management Value: Predicted difference in value due to management between the calves being
evaluated and those same calves under the assumption of an industry average 60% BRD vaccinated and
60% weaned for 30 days or greater
Total Relative Value: A combination of Relative Genetic Value and Relative Management Value.

Quality Grade Yield Grade Carcass Weight

Avg. Daily Gain Feed Conversion

★ ★ ★ ★ ☆ ★ ★ ☆ ☆ ☆ ★ ★ ★ ☆ ☆

★ ★ ★ ★ ★ ★ ★ ★ ★ ★

Certification Date 03/15/2018
No. 120

The projections, values, and other calculations produced by Feeder Profit Calculator™ are based on user inputs. IGS does not independently verify the
information provided by users. The mathematical models and assumptions related to market conditions utilized in Feeder Profit Calculator™ may change
significantly. IGS makes no representation that any Feeder Profit Calculator™ projection will be realized and actual results may vary significantly from Feeder
Profit Calculator™ projections. The relative market values produced by Feeder Profit Calculator™ represent a relative valuation for comparison purposes only
and do not represent an actual market value.

Highest Total Relative 
Value ever recorded 
by IGS Feeder Profit 

Calculators for calves 
of this weight.
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We all experience unexpected 
expenses from time to time. 
Even the best financial analytic 
teams suggest their past perfor-
mance is no indication of the 
future. What we often forget 
when budgeting is every predic-
tion has a confidence variation 
surrounding it. A good example 
is weather predictions. Each 
channel tries three times per 
day to predict the same thing, 
but I suspect each of you have 
a different confidence in the 

prediction depending on the 
television channel.
 
A recent paper in the Journal 
of Animal Science by Claudia 
Blakebrough-Hall, and her Aus-
tralian co-workers, highlights 
some novel methods to confi-
dently diagnose bovine respira-
tory disease (BRD).

The initial method for (BRD) 
diagnosis used in the experi-
ment was not all that different 

from what you consider normal 
- depression, nasal discharge, or 
even coughing. 

There were two additional com-
ponents to the visual diagnosis 
used in the experiment. First, a 
visually healthy pen mate was 
also pulled with each visual BRD 
diagnosis animal. 

Second, the initial visual BRD di-
agnosis was confirmed by evalu-
ating lung damage at harvest.

NUTRITION PROGRAM

Blueprint® is a premium nutrition 
program designed to build on   
genetic potential.

• Total Replacement Technology®
 - Contains optimal levels of   
   Bioplex® organic trace minerals  
 - Formulated with Sel-Plex®

• Easily absorbed and readily 
metabolized

• Supports improved performance

BLUEPRINT®BLUEPRINT®
THE MINERAL FTHE MINERAL FOR OR 
EVERY STAGE OF LEVERY STAGE OF LIFEIFE

FIND YOUR BLUEPRINT: 

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

417.865.0312

Hirsch Feed & Farm Supply
1400 Nettleton | Thayer, MO

417.264.7616

Kelly Smith
Territory Manager

417.855.9461

Using this treatment and diag-
nosis “protocol” calves were 
sorted into five groups: healthy; 
visually healthy pen mate treat-
ed due to high temperature or 
lung sounds with no severe lung 
damage; visually diagnosed and 
treated, but no lung damage; 
visually healthy and untreated, 
but damaged lungs; and con-
firmed BRD due to visual symp-
toms accompanied by treatment 
and damaged lungs.

Not surprising, the calves with 
visual symptoms and severe 
lung damage were least profit-
able, slowest growing, and yield-
ed the lowest quality carcasses. 
As expected, the greater the 
number of BRD treatments the 
poorer the cattle performed.

There were 145 calves (18%) 
treated at least once for BRD 
due to visual diagnosis, there-
fore 145 visually healthy pen 
mates were pulled for compari-
son. Of these randomly selected 
healthy appearing pen mates, 63 
head, or 7.2% of all calves in the 
experiment, exhibited elevated 
temperature or lung sounds 
consistent with BRD when eval-
uated at the chute. 

This diagnosis and treatment 
process occurred before the 
calves exhibited any visual 
symptoms resulting in compara-
ble growth and carcass perfor-
mance to the 67.5% of cattle that 
remained healthy. This suggests 
two possible outcomes: these 
randomly selected calves were 
actually sick and responded to 
early treatment, or they were 
healthy and have a higher than 
normal temperature and/or 
noisy lungs.

The idea that over 40% of 
healthy appearing, randomly 
selected pen mates were in ear-
ly stages of BRD, demonstrates 
an opportunity for technology 
using process control, animal 
monitoring or even health his-
tory to assist with quantifying 
each animal’s normal behavior 
patterns and potentially limiting 
unnecessary treatments.

The calves visually diagnosed 
and treated during the feed-
ing period, who didn’t exhibit 
lung damage at harvest (10%), 
were considered a treatment 
success. Despite having clear 
lungs, these calves were unable 
to perform as well as healthy 
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Unseen Costs, Clear Opportunities
Diagnosing and overcoming BRD 

By Justin Sexten for Cattlemen’s News

DATA DRIVEN DECISIONS



calves but did exceed the 6.7% 
of clinically ill calves who exhib-
iting lung damage in addition to 
visual symptoms.

All cattle were sourced via 
auction markets, so no previ-
ous health history accompa-
nied calves at arrival. Without 
history, the researchers could 
not determine the cause of lung 
damage at harvest, could be 
from sub-clinical BRD, a previ-
ous BRD infection or a combi-
nation. A 951 pound placement 
weight suggests the opportunity 
for previous respiratory disease 
certainly existed.

With this in mind, there were 
8.4% of the cattle who were 
never pulled due to visual symp-
toms yet showed severe lung 
damage at harvest. These calves 
were described as sub-clinical, 
due to lack of visual symptoms. 
Performance and carcass merit 
of the sub-clinical group was 
less than healthy but better than 
the clinically ill.

When the research team eval-
uated the financials there was 
a wide range in net returns per 
head due to health, -$16 for clin-
ically ill to $127 for the healthy 
calves. For many of you this is 
not an unexpected difference. 
The unexpected expense the 
authors highlighted was the $45 
per head opportunity cost of di-
agnosing the sub-clinical group.

When considering technology 
cost and use we often consider 
the obvious saving or revenue 
opportunities. This data is an 
example where the unexpected 
opportunity lies in the middle, 
preventing unnecessary treat-
ment or finding calves we didn’t 
know were ill. 

Process control and advanced 
diagnosis technology aside, 
imagine a simple solution 
where we spend part of the $45 
to prevent subclinical disease 
with management and vaccines 
and then digitally communicate 
health history beyond the gate.

Justin Sexten is the V.P.of Strategy - 
Performance Livestock Analytics
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Your Your ONE STOPONE STOP Source Source

Larry & Peggy Aschermann
Carthage, Missouri 
(417) 793-2855 cell • (417) 358-7879
e-mail: hayhook@gmail.com
www.aschermanncharolais.com

Visit our website for updates and sale catalog. 

Videos available the weekend prior to the sale.
Catalogs mailed upon request.

Sale Consultants:
Bailey Moore (417) 540-4343
Skyler Moore  (417) 737-2615
Dr. Bill Able (918) 541-5179
Mark Rickabaugh (785) 760-2497

Charolais Journal:
David Hobbs  (913) 515-1215

Auctioneer:
Jackie Moore (417) 825-0948

HYBRID VIGOR IS FREE MONEY
Since 1993, Aschermann Charolais has been here for you. Selling genetics 
that offer calving ease, great disposition and good-footed bulls raised on 
fescue. Each year, spring and fall, we sell hardworking 18-month-old bulls 
that will give you more pounds – more money. 

Depend on ACE Genetics • Satisfaction Guaranteed

VIEW/BID LIVE ONLINE:

30th Edition Bull Sale30th Edition Bull Sale
Saturday, March 21, 2020 • 1 p.m. Central
At the Ranch • Carthage, Missouri

Offering 95 BullsOffering 95 Bulls
75 Charolais • 10 Halfblood Akaushi • 10 Fullblood Akaushi

and 20 3-in-1 Pairs Bred Akaushiand 20 3-in-1 Pairs Bred Akaushi

STAY CONNECTED
To learn more about Joplin 
Regional Stockyards, visit
www.joplinstockyards.com

Follow us on social media:
Joplin Regional Stockyards

is here to put you in touch with the tools and information  needed 
to be more efficient and profitable in the agriculture industry.

THE TEAM BEHIND CATTLEMEN’S NEWS

Jocelyn Washam, editor Cassie Dorran, editor 
Rural Route Creations, a division of Dorran Marketing, Inc.  www.ruralroutecreations.com
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So you can focus  
on what’s important.

Delivering the right product for a particular 
set of cattle at the right time to achieve 
desired health, production and efficiency 
goals is what we do best. Call us today for 
a solution specific to your operation.

Logos are © of ADM Alliance Nutrition, Inc., 
Quincy, IL 62305-3115 USA
www.admani.com  •  866-666-7626

For art questions: call Tracie Hall at 
217-231-2239 or Tracie.Hall@adm.com
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Reverse Logo
(for dark backgrounds)

Advanced Mineral  
Performance Technology

Logos are © of ADM Animal Nutrition, 
a division of Archer Daniels Midland Company 
Quincy, IL 62305-3115 USA
ADMAnimalNutrition.com  •  866-666-7626

For art questions: call Tracie Haner Hall at 
217-231-2239 or Tracie.Hall@adm.com

4625
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ADM Beef:
First Choice Free Choice Mark

REVERSE WHITE
Official Mark:

REVERSE WHITE
Mini Mark:

(For use as a secondary 
repeating element)

866-666-7626  •  ADMAnimalNutrition.com/Beef

Building a Foundation
Forage is the foundation for grazing 
beef cattle diets. Unfortunately, the 
perfect forage simply doesn’t exist 
even given ideal growing conditions. 
Depending on season and species, for-
age may provide sufficient energy and 
protein to meet brood cattle nutrient 
needs, yet that’s not enough for even 
the healthiest of animals to attain the 

The importance of minerals in cattle diets
Getting what you pay for in animal nutrition

By Chris Hagedorn, ADM Animal Nutrition Beef Business Manager

Management Matters

best performance genetically possible. 
What’s lacking? Minerals - it’s the plain 
and simple facts. 

Minerals? 
Yes, minerals, and that’s more than 
just salt. Overall, body mineral status 
influences growth, reproduction, milk 
production and health. That’s a prov-
en fact. These amazing elements are 

crucial for a myriad of body processes 
(see Amazing Mineral Functions). The 
importance of mineral nutrition cannot 
be overstated…without adequate min-
eral nutrition, production and health 
are compromised. The degree to which 
production and health are impacted 
will be dictated by forage mineral con-
tent/bioavailability and mineral needs 
based on production stage. Stress, 
whether it is from calving, weaning, 
shipping, immunological challenges or 
environment, places a greater demand 
on the body for minerals, particularly 
trace minerals. More often than not, 
mineral deficiencies go undetected 
because they typically are manifested 
in sub-clinical forms in terms of lower 
forage intake, slower gains, poorer feed 
efficiency, lower reproductive efficien-
cy and lower immunity. One must also 
consider the fact that minerals interact 
with each other, often not in a friend-
ly manner. Too much of a good thing 
(specific mineral), just might actually 
create a deficiency by tying-up another 
mineral, making it unavailable. Conse-
quently, it’s not only the amounts, but 
the ratios of various minerals that must 
be taken into account when formulat-
ing mineral supplements.

The rumen environment also impacts 
mineral availability. While there are 
rumen microbial mineral needs, these 
needs are small in comparison to the 
amounts needed by the body. One ex-
ception is the need for cobalt by rumen 
microbes for synthesis of vitamin B12 
(more about that later). Rumen-solu-
ble minerals interact with other com-
ponents during rumen fermentation, 
resulting in forms of minerals that are 
less available for absorption from the 
small intestine into the blood stream 
for distribution throughout the body. 
How well a chosen mineral supple-
ment can fill the gap between what the 
forage supplies and what the animal 
needs will be the deciding factor im-
pacting production and health.

Won’t just any mineral source work?
Not really. Mineral sources vary greatly 
in terms of bioavailability and con-
centration. Sulfate, oxide and carbon-
ate-based trace mineral sources have 
been the industry standard for years. 
Oxide forms tend to be the least bio-
available with the degree of availabil-
ity varying by mineral source. Mag-
nesium oxide can be fairly available, 
but availability varies tremendously, 
and, to add insult to injury, magnesium 
oxide is not palatable to cattle, creating 
the need to “mask” its taste. Organic 
(chelates, complexes, proteinates and 
polysaccharides) minerals offer high-
er bioavailability; however, the cost 
is substantially more. Due to cost, the 
use of organic minerals, namely trace 
minerals zinc, copper, manganese and 



I have often said that everything I know about people I learned from a cow. 
Today, however, I am writing about something I doubt even a cow could 
understand or comprehend.

We all have heard about “Test Tube Meat,” the brain child of some who 
wanted a part of the “huge” profits all of us have been making calving cows 
and running feedlots the past hundred years or so. They, however, did not 
like the idea of borrowing a few million dollars to buy land, machinery and 
cattle just to get started and then have the privilege of working 18 hours a 
day, forever, to collect those “big” profits. Instead, they bought a few test 
tubes, a petri dish or two and decided to make “T-bones from trash.” They 
are trying to sell the idea that whatever grows in their lab dishes is healthi-
er than actual, carefully grown, harvested, closely inspected beef and other 
natural meats. 

I get their marketing plan, discredit our product to distract from the ques-
tionable origin of their “fake meat.”

Some folks will be OK with the idea of going meatless because it just sounds 
better for them. “Red meat is bad for you and your kids” they will tell you. 
Here is where I get plumb confused concerning the human mind.

A television advertisement running lately has been appealing to dog owners 
to not feed harmful grain product-based pet food to their animals, exclaim-
ing “nature intended them to eat meat.” Their dog food, we are told is chuck 
full of beef, pork, chicken and fish as they display beautiful cuts for pet lov-
ers to admire.

I guess it is OK for them to feed their kids “test tube T-bones,” but when it 
comes to the family dog, hey, they were designed to chew on real, pure and 
healthy meat, safely and humanly harvested under the watchful eyes of the 
various meat industries.

Have I missed something here? Feed the dogs better than the kids? Still wait-
ing for cow behavior to explain that one to me.

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

STILL WAITING
By Gary Hodgson for Cattlemen’s News

cobalt, are limited to periods where 
the animal is subjected to more stress, 
such as calving or weaning, and often a 
combination of inorganic and organic 
trace minerals are used in the mineral 
supplement.

The Pay Back
Mineral supplementation pays. Return 
on investment can be evaluated in 
terms of better gains and reproductive 
efficiency, the ability to digest forages 
more thoroughly and efficiently, and 
better immune response. In stock-
er cattle an average increase of 0.1 
lb average daily gain due to mineral 
supplementation will overcome a $6.00 
per bag price difference and still pro-
vide a 3:1 return on investment, and 
better reproductive response in terms 
of conception rates also yield divi-
dends. Don’t forget about better body 
condition score due to extracting more 
energy from available forages. Cows 
in better body condition have better 
reproductive efficiency and feed cost 
may be reduced as less energy supple-
mentation is required.

The production returns for adequate 
and effective mineral supplementation 
far outweigh the cost. While cost will 
always be an important factor dictat-
ing mineral supplement selection, the 
“cheapest” product doesn’t mean it 
will provide the greatest economical 
return. Producers need to consider the 
following factors: 

•  Mineral sources used in the product
•  Research, formulation and manufac
    turing expertise backing the product
•  Consistency of product
•  Palatability
•  Consumption rate and reliability of 
   consumption
•  Weatherization
•  Results

You really do get what you pay for. Can 
you afford to give your herd less than 
what they need? Mineral know-how is 
not new to ADM, with roots in mineral 
manufacturing (MoorMan’s®) dating 
back to the late 1800s. AMPT Miner-
al formulation and manufacturing is 
based on the expertise that can only be 
attained from a hundred plus year his-
tory of making minerals that cattlemen 
have relied on for decades.

Amazing Mineral Functions
Minerals, they’re not just for skeletal and bone formation. Here’s a list of vital functions that involve minerals.

Metabolic functions
Amino acid formation
Nerve impulse and transmission
Muscle building and contraction
Energy metabolism
Hormone function

Formation of B vitamins
Tissue integrity (hoof and skin)
Milk secretion
Osmotic pressure regulation
Acid-base balance
Heart regulationProtection against 

Oxidative damage to tissues
Oxygen and carbon dioxide transport in blood
Enzymatic activation, function and component
Rumen microbial growth and metabolism
Genetic code transmission

Skeletal structure
Blood clotting
Membrane permeability
Glucose breakdown
Respiratory gas exchange

March  2020     I     9
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Well, right now it seems to be lice season, but in the cattle busi-
ness, there is always some season of misery such as: calving, calf 
scours, fly problems and pneumonia! 

Sometimes lice can be an afterthought because they will not 
actually kill your cattle, but they sure can hurt your pocketbook. 
Lice are a $60 million dollar-per-year problem in the United 
States in production losses alone. Not to mention the damage 
caused to facilities due to itching and scratching. Cows with lice 
will not produce as much milk and may not breed back as well 
because a loss in body condition score. Calves with a louse infes-
tation will decrease gains up to a 0.25% a day. With that said, it 
leads us to a few questions that most cattle producers have such 
as, “Where do they come from?” and “What can I do about them 
in a herd of cattle?”

Lice are small (< 5mm), wingless insects that can be divided into 
three groups: biting, chewing or sucking. This is very important 
because the injectable dewormers are labeled for only sucking 
lice and the pour-on dewormers, most topical insecticides are 
labeled for both. Cattle lice spend their entire lifespan on cattle 
but can’t survive a few days off of their host. All lice are “spe-
cies specific,” this means that cattle can only get cattle lice, and 
humans can only get human lice, and so on.  

Lice survive the hot summer months in protected areas such 
as ears and between the legs of cattle. As temperatures decline, 
their populations begin to increase peaking in February or 
March. This is why lice are usually worse in the North as horn 

flies seem to be worse in the South. They have 
more time to complete more life cycles. Lice take 
about three to six weeks to complete their life 
cycle and have a very high reproductive potential, 
as one female louse can become one million in a 
little over three months. An interesting fact is that 
female chewing lice can reproduce by partheno-
genesis, which means that they don’t need a male 
to reproduce...sorry guys! Lice is spread almost 
exclusively by animal-to-animal contact when 

an infested “carrier” animal comes into contact with a “clean” 
individual. This can certainly be exhibited in school children 
during the winter when kids share stocking hats, etc. This is why 
it is so important to treat your cattle as an “all in” and “all out” 
situation. Just missing one animal, such as a crazy cow or bull 
that will not come in (JRS always has a packer buyer at the sale), 
mixing with neighbors cattle, or not treating and quarantining 
new, incoming cattle. 

Treating lice can be very frustrating because it is easier and 
more satisfying to prevent infestations from getting out of hand 
instead of treating them once they happen. Remember, an ounce 
of prevention is worth a pound of cure. Producers usually treat 
for lice at preg check time in the fall, but sometimes this can be 
too early. The lice may be dormant, or not active yet, so a second 
treatment in the winter may also be needed, especially if you 
are getting them up for scour vaccinations, etc. Usually, failures 
in treatment are blamed on resistance, but as of today there has 
not been any documentation of resistant lice in the U.S. 

Many different lice treatments are available, but it seems that 
they always involve one or both of the two groups of chemi-
cals: pyrethroids (pour on insecticides) or macrocyclic lactones 
(pour-on or injectable dewormers). The dewormers are a one-
time treatment because they are systemic or absorbed into the 
blood stream. They are persistent enough to kill the adults and 
the eggs after they hatch out three weeks later. The pour-on 
permethrins usually require two treatments because they are 
not persistent enough to kill the adults and eggs which usually 
require a second treatment two weeks later. 

There is a third option called Clean-Up II that is a mixture of a 
permethrin plus and insect growth regulator (IGR). It kills the 
adults and sterilizes the eggs with one treatment. It is a suspen-
sion just like penicillin, so it needs to be shaken up to mix it. 
The IGR works just like the IGR that you have in your mineral to 
help with horn flies. The permethrin kills the adults and the IGR 
kills the babies. It seems that the best combination is to use two 
products with alternate actions like an injectable dewormer and 
Clean-Up II to be sure to kill all of the lice.

Just remember that lice can be a huge problem in cattle. Lice 
causes discomfort and ultimately affects your bottom line by de-
creasing milk production and body condition in cows, resulting 
in lower vitality in bulls and loss of gain in cows. Take it from 
an expert, it is easier to keep your hair than to lose it and try to 
grow it back. I am still having trouble growing mine back!!

Marc Campbell, DVM - Veterinary Technical Services for Bayer Animal Health

For additional information or to request a sale catalog contact:

Missouri Angus Association General Manager, Julie Conover
Office: (734) 260-8635 • E-mail: julie@missouriangus.org

View the entire sale book online at www.missouriangus.org

105 REGISTERED 
ANGUS CATTLE 

SELL!
Offering: 25 Bulls, 17 Fall 

Pairs, 13 Spring Pairs,  
6 Bred Cows, 8 Bred Heifers 

& 6 Open Heifers Lot 51 – Reg#: 19635139Lot 51 – Reg#: 19635139

Lot 31 – Reg#: 19397959Lot 31 – Reg#: 19397959 Lot 37 – Reg#: 19312808Lot 37 – Reg#: 19312808

91st Sale
Springfield Livestock

Marketing Center

April 4, 2020 
12:30 p.m.

*Prices subject to change  
**Travel required outside 100 mile radiusWe Build Equipment Sheds, Hay Barns, Shops & More!

Chris Lowak 417-682-1488

L L&
CONSTRUCTION

Lockwood, MO

PROTECT
YOUR VALUABLE HAY 

&
EQUIPMENT!

SUPER STRONG
ALL STEEL BUILDINGS

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

Size  Description  Price
40’x60’x14’ ................................. 2 Ends, 1 Side ....................................... $21,995
40’x80’x14’ .................................. 1 End, 1 Side ........................................$25,900
50’x80’x16’ .................................. 1 End, 1 Side ........................................$30,995
50’x100’x16’ ................................. 1 End, 1 Side ........................................$36,500
60’x80’x16’ .................................. 1 End, 1 Side .........................................$35,195
60’x100’x16’ ................................. 1 End, 1 Side ........................................$43,995

Yuck! Who Cares About Lice?
Management practices for treatmeat

By Marc Campbell for Cattlemen’s News

MANAGEMENT MATTERS
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FSA Encourages Producers to Enroll Soon in Agriculture                 
Risk Loss and Price Loss Coverage Programs
Producers, beat the rush - call today to make an appointment

Source: United States Department of Agriculture
WASHINGTON, D.C., Jan. 15, 2020 - USDA’s Farm Service Agen-
cy (FSA) encourages agricultural producers to enroll now in 
the Agriculture Risk Loss (ARC) and Price Loss Coverage (PLC) 
programs. March 15, 2020 is the enrollment deadline for the 
2019 crop year.

Although more than 200,000 producers have enrolled to date, 
FSA anticipates 1.5 million producers will enroll for ARC and 

QUALITY  + PERFORMANCE 

MBS CHAROLAIS

Bull sale
Whiite RED&

RF 922
Resource x X-Factor x Agatha

MBS 922
Fargo x Ledger x Success

MBS 941
Tank x Ledger x Mac

rf 928
Resource x Ledger x Joan

rf 9108
Gunsmoke x Cowgirl Xquisite

Saturday, April 4, 2020
Weaver clinic at 2pm   Dinner at 4pm

Bull Sale at 5pm at the farm
ridder farms , Hermann, MO

JWC Marketing  
Wes chism  
281-761-5952
jwchism@outlook.com

Sale Manager:

Sale hosts:
The Dale Ridder Family
1585 Little Bay Road  z Hermann, MO 65041
Derek (573) 680-4692  z Dustin (573) 280-5795     
Herdsman, Dustin Schulte z Ridder-Farms@hotmail.com
www.RidderFarms.com
Mike & Brian Schumacher
14809 Pike 139  z  Bowling Green, MO 63334
(573) 324-2528 Home  z  (573) 470-5411 Cell
mbscharolais@gmail.com

ONLINE BIDDING:

   
50+ long yearling 

    & YEARLING 
bulls
SELLING

PLC. By enrolling soon, producers can beat the rush as the 
deadline nears.

FSA offices have multiple programs competing for the time 
and attention of our staff. Because of the importance and com-
plexities of the ARC and PLC programs; and to ensure we meet 
your program delivery expectations, please do not wait to 
start the enrollment process,” said FSA Administrator Richard 

Fordyce. “I cannot emphasize enough 
the need to begin the program elec-
tion and enrollment process now. 
Please call your FSA county office 
and make an appointment soon to 
ensure your elections are made and 
contracts signed well ahead of theom-
important deadlines.”

ARC and PLC provide financial pro-
tections to farmers from substantial 
drops in crop prices or revenues and 
are vital economic safety nets for 
most American farms.

The programs cover the following 
commodities: barley, canola, large 
and small chickpeas, com, crambe, 
flaxseed, grain sorghum, lentils, mus-
tard seed, oats, peanuts, dry peas, 
rapeseed, long grain rice, medium 
and sho11 grain rice, safflower seed, 
seed cotton, sesame, soybeans, sun-
flower seed and wheat.

Until March 15, producers who have 
not yet enrolled in ARC or PLC for 
2019 can enroll for both 2019 and 
2020 during the same visit to an FSA 
county office unless yield updates are 
requested. Additionally, fmm own-
ers have a one-time opp011unity to 
update PLC payment yields that take 
effect beginning with crop year 2020. 
If the owner accompanies the pro-
ducer to the office, the yield update 
and enrollments may be completed 
during the same office visit.

More Information

For more info1mation on ARC and 
PLC, download our program fact 
sheet or our 2014-2018 farm bills 
comparison fact sheet. Online ARC 
and PLC election decision tools are 
available at www. fsa.usda.gov/arc- 
plc. To enroll, contact your FSA coun-
ty office for an appointment.

DOWNLOAD 

JRS MOBILE 

APP TODAY!

INDUSTRY NEWS





MADISON, N.J., February 6, 2020 – Merck Animal Health (known 
as MSD Animal Health outside the United States and Canada) 
has introduced Nasalgen® 3, a three-way intranasal vaccine that 
protects beef and dairy cattle from the most common pneumo-
nia-causing viral pathogens. Administering intranasal vaccines 
to neonatal calves is considered one of the most effective strate-
gies to put protective immunity in place quickly and establish a 
strong foundation for future respiratory protection. 

Nasalgen 3 has the longest six-and-a-half-month duration of im-
munity (DOI) against infectious bovine rhinotracheitis (IBR), an 
11-week DOI against bovine respiratory syncytial virus (BRSV) 
and a three-month DOI against parainfluenza 3 (PI3).
“Nasalgen 3 mimics natural exposure to the most common pneu-
monia viruses,” says Scott Nordstrom, D.V.M., associate director 
of ruminant life cycle management, Merck Animal Health. “The 
intranasal administration of Nasalgen 3 stimulates a strong, ear-
ly immune response because the vaccine antigens are delivered 
to mucosal surfaces in the nose – an area loaded with immuno-
logically active tissues.” 

Nasalgen intranasal vaccines avoid interference from mater-
nal antibodies in colostrum that can block injectable vaccines 
and are less stressful on calves compared to similar injectable 
vaccinations. Nasalgen 3 also is designed with an IBR that is not 
temperature-sensitive, so the vaccine will replicate and protect 
in a moderate to high temperature environment.1 
“If producers are working cattle in warm temperatures, Na-
salgen 3 will still replicate,” says Dr. Nordstrom. “The IBR anti-
gen elicits a rapid interferon response as well, which provides 
non-specific protection against many viruses. Cattle are protect-
ed early on and then develop both a serum and mucosal anti-
body response within two weeks of vaccination.2”

Unique blue shadow dye for confident administration 
Not only is the single 2-mL dose easy to administer, the unique 
blue shadow dye clearly indicates which animals have been 
vaccinated. With needle free intranasal administration, carcass 
quality is not compromised and the product meets best manage-
ment practices outlined in the industry’s Beef Quality Assurance 
program guidelines.

Nasalgen 3 is proven safe for use in pregnant cows and in calves 
nursing pregnant cows, as well as young calves. The vaccine is 

Merck Animal Health Launches Nasalgen® 3 
Three-way vaccine offers longest duration of immunity against IBR  
For Immediate Release from Merck Animal Health

TRENDING

available in 2-mL, 20-mL and 100-mL packages. Consult your 
veterinarian for specific usage guidance. 

Nasalgen 3 is an extension of the trusted Nasalgen portfolio and 
is supported by the expansive technical services and customer 
service network at Merck Animal Health. To learn more about 
the newest option in intranasal respiratory vaccines, visit 
www.Nasalgen.com. 

About Merck Animal Health
For more than a century, Merck, a leading global biopharma-
ceutical company, has been inventing for life, bringing forward 
medicines and vaccines for many of the world’s most challeng-
ing diseases. Merck Animal Health, a division of Merck & Co., 
Inc., Kenilworth, N.J., USA, is the global animal health business 
unit of Merck. Through its commitment to the Science of Health-
ier Animals®, Merck Animal Health offers veterinarians, farm-
ers, pet owners and governments one of the widest ranges of 
veterinary pharmaceuticals, vaccines and health management 
solutions and services as well as an extensive suite of digitally 
connected identification, traceability and monitoring products. 
Merck Animal Health is dedicated to preserving and improv-
ing the health, well-being and performance of animals and the 
people who care for them. It invests extensively in dynamic and 
comprehensive R&D resources and a modern, global supply 
chain. Merck Animal Health is present in more than 50 coun-
tries, while its products are available in some 150 markets. For 
more information, visit www.merck-animal-health.com or con-
nect with us on LinkedIn,  Facebook, and Twitter at @MerckAH.
 
1.  Grissett GP, et al. Effect of Ambient Temperature on Viral Rep-
lication and Serum Antibody Titers Following Administration of 
a Commercial Intranasal Modified-Live Infectious Bovine Rhino-
tracheitis-Parainfluenza-3 Virus Vaccine to Beef Cattle Housed in 
High- and Moderate-Ambient Temperature Environments. Am J 
Vet Res. 2014; 75(12):1076-1082.

2.  Todd JD, Volenec FJ, Paton IM. Interferon in nasal secretions 
and sera of calves after intranasal administration of avirulent 
infectious bovine rhinotracheitis virus: association of interferon 
in nasal secretions with early resistance to challenge with virulent 
virus. Infection and Immunity 1972; 5: 699-706.
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We Talk Farm & Ranch!

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

The color of longer IBR protection.

NEW Nasalgen® 3 offers young calves unrivaled BRD defense. 
With 6.5 months of IBR protection, plus BRSV and PI3, 
NASALGEN is the insurance you need to give your young 
calves the strong foundation they deserve.

And with a unique blue shadow, there’s no second-guessing which 
animals have been vaccinated. This cattle friendly vaccine is one 
more way Merck Animal Health Works for you.

Learn more at Nasalgen.com.

MAHCattle.com • 800-521-5767
© 2020 Intervet Inc., doing business as Merck Animal Health,  
a subsidiary of Merck & Co., Inc. All rights reserved. US-NAL-200200002
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The color of longer IBR protection.

NEW Nasalgen® 3 offers young calves unrivaled BRD defense. 
With 6.5 months of IBR protection, plus BRSV and PI3, 
NASALGEN is the insurance you need to give your young 
calves the strong foundation they deserve.

And with a unique blue shadow, there’s no second-guessing which 
animals have been vaccinated. This cattle friendly vaccine is one 
more way Merck Animal Health Works for you.

Learn more at Nasalgen.com.

MAHCattle.com • 800-521-5767
© 2020 Intervet Inc., doing business as Merck Animal Health,  
a subsidiary of Merck & Co., Inc. All rights reserved. US-NAL-200200002
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JRS VALUE
ADDED SALE

JUNE 25, 
2020

Wean Date: May 12
Watch for information

in the April issue!

WORKSHOP SCHEDULE
8:15 - Registration Opens

8:45 - Welcome David Cope,      
University of Missouri

9:00 - Tall Fescue Toxicosis: 
Symptoms and Causes Dr. Craig
Roberts, University of Missouri

9:20 - Toxicosis Management Dr. 
Craig Roberts and Gene
Schmitz, University of Missouri

10:20 - Break and Microscope 
Demonstration, Dr. Carolyn 
Young,Noble Research Institute

10:45 - Video: Producer 
Economics by Darrel Franson

11:05 - Establishment and First 
Year Management Dr. John
Andrae, Clemson University

11:50 - Seed Quality and Testing 
Dr. Nick Hill, Agrinostics

12:15 - Lunch and Microscope 
Demonstration, Dr. Carolyn 
Young, Noble Research Institute

12:50 - Novel Endophyte Products

1:20 - Drill Calibration Matt 
Massie, University of Missouri

1:50 - Plot Tours Matt Masse, 
University of Missouri

2:50 - Economics Dr. Matt Poore, 
North Carolina State

3:20 - Cost Share and Incentive 
Programs Mark Green, 
USDANRCS

3:40 - Producer Panel

4:15 - Adjourn

Advanced Registration:
 $65, due by March 17

Late/Door Registration: 
$80 after March 17

Or Register Online: https://Tall-
FescueMO2020.eventbrite.com

Questions?? 
Contact wolfejl@missouri.edu 

or (417) 466-2148

AN  EXCITING NEW PRODUCT  AND THE MOST EXTENSIVE 
PASTURE WEED CONTROL AVAILABLE!

PLEASE RSVP VIA FACEBOOK OR BY CALLING THE STORE.

Livestock
Mineral &
Supplement
Superstore

PASTURE  CHEMICAL
MEETING

You’re Invited! 

• Better Weed Control in Your Pastures
• Proper Mixing and Application Techniques

• Better Reliability and Performance out of Your Sprayers
• Sprayer Maintenance, Storage, and Winterizing

WE WILL COVER USEFUL INFORMATION FOR:

CHEMICAL & SPRAYER
GIVEAWAYS!

COME READY TO BUY!
SPECIAL PRICING ON 

EVERYTHING STORE-WIDE!

2850 West Kearney Springfield, Mo
417-865-0312 1-800-725-1880

www.somoag.com

Corteva and Bell/ProTank Experts present and available for questions.

Best Prizes of the season on Corteva and Bell/ProTank products, including:
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If you have visited a cattlemen’s meet-
ing, beef conference or sale barn in the 
past few years, you have likely heard the 
acronym BQA. Beef Quality Assurance is 
a national program that raises consumer 
confidence through offering proper man-
agement techniques and a commitment to 
quality within every segment of the beef 
industry, according to BQA.org. Its neces-
sity and simplicity make it a great fit for 
every operation and producer.

“The Beef Check-off funded Beef Quality 
Assurance (BQA) program was established 
to reduce violative residues and injection 
site lesions by focusing the producer’s 
attention to daily production practices that 
influence safety, wholesomeness and qual-
ity of beef and beef products,” said Jesse 
Fulton, Director of Producer Education for 
the National Cattlemen’s Beef Association.

Since its inception in the late 1970s, the 
BQA program has done just that. With 
animal welfare and consumer protection 
at the center, the program continues to 
evolve to meet modern needs and upcom-
ing concerns.

“While ensuring producers meet with-
drawal periods to eliminate volatile res-
idues and administer injections in the 
proper location to prevent injection site le-
sions, BQA also focuses on other day to day 
practices carried out on the operation,” 
said Fulton. “Today BQA focuses on stock-
manship and stewardship, record keeping, 
judicious use of antimicrobials, euthanasia 
and fitness for transport.” 

To meet those needs, BQA courses offered 
include cow-calf, stocker/backgrounder, 
feedyard, farmer/rancher transportation 
and professional transportation certifica-
tions. These online modules are offered in 
multiple languages and are accessible at 
any time. There are also resources avail-
able to dairy producers regarding animal 
care and quality assurance. Whichever 
course best fits your operational needs, 
taking the steps to get certified pay off 
tremendously.

“When producers become BQA certified, 
it sends the message that they want to 
ensure they are providing the utmost care 
for the animals they are raising, and they 
want to ensure they are doing their part to 
ensure they are providing a safe, whole-
some and high quality end product for 
consumers,” Fulton said. 

Using skills and knowledge obtained from 
the courses will undoubtedly appear in 
improved cattle health and maintenance. 
Gaining the trust of consumers and cat-
tle buyers will likely show up in market 
prices, however, when producers become 
dedicated to BQA certification and man-

BQA Program 
Industry standards to follow
By Macy René for Cattlemen’s News

MANAGEMENT MATTERS agement practices, the overall enhanced 
reputation of the beef industry begins to 
pay dividends.

“Today, consumers are asking more and 
more questions about where their food 
comes from,” Fulton said. “When it comes 
to beef, they want to know more about the 
welfare of the cattle used to produce that 
beef. This is where BQA plays a large role.” 

Fulton recommends completing training 
in-person and taking advantage of the 
opportunity to connect with the state BQA 
coordinator however, due to the nature of 
beef production and cattle ranching, there 
is online training available to be done 
at the producer’s convenience and pace. 
Once certified, producers can download a 

BQA self-assessment to help them evaluate 
their success. 

“I challenge 
any and all, 
whether it be 
show, beef 
production, 
dairy, one head or one thousand head, 
cattle producers to become BQA certified 
today,” Fulton said. “Show that animal wel-
fare and doing what’s right is always top of 
mind on your operation.When it comes to 
BQA, the right way is the only way!”

For more information or to become BQA 
certified, visit BQA.org.

20/20
Join us for our 2020 Bull and Female Sales! 

300 Red and Black Bulls & 100 Females Sell!

FLYINGHGENETICS.comVisit our web site for details!

Kyle Helms, NE  308.962.6940
Bryan Helms, NE  307.840.0920

Dick and Bonnie Helms  308.962.6500  
Cody  Helms, MO, NE  303.842.9071

Missouri Offi  ce  417.309.0062

FLYING H GENETICS

BALANCER®  |  GELBVIEH  |  SIMANGUSTM  |  SIMMENTAL  |  FUSIONTM  |  ANGUS  |  RED ANGUS 

I S  Y O U R  V I S I O N

Sat., March 7
At the Ranch 

North of Arapahoe, NE

Sat., March 21
At the Bull Barn 

Butler, MO

Sat., Oct 24
At the Bull Barn 

Butler, MO

Join us for our 2020 Bull and Female Sales! 

O U R S  I S .
?
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As you know, I live and farm in Upstate NY. Upstate NY is 
a long way from New York City and receives a lot of snow. 
Upstate NY has weathermen who aren’t always so great at 
predicting when the snow is coming and how much snow 
will fall. Lately, it seems the weather report is written more 
as a scare tactic than an actual report. Many times, we’ve 
had several inches of snow predicted, and we have received 
none. It has gotten to the point that when the weathermen 
predict “excessive snow” I generally just change the channel 
and ignore their report and go about my daily business. But 
for once, the weathermen hit a homerun just last week and I 
wasn’t listening. They were calling for 12” to 18” of snow in a 
matter of just a few hours. 

After diligently working away inside a house all morning, I 
looked up and realized that my day was about to go south 
quickly. It was snowing. Not only was it snowing, it was 
snowing heavy, wet snow at the rate of about 3” per hour for 
quite a few hours. After it was all said and done, we had 18” 
of concrete heavy snow blanketing our entire area. The skier 
in me was very happy because, while this wasn’t ideal skiing 
snow, it would make a fabulous base for many more weeks 
to come. The farmer in me groaned. Many times, I have 
people ask me why I would choose to raise cattle in an area 
that can only graze six months out of the year and is covered 
in snow a good portion of the other six non-grazing months. 
Frame of mind, that’s why. There’s a saying that goes some-
thing like “You can choose to not find joy in the snow, but 
you will have less joy and the same amount of snow in 
your life.”  

Even I will admit that Mother Nature tested my own “frame 
of mind” that day last week. Cows had to be fed. The round 
bales were now under 18” of snow, down a trail that had 
no frozen ground and 18” of snow, the gates to get out to 
feed the cows were now buried in the snow. Nothing that 
afternoon was going to be easy. What normally takes me 30 
minutes to do would now take me in excess of three hours, 

Frame of Mind
Finding the good in everything

By Erin Hull for Cattlemen’s News

NETWORK KNOW-HOW caused me a few broken fingernails enough to cuss so 
bad a biker gang would blush. After sheer exhaustion 
and frustration, I finally fell down in the snow and 
started laughing. I believe that “You can choose to not 
find joy in the snow, but you will have less joy in your 
life and the same amount of snow.” Truer words could 
not be spoken. So, it was in the moment that I chose 
to change my frame of mind and keep on keeping on. 
Cows still needed to be fed. I could be miserable about 

it or smile and enjoy the white blanket that surrounded me. 
Frame of mind.  

Just a few days after all the snow fell, I got a call from a 
friend who is a Sheriff. He was a little stressed on the phone 
and told me I had to call my cousin’s husband because a good 
portion of his dairy heifers had gotten out at dusk, and he 
was currently standing over a heavily bred heifer who was 
lying dead on the road. To say it was a bad scene is a vast 
understatement. I call my cousin’s husband, and he quickly 
picked up after just one ring. I explain to him what is going 
on and he calmly replied, “Yup… I’m on the scene. It’s pretty 
brutal and cars refuse to slow down and I have between 60 
and 80 heifers running free in the neighborhood in the dark.” 
I start to panic and offer to drive over to help. He replied, “I 
appreciate the offer, but I think we have it under control.” 
Not once did he sound panicked or flustered. Frame of mind. 
His “cool as a cucumber” response was not what I expected. 
He simply said, “It is what it is, and I’m dealing with it as 
quickly and safely as possible.” I spoke to him the next day. 
Thankfully the driver of the car wasn’t injured. Their car was 
totaled, and the dead heifer was a week away from calving, 
but no one was hurt, and it was dealt with. Frame of mind.  

And, just yesterday a friend of my son’s posted on his social 
media page, a picture of himself smiling a wide smile. He 
looked adorable, except he was covered in cow manure. I 
mean covered. He was moving the herd when one of the 
ladies coughed and caught him square, covering him from 
head-to-toe. This is a perfect example of frame of mind. Fif-
teen years old, covered in manure and finding the humor in 
it all.  

The jist of all of this is our industry is hard. We can choose to 
me miserable or we can choose to find the good in even the 
worst tasks. You can choose to not find the joy in cow ma-
nure, but you will only have less joy in your life and the same 
amount of cow manure.  

Bull SaleBull SaleGreen SpringsGreen Springs
Performance & Efficiency TestedPerformance & Efficiency Tested

““OOnnllyy  tthhee  BBeesstt  PPaassss  tthhee  TTeesstt””““OOnnllyy  tthhee  BBeesstt  PPaassss  tthhee  TTeesstt””
MMaarrcchh  2233

MMoonnddaayy,,  11::0000

NNeevvaaddaa,,  MMooMMaarrcchh  2233 NNeevvaaddaa,,  MMoo
2244332277  EE..OOllddttoowwnn  RRdd417-448-7416417-448-7416

VViieeww  bbuullll  vviiddeeooss  &&  ssaallee  ccaattaalloogg                                    wwwwww..ggrreeeennsspprriinnggssbbuulllltteesstt..ccoomm                        AAbbsseenntteeee  bbiiddddiinngg  aatt  LLiivveeAAuuccttiioonnss..ttvv
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Gene, Anna, Payden & Ella Barrett 
785.224.8509     barrettcattle.com 

Twitter: BarrettCattle 

Galen & Lori Fink 
        Chad & Megan Larson 

15523 Tuttle Creek, Randolph, KS 66554    
Galen:785.532.9936    
Megan:785.410.5559 

Email: finkbull1@twinvalley.net  
& find us on FaceBook  

Commercial Services Reps:  
Barrett Broadie: 620.635.6128  

Gene Barrett: 785.224.8509 

Stay up-to-date on 
everything at JRS!

www.joplinstockyards.com

Follow us on social media!
Joplin Regional Stockyards

ADVERTISE IN CATTLEMEN’S NEWS!   Contact Mark Harmon @ 417.316.0101  
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ANIMAL 
HEALTH.

YOUR

Antibiotics • Implants
 Pest Control • Vaccines
Animal Health Supplies

Mac’s
VET SUPPLY

Exit 70, Springfi eld, MO
417.863.8446

1.888.360.9588

Shipped or delivered 
to your doorstep.

TO

For more Beef Checkoff results, visit DrivingDemandForBeef.com

Funded by producers, the Beef Checkoff program was created to 
increase consumer beef demand. 

230,000 EDUCATORS

The number of educators using 
science education curriculum 

accurately portraying beef 
production practices in 2020. 

2,700 SCREENS

The number of movie 
screens promoting beef in 

December 2019. 

55,000 PRODUCERS

The number of producers 
receiving The Drive, a quarterly 

Checkoff update publication.

$7.4 BILLION+

The value of beef exports in 
2019. 
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When we moved to the country in spring 
2004, a house on the way caught my eye. It 
was an all-white farmhouse with a red barn 
off the driveway. Perfection.

“I am going to live there some day,” I prophet-
ically told my husband. We both truly be-
lieved that my statement equated to nothing 
more than a dream. There was really no way 
we would ever be able to live there.

The farmhouse wasn’t fancy. It was any-
thing but. It was old. Very old, in fact. It 
needed lots of work and updating, but it 
had my two musts: lilac bushes and a porch 
swing. I have never been a very fancy 
person, but I am sentimental and there 
is something about lilacs and front porch 
swings that mean home to me. Thinking 
about it now I can’t really pinpoint why, 
they just do. 

As fate would have it, we eventually rented 
land that adjoined my “dream place” and 
as cattle neighbors do, we became friend-

ly with the home’s owners. Their names 
were Kenneth and Faye. He was a World 
War II veteran and the two had raised their 
four children, two boys and two girls, in the 
1930s built home. My husband and Kenneth 
became fast friends. He helped them out 
around the farm, and he would spend hours 
chatting and hearing stories of the good ole 
days. When Faye’s health began to fade, Ken-
neth devoted himself to her care. After her 
death, he gave us the surprise of our lives.

“You can have my place,” Kenneth told my 
completely shocked husband.

This was a chance of a lifetime. My husband 
had always wanted to own land, and I liked 
the porch swing and bushes, remember? It 
felt like our destiny.

The only problem was we looked pretty bad 
on paper. We were young. We both had solid 
jobs, but we had two kids and another on the 
way. We had only rented up to that point, and 
our rent land only kept a meager herd. There 
really was no way we could afford this farm, 
but God did not agree.

Over the next few months, we devoted hours 
and hours to making the dream house into 
reality. We visited many different profession-
als, and although the chance for success was 
bleak, the pieces began falling into place. 

We signed the mortgage papers seven days 
before I gave birth to our beautiful third 
child, Bella Rose.

That next January we welcomed 
our fourth baby home to the farm, 
a boy, Masen Timothy. Just like Ken-
neth and Faye, we began raising 
our brood of four kids in the white 
farm house. 

All these years later (Bella just 
turned 13 in February) it still baf-
fles me that we actually live here. 
Despite all of the problems associ-
ated with owning an older home, it 
truly is heaven on earth.

It is so easy to feel close to God on 
a farm; step outside, take a deep 
breath, gaze into the blue skies, feel 
the cool breeze on your face, get 
swallowed up in the vastness.
Our farm is the perfect distance 
from town. We have a big garden 
and space for the kids to roam.

I love the summer evenings on the 
porch swing shucking peas; large 
cups of cut lilacs scenting the wind 
blowing through the old windows; 
clothes flapping on the line; pick-
ing blackberries straight from our 
backyard with the kids; watching 
the husband shoo cows out of our 
hay lot; the sounds of the kids run-
ning (some sliding) down the stairs 
in the morning; and how it’s cozy 
in the winter and has the perfect 
place for a nice-sized, beautiful 
Christmas tree. 

When we are here, it feels like 
home. I know walls don’t make a 
home. The people do, love does.
It all boils down to memories. 

Life on this farm has given our chil-
dren opportunities to see, feel and 
experience life. We have cre-ated 
more memories here than I could 
ever remember. 

There’s not much more I could ask 
for in a house or in a home. I try to 
remember to thank God every day 
for this place. The lilacs and porch 
swing are a happy bonus.
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World’s First Public Feed-Efficiency Database Launches
Residual feed intake (RFI) EPDs help producers compare cattle across breeds and select for feed efficiency genetics

For immediate release by Growsafe Systems

CALGARY, Alberta, February 7, 2020 
– GrowSafe Systems Ltd. announces 
the inaugural release of The 2020 Top 
150 Proven Bulls. The first-time public 
release includes all bulls with a 0.6 
accuracy rating for their RFI EPD with 
either data collected by GrowSafe tech-
nology or three-generation pedigrees 
from tested animals. 

“We’re delighted to share this elite 
list of high accuracy bulls which are 
a testament to the breeding programs 
within the GrowSafe Network,” said 
Gareth Llewellyn, chief executive 
officer, GrowSafe Systems. We would 
like to thank our network of producers 
who made this possible by agreeing 
for their data to be made public. The 
beef industry is changing and facing 
more pressure than before. Our aim at 
GrowSafe is to help producers respond 
to new threats by providing the data 
that can help create a sustainable beef 
industry.” 

GrowSafe’s feed efficiency database is 
the world’s largest multi-breed reposi-
tory with over 238,530 individual EPD 
animals. More than 150 producers 
from across 13 countries have collected 
phenotypes from 64,757 animals using 
GrowSafe technology. 

“Our standardized trial protocols and 
strict data analysis procedures enable 
us to provide consistent data across 
breeds and the globe.” said Nicky 
Lansink, Research Analyst, GrowSafe 
Systems. 

Phenotypic data is captured through 
the use of GrowSafe Beef and Feed 
Intake technology. The Feed Intake 
technology measures feed disappear-
ance every second an animal is feed-
ing, each time an animal feeds, to a 
10-gram resolution. GrowSafe Beef 
non-invasively measures individual 
animal partial body weights and wa-
tering behavior, while animals drink at 
a water trough. The technology weighs 
every second an animal is standing at 
the trough, which can mean an aver-
age of 45 weights, 8-10 times per day. 

To find the full listing of The 2020 Top 
150 Proven Bulls, visit 
https://growsafe.com/breeding-values/.

GrowSafe Systems Ltd. builds advanced animal 
agriculture systems to help producers optimize their 
operations. GrowSafe’s advanced data acquisition 
platform features integrated hardware and software 
analytics that provide producers with data to make 
better decisions for their operations. 

Focusing on 
What Matters

Less Work, More Profit for You
Trouble Free

Efficient
Fertile

R A N C H E S

Annual Production Sale  •  March 20, 2020
200 Red Angus and Sim-Red Angus Bulls, including:

•  90+ Age Advantaged (18 mos. old) bulls
•  More than 2 Pot-Loads of Top 10% Calving Ease & Top 10% HerdBuilder bulls
•  Two-thirds of our Red Angus bulls rank in the top 25% for CED and HerdBuilder

50 Bred Commercial Red Angus Fall Calving Heifers
30 Commercial Red Angus Open Replacement Heifers

2346B N Road ∙ Strong City, KS 66869
620.273.8581 (Office)

 620.340.7461 (Joe) ∙ 620.340.9774 (Daniel)

  redcows@mushrushredangus.com

MushrushRanches.com

Visit our Website for Frequent Sale Updates.
Call or email for Catalog!

The GrowSafe feed efficiency database is the world’s largest multi-breed repository with over 238,530 individual EPD 
animals. For the first time, GrowSafe is publicly releasing the top proven feed efficiency bulls. 

INDUSTRY NEWS
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FORT COLLINS, CO., Jan. 27, 2020 - MULTIMIN USA is celebrat-
ing 10 years of MULTIMIN® 90 in the USA cattle market. At 
the end of 2019, more than 12 million doses of MULTIMIN® 90 
were injected into cattle in the USA with great success. 

Over the last decade millions of dollars have been invested in 
research at land-grant universities all over the USA to build 
a data library behind the product. It is important for us that 
customers know when, why and how to use MULTIMIN® 90 to 
help to get the best benefit and ROI. The data is critical to show 
where MULTIMIN® 90 fits into each management program so 
that it is practical when ranchers are working their cattle. 

MULTIMIN® 90 is the only injectable, fast acting trace mineral 
supplement with copper, selenium, zinc and manganese for 
cattle. Being an injectable, the poor intestinal absorption of 
trace minerals and the gut-level antagonists such as sulfur, iron 
and molybdenum are bypassed. Variable feed intake and at 
times of stress when cattle don’t eat are also managed best by 
giving an injection ensuring that each animal is supplemented. 
Research also showed that an injection of MULTIMIN® 90 at 
the same time as vaccination, helps cattle to respond properly 
to the vaccines. As the use of antibiotics in cattle becomes more 
restricted, using products supporting healthier cattle such as 
MULTIMIN® 90 will become even more important.

Ten Years of Multimin® 90 
For immediate release from Multimin USA

INDUSTRY NEWS

MULTIMIN USA not only cares for cattle, but also cattlemen and 
cowboys. We support the Working Ranch Cowboys Association 
(WRCA) Foundation through the Bison Union Company`s coffee 
project. The WRCA Foundation assists working ranch cowboys 
and their families through scholarship and crisis funding.

In December 2019 MULTIMIN USA was purchased by Paine 
Schwartz Partners a global leader in sustainable food chain in-
vesting. Paine Schwartz Partners is a private equity firm based 
in California and is focused exclusively on investment opportu-
nities in the fast-growing, dynamic global food and agribusiness 
sectors. The firm’s investment, operations and finance profes-
sionals invest throughout cycles across the food and agribusi-
ness value chain, and bring a collaborative and active manage-
ment approach to portfolio companies. For further information, 
please see www.paineschwartz.com.

MULTIMIN® 90 is a proudly American owned product and we 
would like to thank all our customers and their veterinarians 
for their support. We are looking forward to the next 10 years. 
For further information, please visit www.multiminusa.com.

Contact: MULTIMIN USA, INC
970.372.2302

To learn more about Joplin Regional Stockyards, visit www.joplinstockyards.com
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There are countless articles about 
the fake meat business lately and 
most of them are little more than 
promotional pieces for the compa-
nies producing plant-based alterna-
tives to meat. A recent Wall Street 
Journal (WSJ) article titled “This 
Anti-CEO’s Mission Impossible: Use 
Capitalism to Kill Meat,” took a 
slightly different path, expressing a 
small dose of skepticism about the 
long-term prospects for fake meat 
products and the ability of com-
panies such as Impossible to turn 
consumers toward a vegetarian 
lifestyle in large numbers. We take 
the fake meat industry’s attacks 
and attempts at growth very seri-
ously. However, there is little evi-
dence to suggest that plant-based 
alternatives are anything more 
than a fad being driven by massive 
investments in advertising, outdat-
ed information and many false or 
misleading claims about the impact 
U.S. beef production is having on 
the planet. 

Impossible Foods CEO Pat Brown, 
who was profiled in the WSJ piece, 
is well-known for his slanted views 
on this topic, and his outrageous 
plans for his products. However, 
his bluster isn’t being matched by 
performance. Despite spending 
millions to promote plant-based 
alternatives to meat, these prod-
ucts have failed to make significant 
gains in market-share. The reason 
is simple. The products Mr. Brown 
and others are producing aren’t 
being demanded by consumers.

Despite an admission by Mr. Brown 
that “It’s not going to work tell-
ing people how to eat,” he’s doing 
exactly that by using misinfor-
mation to paint a false narrative. 
Mr. Brown and his followers are 
using the popular tactic of climate 
shaming to advance the Impossible 
cause. Citing global livestock GHG 
emission numbers to lure con-
sumers into his snare, he ignores 
the fact that U.S. beef’s footprint 
is miniscule. According to the U.S. 
Environmental Protection Agen-
cy, beef production in the United 
States is responsible for just 2 
percent of all U.S. greenhouse gas 
emissions. American beef produc-
tion’s contribution to greenhouse 
gas emissions is far less than sec-
tors such as transportation, at 29 
percent or electricity generation, 
which accounts for 28 percent.

If solving climate concerns was Mr. 
Brown’s intention, he should have 
focused his energy on replacing 
fossil fuels, not replicating pro-

Fake Meat Claims
By Colin Woodall, NCBA CEO

TRENDING NOW tein. Trying to solve a climate crisis 
by removing beef from American 
diets is the equivalent of trying to 
make it to the moon using a ladder. 
It’s likely Mr. Brown and others 
promoting their alt-meat products 
know the facts and choose to ignore 
them; instead they spout misleading 
emissions numbers and rely on the 
basest form of marketing to guilt 
American consumers into buying 
something that they don’t want, 
while enriching themselves. 

While Impossible may continue to 
refine its products, they will still 
be the opposite of what consumers 

expect when making a purchasing 
decision. Today’s consumers want 
simple, easy-to-understand foods. 
They want natural products that are 
minimally processed and fresh. Over 
time, when consumers compare a 
single-ingredient product such as 
beef to the periodic table of chemi-
cals included in an Impossible prod-
uct, no amount of climate shaming 
will convince consumers to ignore 
the fact that Impossible’s Franken-
patty was created in a lab. Until then, 
we must continue to fight together 
against the misleading claims and 
false promises being made by Mr. 
Brown and those like him. 

JRS
VALUE
ADDED

SALE

JUNE
25! 
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We are upon that time of year again. The fall cattle processing 
has been done, hay and protein supplementation throughout the 
winter is still ongoing, and the heifers are calving. The cows will 
soon follow, and we have successfully started another produc-
tion cycle in the cow-calf industry. The vaccinations that we give 
to our cow herd have multiple roles as we look at the health of 
our herd. Not only are we trying to protect the breeding females 
from disease, but we are also trying to set them up to be able 
to make high quality colostrum. We rely on the colostrum to 
help those newborn calves fight off clinical illness from patho-
gens they are exposed too early in life, but we also need to start 
considering what we are going to do to help these calves succeed 
through suckling and grazing phases until the time of weaning.

There are many different vaccination strategies utilized in our 
industry, but no one knows the challenges your herd will face 
better than your local veterinarian. Spending time with your 
herd veterinarian prior to spring processing, can help you to 
best set up your cows and calves for success in the spring and 
summer grazing season. Each herd is a little different in the 
level of disease challenge, as well as the type of disease challeng-
es that they face. Keeping this in mind helps to formulate health 
programs utilizing the best types of vaccinations to meet the 
need. Modified live versus killed viral vaccines in the cows may 
be determined by the goal of the herd. Modified live vaccines 
tend to create a more robust immune stimulation and result in 
better fetal protection, specifically against Bovine Viral Diar-
rhoea (BVD). However, due to timing and management schemes, 
herds may not be set up for safe use of modified live vaccines. 
There is always a little give and take when designing herd health 
programs so let your veterinarian help with those decisions.

Cowherd Vaccinations
Evaluating the health of your herd

By Tim Parks for Cattlemen’s News

MANAGEMENT MATTERS

When it comes to the vaccination of those calves, injectable 
vaccines have been the standard, realizing that the maternal 
antibodies that these calves received from colostrum may have 
an effect on the vaccine’s ability to stimulate the immune system. 
However, the presence of intranasal (IN) vaccines really create 
opportunities to stimulate the immune system of these young 
calves, not only to recognize an invading pathogen but also stim-
ulate active antibody production. Recent studies have demon-
strated that vaccination with Nasalgen IP, a modified live infec-
tious bovine rhinotracheitis (IBR) and PI3 intranasal vaccine, not 
only stimulates antibodies at the mucosal surface of the nasal 
cavity where the vaccine is administered, but also can stimulate 
the production of circulating antibodies that are still elevated at 
preconditioning time a few weeks prior to weaning. Being able to 
have these circulating antibodies present at preconditioning al-
lows us to have a booster, or anamnestic, response when we give 
our preweaning vaccines that can enhance the protective levels 
of the calf at the time of weaning.

If summer pneumonia is a problem in your herd, the addition 
of Pasturella and Mannheimia vaccines can also benefit these 
calves. There are both parenteral and intranasal vaccines avail-
able for these pathogens, but visit with your veterinarian to se-
lect the vaccine that is going to work best in your herd. Intranasal 
vaccines, like Once PMH IN, create local immunity in the nasal 
cavity and reduce the number of needles that we put into these 
calves at pre-turnout vaccination. We can’t forget about clostrid-
ial diseases like Blackleg either. Coming out of extremely wet en-

vironmental conditions, clostridi-
al spores that have been hanging 
out in the environment may 
have been disturbed and brought 
closer to the surface where our 
cattle can more easily encounter 
them. Pinkeye is also a concern, 
so be sure to take appropriate 
steps to reduce the chance of the 
negative economic impact from 
this disease. Vaccination against 
Moraxella bovis and Moraxella 
bovoculi, along with good pasture 
management and fly control can 
go a long way toward helping to 
reduce the impact of pinkeye in 
your herd.

There are numerous different 
products out there to help you 
with preparing your cattle for the 
disease challenges of summer. 
Work with your veterinarian to 
put a health program in place 
that has a realistic chance of 
helping reduce the impact of the 
various diseases cattle encounter. 
Reduction of disease, whether it 
be pneumonia or pinkeye, means 
that your calves continue to graze 
and continue to grow, and every 
pound will pay.

Tim Parks, DVM
U.S. Beef Cattle Technical Services
Merck Animal Health



Works better together.

Your instincts, our intel.
Let’s not beat around the bush - agriculture is hard work. 
It’s early mornings, it’s late nights. It’s about getting your 
hands dirty to get the job done. It’s about adapting to 
challenges, and there are many. Datamars Livestock links 
tools that promote animal health, enable precision animal 
management, and improve protein production. These 
tools work together, communicating with each other and 
communicating with you.

datamarsna.com | 800.433.3112
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The Fraud and Cyber Risk Summit at Missouri Southern State 
University educated attendees about current cybercrimes and 
risks when conducting business online. 

Jon Pascoe, director of privacy risk management at Arvest Bank, 
presented on the topic of cybercrime and ways to mitigate it. His 
presentation consisted of information from a collaboration of 
sources such as the United States Secret Service, the Federal Bu-
reau of Investigation, the Internet Crime Complaint Center and 
the Financial Services Information Sharing and Analysis Center. 

Pascoe started his presentation by explaining that a simple 
mouse click can lead to perpetrators installing malware on a 
victim’s computer, which enables them to steal personal infor-
mation and login credentials. These crimes can impact large 
corporations, municipalities, smaller businesses and non-profit 
businesses alike. 

Common methods of perpetrating cybercrime involve email 
links and attachments, or fake friend requests on social media 
sites. Victims can also put themselves at risk by simply visiting a 
legitimate, yet compromised, website that then installs malware 
on their computer(s). Three significant cybercrime threats are 
corporate account takeover, business email compromise and  
the ransomware issue.

“I want you to think of yourselves and myself as the softest layer 
of security protecting the vital information that your business or 
yourself has and your money,” said Pascoe. “We are the weakest 
link of protection that stands between a perpetrator and you.”

Oftentimes cyber criminals will disguise emails to appear to be 
from legitimate sources and send emails claiming to be from 
the postal or delivery services,  financial institutions, the Better 
Business Bureau, or industry associations. 

“Computer and computer systems have gotten pretty tough, and 
they are more secure than they have ever been,” said Pascoe. 
“We see perpetrators targeting the human. They are very skilled 
at presenting you with an email, social media advertisement or 
a text message that seems perfectly believable.” 

He explains that a victim will then click on a link or call a num-
ber for technical support that pops up on their computer, and 
the perpetrator gains access to their proprietary information, 
including financial account information. The result can be sub-
stantial monetary losses, and these funds may not be recovered. 

Cyber Crime Risk Mitigation
What Business Owners Should Know 

By Kelsey Harmon for Cattlemen’s News

TRENDING “When it comes to corporate account takeover, a 
victim will click on an infected link, resulting in the 
installation of malicious Banking Trojan software 
in their web browser,” said Pascoe. 

He explains that a Banking Trojan can avoid the 
encryption that is put into place to keep informa-
tion secure and can therefore see anything that is 
coming to and from your bank, and it can also alter 
information that is coming to and from your bank. 

With an active Banking Trojan installed, when you log in to your 
bank, you effectively log the perpetrator into your account as 
yourself.

Ransomware is a type of malicious software that encrypts and 
locks the contents your computer until a sum of money is paid. 
Information locked by Ransomware may not be recoverable, 
even if you agree to pay the ransom. This can occur from simply 
clicking on a link in an email.

While these threats from a business and financial perspective 
are very real, the types of things that you can do to mitigate 
these risks are not as high tech as you might imagine. The fol-
lowing federal law enforcement recommended tips can help you 
stay protected:

•   Dedicate separate computers for online banking and financial  
    accouting, which should not be used for email and general   
    web browsing.

•   Educate employees about how to avoid these types of fraud.

•   Don’t respond to or open attachments or unknown links in               
    unsolicited emails. 

    • If a message appears to be from your financial institu       
               tion or an apparently legitimate source and requests 
               information, do not use any of the links provided. 
               Contact the financial institution or business using the 
               contact infomation provided upon account opening to 
               determine if any action is needed. 

•   Install and use automatically updated antivirus and firewall  
    on your computer.

•   Keep operating systems, browsers, and all other software and 
    hardware up-to-date.

•   Use, install and maintain email spam filters.

•   Remove administrative privileges from the computers used 
    for online banking. 

•   Change default passwords.

•   Maintain regular, current off-line backups of important files.

•   Initiate ACH and wire transfer payments under dual control 
    using two separate computers if possible. For example, one 
    person authorizes the creation of the payment file and a 
    second person authorizes the release of the file from a differ
    ent computer system.

•   Review and reduce ACH wire transfer transaction limits to the 
     lowest acceptable dollar amounts for routine transactions.
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Stockton, Mo. – Now is the time to seed 
oats and clovers to improve spring cat-
tle grazing resources and reduce costs, 
says University of Missouri Extension 
livestock specialist Patrick Davis.

“Feed cost is a major cow-calf operation 
cost,” says Davis. “Seeding forages im-
proves spring grazing pastures, reduces 
supplemental feed costs, and potentially 
improves operation profit.” 

Oats and clovers are forages to seed 
now for spring grazing to help reduce 
supplemental feed costs.

“Proper establishment and grazing 
management of oats and clovers is key 
for optimum cattle performance,” says 
Davis. 

MU Extension guide sheet G4652 offers 
helpful guidelines on how to do this, 
Davis says. 

“Proper grazing management is 
achieved through strip or rotational 
grazing,” says Davis. 

Graze oats approximately 60 days after 
planting, says Davis. Begin grazing 
oats at 5 to 6 inches for optimum cattle 
performance. Initial stocking rate can 
be one animal to three acres. Adjust as 
growth changes, he says.  

“Clovers have more flexibility in estab-
lishment than oats because they can be 
broadcast or drilled,” says Davis. 

However, drilling is the preferred meth-
od. Drilling improves seed-to-soil con-
tact and results in better establishment.

If you broadcast seed, use cattle hoof ac-
tion as well as the freezing and thawing 
process to work the seed into the soil. 
Clover grazing management is key for 
optimum cattle performance and per-
sistence of the plant in the pastures.

“Grazing red clover when approximate-
ly half the plants are blooming will 
yield a feeding value similar to alfalfa,” 
said Davis. “Longer periods between 
grazing white clover plants in grass 
stands will reduce its proportion also.”

White clover is a low dry matter, high 
digestibility forage that has potential to 
cause cattle bloat. One way to prevent 
this is to slowly adapt the cattle to graz-
ing the white clover.

Other preventative measures include 
providing supplemental proxalene or 
bloat blocks to cattle. Place white clover 
in a mixed grass stand to reduce the 
chance of bloat.

Red clover, a high quality le-
gume, improves spring graz-
ing resources with less bloat 
potential. Red clover, which 
is high in magnesium, can 
reduce the incidence of grass 
tetany. Cattle face greater 

risk of grass tetany during spring graz-
ing because of low magnesium levels 
in lush grass. In addition, older early 
lactation cows are more susceptible to 
grass tetany due to reduced ability to 
mobilize magnesium and high nutrient 
demand.

In addition to adding red clover to 
pastures, producers should feed a high 

magnesium mineral 30 days prior to 
green up until grass growth is past the 
lush growing period to prevent grass 
tetany problems.

For more information on these topics, 
contact your local MU Extension agron-
omy or livestock field specialist. Find 
additional resources at https://exten-
sion2.missouri.edu/programs/nrcs-mu-
grasslands-project. 

Patrick Davis - Regional Livestock Field Specialist   
University of Missouri Extension 

Seeding Oats and Clovers 
Improving spring grazing

For immediate release from the University of Missouri Extension

MANAGEMENT MATTERS
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www.myfcsfinancial.com

a	Long-term, fixed rates up to 30 years available

a	Service from online to on-the-farm 

a	Work with a team of experts who understand 
your needs

a	As a member of our cooperative, you are eligible 
for patronage payments

Agricultural Real Estate Loans
We know that if it’s worth having then it’s worth working 
for. Many say it but we live it. We are your neighbors 
who grew up in small towns. These experiences give us 
a real understanding of agriculture and what it takes to 
build a farm for the next generation.  

WWW.MYFCSFINANCIAL.COM
1.800.444.3276

Find an FCS Financial office near you:

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

Some invest in acreage,
he’s investing in heritage.

Social icon

Square
Only use blue and/or white.

For more details check out our
Brand Guidelines.

Spring 2020
Bull Sale

Saturday, March 21, 2020
13487 Civil War Road • Carthage, MO 64836
Viewing & Bidding Begin At 10:00 AM

Bidding Ends At Noon
TERMS:
1. Private Treaty Sale
2. Price: Yearling Bulls - $3,000* 18-Month Bulls - $3,500*
3. Delivery - Free Within 250 Miles
4. Express Limited Warranty: If buyer is unhappy with a pur-

chased bull within 1 year of purchase, AAI will return
buyer’s purchase price provided buyer returns bull alive to
AAI’s location at Civil War Road.

*If multiple buyers have interest in same bull, a private auction will be
conducted among those buyers.

SIRES INCLUDE:
Black Magic, Instinct,

High Country, Discovery,
Power Tool, Acclaim,

Rendezvous, Magellan,
Powerball, Growth Fund

See Pedigrees,
EPDs & Video Of

Bulls On Our
Website:

angusalliance.com
Facebook:

@angusalliance

Call With Questions, To Preview Bulls Or To Place Absentee Bids:
Dustin Benefiel
417-388-1392

Bruce Copeland
417-540-4902

Christian Graham
641-990-6134

 BEEF MEETINGS

Tuesday, March 10th, 2020
6:30 P.M. Meal & Program

Joplin Regional Stockyards
I-44 & Exit 22, Carthage, MO

 
                                RSVP by March 7th

                                  Cody Washam 417.489.5450
                                 cwhsangus@hotmail.com

Program: Ben Lohmann 
Why ABS should be your genetic supplier 

Thursday, March 12th, 2020
6:00 P.M. Meal & Program

Darr Agricultural Center
Springfield, MO

 
RSVP by March 9th

Josh Gilbert 417.860.6500

Program: Ben Lohmann 
Why ABS should be your genetic supplier 

Buy the Best Genetics
AT THE BEST PRICE!

DON’T FORGET TO ASK ABOUT

Stay up-to-date on 
everything at JRS!

www.joplinstockyards.com

Follow us on 
social media!

Joplin Regional 
Stockyards
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Reputation Red Angus and Hybreds

Orion Beef Group

Ryan Ludvigson
515-450-3124

rl_ludvigson@hotmail.com

Park Ludvigson
712-229-3431

parkludvigson@hotmail.com

Kellen Ludvigson
515-314-2883

kellen@orionbeefgroup.com

Brian Brigham
970-481-5192

brian@orionbeefgroup.com

Terrel Platt
541-379-0413

terrel@orionbeefgroup.com

9184G • 4071386 • 2/9/19
MIGHTY MO X ENDURANCE X SEQUOYA

189HB, 49GM, 11CE, 0.4BW, 66WW, 103YW, 25MILK, 2ME,
10HP, 6CEM, 19ST, 0.39MB, -0.01RE, $7,186PRO, -3RAN

Great balance and spread in this bull!

S022F • 3864129 • 1/31/18
PRESTIGOUS X TYSON X TOOL TIME

160HB, 50GM, 13CE, -2.3BW, 66WW, 105YW, 17MILK, 1ME,
11HP, 8CEM, 1ST, 0.52MB, -0.08RE, $11,847PRO, $39RAN

Deep sided stout bull!

351F • 4009168 • 8/26/18
FEDERATION X HUGHES X EXT 5233

191HB, 48GM, 11CE, -0.6BW, 62WW, 92YW, 25MILK, 1ME,
11HP, 9CEM, 19ST, 0.49MB, 0.15RE, $11,862PRO, $45RAN

Backed by a 109 MPPA Dam!

8528F • 4009076 • 9/10/18
STATISTICIAN X SEQUOYA X DIRECTION

189HB, 49GM, 15CED, -2.4BW, 63WW, 102YW, 31MILK, 2ME,
10HP, 8CEM, 17ST, 0.42MB, 0.03RE, $10,300PRO, $40RAN

110 MPPA Dam and Granddam!

205G • 4154126 • 2/3/19
DECLARATION X PREMIER X SHURSHOT

194HB, 53GM, 9CE, -0.1BW, 72WW, 121YW, 20MILK, 1ME,
10HP, 7CEM, 18ST, 0.60MB, 0.30RE, $11,839PRO, $17RAN

High Growth and Carcass in this Stud!

8320F • 4009062 • 9/19/18
PLATINUM X NEW DEAL X TREND SETTER

191HB, 54GM, 8CE, 1.3BW, 63WW, 105YW, 25MILK, 0ME,
13HP, 4CEM, 17ST, 0.69MB, 0.21RE, $8,889PRO, $27RAN

Great Maternal and Carcass Numbers!

8892F • 4056442 • 9/15/18
PLATINUM X ROCKET X P707

177HB, 54GM, 10CE, -1.1BW, 63WW, 107YW, 20MILK, -1ME,
13HP, 5CEM, 15ST, 0.88MB, 0.12RE, $14,550PRO, $38RAN

Check out the $Profit number on this bull!

8117F • 4009126 • 9/19/18
PLATINUM X STORMER X SEQUOYA

165HB, 53GM, 8CE, 0.6BW, 79WW, 131YW, 25MILK, 5ME,
11HP, 5CEM, 14ST, 0.62MB, 0.23RE, $16767PRO, $47RAN

High Growth Bull with a 116 Weaning Weight Ratio!

8650F • 4041260 • 4/2/18
DECLARATION X P707 X COMMITMENT

211HB, 54GM, 10CE, 0.0BW, 75WW, 130YW, 20MILK, 0ME,
10HP, 6CEM, 19ST, 0.64MB, 0.23RE, $12,994PRO, $8RAN

Highest Herdbuilder Index in this High Growth Bull!

Spring Ozark Bull Sale
Wednesday, March 18, 2020

100 Red Angus Bulls
70 Age Advantaged Red Angus Bulls • 30 Spring Yearling Red Angus Bulls

All Bulls Raised and Developed on Fescue
Green Springs Development Center • Nevada, Missouri • 1 PM CST

As consumers glean more information 
about where their food comes from, pro-
ducers need to focus on how they manage 
their farm or ranch. 

“Beef Quality Assurance (BQA) certifi-
cation is a good place to start,” said Josh 
White, the National Cattlemen’s Beef 
Association executive director of producer 
education and sustainability, at the Angus 
Convention in November.

The National Cattlemen’s Beef Association 
executive director said “BQA positively 
impacts consumer confidence, and we see 
more and more supply chain interest as 
well. Buyers of cattle and beef are inter-
ested in knowing producers are taking the 
time and initiative to get certified.”

Most cattlemen today are familiar with 
the program and more than 85% of beef 
comes from BQA-certified producers. It 
covers common topics such as animal 
handling, herd health and record keeping, 
working in tandem with the National Beef 
Quality Audit conducted every five years. 
All of that helped reduce injection-site le-
sions and bruising since the 1990s, adding 
more value to each animal carcass.

“I would encourage producers to be cer-
tified, not only because it’s great for your 
operation,” White said, “but also consum-
ers have more confidence about how we 
raise cattle when they know cattlemen are 
certified properly.”

As raising cattle becomes more advanced, 
topics have expanded to biosecurity, trans-
portation and worker safety. The latest sci-
ence and research go into program mate-
rial, with information constantly updated.

The latest example is transportation train-
ing, especially critical for anyone shipping 
cattle directly to a packer. Starting the first 
day of 2020, many packers will require 
BQA transportation certification for any-
one hauling cattle to plants. That’s not yet 
an issue for transporting cattle to auction 
markets and feedyards.

It ties back to consumer interests. 

“Consumers are really interested in know-
ing where their food comes from,” White 
said. “We found through our consumer 
market research that BQA is proof that 
cattlemen really care about how they raise 
their animals.”

Because of the consumer market research 
results, leveraging BQA to consumers has 
been a focus of Beef Checkoff. BQA was 
introduced to non-producer audiences 
through digital marketing and communi-
cation efforts, including a new video and 
audio ads from “Beef. It’s What’s for Din-
ner.” These efforts hope to bring aware-
ness to how farmers and ranchers across 

Trust Insurance 
BQA helps ease consumer minds
For immediate release from Certified Angus Beef LLC

INDUSTRY NEWS the country raise cattle under BQA. 

The first round of digital ads launched 
mid-October across national platforms like 
YouTube, Hulu, Spotify, iHeart Radio, Face-
book, Instagram and Twitter. Since launch-
ing, the ads have more than 11 million 
video views, 10.5 million audio listens and 
nearly four million social media engage-
ments. These ad results delivered more 
than 58.6 million media impressions—a 
significant value for producer Checkoff 
investments. 
 
Consumer earned media was also a focus of 
the campaign. The press release was pub-
lished in 146 outlets nationally, reaching an 
audience of more than 78 million. A week 
later, White participated in 16 back-to-back 
radio interviews. Those interviews aired 

more than 700 times and reached more 
than 22 million consumers. To view the 
consumer facing content, visit 
www.beefitswhatsfordinner.com. 

While the consumer marketing campaign 
is exciting, it doesn’t work if producers 
don’t continue to “walk the walk” by en-
gaging in BQA training and certification. 
New online material will be live in 2020 
for BQA certification, making it a great 
time to re-certify since certifications are 
only active for three years. 

“If it’s been two or more years since you 
were certified, mark your calendars and 
get it done this spring,” White said.
 
Training is available online and in person. 
Visit www.bqa.org for more information.



With spring on the way, I wanted to 
shine a little light on a topic that seems 
to get plenty of media attention and 
probably not enough attention from 
my producers: implants. If there is one 
cringeworthy situation I get myself in, 
it’s when someone not well versed in 
the industry realizes that we utilize 
growth promoting implants in the 
cattle industry. Let’s face it, fear-based 
marketing has done an excellent job 
of teaching today’s consumer to fear 
hormones in meat. Fear stems from a 
lack of knowledge, don’t let the same 
fear-based marketing schemes keep 
you from capitalizing on opportunities 
available to you as a cow-calf producer.

Growth promoting implants are typical-
ly composed of estrogenic compounds, 
occasionally combined with androgenic 
compounds, that work with the body’s 
natural hormones to increase feed effi-
ciency, weight gain, and leaner carcass-
es. Drug companies that make and mar-
ket implants have performed extensive 
research to ensure that their products 
are safe. The approval for such prod-
ucts is anything but easy. A three-ounce 
serving of beef from an implanted steer 
contains 1.9 nanograms of estrogen, 
while the same size of beef serving 
from a nonimplanted steer contains 
roughly 1.3 nanograms of estrogen. 
Whatever you do, don’t stop reading at 
that sentence. That’s exactly how these 

Are your misconceptions about implants leading 
to missed opportunities?
Knowledge to capitalize on opportunities available
By Will Gentry for Cattlemen’s News

MANAGEMENT MATTERS

fear-based marketing strategies work: 
a small amount of truth, but not the 
whole truth. The rest of the story is that 
three ounces of peas contain 340 nano-
grams of estrogen, three ounces of pota-
toes contain 225 nanograms of estrogen, 
there are 11,250 nanograms of estrogen 
in three ounces of soymilk, and 2000 
nanograms of estrogen in three ounces 
of cabbage. I could keep going, but we 
should be able to agree that the fear of 
implants leading to increased hormones 
in beef should not be the reason we are 
not using them in our calves. 

Is it beneficial to implant calves while 
on the cow? One hundred percent yes. 
There have been numerous studies on 
this. The sale price for non-implanted 
calves are not statistically different 
than that of the implanted calves. What 
is statistically significant, is the 23lb 
weaning weight advantage of implant-
ed steers over non-implanted steers 
demonstrated over 23 trials! 

I’m not directly affiliated with any drug 
company, but I like the example provid-
ed by Merk. Assume we have 100 hd of 
calves with an average weaning weight 
of 500lbs. If the calves sold for $1.75/
lb., then the price received would be 
$875 per hd. If we had implanted these 
same steers, the studies suggest the 
average weaning weight would increase 
to 523lbs. They account for a slide, 

assuming that the 523lb steer would not 
bring the same price. If the slide is 10 
cents, then the price of the implanted 
steer would be $1.75-(.23 X $0.10= .023)= 
$1.727. The value of the implanted steer 
is now $903.22 which is a $28.22 advan-
tage over the no-implanted steer. 

Let’s take this a step further to drive it 
home. With the above example, a pro-
ducer would have to receive a $5.40 
CWT premium ($28.22/5.23=5.40) to 
breakeven with the heavier implanted 
calves! Are there premiums for non-im-
planted calves? The short answer is yes 
in certain markets, but are they $5.40 
CWT? No way, or we would all know 
about it. 

Another question I often get from pro-
ducers is in regard to their replacement 
females. Many assume that implanting 
replacement females will negatively 
affect conception rates. Implants exist 
that are labeled for use in replacement 
females. When used according to label, 
these implanted females have actually 
demonstrated as much as a 4% increase 
in conception rates along with a wean-
ing weight advantage. 
 
In short, fear-based marketing has 
already affected our industry enough. 
I hate to see it directly affect the pock-
etbook of my producers. We can only 
fear what we don’t know. There are 
multiple growth promoting implants on 

the market, all have 
safely demonstrat-
ed economic advan-
tages when used 
correctly. Different 
implants offer 
different advantag-
es during the dif-
ferent phases of a 
calf’s life. Ask your 
veterinarian about 
the implants avail-
able for whatever 
stage of production 
you are involved 
in. Are you missing 
an opportunity for 
increased revenue?

Will Gentry, DVM
Animal Clinic of
Diamond, Missouri

For more information visit

www.neaaa.org
View Sale Book - www.simsplusllc.com

Selling more than 100 Angus lots! 
Including Bulls, Pairs, Bred Heifers, Bred Cows and Open Heifers

Mark C. Sims
4934 Cove Valley Dr. SE
Owens Cross Roads, AL 35763
Cell (580) 595-0901

  March 21, 2020 • Noon
      Charlotte, Arkansas • Cattleman’s Livestock Exchange • Hwy 25 E
       GPS: 7750 White Drive • Cord, AR 72524

Spring Sale
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The wet weather across much 
of the U.S. will soon end as the 
El Niño phase of sea surface 
temperatures switches back 
to the warmer La Niña phase 
climate.

That’s the forecast from Art 
Douglas, climatologist for 
CattleFax and a climatology 
professor emeritus for Creigh-
ton University. Douglas shared 
his forecast Thursday morning 
during the annual CattleFax 
seminar at the NCBA Cattle 
Industry Convention in San 
Antonio, Texas.

Douglas explained sea surface 
temperatures (SSTs), which 
drive the two alternating 
weather patterns known as El 
Niño and La Niña, are showing 
classical patterns of change 
and are well predicted by 
weather models to shift this 
year. Although SSTs along the 
equator have not yet shifted 
from cool to warm, SSTs off the 
coast of Chile are moderating 
back toward warm and this 
fits the pattern of shift back 
toward El Niño.

For most U.S. beef and crop 
producers, Douglas said this 
will mean a shift back toward 
drier and warmer weather pat-
terns. The exception typically 
occurs in the Pacific Northwest 
and Southeast. Douglas said 
the length and intensity of La 
Niña will influence drought 
conditions in the Southwest 
and Plains, although warmer 
SSTs may influence the north-
ern Pacific Ocean which may 
slow development of the La 
Niña weather through the sum-
mer months.

The shift in SSTs will help re-
lieve drought in Australia, and 
in fact that appears already to 
be beginning, he says. Con-
versely, the shift also typically 
brings more droughty weather 
to the Southwest, including 
Texas. This is concerning for 
cattle production, concerning 
the large number of cows that 
live in the state of Texas, added 
Kevin Good, one of the Cattle-
Fax’ analysts.

Douglas said he expects this 
weather pattern in the El Niño 
to La Niña transition this  cur-
rent year.

Better Weather, More Optimism
Expect continued volatility 
Re-printed from Beef Magazine - Alan Newport, Burt Rutherford

TRENDING

This spring colder tempera-
tures will persist into the 
Great Lakes into March, but 
above-normal temperatures 
should happen in the Corn 
Belt in April and May. He said 
the western one-third of the 
nation will stay warmer from 
late winter into spring, with 
drier conditions intensifying 
from Southwest into the cen-
tral Rockies and Plains through 
spring months.

Douglas said to expect hot-
ter weather across the West 
and High Plains this summer, 

although he called for summer 
temperatures closer to normal 
in the central part of the coun-
try. If La Niña strengthens ear-
ly, though, the warmth could 
expand into the Midwest. He 
added that the Corn Belt will 
not see a repeat of last year’s 
flood issues.

Cattle markets look positive
Turning to the market, Good 
said CattleFax is forecasting fed 
cattle to average $120 per cwt 
this year, with a range from 
$106 to $130. 

“While we’ll have ample on-
feed numbers and carcass 
weights hovering around 10 
pounds heavier than we saw 
in 2019, domestic and export 
demand, along with fewer 
beef imports will keep tonnage 
growing only slightly from 
2019,” said Good.

For feeder cattle, good forecast 
750-pound steers to average 
$150 per cwt, ranging between 
$140 and $160. Calves at 550 
pounds are forecast to average 
$170 per cwt with a range of 
$155 to $180.

“Utility cows are forecast to 
average $65 per cwt, ranging be-
tween $55 and $72,” Good said. 

For bred cows, he prognosticat-
ed they will trade around $1,500 
per head on average, ranging 
between $1,200 and $1,800.

“As we look at 2020, all industry 
segments will be profitable,” 
said CattleFax CEO Randy Blach. 
“We estimate there will be 
around $500 per head in prof-
itability to split up among the 
segments.” Saddle up.

March  2020     I     31



McCurry
Trailers

A n d  E q u i p m e n t ,  I n c .

2645 W. Kearney, Springfield, MO 417/862-4797www.mccurrytrailers.com

We Have Utility, Cargo, DUmp, eqUipment trailers & more in stoCk!

Before You Buy, Check With Us!

Hay Express Trailers
Hayliner Trailers

O.K. Corrals
BULLDOG
TRAILERS

After 37 Years In Business, We’re Still
The Trusted Name In Trailers!Monday, March 16 n 11 AM n At the farm near Nevada, Missouri

    18    18thth ANNUAL ANNUAL Spring Spring 
Production Sale Production Sale 

Free Delivery n 100% AI & ET n Repeat Buyer Discount n Genomic Testing 
Outstanding Breeding Guarantee n Market Access n Feedlot Relationships
Give us a call or stop by and let’s discuss ways to improve your beef operation.

Kenny & Janyce Hinkle nn 14103 E. Summers Rd. nn Nevada, MO 64772 
KennyHPCA@gmail.com nn www.HinklesPrimeCutAngus.com nn Phone/Fax: (417) 944-2219 

Kenny’s Mobile: (417) 448-4127 nn Trevor Hinkle: (417) 684-1122 nn Blake Baker: (417) 448-4384

Watch the sale and bid live online.

“We’re proud to work for the  
brand as the 2018 CAB Progressive 

Partner Award winner!”

120 Registered Bulls
(including 3 GAR Ashland  

X HPCA Sure Fire P245 flush brothers)

110 Registered Females

230 HEAD230 HEAD  SellingSelling

HPCA Darth Vader J948 n 19461984 n GAR Scale House X HPCA Early Bird A275 
One of only 4 bulls in the entire breed with his projections for calving ease,  
growth, and end product merit. This is an incredible young prospect that is  

destined to produce great cattle and could be a force in the breed.
CED: +11 / 15%  n  WW: +81 / 2%  n  YW: +140 / 2%  n  MH: +1.2 / 1%  n  CW: +68 / 3% 

Marb: +1.35 / 2%  n  RE: +1.22 / 1%  n  $B: +220 / 1%  n  $C: +356 / 1% 

Hinkle 4.5x6.75 4c-Cattlemen's News.indd   1Hinkle 4.5x6.75 4c-Cattlemen's News.indd   1 1/16/20   3:55 PM1/16/20   3:55 PM

Youth Engages as MoBKF Expands Statewide
As more communities get involved with the Mo Beef Mo Kids 
Mo Fit (MoBKF) program, FFA members see an opportunity to 
engage with their communities and highlight the connection be-
tween agriculture and nutrition. For Dillon Magers, Ash Grove 
FFA member, it is about making those connections with students 
while they are young and impressionable.

“It has been an honor to promote the beef industry and be a 
part of an effort that puts beef directly on the lunch tray,” said 
Magers. “Education is crucial for the future of our industry.”

Dillon has been supporting efforts in Southwest Missouri, rep-
resenting the program at community kickoff events and sharing 
information with neighboring schools. 

“Dillon’s leadership and level of engagement catapulted the idea 
of getting other FFA students involved,” says Program Director 
Luella Gregory. 

FFA Leadership Academy Launches
The Mo Beef Mo Kids Mo Fit (MoBKF) program is launching its 
FFA Leadership Academy this year, creating opportunities for 
young people to become engaged in the MoBKF program and 
learn more about Missouri’s beef industry. 

Selected students will participate in an educational workshop 
and consumer-based tour in St. Louis as part of their experi-
ence. Other requirements include completion of the Masters of 
Beef Advocacy, an online advocacy certification by the Cattle-

Mo Beef for Mo Kids
Youth Engages as MoBKF Expands Statewide
By Mo Fit (MoBKF) Program

TRENDING

men’s Beef Board.  Students will also create an outreach plan 
for education and advocacy in their communities. 

About
The Mo Beef Mo Kids Mo Fit (MoBKF) program connects schools 
and their food service professionals to cattle farmers and ranch-
ers to “beef” up school lunches. Our goal is more beef, more 
often, while implementing food and nutrition education in the 
classroom. This powerful partnership highlights the important 
message and journey of food and nutrition, while adding im-
portant protein to a student’s diet. WIN-WIN! 

Contact Us
For more information on the program to get involved in your 
community, contact Brandelyn at info@mobeefkids.com or visit 
mobeefkids.com. For more information about the FFA Leader-
ship Academy and to view the application and program require-
ments, visit mobeefkids.com/getinvolved. 
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NOT JUST A BREED.  

”

www.GENETRUSTBrangus.com  •  1-877-GENETRS (436-3877) 

“
Brad Evans

RICHLAND, MO

Vernon Suhn  •  (620) 583-3706 
vern@genetrustbrangus.com

Cody Gariss  •  (417) 425-0368  
codygariss@gmail.com

TUESDAY, MARCH 24
12:30 PM 

Suhn Cattle Company 
Eureka, KS 

120 Brangus and Ultrablack Bulls

We came to GENETRUST looking for 
bulls to produce quality replacement 

heifers, heavier calves at weaning, 
and to hold up on fescue. THEY HAVE 

PERFORMED ABOVE AND BEYOND 
ALL EXPECTATIONS!

Cattle Industry Market Update 
Opportunity around the corner 
By Mike John for Cattlemen’s News

MANAGEMENT MATTERS

It would be a gross understatement 
to simply say that cattle markets have 
been “active” lately. It’s been really 
hard for anyone to accurately predict 
spot markets in the middle of African 
swine fever and Coronavirus, insane 
political theatrics, fires, flooding, etc. 
On the positive side, trade deals with 
Japan, USMCA, the EU and (gulp) China 
are the groundwork for adding some 
real strength to cattle prices the fur-
ther we get into 2020, but we are not 
going to be allowed any break either. 
There are so many new efforts under-
way it’s hard to know what to do. 

I attended the NCBA convention in San 
Antonio last week, and it would be a 
disservice if I didn’t leave you with the 
impression that beef industry change 
is accelerating. Technology deploy-
ment, whether it is with genetics, 
animal health, ID/Traceability, or data 
collection and management, are being 
affected by many consumer percep-
tions and the pace of reacting to that 
challenge is furious.

The Health Track program contin-
ues to grow, and we are going to add 
Ultra High Frequency (UHF) tags to 
our repertoire. There are a growing 
number of feedlots and backgrounders 
who are employing UHF technology 
in order to read ID tags at the speed of 
normal commerce without having to 
catch heads, or even single file cattle to 
read the tag. Our tags will not be USDA 
(840) tags and will not be accessible by 
USDA, they will simply add a benefit 
for some of the yards that will be buy-
ing Health Track calves.

At MFA, we are striving to make our 
PowerCalf App and herd management 
system compatible with the new and 
rapidly expanding supply chain man-
agement systems. We had discussions 
with folks involved in almost every 
aspect of the beef industry, either 
directly with management programs 
or as subtly as through an interest 
in sustainability documentation. It is 
becoming clear to me that scientific 
fact won’t be able to alter the course 
of these actions as much as we would 
probably like.

PowerCalf is going to give cow/calf pro-
ducers access to these markets. By cre-
ating a standardized data platform and 
a pathway for data points required for 
access, we believe we can interact with 
any of the supply chain systems. This 
will be done by collecting the individ-
ual ID related activity that is crucial to 
being allowed to participate starting at 
the cow/calf level, which believe it or 
not, is the hardest part for most sup-
ply chains. I am overwhelmed at how 

many new supply chain opportunities there 
are, and I can assure you more will be on 
the way. There are breed based options that 
will require documentation of sire genetics, 
some that will actually provide breeding 
service to build supply, others that are more 
health and welfare related, and many more. 

The new block chain technology is a way 
to create an environment for both public 
and private data sharing for certification 
and data collection. Make no mistake, these 

market access criteria will siphon off more 
and more of the higher value end of the calf 
offering in future years. I hope we can al-
ways be in a position to help our customers 
participate where and how they want. The 
beauty of the technology is that it will allow 
participation without having to change sale 
location or process. 

I believe 2020 will be a watershed year for 
the cattle industry. There are many chal-
lenges, but I have found that with those 
challenges opportunity always seems to fol-
low. I hope you have green grass, abundant 
hay and water, and a profitable marketing 
experience!

Mike John, MFA Director of Health 
Track Operations

March  2020     I     33



34      I     March 2020

MU Extension beef cattle nutrition and reproduction 
state specialists to discuss heifer development  
By Patrick Davis, Livestock Field Specialist - University of Missouri Extension

Stockton, Mo.-Replacement heifer development is a key enterprise 
to a cattle operation.  “Proper selection as well as reproductive 
and nutritional management during heifer development leads to 
heifers being efficient, profitable and retained in the cow herd over 
a long period of time,” says Patrick Davis MU Extension Livestock 
Field Specialist.  Furthermore, efficient and profitable cows with 
longevity lead to optimum operation profit potential.

On March 12th MU Extension is working with Joplin Regional 
Stockyards to hold a heifer development workshop at the Centen-
nial Building, Vernon County Fairgrounds, 1488 Ashland Street, 
Nevada, Mo. 64772.  Dr. Jordan Thomas, MU Extension Assistant 
Professor in Animal Science and state beef cattle reproduction 
specialist, and Dr. Eric Bailey, MU Extension Assistant Professor in 

Specializing In SW Mo. Farms & Ranches!Specializing In SW Mo. Farms & Ranches!
“A Cattleman Who Knows Real Estate”“A Cattleman Who Knows Real Estate”

CAPE FAIR -CAPE FAIR - 80 Ac., Hwy 76, mostly woods, 
joins nat. forest, 5 full RV hookups $159,000$159,000
MT VERNON -MT VERNON - 72 Ac., great location at exit 
49 of I-44, 4 Ac. lake, good fence, mostly 
open.....................................$225,000$225,000
VERONA -VERONA - 79 Ac., Law. 2210, good pasture, 
3/4 open, 2 ponds, cross fenced, well, 
automatic waterers, great views ..$237,000$237,000
MILLER -MILLER - 38 AC., Hwy YY, mostly open, 
4 pastures, nice shop, 3 bedroom home, 
ponds, conveniently located........$269,900$269,900
WILLARD -WILLARD - 50 acres, Fr Rd 94, mostly open, 
fenced, Hwy 160’ frontage ............$287,500$287,500
AVILLA -AVILLA - Lillac Rd., 40 Ac., wonderful family 
farm with several barns, great pens and 
corrals, cross fenced, improved pastures, 4 
bedroom home, great setting .......$380,000$380,000
MTN. GROVE -MTN. GROVE - 40 Ac., Lone Pine Rd., great 
horse facility w/easy access to Hwy 60 just 
west of Mtn. Grove, 4 BR brick basement 
home, horse barn, horse safe electric fence, 
roping arena w/return alley, waterers, pond, 
great views ............................$415,000$415,000
MT. VERNON -MT. VERNON - 158 Ac. Lawrence 2080, Open 
pasture, 2 large ponds, paved road frontage 
on 2 sides, great location off Hwy M 
...........................................$553,000$553,000
FALCON -FALCON - 485 Ac., Claxton Rd. Mostly wood-
ed w/an abundance of deer & turkey, metal 
building w/living quarters, well & septic, 
creek....................................$570,000$570,000
BOLIVAR -BOLIVAR - 157 Ac., Hwy. 32, excellent grass, 
corrals, working pens ................$574,500$574,500
FAIR GROVE -FAIR GROVE - 103 Ac., Hwy AB, Nice rolling 
pastures, 3 BR, 2.5 BA updated home, shop, 
cattle barn, hay barn, 2 - 40x400 ft. operating 
poultry barns, ponds, waterers 
.................................REDUCED REDUCED $562,000$562,000
GROVE SPRING -GROVE SPRING - 280 Ac., Red Barn Rd., hay 
ground & pasture, 14 paddocks, 2 barns, 8 
waterers, 3 ponds, spring REDUCED REDUCED $649,000$649,000
ASH GROVE -ASH GROVE - 133 Ac., FR 94, beautiful farm 
with shop, horse barn, 3 bedroom home, 3 
wells, exc. pasture ...................$699,900$699,900
LEBANON -LEBANON - 100 Ac. (More Land Avail.) 
Odessa Drive, Spectacular 4 BR, 1.5 story 
walk-out basement home, inground pool, 
greenhouse, pond, pasture .........$749,000$749,000
VERONA -VERONA - 205 Ac. Lawrence 2200, Nice roll-
ing pastures, 60 acre bottom ground, 4 BR 
home, 60x100 equipment barn, 40x100 shed, 
12 cow milking parlor, beautiful views! 
...........................................$875,000$875,000
FLEMINGTON -FLEMINGTON - 270 Ac., 110th Rd., great op-
portunity, 3,000 head grow yard, commodity 
barn, starter pens, vet barn, lots of pipe, 
mostly open ................REDUCED REDUCED $750,000$750,000

tomkisseerealestate.comtomkisseerealestate.com417.882.5531417.882.5531

MTN. GROVE -MTN. GROVE - 200 Ac. Lone Pine Rd. Hwy 60 
frontage, mostly open w/excellent pasture, 
2 ponds, creek, barn, corral, 3 BR home. ...  
...........................................$848,000$848,000
BUFFALO -BUFFALO - 351 Ac. just off Hwy 65, pasture 
and woods, ponds, creek, lots of deer and 
turkey. ............................... $1,053,000$1,053,000
BUFFALO -BUFFALO - 365 Ac. Rocksdale Road, pasture 
& woods mixed w/a lot of frontage, just off 
Hwy 65, ponds, creek, lots of wildlife. ......  
........................................ $1,095,000$1,095,000
LEBANON -LEBANON - 240 Ac. Hwy. O, Large Custom 
Built 4 BR Walk out Basement  Home, Shop, 
Barns, Ponds, additional home, Hwy. Front-
age, Numerous Pastures.......... $1,120,000$1,120,000
MT. VERNON -MT. VERNON - 68 Acres, I-44 & Hwy. 174 - 
Turn-key equine boarding & training center, 
55 stalls, large indoor and outdoor arenas, 5 
BR home, separate office building 
........................................ $1,200,000$1,200,000
MOUNTAIN GROVE -MOUNTAIN GROVE - Hwy 95, 244 Acres. 
Beautiful cattle farm, 3 BR brick home, all 
open, excellent pasture/hay ground, 3 wells, 
2 ponds, 8 waterers, pipe corral, large 
livestock barn & machinery shed 
........................................ $1,339,000$1,339,000
GALENA -GALENA - 365 Ac., Circle C Drive, 75% open, 
good pasture, fenced & cross fenced, front-
age on state hwy, 3 BR manufactured home, 
several barns, corral, waterers, 2 wells, 
ponds, great location ............. $1,350,000$1,350,000
WILLOW SPRINGS -WILLOW SPRINGS - 683 Ac. CR 1870, 5 BR, 4 
BA home, shop, hay barn, 165 acres open, 
marketable timber, great hunting, just north 
of Hwy 60............................ $1,725,500$1,725,500
MILO -MILO - 632 acres, Hwy. EE, 70’x48 cattle 
barn, equip shed, machine shed, waterers, 
fenced & cross fenced w/exc. pasture & hay 
ground, 9 ponds, 2 acre lake, corrals 
........................................ $1,900,000$1,900,000
MTN. GROVE -MTN. GROVE - 592 Ac., Williams Rd., very 
conveniently located w/frontage on Hwy 60, 
great pipe corrals, shop, commodity barn, 
over 1,000 bale hay storage, piped & natural 
water, great grass, mostly open, brick home 
........................................ $2,985,000$2,985,000
OZARK -OZARK - 495 Ac., Tennessee Road, Beautiful 
rolling pasture, fenced & crossed fenced, sev-
eral ponds & waterers, pipe corrals, livestock 
barns, hay barns, 3 homes.......... $3,732,000$3,732,000
FLEMINGTON -FLEMINGTON - 1267 Ac., Hwy. 83, hay barns, 
livestock barns, pipe corrals, 3 irrigation 
wells, 5 regular wells, 370 tillable acres, 
good pasture, office, machinery shed 
........................................ $4,117,750$4,117,750

SOLDSOLD
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UNDER CONTRACTUNDER CONTRACT

SOLDSOLD

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT

SOLDSOLD

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT
SOLDSOLD

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT

Animal Science and state beef cattle nutrition specialist will lead 
the workshop discussion. Discussion topics include:

 •  How do you select a replacement heifer?
 
 •  What are the best options for nutritional manage
                ment of a replacement heifer?

 •  How do you manage for heifers to breed back and 
                stay in the herd as cows?

The workshop will begin with dinner sponsored by Joplin Re-
gional Stockyards at 6:00 p. m. The event is free to the public but 
to attend register by March 6th by contacting the Vernon County 
MU Extension Center at (417) 448-2560. You can also register 
online at https://extension2.missouri.edu/events/heifer-develop-
ment-workshop-nevada. For all other questions, contact Patrick 
Davis at (417) 276-3313 or by email at davismp@missouri.edu.  



4150 Sons
43466018

“Windy” Sons
17866730

The Best of Both Worlds

Like FATHER

Like SONS



Call Today for Your Catalog! 877-486-1160  or email: john@seedstockplus.com

• Guaranteed Sight-Unseen Purchases!                                              
• Free Trucking on every bull! No fine print!
• The best disposition & soundness sort!
• Extensive Data & Genomic EPDs!
• All Bulls are Coat Color & Polled Tested!
• All Bulls Are Semen & Trich Tested!
• Over 200 RFI tested bulls sell in these sales!
• Videos of sale bulls on website the week before the sale!       

www.seedstockplus.com & www.dvauction.com!

Bid & Buy at:
DVAuction
ALL SALES!

Seedstock Plus
South Missouri Bull 

& Female Sale 
March 28, 2020 

Joplin Regional Stockyards, 
Carthage, MO * 125 bulls!
18 month old & yearling bulls!  

Gelbvieh & Balancers! 
ALL BLACK! Plus!  Open heifers!

Seedstock Plus
RED REWARD Bull 

& Heifer Sale 
March 14, 2020 

Wheeler Livestock Auction, 
Osceola, MO

60 RED Gelbvieh 
& Balancer bulls 

Plus!  Red Females!
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March 24, 2020 is National Ag Day, a time 
when producers, agricultural associations, cor-
porations, universities, government agencies 
and countless others across America gather to 
recognize and celebrate the abundance pro-
vided by American agriculture.

As the world population soars, there is even 
greater demand for the food, fiber and renew-
able resources produced in the United States.

The National Ag Day program be-
lieves that every American should:

1. Understand how food, 
fiber and renewable re-
source products are
produced.

2. Value the essential role 
of agriculture in maintain-
ing a strong economy.

3. Appreciate the role ag-
riculture plays in providing 
safe, abundant and afford-
able products.

4. Acknowledge and 
consider career opportu-
nities in the agriculture, 
food, fiber and renewable 
resource industries.

Agriculture provides almost 
everything we eat, use and wear 
on a daily basis, and is increas-
ingly contributing to fuel and 
other bio-products. Each year, 
members of the agricultural 
industry gather together to 
promote American agriculture. 
This effort helps educate millions 
upon millions of consumers.

By far, the most effective part 
of this program is the role you 
play in helping spread the word. 
A few generations ago, most 
Americans were directly involved 
in—or had relatives or friends 
involved in—agricultural-related 
endeavors. 

Today, that is no longer the case. 
That is why it is so important 
that we join together at the 
community level...our voices, in 
concert, become a shout that 
carries our message a great deal 
further than any one of us can 
do alone! We are pleased that 
you have joined this effort to 
promote American agriculture.

Food Brings Everyone 
to the Table
Source:  Agriculture Council of America 
www.agday.org
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70 YEARS

Deserves a Celebration!

70 YEARS

Deserves a Celebration!Deserves a Celebration!

One 
lucky listener 

will win this 600 

Heavy Duty-05 

Delta Trailer!
will win this 600 

 Watch for details on how to win this trailer in December 2021. 
Tune into KRMO AM 990 or visit krmo.com to learn more!

6th Annual Bull & Female Sale

March 28, 2020
1 p.m. • at the farm • Strafford, Missouri

3SCC Domain A316

Andras Bando B068

Lacy Full Tank 006D

Selling sons of these sires and many more!

Offering Includes:
• 35 Bulls (Red Angus, Red Sim Angus, Red Composites)

• 50+ Commercial Open Heifers

• Registered and Commercial Cows & Pairs

Steven & Jamie Rogers: 417-241-1302 • www.rogersbeef.com

and Friends

Contact us today for a catalog:

Rogers Cattle Company
2868 N. Farm Raod 231 • Strafford, MO 65757
Steven: (417) 241-1302 • Jamie: (417) 241-1526
E-mail: srogersbeef@yahoo.com

www.rogersbeef.com

Offering Includes:
• 35 Bulls (Red Angus, Red Sim Angus, Red Composites)

• 50+ Commercial Open Heifers

• Registered and Commercial Cows & Pairs

Why Celebrate 
Ag Day?
Americans need to under-
stand the value of agri-
culture in their daily lives. 
Here are just some of the 
key reasons why it’sim-
portant to recognize—
and celebrate— Ag Day 
each year:

*Increased knowledge of 
agriculture and nutrition
allows individuals to make 
informed personal choices 
about diet and health.

*Informed citizens will be 
able to participate in es-
tablishing the policies that 
will support a competitive 
agricultural industry in this 
country and abroad.

*Employment opportuni-
ties exist across the board 
in agriculture. Career 
choices include:
• farm production
• agribusiness managment  
  and marketing
• agricultural research  
  and engineering
• food science
• processing and retailing
• banking
• education
• landscape architecture
• urban planning
• energy
• and other fields

*Beginning in kinder-
garten and continuing 
through 12th grade, all 
students should receive 
some systematic instruc-
tion about agriculture.

*Agriculture is too import-
ant a topic to be taught 
only to the small percent-
age of students consider-
ing careers in agriculture 
and pursuing vocational 
agricultural studies. 

*Agricultural literacy in-
cludes an understanding 
of agriculture’s history and 
current economic, social 
and environmental signif-
icance to all Americans. 

This understanding in-
cludes some knowledge of 
food, fiber and renewable 
resource production, pro-
cessing and domestic and 
international marketing.

Source:  Agriculture Council of America 
www.agday.org

CELEBRATE NATIONAL AGRICULTURE WEEK
March 22-28, 2020
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2020 ARKANSAS  
SPRING FORAGE 
CONFERENCES

March 2nd (Area 8) 
Batesville Community 

Center, Batesville

March 3rd (Area 9) 
James Ranch, 

Pocahontas

March 9th (Area 3) 
Howard County 

Fairgrounds, Nashville

March 10th (Area 4) 
Hempstead County 
Fairgrounds, Hope

March 16th (Area 1) 
Pauline Whitaker Arena, 

Fayetteville

March 17th (Area 2) 
Johnson County 

Fairgrounds, Clarksville

March 19th (Area 5) 
Drew County Fairgrounds, 

Monticello

March 23rd (Area 6) 
Clark County Fairgrounds, 

Arkadelphia

March 24th (Area 7) 
Conway Expo Center, 

Conway 

For more info:
Michelle Bufkin

Membership Director
Arkansas Cattlemen’s 

Association
Office: 501-224-2114
Cell: 334-313-2315



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

Kenneth E. Rolston II
Texas
806-685-0540

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

Bailey Moore 
Missouri   

417-540-4343

Jackie Moore 
Missouri 

417-825-0948

Skyler Moore
Missouri 

417-737-2615

Colby Flatt
Video Sale Manager

620-870-9100

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

Jarrett Corn 
North Texas 

806-543-1319

Tim Durman 
Missouri

417-438-3541

Pat Farrell 
Kansas 

417-850-1652

Nick Flannigan 
Missouri

417-316-0048

Fred Gates 
Missouri

417-437-5055

Jim Hacker 
Missouri

417-328-8905

Bryon Haskins 
Kanasas/Missouri

417-850-4382

JW Henson 
Missouri

417-343-9488

Contact one of our field representatives today!

Manage Your Risk
and take the guess work out of

 marketing your cattle!

CALL TODAY TO 
CONSIGN YOUR CATTLE!

UPCOMING 2020 SALE DATES

Thurs., March 19 @ JRS

Thurs., April 16 @ JRS

Thurs., May 14 @ JRS

Thurs., June 4 @ JRS

Thurs., July 2
“The Big Bang”at Downstream Casino

Colby Flatt
Video Sale Manager

Liberty, Kansas
620.870.9100

Skyler Moore  417.737.2615 
Bailey Moore   417.540.4343
Jackie Moore   417.825.0948
JRS Office          417.825.0948

WWW.PRIMETIMELIVESTOCK.COM
View More Information:
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SHOW-ME-SELECT REPLACEMENT HEIFER SPRING SALES
Coordinator  Location    Date  Time
Erin Larimore  SEMO Livestock Sales LLC   May 1  7:00 p.m.
(573) 243-3581  Fruitland, Missouri

Kendra Graham  Farmington Regional Stockyards, LLC May 8  7:00 p.m.
(573) 756-4539  Farmington, Missouri

Eldon Cole  Joplin Regional Stockyards, Inc.  May 15  7:00 p.m.
(417) 466-3102  Carthage, Missouri

David Hoffman  Kingsville Livestock Auction  May 16  11:00 a.m.
(816) 380-8460  Kingsville, Missouri
 
Anita Ellis  South Central Regional Stockyard  May 22  6:00 p.m.
(573) 642-0755  Vienna, Missouri
  
Daniel Mallory  F & T Livestock Market   May 30  6:00 p.m.
(573) 985-3911  Palmyra, Missouri

Angus. 
America’s Breed.

A reliable business partner is 
difficult to come by. Contact 
Adam Conover to locate Angus 
genetics, select marketing 
options tailored to your needs, 
and to access Association 
programs and services. Put the 
business breed to work for you.

Adam Conover,
Regional Manager

Iowa 
Missouri

© 2019-2020 American Angus Association

3201 Frederick Ave. | St. Joseph, MO 64506
816.383.5100 | www.ANGUS.org

Contact Regional Manager 
Adam Conover:

Cell:  816-676-8560
aconover@angus.org

INTERESTED IN READING 
AN ARTICLE FROM A PAST 

CATTLEMEN’S NEWS ISSUE?

VIEW THE ARCHIVE ONLINE!

https://www.joplinstockyards.
com/cattlemens_archive.php

Improving heifer 
development

__________________

Increasing marketing 
opportunities

__________________

Providing a reliable source 
of quality replacements



The Z  102.9 FM   
Monday & Wednesday 
12:40 p.m.

KTTS  94.7 FM  
Monday & Wednesday 
11:30 a.m. & 12:30 p.m.

KGGF  690 AM  
Monday & Wednesday 
11:30 a.m. & 12:30 p.m.

KWOZ  103.3 FM  
Monday & Wednesday 
11:30 a.m. 

KHOZ  900 AM  
Monday & Wednesday 
12:15 p.m.

KKOW  860 AM   
Monday & Wednesday

 12:50 p.m. & 4:45 p.m.

KRMO  990 AM   
Monday-Friday

 9:55-10:05 a.m.

KRMO  990 AM   
Monday, Wednesday, Friday

Noon Hour

KRMO  990 AM   
Tuesday & Thursday

Noon Hour

Outlaw  106.5 FM   
Monday & Wednesday

11:45 a.m.

TUNE IN TO THE JRS MARKET REPORT

B/F Cattle Co. 
Maternal Integrity Gelbvieh & Balancer®

 Apr. 4, 2020 * 1:00 p.m. 
 Butler, MO

#1 Missouri Breeder
2015-2019

Dam of Merit & Dam of Distinction

Call for catalog or directions. Lunch served at noon. Farm is 15 miles east of Butler, MO

B/F Cattle Company
Brett & Libby Foster

5746 NE County Rd. 13003
Butler, MO 64730

Call Brett for Bulls 660.492.2808
Call Libby for Beef 660.679.1194

Like & follow our BF Cattle Co. & BF Beef pages 
on Facebook for Foster farm, fun, family & food!  

www.bfcattleco.com
“No Bull”

 Now Also Selling
ALL NATURAL BEEF

BULL SALE
April 4, 2020          1:00 p.m.

Butler, MO

70+ Lots 18 mo. old forage 
developed 

Bonus Consignment of 
20 Open Yearling Heifers 

backed by B/F Cattle Co. genetics

B/F Cattle Focuses on 

the BIG Picture:

Balancer® Bulls 

built to Thrive

 in FESCUE COUNTRY, 

who sire hardy calves 

with top-notch carcass. 

And most importantly,

they’ll make you a 

tremendous set of 

momma cows! 
Backroad
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www.stockmanship.com • 417-719-4910

Introducing:

Smile and Mean it
the Bud & Eunice Williams Story

HIMMERICH
CROP CARE  LLC
Custom Spraying

in pasture & forage maintenance.
Licensed chemical & fertilizer dealer.

Specializing

Call for free estimate.
David Himmerich
417.389.1740

The best way to predict  
the future is to

Create It
Danny Beckman  

319-750-1174  
dbeckman@stgen.com 

Luke Bradford  
979-571-0028  

lbradford@stgen.com

High Fertility Sex Sorted Semen

 www.STgen.com

SexedULTRA

AI SERVICE

SPRAYING

STOCKMANSHIP

CONSTRUCTION

CATTLE
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PROCESSING
West Fairview Road

2013 S. Paradise Lane
Carthage, Missouri

www.cloudsmeats.com

417.358.5855
Meat Market • Custom Processing • Catering

Buff alo and Wild Game Processing
Award-Winning Smoked Meats

State Inspected
Our family serving your family since 1959.

SEED

Tisha Trotter
Financial Advisor
1535 East Primrose
Springfield, MO 65804
417-885-1604
tisha.trotter@
morganstanley.com
NMLS #1918463

© 2019 Morgan Stanley Smith Barney LLC.
Member SIPC.      BC007 CRC 2639038 07/19

FINANCING

INTERESTED IN 
ADVERTISING HERE?  

Contact Mark Harmon  
417.316.0101

for more information!

Cattle
Receiving
Stations

ARKANSAS
Billy Ray Mainer
Branch, AR
479.518.6931
JR Smith
Melbourne, AR
870.373.1150

OKLAHOMA 
Chester Palmer
Miami, OK
M) 918.540.4929
H) 918.542.6801

MISSOURI
Jared Beaird
Ellsinore, MO
573.776.4712
Kenneth & Mary Ann Friese
Friedheim, MO 
573.225.7932
J.W. Henson / Rick Aspergren
Conway, MO
J.W.  417.343.9488
Rick 417.547.2098
Alvie Sartin
Seymour, MO
417.840.3272

FIND ONE NEAR YOU!

Stations

Tan is 7505c (0c, 70m, 30y, 55k)
Red is Pantone 186 (0c,100m, 81y, 4k)
Joplin Regional is Knomen
Stockyards is Playbill
Tagline is BaskertonSW-Italic

stockmanship.com • 417-719-4910

Order your book today!
Proper Livestock
Marketing 101

by Bud Williams

stockmanship.com
417-719-4910

Order your book today!

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

Looking for the RIGHT financial advisor? 

Are you prepared for the Certainty of Uncertainty?

COMPLETE ESTATE PLANSCOMPLETE ESTATE PLANS
FARM LLCsFARM LLCs

davidpaynelaw.comdavidpaynelaw.com
Aurora, Missouri (417) 678-5161Aurora, Missouri (417) 678-5161

Republic, Missouri (417) 233-5858Republic, Missouri (417) 233-5858
The choice of a lawyer is an important decision and 

should not be based solely upon advertisements.

A trusted advisor for the Missouri cattleman. Serving southwest Missouri for over 20 years.



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

Looking for the RIGHT financial advisor? 

NEWBOLD & NEWBOLD PCNEWBOLD & NEWBOLD PC
Certified Public AccountantsCertified Public Accountants

PAYROLL  I  FARM TAXES  I  ACCOUNTING  I  CONSULTINGPAYROLL  I  FARM TAXES  I  ACCOUNTING  I  CONSULTING

1402 S. Elliott Ave. • Aurora, Missouri1402 S. Elliott Ave. • Aurora, Missouri
www.newboldnewbold.comwww.newboldnewbold.com417.678.5191417.678.5191

James E. Newbold, CPA       Kevin J. Newbold, CPA       Kristi D. Newbold, CPA

Est. 1970Est. 1970

Are you prepared for the Certainty of Uncertainty?

COMPLETE ESTATE PLANSCOMPLETE ESTATE PLANS
FARM LLCsFARM LLCs

davidpaynelaw.comdavidpaynelaw.com
Aurora, Missouri (417) 678-5161Aurora, Missouri (417) 678-5161

Republic, Missouri (417) 233-5858Republic, Missouri (417) 233-5858
The choice of a lawyer is an important decision and 

should not be based solely upon advertisements.

A trusted advisor for the Missouri cattleman. Serving southwest Missouri for over 20 years.



Did you know that 50-90% of horses—

particularly performance horses—suffer 

from gastric ulcers? Dietary management 

can reduce the risk. MFA’s new Easykeeper® 

HDC supplement helps horses clear those 

gastric health hurdles with a proprietary 

formulation specifically designed to support 

a properly functioning digestive tract.

Joplin Stockyards: “Easykeeper HDC (OSR) 2020”  10" x 14.5"
Art director: Craig J. Weiland  cweiland@mfa-inc.com

MFA Incorporated5473

468

Gastric health 
hurdles? 

Ease the pain of equine 
ulcers with Easykeeper® HDC.

Now available at your MFA Agri Services or AGChoice location.

www.mfa-inc.com

Antenna Regular, Bold, Bold Italic, Black

M F A  F E E D

Clear the way with 
Easykeeper® HDC
NEW FROM MFA

Stop by MFA

Booths at Ozark

Spring Roundup for 

a special prize to 

first 100 each day to 

register, March 27th, 

28th and 29th, Ozark 

Empire Fairgrounds,

Springfield, MO


