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ARKANSAS 
Jimmie 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, Arkansas  
M (870) 373-1150  
*Cattle Receiving Station

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Video Cattle Production: Matt Oehlschlager  
and Clay Eldridge (417) 548-2333

FIELD REPRESENTATIVES

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

Skyler Moore: Mount Vernon, MO   M (417) 737-2615ON THE BLOCK
with Jackie Moore

Wow, what a month February has 
been...one for the history books as far 
as weather is concerned. We’ve had 
cold weather, the loss of calves, the 
amount of money we’ve spent on feed, 
electricity, gas, diesel fuel and all of 
that has been a struggle for everybody 
but especially those of you that are in 
the cow business. Personally, I don’t 
have any cows, and right now I’m 
thankful for that! Looks like we might 
have turned the corner finally! We 
had a good sale on Monday, February 
22...(6,000 head) we saw those lighter 
cattle, those 5 weights up into the 90’s 
on some of those real front-end, thin, 
green, number one type steers; and a 
lot of those 5 weight heifers run up in 
the middle 40’s and middle 50’s. Spring 
fever is setting in and everyone thinks 
we’ve got to get some of these cattle 
bought to go to grass. I think it will be 
a few days ‘til the grass, but everybody 
hadn’t bought any in a couple of weeks 
and they were gunnin’ for them today, 
which made for a heck of a sale!  

As we progress into spring and this 
weather fares up in Texas, Oklaho-
ma, Kansas and some of those places, 
there’s going to be a lot of feeder cattle 
show up off of the wheat...they’re out 
there. With wheat being $6-7 a bushel 
they’re going to be cutting and selling 
the grain, and they’re going to trade 
those cattle off, which will in turn put 
pressure on these feeder cattle here in 
the next month or so. Just like the Mon-
day, February 22, we saw a 5 weight 
steer bring the same price per head as 
one that weighs 700, 725, or 750 and 
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that’s going to continue because we’ve 
got those grass guys gunnin’ for them. If 
you look at those futures prices out there 
in August, September, October up there 
somewhere in the middle 50’s, they’ve got 
some value to them and they’re going to 
buy them and turn them out. Green grass 
has cost all of us a lot of money in the 
past. It probably will again sometime, but 
I hope these cattle will work for every-
body that are buying them.

As for the slaughter cow market, there’s 
not been many of them around because 
of this weather. It’s rockin’ right here, and 
you need to get some of those cows traded 
off while the availability is not very good 
around the country because that storm 
was in a wide area...not much movement 
going on and there is a need for those 
slaughter cows and bulls.

The stock cow market is kind of side 
ways...not much to say about that. It’s just 
like it’s been for a while, if you’ve got a 
real, “front end” set of nice, fancy, young 
cows they’ll bring $1,400-1,500-1,600. 
Over the last year it’s astounding to me 
that nothing has happened; it’s always 
been the same, so I suppose that’s where 
we’ll keep trading them. We might see a 
little spark in them when we get a little 
closer to grass.  

The market is just the market....we’ve 
got a long year ahead of us. There’s likely 
going to be a lot of stuff come at us that 
we’ve not seen in a while, and all we can 
do is deal with it the best we can.  

Good luck & 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

Mobile: 417-316-0101
Fax: 417-548-2370

markh@joplinstockyards.com

Editor/Design/Layout:
Jocelyn Washam

Cassie Dorran
Rural Route Creations

CN@joplinstockyards.com

*2nd Monday of each month 
for next month’s issue. 

Print deadlines, ad sizes and 
pricing can be found in the 

2021 print media guide.
 www.joplinstockyards.com

AD DEADLINES

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

Follow us on social media:
Joplin Regional Stockyards

Although we strive to maintain the 
highest journalistic ethics, Joplin Regional 
Stockyards limits its responsibilities for 
any errors, inaccuracies or misprints in ad-
vertisements or editorial copy. Advertisers 
and advertising agencies assume liability 
for all content of advertisements printed, 
and also assume responsibility for any 
claims arising from such advertisement 
made against the Stockyards and/or its 
publication.
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Miami, OK
M) 918.540.4929 H) 
918.542.6801
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Jared Beaird 
Ellsinore, MO 
573.776.4712
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417.840.3272
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Lost 40 Years of40 Years of
CrossCrossbreedingbreeding

CATTLE CO.

“CROSSBREEDING IS THE ONLY WAY I KNOW THAT YOU CAN GET SOMETHING
FOR NOTHING AND IT IS CALLED HETEROSIS OR HYBRID VIGOR.”

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.

Spring Calving Heifers 
available after Nov. 1.~

Fall Calving Heifers 
available after May 1.

LOST CREEK CATTLE CO.
WYANDOTTE, OK
Jim Beck, Owner  918-801-3649 
jimandsara@hotmail.com 
Shannon Meador, Ranch Foreman  |  417-456-2104
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There are a host of best practices and technologies available 
to reduce the incidence of bovine respiratory disease (BRD). 
Covid-19 provides a daily reminder of the management factors 
influencing respiratory diseases transmission: reduce com-
mingling, decrease stocking density, minimize travel and eat 
right, just to name a few.

Cattle at high-risk for respiratory disease are easy to catego-
rize at arrival even with limited knowledge of their vaccine 

Respiratory Disease Timing
Managing health should remain a constant focus

By Justin Sexten for Cattlemen’s News

DATA DRIVEN DECISIONS

history due to short weaning, market commingling and ship-
ping stress. Most cattle feeders agree these high-risk cattle 
provide the greatest management challenge in the first 45 
days on the yard.

The alternative to these high-risk calves are “the kind”, you 
know those with reputation, high growth potential and a 
well-executed health program. There are few no-risk options 
in the cattle business, but these calves should provide the 

cattle feeder with relatively fewer health 
challenges.

A recent article from Applied Animal 
Science by Miles Theurer and coworkers 
compared these two cattle types, specifi-
cally looking at the timing of BRD relative 
to arrival. This industry group evaluated 
the two types of cattle health records 
from a commercial feedyard.

One may suggest comparing high-risk to 
high potential cattle as comparing apples 
and oranges. In reality this is true as the 
high-risk cattle were categorized as those 
who received a macrolide antimicrobial 
on arrival with unknown health history 
and weaning status. Cattle were deter-
mined as high-risk by the feedyard and 
their veterinarian based on shrink, con-
dition, origin and transport distance. 

Conversely the high potential cattle 
were primarily retained ownership 
calves having been preconditioned and 
carrying high genetic merit for growth 
and grade. Specifically the authors indi-
cated the high-potential calves were in 
the top 25% for growth and 90% choice 
or better carcass cattle. The minimum 
health program for high-potential cattle 
was one modified-live viral vaccine and 
Mannheimia haemolytica vaccine before 
arrival to the feedyard. Not to suggest 
this is a comprehensive preconditioning 
program but the minimum for inclusion 
in this comparison.

Clearly two completely different groups 
of genetics, nutrition and management 
but a very real and frequent comparison 
for producers trying to procure and man-
age feeder cattle inventory at feedyards 
across the country. Buyers are assigning 
value to these comparisons in real time 
with every bid.

The high-potential group experienced 
less respiratory disease, 12.8% and death 
loss, 2.5% compared to high-risk cattle 
at 15.1% BRD and 4.8% death loss. Im-
proved health by high-potential calves 
with a known health program is not 
surprising.

Make each generation your finest yet

GALLAGHER ANIMAL MANAGEMENT

To purchase, find more information, or contact your 
nearest territory manager, visit www.gallagher.com,  
or visit your local dealer.

Gallagher helps make each generation better than the last.  
Genetics are essential to the performance of your cows from year to year. The right information makes all 

the difference when important decisions need to be made. Gallagher’s line of weigh scales, EID tag readers, 

and loadbars collect all the data you need to make decisions as easy as possible. And we are always ready  

to provide on-farm assistance. Because at Gallagher, we know the best is yet to come.

HR5 Hand Held EID Tag  
Reader & Data Collector

TWR-5 Weigh Scale,  
Reader & Data Collector

Heavy Duty  
Weigh Feet Kit

Continued on next page



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:

32nd Edition Production Sale32nd Edition Production Sale
Saturday, March 20, 2021 • 1 p.m. Central
At the Ranch • Carthage, Missouri

Offering 60 BullsOffering 60 Bulls
50 Charolais • 10 Fullblood Akaushi

Fullblood Akaushi Bred Heifers & EmbryosFullblood Akaushi Bred Heifers & Embryos
F1 Heifers & Steers • Commercial Cows Bred AkaushiF1 Heifers & Steers • Commercial Cows Bred Akaushi
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The range in health observed across the lots analyzed for each 
cattle type is worth noting. High-performing calves BRD diag-
nosis ranged from 2.8% to 36.1% of a lot with mortality ranging 
from 0 to 7.1%. The range in BRD diagnosis in high-risk calves 
was wider, 1% to 54.1% with death loss from 0 to 26.8%. 

Data like this show it is possible to get lucky with a group of 
high-risk cattle but the odds are not in your favor. It is diffi-
cult to know why some high-risk calves remained healthy and 
some high-potential calves were not. Improvements in commu-
nication of previous management from seller to buyer could 
enhance the odds of correctly assigning health risk and feeder 
cattle value.

The primary objective of this experiment was to evaluate the 
timing of BRD onset. Before reading 
further take a minute to consider the 
days on feed when you would consider 
calves past the initial health risk due 
to their change of address. One step 
further, would you have different esti-
mates for high-potential compared to 
high-risk calves? 

If we consider 45 days as the point 
when calf’s risk for respiratory disease 
begins to decline the findings of this 
report are surprising. The authors used 
the data above and looked at the total 
percent of BRD cases at 45 days to eval-
uate disease timing. In high-potential 
calves 33.7% of the BRD cases occurred 
prior to 45 days of feed. In high-risk 
groups the cumulative case rate was 
67.2% by 45 days on feed.
 
The high-potential calves performed as 
expected: faster gaining, more feed ef-
ficient and heavier at harvest. Delayed 
BRD onset in these high-potential calves 
presents the management challenges 
associated with increased per head 
treatment costs due to heavier animals 
and greater financial risk to death loss 
later in the feeding period.

Regardless your procurement program 
managing health should remain a 
consistent focus throughout the feeding 
period.  

Justin Sexten is the Vice President of Strategy - Perfor-
mance Livestock Analytics.

Continued from previous page

CallicrateBanders.com Made In USA

COMPRESSION ANALGESIA

PRO
Built-in Cutter
Self-locking 
Loop

SMART
Since 1991

WEE
Tensioned 
Loop for
Newborns

Castration made easy!

™

785-332-3344

Find the JRS
Value-Added

Sale Information
in the back of 
this issue on 

pages 44 and 45!
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Spring green-up is just weeks away, and hay season will soon 
follow. Preparing yourself with as much fundamental knowl-
edge as possible and having the right equipment that is main-
tained and ready to use will help ensure your haying chores are 
successful.

Haymaking is “almost as much of an art as it is a science,” says 
Tim Schnakenberg, University of Missouri Extension Field 
Specialist in Agronomy, Stone County. “Changing weather 
conditions create challenges and determining when to cut, ted 
and rake hay is ‘often an hour-by-hour decision’ impossible to 
predict. Even the most experienced haymakers will have days 
where complete failure occurs.”

The first step for haymaking is to evaluate hay fields for stand 
quality and weeds. 

“We will never make top quality hay if our forage stands are 
not composed of an abundance of high-quality forage species,” 
Schnakenberg says. “In some cases, having a diversity of for-
ages are desired. In other cases, a pure stand is what we are 
after.”

If you have pockets of weeds or undesirable species, one rem-
edy is to renovate the stand by starting over from scratch or 
inter-seeding with a no-till drill. 

“This thickens up the stand and crowds out annual weed spe-
cies that would fill the gaps the following growing season,” 
Schnakenberg says. “If you have a good stand of forage and still 
have a significant issue with weeds, we have herbicides avail-
able as tools to reign in a weed problem.”

Producers should also examine the soil in their hay fields as it 
can be “one of the greatest inhibitors of productive hay fields,” 
he says. “This not only impacts tonnage produced, but also can 
have a more subtle impact on the forage quality.”

Soils in hay fields should be tested every three to four years. 
Schnakenberg says soil testing will help to accurately determine 
amounts of fertilizer and lime needed. Hay fields often have 
more soil fertility issues than pastures.

“In reviewing thousands of soil tests every year, I have found 
that the hay fields are most depleted,” he says. “Haying is in a 
sense, a mining operation. You must put back at least what you 
take off in order to keep up. If you don’t, productivity drops, 
shifts occur in species and the field can become nearly worth-
less.”

Potassium deficiencies are common, and in cool season grasses 
like fescue, brome and orchardgrass, the University of Missouri 
calculates that 47 pounds of potash is removed for every ton of 
hay taken off an acre. About 12 pounds of phosphate is re-
moved for every ton.   

Harvesting quality hay is critical as hay with reduced nutritive 
value will result in poorer cow condition during the winter and 
expensive supplements to make up for lost nutrition.

While producers are finding significantly higher feed prices 
this year, Schnakenberg says hay quality is important under all 
circumstances.

“When comparing the cost per pound of energy from feed 
sources, winter grazing always wins out followed by having 

Prepare To Harvest Quality Hay
Producers encouraged to evaluate their forage stands, soils and equipment

By Lisa Henderson for Cattlemen’s News

MANAGEMENT MATTERS

quality hay,” he says. “Supplementation using grain sources 
will usually be the highest cost.”

Forage analyses are recommended before you make decisions 
about supplementation needs or how much hay is required. It 
is impossible to fully predict what forage quality levels are by 
visuals alone.

Below are four factors Schnakenberg identified that make 
quality hay:

• Species – Legumes clearly improve overall forage qual-
ity compared to grasses. Alfalfa, lespedeza or clover can 
be used along with a grass component to improve forage 
quality.  Compared to grasses, legumes have higher protein, 
higher digestibility, higher levels of calcium and magne-
sium and can dilute the effect of the endophyte if fescue is 
in the hay mix. The success of raising the quality of the hay 
is dependent on proper conditions to cure the forage. We 
also find that using a warm season grass as a primary hay 
source improves quality significantly.

• Forage Growth Stage – Any time a forage begins to de-
velop a seed-head, quality can start to drop rapidly. Lignin 
in the stems get woodier and seed heads are more fibrous, 
raising the total fiber content of the hay. This translates into 
lower intake and lower nutrition per pound. The key to 
preventing this is with early or “on-time” harvest.  Gener-
ally, the best balance between tonnage and quality is about 
the boot stage for most grasses or early heading. Another 
option to this is baleage.  
 
• Minimizing Dirt in the Hay Bale – We rarely consider 
the dirt and dust component of hay during the haymaking 
process. But the University of Wisconsin has looked into 
this issue closely with alfalfa and determined that it can add 
up to a significant reducer of hay quality. Researchers there 
analyzed the ash content of hay and found that depending 
on the processes used to make hay, the external ash levels 
can amount to nine to eighteen percent of the total volume 
of the forage. Eighteen percent ash means that one pound of 
“dirt” is fed out for each five pounds of hay or haylage fed 
to livestock. There are some simple things that can be done 
to reduce these numbers. Raise the cutter bar or the cutting 
drum of the mower. This significantly keeps dirt and dust 
from infiltrating the hay windrow. 
 
• Proper Hay Conditioning – What happens to hay during 
the window between cutting and baling is a critical time 
that can determine how the end-product will turn out. 
There are a few things that can be done to properly prepare 
and condition a cut stand of hay for baling. Especially for 
legume hay, crimping is a necessary practice to crimp or 
macerate the stems to speed up drying. Tools like crimpers 
or impellers can break the cuticle and waxy layers of the 
stem or expose the vascular tissue for faster drying. For 
most legumes and thick stemmed grasses, the crimping 
practice is still the most effective method compared to im-
pellers. The practice of conditioning forage can potentially 
reduce drying time thirty to fifty percent. Another practice 
that often gets overlooked is to lay the hay out in the widest 
windrows possible. This takes full advantage of sunlight 
exposure. Clumped windrows prolong drying time signifi-
cantly. For grass hay, tedding has become a very useful tool 
to reduce drying time perhaps twenty to thirty percent.  



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

So when it’s time to protect your cattle from flies, ticks 
and lice, look for the insecticide tags that put a stop 
to profit-robbing pests: TRI-ZAP™, MAX 40™, XP 820®, 
WARRIOR™, PYthon®, PYthon® Magnum™, and OPtimizer®

from Y-TEX®.

Always read and follow label directions. All brands shown are trademarks or 
registered trademarks of Y-TEX® Corporation.  © 2020 Y-TEX® Corporation.

Insect pests can wreak havoc on your cattle, from reducing 
weight gains to carrying costly diseases like pink eye.That’s why 
it pays to protect your herd with the proven performance of 
Y-TEX® insecticide ear tags. Y-TEX® tags control a wide range 
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There Is More Than One Way to Skin That Cat
By Erin Hull for Cattlemen’s News

NETWORK KNOW-HOW

As I sit in my warm kitchen drinking a cup of hot coffee, 
staring out the window to 36” of fresh snow and single digit 
temperatures, it is difficult to get excited about the upcoming 
grazing and AgVocating season as it seems so far away. At first 
this made me a little sad because it seems like only a dream, 
but then I realized that it was time to think outside the box 
and start brainstorming ways I can AgVocate even during the 
doldrums of winter.  

1. Wear your logo and wear it with pride: Side story:  as I’ve 
mentioned before, I like to ski. Okay, I love to ski. Most skiers 
have fancy gear they wear out on the slopes to stay warm and 
dry. As a group, skiers are fairly predictable with their gear.  
With all that being said, I don’t fit inside that group very well.  
You see, I ski in some of that fancy gear and I always top it off 
with a Carhartt vest (I’m not being paid to drop that name but 
if they’d like to pick me up as a sponsor and you have a con-
nection… send ‘em my way!). A Carhartt vest fits in on a ski 
mountain about as well as a Chihuahua fits in with the herding 
dog crew. It simply does not fit in. This is why I do it. My vest 
has our farm logo displayed for the world to see. This always 
is a great conversation starter in the lift line amongst strang-
ers. People look at me and don’t think “Beef Farmer” which 
prompts them to ask me what the logo is about. At this point I 
kick open the AgVocating door and start getting nerdy on agri-
culture facts, right there in the lift line, educating strangers on 
what makes our industry so amazing.  

2. Beef Recipes! As beef ranchers and farmers, our end goal is 
all the same: Get people eating more (US Grown) beef. So many 
times I have friends tell me how they like to prepare beef and 
it is well, underwhelming. They seem to not fully grasp just 
how versatile beef can be. We all have recipes that are unique 
or utilize cuts that most would not know how to cook. We need 
to get those recipes out there so people do not get bored eat-
ing just steak and hamburgers. One of my favorites is Oxtails.  
Because I am a direct market farmer, I am able to get just 
about everything back from the cows I send. Oxtails are a cut 
that most strolling through the grocery store would pass up 
because they simply do not know how to prepare them. Post 
those fun and interesting recipes! Post them on your social me-
dia accounts and ask for other recipes in return. Let’s get back 
to making weird and delicious beef dishes!  

3. Beef up your wardrobe: If someone were to go through 
my closet and dresser drawers, there would be no question 
in their mind to my love of beef. Tee shirts that simply say 
“BEEF”, sweatshirts that tout how awesome beef is, hats with 
that iconic saying about what to eat for dinner. When I go gro-
cery shopping, I always get comments about buying chicken 
and/or pork when I am dressed in beef gear head to toe.  Why? 
Because people are curious. Why am I buying chicken when 
CLEARLY, I feel beef is where it’s at. It is a conversation starter.  
People are curious and all that “beef gear” just makes it so they 
cannot hold back and ask questions. Once again, all we need is 
a conversation starter so we can “farm nerd” out on them and 
get them the information they do not even know they wanted 
to know.  

4. Add fun signs to your property: This one you can have a 
lot of fun with.  My husband is not a fan of “shaming” signs 
such as “No Farmers, No Food”. He likes funny signs that 
attract attention to what we are doing and how well you are 
doing it versus the why you are doing it. Examples along the 
fence line: “Look at our cows. Aren’t they pretty?” “Farmers 

are funny ha-ha, not funny peculiar” “Befriend a farmer. We 
are fun to hang out with”. You can have a lot of fun with this 
one! Signs catch your eye. When driving along a road and you 
see a sign, you look. We just need to grab passerby’s attention!   
And email me your ideas because I need more!

5. Befriend non beefy people: I have a very good friend who 
just so happens to be a vegan. We do not go to her house to eat 
and she does not come to our house to eat but a restaurant is a 
great middle ground. She is passionate about her cause but she 
can see that we are passionate about ours and at the end of the 
day that is what really matters. Sometimes by not pushing our 
personal agendas we are more successful that actually actively 
pushing them.  

Now that my coffee cup and brain are empty, I suppose there 
is only one thing left to do this morning… get out there in my 
Carhartt vest and make some runs on the ski hill before the 
real work of the day starts. Cheers! And keep on AgVocating!   

Extended-Release Injectable Parasiticide
5% Sterile Solution
For the Treatment and Control of Internal and External Parasites of Cattle on Pasture with Persistent Effectiveness
Not for use in female dairy cattle 20 months of age or older, including dry dairy cows. Not for use in calves to be processed for veal.
Not for use in breeding bulls, or in calves less than 3 months of age.
Not for use in cattle managed in feedlots or under intensive rotational grazing.
CAUTION: Federal law restricts this drug to use by or on the order of a licensed veterinarian.
INDICATIONS FOR USE 
LONGRANGE, when administered at the recommended dose volume of 1 mL per 110 lb (50 kg) body weight, is effective in the treatment and control of the following internal and 
external parasites of cattle:

Gastrointestinal Roundworms Lungworms
Bunostomum phlebotomum – Adults and L4

Dictyocaulus viviparus 
– Adults

Cooperia oncophora – Adults and L4

Cooperia punctata – Adults and L4

Cooperia surnabada – Adults and L4 Grubs
Haemonchus placei – Adults

Hypoderma bovis
Oesophagostomum radiatum – Adults
Ostertagia lyrata – Adults Mites
Ostertagia ostertagi – Adults, L4 and inhibited L4

Sarcoptes scabiei 
var. bovis

Trichostrongylus axei – Adults and L4

Trichostrongylus colubriformis – Adults

Parasites Durations of 
Persistent Effectiveness

Gastrointestinal Roundworms
Bunostomum phlebotomum 150 days
Cooperia oncophora 100 days
Cooperia punctata 100 days
Haemonchus placei 120 days
Oesophagostomum radiatum 120 days
Ostertagia lyrata 120 days
Ostertagia ostertagi 120 days
Trichostrongylus axei 100 days
Lungworms
Dictyocaulus viviparus 150 days

DOSAGE AND ADMINISTRATION
LONGRANGE® (eprinomectin) should be given only by subcutaneous 
injection in front of the shoulder at the recommended dosage level of 1 
mg eprinomectin per kg body weight (1 mL per 110 lb body weight). Each mL 
of LONGRANGE contains 50  mg of eprinomectin, sufficient to treat 110 lb (50 kg) 
body weight. Divide doses greater than 10 mL between two injection sites to 
reduce occasional discomfort or site reaction.
Do not underdose. Ensure each animal receives a complete dose based on a 
current body weight. Underdosing may result in ineffective treatment, and 
encourage the development of parasite resistance.
LONGRANGE is to be given subcutaneously only. Animals should be 
appropriately restrained to achieve the proper route of administration. Inject under 
the loose skin in front of the shoulder (see illustration) using a 16 or 18 gauge, ½ 
to ¾ inch needle.
Sanitize the injection site by applying a suitable disinfectant. Clean, properly disinfected needles should be used to reduce the potential for injection site infections.

Withdrawal Periods and Residue Warnings
Animals intended for human consumption must not be slaughtered within 48 days of the last treatment. This drug product is not approved for use in 
female dairy cattle 20 months of age or older, including dry dairy cows. Use in these cattle may cause drug residues in milk and/or in calves born to 
these cows. A withdrawal period has not been established for pre-ruminating calves. Do not use in calves to be processed for veal.

Animal Safety Warnings and Precautions
The product is likely to cause tissue damage at the site of injection, including possible granulomas and necrosis. These reactions have disappeared without 
treatment. Local tissue reaction may result in trim loss of edible tissue at slaughter.
Observe cattle for injection site reactions. If injection site reactions are suspected, consult your veterinarian. This product is not for intravenous or intramuscular use. 
Protect product from light. LONGRANGE® (eprinomectin) has been developed specifically for use in cattle only. This product should not be used in other animal species.
When to Treat Cattle with Grubs
LONGRANGE effectively controls all stages of cattle grubs. However, proper timing of treatment is important. For the most effective results, cattle 
should be treated as soon as possible after the end of the heel fly (warble fly) season.  
Environmental Hazards
Not for use in cattle managed in feedlots or under intensive rotational grazing because the environmental impact has not been evaluated for these scenarios.
Other Warnings: Parasite resistance may develop to any dewormer, and has been reported for most classes of dewormers.
Treatment with a dewormer used in conjunction with parasite management practices appropriate to the geographic area and the animal(s) to be treated may slow 
the development of parasite resistance.
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to the use of any dewormer. Following the use of any dewormer, effectiveness of treatment should be monitored (for example, with the use of a fecal egg count 
reduction test or another appropriate method).
A decrease in a drug’s effectiveness over time as calculated by fecal egg count reduction tests may indicate the development of resistance to the dewormer 
administered. Your parasite management plan should be adjusted accordingly based on regular monitoring. 
Macrocyclic lactones provide prolonged drug exposure that may increase selection pressure for resistant parasites. This effect may be more pronounced in 
extended-release formulations.
TARGET ANIMAL SAFETY
Clinical studies have demonstrated the wide margin of safety of LONGRANGE® (eprinomectin). Overdosing at 3 to 5 times the recommended dose resulted in a 
statistically significant reduction in average weight gain when compared to the group tested at label dose. Treatment-related lesions observed in most cattle 
administered the product included swelling, hyperemia, or necrosis in the subcutaneous tissue of the skin. The administration of LONGRANGE at 3 times the 
recommended therapeutic dose had no adverse reproductive effects on beef cows at all stages of breeding or pregnancy or on their calves.
Not for use in bulls, as reproductive safety testing has not been conducted in males intended for breeding or actively breeding. Not for use in calves less than 
3 months of age because safety testing has not been conducted in calves less than 3 months of age.
STORAGE
Store at 77° F (25° C) with excursions between 59° and 86° F (15° and 30° C). Protect from light.
Approved by FDA under NADA # 141-327
Made in Canada.
Manufactured for Boehringer Ingelheim Animal Health USA Inc., Duluth, GA 30096
®The Cattle Head Logo and ®LONGRANGE are registered trademarks of  
Boehringer Ingelheim Animal Health USA Inc.
© 2019 Boehringer Ingelheim Animal Health USA Inc. All rights reserved.
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Gastrointestinal Roundworms Lungworms
Bunostomum phlebotomum – Adults and L4 Dictyocaulus viviparus – Adults
Cooperia oncophora – Adults and L4

Cooperia punctata – Adults and L4

Cooperia surnabada – Adults and L4

Haemonchus placei – Adults Grubs
Oesophagostomum radiatum – Adults Hypoderma bovis
Ostertagia lyrata – Adults
Ostertagia ostertagi – Adults, L4, and 
inhibited L4

Trichostrongylus axei – Adults and L4

Mites

Trichostrongylus colubriformis – Adults

Sarcoptes scabiei var. bovis

Persistent Activity

the following parasites for the indicated amounts of time following treatment:

Parasites Durations of 

Gastrointestinal Roundworms
Bunostomum phlebotomum 150 days
Cooperia oncophora 100 days
Cooperia punctata 100 days
Haemonchus placei 120 days
Oesophagostomum radiatum 120 days
Ostertagia lyrata 120 days
Ostertagia ostertagi 120 days
Trichostrongylus axei 100 days
Lungworms
Dictyocaulus viviparus 150 days

DOSAGE AND ADMINISTRATION
LONGRANGE® (eprinomectin)  
should be given only by 
subcutaneous injection in front of 
the shoulder at the recommended 
dosage level of 1 mg eprinomectin 
per kg body weight (1 mL per 110 lb 
body weight).
Each mL of LONGRANGE contains 

to treat 110 lb (50 kg) body weight. 
Divide doses greater than 10 mL 
between two injection sites to 
reduce occasional discomfort or site 
reaction.

Body Weight (lb) Dose Volume (mL)
110 1
220 2
330 3
440 4
550 5
660 6
770 7
880 8
990 9

1100 10
Extended-Release Injectable Parasiticide
5% Sterile Solution
For the Treatment and Control of Internal and External 
Parasites of Cattle on Pasture with Persistent Effectiveness
Not for use in female dairy cattle 20 months of age or older, including dry 
dairy cows. Not for use in calves to be processed for veal.
Not for use in breeding bulls, or in calves less than 3 months of age.
Not for use in cattle managed in feedlots or under intensive rotational 
grazing.
CAUTION: Federal law restricts this drug to use by or on the order of a 
licensed veterinarian.

DESCRIPTION
LONGRANGE® (eprinomectin) is a ready-to-use, sterile injectable preparation 
containing eprinomectin, a member of the macrocyclic lactone class of 
antiparasitics. Each mL of LONGRANGE contains 50 mg of eprinomectin in a 
co-solvent system of N-methyl-2-pyrrolidone (30% v/v) and triacetin (qs), along 
with 50 mg of poly-lactide-co-glycolic-acid 75:25 (PLGA), a polymer that allows 
a slow release of eprinomectin from the formulation, thereby maintaining a 
prolonged duration of product effectiveness. Butylated hydroxytoluene (0.2 mg/
mL) acts as an antioxidant in the formulation.
The chemical name of eprinomectin is 4”-deoxy-4”-epiacetylamino-avermectin 
B1. It is a semi-synthetic member 
of the avermectin family of 
compounds consisting of a mixture 
of two homologous components, 
B1a and B1b, which differ by a single 
methylene group at C26.

INDICATIONS FOR USE
LONGRANGE, when administered 
at the recommended dose volume of 1 mL per 110 lb (50 kg) body weight, is 
effective in the treatment and control of the following internal and external 
parasites of cattle:

Gastrointestinal Roundworms Lungworms
Bunostomum phlebotomum – Adults and L4 Dictyocaulus viviparus – Adults
Cooperia oncophora – Adults and L4

Cooperia punctata – Adults and L4

Cooperia surnabada – Adults and L4

Haemonchus placei – Adults Grubs
Oesophagostomum radiatum – Adults Hypoderma bovis
Ostertagia lyrata – Adults
Ostertagia ostertagi – Adults, L4, and 
inhibited L4

Trichostrongylus axei – Adults and L4 Mites
Trichostrongylus colubriformis – Adults Sarcoptes scabiei var. bovis

Persistent Activity
LONGRANGE has been proven to effectively protect cattle from reinfection with 
the following parasites for the indicated amounts of time following treatment:

Parasites Durations of 
Persistent Effectiveness

Gastrointestinal Roundworms
Bunostomum phlebotomum 150 days
Cooperia oncophora 100 days
Cooperia punctata 100 days
Haemonchus placei 120 days
Oesophagostomum radiatum 120 days
Ostertagia lyrata 120 days
Ostertagia ostertagi 120 days
Trichostrongylus axei 100 days
Lungworms
Dictyocaulus viviparus 150 days

DOSAGE AND ADMINISTRATION
LONGRANGE® (eprinomectin)  
should be given only by 
subcutaneous injection in front of 
the shoulder at the recommended 
dosage level of 1 mg eprinomectin 
per kg body weight (1 mL per 110 lb 
body weight).
Each mL of LONGRANGE contains 
50 mg of eprinomectin, sufficient 
to treat 110 lb (50 kg) body weight. 
Divide doses greater than 10 mL 
between two injection sites to 
reduce occasional discomfort or site 
reaction.

LONGRANGE is to be given 
subcutaneously only. Animals 
should be appropriately restrained 
to achieve the proper route of 
administration. Inject under the 
loose skin in front of the shoulder 
(see illustration) using a 16 or 18 
gauge, ½ to ¾ inch needle.
Sanitize the injection site by 
applying a suitable disinfectant. 
Clean, properly disinfected needles should be used to reduce the potential 
for injection site infections.
50 mL bottle size: Use only polypropylene syringes. Not for use with 
polycarbonate syringe material. If syringe material is not known, contact the 
syringe manufacturer prior to use for identification. Do not use beyond 3 months 
after stopper has been punctured.  Discard bottle after 15 stopper punctures.
250 mL and 500 mL bottle sizes: Use only automatic syringe equipment 
provided by Merial. To obtain compatible equipment, contact Merial at 1-888-
637-4251 or your veterinarian. LONGRANGE should not be stored in automatic 
syringe equipment. Automatic syringe equipment should be thoroughly cleaned 
after each use. Discard bottle after one stopper puncture with draw-off spike.
Alternatively, a 50-mL polypropylene repeater syringe compatible with 
LONGRANGE may be used. To obtain a list of compatible equipment, contact 
Merial at 1-888-637-4251. When using a repeater syringe, do not use beyond 
3 months after stopper has been punctured. Discard bottle after 15 punctures. 
LONGRANGE should not be stored in the repeater syringe.
No special handling or protective clothing is necessary.

WARNINGS AND PRECAUTIONS

Withdrawal Periods and Residue Warnings
Animals intended for human consumption must not be slaughtered 
within 48 days of the last treatment.
This drug product is not approved for use in female dairy cattle 20 
months of age or older, including dry dairy cows. Use in these cattle 
may cause drug residues in milk and/or in calves born to these cows.
A withdrawal period has not been established for pre-ruminating 
calves. Do not use in calves to be processed for veal.

User Safety Warnings
Not for Use in Humans. Keep this and all drugs out of the reach of children. 
The material safety data sheet (MSDS) contains more detailed occupational 
safety information. To report adverse effects, to obtain an MSDS, or for 
assistance, contact Merial at 1-888-637-4251. For additional information about 
adverse drug experience reporting for animal drugs, contact FDA at 1-888-FDA-
VETS, or http://www.fda.gov/AnimalVeterinary.

Animal Safety Warnings and Precautions
The product is likely to cause tissue damage at the site of injection, including 
possible granulomas and necrosis. These reactions have disappeared without 
treatment. Local tissue reaction may result in trim loss of edible tissue at slaughter.
Observe cattle for injection site reactions. If injection site reactions are 
suspected, consult your veterinarian. This product is not for intravenous or 
intramuscular use. Protect product from light. LONGRANGE® (eprinomectin) has 
been developed specifically for use in cattle only. This product should not be 
used in other animal species.

When to Treat Cattle with Grubs
LONGRANGE effectively controls all stages of cattle grubs. However, proper 
timing of treatment is important. For the most effective results, cattle should 
be treated as soon as possible after the end of the heel fly (warble fly) season. 
Destruction of Hypoderma larvae (cattle grubs) at the period when these grubs 
are in vital areas may cause undesirable host-parasite reactions, including the 
possibility of fatalities. Killing Hypoderma lineatum when it is in the tissue 
surrounding the esophagus (gullet) may cause salivation and bloat; killing  
H. bovis when it is in the vertebral canal may cause staggering or paralysis. 
These reactions are not specific to treatment with LONGRANGE, but can occur 
with any successful treatment of grubs. Cattle should be treated either before or 
after these stages of grub development. Consult your veterinarian concerning 
the proper time for treatment.

Environmental Hazards
Studies indicate that when eprinomectin comes in contact with soil, it readily 
and tightly binds to the soil and becomes inactive over time. Free eprinomectin 
may adversely affect fish and certain aquatic organisms. Do not contaminate 
water by direct application or by improper disposal of drug containers. Dispose 
of containers in an approved landfill or by incineration.
As with other avermectins, eprinomectin is excreted in the dung of treated 
animals and can inhibit the reproduction and growth of pest and beneficial 
insects that use dung as a source of food and for reproduction. The magnitude 
and duration of such effects are species and life-cycle specific. When used 
according to label directions, the product is not expected to have an adverse 
impact on populations of dung-dependent insects.
Not for use in cattle managed in feedlots or under intensive rotational grazing 
because the environmental impact has not been evaluated for these scenarios.

Other Warnings: Underdosing and/or subtherapeutic concentrations of 
extended-release anthelmintic products may encourage the development of 
parasite resistance. It is recommended that parasite resistance be monitored 
following the use of any anthelmintic with the use of a fecal egg count 
reduction test program.

 CLINICAL PHARMACOLOGY
Due to its unique formulation characteristics, when LONGRANGE is injected 
subcutaneously in the shoulder area of cattle, a polymeric PLGA matrix is 
formed. The biodegradable matrix solidifies in vivo to form an in situ forming 
gel, which allows a gradual release of eprinomectin from the formulation. The 
rate-limiting step is diffusion of the drug through the gel matrix. Because of 
its mechanism of release, absorption characteristics can be highly dependent 
upon the injection technique used and the corresponding surface to volume 
ratio of the gel.
Clinical efficacy of avermectins and milbemycins is closely related to their 
pharmacokinetic behavior, and the time of parasite exposure to active drug 
concentrations is relevant to obtain optimal and persistent antiparasitic activity 
(Lanusse et al., 1997; Lifschitz et al., 1999; Lifschitz et al., 2004; Shoop et al., 
1996). Lifschitz et al. (1999) indicated that plasma concentrations between 
0.5 and 1 ng/mL would represent the minimal drug level required for optimal 
nematocidal activity, while others have suggested minimum levels of 1 to 2 
ng/mL. Pharmacokinetic studies of LONGRANGE in cattle indicate that effective 
plasma levels remain for an extended period of time (at least 100 days).

Mean Eprinomectin B1a Plasma Concentration Versus Time
Following a Single Subcutaneous Injection of LONGRANGE® at a

Dose Rate of 1 mg Eprinomectin per kg Body Weight in Beef Cattle
(Arithmetic Mean ± Standard Deviation of the Mean, n=42)

Mode of Action
The macrocyclic lactones have a unique mode of action. Compounds of this class 
bind selectively and with high affinity to glutamate-gated chloride ion channels 
that are present in invertebrate nerve and muscle cells. This leads to an increase 
in the permeability of the cell membrane to chloride ions with hyperpolarization 
of the nerve or muscle cell, resulting in paralysis and death of the parasite. 
Compounds of this class may also interact in other ligand-gated chloride ion 
channels, such as those gated by the neurotransmitter gamma-aminobutyric 
acid (GABA).
The margin of safety for compounds of this class is at least partially attributable 
to the fact that mammals do not have glutamate-gated chloride ion channels, 
and that the macrocyclic lactones have low affinity for other mammalian 
ligand-gated channels and do not readily cross the blood-brain barrier.

TARGET ANIMAL SAFETY
Clinical studies have demonstrated the wide margin of safety of LONGRANGE® 
(eprinomectin). Overdosing at 3 to 5 times the recommended dose resulted 
in a statistically significant reduction in average weight gain when compared 
to the group tested at label dose. Treatment-related lesions observed in most 
cattle administered the product included swelling, hyperemia, or necrosis in the 
subcutaneous tissue of the skin. The administration of LONGRANGE at 3 times 
the recommended therapeutic dose had no adverse reproductive effects on beef 
cows at all stages of breeding or pregnancy or on their calves.
Not for use in bulls, as reproductive safety testing has not been conducted in 
males intended for breeding or actively breeding. Not for use in calves less than 
3 months of age because safety testing has not been conducted in calves less 
than 3 months of age.

HOW SUPPLIED
LONGRANGE is available in three ready-to-use glass bottle sizes. The 50, 250, 
and 500 mL bottles contain sufficient solution to treat 10, 50, and 100 head of 
550 lb (250 kg) cattle, respectively. The 250 and 500 mL bottles are supplied in a 
removable plastic protector.

STORAGE
Store at 77° F (25° C) with excursions between 59° and 86° F (15° and 30° C). 
Protect from light.

NADA #141-327, Approved by FDA

Made in Canada. 
Manufactured for Merial, Inc., Duluth, GA, USA. 

®The Cattle Head Logo and ®LONGRANGE 
are registered trademarks of Merial, Inc.
©2015 Merial, Inc. All rights reserved.
1050-2889-06, Rev. 2/2015, 8LON016C

Body Weight (lb) Dose Volume (mL)
110 1
220 2
330 3
440 4
550 5
660 6
770 7
880 8
990 9
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Available in 500 mL, 250 mL and 100 mL bottles. 
Administer subcutaneously at 1 mL/110 lbs.

Visit theLONGRANGElook.com to learn more.

Visit theLONGRANGElook.com to learn more.

WHAT DO YOU CALL 
A DEWORMER THAT LASTS 

UP TO 150 DAYS?

Dectomax® (doramectin).3

25.4
MORE POUNDS THAN

WORTH
 IT.

LONGRANGE®, THERAPHASE® and The Cattle Head Logo® are registered trademarks of Boehringer Ingelheim Animal Health USA Inc. 
All other trademarks are property of their respective owners. ©2019 Boehringer Ingelheim Animal Health USA Inc., Duluth, GA.  
All Rights Reserved. BOV-2008-GEN0219

By delivering up to 150 days of parasite control with just one dose2, LongRange® (eprinomectin) offers the 
best economic return of any dewormer on the market. The season-long protection provided by Theraphase® 
technology means greater defense against nutrient-robbing parasites — and ultimately, heftier cattle.

LONGRANGE IMPORTANT SAFETY INFORMATION: Do not treat within 48 days of slaughter. 
Not for use in female dairy cattle 20 months of age or older, including dry dairy cows, or in veal 
calves. Post-injection site damage (e.g., granulomas, necrosis) can occur. These reactions have 
disappeared without treatment. Not for use in breeding bulls, or in calves less than 3 months of age. 
Not for use in cattle managed in feedlots or under intensive rotational grazing.
1  Results based on actual on-farm comparative demonstration. Individual herd results may vary. Data on file at Boehringer 

Ingelheim.
2 Dependent upon parasite species, as referenced in FOI summary and LONGRANGE product label.
3 DECTOMAX product label.

WITH JUST ONE DOSE, LONGRANGE® (EPRINOMECTIN) 
WORKS UP TO 5X LONGER.1

1
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MU Southwest Center Offers Rural Resiliency Webinar
Learn how to manage the day-to-day stresses of rural life.

From the University of Missouri Extension - Linda Geist,  Source: Reagan Bluel, 417-847-3161

INDUSTRY NEWS

MOUNT VERNON, Mo. – University of Missouri Southwest Re-
search Center and MU Extension will sponsor a March webi-
nar series, “Rural Resiliency: Caring for You and Yours.”

The series begins March 2 and runs 7:30-8:45 p.m. on four 
consecutive Tuesdays. Reagan Bluel, interim superintendent 

at MU Southwest Center, invites rural residents and those who 
connect with them to attend the series.

The session is led by Larry Tranel, an extension dairy special-
ist at Iowa State University. “His perspective will be especially 
relevant to friends and neighbors in southwest Missouri’s agri-
cultural community,” Bluel said. “SWRC is excited to serve as a 

support site for our neighbors.”

Tranel, who is also a pastoral psy-
chologist, will discuss healthy mind-
sets for dealing with rural behavioral 
health, communication skills and 
relationship enrichment for self, mar-
riage and families.

Attendees can connect to the Zoom 
webinars from their own devices or 
watch at Southwest Center, where 
printed resources on mental health 
will be available through the North 
Central Farm and Ranch Stress Assis-
tance Center.

Sessions
• March 2: 
   Farm Stress Resiliency and Grief.

• March 9:
  Personality Keys When “Married” to 
  Farm Stress.

• March 16:
   Dealing With the Stresses of Men,   
   Women and Children.

• March 23: 
   Brain and Behavioral Health 
   “Hacks” to Mitigate Distress.

To watch at home, register at www.
aep.iastate.edu/stress. To attend at 
Southwest Center, call 417-466-2148 
to reserve a spot. Masking and social 
distancing requirements will be in 
place.

The webinar is a multistate effort 
supported by Iowa State University 
Extension and Outreach Dairy Team; 
university extension in Iowa, Illinois, 
Minnesota, Mississippi, Missouri, 
Nebraska, South Dakota, Texas, Ver-
mont, West Virginia and Wisconsin; 
and in cooperation with the dioceses 
of Madison, Rockford, St. Cloud, New 
Ulm and Davenport; the Archdiocese 
of Dubuque; the synods of North-
eastern, Southeastern and Western 
Iowa; ELCA; the Wisconsin Council 
of Churches and other rural church 
organizations.

Reagan Bluel
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I get a number of calls this time of year as operations plan to 
use estrus synchronization prior to the start of the breeding 
season. All too often, I pick up on something concerning that is 
not the reason for the call. For example, they might comment 
in passing that they will be hauling cows from one location 
to another or making a major change to the diet during the 
breeding season. These management “swings,” as I call them, 
can result in cows missing their opportunity to become preg-
nant. Pregnancy losses are relatively common in cattle and 
can occur at any stage of pregnancy, but most pregnancy loss 
occurs in the early stages. Early on and even mid-way through 
the breeding season, we have a lot of early pregnancies that 
are vulnerable to management. Changing the management of 
cows or heifers during the breeding season can be more dis-
ruptive than we might realize. 

Shipping cattle by trailer or pot-load can be very detrimental 
during the early stages of pregnancy. Research efforts in this 
area have not been extensive but what has been done points 
to potential for worrisome levels of pregnancy loss. One re-
search study at Colorado State University several years ago 
noted about a 10% reduction in pregnancy rate when cows 
were transported between Day 5 and Day 42 of gestation. Day 
42 is apparently not a magic number either; in another study, 
6% of cows transported between Day 45 and Day 60 of gesta-
tion lost their pregnancies. More research is needed in this 
area to know the impact of the number of miles shipped or the 
amount of time off feed. Presumably, we might observe more 

pregnancy loss with longer 
hauls or if failing to practice 
good low-stress stockmanship 
when animals are penned, 
loaded, and unloaded. Howev-
er, shipping pregnant cattle is 
clearly likely to result in losses, 
so try to avoid shipping cattle 
during the breeding season or 
early in gestation. 

Likewise, avoid movement 
of cattle immediately after 
breeding. In a natural service 
setting, we do not know when 
breeding occurred. In the case 
of artificial insemination, avoid 
moving cattle that day or the 
day immediately after. The 
stress associated with loading, 
shipping, and arrival at a new 
location can result in some 
elevation in the stress hormone 
cortisol, which can actually 
result in delayed ovulation and 
potentially reduced conception 
rate. If at all possible, have a 
plan in place so that movement 
of cattle is not necessary. If 
this is simply not possible and 
cattle do have to be moved, our 
current best advice is to move 
cattle somewhere between Day 
2 and Day 5 after AI. 

I am not concerned at all about 
standard cattle movement on 
foot, such as movement from 

Breeding Season Swing … and a Miss?
Cosiderations for your operation in the coming months

By Jordan Thomas for Cattlemen’s News

MANAGEMENT MATTERS 

paddock to paddock in a rotational grazing system. Longer 
cattle drives may be something to be slightly more cautious of, 
especially depending on weather or pasture conditions. With 
good grazing planning, you may be able to find ways to avoid 
needing to make these longer treks during the breeding sea-
son. If there is no way around it, however, at least pick a nice 
day and let the cattle take their time.

Of course, a common problem for fall-calving cows is a de-
crease in diet quality during the breeding season. Most oper-
ations transition cattle from a diet of green, growing forage 
to a diet based around poor-quality hay. Be aware that this 
switch in diet composition could be problematic even when 
the supplementation provided is enough to meet the animals’ 
requirements. Increasing the starch/sugar content of the diet 
will result in a shift of rumen microbial composition as an ad-
justment to the new feedstuff. If this transition occurs slowly, 
it is unlikely to be problematic. However, a rapid swing could 
be more detrimental. If you can keep fall-calving cows grazing 
high-quality stockpiled forage through the breeding season, 
you are doing a number of things right.

In rarer cases, we may make the diet “too good.” For example, 
if you are planning to take advantage of very high-quality an-
nual forages such as wheat pasture or cover crops during the 
breeding season, consider your grazing management carefully. 
Data are mixed as to whether the high protein content of these 
forages has a meaningfully negative impact on reproductive 
performance. However, cattle are selective grazers and, if sim-
ply turned out for set-stock continuous grazing, they will select 
an excessively high-quality diet until they have consumed all 
the choice parts of the plants. Managed grazing can help to 
ensure more uniform grazing and better animal performance. 
If manure is extremely loose, consider limiting the size of the 
total daily pasture allocation and making up the remainder of 
the daily ration with another feed, such as a reasonable quality 
hay. Limit grazing or a simple strip-grazing setup can be effec-
tive for achieving this goal.

Turnout from a dry lot to pasture is another situation in which 
something that seems like a helpful transition can actually be 
detrimental. Research conducted at South Dakota State Uni-
versity several years ago found reduced pregnancy rates when 
heifers were turned out from dry lot to good quality pasture 
the day after AI. Although pasture forage quality was good, 
the animals went into negative energy balance. This could be 
partly because animals were readjusting to grazing, but the 
authors suggested that the main cause was likely a dramatic 
increase in overall activity as the animals walked every por-
tion of their new pasture. To minimize this type of behavior, 
consider turnout into a relatively small pasture and practicing 
a good grazing rotation in the spring. Building poly fence to 
temporarily divide larger pastures into smaller paddocks is a 
very low-cost way to accomplish this. 

Finally, as we approach spring green, remember not to turn 
out cows too quickly. Spring overgrazing will set back forage 
yield by 40% or more for the entire year. That is something no 
operation anywhere can afford. Plus, that short green grass 
is excessively high in moisture and protein, and cows will 
struggle to stay in positive energy balance on that washy stuff. 
That’s definitely not what we want to have happen during the 
breeding season. 

Jordan Thomas, a Ph.D., is the state cow-calf Extension specialist with the University of 
Missouri. Contact him at 573-882-1804 or thomasjor@missouri.edu. 
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Adam Conover to locate Angus 
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Iowa 
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DENVER (Feb. 4, 2021) – The National Cattlemen’s Beef Association (NCBA) today 
concluded its virtual Winter Business Meeting with the election of Jerry Bohn, a cattle 
producer from Wichita, Kansas as NCBA president.

Bohn, a retired Lieutenant Colonel in the U.S. Army Reserves, has been a part of the 
cattle industry his entire life. Bohn has had an expansive career in the cattle industry 
since his early days of custom grazing cattle with his family in Flint Hills, to his time 

Kansas Cattleman and Veteran Jerry Bohn
Becomes New NCBA President
For Immediate Release from the National Cattlemen’s Beef Assocoation in Denver, CO

INDUSTRY NEWS

on Kansas State University’s award-win-
ning livestock judging team, and even-
tually serving 34 years as the manager 
of Pratt Feeders, a commercial cattle 
feeding operation in his home state of 
Kansas. He has also dedicated his time 
as a leader for several state-level asso-
ciations, using his expertise and experi-
ences to mentor the next generation of 
industry advocates.

“As I look forward to this year as NCBA 
president, I have immense pride for 
the cattle industry and our dues-pay-
ing members that help to make this the 
leading cattle organization representing 
U.S. producers,” said Bohn. “Becoming 
president is my greatest honor and 
opportunity to give back to the industry 
that made me who I am today and for 
that I am forever grateful.”

Bohn’s term as president along with 
a new officer team was approved by 
NCBA’s board of directors. Don Schiefel-
bein of Minnesota was named presi-
dent-elect, Todd Wilkinson of South 
Dakota was elected vice president. 
Wyoming rancher Mark Eisele was 
elected chair of the NCBA Policy Divi-
sion and Nebraska cattle producer Buck 
Wehrbein was elected policy vice chair. 
Clay Burtrum of Oklahoma and Brad 
Hastings of Texas were elected as chair 
and vice chair of the NCBA Federation 
Division, respectively.

“I have heard quite a few producers 
in the past year say if you want to get 
something done in Washington, D.C. in 
agriculture, you better do it with the 
National Cattlemen’s Beef Association, 
or it is not going to get done. This is the 
greatest testament to the grassroots 
power of our members and state affil-
iates. It is why I am so proud to rep-
resent NCBA as President and it is the 
reason I get up every day, ready to fight 
for the American producer.”
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Continued on next page

Reducing Your Feed Bill Over the Next Twelve Months 
A follow-up to last month’s article on reducing your feed bill short-term

By Eric Bailey for Cattlemen’s News

MANAGEMENT MATTERS

Last month, I discussed strategies to reduce your feed bill over 
the next few months by getting strategic with supplementa-
tion. This month, we will look ahead to winter 2021 and talk 
about how you can reduce feed bills over the next 12 months. 

Why do we feed supplements in the first place? They are de-
signed to fill gaps in your forage base. When do we have gaps 
in forage quality? When nutrient requirements are greater 
than forage quality. The most common forage gaps we face in 
Missouri are during the summer slump and the winter hay 
feeding season.  

Invest in nitrogen fertilizer and stockpile to reduce the 
number of hay feeding days in winter

Two ideas can help fill the forage quality gaps we often face. 
First, this is a year to invest in fall nitrogen fertilizer—this 
practice aids in stockpiling tall fescue for fall and winter graz-
ing. Spring nitrogen application helps grow hay or running 
stocker cattle, but the additional growth accompanying spring 
nitrogen is not efficiently used by cows. If you do not harvest it 
on time, the forage matures, and quality is lost quickly.  

If you apply 40 pounds of nitrogen in August (current Uni-
versity of Missouri [MU] Extension recommendations), your 
pastures will grow roughly an additional 1,000 pounds of 
forage per acre. The projection assumes average fall precipita-

tion. Growing an extra bale of forage per acre that is sufficient 
to meet a fall calving cow’s nutrient requirement is a pretty 
good deal. Here is an example. If your nitrogen cost per pound 
is $0.40, you invest $16 per acre in fertilizer. There will be a 
cost of application, so the actual price per acre is at least $20. 
Still, suppose this fertilizer yields an additional bale’s worth 
of forage (or one month of grazing). In that case, it could go a 
long way towards reducing supplement costs. Don’t forget that 
stockpiled tall fescue will meet a beef cow’s nutrient require-
ments, regardless of production stage during the fall and early 
winter. 

Make higher quality hay

The second idea to help fill the forage quality gap is to harvest 
hay earlier. All too often, hay is harvested when convenient 
for producers rather than when it should. Then there is the 
weather to consider. Most would harvest hay in mid-May in 
a perfect world when quality is significantly greater than hay 
harvested 30 days later. However, I acknowledge that May is 
the wettest month of the year. Also, finding a dry 3-5 days to 
get hay harvested is challenging.  

What is the possible forage quality of hay harvested in May? 
An extension publication from the University of Tennesee 
(AGR-62; Quality Hay Production) reported hay cut on May 14 
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yielded 1,800 pounds of forage per acre. The hay was 66% Total 
Digestible Nutrients (TDN). Hay cut 11 days later yielded 2,800 
pounds but was only 56% TDN. If you have a fall calving herd 
and feed hay for more than 30 days each winter, try to focus on 
higher-quality forage this year. Spring calving cows will do just 
fine on lower quality feed during gestation.

Other places to cut on feed costs

My favorite place to save on feed is to examine mineral feeding 
programs. I’m not saying to skip feeding mineral. There is little to 
no incentive to feed more mineral than what the label says. Min-
eral supplements are an important insurance policy, not the key 
to a 95% conception rate and 650-pound weaned calf. Most min-
eral formulations are designed for cows to eat four ounces per 
day. Four ounces times 365 days equals 1,460 ounces per cow, per 
year. Divide by 16 to convert to pounds, and you will find that 
label instructions recommend a cow eat 91.25 pounds of mineral 
per cow, per year, or roughly two bags. Look at last year’s feed 
bill and see if you fed two bags of mineral per cow over the year. 
I suspect that you will have fed more.  

What should you do if cows are eating more mineral than the la-
bel recommendation? Take it away from them for a while. Miner-
al deficiencies do not manifest overnight. I am very comfortable 
taking mineral away from cows for 30 days if they eat it faster 
than you can put it out. Make sure there is not another factor 
influencing their desire to eat mineral, like being underfed.  

Keep the important factors of successful cow-calf production in 
mind as you plan 2021. The most important thing you can do is 
have cows at a body condition score of at least 5 (1-9 scale) at 
calving. The second most important thing you can do is limit the 
amount of purchased or raised feed fed to cows. Those will go a 
long way towards keeping your cowherd in the black. Remem-
ber, successful cattlemen, are not the ones who make the most 
money in a good year. They are the ones who lose the least mon-
ey in a bad year.

Eric Bailey, PhD, is the State Beef Extension Specialist and Assistant Professor of  Animal 
Science at the University of Missouri.
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Farm Safety Tips
Questions and answers on farm safety going into the spring months

By Specialty Risk Insurance staff for Cattlemen’s News

TRENDING NOW

1. What are the top three safety issues that affect family 
farms?

Cleaning bins out for a new crop: Typically, in May, there will 
be a need to perform a complete clean out of a bin. Many 
times, there will be a farm worker who didn’t grow up on a 
farm, so they don’t have the same level of experience and 
background with the dangers of a grain bin. It is imperative 
there is proper training for grain bin safety.

Automobile safety: Taking the time to ensure that the neces-
sary maintenance items have been completed for all your 
grain trucks and trailers is essential. As we transition out of 
winter into spring it is important to check your tires for dry 
rot and cuts. The number one way to be sued is with an auto 
wreck.

ATVs & UTVs: As kids come home from school in the spring to 
eventually get out for summer break, they become more active 
in the family farm. This holds especially true in their use of 
the farm’s ATVs or UTVs. This has been one of the major sourc-
es of injuries and death for our area youth. Proper training on 
the proper use of ATVs and UTVs is vital.

2. What are the top three recommendations to improve 
safety on family farms?

As the spring push works its way into harvest season, please 
make sure all your safety lights and placards are properly 
working and placed. Have consistent discussions about defen-
sive driving with equipment. If possible, it is advised to have 
lead and follow vehicles in place. This allows oncoming traffic 
to be prepared for the farm equipment to make the wide turn 
into the field and the traffic coming up from behind to have 
ample time to stop while the farm equipment slows.

3. How important is a safety plan to a family farm moving 
into the busy spring/summer months being outside during 
longer days?

When summer gets into full swing, we tend to get busy and 
tired. It is important to remember not to push safety to the 
back burner. Someone on the farm should be designated to 
help keep everyone reminded consistently throughout the 
entire year. 

Our team at Specialty Risk can complete a customized risk as-
sessment for your farm. In the meantime, we recommend the 
following online sources:

www.ThinkGrainBinSafety.com      
www.MyNSightOnline.com 
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Join Joplin Regional Stockyards & 
Primetime Livestock Video Reps at the 
Arkansas Spring Conference Meetings! 

Dates listed to the right!

VALUE
ADDED 

SALE

JUNE 24, 
2021

Watch for
 information

in the April issue!

It’s SIMPLE and EASY 
to get signed up!

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

• Receive news, events, information 
and happenings around JRS through 
our new online e-blast format starting 
early 2021! 

• Sign up to receive the market re-
ports via JRS text messages, too!

Advertising opportunities available on eblasts. 
Contact Mark Harmon for more information.

E-blasts 
to your phone,

tablet or 
computer!

The Cattlemen’s Connection is an online email marketing platform hosted by 
Joplin Regional Stockyards. Our mission is to put today’s producers in touch with the information 

and products that will make them profitable for tomorrow. 

Green Springs
Performance & Efficiency Tested

Bull SaleMarch 
22

Nevada, Mo
Monday, 1:00 p.m.

3 Cedars Event Center
24327 E Old Town Road

LiveAuctions.TV
Absentee bidding

View bull videos          www.greenspringsbulltest.com

Angus, Balancer, Charolais 
Gelbvieh, Hereford, Red Angus 

SimAngus, Simmental

417-448-7416
Information, Sale Catalogs

Absentee Bidding

Bull Sale

Green Springs
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Grass Will Soon be Greener, Will the Cattle Be Ready?

By Tim Parks for Cattlemen’s News

MANAGEMENT MATTERS

As calves are being born, it is time to start considering what 
needs to be done to get these babies ready to move to summer 
grass. We are entering that time of weather uncertainty, tempera-
ture fluctuations, and possibly mud. With these conditions, also 
comes varying challenges within your herd, so now is a great 
time to visit with your veterinarian to address any yearly con-
cerns, as well as new products or practices that may benefit your 
cattle.

As we begin to plan to prepare cattle for grass, I think it is criti-
cal that we focus on animal well-being and the procedures that 
will help to set our cattle up for success as we start them into 
their production life cycle. Many of these considerations, such 
as adhering to Beef Quality Assurance (BQA) procedures and 
preconditioning programs, not only increase the well-being of 
our animals, but it can have a positive impact on the economics 
associated with our operations. Analysis of livestock auctions 
has demonstrated that there is a positive return of about $3 per 

head if cattle are handled according to 
BQA guidelines. Premiums have also been 
demonstrated with the various levels of 
preconditioning programs resulting in 
$2.50 to $8.60 per 100 pounds depending 
on the program. These are just a couple 
things that we as cattle producers can do 
to not only benefit the cattle but also pro-
vide benefit in showing our customer, the 
consumer, that we care about the cattle 
we raise and take pride in providing them 
the best product available for their family.

BQA understanding and procedures start 
at the cow-calf level. The first interactions 
with these calves can truly determine 
how those animals view us as the care 
givers throughout the rest of their lives. 
Low stress cattle handling, a concept that 
can be easier to understand than imple-
ment, has been shown to have significant 
improvements in production of animals 
in both health and growth. The proce-
dures described in BQA guidelines, also 
help to direct us as we start to prepare 
these cattle with vaccinations and other 
handling.

BQA started as a program to help with the 
reduction of residues in the cattle that we 
produce. Since its inception in the early 
1980s, it has now become what I view as 
our bridge between cattle producers and 
consumers. The little things that we do in 
handling and processing our cattle can 
have a huge impact on the eating expe-
rience of the delicious beef we produce, 
and it all starts with having a good health 
plan with your veterinarian and then im-
plementing that plan to best of our ability.

BQA is not just about what we do to the 
cattle, but also what we do to handle the 
products we use, as well as the records 
that we keep to document what we have 
done to the animals. It is important that 
we evaluate cattle prior to vaccination 
to insure we are vaccinating healthy 
animals. Proper storage of vaccines and 
pharmaceuticals are critical in assuring 
that we get the desired response in those 
animals.

Once we have stored those products ap-
propriately, refrigeration or in the dark, 
whatever is labeled, then proper needle 
selection is critical for reducing injection 
lesions. There are several intranasal (IN) 
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Bull sale
SaturdaySaturday,, April 3 April 3,,  20212021

Noon Noon at theat the farm farm
ridder farms, Hermann, MOridder farms, Hermann, MO

Weaver clinic at 10 am

   

    50+ bulls SELLING

        Charolais  |  red angus  |  simmental

&

By Cattlemen, For Cattlemen

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

JWC Marketing  
Wes chism  
281-761-5952
wes@jwcmarketing.com

Sale Manager:

#0017 |||  Outlier x Cowgirl Exquisite Donor

#H121 |||  Power Take Off x Ms Profitbuilder 0310E Donor

#38G  |||  Primary Candidate x Blaze of Glory x Angus
          3/4 Simmental

#942  |||  bull calf by authority
RF Renew x RF Agatha Cow Family

Watch the Sale Live Online...

www.CCi.live

ONLINE BIDDING 
rf Online heifer sale  
Monday, April 5, 2021

*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

vaccines that are BQA friendly and leave 
a needle out of the vaccine programs. Try 
to use products with a subcutaneous (SQ) 
label when possible. This can help reduce 
injection site blemishes in meat. All injec-
tions should be put into the injection site 
triangle of the neck. Themost used needles 
are 16-gauge ½-inch to ¾-inch needles for 
SQ injections and 16 or 18-gauge 1-inch 
needles for intramuscular injections. 
Injection site maps, where we inject prod-
uct into the calves, are important record 
keeping measures to verify our processing 
procedures and demonstrate our commit-
ment to the BQA.

Cattle handling and processing is a huge 
part of the daily activities of the animals 
we care for. Working with your veterinari-
an to establish herd health programs, your 
nutritionist to assure adequate nutrient 
intake, and focusing on procedures that 
are in alignment with BQA suggestions can 
help you be assured your cattle are ready 
for that greener grass.

Tim Parks, D.V.M., is the technical services manager for 
Merck Animal Health.

Continued from previous page

Celebrate
National Ag Day

March 23!
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1. With the cost of gain this year, how will rotational graz-
ing mean more than previous years to our producers?

The grazing animal can always harvest forage cheaper than 
we can provide it. Any feed besides pasture involves increased 
costs of labor, machinery, fuel, etc. When cost of gain is tight-
er, this is even more true.  

Data shows that the highest cost of having an animal on the 
farm is feed costs. It accounts for around 50% of variable costs 
for that animal. When we compare the cost of feeding a rumi-
nant animal energy and compare other feeds too, any other 
feed source is higher. Most any hay source will be two to three 
times the cost. Grain, silage, etc., can be three to four times the 
cost or more.

When cost of gain is tight, we need to watch our inputs even 
more. Letting the animal do that will greatly reduce those 
inputs.

2. What benefits can rotational grazing offer producers 
during the time of high feed costs?

To quote Jim Gerrish, “The more metal and fuel you put be-
tween solar energy and a cow’s belly the less profitable you 
will be.” 

Grass Management and Rotational Grazing Tips
Making a plan for green grass and the spring

By Mark Green for Cattlemen’s News

MANAGEMENT MATTERS

If we can manage our pastures where we try to meet the op-
timum quality versus quantity and use the animal to harvest 
it, we can greatly reduce feed costs and still have very good 
animal performance. With a rotational grazing system, we can 
come closer to grazing the pastures at a high-quality vegeta-
tive state, which will provide the animal more than adequate 
quality.

Another factor here is the fertility in the manure. For every 
bale of hay we pull off a field, there is approximately $20 
worth of fertilizer (N-P-K) in that bale. A cow will actually recy-
cle more than 90% of the phosphorus and potash back out onto 
the pasture through the manure. So, if we can get that animal 
to spread our fertilizer and not be pulling it off in a bale of hay, 
it will have a positive effect on our fertilizer bill.

Wesley Tucker, University of Missouri (MU) Extension agri-
cultural economist, says this can add up to the manure being 
worth as much as $200-250 per year.

Animal health is another factor. Those grazing animals out 
on good pasture are always going to do better than if we have 
them confined or concentrated in a feeding area.

3. What does it mean to maximize growth phases during a 
rotational grazing system?

Maximizing growth phases can have a few meanings. One 
would be understanding what the growth periods of the grass 
you have are. Our most common pasture grass is fescue. Fes-
cue is a cool season grass. It makes approximately 60% of its 
total growth in the spring, 10% in the summer and 30% in the 
fall. So, understanding this and what our animal needs is im-
portant. If we stock out place to try to keep up with the spring 
growth, we will be severely overstocked the rest of the year.  

Dealing with the different growth rates is a huge part of why 
a grazing system needs to be flexible. Can you adjust animal 
numbers to use the spring growth? Do you hay off part of the 
excess spring growth and graze the other pastures? If you are 
running stockers, maybe a larger bunch in the spring, then 
follow with a smaller bunch in the fall.

The other part of growth phases we talk about are the actual 
growth of the plant. That plant’s goal is to produce a seedhead. 
The closer a plant gets to that stage, the lower quality the for-
age for your livestock. The plant works towards sending all it’s 
energy towards producing that seedhead. If we can manage 
our pastures with the goal of keeping the plant more vegetative 
longer, we will provide higher quality feed for the livestock. 
However, we also need to leave leaf material for the plant to 
keep producing food for itself to continue growing. We can do 
this through rotational grazing and providing pastures a recov-
ery period but then getting back to grazing them before they 
get too mature.

4. What factors play into a rotational grazing system, and 
how do producers prepare for it?

Perhaps a first step to rotational grazing is to go out and shut 
the gates you already have. Rotational grazing works by pro-
viding recovery periods for pastures while maximizing grazing 
utilization during grazing.

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 TrailersO.K. Corrals
BULLDOG
TRAILERSHayliner Trailers

Continued on next page
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Two huge factors in a rotational grazing system are fence and 
water. 
 
Water – we can’t graze it if we can’t provide water to the live-
stock. Also, location and distance to watering points in a rota-
tional grazing system are crucial. If we place our water proper-
ly, we can greatly improve our grazing distribution and graze 
those areas the livestock may not be grazing now. Many times, 
without rotational grazing, we are growing grass in the further 
out areas that we are not using.

Water is the most limiting factor to a grazing system, but also 
the most expensive part of a system. We need to think of water 
as an investment not an expense. Also, we should consider the 
option of “growing season” water, which is above ground pipe 
and portable tanks. This type water can 
be used 9-10 months out of the year. It 
is much less expensive than burying a 
bunch of pipes and installing a bunch of 
permanent tanks. So, a combination of 
permanent tanks for winter and grow-
ing season water for the 9-10 months is 
optimum.

Crossfencing – we need to be willing to 
add more crossfencing. We need to be 
able to move livestock to new pasture 
and provide adequate recovery periods 
for the pasture we just moved them 
from. This may be anywhere from 20 
days all the away up to 50 or 60 days, 
depending on the grass and time of 
year. Cost of fence can be prohibitive 
if we are not careful. I would never 
consider trying to install a rotation-
al grazing system without seriously 
considering electric fence. A one wire 
high-tensile 12.5-gauge permanent 
electric fence can work wanders for a 
rotational grazing system and be in-
stalled cheap.

However, rotational grazing is not just 
a matter of more fence and water. A 
producer needs to understand what the 
grass plant is trying to do, what a recov-
ery period is, what a grazing period is, 
what grazing utilization is, etc. Proba-
bly the most important factor of a good 
rotational grazing system is you, the 
manager and your enthusiasm. If you 
want to make it work and learn how to 
use the animal as a tool, you will make 
it work. You, as the manager, make the 
decisions instead of the animal deciding 
what, when and where they are going to 
graze.

Another very good step would be to try 
to attend one of the Management-Inten-
sive Grazing Schools offered by Natural 
Resources Conservation Service and MU 
Extension throughout the state. These 
three-day schools have been offered 
since the mid 1990’s. They are an excel-
lent way to get a lot of good advice and 
guidance in one setting. To find out lo-
cations and schedules for 2021 go to the 
Missouri Forage and Grassland Council 
website at www.mofgc.org. The 2021 

school schedule will be ready around early March.

Rotational grazing has many names. Don’t let that confuse you. 
The main commonality is providing recovery periods to the 
pastures and properly grazing them, plus you are making the 
decisions. They can be fairly simple or get into more intensive 
management. The more you are willing to intensify your man-
agement, the better returns you will see.

The cow is an amazing animal. God created them so that they 
can consume grasses and forbs, which we cannot consume, 
and turn them into a protein food for us. Our job is to figure 
out the best way to optimize the relationship between that ani-
mal and the plants we are growing.

Continued from previous page
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The Industry Standard in Livestock Handling Equipment.

oly Manufacturingoly Manufacturing

(785) 472-3388  ·  www.molymfg.com  ·  facebook.com/MolyMFG

Remote-ControlledRemote-Controlled
TurretGate™TurretGate™

ScalesScales

LoadoutLoadout
ChuteChute

AdjustableAdjustable
AlleywaysAlleyways

PortablePortable
SILENCER®SILENCER®

All-Purpose All-Purpose 
Corral™Corral™

 FACILITY DESIGN
AVAILABLE!

Well, I finally made the deci-
sion. After 39.5 years work-
ing for Soil Conservation Ser-
vice(SCS) / Natural Resources 
Conservation Service (NRCS), 
I will be retiring at the end 
of February. My last day is 

February 26, 2021. After working with many of you through 
the years, I didn’t want to just leave with no word. So, I am 
sending this out. I wish I could say “so long” in person, but this 
crazy COVID has everything messed up.
 
I started working for the SCS in 1981 as an intern in Ozark, 
MO. I was a married man working my way through college, 
and God blessed me by opening a door into an internship 
through Southwest Missouri State University and SCS. I was 
working for Haubein Farms near Lockwood, MO at the time. 
I was blessed to be placed in Ozark under the training of Ian 
Kurtz with SCS for 3 years while I was in college at Southwest 
Missouri State University. When I graduated in December 
1983, SCS sent me to Kingston, MO in NW Missouri under Curt 
Walker, DC. I like to tease that I served my time for one and 
a half years in NW Missouri back then. However, it was very 
good for me. I had not been around cropland very much. I was 
raised on a ranch in Colorado and worked for livestock outfits 
before I got on with SCS, so I was familiar with livestock but 
not crops.

 From Kingston I was able to get back down to SW Missouri as 
the District Conservationist in Ozark in April 1985. I served as 
a lone DC with a part-time SWCD Clerk for a few years. Then 
the Parks and Soils Sales Tax came along. We got a full time 
SWCD Office Manager and a full time SWCD Technician. I 
didn’t know how to act.
 
In 1992, I was offered the position as the Area Resource Con-
servationist in Springfield Area Office. Back then, before 
programs, that position was more like a grassland specialist/
agronomist. I really enjoyed that position, but I was having to 
travel a lot and had three small kids, plus I missed working 
one-on-one with local producers. In 1994 the DC in Springfield 
retired, so I applied and got the Springfield DC job. I’ve been in 
the Springfield Field Office ever since, but also have gotten to 
help in Bolivar and Buffalo in more recent years.
 
I was very fortunate in my early years to get to work under 
some great grassland people like Ian Kurtz, Howard Combes, 
Paul Frye, Dean Morgan and others. I received invaluable 
training and experience with these folks. My passion has 
always been with grazing land, and God blessed me to get to 
work the majority of my career as a grassland planner. Even 
as a DC all those years, I made sure I did grassland planning.  
I always said, “I didn’t hire on to be an administrator.” I was 

A Career in Grazing/Grass Management
Words from Mark Green as he retires after 39+ years of service

By Mark Green for Cattlemen’s News

INDUSTRY NEWS

Continued on next page
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also very fortunate to have supervisors that supported me in 
all this work. Because of them, I was able to be involved with 
the Regional Grazing schools from the beginning. I was even 
on the original DSP-3 committee to plan to future of the re-
gional schools and state cost share on grazing systems.

I was also able to be involved in the Spring Forage Confer-
ence from the beginning. It has been strong for 37 years, and 
I think that’s amazing! All due to a great committee of various 
agencies and university folks that work together to do a great 
job. As I said earlier, I have been blessed with this job and also 
been blessed with outstanding coworkers. Even when I was 
supervisor all those years, I couldn’t ask for better folks to 
work with. They all made me look good.
 

Through the years I have mostly been blessed with a wife that 
has always supported me through all this work. We have been 
married now for almost 43 years. We had three kids, and they 
have blessed us with nine grandkids! We relocated to a farm 
(ranch) near Fair Grove, MO in 2017. I am in the process of 
installing a grazing system there and look forward to having 
more time to work there. Plus, raising those grandkids on the 
“ranch”. 
 
I hope to stay in the grazing circle for a few more years, if 
something works out. I hope to stay in touch with folks, so 
if you are interested, here is my personal email: Remnant-
Ranch2017@gmail.com give me a holler some time!

 Thanks to all of you for a great career!  Mark

G A R Sure Fire 97G A R Sure Fire 97
A daughter of the famed Chair Rock Prophet 4000. +15 CED,

 top 20% for growth and 10% Marb, $B and $C.  
Flushed 4 times to average 16 embryos.  Bred to GAR Quantum.

Worthington Phoenix 9304Worthington Phoenix 9304
+306 $C, +183 $B, +1.15 Marb, +.94 RE, top 10% for CED, WW and YW. 

Bred to GAR Quantum. 

WWW.WORTHINGTONANGUS.COMWWW.WORTHINGTONANGUS.COM
DISCIPLINE + PROVEN GENETICS = VALUE

Special Feature!  
For the first time we will sell bred heifers 
directly from the heart of our ET program.

Josh, Corry, Wriston, Grayson & Corbin
PO Box 246 

Dadeville, MO 65635
 (417) 844-2601 
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 Free Delivery 
100% AI & ET 

Repeat Customer Discount 
Breeding Guarantee

 Genomic Testing 
Commercial Female Sales 
Feedlot & Order Buyer 

Relationships

Worthington Enhance 9114Worthington Enhance 9114
Top 1% $B & $C, +8 CED, +80 WW and +148 YW 

with a +1.18 Marb and +73 CW.

Worthington Ashland 9311Worthington Ashland 9311
Big spread +11 CED, +78 WW and +144 YW. +1.37 

Marb with a top 1% $G, 2% $B and 4% $C.

Worthington Niagara 9403Worthington Niagara 9403
Maternal brother to 9311. +83 WW, +150 YW, 

+1.08 Marb and +300 $C. 
Elite growth and $ Indexes.

March 27, 2021 
6TH ANNUAL PRODUCTION SALE

Saturday 12 Noon at the farm in Dadeville, MO

Selling 250 Head
75 Bulls (Angus & SimAngus) 

All 19 Month Old Bulls 
50 Registered Angus Females  

Fall Bred Cows, Spring Pairs, Bred Heifers
125 Commercial Bred Heifers 

(All Method Genetics DNA tested)

85% of the bulls are 
Show-Me-Select Heifer Qualified 

100% of the Angus bulls 
qualify for the CAB® 

Targeting the Brand Program™ 
100% of the Angus bulls qualify as 

Top Dollar Angus Sires 

Worthington March 2021 Joplin.indd   1Worthington March 2021 Joplin.indd   1 2/9/21   9:43 AM2/9/21   9:43 AM

JIMMY MICHEL MOTORS
IS NOW A RANCHHAND BUMPER DEALER!

555 South Elliott Avenue | Aurora, MO 65605 | (417) 501-3746 | www.jimmymichel.com

Come visit us today!
SL-SPAD0216134836
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How does one measure success? One way is definitely 
longevity.

Two decades is a long time.
That’s how long Legend lespedeza has been improving bottom 
lines in cattle operations from Topeka to Tuscaloosa. It was 
almost 20 years ago, at what was then called CMSU (Central 
Missouri State University), that Legend dominated replicated 
forage trials three years in a row, establishing it as the premier 

Two Decades of Superior Annual Lespedeza

By Keith Carmichael for Cattlemen’s News

TRENDING NOW

annual Lespedeza. Since that time, it’s safe to say that no seri-
ous work has been done on improving annual lespedeza.

Annual Lespedeza – Mix it up!
Annual lespedeza is not for every situation, but it is well 
known for its unique tolerance to drought and low pH soils.  
It is also one of the few legumes that does not cause bloat. 
Adding annual lespedeza with other legumes into cool-sea-
son grass pastures can mean extra forage and therefore extra 

pounds because many grasses often 
leave a significant forage gap in sum-
mer months. Milk production, weaning 
weights and reproductive efficiency are 
all closely tied to the animal nutrition 
during this period. So, if you want cows 
to milk and breed, and calves to gain 
during the summer make sure you have 
annual lespedeza in your plan. Annual 
lespedeza should not be confused with 
its perennial cousin – Sericea, which is a 
serious weed problem in many areas.

Legumes- Fuel for Performance
Legumes added to the pasture or hay-
field produce nitrogen, which eventually 
becomes available to grasses as well 
and they are a very important protein 
source. Without legumes in the mix, you 
really don’t have your very best pasture 
or hay… you really don’t have your best 
intake, performance, or gain.   

Back to the Basics
Over-seeding pastures and hay fields 
with legumes is basic, common sense 
management. No single legume can do it 
all. Soil fertility, pH, texture, and drain-
age all help determine which legume is 
best for your operation. If you believe in 
having diversity like the professionals, 
use several types of clover and perhaps 
alfalfa if your soil pH will support it. 
If not, perhaps you should take a look 
at annual lespedeza. The taller, more 
productive Legend lespedeza has prov-
en to be a smart choice. Producers who 
have grown a variety of lespedezas over 
the years characterize it as a “very leafy 
lespedeza that grows taller and reseeds 
itself very well.”

Dilute the toxicity!
The effects of endophyte toxicity in some 
fescue pastures during the summer is 
well documented. This fungus affects 
all of animal performance –especial-
ly reproduction. Annual lespedeza in 
pastures can ‘dilute’ and significantly 
reduce its effect when it’s doing its worst 
damage. It’s all about ‘timing’!  

For More information visit www.Legend-
lespedeza.com.
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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!

Trust... 
the most important selection tool! 
Annual Production Sale
March 19, 2021 • 12:30 pm CT
100 - Age-Advantaged Red Angus Bulls, 18-20 months developed on grass 
100 - Stout Yearling Bulls (Red Angus & SimAngus)
50 - Fall calving Commercial bred Red 
          Angus heifers safe in calf to  Mushrush 
          Red Angus Calving Ease herd sires
90 - Open Yearling Commercial Red
           Angus  heifers, tract scored  and
           ready to breed. 
12 - “U Pick Em” Front-end  Registered 
          Red Angus Open Heifers 

Where the Cow is still Queen!

Cattle designed to improve your 
bottom line, with 40 years of 
commitment to profitable genetics.

FOR
SALE

-OR-
RENT!

What is the 
best indica-

tor of a person 
who will be-

come success-
ful one day?

Top 8 - Because one just 
isn’t enough.

1. Luck. Many think successful 
people are just lucky. So they wait 
to get lucky. And keep waiting. 
Successful people expect to get 
lucky. So they prepare for it and 
snatch it when it pops up.

2. Vision. Many think successful 
people have a great visions. So 
they dream great dreams. And 
keep on dreaming. Successful peo-
ple do have vision. And expect to 
achieve it. So they go for it.

3. Plans. Many think successful 
people plan in great detail. So they 
wait for a complete plan before 
launching. Successful people do 
have plans. And expect to achieve 
them. So they launch and revise 
on the go.

4. Perseverance. Many think 
successful people just persevered 
more. So they keep thrashing to 
achieve. Successful people do per-
severe. And expect results. So they 
persevere in what brings it.

5. Intelligence. Many think suc-
cessful people are the smartest in 
the room. So they give up because 
they’re not. Successful people 
expect they’re smart enough. And 
don’t waste time determining if 
they’re not.

6. Education. Many think suc-
cessful people went to the right 
schools. Got the right degrees. 
Successful people expect to be suc-
cessful in addition to education. So 
they fill in the gaps continually.

7. Money. Many think successful 
people are somehow given mon-
ey. So they give up because they 
weren’t. Successful people expect 
to find the money they need to be 
successful. And eventually do.

8. Different. Many think success-
ful people are just different than 
they are. So they settle for medi-
ocre. Successful people expect to 
be successful. So they never settle 
and they accomplish the extraor-
dinary.
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The annual USDA Cattle Inventory report confirmed the ex-
pectations of most analysts — a decline in national beef cow 
numbers for the second consecutive year.

At a little over 31 million head, beef cow numbers have 
dropped by 533,000 head (−1.7%) from the recent cyclical peak 
at the beginning of 2019. Even after two years of declines, the 
beef cow herd size remains near that of 2017 and larger than 
every year from 2011 to 2016.

Beef Cow Numbers Lower to Begin 2021
Beef outlook: cattle have shifted away from drought states to greener pastures

By Scott Brown - reprinted from Missouri Ruralist

TRENDING NOW

States with cow decline

With cow-calf returns struggling due to the lowest cattle prices 
in about a decade in 2020, the big story regarding beef cow in-
ventory was not whether the national number would decline, 
but rather how large the decline would be in certain states that 
were dealing with a severe drought for much of the second 
half of 2020.

Did producers with trouble sourcing 
enough grass send cows to slaughter 
markets, or did they move into other 
geographical areas that could provide 
enough forage? It appears that the latter 
was the more popular choice, as many 
states on the periphery of the worst 
drought effects showed some of the 
largest increases in beef cow numbers.

To begin 2021, the worst drought con-
ditions were centered in the southern 
Mountain States, affecting Colorado, 
New Mexico, Arizona and Utah. This 
area has struggled with drought for 
many months, and a look back to late 
summer also revealed severe-to-ex-
treme drought conditions in much of 
Iowa.

Colorado posted the largest decline in 
beef cow numbers of any state, losing 
112,000 head of beef cows (−14.5%). 
New Mexico and Utah combined for 
a drop of 30,000 head (−3.6%), while 
numbers were unchanged in Arizona. 
Iowa suffered a decrease of 15,000 head 
(−1.7%).

Cattle movement in drought

Most of the states who gained beef cows 
were not those showing no drought 
effects, but rather those located just out-
side some of the hardest-hit areas.
Texas and Oklahoma posted a combined 
increase of 195,000 head, even though 
areas of drought concern existed with-
in both states. In fact, both Texas and 
Oklahoma posted hay stock levels as of 
Dec. 1 that were more than 5% below 
the average of the previous 10 years. 
Kansas and Florida were the other two 
states to show notable increases in beef 
cows. 

It appears that while the drought forced 
some movement of beef cows away 
from the hardest-hit areas, it has not 
yet forced enough animals to slaugh-
ter to play a large role in the national 
numbers. That certainly could change 
in 2021, as some of the areas adding 
beef cows could run low on grass and 
hay supplies if drought conditions there 

Continued on next page
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65+ Bulls Sell March 2765+ Bulls Sell March 27

THE BRANDTHE BRAND

Are Yours Wearing

Aaron Gaines, MO,   417.309.0062 
Bryan Helms, NE  307.840.0920

Dick and Bonnie Helms  308.962.6500  
Kyle Helms, NE  308.962.6940

Maternal Strength 
+ 

Growth & Carcass 
= 

Profitability

Visit  FLYINGHGENETICS.com for details!

Butler MO

were to persist or worsen through the 
spring and summer.

As uncertainty related to the pandemic 
recovery continues to plague cattle mar-
kets, it is expected that cow-calf returns, 
while improving this year versus last 
year, will not reach a level that will re-
verse the inventory cycle soon.

This likely will keep inventory numbers 
declining and place cattle prices on an 
increasing trajectory for the next few 
years. The magnitude of those price 
increases will heavily depend upon the 
strength of consumer beef demand both 
in the U.S. and abroad.

Scott Brown is a livestock economist with the University 
of Missouri. He grew up on a diversified farm in north-
west Missouri.

BULL CLINIC 
SCHEDULE
 
It’s time to schedule appoint-
ments to have bulls examined 
for breeding soundness. It 
could be more important than 
ever this year considering the 
sub-zero weather we’ve had 
earlier this month. Frost-bitten 
scrotums, prepuces, etc. could 
be a problem we find this year 
Here’s the schedule for the 
clinics. 

March 16:
Dake Veterinary Clinic
Miller, MO
417- 452-3301 

March 18:
Animal Clinic of Diamond
Diamond, MO
417-325-4136

March 24:
Countryside Animal Clinic
Aurora, MO
417-678-4011
 
You may call to get an appoint-
ment. We’re fortunate to have a 
number of veterinary clinics in 
the region who do a good job 
of performing Breeding Sound-
ness Exams (BSE) on bulls so 
make your appointment with 
your vet.

FOR SALE
 

Farmall Tractor - Super C with wide front 
with mower and plow attachments

5 Ford Model “A“ Wheels 21 inch

Call for more Information:
Vernon Bunch  • Berryville, AR.

  501-423-3441

Continued from previous page
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Mt. Vernon
300 E. Mt. Vernon Blvd.
417-466-2163
- David Burnett
- Brian Daugherty
- Ashley Wells
- - Nick Curl

Republic
806 E. Hines St.
417-732-4800
- Melanie Wasson
- Craig Millington
- Britny Fulks

Springfield
3546 E. Sunshine
417-851-4700
- Chris Harville
5419 S. Campbell
417-877-9191
- - Kim Calhoon

Lebanon
278 N. Jefferson
417-588-1000
- Monty Hays
- Austin Moore
- Rob Black

Bolivar
2275 S. Springfield
417-326-5201
- Janieca Hancock
- Scott Burton
- Jared Taylor
- - Kelly Barnhouse

Stockton
5 Public Square
417-276-2265
- Rick Coale
- Amy Hedrick
- Kyla Fisher

Willard
306 Proctor Rd.
417-742-1300
- Kendall Cook
- Charles Lacy

El Dorado
Springs
118 Hwy. 54 W.
417-876-2121
- Lance Hedrick
- Jordan Payne

Joplin/
Webb City
100 N. Main St.
417-673-5514
- Nathan Rather

Ever Wish Your Lender Lived It, Too?

Profitability in a commercial cow-calf operation is driven by 
many factors including pounds of calf weaned, percent calf 
crop weaned, and cow fertility. But ultimately, it’s expected 
that a cow puts a live calf on the ground every year. The ability 
of females to do this year after year impacts profitability and 
lifetime productivity of the herd. By managing for a defined 
calving window (i.e. 30-60 days) producers can directly select 
for females that advance those aspects of their cattle opera-
tion. A tight calving window increases calf uniformity, age, and 
therefore marketability, and it also has positive impacts on 
overall herd fertility.

There are also significant management benefits to a defined 
calving window, including decreased labor costs, improved 

Profitable and Practical Reproductive Management
Useful measures for your operation to reach a defined calving window

By Genevieve VanWye for Cattlemen’s News

MANAGEMENT MATTERS

cow nutrition, and increased herd health. A shortened calv-
ing season allows labor and resources to be more intensively 
managed over a shorter period of time, decreasing total labor 
requirements and increasing overall efficiency. Increased herd 
uniformity can also improve cow nutrition. Nutritional re-
quirements change depending on stage of gestation and lacta-
tion. It’s easier to meet the nutritional needs of every female 
when the cattle fed together are at corresponding stages of 
production. Herd health can be better managed for the same 
reason, as females with similar calving dates can be vaccinated 
together at optimal times for disease prevention. Also, herds 
with uniformity have smaller gaps in calf age, reducing the 
potential for disease transfer from older to younger calves.

Useful reproductive technologies
Reproductive technologies can serve as a tool to tighten a calv-
ing window and increase the number of cows bred in the first 
21-day cycle. One way to group calving is through estrus syn-
chronization. This can be beneficial whether natural service or 
artificial insemination (AI) practices are being followed. Those 
that utilize natural service can incorporate simple synchro-
nization protocols like 1-shot PG or a 7-day CIDR. These can 
prove effective on cows and heifers that are already cycling. 
A 7-day CIDR is more likely to be effective on anestrous cows 
and long-term progestin protocols, like a 14-day CIDR or use of 
MGA, are recommended for prepubertal heifers. By using an 
estrus synchronization protocol with natural service, produc-
ers can reap a lot of the same benefits AI offers, like increased 
calf uniformity in age and weaning weights, without the added 
cost and labor.

Estrus synchronization protocols are also suggested when 
utilizing AI within a herd. Again, this tool will increase the 
number of cows and heifers that are bred early in the breed-
ing season. Taking advantage of AI technology also comes with 
genetic benefits. By breeding cows to elite bulls in the industry, 
producers can maximize profitability through increased calf 
performance, uniformity, and therefore value.

There are many benefits to utilizing AI technology, and it can 
be especially valuable if an operation is producing replace-
ment females. Not only will these AI-sired heifers hold great-
er genetic merit, but they will be born earlier in the calving 
season. Early-born, AI-sired heifers will wean at a greater age 
and weight, increasing their likelihood of reaching puberty 
prior to the start of the breeding season and conceiving early 
within the breeding season. This will continue to benefit that 
female throughout her lifetime, as she is more likely than later 
bred heifers to continue to breed up early in successive breed-

Continued on next page
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12:00 P.M. AT THE OWENS BROTHERS
FACILITY IN BOIS D ARC, MO

ADAM OWEN 417.830.8150
MATT OWEN 417.830.8180
CASEY OWEN 417.830.9739
AARON OWEN 417.830.6252
owenbroscattleco@gmail.com

4/17/2021

SELLING 60 LOTS OF
SIMMENTAL, SIMANGUS, ANGUS 

FALL & SPRING OPEN HEIFERS,
BREDS, AND COW/CALF PAIRS

 

ing seasons and consistently 
produce profitable, heavy 
calves. Another advantage 
to utilizing AI to produce 
replacement females is that 
a producer could focus on se-
lecting natural service clean-
up bulls with a more terminal 
profile. These sires won’t be 
expected to produce maternal 
daughters and terminal mat-
ings will result in a growthier, 
more carcass oriented sire 
group. As a result, these prog-
eny should hold more value 
at weaning, in the yard, and 
on the rail.

Advantageous management 
practices
Another method of ensuring 
a shortened calving season 
is through intentional good 
management practices. Main-
taining cow body condition 
scores of 5 or greater will give 
females a better chance of 
returning to estrus and breed-
ing back within 80 days of 
parturition. Bull management 
is also important. A breeding 
soundness exam prior to the 
start of the breeding season 
will ensure bull soundness 
and fertility, while an appro-
priate bull to cow ratio will 
increase the likelihood that 
females expressing estrus 
are serviced. Managing for 
a short calving season also 
requires pulling bulls at an 
appropriate time. The length 
of bull exposure will impact 
the following year’s calving 
window. For example, pulling 
bulls 60 days into the breed-
ing season will result in an 
approximately 60-day calving 
window the following year.  
Shortened exposure can also 
aid in identifying cull cow 
prospects as a result of repro-
ductive inefficiency. Preg-
nancy detection is important 
in determining approximate 
calving dates and identifying 
those non-pregnant females.

A defined calving window can 
lead to many management 
and economic benefits within 
a cow-calf operation. Repro-
ductive technologies and good 
management practices can 
serve as useful methods for 
an operation to reach its ideal 
calving window.

Genevieve VanWye is a Graduate 
Research Assistant for the University of 
Missouri Division of Animal Sciences.

Continued from previous page
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“This land is your land, and this land is my land… This land 
was made for you and me.” These timeless lyrics penned by 
Woody Guthrie in 1940 mean something different to all of us. 
Some accuse the lyrics as being motivated by communism, 
but that is not what I hear. I hear freedom, the right to own 
property and turn otherwise unproductive land into food. I 
am also reminded of the Constitution and the Founding Fa-
thers. 

Your Land 
Private property rights in the state legislature

By Mike Deering for Cattlemen’s News

INDUSTRY NEWS

The framers of the Constitution undoubtedly treated private 
property as the corner-post of a free society. I believe one of 
the most important values of the Founding Fathers was their 
belief in the necessity of securing property rights. In fact, both 
federal and state courts were actively engaged in defending 
property rights from legislative abridgement until the New 
Deal era in the middle of the 20th century. It is saddening 
that we are still fighting against abridgment of those rights in 

Missouri. 

We are now fighting against the per-
vasive invasion of private property 
rights, known as Invenergy’s Grain 
Belt Express, in the state legislature. 
The fix is in the hands of your elect-
ed leaders. We must pass Senate Bill 
508 and House Bill 527, sponsored 
by Sen. Jason Bean and Rep. Mike 
Haffner respectively. This is truly 
our last chance to stop this land 
grab. 

While I have personal issues with 
eminent domain in general, it was 
intended to be used as a last re-
sort to provide critical needs to the 
general public. We are now in a 
situation where the eminent domain 
process is being used and abused 
by out-of-state big money in what 
appears to be an easy avenue to 
cheap land while providing little 
benefit to Missouri citizens. It is a 
way to avoid talking to landowners 
and negotiating a fair price for their 
land. It takes the choice away from 
landowners and tramples all over 
the vision of the Founding Fathers. 
That sounds a tad like communism 
to me.

While the Grain Belt Express im-
pacts mainly northern counties, this 
fight is bigger than one transmission 
line project and will eventually im-
pact all regions of the state. Blindly 
allowing this project to continue 
will send the dangerous message 
to the rest of the country that our 
land is up for grabs for those looking 
to transform rural Missouri into a 
super-energy-highway for the East 
Coast. Even Illinois refused this proj-
ect, but the massive dollars spent on 
lawyers and lobbyists is certainly 
working in their favor. 

This land is your land. This land is 
my land. Unfortunately, we have to 
fight like hell to keep it that way.  
 
Mike Deering is the executive vice-president of the 
Missouri Cattlemen’s Association.
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I love everything about cattle and 
have been around them all my 
life. I started showing cattle when 
I was eight and continued until I 
was around 15. I started focusing 
more on running my career but 
have remained involved in the 
beef community. I joined the Team 
Beef, which allows me to combine 
my passion for running and beef 
promotion. Beef is a key part of my 
diet, and I try to incorporate it in 
every meal. As a runner, I found 
out during my sophomore year of 

high school that I was iron deficient. Beef has helped me to get to 
normal levels that support my lifestyle. 

As a Mo Beef Mo Kids Mo Fit (MoBKF) Academy member, I have 
reached outside my comfort zone, and had experiences which al-
lowed me to educate young people about beef and the role it plays in 
their everyday life. – an excerpt taken from Moore’s speech at Missou-
ri Cattlemen’s Convention, January 2021 

Program Updates:

• Ten additional schools are preparing for the Mo Beef Mo Kids 
program this spring, beef has been delivered to a portion of the 
schools, while others will receive deliveries soon or in process. 

• Schools include El Dorado Springs, Archie, Clinton, Dadeville, 
Hermitage, Weaubleau, and Greenfield. 

• March is National Nutrition 
Month! Visit mobeefkids.com 
during the month of March for 
educational resources around 
beef and nutrition.
 
• The Pasture to Plate educa-
tion component has kicked 
off this spring. Students will 
learn about beef production 
and nutrition in the classroom. 
As part of education outreach, 
students learn more about the 
farm families who donate beef 
to their school lunch program. 

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

Our Youth: Our Future
Mo Beef Kids Academy member Kaleigh Moore 
shares her experience as an academy member

By Mo Fit (MoBKF) Program

Mo Beef Mo Kids Mo Fit

7th Annual Bull & Female Sale 

March 27, 2021 
1 p.m.   •  At the farm   •  Strafford, Missouri

Andras Bando B068

Lacy Full Tank 006D

Andras Executive Order E018

Selling sons of these sires  
and many more!

Contact us today for a catalog: 

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

www.rogersbeef.com

• 18-month and Yearling Bulls 
• Registered Breds & Pairs 
• Commercial Replacement Heifers

and Friends

Offering Includes…

Briarwood Angus
     WHERE IT’S ALL ABOUT 

Briarwood

Briarwood

Briarwood

FINISHFINISH
Briarwood Mr Top Game 9117
AAA19787609  09/11/19

No Online BiddingNo Online Bidding  
AUCTION AUCTION 
WILL BE WILL BE 

LIVE STREAMEDLIVE STREAMED
@Briarwood Angus Farms@Briarwood Angus Farms

Place Bids Prior to or on Place Bids Prior to or on 
sale day by Calling:sale day by Calling:

660.464.1962660.464.1962
660.464.1963660.464.1963

Visit our Website for Visit our Website for 
Buyer Registration FormBuyer Registration Form

Visit Visit BBriarwoodAngusFarms.comriarwoodAngusFarms.com  to learn about Bull Buyer Bonusesto learn about Bull Buyer Bonuses

2110 NW St. Rt. 52  *  Butler, MO 647302110 NW St. Rt. 52  *  Butler, MO 64730
Curtis W. Long  ~ 660.679.3459  Curtis W. Long  ~ 660.679.3459  

 David Warfield, mgr.  ~ 660.679.3395 David Warfield, mgr.  ~ 660.679.3395

Auctioneer Bill Nance Auctioneer Bill Nance 
Nance Auction ServiceNance Auction Service
417-214-0093417-214-0093
nanceauctionservice@yahoo.comnanceauctionservice@yahoo.com 
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mar. 21, 2021 / 1 p.m.  mar. 21, 2021 / 1 p.m.  
at the farmat the farm

Quality Bull & Female Sale
Top 2% Milk; 4% DOC, CW, $F; 5% $C;Top 2% Milk; 4% DOC, CW, $F; 5% $C;

10% YW, $W, $B; 15% WW, RE10% YW, $W, $B; 15% WW, RE

Top 1% MILK; 2% $W; 10% CED, RE; Top 1% MILK; 2% $W; 10% CED, RE; 
15% WW, YW, SC 15% WW, YW, SC 

Briarwood Ms Clover 0028

Briarwood Ms Clover 0022

EPDs as of 01/28/21

Find MoBKF online:
www.mobeefkids.com
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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.

a	Competitive rates with longer terms

a	Flexible payment schedules to match cash flow

a	Experienced staff to make your financing simple

a	Finance everything from a herd of cows, machine  

 sheds and other major items for your livestock 

operation.

We didn’t just give 
him a loan, we

invested in rural 
Missouri.

Livestock Loans 
 For more than 100 years, we have helped people finance their 
dreams from a handful of acres and a few head to thousands. 
Our passion for rural Missouri drives us but our experience and 
knowledge of rural financing sets us apart from other lenders.

Social icon

Square
Only use blue and/or white.

For more details check out our
Brand Guidelines.

Feeder cattle health continues to be a particularly challenging 
and frustrating problem for the cattle industry. Despite many 
improvements in the cattle industry in genetics, growth, feed 
efficiency, etc., all of which contribute to overall improve-
ments in productivity, stocker and feedlot buyers continue 
to struggle with animal health, particularly with respect to 
Bovine Respiratory Disease (BRD). For example, average 
feedlot death loss has increased from less than one percent 25 
years ago to nearly two percent today (Peel, 2020). Increasing-
ly feeder cattle buyers are putting more emphasis on factors 
affecting the health of purchased feeder cattle.

BRD often occurs due to the stress of weaning, shipping and 
commingling that happens when calves leave the cow-calf 

Marketing Calves for Better Health and Value
Improvements in the cattle industry to improve productivity

By Derrell S. Peel for Cattlemen’s News

MANAGEMENT MATTERS

operation. Weaning calves prior to shipping is one key factor 
to helping calves be better prepared for the stocker or feeding 
programs that follow. Unweaned calves are significantly dis-
counted at auctions. Most preconditioning programs require 
a minimum of 45 days weaning. Calves with less than 45 days 
are increasing viewed and valued as unweaned. Moreover, 
because of persistent health problems, buyers are increasing-
ly preferring and paying premiums for calves weaned 60 to 
75 days or more.

Other preconditioning protocols are all intended to reduce 
stress and strengthen calf health prior to marketing. These 
include proper vaccinations, bull castration, dehorning, 
bunk training, and deworming. All of these practices add 
value to calves and can be captured most effectively as part 
of certified preconditioning programs. While castration and 
dehorning are obvious, other preconditioning attributes are 
not apparent to buyers and certification provides additional 
assurance to buyers that proper preconditioning protocols 
have been followed. Certified preconditioning programs have 
returned premiums consistently to producers in recent years.

Although castration has been the preferred and recom-
mended practice for the better part of a century, significant 
numbers of bull calves are still marketed. There is perhaps 
no better and faster economic return in the cattle business 
than a couple of minutes of effort to castrate bull calves and 
allow them to heal prior to marketing. There are numerous 
reasons to castrate bulls and the earlier the better. All bulls 
will be castrated prior to finishing and research shows clearly 
that the impact of castration is much more severe and neg-
ative when animals are bigger and older. Early castration is 
increasingly preferred as an animal welfare issue. Moreover, 
research also shows that male animals arriving at feedlots as 
intact bulls are three times more likely to develop BRD in the 
feedlots. For all these reasons, feeder bulls are significantly 
discounted at auction with bigger animals receiving larger 
discounts. Over the past four years, 475 pound, Medium/
Large No. 1 bulls were priced and average of 7.8 percent 
lower than similar steers, a reduction in value of $64/head. 
For 575-pound bulls, the discount averaged 9.3 percent or $84/
head; and for 675-pound bulls the discount is 12.2 percent or 
$122/head.

The stocker and feedlot sectors of the cattle industry are 
increasingly aware that an animal health focus on treatment 
is inadequate and are turning instead to a focus on preven-
tion. This implies more emphasis on health and management 
practices at the cow-calf level. This is likely to extend beyond 
current practices as the roles of factors such as passive immu-
nity at birth and fetal programming on lifetime animal health 
and productivity become better understood. This will place 
more demands but also provide more value opportunities for 
marketing calves.

Peel, Derrell S., “The Effect of Market Forces on Bovine Respiratory Disease”.  
Vet Clin Food Anim 36(2020) 497-508

Derrell S. Peel is a Livestock Marketing Specialist for the Oklahoma State 
University Extension.
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GET NOTICED 
ON THE WEB! 

Joplin Regional Stockyards has 
10,000+ Facebook page followers!

Learn more about our Facebook marketing by contacting
Mark Harmon I  markh@joplinstockyards.com   I   417-548-2333  

FRIDAY, APRIL 23, 2021
NEXTGEN CATTLE CO, PAXICO, KANSAS

175 BULLS
B E E F M A S T E R  &  C H A R O L A I S

NG 1702G3
T O P  1 %  M W W T,  M B ,  $ T,  $ M   |   2 %  W W ,  Y W   |   3 %  C E  

CJ 1954
T O P  1 %  W W ,  Y W ,  M W W T,  S C ,  $ T,  $ M   |   2 %  C E  

WWW.NEXTGENCATTLE.COM

DEREK THOMPSON | 785-213-1753
OWNER | DEREK@NEXTGENCATTLE.COM

BRAD LINDSTROM | 785-580-6883
OWNER | BRAD@NEXTGENCATTLE.COM

DAMON THOMPSON | 785-640-1243
OWNER | DAMON@NEXTGENCATTLE.COM

BILL PENDERGRASS | 210-464-6002
DIRECTOR OF GENETICS & BREEDING

DOUG HUSFELD | 830-998-2023
DIRECTOR OF MARKETING

MARK SEBRANEK | 620-805-1978
COO NEXTGEN CATTLE FEEDING

NG 3068G
T O P  5 %  M T L   |   7 %  M I L K   |   2 5 %  W W

NEXTGEN OFFICE    785-560-4444

The Show-Me-Select® Replacement Heifer 
Program uses the latest research on health, nu-
trition, genetics and reproductive science to en-
sure Missouri counties continue to be national 
leaders in providing quality beef. The program 
focuses on Missouri’s farmers and is dependent 
upon active participation from regional exten-

sion livestock specialists and local veterinarians, 
each of which are critical components of the 

agricultural sector of this state.

Mark your calendar!

May 7, 2021 @ 7:00 p.m.
SEMO Livestock Sales, LLC

Fruitland, Mo.

May 14, 2021 @ 7:00 p.m.
Farmington Regional Stockyards, 

Farmington, Mo.

May 15, 2021 @ 11:00 a.m.
Kingsville Livestock Auction

Kingsville, Mo.

May 21, 2021 @ 7:00 p.m.
Joplin Regional Stockyards, Inc.

Carthage, Mo.

May 21, 2021 @ 6:00 p.m.
South Central Regional Stockyards

Vienna, Mo.

June 5, 2021 @ 6:00 p.m.
F&T Livestock Market

Palmyra, Mo.
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We Talk Farm & Ranch!

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

MT. VERNON, Mo. – University of Missouri (MU) Extension for-
age researchers studied the effects of treated urea products on 
soil fertility, forage yield and quality. 

This information can help producers control risk on nitrogen 
investments, improve tall fescue forage yields and improve 
water quality.

MU Extension specialist Ryan Lock led the study to evaluate 
commercial nitrogen products in unbiased, replicated exper-
iments. Lock also serves as a member of Natural Resources 
Conservation Service (NRCS) + MU Grasslands Project.

The study examined how Anvol® nitrogen stabilizer prevented 
ammonia volatilization based on performance on 56 plots in 
northcentral and southwest Missouri compared to urea, ammo-
nium nitrate and SuperU®.

They found that Anvol®-treated fescue provided yields equal to 
other nitrogen products and outperformed ammonium nitrate 
and SuperU® when applied at higher rates. SuperU® is a urea-
based granular fertilizer. Lock’s work also shows that the right 
rate for spring nitrogen application rarely exceeds 50 pounds 
per acre in most hay harvest systems.

Results will help producers and agronomists reduce urea vol-
atilization and denitrification for better returns on investment 
and improved water quality. 

Surface-applied urea fertilizers can lose significant amounts of 
their applied nitrogen due to ammonia volatilization. Tempera-
tures, precipitation and wind also contribute to higher losses. 

In the study, researchers compared products at different rates 
in spring and fall tall fescue plots at MU research farms in Lin-
neus and Mt. Vernon. 

Lock said they also measured the quality of spring-grown 
forage to determine if the nitrogen products improved crude 
protein or affected fiber development.

MU Study Looks at Nitrogen Products for Pastures

From the University of Missouri Extension - Linda Geist, Ryan Lock, Reagan Bluel

INDUSTRY NEWS

They applied products at 50 and 100-pound rates per acre on 
March 23 in southwest Missouri and March 31 in northwest 
Missouri. Fall fertilizer was applied at 75-pound rates. They 
aimed to apply fertilizer when there was less than 20% chance 
of rain in the next five days. This was done to provide condi-
tions prone to volatilization.

They collected soil samples before fertilizing and after harvest 
to measure nitrate and ammonium concentration down to 24-
inch soil depth.  

“We wanted to understand if and how nitrogen moved through 
the soil profile based on the nitrogen source and protective 
products applied,” Lock said.

They applied fall nitrogen Aug. 17 in Mt. Vernon and Aug. 20 in 
Linneus. Thirteen days elapsed before any rain (.43 inches) fell 
in southwest Missouri after applying fertilizer.

Drought in Missouri factored into the 2020 autumn results, 
Lock said. For the spring phase of the study, southwest Missou-
ri received average precipitation. Then, at the time when fall 
stockpile begins, it dried up.

Southwest Missouri received less than an inch of precipitation 
in a 90-day autumn period, and north Missouri ran 10 inches 
below normal amounts for the growing season. This resulted in 
very poor forage growth, Lock said.

For the spring harvest in May, tall fescue grew to boot stage. All 
four nitrogen products produced about 6,200 pounds per acre 
of forage when 50 pounds of nitrogen per acre were applied. 
However, at 100 pounds per acre Anvol® showed the highest 
numeric yield at 7,100 pounds per acre, but did not differ from 
Urea®. Anvol®, however, did outperform ammonium nitrate 
and SuperU®  at the 100-pound per acre rate. In general, the 

Continued on next page



Kenny & Janyce Hinkle    14103 E. Summers Rd.    Nevada, MO 64772
  KennyHPCA@gmail.com    HinklesPrimeCutAngus.com 

Kenny’s Mobile: (417) 448-4127    Trevor Hinkle: (417) 684-1122  
  Blake Baker: (417) 448-4384    Phone/Fax: (417) 944-2219

“We’re proud to work for the brand as the 
2018 CAB Progressive Partner Award winner!”

Free Delivery    100% AI & ET    Repeat Buyer Discount
Genomic Testing    Outstanding Breeding Guarantee  
Market Access    Feedlot Relationships

HPCA Veracious (+*19699322)
Veracious is possibly the most 
valuable individual to sell any-
where this spring. He is extremely 
unique from every angle whether it 
be his pedigree, phenotype, or his 
amazing EPD profile, he is going 
to be a force in the Angus breed.  
Veracious is leased to Select Sires 
and the winning bidder will be our 
partner with them on this great 
venture!
partner with them on this great 

March 15, 2021 •  At the farm Nevada, MO 
12:00 NOON (CT)

excellenceexcellenceexcellenceexcellenceexcellenceexcellenceexcellenceexcellenceexcellenceMEASURED 19th Annual

SaleSaleSaleSaleSaleSale
SPRING PRODUCTION

NOON (CT)
 80 Sale Females average +302 $C    100 Sale Bulls average +301 $C

DATES 
JAN 30, 2021 
FEB 20, 2021 
MAR 20, 2021 
APR 10, 2021 

RANCH RODEO Winter Buckle Series 
CIVIL WAR ARENA EVENT CENTER 

Rodeo Starts at 5:00pm 

11838 Civil War Rd, Carthage MO 

$200 Per TEAM with 50% Payout. 
Ranch Rodeo TEAMS need to be   
paid and entered by 4:30PM day     
of RODEO. Call Brian Nuding at      
417-448-4095 with questions or     
to enter. INDOOR ARENA with    
Concessions available. 

Contact Brian Nuding 417-448-4095 

Cowboy N For Jesus 

EVENTS 
Mugging 
Branding 
Doctoring 
Penning 

Trailer Loading 

$5 ADMISSION 

12 AND UNDER FREE 

www.riversidecowboychurch.com 
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FEB 20, 2021 
MAR 20, 2021 
APR 10, 2021 

RANCH RODEO Winter Buckle Series 
CIVIL WAR ARENA EVENT CENTER 

Rodeo Starts at 5:00pm 

11838 Civil War Rd, Carthage MO 

$200 Per TEAM with 50% Payout. 
Ranch Rodeo TEAMS need to be   
paid and entered by 4:30PM day     
of RODEO. Call Brian Nuding at      
417-448-4095 with questions or     
to enter. INDOOR ARENA with    
Concessions available. 

Contact Brian Nuding 417-448-4095 

Cowboy N For Jesus 

EVENTS 
Mugging 
Branding 
Doctoring 
Penning 

Trailer Loading 

$5 ADMISSION 

12 AND UNDER FREE 

www.riversidecowboychurch.com 

first 50 pounds nitrogen per 
acre provided about 1,100 
pounds per acre forage.

Only Anvol® and Urea gave 
a similar response when an 
extra 50 pounds of N was 
added. Lock noted that is 
difficult to explain why Urea 
outperformed SuperU® in the 
100-pound category. Lock not-
ed that ammonium nitrate’s 
performance lagged in 2020.

“We know volatilization hap-
pens less frequently in spring 
and from this data, it is clear 
that volatilization did not 
occur but Anvol® provided 
nitrogen as well or better than 
all the products within a N 
rate category,” Lock said. “We 
did not detect treatment carry-
over in the summer regrowth. 
The July harvest was 2,050 
pounds per acre regardless of 
nitrogen product.”

In the spring study, crude 
protein responded favorably 
to nitrogen. Rate of nitrogen, 
rather than product formula-
tion, improved crude protein 
percentages. Fiber content 
appeared to be unaffected.

In the fall study, yields were 
measuredly different due to 
severe drought during the fall 
growing season in southwest 
Missouri. Water shortage 
in 2020 overshadowed fall 
growth potential. Lock said 
that most southwest Missouri 
farmers began feeding hay 
about 60 days earlier than 
normal. Yields were below 500 
pounds per acre.

Single harvest yields did not 
show any differences in the 
nitrogen products. 

“Across all nitrogen products, 
the return on fertilizer invest-
ment was below 20, a number 
that often approaches 30,” 
Lock said.

Lock said that nitrogen did 
not leach into the lower soil 
profile from any of the treat-
ments. At these sites, denitrifi-
cation seems not to be an issue 
at the moderate nitrogen rates 
we used.

Koch Agronomic Services, the 
seller of Anvol® and SuperU®, 
and the Missouri Fertilizer 
Control Board provided fund-
ing for the study.

Continued from previous page



COLUMBIA, MO. - This is one of the most dangerous times of 
the year for farmers.

Farmers usually check and empty grain bins during late win-
ter and early spring. This routine job is the source of many 
on-farm accidents and deaths, says MU Extension health and 
safety specialist Funkenbusch.

Grain Bin Safety Week 
A good time to remind workers, family of safety rules

From the University of Missouri Extension - Linda Geist

TRENDING NOW

Grain Bin Safety Week is Feb. 21-27, a week set aside annually 
to bring awareness to dangers of grain bins.

Funkenbusch says this is a good time for 
farmers to review safety rules for grain 
bins with workers and family members.
Accident prevention depends on a “zero 
entry” mentality, says Funkenbusch. Do 
not go into bins unless necessary and do 
not go alone. 

Grain bin entrapment occurs in sec-
onds, and more than half of all entrap-
ments result in deaths. 

“Farmers put themselves at grave risk 
when they work alone, especially when 
working around grain bins,” Funken-
busch says.

Lockout-tagout is a simple, inexpensive 
method to make sure that equipment 
such as augers is turned off before en-
try. 

“The expense is small compared to the 
cost of saving lives,” Funkenbusch says.
Children should not be allowed on 
grain-handling work sites. The curious 
nature of children means they act im-
pulsively and take risks, she says. 
Funkenbusch says it is also important to 
remind farm visitors of the dangers of 
grain bins. 

“Grandchildren, neighbor children 
and young friends of the family likely 
are unfamiliar with the dangers on the 
farm,” says Funkenbusch. “They may 
see the grain bins or grain wagons as 
fun places to play hide-and-seek, climb 
or turn on equipment to see how it 
works.”

She suggests the following:

• Train workers. Develop an entry plan. 
Who is allowed to enter? What are safe-
ty guidelines and where is safety equip-
ment located? Discuss shut-down and 
lock-out procedures. Remind workers 
to never walk down grain — a practice 
strictly prohibited under OSHA’s grain 
handling standard. Know where lifeline 
equipment is.

• Do not enter bins alone. If possible, 
have an observer who can call emer-
gency services if needed.

Continued on next page40      I     March 2021



Continued on next page

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:
DVDVAuction
ALL SALES!

Seedstock PlusSeedstock Plus
RED REWARD RED REWARD 

Bull & Female SaleBull & Female Sale
March 13, 2021March 13, 2021

Wheeler Livestock AuctionWheeler Livestock Auction
Osceola, MOOsceola, MO

Selling 60 Selling 60 REDRED
Gelbvieh & Balancer bulls Gelbvieh & Balancer bulls 

Plus Red Females!Plus Red Females!
 Seedstock Plus South Missouri Seedstock Plus South Missouri 

Bull & Female SaleBull & Female Sale
March 27, 2021March 27, 2021

Joplin Regional Stockyards, Joplin Regional Stockyards, 
Carthage, MOCarthage, MO

Selling 150 - 18 month old Selling 150 - 18 month old 
& yearling bulls!& yearling bulls!

Angus, Balancer & Gelbvieh!Angus, Balancer & Gelbvieh!
ALL BLACK!ALL BLACK!

 Open Balancer-type Black heifers! Open Balancer-type Black heifers!

March 27

Cow
Sale
Young
Commercial Cows
Pairs, Heifers
Opens & Breds
Mostly Black
200200 head 

Quality Quality 
TimeTime

3:00 p.m.
Nevada, Mo.
3 Cedars
Event Center
24327  E
Old Town Rd

Call the Abele’s for details
Kent 417-448-7416 or Cole 417-684-0881

Bid live at the auction
or LiveAuctions.TV

View cattle videos 
“                  after 3-15-21”

www.greenspringsbulltest.com

March 27

____________

• Shut off and secure power sources 
before entering. Turn off and lock out 
all power equipment when not in oper-
ation.
 
• Require respiratory protection and 
safety harnesses. Fermenting grain 
produces carbon dioxide, a colorless, 
odorless gas. Require workers to wear 
protective equipment.

• Have a rescue plan. Know who to call 
when there is an emergency and desig-
nate who is responsible for calling. 

If you are trapped in a bin of flowing 
grain with nothing to hold onto, stay 
near the outside wall. If grain covers 
you, cup your hands over your mouth, 
and take short breaths until help ar-
rives.

For more information on grain bin 
safety:

• https://extension.missouri.edu/news/
flowing-grain-a-farmer-s-worst-night-
mare-2144

• Show-Me Farm Safety at https://farm-
safety.mo.gov/grain/

• Safe Storage and Handling of Grain 
(G1969), MU Extension publication.

• Grain Safety Technology (PDF).

• https://www.osha.gov/grain-handling

• https://extension.missouri.edu/news/
grain-bin-safety-costs-a-little-saves-a-
lot-1990

Left: MU Extension safety 
and health specialist 
Karen Funkenbusch 
shows how to cup your 
mouth and nose to create 
an air pocket if you are 
engulfed in grain in a 
bin. 

Photo by Linda Geist.

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

BRIGHTON -BRIGHTON - 10 Ac., 545 Rd., great location 
just off Hwy 13, very private & secluded, 
multiple tracts ......................... $49,900$49,900
HALFWAY -HALFWAY - 10 Ac., 517 Rd., very private 
setting north of Pleasant Hope off H Hwy, 
wooded lot, great views .............. $59,500$59,500
BROOKLINE -BROOKLINE - 10 Ac., Farm Road 115, very 
popular battlefield area, open lots w/gentle 
roll, only 2 lots left .................... $69,000$69,000
ASH GROVE -ASH GROVE - 34 Ac., Hwy 60, located just 
east of Ash Grove w/frontage on 60. All 
open, great visability ................$185,000$185,000
CRANE -CRANE - 62 Ac., Hwy 413, north side of 
Crane, frontage on Hwy 413, bottom ground 
& private wooded upland, city water avail-
able, nice setting .....................$195,000$195,000
BILLINGS -BILLINGS - 36 Ac. Metzletein Road, great 
location just south of Island Green Country 
Club. Great views, pond, small barn & corrals 
............................................ $199,485$199,485
PHILLIPSBURG -PHILLIPSBURG - 80 Ac., Omega Drive just off 
I-44 at exit 123, mostly open, 3 ponds, fenced 
and crossed fenced, great grass farm w/frost 
free waterer, rural water also available ......... 
..............................................$200,000$200,000
ADRIAN -ADRIAN - 5 Ac. Commercial lot with office/
shop, great visibility located on I-49 .........  
...........................................$249,900$249,900
BILLINGS -BILLINGS - 45 Ac., Hwy 174. Just West of 
Republic, new fence, open and level, good 
grassland...............................$260,000$260,000
REPUBLIC -REPUBLIC - 40 Ac. Hwy PP, 2 miles South of 
Exit 60 on I-44, wooded, Hwy frontage on 2 
sides ....................................$260,000$260,000
WILLARD -WILLARD - 50 acres, Fr Rd 94, mostly open, 
fenced, Hwy 160’ frontage ............$287,500$287,500
WALNUT GROVE -WALNUT GROVE - 80 Ac., Hwy JJ, 3 BR, 2 BA 
home, several good barns, fenced & crossed 
fenced, open pasture ground w/great road 
frontage ................................$350,000$350,000
MT. VERNON -MT. VERNON - 231 Ac., Lawrence 1212, 
great hunting property w/mature timber 
partially fenced for cattle, pond, mostly 
wooded, very secluded, conveniently locat-
ed just off Hwy 174 ...................$499,000$499,000
MTN. GROVE -MTN. GROVE - Lone Pine Rd, 117 Ac., good 
pasture, fenced & cross fenced, live water, 
good location ........... NEW PRICE NEW PRICE $411,250$411,250
MARIONVILLE -MARIONVILLE - 109 Ac., Law 2145, great 
location, several pastures, well, ponds, 
mostly open, 20x110 barn with concrete 
floor, fenced & cross fenced .......$430,550$430,550
GALENA -GALENA - 160 Ac. Hwy FF, nice open property 
w/open access on FF just west of 265. 3 
ponds, well, corrals, good grass ...$475,000$475,000

tomkisseerealestate.comtomkisseerealestate.com 417.882.5531417.882.5531

BILLINGS -BILLINGS - 26 Ac. Hwy 60 & 413, 2 BR, 2 BA 
home, livestock barn, large equipment barn, 
prime location .........................$500,000$500,000
PIERCE CITY -PIERCE CITY - 80 Ac., FR 2000, 4 bedroom 
3 bath home, pool, 3 bay garage/shop, cor-
rals, waterers, hay barns, equipment sheds, 
4 ponds .................................$585,000$585,000
CRANE -CRANE - 220 Ac., Farm Road 240, mostly 
open, good fence, ponds, great grass farm .  
...........................................$770,000$770,000
SCOTT CITY -SCOTT CITY - 110 Ac. Hwy 97 & Law 2110, 5 
BR home, 48x46 heated shop, 60x132 horse 
barn - new in 2020, 40x60 red iron hay barn, 
additional shop, outdoor arena, sheds, 
paddock, new fence, a must see ..$780,000 $780,000 
BILLINGS -BILLINGS - 120 Ac. Hwy 174, Great location, 
farm house, large bank barn, corrals, huge 
spring, creek running through, Must See! ...  
...........................................$780,000$780,000
REPUBLIC -REPUBLIC - 160 Ac. Hwy TT & PP, open & 
tillable, 88 ft. by 100 ft. barn with concrete 
floor, several equipment barns, 3 BR home, 
great road frontage...................$880,000$880,000
SENECA -SENECA - 282 Ac., Bethel Rd., nice level open 
ground, pasture or tillable, good fence & 
cross fence, pond, great location $1,057,500$1,057,500
GALENA -GALENA - 365 Ac., Hwy 173, 75% open, good 
pasture, fenced & cross fenced, frontage on 
state hwy, 3 BR manufactured home, several 
barns, corral, waterers, 2 wells, ponds .....  
........................................ $1,249,000$1,249,000
AVA -AVA - CR PP 524, 270 Acres, great cattle 
farm on Beaver Creek, nice 2 BR, 2 1/2 BA 
home, huge 102x80 ft. barn w/office and 
shop, pipe corral, creek bottom, mostly 
open.................................. $1,250,000$1,250,000
POTTERSVILLE -POTTERSVILLE - 504 Ac. CR 7040. Great 
grass farm, 9 ponds, well, 2 big pipe cor-
rals, working barn, mostly open, new fence 
w/pipe corners ..................... $1,257,480$1,257,480
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 ..$1,415,000$1,415,000
WILLOW SPRINGS -WILLOW SPRINGS - 683 Ac., County Rd. 
1170. Great cattle farm w/165 acres of 
open pasture, great fence, waterers, 5 BR, 
4 BA home, shop, marketable timber, great 
hunting & fishing .................. $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 .... $1,900,000$1,900,000

SOLDSOLD

SOLDSOLD

SOLDSOLD

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT

SOLDSOLD

SOLDSOLD

SOLDSOLD

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT

Livestock Indemnity Program:
USDA FSA program that assists with livestock loss due to ex-
treme weather and natural disaster events. A notice of loss must 
be filed within 30 day of the date of the death to be considered 
for approval. 

Overview:
The 2014 Farm Bill authorized the Livestock Indemnity Program 
(LIP) to provide benefits to eligible livestock owners or con-
tract growers for livestock deaths in excess of normal mortality 
caused by eligible loss conditions, including eligible adverse 
weather, eligible disease and eligible attacks (attacks by animals 

Disaster Assistance: Livestock Indemnity Program
USDA Farm Service Agency March topic

From the United States Department of Agriculture Farm Service Agency

INDUSTRY NEWS

reintroduced into the wild by the federal government or protect-
ed by federal law, including wolves and avian predators). 

The occurrence of an eligible loss condition in and by itself is not 
determinative for eligible livestock losses. The livestock owner 
or contract grower must provide evidence acceptable to FSA that 
the eligible cause of loss not only occurred but directly caused 
loss or death. LIP payments for owners are based on national 
payment rates that are 75 percent of the market value of the 
applicable livestock as determined by the Secretary. Rates for 
contract growers of poultry or swine will not exceed the rates 
for owners but are based on 75 percent of national average in-
put costs for the applicable livestock.

The Bipartisan Budget Act of 2018, enacted Feb. 9, 2018, amend-
ed certain provisions related to LIP effective with the 2017 year. 
Those amendments included: 

• removing the maximum per person and legal entity payment 
limitation for the 2017 and subsequent program years (as dis-
cussed in this fact sheet)

• providing for compensation in the event that livestock are in-
jured by an eligible loss condition but not killed, and are sold for 
a reduced price. 

LIP is administered by the U.S. Department of Agriculture 
(USDA) Farm Service Agency (FSA). Visit Farmers.gov for more 
information.

The ONLY bull in the Angus breed 
that is at least +8 CED and $160F

Ideal for siring calving ease along with the most 
profitable calves whether sold at weaning or retained 
ownership!

CONTACT: SUMMIT GENETICS 
Phone: (417) 830-7530 | Hartville, MO

  $$2525
 per unit  per unit 

with discounts

 for quantity

SE
M

EN
 PRICING AT

  $$2525
 per unit  per unit 
 $25
 per unit 

E-Lee Mayflower Oasis 969

SEMEN AVAILABLE
BEST CALVING EASE/FAST GROWTH: 

 LOW INPUT COST EPDs IN THE ANGUS BREED TODAY! 
(As of  1/29/2021)

+$121 Feedlot 
qualifies for top 1%

CED
+8

35%

MH
+1.0
5%

BW
+2.7

CW
+92
1%

WW
+85
2%

RE
+1.17

1%

YW
+152
1%

$W
+82
5%

HP
+11.7
45%

$F
+160
1%

CEM
+10
35%

$B
+224
1%

Claw
+.46
35%

$C
+343
1%

Angle
+.46
35%
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2021 National Champion Bull2021 National Champion Bull
WIA Backwater Jack 060 Pld 

at 9 months of age!

Mike & Sara Kisner
Connor & Cannon

5805 Perkins Rd. • De Soto, MO 63020
(636) 236-0306 cell

wildindianacres@yahoo.com

Sale Manager: Greg Hubert
P.O. Box 100 • Oakley, KS 67748

785-672-3195 (office)
785-672-7449 (cell)

greghubert@st-tel.net

For Catalogs Contact: 

Bid & Buy Online

WORK hardhard
DreamDream Big

Saturday, April 24, 1 p.m.
Interstate Regional Stockyards  
Cuba, Missouri

After selling WIAWIA  bulls for years in SW Missouri near Joplin, 
we are excited to host our own bull sale in Cuba. 

WILDWILD  
Indian AcresIndian Acres
Charolais Bull SaleCharolais Bull Sale S elling 50 Charolais Bulls many coming 2-year-olds

ADVERTISE IN THE CATTLEMEN’S NEWS!   
Contact: Mark Harmon  417.316.0101

markh@joplinstockyards.com

Find information and deadlines on 
www.joplinstockyards.com

NATIONAL 
AG WEEK
 
When Is Ag Day?
Ag Day is celebrated on March 23, 
2021. National Ag Day falls during 
National Ag Week.

What Is Ag Day All About?
Ag Day is about recognizing - and 
celebrating - the contribution of 
agriculture in our everyday lives. The 
National Ag Day program encourag-
es every American to:

Understand how food and fiber 
products are produced.

Value the essential role of agricul-
ture in maintaining a strong econo-
my.

Appreciate the role agriculture plays 
in providing safe, abundant and 
affordable products. 

Why Celebrate Agriculture?
Agriculture provides almost every-
thing we eat, use and wear on a 
daily basis. But too few people truly 
understand this contribution. This is 
particularly the case in our schools, 
where students may only be ex-
posed to agriculture if they enroll in 
related vocational training.

By building awareness, the Agricul-
ture Council of America is encourag-
ing young people to consider career 
opportunities in agriculture.

Each American farmer feeds more 
than 165 people ... a dramatic in-
crease from 25 people in the 1960s. 
Quite simply, American agriculture 
is doing more - and doing it better. 
As the world population soars, there 
is an even greater demand for the 
food and fiber produced in the Unit-
ed States.

Where Can I Find More Informa-
tion?
Contact the Agriculture Council of 
America at (913) 491-1895.
www.agday.org
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C
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uction              JR
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C
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rotocol:            JR
S C

alf Vac Sourced            JR
S Vac 45 W
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                                                  JR
S Stocker Vac                    JR

S Vac 60 W
eaned Source

JR
S R

evised 2-19-21

A
ll program

 cattle require castration of bulls &
 dehorned

The seller w
ill be billed 0.10 per 100 cw

t for all bulls not castrated.

B
red H

eifer Inform
ation

A
ll program

s cattle require heifers guaranteed open day of sale &
 dehorned.

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

be w
eighed and identified back to the seller. (W
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 average sale w
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JRS Value-A
dded Sale

Program
 Vaccination Protocols       
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S C

alf Vac (w
hite tag) 
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S C

alf Vac (w
hite tag) 
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odified live. *For this program

, calves should 
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. 
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Administration Information: JRS recommends a good 
vaccination protocol - Receipts Required for Enrollment

Write date of administration for each product & Brand used in appropriate area, month & day.

PRODUCT ADMINISTERED
Vaccine Protocol

Respiratory Virals

JRS Calf Vac Sourced

1st Dose Date
IBR-BVD-P13-BRSV 
1st Round MLV or Killed

Clostridial/Blackleg

Haemophilus Somnus 
(Optional)

Mannheimia (Pasteurella) 
Haemolytica

Parasite Control 
(Dewormer)

Implant

Company

Product Name

Company

Product Name

Company

Product Name

Company

Product Name

Company

Product Name

White Tag

X  DATE

X  DATE

X  DATE

Company

1st

Product Name

List Company and Product
Name in this column

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

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

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

____________________________   ____________________________ Date: ______________  

***All programs require vaccination forms returned and receipts in a timely manner***
-Other precondition programs are accepted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs. 
-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls, 
bred heifers, lameness, sickness

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

Write date of administration for each product & Brand used in appropriate area, month & day.

PRODUCT ADMINISTRATION
Vaccine Protocol

Respiratory Virals

JRS Stocker Vac

1st Dose Date        Booster Date
IBR-BVD-P13-BRSV 
1st Round MLV or Killed

Booster Dose MLV only

Clostridial/Blackleg

Haemophilus Somnus 
(Optional)

Mannheimia (Pasteurella) 
Haemolytica

Parasite Control 
(Dewormer)

Implant

Company

Product Name

Company

Product Name

Company
1st and 2nd

Product Name

Company

Product Name

Company

Product Name

X  DATE
Company

1st

Product Name

List Company and Product
Name in this column

Company
2nd Booster

Product Name

X  DATE

X  DATE

X  DATE

X  DATE

X  DATE

Orange  Tag

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

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

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

____________________________   ____________________________ Date: ______________  

***All programs require vaccination forms returned and receipts in a timely manner***
-Other precondition programs are accepted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs. 
-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls, 
bred heifers, lameness, sickness

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

Write date of administration for each product & Brand used in appropriate area, month & day.

PRODUCT ADMINISTRATION
Vaccine Protocol

Respiratory Virals

JRS Vac 45 Weaned Source

1st Dose Date        Booster Date
IBR-BVD-P13-BRSV 
1st Round MLV or Killed

Booster Dose MLV only

Clostridial/Blackleg

Haemophilus Somnus 
(Optional)

Mannheimia (Pasteurella) 
Haemolytica

Parasite Control 
(Dewormer)

Implant

Company

Product Name

Company

Product Name

Company

Product Name

Company

Product Name

X  DATE
Company

1st

Product Name

List Company and Product
Name in this column

Company

2nd Booster

Product Name

X  DATE

X  DATE

X  DATE

X  DATE

X  DATE

Grey  Tag

X  DATE

Company

Product Name

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

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

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

____________________________   ____________________________ Date: ______________  

***All programs require vaccination forms returned and receipts in a timely manner***
-Other precondition programs are accepted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs. 
-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls, 
bred heifers, lameness, sickness

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

Write date of administration for each product & Brand used in appropriate area, month & day.

PRODUCT ADMINISTRATION
Vaccine Protocol

Respiratory Virals

JRS Vac 60 Weaned Source

1st Dose Date        Booster Date
IBR-BVD-P13-BRSV 
1st Round MLV or Killed

Booster Dose MLV only

Clostridial/Blackleg

Haemophilus Somnus 
(Optional)

Mannheimia (Pasteurella) 
Haemolytica

Parasite Control 
(Dewormer)

Implant

Company

Product Name

Company

Product Name

Company

Product Name

Company

Product Name

X  DATE
Company

1st

Product Name

List Company and Product
Name in this column

Company

2nd Booster

Product Name

X  DATE

X  DATE

X  DATE

X  DATE

X  DATE

Green Tag

X  DATE

Company

Product Name

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

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

Signature of either OWNER/MANAGER or VETERINARIAN is REQUIRED

____________________________   ____________________________ Date: ______________  

***All programs require vaccination forms returned and receipts in a timely manner***
-Other precondition programs are accepted, i.e., MFA Health Track, Purina® Plus Feeder Calf Program and breed programs. 
-All programs have to have an electronic tag tracing ability to look up calves the day of the sale in case of any problems, i.e. bulls, 
bred heifers, lameness, sickness

YOU CAN ALSO DOWNLOAD AND FILL OUT  THESE FORMS ONLINE AT 
WWW.JOPLINSTOCKYARDS.COM. CLICK ON SERVICES, THEN VALUE-ADDED SALES.
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Arden Hills, Minn. [Feb. 18, 2021] – Purina Animal Nutrition 
introduces Purina® Plus, an innovative feeder calf program, 
which aims to help cattle producers supply high-value, low-
risk feeder calves to the marketplace. Purina® Plus calves 
receive quality nutrition, vaccinations and dewormers – in-
dicators of a well-raised, healthy calf with strong potential to 
perform through to the feedlot.1,2,3

“With the Purina® Plus program, producers have the oppor-
tunity to capture more value throughout the beef production 
chain,” says Brady Klatt, beef cattle nutritionist with Purina 
Animal Nutrition. “Cow/calf producers benefit when buyers 
are willing to invest in calves that are ready to go, and buyers 
benefit when calves perform.”

Nutrition is the cornerstone of Purina® Plus. See why:

Nutrition sets the foundation for calf health

Weaning disrupts a calf’s life and resets its basic needs – start-
ing with nutrition and intake.

“Producers have long trusted Purina’s knowledge in weaning 
and receiving cattle nutrition starting with the gold standard, 
Purina® Precon® Complete,” says N.T. Cosby, Ph.D., beef cattle 
nutritionist with Purina Animal Nutrition. “We know how to 
get calves eating palatable, nutrient-dense starter feeds, which 
is the first step to healthy and profitable calves. The Purina® 
Plus program leverages that knowledge to support producers 
in marketing their calf crop.”

Giving calves the best chance for success in the weaning phase 
often starts with get-
ting them eating right 
away. Providing their 
bodies with the quali-
ty nutrition resources 
they need for bodily 
functions, including 
creating a robust 
immune response, is 
paramount to estab-
lishing a foundation 
for lifetime perfor-
mance.

“Weaning is often 
the first time a calf is 
exposed to multiple 
stressors, all of which 
can compromise a 
calf’s immune sys-
tem,” says Cosby. “Pu-
rina has continued 
to research weaning 
and starting pro-
grams and innovative 
natural additives to 
support calf health. 
Purina® Plus offers 
producers a great package of solid nutrition combined with 
appropriate health protocols and management strategies.”

Program protocols, backed by industry leaders

Purina worked with other industry leaders, including Zinpro, 
Elanco, Merck, Zoetis and Boehringer Ingelheim, to establish 
the requirements for Purina® Plus. The end goal was to set 
parameters that truly add value to cattle while giving cow/
calf producers the flexibility to use strategies that best fit their 
operation. The result is a program built around a portfolio 
of products that work to optimize weaning performance and 
help create a sale day advantage for the calves in it.

Purina® Plus calves must be:
• Fed Purina® starters at weaning initiation
• Transitioned to a balanced nutrition program after 
   starter feed
• Weaned and on feed for a minimum of 45 days prior 
   to sale
• Fed the appropriate amounts of vitamins and minerals   
  through starters or supplements
• Vaccinated and appropriately boosted for:
  -Strains of Clostridium chauvoei, Clostridium septicum, 
  Clostridium novyi, Clostridium sordellii, Clostridium  
  perfringens (Types C & D)
 -Strains of IBR, PI3, BRSV and BVD (Type 1 and 2) 
  through a Modified Live Vaccine
 -Mannheimia haemolytica/Pasteurella multocida
• Dewormed of internal and external parasites with 
   program approved products
• All males must be castrated, all horned cattle must be 
  dehorned
• Calves must be healed from management procedures at   
   the time of sale

“With basic nutrition needs met, health 
protocols and other management strategies 
are primed to be most effective,” says Klatt. 
“The Purina® Plus program is rounded out 
with a strong health protocol which helps 
give calves the best chance for success as 
they transition to the next feeding phase.”

Selling Purina® Plus-tagged cattle is a 
small part of the program working for 
producers. The industry leaders outlined 
above are teaming up to work for produc-
ers trusting their products, creating new 
marketing opportunities through network-
ing, specialized sale events, advertising and 
more. Local Purina dealers are also work-
ing to collaborate with regional livestock 
auction markets to establish a reputation 
for Purina® Plus and facilitate calf sales.

How to get started

“If you’re interested in enrolling calves or 
finding program calves to purchase, start 
by reaching out to your local Purina deal-
er,” says Klatt. “Purina dealers are ready to 
help set up a plan to implement Purina® 
Plus during your next weaning period.”

Purina® Plus has no enrollment fee.

Find your local Purina dealer to discuss the Purina® Plus pro-
gram today.

New Purina® Plus Program Helps Give Calves the Healthy Edge
The program combines complete nutrition, quality health protocols and progressive management to
help deliver high-value, low-risk calves.

FOR IMMEDIATE RELEASE

INDUSTRY NEWS
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          View More Information:    
WWW.PRIMETIMELIVESTOCK.COM

Mark Your Calendar! 
UPCOMING 2021 
VIDEO SALE DATE

March 11
Time: 1:00 PM 

@ Joplin Regional Stockyards
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Follow us on 
Facebook and 

watch the 
website for 
information 

on upcoming 
cow and bull 

sales!

Watch the website 
and facebook 

for future upcoming
sale dates!



Matt Hegwer 
Missouri 
417-793-2540

Trent Johnson 
Kansas
620-228-1463

Larry Mallory 
Missouri
417-461-2275

Chris Martin 
Kansas
785-499-3011

Mark Murray 
Oklahoma
918-930-0086

Kolt O’Brien 
Kansas
620-724-0980

Blain Parrish 
Texas
254-679-9427

John Parrish 
Texas
254-679-1259

Jason Pendleton 
Missouri
417-437-4552

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

Matt Oehlschlager
Video Production

417-825-0948

Clay Eldridge
Video Production

417-316-1490

Rick Aspegren 
Missouri

417-547-2098

Sam Boone
Okla./Texas 

940-235-9668

Luke Carr
Kansas

620-205-6940

Rick Chaffin 
Missouri

414-849-1230

Tim Durman 
Missouri

417-438-3541

Pat Farrell 
Kansas 

417-850-1652

Nick Flannigan 
Missouri

417-316-0048

Fred Gates 
Missouri

417-437-5055

Jim Hacker 
Missouri

417-328-8905

Bryon Haskins 
Kansas/Missouri
417-850-4382

JW Henson 
Missouri

417-343-9488

Contact one of our field 
representatives today!

SATURDAY 
MARCH 20, 2021
Noon   |   Cattlemen’s Livestock Exchange

Charlotte, AR

GPS: 7750 White Drive • Cord, AR 72524

 
Selling 100 Angus Lots! 

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

Online Bidding: 
To request a sale book, contact: 

www.simsplusllc.com 
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Market Recap: Feeder Cattle Auction
February 22, 2021    I   Receipts 6,150    
**CLOSE** Compared to the sale 2 weeks ago, (no sale last week due to heavy snow 
and sub-zero temperatures), steers under 600 lbs. traded 9.00-15.00 higher, with 
steers over 600 lbs. trading 3.00-4.00 higher. Demand was very good for large lots of 
quality cattle. A lot of 96 head of 512 lb. steers traded at 192.00. Heifers under 600 lbs. 
traded 5.00-12.00 higher, with weights over 600 lbs. trading up to 3.00 higher. Not 
enough bulls to establish a trend. Supply was moderate with demand good to very 
good. Bidding was active with a good crowd on hand. Supply included: 100% Feeder 
Cattle (67% Steers, 33% Heifers, 0% Bulls). Feeder cattle supply over 600 lbs was 63%

Feeder Steers: Medium and Large 1  350-400 lbs 190.00-203.00; 400-500 
lbs 175.00-199.00; 500-600 lbs 159.00-188.00, thin fleshed 190.00-192.00; 
600-700 lbs 140.50-157.00; 700-800 lbs 134.00-144.00; 800-900 lbs 129.00-
140.50; pkg 950 lbs 127.00. Medium and Large 1-2  300-400 lbs 180.00-
182.00; 450-500 lbs 160.00-175.00; 500-600 lbs 150.00-160.00; 600-700 
lbs 130.00-146.00; 750-800 lbs 128.00-132.50; 800-900 lbs 127.00-128.00; 
1000-1025 lbs 112.00-118.00.

Feeder Heifers:  Medium and Large 1  300-400 lbs 150.00-169.00; 400-
500 lbs 150.00-166.00; 500-600 lbs 131.00-156.50; 600-700 lbs 125.00-
138.00; 700-800 lbs 124.00-132.00; 800-900 lbs 126.50-126.75. Medium 
and Large 1-2  350-400 lbs 140.00-149.00; 400-500 lbs 141.00-148.00; 
500-600 lbs 122.00-144.00; 600-700 lbs 121.00-125.00; 700-800 lbs 112.00-
122.50; 800-850 lbs 108.00-122.00.

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

MARKET WATCH
The Z  102.9 FM   
Monday & Wednesday 
12:40 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

Apr. 3, 2021
 1 pm    

Butler, MO

Maternal Integrity Gelbvieh & BALANCER®Maternal Integrity Gelbvieh & BALANCER®

#1 Missouri Breeder#1 Missouri Breeder
2015-20202015-2020

Dam of MeritDam of Merit
& Dam of Distinction& Dam of Distinction

Brett & Libby FosterBrett & Libby Foster
Butler, Mo 64730Butler, Mo 64730

660-492-2808 /  @BFCattleCo660-492-2808 /  @BFCattleCo  
Request catalog online / Call for directions 

Lunch served at noon / 15 mi. east of Butler

Auctioneer Bill Nance ~ Nance Auction Service ~ 417-214-0093 
nanceauctionservice@yahoo.com

Sale Day Phone Bids: Gary Felger 573-298-0828Sale Day Phone Bids: Gary Felger 573-298-0828

Bull SaleBull Sale
B/F CATTLE CO.B/F CATTLE CO.

“No Bull”“No Bull”

Watch for Videos of Lots at Watch for Videos of Lots at BFCattleCo.comBFCattleCo.com
Auction will be Live Streamed on our Facebook pageAuction will be Live Streamed on our Facebook page



SPRAYING

AI SERVICE

CONSTRUCTION

CATTLE
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SEED

Available Small Square Bales of Caucasian 

FINANCING

8134 E. State Hwy C, Strafford, MO 65757

417-736-2125

GENETIC SERVICES

AI SERVICE

Cody & Jocelyn Washam
Wentworth, MO  

417-489-5450 Cody Cell 
cwhsangus@hotmail.com

info@widerangebovine.com

LLC

www.widerangebovine.com 

Authorized Independent ABS Representative
Certified A.I. Technician

Mass Breeding & Synchronization
Donor Preparation 

TIMBER/LOGS

CATTLE



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.



Shield works on your farm.
When MFA launched Shield Technology in 2015, we knew we were on to 
something.

At the time, the goal was to boost immunity and general health in livestock 
without the use of antibiotics. Since then, Shield Technology has proven itself 
in the marketplace and on your farms. Given its beneficial results across the 
Midwest, Shield Technology is now formulated in a wide variety of MFA feeds.

When you choose a feed for livestock on your farm, consider the power of 
Shield Technology. An MFA representative can help you find the best Shield 
solutions for your operation.

M F A  F E E D

S H I E L D
T E C H N O L O G Y

MFA Shield Technology: We have 
a product that works on your farm. 

Available at your MFA Agri Services or AGChoice location.

www.mfa-inc.com

Joplin Stockyards: “Shield Works 2020” 10" x 14.5"
Art director: Craig J. Weiland  cweiland@mfa-inc.com

MFA Incorporated295

2925
Antenna Condensed Medium, Bold
Antenna Medium, Bold, Black


