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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: 
M (870) 373-1150  
Melbourne, Arkansas  *Cattle Receiving Station
Pleasant Plains, Arkansas *Cattle Receiving Station

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Joe Brattin: 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 Clay Eldridge: Office 
(417) 548-2333

VIDEO CATTLE PRODUCTION: Matt Oschlaeger 
Mount Vernon, MO  (417) 548-2333

FIELD REPRESENTATIVES

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

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

It looks like winter has arrived here 
in Mount Vernon, Mo! It’s rained 
all night, and it sure is a nasty day. 
We have a nasty cattle market to go 
along with it. This fall, we’ve seen 
temperatures range from 85-90 
degrees every day. You add the dry 
weather and dust and there has 
been nowhere to turn these calves 
outside. On top of that, the wheat 
hasn’t materialized due to the lack 
of moisture, so that hasn’t helped 
either. 

We’ve got a sorry fat cattle market, 
and if you look to the west, most of it 
is dry too which means there is no-
where to turn cattle out there either 
so a lot of these calves have come 
to town early. That was reflected on 
the Cattle On Feed report last week 
when they said we placed 106% 
more cattle than a year ago - 106% 
on Feed...106% marketed. It looks 
like we have plenty of cattle, and we 
have more cattle on feed than we’ve 
had in a long, long time. Consequent-
ly, that is weighing on the market 
with a lack of space to put them. 
Every feedyard you call is full, and 
there is nowhere to go with them. 

The result of all this is a lot of 
pressure on these calves, and the 
health hasn’t been very good on 
most of them because of the weath-
er. It doesn’t look much better this 
morning with drizzling rain and 33 
degrees! It’s definitely a tough go 
right at the moment. All of the farm-
ers are harvesting beans or corn or 
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sowing wheat, and don’t have much 
interest in these calves. 

The yearling market is lower, but 
it’s better than the calf market. It 
usually gets better between now and 
Thanksgiving. A yearling that weighs 
above 750 lbs. I would think will 
stay good on those cattle, and even 
get a little better because there’s not 
a lot of those long tail yearlings left 
around. 

As always, we have the big Yearling 
Special during the week of Thanks-
giving on Monday, November 23. It’s 
always pretty good, and I expect it 
to be good this year as well. The calf 
trade will be tough just because of a 
lack of places to go with them. Hope-
fully it will firm up as we get more 
weaned calves, and the livability 
improves over the next 45-60 days.

The cattle business has definitely 
been a struggle this year. I love it 
and sometimes I wonder why! It’s 
a difficult time plus we have an 
election coming up, the problems 
with Covid and we’ve had all kinds 
of things go haywire this past year. I 
sure hope 2021 is a better year!

Good luck, and God Bless!

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

CONTACT US
Publisher/Advertising:

Mark Harmon
Phone: 417-548-2333

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 

2020 print media guide.
 www.joplinstockyards.com

AD DEADLINES

For subscription questions, 
please call 417-548-2333, 

ask for Mark Harmon. 

SUBSCRIPTIONS

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.

DOWNLOAD 

JRS MOBILE 

APP TODAY!

Visit us at I-44 & Exit 22
Carthage, Missouri 64836

If you wish to discontinue a 
subscription to Cattlemen’s News, 
please send request or address label to: 

Cattlemen’s News
Attn: Mark Harmon
PO Box 634, Carthage, MO 64836.
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Cattle
Receiving
Stations

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

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

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

Alvie Sartin 
Seymour, MO 
417.840.3272

FIND ONE NEAR YOU!

Stations

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

Other
I33 Missouri Beef Industry Council Representatives



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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With much of the country drier than ideal, optimizing feed 
resources are top of mind heading into winter. Even for 
those who enjoyed timely summer rains, the marginal eco-
nomics of the cattle business and rising feed costs continue 
to cause nearly everyone to search for ways to do more with 
less.

A recent article from Emily Andreini, Ph.D., in the Journal 
of Animal Science looked at a couple different approaches 
to efficiency. The primary research related to further under-
standing residual feed intake (RFI) with a secondary review 
of limit feeding.

For those less familiar with RFI it is a biological efficiency 
measure the beef industry continues to explore. In short, 
RFI is a comparison of what an animal actually consumes 
relative to predictions of feed intake, so smaller or negative 
numbers suggest a more biological efficient animal.

Initial RFI reports focused on simply sorting efficient and 
inefficient cattle. This approach focused on selecting low RFI 
heifers and sires to build efficiency into the herd. Building 
efficiency into a herd, like most traits, is not a short-term 
process.

Beyond simply selecting cat-
tle that eat less, researchers 
continue looking at factors 
related to RFI using advanc-
es in behavioral monitoring 
and individual feed intake. 
The same technology dis-
cussed for predicting calv-
ing, lameness or respiratory 
disease can be used to fur-
ther understand the mecha-
nism of efficiency.

Andreini and her University 
of California, Davis, cowork-
ers evaluated the effects of 
cattle movement and eating 
preferences on high and low 
RFI cattle. When comparing 
inefficient and efficient cat-
tle on full feed, the efficient 
group (Low RFI) consumed 
12% less feed.

The theory behind behav-
iors contributing to a 12% 
feed intake difference is 
comparable to “efficient hu-
mans.” Cattle that selectively 
consume greater amounts of 
energy-dense grains, relative 
to roughage, or “exercise” 
less should meet energy 
needs with less feed intake. 
While a logical model, in this 
report there were no dif-
ferences between efficient 
and inefficient cattle for diet 
preference nor lying activity. 

Less is More
Optimizing resources heading into winter

By Justin Sexten for Cattlemen’s News

DATA DRIVEN DECISIONS

One notable idea for those looking to develop starter feeds 
this time of year – both groups selected against the finest 
feed particles when on full feed. Diet ingredients less than 
0.15 inches were least preferred compared to larger rough-
ages and processed grains. Using this data consider starting 
low-intake or stressed cattle with a conditioned diet or pellet 
to ensure supplements are not sorted in the bunk.

When considering the role activity plays in efficiency, it 
is important to remember Andreini’s team monitored the 
number, frequency, and duration of lying events. With no 
differences reported, one can conclude there is no efficiency 
differences due to inactivity, or the activity when not resting 
is a more important factor.

The effect of feed restriction was the primary interest of the 
research. Whether limit-fed or program fed to a target ADG, 
previous work supports improved efficiency due to restrict-
ing nutrients in growing cattle. A similar approach in feedy-
ards seeks to optimize efficiency and performance, offering 
cattle just enough feed to leave crumbs the next day.

If limit feeding improves efficiency in average cattle, the 
research team wanted to see how metabolic efficiencies 
change when applied to the RFI groups. When cattle were 
limited to 75% of full feed, the differences in efficiency be-
tween groups expanded. When limit-fed, the maintenance 
requirements on inefficient cattle declined by 18% with a 
32% decrease observed for efficient calves.

The enhanced efficiency observed in low RFI cattle suggests 
there is opportunity to stack mechanisms. The selection pro-
cess for metabolically efficient cattle is a slow process, and 
the mechanisms are still unclear. However, the opportunity 
exists to begin building an efficient foundation into the ge-
netics of the cow herd.

For the backgrounders, this research focused on traits 
outside your purchase order, yet it reinforces what market 
reports clearly signal. The next segment in the supply chain 
seeks efficiency as “fleshy” cattle sell at steep discounts. 
The opportunity to do more with less stacking, feeding and 
management technologies exists regardless of the efficiency 
ranking when the cattle walk off the truck.

Justin Sexten is the Vice President of Strategy - Performance Livestock Analytics

*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



See product labels for complete product information, indications and application instructions.
©2019 Bayer, Shawnee Mission, KS 66201. Bayer (reg’d), the Bayer Cross (reg’d) and Clean-Up™ are trademarks of Bayer. I192273

Cattle infested with lice have shown a ~9.2% reduction in average 
daily weight gain1, which can reduce your operation’s ROI. 
Clean-Up II™ Pour-On Insecticide with IGR requires only one application
to treat biting lice, sucking lice and louse eggs (nits) before they hatch. 
Just one application can help save time and money from being sucked 
out of your bottom line.

Visit your retailer or CleanUpYourCattle.com to learn more.

Help protect your bottom line from sucking.

1Drummond R.O. “Economic aspects of ectoparasites of cattle in North America.” In: Leaning W.H.D., Guerrero J., eds. (1987).

The Economic Impact of Parasitism in Cattle; 9-24.
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analyzed for nutrient concentration,” Lalman said. “This will 
cost from $15 to $70 per sample, but can save hundreds, even 
thousands of dollars in some cases.”

Once you’ve determined nutrient requirements and a reason-
able estimate of the nutritional contribution of your hay/forage 
has been made, determining the supplemental needs of your 
cows is simply a comparison of the two. 

When feeding hay, Cosby says knowing if protein or energy is 
the first limiting nutrient is important. 

“We often look at the protein value to determine hay quality,” 
Cosby said. “However, with cool-season forages, 8% crude pro-
tein or more isn’t uncommon, so energy is usually the limiting 
nutrient for late-gestation cows.”

If you are grazing or feeding crop residue, Cosby said protein 
supplementation is probably necessary, particularly with corn 

stalks. Supplemental protein and energy 
come in a variety of delivery methods, 
each having pros and cons. 

For instance, liquids, blocks and tubs 
are best suited to supplement adequate 
quantities of marginal or poor-quality 
forages. They’re also convenient and can 
be used in expansive range conditions. 
Strategic placement of liquids and blocks 
can also help improve grazing distribu-
tion.

However, Cosby said liquids, blocks and 
tubs are not as effective for stretching or 
replacing forage shortages. 

“These products work to improve forage 
digestibility causing forage intake to 
increase, so adequate supplies of forage 
are still important,” Cosby said.

If you are feeding grains, meals or cubes, 
you can easily and accurately adjust the 

amount of supplement fed. Cosby said moderate fiber and ener-
gy supplements can extend grazing days before the state of hay 
feeding. However, he said delivering grains or cubes requires 
equipment, so you should calculate the total cost of the supple-
ment program, including equipment and labor delivered to the 
cow.

“Which supplemental feed you choose will depend on your sit-
uation,” Cosby said. “A large-acreage ranch with plentiful labor 
is more likely to call for a different supplement strategy than a 
small-acreage farm with minimal labor.” 

He suggests working with a nutritionist to determine the right 
supplement for your program.

Finally, don’t forget water.

“Daily water requirements for the non-lactating beef animal 
will run from 0.75 to 1.5 gallons per 100 pounds body weight 
or 6 to 12 % of their body weight,” said Oklahoma State Univer-
sity Emeritus Extension Animal Scientist Glenn Selk. “Water 
consumption is dependent on climatic conditions, feed types, 
production level and salt intake. Water is an important nutrient! 
Decreased intake can adversely affect health, production and 
growth.”

Drought conditions gripping the Four State Area have many 
ranchers scrambling to get their cows ready for winter. The 
Oklahoma Mesonet noted that a stretch of thirty days in late 
September through early October were the sixth driest on re-
cord for the state. Southwest Missouri was in the grips of severe 
drought according to the National Drought Monitor on October 
15.

Naturally, pasture and range conditions reflect the lack of rain-
fall. At the end of August, USDA counted 50% of the pastures in 
the region as good to excellent, a number that had fallen to 23% 
by mid-October. The percentage of pastures in poor to very poor 
condition had doubled over that time. 

Lack of grazing opportunities means ranchers will need to start 
feeding stored forages earlier than normal, and beef cattle 
nutritionists caution not to let your cows lose body condition 
heading into winter.

“Regardless of whether forage quantity 
or quality is the first limiting fact, you 
should implement a supplementation 
strategy before your cows’ body con-
dition score (BCS) starts to slide,” says 
N.T. Cosby, cattle nutritionist with Pu-
rina Animal Nutrition. “Dropping body 
condition is a lagging indicator of forage 
conditions – in other words, lost BCS 
means you’re already behind the eight-
ball. When cows start to fall below BCS 
6, it can negatively impact reproductive 
outcomes, so it is important to stay on 
top of nutrition and maintain body con-
dition.”

Even in good forage years, experts say 
about 40% of total operating costs for a 
cow-calf operation are associated with 
nutrition because purchased and har-
vested hay and concentrate feeds make 
up the majority of those costs. As such, 
the nutritional programs of cow-calf op-
erations often are a target to trim cost of 
production. Don’t do it, says Oklahoma State University exten-
sion animal scientist Dave Lalman. 

“Nutritional status of the cow is closely related to reproduc-
tive performance,” he says. “If too many corners are cut in the 
nutritional program, pregnancy and calving rate dramatically 
suffer.”

While you need to ensure you’ll have enough feed for your 
cows for the winter, it’s also important to know if your stored 
feed meets all of the nutritional requirements. If not, you’ll 
need to provide supplements. The only way to know what you 
have is to test your forages for quality.

“A forage test can help identify if different classes of stored or 
grazed forages require additional protein or energy supple-
ments,” Cosby said.

Lalman says forage intake is dramatically influenced by forage 
quality as well as forage availability, and both of these factors 
can vary dramatically from year-to-year and month-to-month. 

“The most accurate method to determine supplemental needs 
for cows that will primarily receive a hay diet is to have the hay 

Supplementation Strategies For Winter Cows
Making a plan heading into winter 

By Lisa Henderson for Cattlemen’s News

MANAGEMENT MATTERS





10      I     November  2020

Silver Linings
By Erin Hull for Cattlemen’s News

NETWORK KNOW-HOW

 I am a “Silver Linings” person. I do not know if it is a coping 
mechanism or a personality trait, but I always must find the 
good in a bad situation. I believe it is how I am able to accept 
the negative things that happen in my life. No matter the nega-
tive situation, I must find the positive.
  
“These times” have been tough on us all. No matter where you 
live, your life has been affected. It is so easy to be annoyed 
daily on how our lives are not like they were a year ago. It is 
so easy to fret about what tomorrow will bring and how we 
must accept the new changes and assimilate. I live in a state 
where masks are mandatory. I hate wearing a mask. Because 
of the mask rules, my daily movements are different. I no lon-
ger look forward to my weekly grocery shopping trip. I have 
stopped running into various stores to “pick up a few things”. 
The small joys in life seem to have been sucked out. This is 
particularly difficult to accept when the infected rate in my 
area is well below 1% and almost no one is being hospitalized 
for being sick. My kids’ lives are quite different than what they 
once were. Thankfully, they were in school Monday – Friday.  
Masks were mandatory for school and for sports. My daughter 
plays Junior Varsity soccer and wears a mask for 80 minutes 
per game, while running and sprinting what seems likes for 
miles. I cannot even stand to wear a mask in a store. I honestly 
think I would drop dead if I had to wear a mask to exert my-
self. I say they “were” in school Monday – Friday because one 
teacher has tested positive and that now means they are 100% 

“virtual” for two weeks. This means no more sports or extra-
curricular activities. In person school and extracurriculars are 
what made them happy. This means once again the positive 
things in their lives have been stripped from them.
 
But back to that first sentence… “I am a Silver Linings Per-
son”. It is so easy to look at all the things above and get over-
whelmed and feel that the negatives far outweigh the pos-
itives. But I just can not like that happen. So, what are “the 
silver linings” of “these times”?

1. My kids are teenagers and are home. Just a year ago, 
they would be in school during the week and at sports and 
Drama practice at night. I would see them for just a few 
minutes a day it seemed. With them home nearly full time 
now, I am able to chat and converse with them. I can see 
how they interact with their classmates and teachers via the 
never-ending Zoom meetings. These are experiences I never 
would have gotten a year ago. I will say my weekly food bill 
is sky high! Who knew a 16-year-old boy could eat an entire 
Sirloin steak, a half-gallon of chocolate milk, a baked pota-
to, an entire container of sour cream and a dozen chicken 
wings at one sitting and come back in an hour to scour the 
snack cupboard?!?! This kid is a bottomless pit!  

2. My husband is home. For the last 18 years, my husband 
has traveled for work. He generally leaves on a Monday and 
comes back home on a Friday night. We would see each oth-
er on weekends. Every weekend seemed like a never-ending 
chore list of things that needed to get done while he was in 
town. This was our life for 18 years. Since March, he has 
been home every week. Surprisingly, we learned that we 
truly do like one another. I will be honest… I was nervous 
that so much time together would be a negative, but it truly 
has solidified our relationship and we are all happy to have 
him home every night. The kids may not find our ridiculous 
sense of humor as funny as we do, but they will hopefully 
look back and smile at all the funny conversations we were 
able to have around the dinner table.  

3. Beef sales are up for our farm. As I have mentioned 
before, we direct market all our beef. For the last several 
years, we have had a solid customer base. We have custom-
ers who are loyal and love our beef. We love these cus-
tomers. “Theses times” made my phone ring off the hook. 
We have gained many new customers and we could not 
be happier about it. Any time we can provide healthy and 
wholesome food to a family, my heart is happy.  

4. Consumers are understanding where their food comes 
from. When news broke that there were issues getting food 
to grocery stores, the general population took notice. Never 
in recent times have Americans gone to the store to find 
empty shelves. We are spoiled as a country. We have con-
sistent food production. When people arrived at the store 
to see the dairy shelves bare or the meat coolers empty, 
they took notice. It made them think about how their food 
is produced and where it is coming from. This was a big eye 
opener for most and I hope it is a lesson that will stick with 
them moving forward.  

5. Life has slowed down a bit. My life is busy. My life is ri-
diculously busy. With the kids home and my husband home, 
my day to day activities have been lightened and I am no 
longer running around like a chicken with its head cut off. It 
is genuinely nice for everyone who resides under this roof.  

I will never say that “these times” are better than the “old 
times”. What I will say is that the “Silver Linings” are what 
make everything worth it and make us appreciate what we 
have.
  
What are your “Silver Linings”? I am sure they are all amazing 
and are what make you smile when you lay your head down at 
night. Next time you face a rotten situation, remember to find 
whatever “Silver Lining” you can.
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The Purina® Plus program validates complete nutritional status,  
as well as other components key to a successful transition.

With Purina® Plus calves, you’re getting 
elite nutrition, plus so much more

Purina® Plus calves are:  

 + Fed Purina® starters with 
RX3® Immune Support 
Technology at weaning 

 + Weaned and on feed for  
a minimum of 45 days  
prior to sale 

 + Vaccinated with robust 
protocols 

 + Given internal and external 
parasite control

 + Managed with Beef Quality 
Assurance guidelines in mind

A successful weaning program focuses on transitioning 
healthy calves from the pasture to the feedlot as 
efficiently as possible. That’s exactly what the Purina® 

Plus program aims to do. Producers buying or selling 
Purina® Plus cattle are producers who see the value 
in progressive management strategies, sound health 
protocols and elite, complete nutrition. 

The Purina® Plus program is designed to give calves 
all the nutrients they need, meeting requirements for 
protein, energy, fat, minerals and vitamins. Plus, all 
calves are fed a Purina® starter feed with RX3® Immune 
Support Technology, which helps prepare the immune 
system to support overall calf health and primes calves 
for a healthy future.

For more information contact a 
Purina Sales Representative:

Mark Grotheer, (417) 825-3570  mdgrotheer@landolakes.com 

Tod Wideman, (573) 760-2025  tawideman@landolakes.com 

Dr. N.T. Cosby, (573) 590-0270  ncosby@landolakes.com
Brady Klatt, (715) 566-3706  bklatt@landolakes.com

Invest in calves that come with a history of  
high-quality nutrition, health and management  
with the Purina® Plus program.
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MAHCattle.com • 800-521-5767  
© 2020 Intervet Inc., doing business as Merck Animal Health, a subsidiary of Merck & Co., Inc. All rights reserved. US-SFG-200400001

 1 Reinhardt CD, et al. A fenbendazole oral drench in addition to an ivermectin pour-on reduces parasite burden and improves  
feedlot and carcass performance of finishing heifers compared with endectocides alone. J Anim Sci. 2006;84(8):2243-50.

2Merck Animal Health National FECRT Database.

Add Safe-Guard® (fenbendazole) when you deworm to take out  
the profit-eating parasites that your ivermectin alone just can’t.1

If you’ve only been using ivermectin (or any other kind of -ectin), it’s time to add a dewormer from a different  
class to your protocol. Because you’re leaving resistant parasites in your cattle – and potential profit on the table.  

By adding Safe-Guard, you can kill more of those microscopic monsters than you can with ivermectin alone.2 
This different-class dewormer is one more way Merck Animal Health Works for you.

B I T E  B AC K  AT  S A F E G U A R DWO R K S .C O M

Nematodirus (shown here), also known as the thread-
necked intestinal worm, is an unsightly parasite that causes 
infections marked by diarrhea and loss of appetite − both 
of which open the door for other internal parasites to cause 
even more damage.

IMPORTANT SAFETY INFORMATION | RESIDUE WARNINGS:  
Safe-Guard Paste and Suspension: cattle must not be slaughtered 
within 8 days following last treatment; Mineral and medicated feed 
products: 13 days; EN-PRO-AL Molasses Block: 11 days; Protein 
Block: 16 days; For dairy cattle, the milk discard time is zero hours.  
A withdrawal period has not been established for this product in  
pre-ruminating calves. Do not use in calves to be processed for  
veal. For complete information, refer to the product label.

51279_Safe-Guard_FullPg_Nematodirus_CATTLEMENS NEWS_FA2_ps.indd   151279_Safe-Guard_FullPg_Nematodirus_CATTLEMENS NEWS_FA2_ps.indd   1 5/21/20   9:51 AM5/21/20   9:51 AM

Deworming has a profound effect on cattle health and performance. Com-
pared to other animal health technologies, such as implants, pharmaceuticals, 
feed additives, etc., dewormers have the greatest economic impact on the cow/
calf and stocker segments based on an Iowa State University study.1

 
It demonstrated cow/calf producers can add $274 per head of value through 
animal health technologies. Of that $274, $201 was a result of deworming. For 
stockers, $24 of the $95 per head impact of animal health technologies was due 
to deworming. 

Proper Fall Deworming Keeps 
Cattle Parasite-Free Over Winter 
By Grant Crawford, PhD, Associate Director Cattle Technical Services, Merck Animal Health

MANAGEMENT MATTERS

Cattle free from parasites will have better 
feed intake, average daily gain, milk produc-
tion, as well as a positive immune response to 
vaccines and diseases.2,3

 
Fall deworming can result in cattle being 
worm-free over the winter months in areas 
that have a hard frost. This means cattle will 
be able to better utilize nutrients. This is espe-
cially critical for cows in their second or third 
trimesters of pregnancy. Nutrients can more 
effectively go towards fetal development 
and keeping the cow in good body condition, 
which impacts her ability to raise a healthy 
calf and rebreed.2

 
Deworming now sets the foundation for the 
cow herd’s performance in the spring. It also 
positively impacts weaned calf health and 
performance. 

It’s important to keep these points in mind 
when fall deworming:

1) Not all dewormers are created equal. If 
you’re only using an endectocide, such as 
ivermectin, you may only be getting half 
of the reduction in worms necessary for 
effective deworming.
 
Merck Animal Health maintains the 
world’s largest Fecal Egg Count Reduction 
Test (FECRT) database to monitor field use 
efficacy of dewormers approved for use 
in U.S. cattle. The goal to ensure proper 
parasite management is a 90 percent or 
more fecal egg count reduction following 
deworming. See Table 1.

FECRT results show with an endectocide 
pour-on product only, a mere 51 percent 
efficacy was attained. Nearly half of the 
eggs remained 14 days after receiving the 
pour-on. Using Safe-Guard® or Panacur® 
(fenbendazole), nearly 100 percent effica-
cy was obtained. 

2) Deworming cattle doesn’t have to re-
quire gathering and putting cattle in a 
chute. Using feed and mineral forms of 

Continued on next page
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Safe-Guard – such as range cubes, dewormer blocks or 
mineral – require relatively little time and labor and are 
highly effective.

3) Work with your veterinarian to do FECRT testing 
annually. Fall is a good time to do this. It is important 
that 20 samples are taken both at treatment and 14 days 
post-treatment. If there is less than a 90-percent reduc-
tion in fecal egg count, a Polymerase Chain Reaction (PCR) 
test – which is a DNA-based test – should be conducted 
to determine which parasites remain. These tests are not 
expensive and will give you insight into the parasite load 
and effectiveness of your deworming program. 

Consult your veterinarian for assistance in diagnosis, treat-
ment and control. Learn more at SafeGuardWorks.com.  

IMPORTANT SAFETY INFORMATION | RESIDUE WARNINGS

SAFE-GUARD Paste and Suspension: cattle must not be 
slaughtered within 8 days following last treatment; Mineral 
and medicated feed products: 13 days; EN-PRO-AL Molasses 

Block: 11 days; Protein Block: 16 days. For dairy cattle, the 
milk discard time is zero hours. A withdrawal period has not 
been established for this product in pre-ruminating calves. 
Do not use in calves to be processed for veal. For complete 
information, refer to the product label.

1. Lawrence JD, Ibarburu MA. Economic analysis of pharmaceutical 
technologies in modern beef production in a bioeconomy era. 2007. 
Iowa State University. Available at http://fs-1.5mpublishing.com/beef-
sustainability/SBRC-Economic-Analysis-2007-Prices.pdf

2. Smith, R. A., Rogers, K. C., Huse, S., Wray, M. I., Brandt, R. T., 
Hutcheson, J. P., Nichols, W. T., Taylor, R. F., Rains, J. R., & McCauley, 
C. T. (2000). Pasture deworming and (or) subsequent feedlot deworm-
ing with fenbendazole. I. Effects on grazing performance, feedlot 
performance and carcass traits of yearling steers. The Bovine Practi-
tioner, 34(2), 104-114.

3. Safe-Guard/Panacur Deworming Strategies for Dairy Cattle. Dairy 
Monograph. Intervet. 

Copyright ©2020 Intervet Inc., d/b/a Merck Animal Health, a 
subsidiary of Merck & Co., Inc. All rights reserved.
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Usually, at this time of year, I encourage folks to start making 
plans to attend agricultural conferences, meetings, or events, 
many of which are held over the winter months. These events 
provide a great opportunity for folks to access continuing 
education, network with others, and get involved in their 
industry. However, due to COVID19 – the landscape of these 
events will not be the same. The pandemic has changed our 
routine and created uncertainty. According to John Maxwell, 
an international leadership expert, uncertainty is the hardest 
for individuals to cope with.
 
“With bad news, you can do something about it, make a plan,” 
notes Maxwell, “but uncertainty keeps you hanging, you are 
left without knowing what to do.”
 
What can we do to make the best of the situation? With many 
face-to-face events canceled or completely postponed until 
sometime in 2021, what are some ways that you can continue 
to stay involved in the industry, continue learning, and con-
nect with others?

Participate virtually 
The experience is not the same, I can attest to that after par-
ticipating in numerous virtual conferences over the past six 
months, many of which I had planned to attend in-person. 
You can’t visit with attendees during the coffee break or make 
plans to join fellow cattlemen for a steak supper after a long 
day of meetings, but you can still access great information. 
For many of the virtual conferences, the price has been great-
ly reduced and oftentimes, registration is free, encouraging 
participation during these unprecedented times.
 
I can also attest that one can get “webinar weary” staring at 
a screen for many hours leading to a loss of interest. Attend-
ing an all-day conference online is not the same as in person 
– it requires a different commitment. I encourage producers 
to review the agenda ahead of time, circle a few of the key 
presentations, and challenge yourself to listen intently to the 
ones that most interest you. You will gain more being engaged 
for a few sessions rather than your mind wandering and eyes 
getting blurry trying to listen to all the sessions.
 
 If you are not tech savvy fortunately most of the conferences 
and programs which have shifted to a virtual format have 
used straight-forward and user-friendly technology. Most 

are set up where you can only view the speaker and/or their 
slides and submit questions through a chat box. Only a select 
few I have participated in were set so others can also view 
you sitting at your computer. These were usually meetings 
with smaller audiences or where interaction and discussion 
were encouraged. 

If something comes up in your schedule, resulting in you 
missing the live-version of the virtual event, many organiza-
tions have recorded at least some if not all the educational 
sessions allowing you to access them at a later time and date 
that works in your schedule. The recordings can usually 
be accessed on the organization or company website or if 
pre-registered, you may receive an email with a link to the 
recording.
 
The shift our industry has been forced to make due to the 
pandemic was unexpected but many associations, organiza-
tions, and companies have stepped up to the plate and done 
the best they can to keep open lines of communication and 
offer education on key topics.
 
Dip into the wish list
We all have a wish list whether it’s on paper or in our mind 
we never seem to get to. Maybe now is that time. Consider the 
hours of windshield time it took to travel to the state cattle-
men’s convention or the monthly local farm bureau meetings, 
which are not occurring this year due to COVID. What are 
you doing with that extra time? Is there something you can 
pull off your wish list to devote this newly acquired time to? 
Maybe it’s reading that book you have on the corner of your 
desk or going back through bull sale catalogs from the spring 
to study pedigrees, or watch a series of webinars on a topic of 
your interest – all things that you didn’t seem to have that ex-
tra time for last winter. Cherish this opportunity to continue 
to broaden your skillset, keep yourself engaged, and feel good 
about striking that activity off your wish list.

Reach out 
Deemed essential, agriculture has not been impacted with 
lockdowns or changes in business practices like some indus-
tries have. Yet, fewer events are occurring, some people need 
to isolate themselves due to their age or a family member 
who might be at high risk, or their employer does not want 
them mingling with groups of people. Who is someone you 
haven’t seen or heard from in a while? Give them a call, send 
them an email, text, or video chat? Take the time to check in 
with them as they may be dealing with added stress, isolation, 
or loneliness, and hearing your voice may be just what they 
need today. Discuss a topic other than the virus – cattle man-
agement practices, new technologies adopted, etc.

COVID-19 has thrust us into a “new normal.” However, focus-
ing on actions and thoughts that are intentional, planned, and 
purposefully allows us to maximize our abilities and out-
comes during times of uncertainty.

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

By Eric Bailey for Cattlemen’s News

MANAGEMENT MATTERS

Diseases of the respiratory system are a significant cause of 
illness and death in growing cattle. I speculate that dealing 
with sickness and death is a factor keeping producers from 
backgrounding calves. Now is an excellent time of year to 
buy weaned calves, as the markets are flooded with new-
ly-weaned, spring calves. Sickness and death are real concerns 
when getting into the backgrounding business because we 
lack a definitive on-farm case definition for bovine respiratory 
disease (BRD). In simpler terms, we do not have a definitive 
test to determine if a calf is sick with BRD.
   
The lack of a definitive test for BRD has always stuck out be-
cause of research conducted at Kansas State University while 
I was in graduate school. A product designed to reduce rumen 
acidosis (a nutritional disorder) was administered at process-
ing to high-risk cutter bulls trucked from Texas. Fewer calves 
dosed with the product (22% treated) were treated through-
out the experiment than calves not dosed with the product 
(32% treated). Trained personnel were unable to distinguish 
between calves suffering from BRD and calves suffering from 
rumen acidosis. If you think about the classic symptoms pre-
sented (anorexia, altered posture, rapid breathing), you will 
find several that overlap between the two diagnoses.
   
Understand, this was a relatively unique case. Calves would 
be considered high-risk calves by most. Of the 645 calves 
received, 501 were bulls. They were lightweight (443 pound 
average) upon arrival and trucked a long distance. Additional-
ly, they were fed a diet that was 60% rapidly fermentable grain 
(36% steam flaked corn and 24% high moisture corn) upon 
arrival. We are not likely to see rumen acidosis at this rate 
under standard Missouri backgrounder management practic-
es. If your ration has less than 40% grain, your risk of rumen 
acidosis in backgrounding operations is small. 
 
The point I am driving at is that we need to do a better job of 
making objective decisions about treating sick calves. Pulling 
calves, capturing in a squeeze chute, and taking a rectal tem-

perature is not feasible in all situations. Remember, 
the average rectal temperature for cattle is 101.5 
degrees Fahrenheit. I have used either 103.5 or 104.0 
degrees as criteria for treatment, when feasible. How-
ever, if you are in a situation where a rectal tempera-
ture is not feasible, look at other indicators that calves 
are sick.

An obvious place to start is a willingness to come to 
the feed truck. The calf standing off by itself is an obvious 
candidate for a closer look. Attraction to a feed truck may 
not be feasible in a pasture, though, so focus on the following 
indicators. Does the calf have discharge (mucus) in the eyes 
and nose? Is the nose discharge clear or milky? While I have 
seen plenty of healthy calves with milky snot, I still like to start 
there to give a calf a close look.

The next indicator is a cough. Is the cough dry and shallow or 
wet and deep? A dry, hacking cough does not concern me, es-
pecially if conditions are dusty or the ration is dry. A wet, deep 
cough is a cause for concern. What is the posture of the calf? 
Are they standing normally, or are they hunched over, per-
haps with the neck extended? This indicator usually goes hand 
in hand with their breathing rate. Is the calf breathing normal, 
or are they taking shallow, rapid breaths? Is the head droopy? 
Are the ears droopy? Does the calf look gaunt?
  
I recommend combining these indicators (mucus, cough, 
posture, breathing, appearance) and only treating if you see 
multiple sickness indicators. In my opinion, the droopy head 
or ears are important. Calves are prey animals and will at-
tempt to hide illness from perceived predators (us). If they are 
unwilling to hide illness when we are “eyeing” them, that tells 
me that the calves are ill.

If possible, try to keep records of calves treated and the symp-
toms you treated based off of. If you find that many calves re-
quire a second (or third) treatment, perhaps the calves should 
be treated sooner or based on fewer indicators. Try to use data 
and records to help make your health program successful. 
Backgrounding can be a lucrative business but requires a dif-
ferent skill set than cow-calf production. Do not let that keep 
you from diversifying in the cattle business.

Eric Bailey, PhD, is the State Beef Extension Specialist and Assistant Professor of  Animal 
Science at the University of Missouri
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Navigating the Future
53rd Annual Missouri Cattle Industry Convention 

By Macey René for Cattlemen’s News

INDUSTRY NEWS

While events across the world are being cancelled, 
postponed or virtualized, one anticipated state agricul-
tural tradition remains. Preparation for the Missouri 
Cattle Industry Convention & Trade Show is in full 
swing to ensure Missouri producers have access to the 
important networking and educational opportunities 
that comprise it. General sessions, keynote speakers, 
trade show vendors and entertainment fill the schedule 
and prove there is something for everyone at the indus-
try event of the year. 

The 53rd Annual Missouri Cattle Industry Convention & Trade 
Show is scheduled for Friday, January 8, through Sunday, 
January 10, 2021, at the Margaritaville Lake Resort in Osage 
Beach, Missouri. This year’s theme is “Navigating the Future.” 
After unprecedented circumstances in our global and nation-
al economy and cattle market, many producers are eager to 
learn how they can strengthen their position within the indus-
try. This event is crafted to help them do just that.

“Our annual convention and trade show are an opportunity 
for our members to connect with one another and industry 
professionals and discuss new technologies, policies and issues 
that affect their daily lives,” said Missouri Cattlemen’s Asso-
ciation Executive Vice President Mike Deering. “Our goal for 
this event is to ensure that our producers are equipped with 
the skills, information and resources they need to successfully 
operate, especially after a year full of unprecedented econom-
ic events and uncertainty. From our trade show and informa-
tional workshops, to policy meetings and award receptions, 
our three-day convention is jam packed full of learning, net-
working and enjoyment for all 
in attendance.”

Special guests will be an-
nounced closer to convention, 
but attendees can expect to hear 
from industry leaders involved 
in policy, marketing and ad-
vocacy, to name a few. Also on 
the convention agenda are the 
Cattlemen’s Education Series, 
formerly known as Cattlemen’s 
College; the Missouri Beef 
Queen Contest; MCA, MBIC and 
Missouri Cattlewomen’s Associ-
ation meetings; a large produc-
er-focused trade show; a series 
of informative producer panels; 
and the annual convention ban-
quet, including the granting of 
awards, queen coronation and 
a prime rib dinner. New this 
year, Friday’s MCA Board Meet-
ing and Policy and Resolution 
Committee Meetings and Sun-
day’s MCA Annual Meeting will 
be offered virtually via Zoom 
for participants unable to attend 
in person. 

“This convention is an excel-
lent opportunity to learn not 
only what is happening in the 

industry on the policy and advocacy side, but also to learn 
on the consumer and checkoff side what the dollar is doing 
to help drive demand for beef,” said Missouri Beef Industry 
Council Executive Director Mark Russell. “It’s so important 
for stakeholders to understand the importance and value of 
the dollar and its return on investment. There will be several 
sessions focusing on what checkoff dollars do for large and 
small farmers and ranchers and how they can take advantage 
of opportunities to access funding to help promote beef locally, 
including an exciting new What Your Dollar Does in Missouri 
grant. Attend our sessions at convention to learn more!”

Interested attendees are encouraged to register before De-
cember 11 to qualify for the early-bird price of just $150. 
Accommodations are available at the Margaritaville Lake 
Resort and at neighboring hotels. To be part of the convention 
as a sponsor or vendor, call (573) 499-9162 ext. 235. For more 
information or to register for the 53rd Annual Missouri Cattle 
Industry Convention & Trade Show, visit mocattle.com, click 
Meetings & Events and Annual Convention and Trade Show, 
or https://www.mocattle.org/meetings-events/annual-conven-
tion-trade-show/convention-form. 
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Paperwork is no one’s favorite task. Very few people look 
forward to inputting data into the computer or going through 
receipts and trying to remember calving and vaccination 
dates. Yet, tedious as record keeping can be, it is vital to good 
farm management. Farms that are well managed are farms 
that are profitable, meet their goals and provide strong pride 
of ownership.

There are several reasons to keep records, not the least of 
which is financial (taxes, lender requests, etc.). Other import-
ant reasons include production decisions and goal measure-
ments.

If you’ve been in the agricultural business any length of time, 
you are more than aware of the importance of a lender to 
your operation and what that lender requires of you. At least 
once a year, he or she will ask to see your balance sheet, 
income statement and tax returns. Keeping your records 
updated makes that request easier to fulfill and can help your 
lender make decisions on your requests easier and quicker.

Wesley Tucker, with University of Missouri Extension in 
Bolivar, says to use those records to learn more about your 
business, not 
just as a to-do 
list for the CPA 
or lender.
 
“Take time to 
do your bal-
ance sheet at 
the beginning 
and end of 
each year,” 
said Tucker. 
“Then, put 
those numbers 
with the Sched-
ule F tax form 
and learn how 
your business 
is really doing. 
Simple forms 
are available 
that will tell 
you what information to use from the Schedule F and bal-
ance sheets to calculate your financial ratios (i.e. profitability, 
liquidity, solvency, repayment capacity and financial efficien-
cy). The changes in these measures from year to year will 
let you know if your farm is headed in the right direction to 
achieve your goals.”

Keeping up with production records – birth and weaning 
weights, calving intervals, veterinarian visits and treatments 
– can also help you in making decisions for the farm. Most 
cow-calf producers, if they were honest with themselves, 
have those one or two favorite cows that they keep on each 
year, regardless of having raised a calf or not. Keeping re-
cords helps us look at our cows more as employees, than 
pets. If we document how that cow’s production each year, 
when it comes time to downsize due to drought or other cir-
cumstances, it makes it easier to make the decision on which 
ones to “fire”. Seeing the numbers in black and white helps 

Good Records = Good Farm Management
Achieving your farm goals  

By Jessica Allan for Cattlemen’s News

TRENDING NOW

keep us honest, says Tucker. Using some type of system to 
rank your cows makes it easier to cull the bottom 15% when 
we need to downsize, he says.

The question we all have, though, is how often should I up-
date my records? As stated above, the beginning and end of 
each year is a good place to start for your financial records, 
especially as it coincides with your tax return dates. Eldon 
Cole, also with the University of Missouri Extension, states 
that making changes regularly as you make changes to the 
farm (i.e. sell or buy, make improvements, add or remove 
businesses) makes the process easier at year end. Tucker 
agrees and states that updates should be made as often as 
possible; making entries regularly makes it more palatable 
than binge working on them when the information is need-
ed.

The same can be said for your production records. As calves 
are born, weaned and sold, record the information then and 
there. When the cattle get sick and are treated, mark it down. 
If you keep back heifers, keep track of which cows produced 
those heifers. You cannot manage that which is not mea-
sured, says Tucker.

So, are there better or worse ways to 
keep track of records? Tucker states 
that there are very few programs 
yet available that measure both 
financial and production records, 
but there are several that do either 
one or the other. Use one that will 
give you the information you intend 
to use, says Cole. The best system in 
the world is worthless if you don’t 
feel comfortable using it, according 
to Tucker. He also says don’t feel 
pressured into going computerized 
either. For some, using a computer 
makes keeping records easier, but 
for others it just complicates the 
issue. A good old-fashioned ledger 
works just as well if that is what you 
are accustomed to, Tucker says.
  
Some farmers put together their 

own system, like Bark Renkoski, a cow calf producer in 
Purdy, Missouri. He wants to know which cows perform and 
which do not, so he keeps track of breeding, calving and sale 
records. He also keeps his records updated to make tax sea-
son easier and to have handy for his lender. For him, updat-
ing his records at calving season (twice a year) works well, as 
does keeping his records on paper.

In summary, using records, both financial and production, 
can help a producer manage their farm towards the comple-
tion of the farm’s goals. Seeing how your farm is producing, 
in black and white, helps you see what next steps the farm 
needs to take. And, as Cole states, good records can give you 
a sense of satisfaction and confidence that you’re on the right 
track as a successful business.

Jessica Allan is a commercial and agricultural relationship manager and lender with 
Guaranty Bank in Carthage and Neosho, MO. She and her husband live in Jasper 
County and maintain a cattle herd with her parents in Newton County.
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Be Prepared to Counter the False Narrative 
That Saturated Fats are Bad  
By Gregory Bloom for Cattlemen’s News

TRENDING NOW

This month’s edition of Cattlemen’s News focuses on being 
prepared for anything… 

In my experience selling beef and training people on how to 
sell beef, I come across many different types of people with 
various backgrounds. I work with chefs, dietitians, nutrition-
ists and buyers for universities and hospitals. Very commonly 
I have to defend beef’s nutritional qualities and the notion 
that saturated fats are unhealthy.

Even my own personal doctor, whom I respect and listen to 
much of his advice for my health, believes that meat consump-
tion is to be limited and even avoided. You very likely have 
encountered the same with your physician. Most of those in 
the healthcare field were taught to avoid red meat and high 
saturated fat foods while studying in college, and those dis-

criminatory tones still prevail in 
their practical advice to their pa-
tients. 

To help you be better prepared to 
counter the false narrative that sat-
urated fats are bad for your health, 
I called my friend Nina Teicholz 
and asked her about the fight she’s 
been battling for years. Of course, 
Teicholz’s best piece of advice for 
us is to read her book. 

You’ve likely heard of Teicholz, or 
at least of her book, “The Big Fat Surprise: Why Butter, Meat 
and Cheese Belong in a Healthy Diet.” But, have you read 
her book? If not, I’d strongly encourage you to order it, read 
it and use it as a reference book for years to come. I’ve used 
Teicholz’s book countless times over the past few years to help 
persuade many in the health care industry that saturated fats 
are actually good for us. 

On my phone call with Nina this month, she reiterated her 
constant call-out that saturated fats aren’t the issue with our 
national poor health problem. Teicholz has been working 
overtime this year to ensure that the newest U.S. Dietary 
Guidelines Advisory Committee (USDAC), use a science-based 
approach when making their updated national advice for our 
eating regimen. You can read about Nina’s work at The Nutri-
tion Coalition (TNC) by going to nutritioncoalition.us.  

Recently, the Nutrition Coalition released the following update 
on the USDAC’s forthcoming recommendation:

The Nutrition Coalition (TNC) submitted its public comments 
to the USDA regarding the final expert report by the 2020 Di-
etary Guidelines Advisory Committee. The 2020-2025 Dietary 
Guidelines for Americans, due out at the end of this year, will 
be based on this report. TNC expressed concerns about USDA’s 
lack of adherence to a rigorous, verified methodology for its 
scientific reviews, as recommended by the National Academies 
of Sciences, Engineering, and Medicine (NASEM) in two Con-
gressionally-mandated reports in 2017. The NASEM also made 
recommendations to increase transparency and manage bias in 
the DGA process, but the USDA did not adopt this advice. TNC 
noted that these recommendations are standard features of 
any high-quality scientific paper, and stated that a report upon 

which the health of the nation depends should also uphold these 
basic standards of good science, in order to ensure a policy that 
is trustworthy and reliable. TNC also noted that the 2020 DGAC 
Report does not comply with the law; for instance, it does not, in 
many scientific reviews, reflect the “preponderance of scientific 
and medical knowledge which is current at the time the report 
is prepared.”

So, it seems rather obvious that despite the excellent work of 
The Nutrition Coalition, Teicholz and many others, we are not 
going to see a top-down informed, science-based recommen-
dation for years to come, if ever. We must work from the bot-
tom-up and be equipped ourselves to counter the entrenched 
belief that we need to limit our meat consumption.

This summer I decided to lose some weight, try to feel bet-
ter and improve my eating habits.  Various diets of the past 
had all failed. I was constantly hungry on past attempts at 
regimented weight loss. In June, I stared eating the keto diet 
plan, which has various forms, but in essence, I cut back on 
my carbohydrates and sugar intake,  eating mostly proteins, 
some dairy and certain vegetables. Eating keto is much more a 
lifestyle than a diet. Since June, I’ve lost nearly twenty pounds 
and two inches off my waistline, but even more dramatic has 
been my increased energy level. I am no longer tired every 
day in the afternoon, I have much better mental clarity and 
I just feel a whole lot better 
overall.  

I asked Teicholz about my expe-
rience and positive results with 
eating keto, and she said my 
experience is very common. 
Teicholz’s message to all is for 
us to cut back on carbohydrates 
and sugars. 

“Eat bacon for breakfast, not 
bagels,” she emphatically 
states.  

My own personal experience 
with eating a high saturated fat 
diet along with the excellent 
work that Teicholz has done 
with her book and at The Nutri-
tion Coalition has equipped me, 
at the grass roots level, to fight 
the false saturated fats narra-
tive, with the people I encoun-
ter every day.

So, I leave you with the charge 
to prepare yourself for any-
thing in 2021, starting with 
what’s best for your own 
health. Read Teicholz’s book 
and spread the word.

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

Nina Teicholz Angus. 
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Preparing for Winter on the Farm
Plan now before it’s too late

By Eldon Cole for Cattlemen’s News

MANAGEMENT MATTERS

When I think about preparing for winter on the farm I natu-
rally think of cattle and the needs they may have in the com-
ing months. Since this part of Missouri is right in the middle 
of the designated drought area, feed and water concerns are 
significant.

There was a lot of hay and haylage put up in the spring and 
early summer. However, many have been feeding hay already 

and old, reliable fescue for winter stockpiling, isn’t going to be 
able to help this winter.

Thus, inventory your hay closely for quantity and quality. If 
your cattle herd size and hay supply don’t match, start looking 
for hay, or cull those cows you’ve been looking for an excuse 
to sell. Remember, they are the old, open and ornery ones.

You might also want to check your 
method of feeding hay this winter. Bale 
rings take a lot of abuse and if you use 
rings, make sure they’re in good shape. 
It’s been shown that sloppy bale feeder 
management may waste one-third of 
your hay. Unrolling just enough hay 
to meet your cattle’s nutritional needs 
based on production status, age and 
body condition may make a difference 
in whether you need to buy hay or not.

Water may be even more critical this 
winter if you rely on ponds or small 
streams. If you have wells and automat-
ic waterers make sure they’re in good 
shape before that first, near zero-degree 
night sneaks up on you.

As you work cows or stockers this fall, 
be sure to remove old fly tags that were 
likely put in back in May. This may 
seem like a trivial item, but it does help 
prevent pesticide resistance buildup in 
flies.

While the cows are in the chute, replace 
missing ear tags so every animal can be 
identified. The exceptions are if they’re 
individually identified with a legible 
freeze or hot iron brand, or if they are 
EID tagged.

Individually body condition score (BCS) 
some of your breeding females to ball-
park your herd’s condition going into 
the winter. Periodically, look up the 
same animals to see if the cow’s nutri-
tion levels are adequate. I prefer ma-
ture cows to be in the BCS of 5 as a mini-
mum if they’re due to calve in February. 
Cows that score “5” may show a little 
back bone and possibly the last pair of 
ribs or two. A 6 BCS will not show any 
ribs and have a smooth appearance 
from end-to-end. Animals under a 5 will 
be slower returning to heat and will not 
milk adequately.

I encourage you to shop around for the 
best feed source to supplement your 
limited hay supply. That supplement 
may be alfalfa hay, corn gluten feed, or 

Continued on next page



shelled corn. Remember one pound of corn basically replaces 
two pounds of hay or more if it’s sorry, late cut hay.

Finally, prepare the cattle to cope with internal and external 
parasites. Don’t wait until cattle start rubbing their hair off 
in February to begin a preventive treatment program for lice. 
Work with your veterinarian to create a workable and eco-
nomical parasite control program.

Get serious about sorting your various classes of cattle. Don’t 
be guilty of running 6 BCS, spring calvers with fall calving, 
first calf heifers. Their nutritional needs are certainly differ-
ent. Check with an extension field specialist in livestock if 
you have questions about requirements for various classes of 
cattle. 

Put it 
on the 

calendar!

Value

Added 

Sale

Sale Date:
Jan. 7

Wean Date:
Nov. 24

In closing, I’ll put in a plug for you to select a few educational 
meetings to attend. Of course, I’m biased and encourage you to 
attend for a chance to learn research-based, unbiased infor-
mation. Don’t attend because they’ll have the biggest and best 
steaks on the menu. Several of our meetings will be held via 
virtual, Zoom or computer methods. If you can’t access them, 
let extension specialists know and they’ll help get you infor-
mation.

Eldon Cole, field specialist in livestock, University of Missouri Extension, 
headquartered in Lawrence County
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Make a Farm Business Plan Before Death or Illness Strikes
Here are things to include in a farm business plan to allow work to continue in times of crisis

By University of Missouri Extension

TRENDING NOW

Here are things to include in a farm business plan to allow 
work to continue in times of crisis.
 
The value of a farm business plan becomes clear when sudden 
illness strikes, says Joe Horner, Univer-
sity of Missouri Extension agricultural 
economist.

A farm business plan forces people to 
think things through. A farm’s busi-
ness plan formalizes what is in owners’ 
heads, Horner says, and it serves as an 
operation manual if an owner becomes 
ill or dies. The plan can guide surviving 
workers and decision-makers.

Still, Horner says some farmers don’t 
write a plan because they find the task 
daunting. 

“Make it easy,” he says. “Start with a 
simple plan and revise it. A two-page 
plan is a fine place to start.”

“One can divide a farm business plan 
into two parts, sort of like a front and 
backyard,” Horner says. “The formal 
portion of the farm business plan is 
what you present to outsiders, sort of 
like a front yard. The appendix to the 
business plan is more like a backyard, 
where you store and park stuff you 
might need someday.”

What to include in appendix
As farms grow, employee turnover and 
training become bigger issues. Writ-
ten standard operating procedures are 
increasingly common on farms. The 
appendix of a business plan is a good 
place to store and refine those SOPs.
To save time when someone new steps 
into management, provide contact 
information for key service providers 
such as seed dealers, chemical applica-
tors, veterinarians, nutritionists, repair 
and parts sources, bankers, lawyers, 
and insurance providers.

Also, include contact information for 
service providers who are used less fre-
quently and may not be in the recently 
paid bills file, such as the well service 
company, fence builders or a painter for 
the grain bins.

“Your business plan appendix can be 
a catchall for all of that information 
swimming around in the back of your 
head, or those notes written on a scale 
ticket or piece of scrap paper in your 
wallet,” Horner says.

Include calendars and checklists in the appendix. Note im-
portant dates such as lease renewals. Add copies of documents 
such as leases, permits, security agreements and depreciation 
lists.
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On family farms, several members may jointly own a piece of 
equipment. Write this down to help prevent misunderstand-
ings among family members in the event of one party’s death.

Inform others of plan
When finished with the plan, make sure key members of your 
organization and family know where to find it.

Also, share a copy of the formal part of 
the business plan with trusted lenders. 
The plan is a useful tool for bankers to 
document their files when called upon 
to make quick loan decisions if, for 
example, you want to bid on land or 
machinery at an auction.

The goal of a business plan should be 
to make life less stressful, Horner says. 
Don’t wait to create a perfect business 
plan. 

“It is better to create a dog-eared, work-
in-progress business plan that reflects 
practically who, where, when, why and 
how your farm business thrives,” he 
says.

Horner and other MU Extension spe-
cialists offer free assistance with farm 
business plans. Sign up through Missou-
ri’s Small Business Development Center 
for Agriculture, or farmers can reach 
out to Horner at hornerj@missouri.edu 
or 573-882-9339.

Source: University of Missouri Extension, which is solely 
responsible for the information provided and is wholly 
owned by the source. Informa Business Media and 
all its subsidiaries are not responsible for any of the 
content contained in this information asset.
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Dealing With Grass Shortage 
and Lack of Rain
By Elizabeth Picking and Reagan Bluel for Cattlemen’s News

TRENDING NOW

1. How has the lack of rain impacted producers around the area?

Southwest Missouri has been hit hard by the lack of rain this 
summer and fall. Many producers began feeding hay due to 
lack of grazable forage. The cooler than normal spring also 
contributed to a slower start to the grazing season; collective-
ly many cattle producers are lacking available forage.

Nitrates in high concentrations are toxic to cattle. They 
tend to accumulate in the stalks of forages growing during 
drought conditions. This tends to be an issue when fertilizer 
is applied and very little rainfall follows. Sorghum, sudan 
and millet are common nitrate accumulators. This remains 
toxic in dry hay but will dissipate around 20-50% in silages. If 
you have any question about your forages, bring a few forage 
clippings into your local MU Extension office for testing.

2. What steps could producers take who are experiencing a grass shortage?

Producers experiencing a shortage of grass should take a 
serious look at reducing their livestock numbers before the 
winter sets in. Now is the time to take a closer look at the 
herd. If a cow weaned a light weight calf the last couple of 
years, consider culling. There is still value in a well-condi-
tioned cow. Perhaps the silver lining of this all is an opportu-
nity to improvement in a herd’s productive potential, doing 
more with less.

Decreasing stocking rate can be done by culling underper-
forming breeding stock. Further, producers may decide to 
sell weaned heifers, ewe labs, or doe kids instead of develop-
ing them as replacements this year. Spring born calves can 
be weaned and sold if they have not been sold already. If feed 
resources are scarce into winter, fall born calves can be early 
weaned at roughly three months of age. Early weaning calves 
will save cow body condition score when feed is short and 
prevent low pregnancy rates in the next breeding season. 

Producers may need to purchase additional hay and feed 
to bridge the gap in grazable pasture. A cost-effective win-
ter-feeding strategy is to test purchased forages. This way 
producers know where their gaps in nutrition may be. The 
University of Missouri Extension livestock specialists can 
assist in determining a ration to meet your animal’s require-
ments. 

Finally, an action item we encourage all producers across the 
region to do – report your conditions. Snap a photo of pas-
tures with cracking soil and dry pond or creek beds. Photos 
can be directly uploaded into a data base that will help deter-
mine the stage of drought and therefore level of emergency. 
The reporting can be done by navigating to: https://www.
drought.gov/drought/states/missouri. Click on “Report your 
drought impacts” to complete the survey.  

Work with local USDA and soil and water offices to determine 
if there are drought related emergency funding available in 
your area. 

For future years, consider learning more about risk manage-
ment options around pasture rangeland forage and rainfall 
tools to assist in the next drought.  

3. How will the lack of rain and grass shortage affect producers going into winter?

All efforts made to create forage this fall were stomped out 
by the lack of rain. In many cases seed planted remains 
ungerminated on cracked soil and fertilizer, intended for 
stockpiled fescue, completely volatilized. Coming off the dry 
summer, this dry fall has greatly limited feed inventories for 
winter feeding. 

When purchasing hay, consider resources available such 
as the Missouri Department of Agriculture’s hay directory 
(https://agmarketnews.mo.gov/hay-directory) and weekly 
market summary, to prevent paying too much for your re-
placement hay. Don’t guess, please test your hay and consider 
paying on quality not quantity. Ask the hay dealer for a price 
by point relative forage quality or total digestible nutrients.  

Many counties in Missouri have not experienced the drought, 
receiving significantly more rain resulting in good hay crops. 
Hopefully this will result in more moderately priced hay 
inventories. 

4. What is the outlook going forward in regard to getting pastures back into shape 
for spring growth?

Providing adequate rest for pastures is needed to allow re-
growth to occur. It takes grass to grow grass. When forages 
are grazed below 2-3”, additional time in the spring will be 
needed for green up. Consider this an opportunity to reno-
vate the least productive pasture on the farm, by dry-lotting 
the herd in one concentrated location. By sacrificing one pas-
ture, the remaining pastures are protected from overgrazing. 

The sacrifice pasture for this winter will increase fertility 
through wasted hay and manure, making it the perfect seed-
bed for an early spring forage crop in 2021.  
	
MU Extension Livestock Specialists in the area include: Eldon 
Cole, Patrick Davis, Andy McCorkill, Elizabeth Picking and 
Ted Probert. We’ll help guide you to the closest one by calling 
the SWRC at (417) 466-2148. 

Elizabeth Picking, University of Missouri – Extension Livestock Specialist 
Reagan Bluel, interim superintendent, MU’s Southwest Research Center in Mount 
Vernon, Missouri 

Reagan Bluel Elizabeth Picking

View More Information: WWW.PRIMETIMELIVESTOCK.COM

Mark Your Calendar!
Video Sale: November 19
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ADM Cattle Nutrition  •  ADMAnimalNutrition.com/Beef
866-666-7626  •  AN_BeefHelp@adm.com

You’re probably aware this is an election year. But as an inves-
tor, how concerned should you be with the results of the presi-
dential and congressional elections?

Maybe not as much as you might think. At different times, the 
financial markets have performed well and poorly under differ-
ent administrations and when different parties have controlled 
Congress, and after all the votes are counted, outcomes in the 
investment markets can be unpredictable. Consequently, you’ll 
be helping yourself greatly by not making big moves in your 
portfolio in anticipation of new legislation 
or political moves down the line.

Of course, that’s not to say that nothing 
emerging from Washington could ever 
have an impact on your investment deci-
sions. For example, if a future president 
and Congress decide to change the capital 
gains tax rate, it could affect some of your 
choices, such as which stocks and stock-
based mutual funds you should buy, and 
how long you should hold them.
 
Overall, though, your investment results 
will ultimately depend on actions you can 
take, including these:

• Making changes for the right reasons – 
While the results of an election may not 
be a good reason to make changes in your 
investment portfolio, other factors can 
certainly lead you to take steps in this 
direction. For one thing, as you get clos-
er to retirement, you may want to shift 
some – though certainly not all – of your 
investment dollars from more growth-ori-
ented vehicles to more conservative ones. 
Conversely, if you decide, well in advance, 
that you might want to retire earlier than 
you originally thought, you may need to 
invest more aggressively, being aware of 
the increased risk involved.

• Following a long-term strategy – In pretty 
much all walks of life, there are no short-
cuts to success – and the same is true with 
investing. You need to follow a long-term 
strategy based on your goals, risk toler-
ance and time horizon, and you need 
the patience and perseverance to keep 
investing in all markets – up, down and 
sideways.
 
• Avoiding mistakes – Many people think 
of an investment mistake as failing to “get 
in on the ground floor” of some company 
that ultimately grew to huge proportions. 
But, it’s pretty hard to become an early 
investor in companies like these, many 
of which start out as privately held busi-
nesses without any stockholders. Fur-
thermore, companies with shorter track 
records can be much more unpredictable 
investments. However, you do want to 
avoid some real mistakes, such as chasing 
“hot” stocks. By the time you hear about 
them, they may already be cooling off, 
and they might not even be appropriate 
for your needs. Another mistake: failing 
to diversify your portfolio. If you only 

Financial Focus
Don’t play politics with your portfolio

By Kyle Newbold for Cattlemen’s News

TRENDING NOW

own one type of asset, such as growth stocks, you could take a 
big hit during a market downturn. Spreading your dollars over 
a wide range of investments can help lower your risk exposure. 
(However, diversification by itself can’t guarantee a profit or 
protect against all losses.)
 
After Election Day, regardless of the outcome, you can help keep 
your portfolio on track by not playing politics with it.

Kyle Newbold is a financial advisor for Edward Jones
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When I was growing up, the joke was that we had all four seasons 
here in the Midwest: calving, calving, calving, and calving. Year-
long bull exposure and year-long calving happens far more than 
it should. But that said, I suspect that readers of Cattlemen’s News 
know how important it is to have a defined calving season.

If you run a fall-calving herd, you have likely just wrapped up your 
calving season. At least I hope it is wrapped up. If you still have 
fall-calving cows left to calve, you may have some low-productivity 

How Many of the Calves Were Born by When?
Evaluating your calving seasons

By Jordan Thomas for Cattlemen’s News

MANAGEMENT MATTERS

cows to cull. Let’s say you calve for a 45 day period beginning on 
September 15th. There are mainly two approaches to make sure 
the length of your calving season stays 45 days: either (1) you limit 
the length of your breeding season to 45 days, or (2) you use a lon-
ger breeding season but cull cows that become pregnant after day 
45 the breeding season. As long as you are committed to actually 
culling open or late-bred cows, either option works.

But while this last calving season is still fresh in your mind, there is 
a metric I want you to consider: what pro-
portion of your cows calved by each day 
of the calving season? The academic term 
for this is calving distribution, but let’s 
not complicate it too much. Ultimately, the 
question is just “how many of the calves 
were born by when?”

We usually like to look at this in 21 day pe-
riods, since that corresponds to the length 
of an estrous cycle. What percentage of 
your cows calved in the first 21 days of 
the calving season? What total percentage 
calved in the next 21 days? If you used a 
longer breeding season and did not cull 
later-conceiving cows, what percentage 
calved in the next 21 day period(s) after 
that? Dig through your calving records 
this year. As you figure out those percent-
ages, break those percentages down by 
age group or other criteria (pasture, etc). 
Get creative. Even if you don’t find major 
glaring problems, I guarantee you will find 
some areas for potential improvement. 

The next breeding season for those cows 
is rapidly approaching. How you manage 
this year’s breeding season is going to dic-
tate how many calves are born by when 
in next year’s calving season. Getting 
more cows pregnant early in the breed-
ing season is one of the biggest drivers of 
profitability in the commercial cow-calf 
world. In general, calves gain around 2 lbs 
a day from birth to weaning, and even just 
a 21 day difference in calf age is some-
where in the range of 40-45 lbs difference 
in weaning weight. If you are a numbers 
person, search for the “Value of Calving 
Distribution Calculator” available from 
the Canadian Beef Cattle Research Council. 
Using this tool, you can see the effects that 
front-loading the calving season has on 
weaning weight and economic returns. 

Estrus synchronization—whether you use 
it to facilitate an artificial insemination 
program or you use it simply in conjunc-
tion with natural service—is a great tool to 
front-load the calving season. For exam-
ple, let’s say you got even just 50% of your 
cows to conceive to a timed AI on the first 
day of the breeding season before turning 
out bulls. That may not sound that impres-
sive, but that it actually quite a starting 
point for the very first day of the breeding 
season! That would leave only 50% of your 
cows that the bulls need to settle. Plus, 

Registered Angus Ca�le 
Since 1952 

 Visitors Always 
Welcome 

Eddie Sydenstricker 
Sydenstricker Nobbe John Deere 
EddieL@snpartners.com 
Office: (573) 581-5900 

PO Box 280 ▪ Mexico, MO  65265 
Farm Office: (573) 581-1225 

www.sydgen.com       eggers@socket.net 

Ben Eggers, Manager 
Cell: (573) 473-9202 

Bub Raithel 
Cell: (573) 253-1664 

442222dd  AAnnnnuuaall  PPrroodduuccttiioonn  SSaallee    
SSaattuurrddaayy,,  NNoovveemmbbeerr  2211,,  22002200    
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7:00 p.m.—Callaway Livestock Center, Kingdom City, MO 
Selling 130 head of top commercial bred heifers.  All heifers have met a 
stringent set of qualifications, and all will be sired by, or bred to SydGen 
Herd Sires. 
Contributing Breeders: C-Bar Cattle Co, Hatton, MO; Collier Cattle, 
Dongola, IL; Mershon Cattle, Buckner, MO; and Bob Vandiver Cattle 
Company, Richmond, MO 

SydGen Northside GA 9778 
DOB: 8/25/19  Reg.# 19758317 
This 6.9 frame fall yearling has 
outstanding performance and is 
Show-Me Select qualified: 78 lb 
BW, 778 lb WW and 1365 YW with 
11 EPDs in the top 1%, including 
$Combination!  A flush sister,  
maternal sister and 4 brothers also 
sell. 

SydGen Enhance GA 0031 
DOB: 1/1/20   Reg.# 19788107 
This ENHANCE son out of the 
$100,000-valuation ROCK STAR 
daughter had the #3 adj WW in his 
tough contemporary group.  He’s 
Show-Me Select qualified and  
should have a bright future! 

SydGen Exceed BDE 9575 
DOB: 9/5/19   Reg.# 19758290 
BW 88   WW 769   YW 1481   ADG 
4.45    SC 36.8 
A 6.6 frame Show Me Select 
qualified fall yearling who scanned 
a 17.2 sq in RE.  He ranks in the 
Top 1% for Milk and 2% for $Beef 
and $Combination. 

SydGen FATE 0077 
DOB: 1/6/20   Reg.# 19788123 
BW 80   WW 775   
This Show-Me Select qualified 
FATE son had the top adj WW in 
his 72 head contemporary group 
and ranks in the Top 1% for 
$Combination, 2% for CW and 3% 
for $Beef. 

Lot  
86 

Lot  
116 

Lot  
18 

Lot  
3C 

Selling: 
90 Fall Yearling Bulls (Semen Tested 

Ready to Work) ▪ 80 January Bull 
Calves (Wintering Program Available) ▪ 2 
Embryo Lots ▪ 73 Fall Calving Pairs ▪ 

19 Spring Bred Cows ▪ 43 Spring 
Bred Heifers ▪ 89 Fall Yearling 

Heifers ▪ 52 Spring Heifer Calves  

Produc�on Sale broadcast 

Annually one of the most attended and 
talked about events in Missouri, the annual 
SydGen Production Sale is a source for 
many of the Angus breed’s top potential AI 
sires, as well as the new generation of herd 
bulls for many of the Midwest's top 
commercial herds. 
All performance information is included in 
the sale book or on update sheets available 
on our website and on sale day. 
Highlights include: 
¨ The entire set of 170 bulls offered will 

average +8 CED, +120 YW, +.27 RADG, 
+21 Docility, +13.4 HP, +10 CEM, +30 
Milk, .46 CLAW, .50 ANGLE, +56 CW, 
+.85 Marbling, +.69 REA, +0.00 Fat, +65 
$M, +72 $W, +101 $F, +164 $B and 
+$277 $C as of this writing, which would 
be right at the top 6% of non-parents for 
the $C index.  

¨ 70 head of sale cattle post +300 $C 
Values or higher. 178 head are in the top 
5% or better. 

¨ As the sale book goes to press, three 
Enhance daughters offered are in a dead 
heat for the top $C in the offering, at 
$348, $348 and $349. 

¨ Progeny of Bakers Northside 6007, 
SydGen Rock Star, SydGen Big Branch, 
EXAR Stud 4658B, SydGen Exceed 
3223, Connealy Cool 39L, EXAR Stud 
4658B, SydGen Omaha, SydGen 
Blacksmith 4010,  SydGen Wake Up Call 
9446, SydGen Evolution, SydGen Black 
Pearl 2006, SydGen CC&7, SydGen 
Black Diamond 2769, SydGen Aim, 
HPCA Early Bird 65, BCA Patriarch 
4113, BDAR Tycoon C30, BCA Jeremiah 
5103, SydGen Resolve 7132, SydGen 
Expansion 5917, Sitz Royal 9784, 
SydGen Spirit 7219, MOGCK Sniper 16, 
SydGen Merit 6553, SydGen Sizzle, 
SydGen Blueprint and SydGen 928 
Destination 5420 will also be highlights 
of this sale offering. 

Complete catalog available online; 
mailed with November Angus Journal; 

or on request from the Farm Office 
Check out our website for complete 

weights, calving, and other updates as 
they become available 

Continued on next page



Galen & Lori Fink 
Chad, Megan & Whitley Larson 

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

finkbull1@twinvalley.net & FaceBook  
Commercial Services Reps:  
Barrett Broadie: 620.635.6128  
Gene Barrett: 785.224.8509 
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think of what this does to the overall calving distribution. Even if 
only 50% conceived to AI, the 50% that failed to conceive have an-
other opportunity to conceive when they cycle back around 21 days 
later. In the first 21 days then, cows have had not one but two op-
portunities to become pregnant. In a natural service system, cows 
only have one chance to conceive at some point in the first 21 days 
of the breeding season—and that’s assuming cows are cycling at the 
start of the breeding season, which is rarely the case. When using 
timed AI protocols, a large proportion of the non-cycling cows are 
actually induced to start cycling. That is a tremendous advantage 
when trying to get late-calving cows moved up, and it shows up as 
increased weaning weights and better breed back next year.

To put it simply, it matters “how many of the calves were born by 
when.” What did this last calving season look like for you? If you 
take the time to sit down and figure it out, email me what you come 
up with: thomasjor@missouri.edu 

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

Continued from previous page
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The Value of Farmers Running COVID-19 Response

By Chris Chinn, Director of the Missouri Department of Agriculture

INDUSTRY NEWS

COVID-19 has impacted every segment of our communi-
ty: churches, diners, grocery stores, schools and especially 
farms. On our farms & ranches, we’ve been socially distanc-
ing since the dawn of time. But, COVID-19 hasn’t differen-
tiated between its affect among urban, rural and farming 
communities. By design, agriculture is the bedrock for our 
nation’s food security. The past 8 months in the Midwest have 
been anything but steady and certainty has been absent from 
many rural communities. 

It’s easy to get dragged into the information overload each 
day. With every challenge, comes positive lessons. As a state, 
we’ve been able to quickly move to protect agriculture. That’s 
why it’s so important we have a strong leader in Governor 
Parson – a farmer like us. Agriculture has seen many chal-
lenges throughout time and we know we will get through this 
challenge together.

Dr. Scott Brown with the University of Missouri estimates 
that Missouri agriculture could lose between $800-850 mil-
lion because of COVID-19. Based on the information Dr. 
Brown had at that time for the Coronavirus Food Assistance 
Program (CFAP) payments in the first round, he could fur-
ther estimate that Missouri farmers & ranchers may only see 
$500-700 million in federal assistance. So, there may still be 
unmet needs in agriculture. 

When I travel back to our family farm each week, I have the 
chance to catch up with family and friends, helping me focus 
on what truly matters in this job. That’s protecting you and 
your farms for the next generation.

Agriculture is essential. Early on, Governor Parson and I 
started receiving calls that local health departments were 
shutting down livestock barns on sale days because it vio-
lated their capacity rules. We had well-intentioned health 

leaders, but the Governor and I knew that we couldn’t let that 
happen. 

On March 24, he waived a regulation at the state level that 
clarified any part of the food supply chain could not be shut 
down, unless it was done directly by my Cabinet colleague 
Dr. Randall Williams, director of the Missouri Department 
of Health & Senior Services. Dr. Williams grew up in a rural 
area and worked on a farm himself growing up. He truly 
understands how agriculture works and how important it is 
to our rural communities. 

The pandemic also confirmed what we’ve always known: 
agriculture is essential. The list of essential workers provid-
ed by the U.S. Department of Homeland Security included 
healthcare professionals, first responders and, of course, food 
and agriculture. This list places our farmers and ranchers 
where we knew we always belonged – on the frontlines of 
every emergency. Our priority is always providing safe and 
healthy food for our families.

Transporting agricultural goods. Governor Parson also direct-
ed the Missouri Department of Transportation to work with 
their federal counterparts to ensure transportation restric-
tions on weight and hours-of-service were waived to keep 
agriculture products moving. When the pandemic ramped up 
in the Midwest, we were in the heart of planting season and 
knew that it was critical to keep food, feed, fertilizer, live-
stock and other agricultural goods moving to our farms.  

Milk limits removed. Late one night, I received a call from a 
fellow farmer in need of some help for his family. He’s the 
father to a large family, including a child with diabetes. His 
family goes through nearly 5 gallons of milk a week and his 
child has special dietary needs to be met. His local grocery 
store began limiting the amount of milk to 1 gallon per trip to 

the store. If you have 
children, you know 
that wouldn’t last him 
long. 

At the same time, 
we started seeing 
on social media that 
dairy farmers in 
Missouri were being 
asked to dump their 
milk. So, we started 
working to find solu-
tions to both of those 
challenges through 
Gene Wiseman at 
the State Milk Board, 
which is housed in 
the Department of 
Agriculture. It turns 
out that there was 
more than enough 
milk available, but 
grocery stores didn’t 
know they could 
order more than their 

Continued on next page



  orfenicol
(florfenicol)

®

Handy and convenient — and with the same 
active ingredient as the name brand. 

Norbrook Norfenicol® is a first-choice, broad-
spectrum antibiotic for control and treatment of BRD. 
Packaged with a unique hanger bottle, just hook it 
up on the chute and move cattle through to deliver 
benefits over Nuflor®, like:
• Less viscous and more syringeable
• Unbreakable plastic bottles
• Shorter Sub-Q withdrawal prior to slaughter

Contact your veterinarian or visit  
NORBROOK.COM

HOOK IT UPWhen it comes to treating BRD—

PUB: Joplin Regional Stockyards
SIZE: 4.5”x 13.75”
BLEED: NO
1/2 page vertical

The Norbrook logos are registered trademarks of Norbrook Laboratories Limited. Norfenicol is a registered 
trademark of Norbrook Laboratories Limited. Nuflor is a registered trademark of Merck Animal Health.
NORB-20-9486-NORF   1020-591-I01B

ANADA 200-591, Approved by FDA 

For intramuscular and subcutaneous use 
in beef and non-lactating dairy cattle only.

BRIEF SUMMARY (For full Prescribing 
Information, see package insert.)

INDICATIONS: Norfenicol is indicated for 
treatment of bovine respiratory disease 
(BRD) associated with Mannheimia 
haemolytica, Pasteurella multocida, and 
Histophilus somni, and for the treatment of 
foot rot. Also, it is indicated for control of 
respiratory disease in cattle at high risk of 
developing BRD associated with 
M.haemolytica, P. multocida, and 
H. somni. 

CONTRAINDICATIONS: Do not use in 
animals that have shown hypersensitivity 
to florfenicol.

NOT FOR HUMAN USE. 
KEEP OUT OF REACH OF CHILDREN. 
Can be irritating to skin and eyes. Avoid 
direct contact with skin, eyes, and 
clothing. In case of accidental eye 
exposure, flush with water for 15 minutes. 
In case of accidental skin exposure, wash 
with soap and water. Remove 
contaminated clothing. Consult  physician 
if irritation persists. Accidental injection of 
this product may cause local irritation. 
Consult physician immediately. The risk 
information provided here is not 
comprehensive.  To learn more, talk about 
Norfenicol with your veterinarian.
For customer service, adverse effects 
reporting, or to obtain a copy of the MSDS 
or FDA-approved package insert, call 
1-866-591-5777.

PRECAUTIONS: Not for use in animals 
intended for breeding. Effects on bovine 
reproductive performance, pregnancy, 
and lactation have not been determined. 
Intramuscular injection may result in local 
tissue reaction which persists beyond 
28 days.  This may result in trim loss at 
slaughter.  Tissue reaction at injection 
sites other than the neck is likely to be 
more severe. 

RESIDUE WARNINGS: Animals 
intended for human consumption 
must not be slaughtered within 
28 days of the last intramuscular 
treatment. Animals intended for 
human consumption must not be 
slaughtered within 33 days of 
subcutaneous treatment. 
Not approved for use in female 
dairy cattle 20 months of age or 
older, including dry dairy cows as 
such use may cause drug 
residues in milk and/or in calves 
born to these cows. A withdrawal 
period has not been established 
in pre-ruminating calves. 
Do not use in calves to be 
processed for veal. 

ADVERSE REACTIONS: Inappetence, 
decreased water consumption, or 
diarrhea may occur transiently.

Manufactured by: 
Norbrook Laboratories Limited, Newry, 
BT35 6PU, Co. Down, Northern Ireland.

The Norbrook logos and Norfenicol ® 
are registered trademarks of 
Norbrook Laboratories Limited.

normal truckloads. Gene and his team began matching up gro-
cery stores with extra milk deliveries from Hiland and Prairie 
Farms, which helped move more milk for our dairy farmers. 

We will overcome the short-term and long-term challenges that 
result from COVID-19 together. Agriculture is accustomed to 
change, it’s the foundation of every farm and ranch in Missouri. 
Our farms and ranches will weather this storm together and we 
will use the lessons we have learned to strengthen agriculture 
for the future. 

Continued from previous page

COW AND 
BULL SALES

Nov. 18
4:30 PM following 

regular cow sale
Expecting 500 cows

Dec. 16
4:30 PM following 

regular cow sale

I-44 and Exit 22  I  Carthage, Missouri
JRS Office          417.548.2333
Skyler Moore   417. 737.2615
Bailey Moore   417.540.4343
Jackie Moore   417.825.0948

For a complete listing: 
JOPLINSTOCKYARDS.COM

STAY CONNECTED
To learn more about Joplin 

Regional Stockyards, visit

www.joplinstockyards.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 variable, fixed or indexed 

options

a	Flexible payment schedules to match cash flow

a	Experienced staff to make your financing simple

a	Option for multi-year operating loans

Customizing loans 
for generations of 

family farms.

Operating Loans 
We know you need a customized operating loan designed to fit 
the way you produce and market. Access your loan funds online, 
by phone or by visiting one of our offices.  Our passion for rural 
Missouri drives us but our experience and knowledge of rural 
financing sets us apart from other lenders.

Estate Planning Is A Problem That’s Not Going Away

By David Payne, Estate Planning Attorney

INDUSTRY NEWS

As a rancher or farmer, you know better than anyone that 
planning for the future is critical. Those without a plan don’t 
last long. You’ve seen the mess that happens when there is no 
plan for transition to the next generation. You may have even 
benefited from your neighbor’s lack of estate planning when 
their family was forced to sell in less than ideal circumstances.
 
The consequences are real and the stakes are high. For more 
than 20 years as an estate planning attorney for farmers in 
southwest Missouri, it seems as though I’ve seen it all. Do you 
want your farm sold by a probate court? Do you want “Big Ag” 
and their stockholders owning the land you’ve care for? I bet I 
know your answer. 

Your farm is more than just your home or just your business, 
it’s even more than simply “a way of life” — your farm is at 
the core of your family’s legacy. If that legacy is to continue, 
you must act or the government (probate courts) and the 
banks have a plan already in place for you…and trust me, you 
won’t like it. Their plan destroys what you’ve spent a lifetime 
of blood and sweat to build.
 
There is a difference between estate planning (often a trust-
based plan is best), which decides what will happen to your 
assets when you die, and succession planning (often an LLC 
based plan is best), which is how to transition the farm or 
ranch operation to the next generation. Both types of plan-
ning need to happen to make sure you have a complete plan 
that ensures a legacy. An up-to-date and complete plan that is 
mindful of your farm succession (both management and own-
ership) is necessary if your dream of your grandchildren one 
day walking the land with their children, and taking the same 
satisfaction of knowing what they do every day is a vital part 
of our evermore unique American way of life.

Sometimes there is no heir apparent to continue farming, but 
that only heightens the need to be proactive in the planning 
process. Having the right plan (a complete plan) will make a 
world of difference come “nut-cuttin’” time.

Where To Start?
First, decide if it’s worth fixing and something you’re done 
putting off. You know your family is counting on you. Wheth-
er you’re early into building your farm, slowing down, or 
anywhere in between, the problems that surround estate plan-
ning won’t go away without dealing with them head on. 
These issues and problems won’t fix themselves. A rain dance 
never brought the rain and “thinking” about estate planning 
never got it done. So, if you know you’ve got a problem and 
know it’s worth fixing, if you have a legacy to protect and 
a spouse, kids and grandkids counting on you, what needs 
done?

Commit To Getting It Done Right
Second, this is not a do-it-yourself project. This is not about 
filling is some blanks on a form over the internet. The stakes 
are too high. You need an experienced attorney committed to 
your goals and who has a good understanding of your way of 
life.
 
The old way of thinking was that estate planning was a one-
time thing that you could forget about once you signed the 
will. That never was a good idea and was never in anyone’s 
best interest. Of course, you need an attorney that will help 
you plan, but also (and most importantly) an attorney that will 
be there when you need them the most. So, ask others who 
they have used. Look for someone local, if possible. Ask your 
accountant, your insurance agent, your financial advisor, etc. 
Ask someone you trust. Research on the internet. Maybe, you 
should meet with a couple different lawyers before deciding 
on one.  This is important, so get it right.

You Don’t Need To Have It All Figured Out 
I’ve heard it a million times, “Hey, I’m going to come see you 
as soon I figure out what I want to do.” Your estate planning 
attorney will best serve you if you engage with them as early 
as possible. While you will plan just one estate (your own), 

Continued on next page
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WELL-BROKE REGISTERED
GELDINGS/MARES FROM TOP
HORSEMEN AROUND OUR AREA
YEARLING AND 2YO PROSPECTS
PROVEN RANCH/ARENA HORSES
FAMILY HORSES & PONIES
DRAFT CROSSES
BROODMARES & WEANLINGS

PRE-CONSIGNED:

FEATURING ONLINE BIDDING

Register as a Buyer at LMAauctions.com 
through Parsons Livestock Auction; contact 417.316.0992 for assistance.

Catalog fee with professional + online advertising $75/hd + 8% comm; Non-catalog lead or ride through
auction $20/hd + 8% comm; loose to follow @ only 8% comm– all horses: $10 yardage + insurance; NO PO fee; Out-
of-state horses req. health papers + coggins.  Only one consignor selling new tack. Only accepting  used tack and
saddles for auction:  saddles 10% comm– misc. tack 20% comm.  
Management will determine accepting or rejecting any consignments. We are accepting high-quality tack and
gear on 11/28 to sell in the short time allowed before horses sell.

  GREAT AUCTION FACILITY & EXPERIENCED STAFF!

Heritage Livestock Presents: 

November 28, 2020•Parsons, Kansas

Fall Catalog Horse Sale

AUCTIONEERS: 2019 WORLD CHAMPION RUSSELE SLEEP & BEN WEBER

 Tack 11-2; Horses Sell 3pm • 25012 US-59, Parsons, KS 67357 

Open to receive horses Friday noon 11/27 until sale time.  Vet on-site for coggins
11/28. Area to show your horses. Special auction rate @ Holiday Inn Express across
from auction barn. Plenty of parking & video security at barn. BBQ cafe on-site.

THIS WILL BE AN EXCELLENT OPPORTUNITY TO SELL YOURS TO A LARGE ATTENDANCE OF
SERIOUS BUYERS AND ONLINE BUYERS FROM ALL OVER THE COUNTRY. 

4 y/o AQHA Gelding

Please call or email to put your horse in the catalog.
Non-catalog and loose horses accepted until sale time on 11/28

Dennis Raucher 417.316.0023 | hlhorseauctions@gmail.com
Find more info & see advertised catalog horses at

 heritagelivestock.com & on Facebook @HeritageLivestock

Catalog deadline is November 7, 2020

During this time of COVID-19, please observe CDC guidelines. Attendance limited to registered buyers & sellers.

Visit the tack and supply vendors invited to this sale! 

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  

hopefully the attorney you choose 
will have successfully planned 
for hundreds of families through 
the years. So, it is best to use that 
experience in your favor. Often, an 
experienced advisor can suggest a 
few idea of how to best make the 
important choices you’ll face.
 
Your estate planning expert will 
ask a lot of questions: Do you have 
a successor in mind? How do you 
want to treat off-farm heirs? How 
do you want to shift management 
control and asset ownership – 
quickly or slowly or at a set point 
in the future? Do you need an LLC? 
An estate planning expert will want 
to know your business structure, 
your family dynamics and possi-
ble future managers and decisions 
makers.
   
Time To Build Some Fence
Good fences make for good neigh-
bors, right? Well, estate planning 
and farm succession is all about 
creating good fences for your 
family. Good fences let everyone 
know what’s to happen and “who 
gets what” both how and when. By 
making these types of choices now, 
you’re building the fences of the 
future for your family. This way 
your children will have clarity, and 
so many conflicts will be avoided 
before they even start.
 
An experienced estate planning 
attorney will help frame the issues 
so you can make the choices that 
must be made to protect your farm, 
your family and your legacy. Avoid-
ing probate is often the most basic 
step in estate planning. But strate-
gic, mindful planning is critical for 
avoiding unnecessary taxes and 
unforeseen circumstances. At every 
step of this type of planning you’ll 
need to focus on your most valu-
able asset: your family. Turmoil, 
resentment, and conflict is best 
avoided by making wise choices 
now, rather than letting those is-
sues linger for the next generation 
to sort out.

While not all farmers and ranch-
ers have complex estate planning 
needs, most do. Often, farmers 
have children, some of who want 
to continue the farm, as a business 
and some children who simply 
do not. Do you want to force your 
children to decide who inherits 
the land, equipment, livestock, and 
other assets? Or even worse, do 
you want a probate judge deciding 
all these things or just deciding to 
sell it all at public auction? Best to 
make hay while the sun shines.

Continued from previous page Joplin Regional Stockyards Value-Added Sales
Find the vac forms for the JRS Value-Added Sales online at:

https://www.joplinstockyards.com/value_added_sales.php
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Winterizing Farm Equipment 
Making a winter prep to-do list

By Rebecca Mettler for Cattlemen’s News

MANAGEMENT MATTERS

Cold weather months are coming and that means a lot of up-
coming prep work to ensure the cattle operation is ready to 
battle “Old Man Winter.” Move late winter/spring calving cows 
to pasture with windbreaks: check. Doublecheck winter hay 
supplies: check. Plug in heated waterers: check. Winterize farm 
equipment/feed trucks: check?

Winterizing farm equipment and feed trucks should be a 
top-priority item on the winter prep to-do list, even in the Four 
State Area. 
 
“Southwest Missouri most definitely gets cold enough for win-
terization to be a crucial item to not be overlooked,” said Kim 
McGuire, salesperson at Heritage Tractor, Lockwood, Missouri. 

“Temperatures can easily dip below freezing point for several 
days at a time, not counting the added windchill factor at times.” 

The main purpose of winterizing equipment and vehicles is to 
prevent costly breakdowns and potential downtime because let’s 
face it, breakdowns happen at the most inopportune moment!  

“Winterizing can definitely save you from needing to rent some-
thing to feed with because your equipment broke down,” said 
Tim Mitchell, service writer at S&H Farm Supply, Inc., Joplin, 
Missouri. “Plus, if not done properly it could lead to engine fail-
ure and a lot of down time.”

“Spending minimal dollars early on preventative maintenance 
will almost ALWAYS pay off in the long run,” McGuire said.  

As an example, simply not checking the freezing point of the 
coolant in the engine block could result in catastrophic damage 
to the motor potentially costing thousands of dollars, according 
to McGuire. 

Winterizing farm equipment isn’t an extensive process, just a 
few basic steps can be followed for proper protection. 

The first step with any tractor, gas or diesel, is to make sure that 
the coolant tests at -20 degrees Fahrenheit, Mitchell said. Next, 
check for adequate fluid levels and use a lighter weight oil in 
engines.  

“The performance on these engines will be better in the winter-
time once the engine is warmed up,” Mitchell said. “Cold air is 
denser and has more oxygen creating more power when run-
ning, but they do need to be warmed up some before use.” 

Diesel engines also require special care. It’s necessary to change 
out the fuel types in diesel engines in the winter. The win-
ter-blend fuels have different additives that deter gelling in cold 
temperatures. Also, install an engine block heater, if possible. 

If the equipment isn’t going to be used all winter, it still needs to 
be winterized. Check the coolant and all fluids, and cover it, if 
possible, to keep out of the elements. Batteries can also be placed 
on a trickle charger to extend the life of the battery. 

Sprayers need to have some sort of antifreeze ran through them, 
which requires the operator to fill the reservoir with the anti-
freeze of their choice, then run the liquid through the sprayer 
and any lines, fittings, pumps, etc., according to McGuire. 

“One of the most common things to extend the life of an engine 
in winter that is almost never done, is to use a lighter weight en-
gine oil,” Mitchell said. “It allows the engine to turn over easier 
at start up and also allows it to lubricate better and more quickly 
in cold weather.”

There are a wide variety of fuel treatments and additives to 
choose from for both diesel and gas. There are fuel treatment 
options that come with instructions for individuals that prefer to 
use a bulk fuel tank on the farm. 

McGuire urges cattle producers to remember the basics. Life on 
the farm or ranch can get busy, but don’t forget the little things. 

“Fuel is almost always a factor as being an item neglected” Mc-
Guire said. “We see more fuel related issues during the winter 
months than issues with coolant, batteries, etc..”
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SHOW-ME-SELECTTM 
 

REPLACEMENT HEIFER SALE 
 

  225 Crossbred & Purebred Heifers  
 

November 20, 2020 at 7 PM 
 
 
 

Joplin Regional Stockyards I-44 East of Carthage, MO at Exit 22 
 
 
Breeds & crosses include:  Herefords, Angus, Gelbvieh, Red Angus, Balancer and SimAngus.   
 
About 50% are black or black whiteface and 50% are Red Angus and Crosses.   
 
Many are synchronized and AI bred.  A few Tier Two and Show-Me-Plus heifers are 
in the offering. See enclosed requirements for SMS heifer details. 
    
 
 
Program Requirements: 
 
v Heifers have met minimum standards for reproductive soundness, pelvic size, body condition and weight 

and are free of blemishes. 
v Heifers bred to bulls meeting strict calving ease or birth weight EPD requirements. 
v  A strict immunization program has been followed including official Brucellosis calfhood vaccination. 

Heifers are tested and found negative for PI BVD. 
v Heifers will calve from February 1 to April 30 and were preg checked within 30 days of the sale.   

 
 
 

Consignors Include
John Wheeler, Marionville 
Kathy Wheeler, Marionville 
Marvin Phipps, Cassville 

Mast Farms, Lamar 
Kunkel Farms, Neosho 
Robert Miller, Aurora 

Sam Schaumann, Billings 
Weber Cattle Co., Lamar 
Circle S Chicks, Stark City 

Hunter Lane Cattle Co., Pierce City Rector Farms, Rogersville 
 
For information contact:   Eldon Cole  (417) 466-3102  or  466-3386 
      colee@missouri.edu 
      Website:  http://www.swmobcia.com/   

 
 

Sponsored by: 
Missouri “Show-Me-Select” Replacement Heifers, Inc., Division of Animal Sciences, Southwest Missouri Beef Cattle 

Improvement Association in cooperation with University of Missouri Extension, College of Veterinary Medicine, 
Missouri Cattlemen's Association and Missouri Department of Agriculture. 

 

Luella Gregory is a con-
tractor to the Missouri 
Beef Checkoff, focusing 
on consumer outreach 
and is also the Program 
Director for the Mo Beef 
Mo Kids Program, a 
program that focuses on 
more beef, more often, 
on the school lunch tray, 

while educating youth about beef production, 
nutrition and agriculture in the classroom. 

Luella is also an author of a cookbook and chil-
dren’s book series, designed to educate others 
about today’s farm families. She and her hus-
band and son raise cattle and crops in North-
east Missouri.

Mark Russell 
has served 
the Missouri 
Beef Indus-
try Council 
as the Exec-
utive Direc-
tor since 
2013. He 
was raised 

on a commercial cow calf and back 
grounding ranch in central Missouri.

Meet the Missouri Beef Industry Council Representatives
Look for these MBIC representatives at the Show-Me Select Sale Nov. 20, 2020

Donell 
Klei-
boeker 
is from 
Stotts 
City, Mis-
souri, 
which is 
halfway 
between 

Springfield and Joplin. His 
family owns and operates Klei-
boeker’s Clover Creek Farms, 
where they raise high quality 
SimAngus and Red Angus cattle. 
Moreover, the farm acts as a 
turkey brood hub for Butter-
ball. Currently attending Uni-
versity of Missouri in Colum-
bia, Kleiboeker is majoring in 
agribusiness management with 
a minor in animal science. 

While most familiar with the 
production side, he also real-
ly enjoys being able to have 
conversations about beef with 
consumers and producers 
alike. That presents a unique 
opportunity to find ways to 
market beef through consumer 
appeal, while also learning new 
techniques to implement on 
the farm. Kleiboeker feels it’s 
extremely important to help ed-
ucate people about beef while 
continuing to learn and become 
a better cattleman.

View the 
Cattlemen’s News 

ONLINE! 
Visit the JRS 

website!

Scynthia Schnake is a 
Missouri Beef Indus-
try Council board 
member representing 
Region 4. Scynthia 
also currently serves 
as the Vice President 
of the SWMO Cattle-
men’s Association.
 

Scynthia and her family have a cow/calf 
operation in Southwest Missouri, where they 
background their weaned calves and also 
buy and feed stocker cattle. After a long day 
on the farm, the Schnake family loves to en-
joy a classic beef pot roast for dinner! 



Temple Grandin Headlines MU’s Women in Ag Online Conference
Event offers motivation, education for women farmers and ranchers

Source: Marcia Shannon, 573-882-7859

INDUSTRY NEWS

COLUMBIA, Mo. – Temple Grandin, renowned author on an-
imal behavior and autism, will be one of four keynote speak-
ers during the virtual 2020 Pixels of Production – Women in 
Agriculture conference.

Pixels of Production offers women farmers and ranchers a 
four-night opportunity to learn practical tips and be inspired, 
says University of Missouri Extension (MU) swine nutritionist 
Marcia Shannon. The online event, presented via Zoom, re-
places the annual Pearls of Production face-to-face, hands-on 
conference.

Topics range from ergonomics to silvopasture, Shannon says.
The sessions run 6-9 p.m. Tuesdays and Thursdays from Nov. 
5 to 17. Each evening presentation includes a session on prac-
tical tips and a headline speaker.

Scholarships are available for previous Pearls of Production 
attendees, high school and college students, and beginning 
farmers and ranchers. The regular fee is $70 for all four eve-
nings.

Participants with limited broadband access can contact their 
local MU Extension center for viewing options.

For more information, contact Shannon at CarlsonM@missou-
ri.edu or 573-882-7859.

Sessions and topics

Thursday, Nov. 5
• “Ergonomic Tool Talk” with MU Extension health and safety 
    specialist Karen Funkenbusch and livestock specialist 
    Brenda Schreck.
• “Livestock Identity and Tagging” with livestock specialists 
    Kendra Graham and Rachel Hopkins.
• Ashland farmer Caroline Sicht will give a keynote address 
   on “Building Bridges” to help farmers tell their stories. Visit    
    www.TellYourFarmStory.com.

Tuesday, Nov. 10
• “Livestock in the Woods” with natural resources specialist 
   Sarah Havens.
• Keynote speaker Micah Jansen, a Zoetis Inc. veterinarian, 
  will speak on “Vaccinology.” She will give an overview of 
  basic pig immunology, how vaccines work, how vaccines can 
  be come less effective and how to properly vaccinate.
• “Silvopasture” with Ashley Conway of the MU Center for 
  Agroforestry. Conway talks the integration of trees with 
  animals and forages.

Thursday, Nov. 12
• “ABCs of USDA” with USDA representatives.
• Keynote speaker Amberley Snyder, a championship barrel 
  racer, became paralyzed from the waist down after a car 
  crash. She continues to compete in pole bending and break
  away roping. She is the author of “Walk Ride Rodeo: A Story 
   About Amberley Snyder.”
• “Grant Writing” with horticulture specialist Debi Kelly.

Tuesday, Nov. 17
• “Livestock Tools and Equipment” with livestock specialists 
   Kendra Graham and Rachel Hopkins.
• Keynote speaker Temple Grandin.
• “Regenerative Agriculture” with Susan Jaster, farm outreach 
   worker with Lincoln University.
• Tatijana Fisher, state poultry specialist at Lincoln University, 
   will be introduced.
 
For more than 100 years, MU Extension has extended univer-
sity-based knowledge beyond the campus into all counties of 
the state. In doing so, extension has strengthened families, 
businesses and communities.
 
MU Extension news: extension.missouri.edu/news
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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”

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
BILLINGS -BILLINGS - 36 Ac. Metzletein Road, great 
location just south of Island Green Coun-
try Club. Great views, pond, small barn & 
corrals ..................................$199,485$199,485
MT VERNON -MT VERNON - 52 Ac., Law. 1181, Interstate 
44 open frontage, mile marker 50, fenced 
rolling cattle pasture w/great views, an 
excellent building site, 2 ponds, corral, 
waterer & well located at dead end road ....  
...........................................$206,500$206,500
MT VERNON -MT VERNON - 60 Ac., Law. 1070, Just off 
exit 38 of I-44. Nice farm ground, good 
fence on 3 sides, small woods .....$207,000$207,000
ADRIAN -ADRIAN - 5 Ac. Commercial lot with office/
shop, great visiability, 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
GREENFIELD -GREENFIELD - 66 Ac., Hwy. H, just minutes 
from Stockton Lake, beautiful gently rolling 
farm with 4 bed 2 bath all-brick home, 70x80 
hay barn, 30x42 horse barn, 30x42 shop, 
outdoor arena, multiple paddocks w/sheds, 
4 ponds, 2 wells, 4 waterers ........$385,000$385,000
MARIONVILLE -MARIONVILLE - 32 Ac., Law 1225, 3 bed-
room, 2 1/2 bath stone home, full basement, 
large hay barn, shop, 6 stall barn, fenced 
& cross fenced, private setting, automatic 
waterers, corrals .....................$386,900$386,900
LEBANON -LEBANON - 10 Ac., Hwy 5, stately gentleman’s 
estate w/brick 5,000 sq. ft. w/o basement, 
multiple paddocks, automatic waterers, pond, 
barn, just off I-44 ......... NEW PRICE NEW PRICE $395,000$395,000
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
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

tomkisseerealestate.comtomkisseerealestate.com 417.882.5531417.882.5531

BUFFALO -BUFFALO - 78 Ac., Hwy 64, 6 BR, 5 BA, 
finished walk-out basement, great fencing, 
pond, automatic waterers ...........$570,000$570,000
GROVE SPRING -GROVE SPRING - 280 Ac., Red Barn Rd., hay 
ground & pasture, 14 paddocks, 2 barns, 8 
waterers, 3 ponds, spring .. REDUCED REDUCED $658,000$658,000
ASH GROVE -ASH GROVE - 191 Ac. Law. 2090, nice farm 
w/2 springs & loose creek, hay barn, 2 BR, 
open/wooded combo .................$766,000$766,000
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
GREENFIELD -GREENFIELD - 537 Ac., nice pastures, pond, 
spring, great balance of open & timber 
ground ............................... $1,288,800$1,288,800
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
OZARK -OZARK - 183 Ac., Kentucky Rd. Great 
location just west of Hwy 65, well, all open, 
3 ponds, road frontage on 2 sides, future 
development potential ............ $1,281,000$1,281,000
MOUNTAIN GROVE -MOUNTAIN GROVE - Hwy 95, 244 Acres. 
Beautiful cattle farm, 3 BR brick home, all 
open, excellent pasture/hay ground, 3 wells, 
2 ponds, 8 waterers, pipe corral $1,339,000$1,339,000
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 ..................... $1,375,000$1,375,000
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
OZARK -OZARK - 412 Ac., Kentucky Rd., beautiful roll-
ing pastures, fenced & cross fenced, several 
ponds & waterers, pipe corrals, livestock 
barns, hay barns ...................... $3,045,000$3,045,000
FLEMINGTON -FLEMINGTON - 1267 Ac., Hwy. 83, hay barns, 
livestock barns, pipe corrals, 3 irrigation 
wells, 5 regular wells, 370 tillable acres, 
good pasture, office............... $4,117,750$4,117,750
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Choose Micotil® (tilmicosin injection) to treat BRD

INDICATION: Micotil® (tilmicosin injection) is indicated for the treatment of bovine respiratory disease (BRD) 
associated with Mannheimia haemolytica, Pasteurella multocida and Histophilus somni, and for the control of 
respiratory disease in cattle at high risk of developing BRD associated with M. haemolytica.

Important Safety Information
Before using this product, it is important to read the entire product insert, including the boxed human warning.
Caution: Federal (USA) law restricts this drug to use by or on the order of a licensed veterinarian. Not for human 
use. Injection of this drug in humans has been associated with fatalities. Keep out of reach of children. Do not use 
in automatically powered syringes. Exercise extreme caution to avoid accidental self-injection. In case of human 
injection, consult a physician immediately and apply ice or cold pack to injection site while avoiding direct contact 
with the skin. Avoid contact with eyes. Always use proper drug handling procedures to avoid accidental self-
injection. Consult your veterinarian on the safe handling and use of all injectable products prior to administration. 
For use in cattle or sheep only. Inject subcutaneously. Injection of this antibiotic has been shown to be fatal in 
swine and non-human primates, and may be fatal in horses and goats. Do not use in lambs less than 15 kg body 
weight. Do not use in female dairy cattle 20 months of age or older. Use in lactating dairy cattle or sheep may 
cause milk residues. The following adverse reactions have been reported: in cattle: injection site swelling and 
infl ammation, lameness, collapse, anaphylaxis/anaphylactoid reactions, decreased food and water consumption, 
and death; in sheep: dyspnea and death. Micotil has a pre-slaughter withdrawal time of 42 days.

1Elanco Animal Health. Data on fi le.

Micotil, Elanco and the diagonal bar logo are trademarks of Elanco or its a�  liates.
© 2020 Elanco.
PM-US-20-1285

AND READY.
The BRD treatment with proven e�  cacy in controlling 
respiratory disease on arrival is back in stock.1

T:10"
T:14.5"

B:10.5"
B:15"



36     I     November 2020

W W W. J O P L I N S T O C K YA R D S . C O M

I-44 and Exit 22  I  Carthage, Missouri

417.548.BEEF417.548.BEEF

WWEE  SSEETT  TTHHEE  MMAARRKKEETT

For 43 years, Joplin Regional Stockyards has set the weekly market for feeder cattle sales
in the four-state area. Give us a call for on-farm visits, appraisals or trucking arrangements. 

Local field representatives are also available to meet your cattle marketing needs.

P Trime
IME

 
NOV 21, 2020 
DEC 19, 2020 
JAN 16, 2021 
FEB 20, 2021 
MAR 20, 2021 

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 

Cowboy N For Jesus 

 
Mugging 
Branding 
Doctoring 
Penning 

Trailer Loading 

$5 ADMISSION 

12 AND UNDER FREE 

www.riversidecowboychurch.com 
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Cattleman for Kids
Postcard: 7 X 5”

Cattleman for Kids
Postcard: 7 X 5”

• helps over 100,000 local children every year?
• helps with travel expenses for medical appointments that are out of town?
• serves local children in southwest Missouri and northwest Arkansas?
• offers assistance to more than just uninsured children? There are many families that have insurance but cannot afford the high cost of their deduct-
ible, co pays, and out of pocket medical expenses.
• is provided with an operating budget from CoxHealth so that no money is taken out of donations or proceeds for administrative costs?
• provides children with prescription medication and special medical equipment such as wheelchairs, leg braces, hearing aids and more?
• can assist with a child’s CoxHealth hospital and therapy bills?
• provides life-saving equipment for area hospitals 
and ambulances?
• helps to fund several educational programs? (1) 
WASTED, an anti-drinking and driving
program, (2) Never Shake a Baby, a program dedi-
cated to preventing Shaken Baby Syndrome,
(3) CARDIAC, a program designed to identify area 
children and youth that are “at-risk” for
developing health problems, as well as (4) bicycle 
safety and (5) water safety programs.
• funds the CoxHealth Child Life program, which 
provides fun activities for children during their
time in the hospital so they can experience a sense 
of normalcy?
• funds the C.A.R.E. Mobile? The C.A.R.E Mobile is a 
mobile medical unit that provides basic
healthcare services to uninsured and underinsured 
children.
• provides meal trays for families with children 
hospitalized at Cox South?
• provides meal vouchers for families with infants in 
the Neonatal Intensive Care Unit?
• helps children with all illnesses and injuries 
including cancer, diabetes, cystic ibrosis, cerebral
palsy, prematurity, and accidents among others?
• helps to fund school-based telemedicine at local 
schools?
100% of donations and proceeds help local kids!
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Cattlemen’s News is glad to help “Cattlemen for Kids”, 

part of the Children’s Miracle Network Hospital of 

Springfield, Missouri, where local cattlemen can donate a 

percentage from their cattle sales to help children.

It’s very simple; just clip out this form and fill it out. 

When you unload your cattle, give this at check in, at the 

market of your choice or you can tell them to average off 

a percentage of your check or the number of cattle you 

want to donate to the organization.
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See how your dollar strengthens beef’s hold on the market – driving record demand no matter 
the competition. Sign up for your complimentary newsletter at YourDollarDoes.com.

*Figures based on IRI, Refrigerated/Frozen Meat Substitutes, 52 weeks ending 6/16/18; IRI/Freshlook, Total US MULO ending 5/18/18; Categorized by VMMeat System.
Funded by The Beef Checkoff.

What drives beef demand to a record high while 
meat substitutes are less than 1% of total market share?
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Celebrate the holidays with beef
Gatherings with friends and family does not have to be 
stressful or time consuming. Use beefitswhatsfordinner.com 
to explore nutritious recipes and simple tips to make mo-
ments special this season.

Beef delivers on flavor and nutrition
The holiday season also provides the opportunity to high-
light beef cuts, their versatility and cooking methods. When 
it comes to nutrition, beef is a great source of 10 essential 
nutrients including: protein, zinc, iron and many B vitamins. 
This makes beef a nutrient-rich solution for satisfying appe-
tites while providing more nutrients in fewer calories than 
many other foods.

Holiday tips: cooking prime rib
The best way to cook prime rib, or the ribeye roast, is by 
roasting it in the oven fat side up to your desired doneness 
and then allowing it to rest, tented by aluminum foil for 
10-15 minutes before slicing. This will ensure that the juices 
have a chance to settle before cutting into the roast. It’s also 
important to remember the temperature will continue to 
rise 10 to 15 degrees when it comes out of the oven.

Beef for all Seasons
Cooking ideas for all your family gatherings

From the Missouri Beef Industry Council

TRENDING NOW

MAPLE-GLAZED RIB ROAST WITH 
ROASTED ACORN SQUASH

INGREDIENTS:
•   1 beef Rib Roast Bone-In (2 to 4 ribs), small end, chine (back) 
     bone removed (6 to 8 pounds)
•   1/2 cup pure maple syrup
•   1 tablespoon chopped fresh thyme or 1 teaspoon dried thyme 
     leaves
•   2 teaspoons minced garlic
•   2 medium acorn squash, cut lengthwise in half, seeded

COOKING:
1.  Preheat oven to 350°F. Combine maple syrup, thyme and 
garlic in medium bowl. Reserve 1/4 cup for squash. Brush half 
of remaining syrup mixture onto all surfaces of beef Rib Roast 
Bone-In. Reserve remaining for basting.
2.  Place roast, fat-side up, in shallow roasting pan. Insert ov-
enproof meat thermometer so tip is centered in thickest part 
of beef, not resting in fat or touching bone. Do not add water 
or cover. Roast in 350°F oven 2-1/4 to 2-1/2 hours for medium 
rare; 2-1/2 to 3 hours for medium doneness, basting with syrup 
mixture halfway through roasting time.
3.  Meanwhile, place squash, cut sides up, in 13x9-inch glass 
baking dish. Brush cut sides of squash with some reserved 
syrup mixture; evenly pour remaining mixture into each well. 
Roast, uncovered, 45 minutes, brushing cut sides with syrup 
mixture from wells, halfway through baking time.
4.  Remove roast when meat thermometer registers 135°F for 
medium rare; 145°F for medium doneness. Transfer roast to 
carving board; tent loosely with aluminum foil. Let stand 15 to 
20 minutes. (Temperature will continue to rise about 10°-15°F 
to reach 145°F for medium rare; 160°F for medium.)  Mean-
while, increase oven temperature to 425°F and continue to 
roast squash 15 to 20 minutes or until tender and edges begin to 
brown.
5.  Carve roast into slices. Cut each squash half into 2 wedges, 
carefully spooning syrup mixture onto each wedge. Season beef 
and squash with salt and pepper, as desired.

Recipes, recipe photos and tips courtesy of Cattlemen’s Beef Board 
and National Cattlemen’s Association, beefitswhatsfordinner.com.

Roasting times may vary depending on the size of the roast 
and if it is boneless or not. These roasting guidelines can of-
fer a general rule of thumb. But, it’s always best to follow the 
individual recipe or packaging for specific times.
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Marketing Cull Cows is 
Worth Some Effort
By Derrell S. Peel, Oklahoma State University Extension Livestock Marketing Specialist

TRENDING NOW

Fall is a busy time for many cow-calf operations. Producers 
are hard at work weaning and shipping calves, pregnancy 
checking and making culling decisions for the cowherd. Nor-
mal culling occurs because cows fail to breed; failed to raise a 
calf or raised a poor calf; or have teeth or mobility limitations 
that will negatively affect future production. Culling may also 
be impacted by forage or feed availability and longer term 
plans to either expand or contract the herd size according to 
cattle market conditions.   

Many producers give little thought to marketing cull cows 
and simply sell them as quickly as possible, resulting in many 
cull cows hitting the market in a short period of time in the 
fall. Beef cow slaughter reaches a seasonal peak in October 
and November, causing 
seasonally low prices for 
slaughter cows. Cull cows 
have a pronounced sea-
sonal price pattern that 
ranges from more than 
10% below the annual 
average in November to 
more than 7% above the 
annual average in April 
(Figure 1).  

Cull breeding stock typi-
cally represents 15-20% of 
total revenue for cow-calf 
operations.  Therefore, 
there are good reasons 
to evaluate and consider 
cull cow production and 
marketing possibilities 
beyond simply selling at 
weaning. Cull cow prices 
typically increase about 
15% from the November 
low to March and about 
20% by April (Figure 2). 
With current market 
conditions, a cull cow 
maintaining the same 
weight from November 
until spring will increase 
in value by $100-$135 per 
head just due to the price 
change. Additionally, cull 
cows should gain some 
weight after calves are 
weaned. Depending on 
cow condition in the fall 
and the amount of time, cull cows may add 75-150 pounds 
after weaning. This may increase value another $40-$80 per 
head due to additional weight. Finally, as cows gain weight, 
they may sell as higher dressing cows and receive an addi-
tional price premium. Cows that move from low dressing to 
average dressing or average to high dressing may add anoth-
er $40-$75 per head in value. Increasing dressing percentage 
by one level is roughly equivalent to adding 1.0-1.5 body 
condition scores to the cow. In total, it is quite possible to 
increase cull cow value by 25-35% from fall to the following 

spring through a combination of seasonal price increase, in-
creased weight and improved dressing percent.

Cull cow value is a function of age, size, muscling and condi-
tion. Cull cows can receive USDA quality grades of Commer-
cial, Utility, Cutter and Canner, though in practice, cows are 

rarely quality graded. Slaughter 
cows are typically reported at auc-
tions as breaking, boning or lean 
according to estimated red meat 
yield and dressing percentage. 
Price differences between break-
ing and boning cows with similar 
dressing percentages are small, 
usually less than 2%.  Lean cows 
are typically discounted 5-8% be-
low boning cow prices, while very 
lightweight lean cows will be dis-
counted 18-20%. Some lean cows, 
with added weight and condition, 
may move into the boning catego-
ry for additional value.

The revenue potential of holding 
cull cows beyond the fall low must 

be evaluated against additional 
costs. Holding cull cows will re-
quire feed, labor, management 
and facilities. Cull cows often 
utilize existing facilities, available 
slack labor and typically require 
little management, which add 
relatively little costs. However, 
in some instances these consider-
ations can be significant. Feed cost, 
by contrast, will be a significant 
consideration as cull cows are not 
very feed efficient. Despite this, 
cull cows can be a good way to 
utilize and upgrade the value of 
low-to-moderate quality forage. 
Feeding cull cows on dry stand-
ing forage or hay, combined with 

a carefully planned supplementation program, can provide 
economical cull cow weight gain.  There may not be a better 
use for old hay than feeding it to cull cows.  

With drought conditions effecting many regions, additional 
cull cows are pressuring markets this fall. This increases the 
likelihood that the spring seasonal increase in cull cow prices 
will be robust. Producers who have sufficient feed resources 
to hold cull cows may have attractive opportunities this win-
ter. It’s worth some effort to evaluate the potential. 
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FIGURE 1.  SEASONAL PRICE INDEX – UTILITY COWS
Southern Plains, 2009-2018

Data Source:  USDA-AMS, Compiled & Analysis by LMIC

Livestock Marketing Information Center
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Trent Johnson 
Kansas
620-228-1463

Larry Mallory 
Missouri
417-461-2275

Chris Martin 
Kansas
785-499-3011

Mark Murray 
Oklahoma
918-930-0086

Kolt O’Brien 
Kansas
620-724-0980

Blain Parrish 
Texas
254-679-9427

John Parrish 
Texas
254-679-1259

Jason Pendleton 
Missouri
417-437-4552

Nathan Ponder 
Oklahoma
636-295-7839

Jim Schiltz 
Missouri
417-850-7850

Jr. Smith 
Arkansas
870-373-1150

Don Stuckey 
Oklahoma
580-254-1476

Delbert Waggoner 
Kansas
620-583-9483

Brandon Woody 
Missouri
417-827-4698

Troy Yoder
Oklahoma
918-640-8219

Bailey Moore 
Missouri   

417-540-4343

Jackie Moore 
Missouri 

417-825-0948

Skyler Moore
Missouri 

417-737-2615

Matt Oschlaeger
Video Production

417-825-0948

Rick Aspegren 
Missouri

417-547-2098

Sam Boone
Okla./Texas 

940-235-9668

Luke Carr
Kansas

620-205-6940

Rick Chaffin 
Missouri

414-849-1230

Tim Durman 
Missouri

417-438-3541

Pat Farrell 
Kansas 

417-850-1652

Nick Flannigan 
Missouri

417-316-0048

Fred Gates 
Missouri

417-437-5055

Jim Hacker 
Missouri

417-328-8905

Bryon Haskins 
Kansas/Missouri
417-850-4382

JW Henson 
Missouri

417-343-9488

Matt Hegwer 
Missouri 

417-793-2540

Contact one of our field 
representatives today!



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

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

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

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

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

KKOW  860 AM   
Monday & Wednesday

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

KRMO  990 AM   
Monday-Friday

 9:55-10:05 a.m.

KRMO  990 AM   
Monday, Wednesday, Friday

Noon Hour

KRMO  990 AM   
Tuesday & Thursday

Noon Hour

Outlaw  106.5 FM   
Monday & Wednesday

11:45 a.m.

TUNE IN TO THE JRS MARKET REPORT
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JRS E-blasts 
to your phone, 

tablet or computer!

Look for a sign-up form coming 
soon to receive news, events, 
information and happenings 

around JRS through our 
new online e-blast format 

starting early 2021!  

Ft. Scott

Pittsburg

Nevada El Dorado Springs

Rich Hill

Butler
Lacyne

Iola

LeRoy 

Coffeyville

Independence

Fredonia

Bartlesville

Vinita

Claremore
Pryor

Grove

Jay

Joplin

Monett

Bentonville

Bella Vista

PinevilleNoel

Carthage

Miami

Caney

Chanute

Parsons

We Talk Farm & Ranch!

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



www.stockmanship.com • 417-719-4910

Introducing:

Smile and Mean it
the Bud & Eunice Williams Story

HIMMERICH
CROP CARE  LLC
Custom Spraying

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

Specializing

Call for free estimate.
David Himmerich
417.389.1740

SPRAYING

STOCKMANSHIP

CONSTRUCTION

CATTLE
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SEED

Available Small Square Bales of Caucasian 

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

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

FINANCING

stockmanship.com • 417-719-4910

Order your book today!
Proper Livestock
Marketing 101

by Bud Williams

stockmanship.com
417-719-4910

Order your book today!

8134 E. State Hwy C, Strafford, MO 65757

417-736-2125

GENETIC SERVICESAI 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. Techician

Mass Breeding & Synchronization 

INTERESTED IN 
ADVERTISING 

HERE?  

Contact 
Mark Harmon  

for more 
information!

Email:

markh@joplinstockyards.com  

Lead, Learn, and Dream Leadership Series 
 Date Nov. 17, 2020    Time 10:00 am - 4:00 pm

Format: Zoom

A VIRTUAL leadership program presented by University of Missouri Extension
Our first “Lead, Learn and Dream” Leadership Conference features speakers of national and local 
reputation to create a virtual experience that will add value to you and help build your leadership 

capacity. Plan ahead so you can take the day and focus on these speakers and our broadcast.

FORAGE

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? 



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
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