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

ARKANSAS 
Jimmie Brown
M (501) 627-2493

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Ted Dahlstrom, DVM: Staff Vet
Stockyards (417) 548-3074; 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
M (417) 437-5055 

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

FIELD REPRESENTATIVES

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

Skyler Moore: Mount Vernon, MO   M (417) 737-2615
ON THE BLOCK
with Jackie Moore
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It didn’t take long for the mois-
ture to go away! In the last 30 
days, we’ve been talking about 
how much grass and rain we’ve 
been blessed with and now we’re 
talking about how dry everything 
is. We sure need a rain as we head 
into fall to grow some grass. 

We keep struggling with the 
fat cattle market and can’t get 
any momentum there. That has 
weighed on the calf and yearling 
market. We see these calves come 
.10 to .15 lower which is not un-
common for this time of year, but 
it may have come a week or two 
earlier this year than we expect-
ed it because of the dry weather. 
There are a lot of calves running 
in the north and they have been 
in a drought there so those calves 
are coming to town which in turn 
puts more pressure on the market 
a little earlier than normal which 
usually doesn’t happen ‘til some 
time in October but here it is...the 
first of September and all of those 
calves are coming.  

If you start any calves, and we 
start a lot of them, the health has 
not been very good especially with 
this high humidity. The heat and 
dust that we’ve had has caused us 
to struggle health wise right along 
with everyone else we send them 
to. Everyone we sent one to last 
week has some health issues so 
they aren’t buying one this week. 
It just keeps building on itself, and 
it’s a struggle to sell some of those 
un-weaned bull and heifer calves 
that have not had any shots. Those 
calves that have had shots and 
are sure enough true yearlings 
are selling really good, but until 
we get some cold weather and get 

some condition on them it’s going 
to be tough on those calves. We 
act like we don’t expect this but 
it has happened every year my 
whole lifetime. I’ve been around 
here 62 years so it’s not surpris-
ing to me that they are getting 
sick because when you get up of 
a morning you’ve got to have a 
jacket on and by noon you don’t 
even need a shirt. So you just 
imagine you are going to have 
some health concerns.  

The fat cattle market trade is 
steady...1.22, 1.23, 1.24. They 
continue to not make any mon-
ey, and the packers are making 
a lot of money so we continue 
struggling like we have been. We 
sure would like to get something 
done here but we just can’t seem 
to get there. It’s the fall of the 
year, and it’s generally like these 
conditions. We see those futures 
up there but you can’t hardly sell 
these calves, and that’s just the 
way it works.  

The slaughter cow and bull mar-
ket has come some lower which 
is normal for this time of year. 
There are a lot of cows and bulls 
trading around the country which 
puts some pressure on that mar-
ket. The stock cow market has 
stayed good. It’s just a sideways 
affair until we get some rain.  

I want to give a shout out to all 
the women in Agriculture! That’s 
our feature this month in the 
magazine and we appreciate all 
you do.  I want to give a special 
thank you from Joplin Regional 
Stockyards!   

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
markh@joplinstockyards.com

Editor/Design/Layout:
Jocelyn Washam

Cassie Dorran
Rural Route Creations

CN@joplinstockyards.com

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

ad sizes and pricing can be found 
in the 2021 print media guide. 

www.joplinstockyards.com

AD DEADLINES
Although we strive to maintain 
the highest journalistic ethics, 
Joplin Regional Stockyards limits 
its responsibilities for any errors, 
inaccuracies or misprints in 

advertisements or editorial 
copy. Advertisers and ad-
vertising agencies assume 
liability for all content of 
advertisements printed, and 
also assume responsibility 
for any claims arising from 
such advertisement made 
against the Stockyards and/
or its publication.
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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 a mix of extensive experience in agribusiness and production agricul-
ture, despite her age, Cassidy Brown, Oldfield, Missouri, is somewhat of an 
anomaly in the industry. She’s young, a female, and the manager of a suc-
cessful feed store. Plus, she doesn’t exactly fit the stereotype of the average 
60-year-old male beef producer. 

Statistically speaking, the 2017 Census of Agriculture places Brown in the 
8% of U.S. producers who are under the age of 35, and the 36% of produc-
ers who are female. Like others who have grown up in the beef industry 

Blending Agribusiness and 
Production Ag into Her Best Life
By Rebecca Mettler for Cattlemen’s News

TRENDING NOW

and are fortunate enough to be involved 
in agriculture as adults, Brown wears 
her badge of honor proudly.  

Brown currently serves as the manager 
of the Ozark MFA Agri Services store. 
Her career with MFA began as an intern 
at the Lockwood, Missouri, location in 
the spray division when she was in high 
school. That internship morphed into 
a spot in the Ag Experience internship 
program at MFA Incorporated in Colum-
bia, Missouri while Brown was attend-
ing Missouri State University and work-
ing at the Ozark MFA location. Upon 
college graduation in 2019 she started 
full-time at Ozark MFA and is now at 
her current roll as manager. 

Two years ago, at the same time she 
was first taking on her role as manager, 
Brown and her boyfriend bought a farm 
outside of Oldfield, from a farmer in his 
90s. While the property was suitable 
for raising cattle, many improvements 
to the land and forage base have been 
made. Brown is responsible for the 
majority of the day-to-day activities and 
management decisions on the cow-calf 
operation. Many days she finds herself 
checking cows during the early morning 
hours before work and racing to com-
plete her farm tasks before the sun sets 
in the evening. 

“I have a lot of early mornings and late 
nights on the farm but from a young age 
I learned to prioritize things that need-
ed done, and sometimes the fun things 
weren’t at the top of the list,” Brown 
said. 

However, evenings on the farm serve as 
a stress reliever for Brown.

“I come out here in the evenings and ob-
serve the cows,” said Brown. “Each cow 
has a personality, and I like to sit and 
watch them. They keep me from going 
crazy, and working on the farm isn’t a 
job to me.” 

Brown’s cowherd is Angus based with a 
few Limflex-influenced females mixed 



Your Your ONE STOPONE STOP Source Source

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

Visit our website for updates and sale catalog. 

Videos available the weekend prior to the sale.

Catalogs mailed upon request.

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

Charolais Journal:
David Hobbs  (913) 515-1215

Auctioneer:
Jackie Moore (417) 825-0948

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

Depend on ACE Genetics • Satisfaction Guaranteed

VIEW/BID LIVE ONLINE:

33rd Edition Production Sale33rd Edition Production Sale
Saturday, October 16, 2021 • 1 p.m. Central

At the Ranch • Carthage, Missouri

Offering 60 Charolais BullsOffering 60 Charolais Bulls
15 Charolais Pairs with Purebred Heifer Calves 15 Charolais Pairs with Purebred Heifer Calves 

sired by sired by ACE ORR Lock & Load 976 PACE ORR Lock & Load 976 P
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in. Traditionally, she’s used registered Angus bulls, but is consid-
ering using a Polled Hereford bull because “nothing beats the look 
of a black baldy female.” Plus, the addition of Hereford genetics 
would provide more maternal and individual heterosis. 

In addition to genetic improvements, Brown recently moved the 
cowherd from spring calving to fall calving to work around the 
busy spring fertilizer season at the store. She’s also been looking to 
add more pounds at weaning without sacrificing calving ease and 
thus chose a herd bull with a large growth spread from birth to 
weaning. 

Brown’s innate connection to the agricultural industry can be seen 
in the passionate way she speaks about future improvements and 
plans for her beef operation and the pride she has for the team’s 
successes at the Ozark MFA location. 

“We work in one of the fastest changing 
industries. I can’t think of another pro-
fession that has the rate of change that 
agriculture does, yet farmers are one of 
the slowest groups of people to adjust 
to change. We are on two completely 
opposite ends of the spectrum, and we 
are expected to blend them together.” 

To Brown, the biggest reward comes 
with the customer relationships and 
team members that she’s developed 
over the years.

“I’m definitely a people person, and 
I’m very vested in the company,” said 
Brown. “I’ve ‘rode for the brand’ as they 
say, for nine years now.” 

Brown is the youngest manager and 
one of the handful of women managers 
within the MFA Agri Services organiza-
tion. She describes her managerial style 
as humble yet firm. She understands 
that because she’s young, she doesn’t 
know everything but must be a quick 
study. She’s also not afraid to do any 
task that needs to be done; no task is 
above her position. 

“Overall, it makes me proud,” said 
Brown. “I’m pretty hard on myself, 
which is part of what drives me. This 
career has been one of the biggest bless-
ings for me and has set me apart from 
the average person. With that said, I’ve 
had to learn at a very fast pace.” 

Throughout the years, Brown has 
learned the importance of stepping out 
of her comfort zone and recognizing 
that every day provides an opportu-
nity to learn and grow professionally 
and personally. Then, at the end of the 
day, she can go back to the farm that 
grounds and motivates her all at the 
same time. 

“Most of all, this life has led me to be 
as successful as I am, said Brown. “I 
wouldn’t be where I am today if I didn’t 
get to see God’s creation every single 
day. That’s what makes it all worth it.” 

*Photos by Rebecca Mettler

Continued from previous page
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Hire the Right “Employees” with Show-Me-Select
By Jordan Thomas for Cattlemen’s News 

MANAGEMENT MATTERS 

Although not a perfect analogy, I often think of purchasing 
replacement females as something akin to hiring on a new em-
ployee in a business. Have you ever sat down and tried to write 
out a job description for what a female in your operation has 
to do? What are the minimum qualifications for a replacement 
heifer? One could accuse me of being too picky about replace-
ment females at time, but I actually think females we hire on 
as replacements have to check a lot of boxes even just in terms 
of minimum qualifications.

If you are in the market for bred replacement heifers this year, 
I would encourage you to write up a job description for your 
ideal hire. Here are a few things that every commercial pro-
ducer should have on their list of required qualifications for 
these new “employees.”

•	 Heifers should not be structurally unsound, in poor 
health, or of a very poor disposition

• Heifers should have low likelihood of 
requiring calving assistance

• Heifers should be confirmed pregnant 
to calve in the very earliest portion of 
your cow herd’s calving season

• Heifers should be adequately de-
veloped (body condition score of 6 or 
slightly higher) prior to calving

• Heifers should present a low risk of 
future disease or disease introduction 
into the herd

Those are just the basics! There are cer-
tainly other “preferred qualifications” 
you should be mindful of when seeking 
out new hires, such as their genetic 
merit for economically relevant traits 
in your production system, adaptation 
to your environment, general visual 
appearance, etc. But even just the basic, 
minimum qualifications are not neces-
sarily easy to find. I want a lot of infor-
mation about prospective employees.

If you purchase rather than develop 
replacement heifers, look at the Show-
Me-Select Replacement Heifer Program 
as a potential source of high-quality, 
high-information replacement females. 
Here are just a few of the ways that 
Show-Me-Select heifers meet the qual-
ifications that every wise commercial 
producer should prioritize when select-
ing replacements:

• Show-Me-Select heifers go through 
a defined management process in 
which they are screened for unsound-
ness, health, and disposition. If heifers 
are problematic, they don’t get tagged 
with a Show-Me-Select ear tag. If a prob-
lem is flagged by Missouri Department 
of Ag graders prior to a sale, the heifer 
gets sent home with her Show-Me-Select 
tag cut out—end of story. 

• Show-Me-Select heifers are about 
as low-risk for calving difficulty as 
we can possibly make them through 
management. In managing to ensure 
low risk of calving difficulty, our major 

Continued on next page



opportunities are to screen out heifers with insufficiently 
sized pelvises and to ensure that calving ease service sires 
are used to breed the heifers. Every Show-Me-Select heifer 
receives an individual pelvic measurement by a veterinar-
ian and must meet a minimum in order to qualify for the 
program. Service sires used to breed Show-Me-Select heifers 
must either be high-accuracy AI sires or genomic-tested nat-
ural service bulls, and both AI sires and natural service sires 
must have a calving ease direct (CED) EPD above a safe value 
for use in heifers.  

• Show-Me-Select heifers are diagnosed for pregnancy 
within 90 days of the start of the breeding season, and 
about 95% of Show-Me-Select heifers receive pregnancy 
diagnosis via ultrasound. This provides a very accurate 
estimation of fetal size and expected calving date within a 
reasonable margin of error. The expected calving date of 
every Show-Me-Select heifer is provided at the time of sale, 
so that you can make sure you purchase heifers bred to calve 
early within your calving season. Remember, she is still a 
heifer and will take longer to return to estrus after calving, 
so it is worth it to buy early-calving heifers to ensure they 
have the best chance possible of breeding back and staying 
in the herd for multiple years. 

• Show-Me-Select heifers are required to be in adequate 
flesh (body condition score 5 minimum) at the time of 
sale. In my experience attending a number of sales, the 
vast majority sell at a body condition score of 6 or great-
er. That is the condition to which I recommend heifers be 
managed to attain at the time of calving. You will still need 
to take care of them when you get them home, but they will 
come with their calf’s lunch packed already. 

• Show-Me-Select heifers are required to follow a defined 
vaccination program and receive a pre-breeding booster. 
Additionally, heifers must receive a lepto booster at pregnan-
cy diagnosis and must be treated for internal and external 
parasites within 30 days of sale. Heifers are also required 

Continued from previous page

to be BVD-PI tested and guar-
anteed negative. Although 
no animal health program is 
completely bulletproof, that is 
pretty close.

There are of course a number 
of excellent sources of replace-
ment heifers, but the Show-
Me-Select program require-
ments have become the “Black 
and Gold Standard” in heifer 
development for a reason. I 
would encourage you to attend 
one of the upcoming Show-Me-
Select sales listed below if your 
operation is “hiring” this fall. 
I know you will find qualified 
heifers that meet the qualifica-
tions every replacement heifer 
ought to. And I think you will be pleased at how many check 
some other boxes in your list of preferred qualifications too. 

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

Give your cattle and 
vaccines a solid 
foundation for health 
and performance by 
testing for and 
removing PI cattle.

To learn more, visit us 
online or give us a call.

www.cstbvd.com    (620) 675-8640

Test Better.
Faster. Smarter.

Take charge of 
cattle health and

performance

Galen:785.532.9936 
finkbull1@twinvalley.net & FaceBook  

120 Charolais Bulls 
Growth. Carcass (some 
of the top in the breed)! 

'Kind.' Slick hair. 

100 Black Angus  
Maternal. Fertility. 

Slick-haired.  
Moderate. 

25 Red Angus x 
Charolais Bulls 

Buckskin-color.  
Moderate. From our best 

Charolais heifers.   
All AI-sired! 

Show-Me Select Sale Location Date/Time

Kirksville Livestock, LLC - Kirksville, Mo. 11/19/2021    6:30 p.m.

Joplin Regional Stockyards, Inc. - Carthage, MO 11/19/2021    7:00 p.m.

Kingsville Livestock Auction - Kingsville, MO 11/20/2021    11:00 a.m.

SEMO Livestock Sales, LLC - Fruitland, Mo. 12/4/2021      11:00 a.m.

Farmington Regional Stockyards, LLC - 
Farmington, Mo.

12/10/2021     7:00 p.m.

F&T Livestock Market  - Palmyra, Mo. 12/11/2021    12:30 p.m.
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The fall cattle run can be particularly challenging for calves; 
commingling, shipping and a new address all can add stress. To 
make matters more challenging, wide temperature fluctuations 
are common. It can be 40 degrees Fahrenheit in the morning 
and 80 degrees in the afternoon. 

The thermal neutral zone is the normal body temperature that 
does not require an animal to use energy beyond its normal 
basal metabolic rate. Any time an animal must extend energy 
to stay in that zone, they are under stress. Making sure there is 
ample, dry bedding can help. 

Bovine respiratory disease (BRD) is one of the most common 
disease challenges. Its impact on days on feed and cost of gain, 
plus treatment costs can take their toll on productivity and 
profits. 

Good animal husbandry practices with a focus on minimizing 
or de-stressing cattle, coupled with a comprehensive vaccine 
program, is the first line of BRD defense.

Vaccinating vs. immunizing cattle 

It’s critical to understand that “vaccinating cattle” is not the 
same thing as “immunizing cattle.” Vaccinating is the act of 
administering a vaccine; immunizing cattle is the animal re-
sponding to the vaccination. For this to happen, two things need 
to take place. First, the vaccine must be correctly cared for and 
administered. Second, the animal must be in a physiological 
state in which it can respond to the vaccination. 

When reconstituting the modified live vaccine, use a swirling 
or rolling motion vs. shaking that can damage the modified live 
virus within the vaccine. Vaccines should be kept cool and out 
of sunlight. Modified live vaccines should be used within two 
hours of opening. Any remaining reconstituted modified live 
vaccine at the end of the day should be discarded. 

It’s important to store the vaccine cake and sterile diluent per 
the label. The protocols for proper handling of vaccines or med-
ications prior to administration need to be fully explained and 
reinforced with processing crews, whether an on-site or custom 
crew.

A herd veterinarian can best advise what vaccines to use and 
when to vaccinate calves. For calves to be able to respond to 
vaccines, they should be on feed and drinking.

When you do administer vaccines, stress can be reduced by 
minimizing the time calves are in the tub, alley and chute. I 
recommend bringing in just enough cattle at a time to keep the 

By David Sjeklocha, D.V.M., technical services manager, Merck Animal Health

INDUSTRY NEWS

The Value of a Combination Antibiotic for 
Treating BRD 

crew at the chute working and not have cattle standing in the 
tub.  

Making the right treatment choice

When a calf does get sick, the goal is to get it back on the road 
to performance as quickly as possible. Every day a calf is sick, 
their performance gets worse. Anything we can do to identify a 
sick calf early, administer the right treatment and give them a 
good environment is going to help them recover faster and pay 
dividends. 

Resflor Gold® (Florfenicol and Flunixin Meglumine) combines a 
powerful antibiotic and a fast-acting non-steroidal anti-inflam-
matory in one dose. The benefit of using a non-steroidal anti-in-
flammatory is that it helps reduce fever due to BRD. When cattle 
have a fever, it commonly is accompanied by loss of appetite. 
Just like in humans, dehydration is a common issue when ani-
mals are sick. A calf that is dehydrated can’t work the mucus out 
of their lungs nearly as efficiently as a calf that is fully hydrated.  

We also need to focus on the condition of the hospital pen and 
be sure it’s not overcrowded. To aid in their recovery, cattle 
need the fundamentals of good animal husbandry – fresh feed, 
clean water, dry pens and plenty of bedding. We want to avoid 
leaving animals in the hospital pen longer than necessary as 
there is an adjustment when they transition back to the home 
pen. 

We want to get cattle back in the home pen as soon as possible. 
Some animals, if detected early in the disease process, may 
be able to be returned to the home pen the same day they are 
treated. This can require extra labor, but it reduces hospital pen 
overcrowding and results in healthier animals. 

Cattle recover faster and less antibiotic is required when we use 
the right antibiotic, so it’s important to work with your veteri-
narian and follow their protocols. 

IMPORTANT SAFETY INFORMATION: Animals intended for 
human consumption must not be slaughtered within 38 days 
treatment. This product is not approved for use in female dairy 
cattle 20 months of age or older, including dry dairy cows. 
Use in these cattle may cause drug residues in milk and/or in 
calves born to these cows. A withdrawal period has not been 
established in pre-ruminating calves. Do not use in calves to be 
processed for veal. 

Copyright ©2021 Intervet Inc., d/b/a Merck Animal Health, a sub-
sidiary of Merck & Co., Inc. All rights reserved.

Merck Animal Health Empowering Women to Succeed in Agriculture
Merck Animal Health has an Unconditional® commitment to developing and supporting women in animal health and agriculture. The company 
invests in training and resources to help women and the next generation of women leaders succeed. 

An example of this commitment is the Merck Women’s Network. Established in 1995, the network offers leadership and development opportuni-
ties to help its members develop both personally and professionally. It serves a diverse and global network of women and men, empowering them 
to realize their full professional and personal potential within an environment of networking and mentoring. 

The Merck Women’s Network focuses on leadership development, gender parity, alliances, and partnerships across the company. It includes a 
mentor program, a job shadow program to explore different careers within the company, and leadership summits with internal and external 
women leaders. 

“Women bring a diversity of thought and perspective to the agricultural industry,” says Amanda Welsh, Director of Cattle Marketing at Merck 
Animal Health. “We are instrumental in helping to pave the way in developing our future leaders to ensure the next generation of women are 
empowered to take on the challenge of meeting a growing and sustainable food supply.”



MAHCattle.com • 800-521-5767   
©2021 Intervet Inc., doing business as Merck Animal Health,  
a subsidiary of Merck & Co., Inc. All rights reserved. US-REF-210800001

1 Lekeux P. Bovine respiratory disease complex: a European perspective. Bov Pract. 1995;29:71-75.
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Being a young woman in agriculture in 2021, I don’t think I always 
appreciate what it took to get us here. My experience in agricul-
ture, even at a young age, involved women in leadership. Being 
in Animal Science, my time as an undergraduate and graduate 
student I’ve actually been a part of the majority in the classroom. 
Despite my experiences, I know that many women have battled 
to be respected in the agricultural industry. I’m grateful for all of 
them and that they made it possible for me to confidently pursue a 
career in agriculture.

The Resilience of Women in Agriculture
By Genevieve VanWye for Cattlemen’s News

TRENDING NOW

Many empowering women have influenced my development 
as a young woman in agriculture, the first being my mom, who 
instilled in me a passion for the agriculture industry. I’ve always 
looked up to her as someone I hope to be like someday. As I was 
growing up, she was and still is the principal producer in my 
family’s seedstock operation, which in it of itself is still uncom-
mon. She’s worked hard to continuously improve our herd, while 
raising three kids. Still, she has always made time to give back 
to the community through volunteer work and leadership roles, 
whether that be at the county, state or national level. 

In her career she’s faced challenges, like 
many women in agriculture, as a result of 
our industry’s gender role stereotypes. We 
still discuss how she was the only female 
in her graduate program at Colorado State 
University during her first semester there, 
and how this is nearly the opposite of my 
experience as a graduate student. She 
worked for an AI company for a time and 
again was in the minority. She transitioned 
into a career in livestock pharmaceuticals 
and was, at times, the only woman at sales 
meetings. Discussing the challenges asso-
ciated with being in the minority, I don’t 
think any of them slowed her down. Her 
perseverance is evident, much like that 
of many great women in agriculture who 
have faced adversity. I am proud of where 
I come from and the lessons my mom 
taught me about life. She’s always pushed 
me to be my best self and set the example 
that, as a woman, I can do anything and 
everything I put my mind to.

Several of my mentors share similar 
stories of challenging early careers in 
agriculture. These mentors also share a 
similar trait of being trailblazers, not only 
as a woman in agriculture, but as indus-
try leaders. Two women that have played 
pivotal roles in my life are Kim Heller, Red 
Angus Association of America Director of 
Eduction and Junior Programs, and Dr. 
Jodi Sterle, Professor at Iowa State Univer-
sity. Both are extremely successful in their 
given careers and have taught me invalu-
able lessons. Kim has always stressed the 
value of making connections, and I’ve 
grown to live by Dr. Sterle’s favorite line 
to quote, “The world is run by those who 
show up.” But more importantly, they both 
are always there to lift others up and take 
the time to lend a helping hand. These 
attributes are what set women in agricul-
ture apart.

In agriculture today, it’s less challenging 
and uncommon for women to pursue 
careers in agriculture and take on lead-
ership roles. In thinking of all the women 
that pursued a career in agriculture and 
have faced gender-related adversity, I’m 
grateful for their continuous bravery and 
strength. There are still battles to be won, 
but we’ve come a long ways toward gen-
der equality because of the resilience of 
women in agriculture.

Genevieve VanWye is a Graduate Research Assistant for     
                                                        the University of Missouri Division of Animal Sciences.
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Spur Dividend 9390 [RDC]

*19628616
9/30/19

 CED BW WW YW MK MB RE $B $C
 +7 +2.7 +69 +136 +30 +.81 +.89 +191 +307

Spur Southside 9532 [DDF]

*19795860
12/18/19

 CED BW WW YW MK MB RE $B $C
 -2 +3.9 +87 +157 +30 +.68 +1.32 +193 +322

Spur Silver Phoenix 9402

*19628625
11/13/19

 CED BW WW YW MK MB RE $B $C
 +7 +2.2 +62 +123 +26 +.94 +.69 +185 +288

Spur Glory 9146 [DDF]

*19611462
9/30/19

 CED BW WW YW MK MB RE $B $C
 +1 +4.0 +92 +151 +20 +.89 +.79 +181 +293

Spur Mainstay 9308

*19624134
9/15/19

 CED BW WW YW MK MB RE $B $C
 +6 +2.1 +75 +134 +25 +.83 +.82 +175 +311

Spur Surety 9120

*19611275
11/1/19

 CED BW WW YW MK MB RE $B $C
 +9 -.1 +73 +123 +30 +.76 +.66 +160 +277

Spur Franchise 9354 

9/9/19 
4210012

 CED  BW  WN  YW  Milk  MB RE  ProS HB GM
 +14 -1.1 +65 +109 +21 +.71 +.52 128 47 +81 

Sire: *Spur Dividend 4270 [RDC-AMF-XF] Sire: *Connealy Glory 413CSire: *Connealy Mainstay [AMF-CAF-XF]

Sire: *Thomas Surety 6726

Sire: +*Baldridge Denominator D246 [DDF]

Sire: Connealy Southside 0483 [AMF-CAF-XF]

Sire: *Spur Silver Phoenix 7532 [AMF-CAF-XF]

Sire: *Connealy Mainstay [AMF-CAF-XF]

Spur Surety 9134

*19611265
10/25/19

 CED BW WW YW MK MB RE $B $C
 +8 +.8 +64 +117 +30 +1.12 +.76 +192 +290

Sire: *Thomas Surety 6726

Sire: H&H Phoenix 8080 [DDF]

Spur Playbook 9208 [DDF]

*19644602
9/19/19

 CED BW WW YW MK MB RE $B $C
 +12 +1.1 +66 +122 +37 +.49 +.44 +149 +275

Sire: +*TEX Playbook 5437 [AMF-CAF-XF]

Spur Mainstay 9110

*19611241
9/25/19

 CED BW WW YW MK MB RE $B $C
 +10 -.4 +78 +127 +26 +.69 +1.06 +165 +282

Spur Phoenix 9232

*19613966
9/17/19

 CED BW WW YW MK MB RE $B $C
 +3 +2.0 +73 +133 +30 +.62 +.63 +171 +283

Spur Denominator 9322 [DDF]

*19620898
11/10/19

 CED BW WW YW MK MB RE $B $C
 +16 -2.8 +56 +102 +23 +1.30 +.51 +155 +244

EPDs as of 8/18/21
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Women in Agriculture - 
Erin Luchsinger Hull

Erin Hull’s perspective on women in agriculture, composed by Samantha Athey

TRENDING NOW

Erin Luchsinger Hull, a carpenter by day and Red Angus farmer by 
nights and weekends from Tully, New York, knows the struggle of bal-
ancing the wife and mom life with a job as well as her responsibilities 
as owner of Lucky 13 Beef. 

“I was blessed to be born into a farming family,” she said. “Both sides 
of my family have farmed for as long as anyone can remember.” 

“As a teenager, I swore I would never be a farmer, never marry a 
farmer, and never live on a farm,” she continued. “Oh, how things 
change. I cannot imagine not having cows and equipment now.”

Growing up on a farm, however, helped prepare her for her role not 
only on the farm but as a strong woman and leader in agriculture.

“On our farm growing up, no one cared if you were a woman or a 
man so long as the work got done,” she said. “My mother milked 
cows. My grandmother ran equipment. I grew up believing this was 
the norm.

“Clearly, when I entered the agricultural world as an adult, I quickly 
learned this was unique,” she continued. “As I look at farms around 
me and throughout the country, I see many more female operators 
and owners.”

Overall, Luchsinger Hull is seeing a growing interest from females in 
the agricultural industry.

“Our local agricultural extension agents are almost all female,” she 
said. “Our FFA club is almost all female. Our 4-H club is almost all 
female. It is pretty incredible to see women not just sitting behind the 
office desks but also taking charge and being the main decision-mak-
ers.”

Luchsinger Hull said the agricultural industry is also seeing a shift 
in women successfully holding leadership positions, but she doesn’t 
think this will change the future of the industry.

“I truly do not think it will look much different than it has always 
looked, except you will see different names and faces,” she explained. 
“I believe the industry as a whole will not look any different wheth-
er it is dominated by men versus women. Our end goals are still the 

same: To be good stewards to the land and our animals. It doesn’t 
matter if you are a man or a woman.”

Luchsinger Hull said she’d like to say farming and ranching isn’t dif-
ferent for women but basic body structure and strength put women 
at a disadvantage. 

“It is a known fact that women have different body strength than 
men,” she said. “That means we as women must work smarter rather 
than harder. We have to use brains when brawn could be used by 
men. We simply do not have the strength that our male counterparts 
possess. You should know it pains me to say that.”

Luchsinger Hull recommended women in agriculture and those seek-
ing to get into the agricultural industry look into Annie’s Project to 
expand their agricultural knowledge. 

“The mission of this project is to provide educational programming 
designed to strengthen women’s roles in the modern farm enter-
prise,” she explained. “Whether your farm or ranch is big or small, 
this program has something to offer all women, and it is applicable 
to women who do not have a large role in their operations and those 
who are running the show.”

When it comes to offering advice to women balancing being a mom, 
wife and agriculturalist, Luchsinger Hull said the topic hits home. 

“As the mother to two children and being married to a husband who 
was out of town almost 150 nights a year, my days were busy when 
the kids were little,” she said. “I had a job, I had the farm, I had the 
kids. Looking back, life was not very balanced but like everyone in-
volved in the industry, you just do it.

“You do not count the hours. You just get the work done and fall into 
bed. You will be tired. You will question your lifestyle some days but 
push through it all because in the end, it is worth all the hard work. 
Persevere!”

Though she grew up on a farm, Luchsinger Hull recognized some 
women who don’t have that experience face unique challenges.

“If I were to hand out advice to someone who did not grow up on a 
farm, it would be to be patient, flexible, and learn quickly that life 
revolves around the weather and not your well laid plans,” she said. 
“The sooner you accept these things, the sooner you will love the 
world of agriculture and all it has to offer.”

She also recognized women often have unique responsibilities and 
roles in addition to their jobs on the farm or ranch.

“I see no issues with women sharing the same role as their male 
counterparts,” Luchsinger Hull said. “When it comes to having extra 

special roles, I think this does apply 
if you have children. Even in homes 
with two parents, mom is generally 
the one to comfort, console, etc. She 
is generally the one to make meals, 
also.”

Luchsinger Hull offered a final re-
minder to women trying to balance 
their family roles and responsibili-
ties as farmers and ranchers:

“I know some homes operate 
different but for us, Mama was 
always the first call,” she said. “I 
think while we have to be tough at 
work, we still have to be tender at 
home, and sometimes this role is a 
tough one to transition in and out 
of. Again, this may not be the case 
for all homes, but for me person-
ally, I sometimes struggle making 
the transition from tough to tender 
when needed at home.”

And when you struggle with the 
transition from farmer or rancher 
to wife and mother, remember to 
treat yourself with a bit of grace.
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The rapidly approaching fall is shaping up to be drier than 
normal. We were blessed with plentiful rains through much of 
the early summer and have been dry for the past six to eight 
weeks. Unfortunately, it is looking like the lack of rain will 
be detrimental to fall fescue regrowth. I am hearing of folks 
getting ready to start feeding hay to their cows. Beginning hay 
feeding this early will lead to supplies 
running short before the end of win-
ter. Even if you are not in a drought 
area, here are some ideas to consider 
as you plan for hay feeding season.

A 1,000 lb. bale will provide enough 
feed for roughly 30 cows for one day. 
Another way of looking at it is that 
you need to think about having one 
bale per cow per month on hand. 
There is not an easy method to weigh 
hay bales for precise feeding, but we 
can estimate by knowing the dimen-
sions and the density of the bale. To 
estimate density, rate it on a nine to 
12 scale with a nine being easily caved 
in by your hand and bodyweight. A 
density score of 12 would be a bale wrapped so tight that only 
the weight of a tractor will deform. See the figure for an esti-
mate of weight based on the density score and the dimensions.  

By Eric Bailey for Cattlemen’s News

MANAGEMENT MATTERS

Be Prudent This Hay Feeding Season

A solid way to stretch hay supplies is to reduce hay waste. I get 
numerous questions about hay waste and the ideal type of hay 
feeder. This is the wrong question to be asking. If the goal is 
to minimize hay waste, then do not allow the cows to be picky. 
Only feed them one day’s worth of hay at a time. The more 
days’ worth of hay put out at one time, the greater hay waste 

will be. This is challenging for farms 
short on labor because the round 
bales are very convenient to feed.  

I plan for feeding 2.5-3.0% of a cow’s 
weight per day in hay. A device to 
unroll round bales of hay prices at 
around $1,500 online, which is not 
very many hay rings, especially if one 
is investing in the sophisticated ones 
that are purported to reduce hay. Hay 
rings have a place when feeding daily 
is not an option but waste will always 
be greater than “limit feeding.”  

Much of the grass hay put up this 
summer is going to need supplements 
to meet cow nutrient requirements. I 

like to use the 55-60-65% total digestible nutrients (TDN) rule of 
thumb to know if it meets cow energy requirements. A preg-

Continued on next page

Source: https://georgiaforages.caes.uga.edu/content/dam/caes-subsite/forages/
docs/faqs/Bale-Weight-Estimation-Table.pdf
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nant, non-lactating cow needs 55% TDN hay, a late gestation 
cow needs 60% TDN hay and a lactating cow needs 65% TDN 
hay to meet energy requirements.    

Another important step in planning winter feeding is determin-
ing the ability to feed supplements other than hay regularly. 
Start by taking inventory of your equipment and labor avail-
ability for winter feeding. Do I have the ability to store large 
quantities of meal or pelleted feeds? Commodity feeds like 
distillers’ grains, soyhulls, wheat middlings, corn gluten feed 
have nutritional profiles that make them desirable cow feeds, 
but they are of no use to your cows if your operation lacks 
the equipment to store and feed. Can you feed small pellets 
or meals with your equipment (troughs to feed into, means of 
transporting from storage to the cows) and labor? Our goal in 
this scenario is to supplement the necessary calories (en-
ergy) to replace what would normally come from hay, so 
these feeds must be provided daily for maximum benefit.    

On an energy basis, one pound of corn will replace two 
pounds of low-quality hay (<50% TDN). Limit the corn to 
6 lbs. per cow, per day to keep rumen microbes healthy 
and functioning efficiently. If hay is below 7% crude 
protein, consider adding at least 0.5 lbs. of crude protein 
per cow, per day, from a non-corn supplement. With 
commodity prices where they are currently, a 75% corn, 
25% dried distillers grain supplement fed at 6-8 lbs. per 
cow, per day will be an excellent supplement for poor 
quality hay. Cows should perform well as this is more 
energy-dense than many of the commodity blends used.  
Finally, if your labor and equipment are stretched thin 
before winter feeding, perhaps it is time to consider a 
deep cull of your herd to better match feed availability 
with your herd. Producers have chased growth-oriented 
genetics over the past couple of decades and not recon-

sidered stocking rate. Forage intake is proportional to body 
weight, meaning a 1,400 lb. cow needs much more feed than a 
1,000 lb. cow. When is the last time you evaluated stocking rates 
and cow size? If you have more cows than your pastures can 
support, you are going to be locked into a cow welfare system 
where you must provide supplemental feed for part of the year.  

Final thought, producers who last the longest in the cow busi-
ness are not the ones who make the most money in the good 
years; they are the ones who lose the LEAST money in the bad 
years.  

I would be more than happy to help develop a winter-feeding 
plan if you send me an email (baileyeric@missouri.edu).  

Eric Bailey is the State Extension Beef Nutrition Specialist for University of Missouri.

Continued from previous page
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In order for life to continue, there must be growth, and in 
order for growth to happen, there must be change. The agri-
culture industry is very much involved in the process of life 
– from crops to livestock and everything in between. But the 
industry has seen change in other aspects as well, including 
who is involved in the industry.

Shelby Schultz is the Regional Sales Manager at Y-Tex and 
Owner/Operator at Spring Fed Cattle Company in El Dorado, 
Kansas. Just a few generations ago, either of those positions 
would have not been thought attainable for a woman in agri-
culture. Today, as Schultz points out, women are filling posi-
tions that need to be filled by any capable person (regardless 
of gender) with the right skills and experience, both on the 
farm and in corporate agriculture.

Schultz was raised on a cow/calf operation and farm in North 
Central Kansas and she exudes a love for the industry and 
those involved in it. Being raised on a working operation, she 
knows that going the extra mile for someone can make their 
life that much easier, whether it’s setting up and/or cleaning 
up items for processing and branding cattle, or it’s doing extra 
leg work for a customer who cannot find a product in their 
area. She believes every person has a special role unique to 
them, and for her, that is making sure each person she inter-
acts with knows their situation is just as important as the next 
person’s.

Being raised in the industry herself, Schultz wants people who 
are entering the industry know that they will be welcomed 

Women in Agriculture – Shelby Schultz
Shelby Schultz’s perspective on women in agriculture, composed by Jessica Allan for Cattlemen’s News

TRENDING NOW

with open 
arms. She 
encourages 
them to ask 
questions and 
to be open to 
learning new 
things. 

That opinion 
doesn’t just 
apply to those 
entering the 
industry to 
know, ei-
ther. Schultz 
believes we 
should all be open to new ideas and should question why 
things are done a certain way. Those simple discussions could 
lead to new ideas or more efficient ways and means to accom-
plish things. Ongoing education via tradeshows, industry con-
ferences, extension classes and resources, and even network-
ing on social media such as LinkedIn can further a person’s 
knowledge in all facets of agriculture.

For women specifically in the industry, Schultz encourages 
them to not be intimidated by an industry that has historically 
been male dominated. Asking questions may not lead to great 
changes immediately, but small changes lead to big ones. And 
we are all here to help one another. Any question asked has 

the potential to lead to change.

In regards to balance of home 
and work life, Schultz points 
out that while she may not be 
a wife and mother, there is 
still a balance to maintain. For 
her and her significant other, 
working in the industry and 
maintaining an operating cattle 
ranch means they need to be 
okay with things not going 
according to plan, something 
which I think everyone in-
volved with cattle would agree 
is a must! One needs to be 
okay with missing each other’s 
events because of conflicting 
schedules; it isn’t fun and it 
isn’t easy, but it’s a part of life 
and will happen. Don’t com-
pare; someone else may look 
like they have it all together 
(the Pinterest/Instagram per-
fect life), but everyone has a 
different balance. Do what 
works for you. And lastly, if you 
have plans that require you 
to be on time, ALWAYS drive 
separate. That project that you 
were told will “only take a few 
minutes”, well, we all know 
how that can turn out!



“The way to get started is to quit talking and begin doing” – 
Walt Disney. 

Marissa Struthers, co-manager of Rising Cross Ranch out of 
Rosston, Oklahoma would say that women in agriculture have 
done just that. Numbers don’t lie; the US Census itself confirms 
that women in agriculture are more involved than ever be-
fore. From Struthers’ point of view, women have stepped up 
to the plate and have just done what needs to be done – from 
trading agricultural 
commodities to run-
ning machinery to 
delivering meals in 
the field to running 
errands to the parts 
store and vet clinic 
to being a mechan-
ic – women have 
proven they can do 
it all.

Does she see life as 
different for women 
in agriculture than 
our male counter-
parts? Struthers 
would say, for her, 
no. If you think 
life is tougher or 
that people should treat you differently or that you don’t get 
respect as a woman, then yes, life will be different for you. 
But for Struthers, she doesn’t waste time thinking about the 
differences; she just gets out there and does what needs doing.  
She doesn’t think she needs to toot her own horn for others to 
notice she can do whatever a man can do on the farm. Those 
who matter respect her for it and that is all that counts.

Women today hold all sorts of positions, including leadership. 
Struthers would like to think that maybe at the end of day that 
will mean more organization in the industry, but as a whole, 
women and men in the industry 
have the same goals. We want 
safe products, we want the best 
products, we want to continue in 
our industry even as the mar-
gins grow smaller and the gen-
eral population becomes more 
removed from the farm.

We’ve all heard the saying 
“teamwork is what makes the 
dream work”. When you have 
a working farm, you live and 
breathe it, there is no break be-
tween work and home life. Some 
days that means her husband 
picks up the slack, and others 
it means she does. They are a 
team, even if their approaches to 
a problem may be different. The 
only differences she sees, is that 
one, she has to hold onto her 
braid around a PTO shaft unlike 
most men; two, she might have 
to take a different approach due 

Women in Agriculture – Marissa Struthers
Marissa Struthers’ perspective on women in agriculture, composed by Jessica Allan for Cattlemen’s News
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to simple physique 
differences; and 
three, her husband 
expects more from 
her than most men. 
Not because of gender, 
but because, as a team, she knows how he thinks and how he 
likes a completed project to look.

Agriculture is tough, it’s hard, and there is always 
something more to learn, even for those who grew up 
in the industry, like Struthers. When she married, she 
was thrown into helping operate a large cow/calf ranch 
with an extensive pivot irrigation system, which was 
very different from the farm she grew up on in Eastern 
Colorado which utilized flood irrigation. Luckily, she 
says, she had a patient husband, but looking back there 
are few tips she has for a new wife. One, communicate, 
communicate, communicate! Even when one or both of 
you are upset, you can’t understand each other, or you 
just need to talk something through, keep those lines of 
communication open. Two, don’t take things personally; 
when they started out, there was just the two of them so 
he had to teach her anything he needed help with and 
she had to learn. Three, be your own cheerleader. Not 
everyone is going to tell you what a great job you did 
every single time, so learn to celebrate the things you 
accomplish yourself. Lastly, use your phone. Not just 
for communication with your spouse or your team, but 

today’s phones mean technology and knowledge is literally at 
our fingertips. Put that phone to use by looking up questions 
and answers and calling those with experience in what you 
are working with.

In the end, said Struthers, it is not a man’s world or a wom-
en’s world. She doesn’t take the approach that only men con-
tribute to this while only women contribute to that. On their 
ranch and in the industry, we are all in this together working 
towards the same goal, and that must be the approach we take 
every single day to make this industry great.
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*Bar R Jet Black 5063 x #*Connealy Power Surge 3115
CED +12, BW +2.3, WW +91, YW +159, Milk +33, CW +85, 

MB +.73, RE +.78, $M +79, $W +100, $B +180, $C +312

• Genomic Enhanced EPDs
• Complete Performance Data Available

• First Breeding Season Guarantee on Bulls
• Multiple Generations of Proven AI Sires 

Call or email to request a sale 
book and join our mailing list!

21658 Quarry Lane • Barnett, MO 65011
Office (573) 302-7011 • Fax (573) 348-8325

email: meadangus@yahoo.com
www.meadfarms.com

Alan Mead, Owner (573) 216-0210
Jennifer Russell (573) 721-5512

Since 1942

MEAD 
FARMS

Fall Pairs, Spring Bred Cows,  
Spring Bred Heifers & Spring Heifers Calves.
Several registered Black Red Angus bulls sell!

500  
Head Sell!

FALL PRODUCTION SALEFALL PRODUCTION SALE
Saturday • October 23, 2021October 23, 2021 • Noon

Sires of Bulls selling are the following: Sitz Stellar, Tehama Tahoe , Mead Final Choice, Connealy Gary, SydGen Enhance, Sitz Thunderball,  
A A R Frontman 3132, Connealy National, Raven Powerball, MILL BAR HICKOK, H A Image Maker, Musgrave 316 Stunner,  

Basin Payweight 1682, SAV Renown, KM Broken Bow, Mead Magnitude , JD Pay Dirt, Connealy Spur, BAR R Jet Black, Mead Black Onyx,  
Ellingson Homestead, EXAR Denver, BUBS Southern Charm, LD Capitalist 316, Plattemere Weigh Up , SAV America

7979THTH  
ANNUALANNUAL MEAD FARMSMEAD FARMS

  08-21-2020 • 4437087
Connealy Right Answer 746 x  
Brown JYJ Redemption Y1334

CED +17, BW -4.5, WW +75, YW +123, 
Milk +23, CW +29, MB +0.48, RE +0.07,  

HB +93, GM 41

 09-10-2020 • 44249985
JDH Victor 719T 33Z ET x  

EFBEEF TFL U208 Tested X651 ET
CED +11.6, BW -0.6, WW +60, YW +99, 
Milk +33, CW +81, MB +0.37, RE +0.37,  

BMI +$481, BII +$581, CHB +$150

  08-13-2020 • M953897
ACE-ORR Lock N Load 243P x  

LT Blue Value 7903 ET
CED +7.5, BW -0.2, WW +73, YW +127, Milk +25, 

CW +28, MB +0.25, RE +0.72, TSI 268.70

MEAD LASS U152  
11-23-2019 • 19780457 

*Mead Magnitude x  
#*Connealy Black Granite

CED +10, BW +1.9,  
WW +84, YW +153,  

Milk +34, CW +82,  
MB +.71, RE +.85,  

$M +83, $W +92, 
$B +196, $C +337

Due to calve 1/31/22 to 
Mead Confidence Plus U012.

MEAD POLLY U419  
11-16-2019 • 19780480
*Mead Magnitude x  
#*Connealy Power Surge 3115
CED +11, BW +2.2,  
WW +99, YW +174,  
Milk +30, $CW +78,  
MB +.57, RE +1.03,  
$M +80, $W +105, 
$B +175, $C +307
Due to calve 2/5/22 to  
Mead Confidence Plus T381.

MEAD 33Z VICTOR U3036 ET MEAD LOCK N LOAD U1166 MEAD RA RIGHT ANSWER  U1551

Every Angus Bull DNA PARENT VERIFIED  
with GENOMIC ENHANCED EPDS!

Mead Farms is committed to producing sound, functional 
cattle that will perform in every environment.  “Performance-

Oriented” and “By the Numbers” approach consistently 
producing high quality genetics in volume!

Missouri’s #1 Pathfinder Herd

MEAD JET BLACK U1769 08-30-2020 • 20015865

Mead_10_21_JoplinReg_Junior.indd   1Mead_10_21_JoplinReg_Junior.indd   1 8/24/21   9:29 AM8/24/21   9:29 AM
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In last month’s edition of Cattlemen’s News, I discussed the 
first two steps involved in marketing your own beef brand.  

To recap, the five steps you must take to market your own beef 
brand are:

1. Determine a great domain name for your brand.
2. Set up an order form or an e-commerce web portal 
for selling.

Selling your Beef Directly to Consumers: 
Five important things to do, part 2

By Gregory Bloom for Cattlemen’s News

TRENDING NOW

3. Set up social media accounts that direct people to 
your website.
4. Create short videos on social media to inform cus-
tomers about your beef brand.
5. Determine what sort of advertising works best to 
drive sales.

Let’s assume you’ve completed steps one and two, you’ve reg-
istered your perfect domain name and you have set up your 

e-commerce web store.  

Now, it’s time to attract new customers.

Step 3: Set up social media accounts 
that direct people to your website.

You probably already have a Facebook 
page for your personal use. I would 
encourage you not to use your person-
al Facebook page to promote your beef 
brand. Rather, set up a new Facebook 
page for just your beef brand and use 
it to post information about your ranch 
and beef. The reason for this is that 
your business Facebook page (or Twit-
ter, TikTok, YouTube, Instagram or any 
other social media platform) will be used 
exclusively for business promotion. Your 
personal page likely has too much per-
sonal information including pictures of 
your kids and grandkids, your dogs, cats 
and political views. The exception to this 
rule, is that you can convert your person-
al Facebook page for business use and 
stop using it for personal posts. I did this 
a few years ago. I had my teenage daugh-
ter delete a lot of personal information, 
and she now only posts business related 
content on my page. The advantage to 
doing this is that you likely already have 
a lot of friends following you, and now 
you can make sales to your existing so-
cial network.

What and when to post?

When you do social media posts on any 
of the platforms available, mix it up. 
About a third of your posts should be 
informational, a third promotional and 
a third should be fun. One mistake I 
made early on is having all of my posts 
be about selling. People will tune you 
out if all your information is simply a 
sales pitch. I suggest one or two posts per 
week to start. You won’t get a lot of sales 
from social media posts, but it will help 
get your brand known. Remember that 
the main reason you want to do social 
media posts is to get people to go to your 
webpage.  

Step 4: Create short videos on social 
media to inform customers about your 
beef brand.

Continued on next page
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NUTRITION PROGRAM THE MINERAL 
FOR EVERY 

STAGE OF LIFE 

The Blueprint program
utilizes Alltech’s Total 
Replacement Technology™ 
(TRT) — 100% organic 
chelated trace minerals to:

• Improved calf immunity
• Increased weaning weights
• Higher conception rates
• Increased heifer pregnancies

1400 Nettleton | Thayer, MO
789 Worley Dr. | West Plains, MO

Kelly Smith 
Hubbard Feeds 

Account Manager 
417-855-9461

As we all well know, people read a lot less than they used to. 
There is just too much information out there for us to read it 
all. Short, thirty second videos are the best way of reaching 
new customers. It’s very hard to get all you want to say in 
just a thirty second video, but practice will make perfect. I’ve 
found that the longer my videos are, the fewer people watch 
them. Never go over 3 minutes unless you are really interest-
ing! Use your spouse, kids, dogs, cattle, tractor and any other 
interesting props in your videos. I do most of videos from my 
kitchen, deck, barn or the middle of a corn field. Variety is 
key to keeping people’s attention. You can shoot great quality 
videos from most smart phones these days. You do have to be 
careful of the sound quality. I use the built-in microphone in 
my iPhone about half the time and an external microphone 
for times when there is too much wind or background noise. 
Have fun with your videos and your 
customers will enjoy watching. 

Step 5: Determine what sort of adver-
tising works best to drive sales.

Social media won’t end up being the 
primary way you attract new custom-
ers. Find other low-cost ways of getting 
your beef brand known. I use AM radio, 
as it’s inexpensive and effective. Call up 
the local AM radio stations that you like 
to listen to and speak with the actual 
program hosts that are doing the talking 
on the radio. Take them to lunch and 
give them some samples of your beef. 
Offer them a trade or partial trade for 
advertising. This works with smaller 
stations but might not work with a larg-
er station. Remember, the key thing you 
want to be doing with all your advertis-
ing is driving the traffic to your website. 

Other, inexpensive forms of advertising 
also can be effective, such as logos on 
your trucks, ads in local news outlets 
and business cards posted on the local 
church bulletin boards. I’ve also had 
success with direct mail.  

Lastly, be patient. Rome wasn’t built in 
a day, and it will take time for you to 
build your brand. Most successful on-
line stores have been at it for years, so 
don’t get discouraged by the time and 
effort it takes to get your brand sales 
rolling. You’re in this for the long-haul.

Continued from previous page

ADVERTISE IN THE 
CATTLEMEN’S NEWS!   

Contact: Mark Harmon  
417.316.0101  

markh@joplinstockyards.com

Find information and deadlines on
 www.joplinstockyards.com
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555 South Elliott Avenue
Aurora, MO 65605

417-815-3122
www.jimmymichel.com

• FORD, DEWEZE & RANCH HAND quality and support
• Your F Series Super Store
• Huge Selection of Trucks and Truck Accessories
• Shop our website www.jimmymichel.com
• Check with us first when making year end tax purchase
and plans after all Nobody Beats our Deal!™

Nobody
Beats our Deal!™

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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University of Missouri Extension livestock specialist Eldon Cole is 
“looking for a few good heifers” to help beef producers improve 
their herds through the Show-Me-Select Replacement Heifer Pro-
gram.

Show-Me-Select Replacement Heifer Program Lowers Enrollment Fees
From the University of Missouri Extension

INDUSTRY NEWS

To help, the Show-Me-Select Replacement Heifer Program 
recently changed its fee structure. The enrollment fee, 
formerly $5 per head, now stands at $2 per head.

“Previously, we felt some producers were not willing to 
enroll all of their heifers, or were unwilling to enroll any 
heifers if they only intended to sell a small percentage of 
what they developed,” says Jordan Thomas, MU Extension 
beef-calf specialist.

“By putting more of the fee on the actual heifers that get 
tagged rather than those that enroll initially, we hope 
to get more heifers into the program in coming years,” 
Thomas adds.

Statewide program explained
Show-Me-Select Replacement Heifer Program participants 
follow a recipe for screening, development, breeding and 
selection of replacement females. Since 1996, more than 
900 Missouri farms and 300 veterinarians have participat-
ed, and SMS heifers have sold to buyers in 21 states, says 
Erin Larimore, Show-Me-Select program sale coordinator.

Through MU Extension’s educational efforts, the program 
focuses on better heifer performance, increased market-
ing opportunities and creating a reliable source of quality 
replacement heifers based on management, reproduction 
and genetics. MU Extension livestock specialists coordi-
nate sales of spring- and fall-calving heifers.

“The Show-Me-Select Replacement Heifer Program is very 
good at helping cow producers add value to a weaned 
heifer,” says Cole, one of the program’s earliest support-
ers. In addition to marketing efforts, the Show-Me-Select 
Replacement Heifer Program offers an opportunity to 
learn the program’s Total Quality Management strategy to 
improve herds by retaining heifers they produce.

Learn more about the Show-Me-Select Replacement Heifer 
Program at extension.missouri.edu.

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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Cattle give us their milk, their meat and their hides. We give them sustenance and care.

The relationship is ancient and deep. The bond between us is not a yoke. It’s a commitment,

a ten-thousand-year-old promise to provide for our cattle as they provide for us. We are

today’s advanced answer to that ancient pact. Every minute of every hour, in countless ways,
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Sunlight powers agriculture and, fortunately, is free to all 
farmers. The challenge is to harvest as much sunlight as pos-
sible. Because commodity crops might be in the field for only 
four to five months, fields receive untapped sunlight for sev-
eral months each year. To tap this free resource the rest of the 
year, consider planting cover crops. Cover crops protect the 
soil while improving soil health and providing living roots to 
feed the soil microbial community.

Cover Crops in Missouri: Putting Them to Work on Your Farm

From the University of Missouri Extension

INDUSTRY NEWS

A multipurpose tool on a farm, cover crops can help you ac-
complish several goals:

•	 Keep soil from washing away.
•	 Keep expensive fertilizers in the field and out of the 
   water supply.
•	 Produce nitrogen (with a legume cover).
•	 Farmers are finding that cover crops also offer several  
  other benefits:

• Reduce soil compaction.
• Improve soil moisture management.
• Allow more rain to soak into the soil.
• Control challenging weeds.
• Improve commodity yields over time.

The benefits provided by cover crops 
are valuable not only for sustaining 
food production capacity but also for 
regenerating soil. Many of these bene-
fits are a result of the things cover crops 
do that we don’t see: their roots grow 
deep, helping soil structure, storing 
soil carbon and improving overall soil 
health. These benefits come about part-
ly through keeping green cover on the 
land for more of the year than would be 
possible with row crops alone, but also 
because cover crops add biodiversity to 
cropping systems. That extra diversity 
sometimes helps reduce disease in corn 
and soybean, creates a better balance of 
fungi and bacteria in the soil, and leads 
to more earthworms aiding porosity 
and rainfall infiltration. Because of all 
the benefits cover crops can provide, 
they are unlike almost any other crop 
input; although not a cure-all, they 
definitely increase the health of crop-
ping systems. For maximum soil health 
benefits, consider combining cover 
crops with no-till or strip-till diversified 
crop rotations and possibly grazing the 
covers with livestock where feasible.

Selection of a cover crop to use starts 
with considering the timing and pur-
pose of its use. Virtually all cover 
crops appropriate for use in Missouri 
cropping systems are annual plants, 
which can be categorized as either 
warm-season or cool-season plants 
(Table 1). Warm-season plants, as the 
name implies, do best in warm weath-
er and normally need fairly warm soil 
temperatures to start growing. Cool-sea-
son plants do best in spring or fall, and 
some will overwinter, the latter being 
called winter annuals.

Traits of some of the 
more common Missouri 

cover crops can be 
found on page  45



Introducing Purina® Plus, an all-new 
preconditioning program made to move operations 
forward. Combining Purina’s research-proven 
nutrition with vaccine and deworming protocols, 
Purina® Plus calves are preconditioned to perform. 

Reputation that stands strong.  
Value that adds up.

purinamills.com/purinaplus
©2021 Purina Animal Nutrition LLC. All rights reserved.



ABOUT
BALANCE.

IT’S ALL

Increxxa, Elanco and the diagonal bar logo are trademarks of Elanco or its a	liates.  
©2021 Elanco. PM-US-21-0268

Balance your BRD protocol and budget with Increxxa™ (tulathromycin injection) 
featuring tulathromycin, the macrolide antibiotic you can trust to help your cattle 
breathe easier by fighting BRD.

The addition of Increxxa to the extensive Elanco cattle portfolio provides
yet another way to help combat BRD and help optimize herd health, e	ciency and 
profit. As with all Elanco products, you can breathe easier knowing Increxxa is held to 
the company's uncompromising standards for potency, uniformity and quality.

Indication: Beef and Non-Lactating Dairy Cattle: Treatment of bovine respiratory 
disease (BRD) and control of respiratory disease in cattle at high risk of developing 
BRD associated with M. haemolytica, P. multocida, H. somni and M. bovis.

IMPORTANT SAFETY INFORMATION (ISI)
Not for human use. Keep out of reach of children. Do not use in animals previously 
found to be hypersensitive to the drug. Increxxa has a pre-slaughter withdrawal time 
of 18 days. Do not use in female dairy cattle 20 months of age or older.

BALANCE.

IT’S ALL

CONTROL AND TREAT BRD
WITH LASTING CONFIDENCE.

Antibiotic
100 mg of tulathromycin/mL
For use in beef cattle (including suckling calves), non-lactating dairy cattle 
(including dairy calves), veal calves, and swine. Not for use in female dairy 
cattle 20 months of age or older.
CAUTION: Federal (USA) law restricts this drug to use by or on the order of a 
licensed veterinarian. Before using Increxxa, please consult the product 
insert, a summary of which follows:
INDICATIONS
Beef and Non-Lactating Dairy Cattle
BRD – Increxxa Injectable Solution is indicated for the treatment of bovine 
respiratory disease (BRD) associated with Mannheimia haemolytica, 
Pasteurella multocida, Histophilus somni, and Mycoplasma bovis; and for the 
control of respiratory disease in cattle at high risk of developing BRD 
associated with Mannheimia haemolytica, Pasteurella multocida, Histophilus 
somni, and Mycoplasma bovis.
IBK – Increxxa Injectable Solution is indicated for the treatment of infectious 
bovine keratoconjunctivitis (IBK) associated with Moraxella bovis.
Foot Rot – Increxxa Injectable Solution is indicated for the treatment of 
bovine foot rot (interdigital necrobacillosis) associated with Fusobacterium 
necrophorum and Porphyromonas levii.
Suckling Calves, Dairy Calves, and Veal Calves
BRD – Increxxa Injectable Solution is indicated for the treatment of BRD 
associated with M. haemolytica, P. multocida, H. somni, and M. bovis.
DOSAGE AND ADMINISTRATION
Cattle
Inject subcutaneously as a single dose in the neck at a dosage of 2.5 mg/kg 
(1.1 mL/100 lb) body weight (BW). Do not inject more than 10 mL per 
injection site.
Table 1. Increxxa Cattle Dosing Guide

See product insert for complete dosing and administration information.

CONTRAINDICATIONS
The use of Increxxa Injectable Solution is contraindicated in animals 
previously found to be hypersensitive to the drug.
WARNINGS
FOR USE IN ANIMALS ONLY. 
NOT FOR HUMAN USE.
KEEP OUT OF REACH OF CHILDREN.
NOT FOR USE IN CHICKENS OR TURKEYS.
          RESIDUE WARNINGS
          Cattle
          Cattle intended for human consumption must not be slaughtered
          within 18 days from the last treatment. This drug is not approved 
          for use in female dairy cattle 20 months of age or older, including 
          dry dairy cows. Use in these cattle may cause drug residues in 
          milk and/or in calves born to these cows.

PRECAUTIONS
Cattle
The e�ects of Increxxa on bovine reproductive performance, pregnancy, and 
lactation have not been determined. Subcutaneous injection can cause a 
transient local tissue reaction that may result in trim loss of edible tissue at 
slaughter.
ADVERSE REACTIONS
Cattle
In one BRD field study, two calves treated with tulathromycin injection at 2.5 
mg/kg BW exhibited transient hypersalivation. One of these calves also 
exhibited transient dyspnea, which may have been related to pneumonia.
STORAGE CONDITIONS
Store below 25°C (77°F), with excursions up to 40°C (104°F).
100 mL: Use within 2 months of first puncture and puncture a maximum of 
67 times. If more than 67 punctures are anticipated, the use of multi-dosing 
equipment is recommended. When using a draw-o� spike or needle with 
bore diameter larger than 16 gauge, discard any product remaining in the 
vial immediately after use. 250 mL and 500 mL: Use within 2 months of first 
puncture and puncture a maximum of 100 times. If more than 100 punctures 
are anticipated, the use of multi-dosing equipment is recommended. When 
using a draw-o� spike or needle with bore diameter larger than 16 gauge, 
discard any product remaining in the vial immediately after use.
HOW SUPPLIED
Increxxa (tulathromycin injection) Injectable 
Solution is available in the following package sizes: 
100 mL vial
250 mL vial
500 mL vial
To report suspected adverse drug events, for technical assistance or to obtain a copy 
of the Safety Data Sheet, contact Elanco at 1-800-422-9874. For additional 
information about adverse drug experience reporting for animal drugs, contact FDA 
at 1-888-FDA-VETS or http://www.fda.gov/reportanimalae. Approved by FDA under 
ANADA # 200-666
Product of China. 
Manufactured by: Elanco US Inc, Shawnee, KS 66216
Increxxa, Elanco and the diagonal bar logo are trademarks 
of Elanco or its a¥liates.
©2021 Elanco. PM-US-21-0268
February, 2021

Injectable Solution

Animal Weight (Pounds) Dose Volume (mL)

100 1.1

200 2.3

300 3.4

400 4.5

500 5.7

600 6.8

700 8.0

800 9.1

900 10.2

1000 11.4

(tulathromycin injection)

FULL PRESCRIBING INFORMATION FOR USE IN CATTLE ONLY



STILLWATER, Okla. – High feed grain prices have been an area 
of concern for livestock producers this year, leading many to 
look for more cost-effective alternatives to meet the nutrition-
al needs of their cattle during fall and winter months.

There has been a steady increase in cost of gain in cattle 
going back to the summer of 2020. To combat this and assure 
the continued well-being of his livestock, Kent Miller of Ellis 
County is planning on making full use of his native range and 
dual-purpose, graze-and-grain wheat pastures. Miller, who is 
the second of three generations working the family farm and 
ranch enterprise, said it’s key to pay attention to the details 
given as how most people’s profit-loss margins are too tight to 
risk their operations.

“Oklahoma State University Extension has been providing 
information on how to get the most out of our pasture resourc-
es for years,” he said. “In my 35 years of ranching, I’ve found 
most of us listen and apply what we’ve been told at their vari-
ous meetings.”

Rodney Cook of Noble County agreed. The cattle producer 
plans to make full use of available native range pastures. In 
addition, he intends to turn out his cattle on a cover crop of 
oats, turnips and other healthy forages for about four hours a 
day – an approach he has used for years with great success.

“We’re big on rotating pastures and making sure all our hay is 
tested,” Cook said. “Our family operation typically doesn’t go 
through a lot of feed, so unless something happens to our pas-
ture resources, we should be able to weather the higher prices 
and cost of gain compared to previous years.”

Testing hay and pastures is vital to knowing for certain how 
the supplemental requirements of the cattle need to be met. 
OSU Extension has online resources to help producers take ac-
curate samples, get them tested and use the analysis provided 
to create a feeding program that meets the nutritional needs of 
their specific herds.

Dave Lalman, OSU Extension beef cattle nutrition specialist, 
recently provided additional insights about hay testing, calcu-
lating herd nutritional needs and managing around high feed 
grain prices on the agricultural television show SUNUP.

Some producers have asked OSU Extension county offices 
about using alfalfa as a cost-effective replacement for protein, 
according to agricultural educator reports.

“Producers need to be diligent with feeding accuracy when 
using alfalfa as a supplement,” said Dana Zook, OSU Extension 
area livestock specialist. “However, some sources of alfalfa 
could provide the protein needed, and potentially also provide 
added calcium and vitamin A that conventional cubed sup-
plements lack. Speak with your local Extension agricultural 
educator who can answer questions in detail.”

Zook said producers need to be sure to compare costs of the 
ingredients by the nutrient needed when looking at supple-
mental replacements. For example, compare the cost per 
pound of protein in winter feeding situations when cows are 
on dry grass.

“Again, don’t skip on testing hay for protein and energy,” she 
said. “It can help the producer be more accurate when sup-

Testing of Hay and Pastures Key to
Offsetting High Feed Grain Prices
By Donald Stotts

MANAGEMENT MATTERS

plementing and thereby reduce costs. Every OSU Extension 
county office can send off a test for a minimal cost.”

Livestock operators may wish to take advantage of the OSU 
Cowculator, a Microsoft Excel spreadsheet designed to help 
producers make informed decisions about beef cattle nutri-
tion. Criteria such as cow weight, body condition, stage of pro-
duction and breed can be customized to each operation and 
to specific scenarios within an operation. Animal nutritional 
requirement and performance prediction are based on years 
of research data.

MEDIA CONTACT: Donald Stotts | Agricultural Communications Services | 405-744-
4079 | donald.stotts@okstate.edu

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

 620.340.7461 (Joe) 
620.340.9774 (Daniel)

  connie@mushrushranches.com
MushrushRanches.com

Fall 2021 Private Treaty Bulls Available!  
Call or visit our website for more information on our genetics. 

Load up on Genetics that will 
boost your Bottom line

Cow herd profitability requires success across all facets of 
production.  Boost your bottom line with genetic inputs...

 higher pregnancy rates  ∙  more live calves
lower cow depreciation and maintenance costs 

more total pounds marketed per acre

R A N C H E S

Cost of gain in the cattle industry is dependent on feed conversion rates and feed grain 
prices, which are high this year compared to previous years. Available pasture resources 
are expected to be the savior for many livestock operations. (Photo by Todd Johnson, OSU 
Agricultural Communications Services)
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Ozarks farmers face unique challenges, and Guaranty Bank offers the 
support that local ranchers and growers need. We have a variety of loans 
tailored specifically to local agribusinesses, including financing for: 

•  Farm Purchase or Expansion    •  Vehicles & Machinery
•  Livestock & Crops   •  Operational Credit Lines

Our experienced loan advisors are committed to supporting area 
business, including the agricultural backbone of our region. We’ll work 
with you to find flexible financing options that fit your farm and its 
financial needs—both for today and tomorrow. 

Call or connect with our team online for more on our agribusiness 
loan options.

ARE YOU IN A

BUSINESS?
Growing

833.875.2492 / gbankmo.com

UPCOMING  
JRS DATES  

October Cow Special 
Wednesday, 

October 6, 2021 
Time: 4:30 PM 

following regular cow sale

October Primetime 
Livestock Video Sale 

Thursday, 
October 7, 2021
Location: JRS
Time: 1:00 PM

Yearling Special 
along with the 

regular sale
Monday, 

November 22, 2021

Value-Added Sale
Thursday,

 Dec. 2, 2021

The Show-Me-Select® Replacement Heifer Program 
uses the latest research on health, nutrition, genetics and

 reproductive science to ensure Missouri counties continue to be 
national leaders in providing quality beef. The program focuses 

on Missouri’s farmers and is dependent upon active participation 
from regional extension livestock specialists and local 

veterinarians, each of which are critical components of the 
agricultural sector of this state.

Mark your calendar!
Joplin Regional Stockyards: Carthage, Mo.

Date: 11/19/2021 Time: 7:00 p.m.
*Prices subject to change  

**Travel required outside 100 mile radiusWe Build Equipment Sheds, Hay Barns, Shops & More!
Chris Lowak 417-682-1488

L L&
CONSTRUCTION

Lockwood, MO

PROTECT
YOUR VALUABLE HAY 

&
EQUIPMENT!

SUPER STRONG
ALL STEEL BUILDINGS

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

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



Buyers want your cattle.
Not your flies.

Clean up your cattle before they
go to market with BRUTE®.

The trip to market is tough enough on your cattle without 
the added stress of biting and sucking insects.  That’s why 
it makes sense to treat your cattle with BRUTE® Pour-on 
before they hit the road.  BRUTE® controls a whole host 
of pests, including horn flies, face flies, Gulf Coast ticks, 
lice and mosquitoes.  All for as little as 48 cents a head.

This year, make sure you ship cattle – not flies – with a 
pre-market application of BRUTE®  Pour-on for Cattle.

Always read and follow label directions.  BRUTE® and Y-TEX® are registered 
trademarks of Y-TEX Corporation. © 2020 Y-TEX Corporation.



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

BRIGHTON -BRIGHTON - Hwy 13, 15 Ac., Open & wooded 
mix, great visibility from both directions 
of Hwy 13, conveniently located between 
Springfield & Bolivar  ................. $97,500$97,500

ASH GROVE -ASH GROVE - 34 Ac., Hwy 160, located just 
east of Ash Grove w/frontage on 160. All 
open, great visability ................$185,000$185,000

VERONA -VERONA - Law. 2210, 19 Ac., Nice 4 BR,  
3 BA all brick home, multiple barns & sheds, 
apartment, beautiful setting........$385,000$385,000

BILLINGS -BILLINGS - Silver Lake Rd., 80 Ac. Great 
rolling mostly open property just south of 
Clever, former dairy operation, currently 
used for intensive grazing, nice building 
sites.....................................$399,500$399,500

MARIONVILLE -MARIONVILLE - 82 Ac., This great property 
offers park like setting w/trimmed black 
walnut trees, pond, spring & spring house, 
pipe corrals, barns, cross-fencing, offered 
in 2 tracts ..............................$412,000$412,000

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

MARIONVILLE -MARIONVILLE - Law. 2180, 20 Ac., This pure-
bred livestock farm offers open pastures, 
pond, 44x56 cattle barn, 30x60 hay barn, 
30x36 heated shop, beautiful 3 BR home and 
more land available ..................$375,000$375,000

AURORA -AURORA - Hwy K, 2 Ac., Beautiful all brick 
full walkout basement home, open floor 
plan, 60x120 red iron shop w/7 14 ft. tall 
overhead doors, great views in all directions 
...........................................$498,500$498,500

VERONA -VERONA - Law. 2220, 62 Ac., Nice open farm 
w/4 BR, 3 BA home, 60x42 workshop/barn, 
pipe corrals, equip. barns, 2nd home, pond, 
good fencing ..........................$565,000$565,000

MT. VERNON -MT. VERNON - 80 Ac. Law. 2160 Historic 
“Meyer Farms Vineyard” w/32 Acres of 
productive grapevines w/6 varieties, 2 irri-
gation well, century old barn w/60x40 pole 
barn .....................................$575,000$575,000

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

BRIGHTON -BRIGHTON - Farm Road 2 Tract 2B, 129 
Ac., Nice grassland between Springfield & 
Bolivar, fenced, ponds, mostly open in Polk 
County/on Greene County line ......$592,500$592,500

FAIR GROVE -FAIR GROVE - 145 Ac. Hwy AA near Elkland 
cattle pasture w/hwy frontage, live water 
& multi ponds, great building opportunity, 
Marshfield school district ...........$652,500$652,500

tomkisseerealestate.comtomkisseerealestate.com 417.882.5531417.882.5531

REED’S SPRING -REED’S SPRING - 145 Ac. Dogwood Tree Rd. 
off Hwy 160 rolling nice clear Ozark pasture 
land w/beautiful scenic views & outstanding 
building site, over 1/2 mile road frontage w/
easy access points .................... $696,000$696,000
CRANE -CRANE - 220 Ac., Farm Road 240, mostly 
open, good fence, ponds, great grass farm .  
...........................................$770,000 $770,000 
ASH GROVE -ASH GROVE - Hwy O, 108 Ac., Great crop 
land, 40x60 barn w/electricity, 2 GSI grain 
bins totaling 2,800 bushel capacity, well ...  
...........................................$775,000$775,000
AVA -AVA - CR PP 524, 114 Acres, great cattle farm 
on Beaver Creek, nice 2 BR, 2 1/2 BA home, 
huge 102x80 ft. barn w/office and shop, pipe 
corral, creek bottom .................. $780,000$780,000
GALENA -GALENA - Hwy 173, 205 Ac., great livestock 
farm, 50/50 open & wooded, 3 BR home, 
multiple shops & barns ............... $804,750$804,750
GREENFIELD -GREENFIELD - Dade 125, 181 Ac., Great grass 
farm, new fencing & waterers, multiple 
pastures, new pipe corral, ponds, Nice! ......  
............................................ $816,750$816,750
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
POTTERSVILLE -POTTERSVILLE - 504 Ac. CR 7040. Great 
grass farm, 9 ponds, well, 2 big pipe cor-
rals, working barn, mostly open, new fence 
w/pipe corners ..................... $1,257,480$1,257,480
MT. VERNON -MT. VERNON - 27 Ac. Hwy M, World Class 
Equestrian and Event Center, 135x200 indoor 
arena, 110 event stalls, 80x120 training in-
door arena w/58 training stalls, full service 
restaurant, RV hookups & so much more  ...  
........................................ $1,350,000$1,350,000
WENTWORTH -WENTWORTH - 37 Ac., Law. 2145, two 60 
ft. tunnel system turkey barns, two 330 ft. 
conventional turkey barns, transferrable 
contract, all automated, 2 BR home, 60x100 
red iron barn ........................ $1,500,000$1,500,000
AURORA -AURORA - Hwy K, 313 Ac., livestock farm, 
large 5 BR, 3 BA brick home, walkout base-
ment, 60x120 barn/shop, 2 large red iron hay 
barns, 2nd home .....................$1,692,500$1,692,500
LEBANON -LEBANON - 414 Ac. Just off Hwy 64, great 
grass farm, over 200 acres of bottom 
ground, home, equipment/hay building, 
fence & cross fence, NICE ....... $1,904,400$1,904,400
FALCON -FALCON - 753 Ac. Hwy 32 Delta Rd., out-
standing purebred cattle ranch w/rustic 10 
BR lodge, pool & dining hall, beautifully 
decorated & outfitted, bordering Mark 
Twain forest, lakes, pond, creek, excellent 
improvements w/great hunting & recreation, 
ideal for corporate retreat or personal use 
with three additional homes ..... $3,750,000$3,750,000

SOLDSOLD

SOLDSOLD

SOLDSOLD

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT

SOLDSOLD
UNDER CONTRACTUNDER CONTRACT

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT
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COLUMBIA, Mo. – Weaning at home reduces stress and im-
proves profit in calves, says University of Missouri Extension 
beef nutritionist Eric Bailey.

Unfortunately, more than 55% of calves are weaned on the 
trailer on the way to the sale barn, according to USDA National 
Animal Health Monitoring System surveys.

Calves face many types of stress in their early days, including 
weaning, castration, vaccinations, diet changes and transpor-
tation. Stress increases their risk of contracting a respiratory 
disease upon entering the feedlot. Bailey says 17% of calves 

Gradual Weaning of Calves Reduces Stress, Increases Profits

By Linda Geist, University of Missouri Extension - Source: Eric Bailey, 573-884-7873

MANAGEMENT MATTERS

entering the feedlot show signs of respiratory disease. This 
costs the beef industry $800 million annually.

Producers can reduce some of that stress by weaning at home, 
which Bailey calls a “tried-and-true” method.

A couple of “at home” techniques:

• Nose clips in the nostril, which prevent the calf from sucking 
and encourage them to eat hay and feed concentrates. After 
the nose clip is removed, calves are physically separated from 
their dams. This low-stress method costs about $2.25 per nose 
flap.

• Fence line weaning puts calves on one side of the fence and 
mama cows on the other side for five to seven days after 
weaning. Good fences help in this method. Fence line weaning 
improves performance and helps calves bawl less. Calves that 
are abruptly removed from their mothers bawl twice as much 
as gradually weaned calves.

Calves that don’t eat well after weaning face risk for illness, 
generally 14-28 days after weaning. Producers can encourage 
drinking and eating by placing physical barriers within the 
pen so that calves must walk past water and feed sources.

Bailey also suggests a method to adapt weaned calves to new 
feed. On the day of weaning, offer calves 1% or more of their 
body weight in high quality grass hay. The next day, offer hay 
at 1% of body weight and begin to offer 0.5-1% of body weight 
in grain. Put the grain under hay in the bunk to get calves 
to eat down to the new feed. Putting a new feed on top may 
cause calves to avoid it, he says.

Increase the concentrate to 1 pound (dry matter basis) each 
day until cattle are eating 2.5% of their body weight in concen-
trate. Discontinue hay between days three and five.

Find more information on this and other beef and forage top-
ics on MU Extension’s Integrated Pest Management YouTube 
channel at youtube.com/user/MUIPM.

Producers can reduce stress on calves by weaning them while they are still on the 
farm. Calves with less stress have fewer diseases and lower morbidity when they go to 
the feedlot. (Photo courtesy of Eric Bailey)
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Mt. Vernon
300 E. Mt. Vernon Blvd.
417-466-2163
- David Burnett
- Brian Daugherty
- Ashley Wells
- - Nick Curl

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

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

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

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

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

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

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

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

Ever Wish Your Lender Lived It, Too?

Women have always played an integral role in agriculture. Until 
fairly recent history, that role was not regularly recognized and 
most leadership roles were devoid of women. However, that has 
significantly changed over the years. Reagan Bluel, from Mount 
Vernon, Missouri, is one of those who play an active role in the 
industry. She is the Interim Superintendent for MU’s Southwest 
Research Center, the University of Missouri Extension Field Spe-
cialist in Dairy, the Educational Director for Missouri Dairy, and, 
not least of all, a mother and wife.

Bluel notes that, in 2021, women are in all aspects of agriculture, 
including leadership and other key roles. Many women play an 
active role in day-to-day production, as well as in co-op and com-
modity groups. Every aspect, from farm to table, includes women 
as vital players in the industry. While she believes that there is 

Women in Agriculture – Reagan Bluel
Reagan Bluel’s perspective on women in agriculture, composed by Jessica Allan for Cattlemen’s News

TRENDING NOW

most definitely room to grow women leadership in agriculture, 
she also notes that, in order for the industry to continue growing, 
putting the right person in the job, regardless of gender, is key. 
Passion knows no boundaries of gender, she says. Passion is what 
drives growth and change. Passion is vital to agriculture.

Women in agriculture do have a unique role, in that, in many cir-
cumstances, they also have a dual role as a wife and mother (i.e. 
family manager), and life becomes a balancing act. Bluel, who did 
not grow up on a farm, had some tips for young moms and new 
wives. One, coffee! Two, enjoy this time; the thing she wishes she 
would have been told when her children were younger is that a 
dirty house does not define you. Today, she takes the time to con-
nect with her children through agriculture. Each morning, they 
wake up and do chores together, and the same in the evening. For 
Bluel, those morning and evening conversations at chore time 
provide those little quiet opportunities for conversation that they 
might otherwise not have. Those conversations are important 
to her children’s future, regardless if they join the agricultural 
industry.

For women who did not grow up in the industry but are not a 
part of it through either work, family or life circumstances, Bluel 
recommends that one finds a mentor, someone positive they 
can hold on to and guide them in the right direction. As she has 
grown in the industry, Bluel says she has found that agriculture 
has some of the kindest people in the planet who are eager to 
help her succeed. Again, passion is key, and she encourages wom-
en in agriculture to find their passion and then to find others to 
help them in that. As an alum and employee of the University of 
Missouri, she highly recommends reaching out to one’s extension 
office. Even if they do not have a specialist in your desired field, 
they can help you with finding research-based facts, instead of 
surrounding yourself with the myriad of opinions out there. Facts 
and research, not opinions, will be the greatest support one can 
provided for one’s farm or ranch.

One of the hardest questions that Bluel struggles with in relation 
to women to agriculture is the topic of gender-based roles. She 
believes that this is the largest obstacle faced in agriculture today; 
for example, assuming a woman is the best at raising young 
animals simply because of inherent maternal instinct. Although 
data does support this to some extent – women tend to be more 
emphatic, have better social skills and are more self-aware, while 
men have higher self-confidence and are better managers of 
distressing emotions – she believes this tends to box people into 
specific roles that may not be their true calling. Men and women 
can be in the same leadership position just as efficiently as the 
other. Leaders in the top 10%, by gender, do not have significantly 
different skill sets. They pick up the strengths they need to devel-
op into strong leaders through professional development over 
time, regardless of gender.  

For Bluel, in order to advance agriculture, we need to promote 
and reward those we consider leaders, whether they be man or 
woman. If one is not defined by a “boxed role”, they will be more 
open to new ideas and concepts, to change in the industry which 
will drive progress. Gender does not define, for her, one’s unique, 
special attributes. Those are skill sets, strengths, given to us to 
use in whatever role we are called to, which may mean the young 
woman might be best as the farm mechanic, while the young man 
might be best at raising the next generation of calves. We need to 
start focusing on identifying each individual’s strengths in order 
to optimize the impact our God-given skill set has on agriculture, 
says Bluel. After all, those individuals coming up the ranks are the 
future of our industry!

Reagan Bluel



Fall BULL 
SALE

OCTOBER 23, 2021
Cunningham Livestock. Salem, MO. 1:00 PM.

100+ Age-Advantaged, Fescue Adapted SimAngus™ & Simmental Bulls
100+ Spring Calving Bred Females

TED CUNNINGHAM
573-453-0058

Marty Ropp           406-581-7835
Corey Wilkins        256-590-2487

www.alliedgeneticresources.com

Request a sale book or for more information, 
contact any of the numbers below:

www.newdaygenetics.com

Broadcasting Real-Time Auctions

New Day 0239H   ASA 3723800    
WS ALL ABOARD B79 son      $API 131.0  |  $TI 87.0 

New Day H55   ASA 3724282    
R&R SUDDEN IMPACT F813 son      $API 167.7  |  $TI 90.6 

New Day 029G   ASA 3741445    
R&R SUDDEN IMPACT F813 son      $API 134.2  |  $TI 85.2 

New Day G104   ASA 3865909    
HOOK`S EASTWOOD 30C son      $API 143.5  |  $TI 86.6 

Products Designed for Stress & Receiving 
 

The Power of Palatability 
 

Available All Day, Every Day, to Every 
Animal 

MLS Tubs: 
    Your Multi-Tool Supplement Solution

                               

      info@mlstubs.com TERRITORY MANAGERS 
Gary West  731-335-3023  

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

Who are 
Women in Ag?

Source: https://newfarmers.usda.gov
/who-are-women-ag

From historic homesteaders to 
contemporary cattle ranchers, 
women have been a cornerstone 
of America’s agriculture heritage.

The 2012 Census of Agriculture 
notes that nearly 1 million wom-
en are working America’s lands. 
That is nearly a third of our 
nation’s farmers. These women 
are generating $12.9 billion in 
annual agricultural sales. Wom-
en are also scientists, economists, 
foresters, veterinarians, and 
conservationists. Women are in 
the boardrooms and the corner 
offices of international enterpris-
es, and are the owners and oper-
ators of small businesses. Women 
are property owners and man-
agers. Women are policymakers 
and standard bearers. Women 
are involved in every aspect of 
agriculture.

We at USDA are committed to 
supporting diversity and inclu-
sion in the agriculture—and that 
includes building opportunities 
for women to grow, learn from 
one another, and lead within 
their industries.

To build on what we have heard 
from women in agriculture 
across the country, USDA has tak-
en a leading role in updating the 
2017 Census to better reflect the 
contributions of women and the 
next generation to agriculture.
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Fall is just around the corner, and for some producers this 
means prepping for fall breeding. Personally, I enjoy fall, al-
though it is a busy time for me! I spend a considerable amount 
of time working with producers as they set up heifers for 
pre-breeding exams and schedule synchronization protocols. 
But much of the time, what gets left out is their plan for the 
bull. Do you have a plan developed for how you manage your 
herd sires? If you have recently purchased a new bull, how do 
you plan to manage and protect that investment? 

In order to take full advantage of your new genetics, a consid-
erable amount needs to be planned, from the time you pick 
up your new bull to just before the breeding season. New bull 
purchases are a large input cost, and this cost will be spread 
out over the useful life of the herd sire. The longer this animal 
performs, the more years and, hopefully, calves over which 
the initial investment can be spread. 

Prior to the breeding season, as young yearling bulls are 
growing, they have typically been fed on a higher energy diet 
than what they will probably receive once they start their new 
job on your farm. Although we in Extension strongly discour-
age over-conditioning diets in the first place, it does remain 
common for bulls to be developed on diets that contain signifi-
cantly more concentrate energy than the bulls will be offered 
later in life. A noticeable decrease in fertility and libido can 
occur if rapid weight loss results as the bull adjusts to his new 
lower-energy diet. Bear in mind that the bull’s activity is often 
increasing significantly as well when he transitions to grass 
pastures and chasing cows all day. Allowing continued weight 
loss will affect your new bull’s longevity. 

Should you need to change your new bull’s diet, make these 
changes slowly. Over a two-month period, gradually change 
the concentration portion of a ration without restricting 
nutrient intake too much, as these bulls are still growing. 
High-quality forage will go a long way in this plan. At the 
beginning of the breeding season, they should be at about a 6 
BCS (Body Condition Score) and gaining about 2 lbs. a day. 

Managing Herd Sires: What to Plan For
By Anita Ellis for Cattlemen’s News

MANAGEMENT MATTERS

We encourage you to have a BSE (Breeding Soundness Exam) 
performed on every natural service bull used prior to every 
breeding season. Your veterinarian will perform a physical 
exam on the bull as well as examination of the semen for mo-
tility and morphology of the sperm cells. A good time to do this 
is a month to two months prior to the start of the breeding sea-
son. Obviously, this length of time gives us a cushion, should 
the animal not pass his BSE and a replacement is required. 

To ensure a bull is in adequate physical condition before the 
breeding season—when a lot of activity will be taking place—it 
may be useful to allow more space in the bull pen or bull pas-
ture. Sizeable pasture space permits for potential exercise, and 
travel within the pen can be encouraged by arranging water, 
mineral, and feeding areas in different areas within the pen. 
Encouraging more travel can help to ensure the bull has ade-
quate physical stamina for the breeding season. Not only can 
this be considered an ‘exercise program’ for your bulls, but it 
allows you an opportunity to watch for any feet or leg issues as 
well. 

Especially if multiple bulls are being used in a breeding sea-
son and a new bull will be amongst them, it is a good time to 
allow the pecking order to establish. If at all possible, maintain 
groups of bulls according to their planned assigned breeding 
pastures. Allow for plenty of time with those other bulls so that 
bulls develop an understanding of their rank in the group. This 
way, less time is spent fighting come breeding season and more 
time is spent getting cows bred. A single-sire breeding group is 

a safer bet if seeking to mini-
mize any risk of bull injury, but 
bear in mind you are putting 
all your eggs in the basket of 
one bull’s fertility whenever 
single sire mating groups are 
used. As an alternative, if using 
multi-sire breeding groups, 
considering placing older, dom-
inant bulls in a separate bull 
group from young bulls. 

Help your new sires perform at 
their best potential by having 
a management plan such as 
this in place. If you need help 
developing a plan or have any 
questions on managing your 
new herd sires, call your Exten-
sion Livestock Specialist.  

Anita Ellis, extension field specialist, central 
region coordinator Show-Me Select, Univer-
sity of Missouri Extension.

Graham Blagg: (530) 913-6418
Auctioneer Jered Shipman: (806) 983-7226

INNOVATIONAGMARKETING.COM
Dan & Kelly Lacy | Drexel, Missouri

Dan: (913) 909-1912 | dan@lacysredangus.com
LACYSREDANGUS.COM

Nick, Callie & Stetson Curtis | Archie, Missouri
Nick (573) 999-3887 | Callie (816) 807-6606

MC-LIVESTOCK.COM

MCL Jameson 0008
LACY Iron Mike 005E x LACY Annie 020

LACY Ruby 112F 027H
LACY Iron Mike 005E x 
LACY Lakota 482 112F 

LACY Osceola 016H
ROJAS Rioja 6052 x LACY Lakota 8105

LACY’S RED ANGUS  & MC LIVESTOCK

Annual Production Sale
OCTOBER 23, 2021 AT 1:00 PM IN DREXEL, MISSOUR
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Not all “Angus” bulls are  REGISTERED  Angus bulls.

Don’t buy an imposter.

Know what you’re buying. There are a lot of Angus bulls on the market , but not all are 
backed by the power of 80 million datapoints and a registration paper.  

Look for the  REGISTRATION NUMBER.
Bring the Power of Angus to your herd.

Angus.org/PBA.

SM

For the first time, High Plains Journal’s Cattle U & Trade Show—
held July 29 to 30 in Dodge City, Kansas—integrated a women’s 
panel discussion into its program.

Moderated by television host, Fancy Lady Cowgirl creator and 
native Kansan Courtenay DeHoff, the panel included four wom-
en from diverse sectors of the cattle industry who discussed 
animal agriculture and the keys to their industry success.
The panel included environmental scientist and dairy farmer 

Cattle U Women’s Panel Brought Leading Ladies of Cattle Industry 
Together for Discussion of Key Issues
By Lacey Newlin, previously printed in High Plains Journal

INDUSTRY NEWS

Tara Vander Dussen, also known as the New Mexico Milkmaid 
on social media platforms; Jan Lyons, former National Cattle-
men’s Beef Association president and owner of Lyons Ranch 
LLC in Manhattan, Kansas; Dr. Rosslyn Biggs, DVM, beef cattle 
Extension specialist and director of continuing education at 
Oklahoma State University College of Veterinary Medicine; and 
Trista Brown Priest, CEO at Cattle Empire in Santana, Kansas.
The segment started off with the panelists sharing what they 
have found to be the keys to success. Lyons explained how she 

found success on her Angus operation by 
picking the right female livestock for her 
ranch.

“I went to some of the best operations, 
primarily in the state of Kansas, and I 
picked top animals I thought would fit as 
foundation females in the herd,” Lyons 
said. “We have not purchased additional 
females in over 25 years. The first cows 
were picked on their maternal qualities. 
We wanted to know if they would pro-
duce females to put back into the herd 
and provide the kind of bulls that we 
could use for embryo transfer, artificial 
breeding and natural service sires.”

Many of the panel members agreed on 
several keys to success, including having 
a dream and working hard to achieve it.

“At the end of the day, I think hard work 
is probably the key and a lack of fear in 
hard work and determination,” Biggs 
explained. “(And) In the ability to pivot 
and be resilient when you’re faced with 
a challenge. People in agriculture do 
whatever it takes and so that’s one of 
those qualities I hope I’m able to pass 
onto my daughters too.”

Vander Dussen agreed with Biggs, espe-
cially on learning to be adaptable.

“The worst phrase in the English lan-
guage is ‘that’s how we’ve always done 
it,’” Vander Dussen said. “I think change 
is something you have to embrace. 
Instead of just pushing back on every-
thing, we need to be able to adapt and 
understand that if we come to the table 
and say OK, we make some changes in-
stead of just saying this is the way we’ve 
always done it and we’re not going to 
change it. It really puts us on the defense 
and makes us look defensive to our cus-
tomers.”

Vander Dussen said misinformation is 
one of the biggest issues agriculture fac-
es every day, and it will take a targeted 
approach of better communication and 
transparency to overcome it.

“We have to better connect with our 
consumers,” Vander Dussen said. “They 
have to better understand why we do 

Continued on next page
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Bid & Buy at:

DVDVAuction

BOTH SALES!

• • Guaranteed Sight-Unseen Purchases!                                              Guaranteed Sight-Unseen Purchases!                                              
• • Let us help you find the bull to fit your program and needs!Let us help you find the bull to fit your program and needs!
• • Free Trucking on every bull! No fine print!Free Trucking on every bull! No fine print!
• • The best disposition & soundness sort!The best disposition & soundness sort!
• • Extensive Data & Genomic EPDs!Extensive Data & Genomic EPDs!
• • All Bulls Are Semen & Trich Tested!All Bulls Are Semen & Trich Tested!
• • All Bulls are Sire Verified, Coat & Polled Tested!All Bulls are Sire Verified, Coat & Polled Tested!
• • 100 RFI tested bulls sell in these sales!100 RFI tested bulls sell in these sales!
• • Videos of sale bulls on website the week before the sale!  Videos of sale bulls on website the week before the sale!  

www.seedstockplus.com & www.dvauction.comwww.seedstockplus.com & www.dvauction.com

REQUEST YOUR 
CATALOGS TODAY  

877-486-1160
john@seedstockplus.com

Find the Optimum Genetic Solution to fit your needs!Find the Optimum Genetic Solution to fit your needs!

Seedstock Plus
Fall Bull & Female Sale

October 23, 2021  
Joplin Regional Stockyards

Carthage, MO
Selling 150 - 18 month old  BLACK 
Gelbvieh,  Angus & Balancer bulls 

& BLACK females - 
registered & commercial 

RED REWARD ‘Fall Edition’ RED REWARD ‘Fall Edition’ 
Bull & Female SaleBull & Female Sale

November 6, 2021  
Wheeler Livestock Auction 

Osceola, MO
Selling 40 RED Gelbvieh &

Balancer bulls   
 & RED females - 

registered & commercial

things and they have a lot of questions that we have to be there 
to answer with open arms. I think when you get in a room 
full of farmers and ranchers and you bring up climate change 
you’re going to see a lot of heads start shaking, but if that’s 
what’s important to our consumers, we need to answer those 
questions. We need an open-door policy in order to combat 
misinformation.”

On the topic of dealing with the biggest challenge in animal 
agriculture right now, Priest said she sometimes feels the agri-
culture industry battles itself more than anyone on certain eco-
nomic issues, such as how cash price is discovered for fat cattle.

“We have to come together as a group to figure that out,” she 
said. “We do not want the government to help us settle that. We 
have to try to get more equilibrium in the economics between 
all parts of the supply chain. We need to 
have some of these big picture conver-
sations and stop fighting amongst our-
selves.”

Girl power

Although the discussion questions 
ranged from production topics to bridg-
ing the gap between consumers and 
producers, DeHoff also asked the panel-
ists to give other women and young girls 
advice on finding a career in the cattle 
industry and the lessons they’ve learned 
from a females’ perspective. Lyons, one 
of the original trailblazers of the cat-
tle industry in Kansas and the nation, 
encouraged the women in the room, but 
also praised the men who supported her 
when she wanted to take on leadership 
roles in NCBA and other organizations.

“No one told me I couldn’t be a part of 
things,” she said. “No one said you’re not 
supposed to be here. People were very 
supportive. Women provide a unique 
perspective and we need everyone’s 
input. If you have a dream and you want 
to do it, don’t let anyone tell you, you 
can’t. And no matter what, you have to 
be willing to learn, I don’t care if you are 
a man or a woman.”

Vander Dussen offered similar senti-
ments when she said women often limit 
themselves in agriculture instead of 
believing in their own abilities and quali-
fications.

“I think probably a lot of women in ag 
have felt like they’ve been put in a box 
and breaking out of that box has been 
really challenging, so I would say don’t 
put yourself in a box,” she said.

For Priest, the feedlot industry is most 
definitely a male-dominated industry, 
but she has learned to embrace being the 
only woman in some instances and focus 
on being your best and forgetting about 
gender.

“I can’t tell you how many times I’ve 
been asked what my brother does on the 
operation—I don’t have a brother,” Priest 
said. “You need to be OK with being the 
only girl. It’s OK that you’re the only one 

and there’s no line to the women’s bathroom.”

Biggs, who mentors numerous future veterinarians, said 60% 
of the veterinarians graduating from vet school right now are 
females and she offers them advice on how to be successful in 
their careers as well as help others in their profession.

“This is what I tell my veterinary students—but particularly 
females—be brave, confident and walk with authority,” Biggs 
said. “Whatever you set your mind to, you can do it. Lean up, 
lean sideways and lead down. You may rise up the ladder, but 
you better leave it down because you should always try to help 
someone else come up with you.”

Lacey Newlin can be reached at 620-227-1871 or lnewlin@hpj.com.

Continued from previous page
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Monday,Nov15
1:00

reen pringsGG SS
BB SSull ale

Performance & Feed Efficiency Tested

Bonus Female Sale
Purebred Angus &  Simmental

PLUS +++

www.greenspringsbulltest.com
Videos available “early Nov”at

Bidding & Viewing LiveAuctions.Tv   
Kent 417-448-7416 Bull information

Norman 417-684-5477 Angus Female Info
Lonnie 816-390-3436  Simmental Female Info

Plus Polled Hereford Bull & Female Sale , Sunday, Nov 21st
Contact MM Ranch Polled Hereford      amih@mmhereford.com 

Nevada, Mo.Nevada, Mo.
3 Cedars Sale Facility3 Cedars Sale Facility

24327 E Old Town Road24327 E Old Town Road

417-448-7416
Angus
Charolais
Hereford
LimFlex
Limousin
Red Angus
Simmental

From: Garton Angus Ranch From: Merry Meadows Simmental

BEEF UP

BEEF UP

SCHOOL

SCHOOL

 

 

LUNCHES

LUNCHES

Mo Beef Kids teams up with school

foodservice and local farmers and

ranchers to source additional beef in

schools, while implementing food and

nutrition education. 

Learn more at mobeefkids.com.

Beginning November 1, farmers and ranchers

will have the opportunity to support Mo Beef

Kids at participating sale barns through

voluntary donations. 

 

Donors will receive a charitable contribution

letter for tax purposes, issued by Mo Beef Kid’s

501(c)3 non-profit foundation.

 

Learn more at mobeef kids.com.  

 

 

 

at participating sale barns. 
Help ensure our children  

have more beef, more often. 

View More Information:  
PRIMETIMELIVESTOCK.COM

Mark Your 
Calendar for 
VIDEO SALE 

October 7, 
2021

Time/Location
1:00 PM @ JRS
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KRMO DAILY SCHEDULE:

9:00 AM – Adams on Agriculture

10:00 AM – AgriTalk

11:00 AM – Sports Rewind with Sammy Clapper, Weekdays

12:00 Noon, Mondays, Wednesdays, Fridays –  
Farming in the 4 States with Sammy Clapper

1:00 PM – Agriculture Today Updates

2:00 PM – AgriTalk After the Bell with Chip Flory

Midnight to 6 AM and 3 PM to Midnight – Sportsmap Radio Network

Plus important updates 
throughout the day from:

American Ag Network –   
Updates throughout the day

Radio Oklahoma Network –  
Updates throughout the day

WeatherEye – 2-3X/hour –  
24 hours/day/7 days a week

Join us weekdays starting at 6 AM 
through 3 PM for all your AG News, 
with Sports updates before and after.

Listen to AM 990 or Stream 24/7 on Apple & Google Play for featured programming!

On the surface, it can be hard to see any difference between 
stress and anxiety. After all, they’re both the negative emotion-
al experiences that can make you feel exhausted and irrita-
ble, reduce your concentration and leave you spending your 
nights sleepless and frantic, going through all the scenarios 
of how to increase the farm’s profitability and the things that 
could happen to derail that plan. We often use the two words 
interchangeably or may even think that they essentially mean 
the same thing, but they have different origins. Figuring out 
whether you’re dealing with anxiety or stress is one of the 
most important elements in figuring out a treatment plan and 
how to make yourself feel better.

There is a fine line between stress and anxiety — stress can 
trigger anxiety, and anxiety can be a symptom of extreme 
stress. And many symptoms — like muscle tension, rapid 
heartbeat, and insomnia — can impact people experiencing 
both problems. But ultimately, knowing which one you’re real-
ly dealing with can help you feel better faster. 

What is stress?

Generally, stress is a response to an external cause which 
creates feelings of frustration and nervousness, such as the 
tight timeline for taking the crop off at harvest before it snows 
or having an argument with a family member and subsides 
once the situation has been resolved. Because stress is caused 
by external factors, tackling these head-on can help. If you’re 
experiencing prolonged, chronic stress, there are many ways 
to manage and reduce your symptoms, including physical 
activity, breathing exercises, adequate sleep and taking time to 
connect with others.

What is anxiety?

Anxiety is a person’s specific reaction to stress; its origin is 

What’s the Difference Between Stress and Anxiety?
By Lesley Kelly, Farmer and Co-Founder of the Do More Agriculture Foundation

TRENDING NOW

internal. In other words, stress happens in your body, and 
anxiety happens in your mind and your body. Anxiety comes 
from a place of fear, unease and worry in situations that are 
not actually threatening. Unlike stress, anxiety persists even 
after a concern has passed. In more severe cases, anxiety can 
escalate into an anxiety disorder.

Am I Experiencing Stress or Anxiety?

Here are some signs that can help you distinguish between the 
two:

1. Stress is feeling nervous about an external situ-
ation and your symptoms go away when the situa-
tion has passed. While you can cause yourself stress 
through negative self-talk, or a negative attitude, it is 
usually triggered by something external. Anxiety, on 
the other hand, is more internal and how you react to 
stressors. If you remove those stressors and still feel 
overwhelmed and distressed, you are likely dealing 
with anxiety.

2. Anxiety is an excessive reaction to a given situa-
tion. Certain situations are stressful, and would be for 
anyone, such as the loss(es) of animals or a crop. Anx-
iety is more of an excessive reaction. If the worry and 

distress you feel in a given situation is 
unusual, excessive, or goes well beyond 
the reactions of other people, it may be 
anxiety rather than stress.

3. Being unable to complete day to 
day tasks or work are signs of anxiety. 
Most stressful situations are difficult to 
get through but are ultimately manage-
able. Anxiety disorders can leave you 
completely unable to manage normal, 
everyday tasks. If you are distressed 
to the point of being unable to work or 
carry out tasks, and/or having a panic 
attack, an anxiety disorder may be the 
underlying issue.

4. Anxiety may create “what ifs” 
over and over again in your mind. 
Anxiety causes feelings of dread and 
fear of things that haven’t happened or 
don’t exist. On the other hand, stress 
is a response to something happening 
or a pressure you feel. For example, 
with an anxiety disorder you may feel 
a general sense of apprehension, dread, 
and worry, even when there is nothing 
coming up that should cause you to be 
concerned.

Continued on next page
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WORTHINGTON ANGUS

Josh, Corry, Wriston, Grayson & Corbin
431 N. Dade 231 • Dadeville, MO 65635

(417) 844-2601 • worthingtonangus@gmail.com

Connect with us:

3rd Annual3rd Annual
FALL BULL & COMMERCIAL FEMALE SALEFALL BULL & COMMERCIAL FEMALE SALE

Saturday, November 6, 2021
12 Noon * At the farm * Dadeville, MO

Worthington Ashland 08Worthington Ashland 08
+14 CED, top 5% Marb & $C, 

top 20% YW.

Worthington Ashland 013Worthington Ashland 013
Double digit calving ease, 

top 10% YW, Marb & $B.

Worthington Propulsion 160BWorthington Propulsion 160B
+346 $C, top 1% RE, $W, $G, $B $C,

 top 3% Marb, 4% YW & CW.

DISCIPLINE + PROVEN GENETICS = VALUEDISCIPLINE + PROVEN GENETICS = VALUEDISCIPLINE

PROVEN
 GENETICS

VALUE$ SellingSelling  65 Bulls (Angus & SimAngus) & 
100+ Commercial Females

Worthington Pheonix 036Worthington Pheonix 036
Top 3% $B & $C, top 10% CED, WW, YW, Marb.

                                                  Breeding Guarantee • Genomic Testing • Commercial Female Sales • Feedlot & Order Buyer Relationships

                                      
               

            
      Free Delivery • 100% AI & ET • Repeat Customer Discount

Worthington - Cattleman's News Fall 2021.indd   1Worthington - Cattleman's News Fall 2021.indd   1 9/9/21   10:23 AM9/9/21   10:23 AM

Tensioned Loop
for Newborns

Built-in Cutter
Self-locking 

Loop

Getting the job 
done since 1991

HUMANE • BLOODLESS • DRUG FREE
CallicrateBanders.com

785-332-3344

DELAYED CASTRATION EARLY CASTRATION
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5. Specific symptoms may be an 
indication of an anxiety disorder. If you have certain, 
specific symptoms, these may indicate you have an anx-
iety disorder or at least that your issue is beyond simple, 
everyday stress. For example, panic attacks are a char-
acteristic of panic disorder, a type of anxiety disorder. 
High levels of stress and anxiety in social situations may 
indicate a social anxiety disorder.

No matter which issues you’re struggling with, you don’t have to 
deal with it alone. Talk to someone you trust about what you’re 
going through and know that no matter what you are going 
through, you can start feeling better. 

These are guidelines for further aware-
ness about mental health and should 
not be used as a diagnosis or treatment 
plan. If you need assistance, please 
contact your doctor, a mental health 
professional or visit the Do More Ag 
Resource page at https://www.domore.
ag/resources.

Do More Ag was established in 2018 to promote mental 
health awareness, well-being, and research; as well 
as to empower producers to take care of their mental 
health through education, training, and public aware-
ness. The foundation is also dedicated to creating a com-
munity of belonging, support and resources on mental 
health. Visit www.domore.ag for more information.

Continued from previous page

Get Connected
Source: https://newfarmers.usda.gov
/who-are-women-ag

 The USDA Women in Agriculture 
Mentoring Network is a way to 
connect, share stories, and share 
experiences with fellow women in 
agriculture. The goal is to promote 
the image, role, and leadership of 
women not only on the farm, but 
leading youth organizations, con-
ducting cutting edge research at 
universities across the country, in 
the boardrooms of global corpo-
rations—the list goes on and on! 
Join the network by emailing us at 
AgWomenLead@osec.usda.gov and 
let us know how you would like to 
connect.

After joining the network, you will 
have access to our monthly news-
letter where we feature profiles of 
women in agriculture, and share 
information on upcoming news 
or conferences. In addition to the 
newsletter, we will hold a quarter-
ly engagement call where you will 
hear from influential voices work-
ing to make agriculture stronger 
and more diverse. We also invite 
you to follow the current conver-
sation about women in agriculture 
by searching #womeninag on your 
social media channels.
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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.

FAYETTEVILLE, Ark. — With autumn just around the 
corner, ranchers and pasture managers should consider 
a few actions that can extend the grazing season, making 
the best of the available forage base until next spring.

Dirk Philipp, associate professor of animal science for the 
University of Arkansas System Division of Agriculture, 
said that with the ongoing summer heat, cool season pe-
rennials such as tall fescue are still showing signs of heat 
stress and reduced overall growth.

“But this will quickly change as night-time temperatures 
fall during the coming weeks and cool season perennial 

Plan Ahead for Fall Management of Pastures

By Ryan McGeeney, U of A System Division of Agriculture 

MANAGEMENT MATTERS

forages start growing again, albeit at a reduced rate com-
pared to spring,” Philipp said. “In the meantime, there 
are several things landowners can do to maximize the 
growth and health of their pastures.”

These steps include adequate fertilization, stockpiling 
forage and ensuring adequate grazing.

Fertilization
When it comes to tall fescue, Philipp said, fertilization 
recommendations tend to diverge, with some experts 
proposing that producers fertilize only in the fall, fall or 
spring (but not both), or even late fall.

“It all depends on the landowner’s situation,” Philipp 
said. “But any time after Sept. 1 can be justified as we en-
ter overall cooler conditions that help cool season grasses 
thrive.”

Recommended rates are around 50-60 pounds of nitrogen 
per acre. Urea fertilizer may volatilize somewhat before 
being dissolved by rain, Philipp said, so it’s theoretically 
best to watch the forecast and wait for a shower, depend-
ing on the fertilizer being used.

“In practice, however, this is difficult to achieve,” Philipp 
said. “The best might be to develop the practice of apply-
ing nitrogen at consistent target times each year based on 
the specific needs of the land, considering factors such as 
current and historic weed pressure, soil conditions and 
the condition of the forage stand.”

Stockpiling
When stockpiling forage for later use in the fall and win-
ter, Philipp points to the standard practice of applying 
fertilizer to accelerate the growth of tall fescue for later 
use.

“Apply about 60 pounds of nitrogen per acre during the 
first weeks of September to your fields,” Philipp said. 
“Canopies should be relatively short to ensure fresh 
regrowth from fertilization, and the grass can be either 
grazed or clipped to remove senesced forage residue, 
although, under normal circumstances, pastures may 
already be short from a hay cut or grazing in late spring 
and summer.”

Any specific area dedicated to stockpiling shouldn’t be 
grazed until November or December, Philipp said, and 
growers should plan accordingly.

“Specific fields or even parts of fields should be select-
ed where a high response to fertilizer can be expected,” 
Philipp said. “Obviously, you’ll want to make plans to 
move animals somewhere else while stockpiling.”

Tall fescue isn’t the only forage that can be stockpiled, 
Philipp said, but simply the most suitable for the area.

Continued on next page
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BALANCER®  |   GELBVIEH  |   SIMANGUSTM  |   SIMMENTAL  |  FUSIONTM |  ANGUS

THE BRANDTHE BRAND

Are Yours Wearing

Aaron Gaines, MO,   417.309.0062 
Bryan Helms, NE  307.840.0920

Dick and Bonnie Helms  308.962.6500  
Kyle Helms, NE  308.962.6940

Maternal Strength 
+ 

Growth & Carcass 
= 

Profitability

Butler MO

Profitability

65+ Bulls Sell October 2365+ Bulls Sell October 23
Visit  FLYINGHGENETICS.com for details!

It’s SIMPLE and EASY to get signed up!
• Fill out the SIGN UP form on the JRS website to subscribe!

E-blasts 
to your phone,

tablet or 
computer!

The Cattlemen’s Connection 
is an online email marketing 

platform hosted by 
Joplin Regional Stockyards. 
Our mission is to put today’s 
producers in touch with the

 information and products that 
will make them profitable 

for tomorrow. 

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

“It retains good forage quality, even 
when stockpiled well into the win-
ter months,” he said. “Orchardgrass 
works well for stockpiling, too, but 
this grass is not as common in Ar-
kansas as tall fescue.”

Grazing
Pasture managers can begin put-
ting their livestock out to graze 
stockpiled fescue or orchardgrass 
in late November to early Decem-
ber. Philipp recommends producers 
make grazing available in strips 
wide enough for one to two days’ 
worth of foraging before moving 
animals on to the next strip.

“This way, losses due to trampling 
are minimized,” Philipp said. “It also 
allows for a better forage utilization 
rate than other stocking methods.”

To learn about extension programs 
in Arkansas, contact your local Co-
operative Extension Service agent 
or visit www.uaex.uada.edu. Follow 
us on Twitter and Instagram at @
AR_Extension. To learn more about 
Division of Agriculture research, 
visit the Arkansas Agricultural Ex-
periment Station website: https://
aaes.uark.edu. Follow on Twitter 
at @ArkAgResearch. To learn more 
about the Division of Agriculture, 
visit https://uada.edu/. Follow us on 
Twitter at @AgInArk.
 
About the Division of Agriculture
The University of Arkansas System 
Division of Agriculture’s mission is to 
strengthen agriculture, communities, 
and families by connecting trusted re-
search to the adoption of best practices. 
Through the Agricultural Experiment 
Station and the Cooperative Extension 
Service, the Division of Agriculture 
conducts research and extension work 
within the nation’s historic land grant 
education system. 

The Division of Agriculture is one of 20 
entities within the University of Ar-
kansas System. It has offices in all 75 
counties in Arkansas and faculty on five 
system campuses.  

The University of Arkansas System 
Division of Agriculture offers all its 
Extension and Research programs to 
all eligible persons without regard to 
race, color, sex, gender identity, sexual 
orientation, national origin, religion, 
age, disability, marital or veteran status, 
genetic information, or any other legally 
protected status, and is an Affirmative 
Action/Equal Opportunity Employer.

Continued from previous page
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Fence Workshop and Demonstration 
Electric Fence and  High Tensile Woven Wire Fence 

Friday, October 22, 2021   I   8:15 am – 5:00 pm 
Location: Remnant Ranch - Fair Grove, MO 

Conducted by: Mark Green,  Custom Pasture Planning Consulting, Remnant Ranch John Turner,  Missouri 
Forage & Grassland Council Glenn Wagner,  Stay Tuff Fence Company Levi Ebert,  Stay Tuff Fence Company

This workshop will include in-the-field, hands-on demonstration of materials, tools and installation of:
high tensile woven wire fence, high-tensile permanent electric fence and portable polywire electric fence

Workshop will be held rain or shine, so dress 
appropriately. Facilities available to move 

inside if needed. 

Registration fee:
$35.00 per person 

The fee includes lunch, breaks 
and handouts 

Maximum registration is 50 people. 
Registration is based on first come/first serve 

basis, upon receipt of the registration fee. 
If the class is full, registration fee will be 

returned. 

REGISTRATION FORMS AND PAYMENT 
MUST BE RECEIVED NO LATER THAN 

OCTOBER 15, 2021

Any questions, contact: 
Mark Green 417-425-1754

remnantranch2017@gmail.com

SCHEDULE:
8:15 AM – 5:00 PM 

8:15 a.m. 
Welcome/Introductions 
Corner Posts & Bracing

High Tensile Woven Wire
Material, Installation

Lunch

Electric Fence 

Questions and wrap-up

5:00 p.m. - Adjourn



October 2021       I     45

Disciplined Progress
Annual Production Sale
November 13, 2021 . 1 PM

at the ranch
berryville, arkansas

SmithRegisteRed Angus RAnch

For Sale Information, Contact:
Brock Smith (870) 423-3269 . cell (870) 480-6406

99 CR 5015 . Berryville, AR 72616
smithregisteredangus@gmail.com
www.SmithRegisteredAngus.com

Sale Manager: 
Matt Caldwell 

(913) 755-1105
mattcaldwell75@gmail.com

Selling 60 Registered Bulls
49 Older bulls ready for heavy service

11 Select fall yearlings
Selling 40 Registered Females
Spring Bred Cows . Fall Pairs

Reference Sires
Deer Valley Growth Fund

Tehama Tahoe B767
GAR Inertia

Sydgen Enhance
E&B Plus One
SAV Rainfall

Deer Valley Unique 5635

  EPD   % Rank
CED 6 55%
WW 88 2%
YW 153 2%
DOC 25 20%
CEM 9 45%
MILK 27 40%
CW 80 2%
Marb 0.64 45%
RE 0.39 80%
$M 64 45%
$W 85 5%
$B 174 10%

Tattoo: 1399 . 19999126 . DOB: 8/18/19
Tehama Tahoe B767 x KW 9M12 Prophet 4901

Tattoo: 1140 . 20111629 . DOB: 2/16/20
Deer Valley Growth Fund x DHT 5050 SSR40 Leader 583

  EPD   % Rank
CED 5 65%
WW 81 5%
YW 137 10%
DOC 15 65%
CEM 10 35%
MILK 32 15%
CW 45 55%
Marb 1.09 10%
RE 0.66 40%
$M 87 4%
$W 93 2%
$B 138 45%

  EPD   % Rank
CED 7 45%
WW 85 3%
YW 157 1%
DOC 20 40%
CEM 14 5%
MILK 19 90%
CW 71 5%
Marb 0.37 75%
RE 0.96 10%
$M 61 55%
$W 71 25%
$B 161 15%

Tattoo: 1589 . 20115615 . DOB: 9/12/19
GAR Inertia x Werner War Party 2417

Tattoo: 1499 . 19999094 . DOB: 8/21/19
Deer Valley Growth Fund x Deer Valley All In

  EPD   % Rank
CED 12 10%
WW 49 80%
YW 93 75%
DOC 18 50%
CEM 12 15%
MILK 37 3%
CW 31 85%
Marb 0.68 40%
RE 0.29 90%
$M 59 60%
$W 70 30%
$B 118 75%$C 212 / 75%$C 266 / 20%

$C 290 / 10% $C 270 / 20%

The traits of some of the more common Missouri cover crops are 
described below.

The common seeding rates mentioned are for planting just that one 
species of cover crop. If you are planting a mix of cover crops, cut 
back on seeding rates proportional to the amount of that species you 
want in the mix. For example, with a goal of equal amounts of each 
species, for a three-way mix, plant 35 to 40 percent the normal rate of 
each of species, and for a two-way mix, plant 55 to 60 percent of the 
normal rate of each species.

Rates for broadcast seeding, including aerial seeding, are higher be-
cause not all seed will germinate.

If a precision row crop planter is used, for 
some covers the rate will be less than the 
drilled rate, especially for members of the 
brassica family, such as radishes and tur-
nips.

Cereal rye
Cereal rye is considered the queen of cover 
crops and is the No. 1 cover crop used in 
the United States. It is popular because it is 
quite cold-hardy and can be planted later in 
fall than any other cover crop, and it pro-
vides excellent erosion control and incredi-
ble growth in spring. A potential drawback 
is that when rye is used on poorly drained 
soils that stay cool and wet in the spring, 
such as claypan soils, the decaying rye can 
sometimes slow corn establishment. Anoth-
er caution is that the rapid spring growth of 
rye can take first-time users by surprise and 
create a slight risk of complications with 
spring planting. Fortunately, even 5-foot-
tall rye can be killed with glyphosate or by 
rolling.

Cereal rye seeding rate
• Drill at 70 to 80 pounds per acre.
• Broadcast at 100 to 120 pounds per acre.

Triticale
A cross between wheat and cereal rye, trit-
icale has some of the hardiness of rye but 
the shorter stature of wheat. Considered a 
good cover for erosion control and for graz-
ing, it works well in combination with other 
cover crops, particularly legumes.

Triticale seeding rate
• Drill at 60 to 70 pounds per acre.
• Broadcast at 80 to 100 pounds per acre.

Oats
Widely available and normally spring-plant-
ed for grain, oats have the advantage of 
strong fall growth as a cover crop. Many 
first-time users of cover crops appreciate 
that oats will winterkill and require no 
special management in spring. However, 
the erosion control provided by oats in late 
winter and spring is less than that from 
overwintering cereals such as cereal rye, 
triticale and wheat.

Oats seeding rate
• Drill at 80 to 100 pounds per acre.
• Broadcast at 120 to 140 pounds per acre.

Cover Crops in Missouri - Cont’d from page 24

From the University of Missouri Extension

INDUSTRY NEWS

Forage turnips
Like radishes, forage turnips are a member of the Brassica family 
that does best if planted in early fall. Although not quite as vigorous 
in growth as the best oilseed radish varieties, turnips are superior for 
grazing. Both the leafy top-growth and the tuber are good forage for 
grazing livestock. Turnip top-growth typically dies by late December. 
Turnips are often mixed with another forage species, such as cereal 
grass.

Forage turnip seeding rate
• Drill at 5 to 6 pounds per acre.
• Broadcast at 8 to 10 pounds per acre.
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Katelyn Duban didn’t picture herself as a farmer, but as any-
one who’s been in a relationship can attest to, love can make 
you do some crazy things.

The Lethbridge, Alta. native was working a nine-to-five admin-
istrative job at Lethbridge College and the University of Leth-
bridge after completing her education in business.

In 2012, she met her future husband Justin, a third-generation 
farmer.

“We met online like how all farmers meet their wives,” Kate-
lyn tells Better Farming.

The couple married in 2016 while she still worked in post-sec-
ondary education.

After working at her office, she would come home to prepare 
meals for the crew, run out for parts or handle other tasks.

But it soon became apparent that changes needed to be made.

“After some trials and tribulations during the first nine 
months of marriage, I realized that farming is not a job, it’s 
an all-encompassing lifestyle,” she says. “And if I was going to 
make a go at marriage and my life on the farm, I had to jump 

From High Heels to Work Boots
Since joining the farm, this producer has found success in podcasting

By Diego Flammini, reprinted with permission from Better Farming

TRENDING NOW

in with both 
feet. I left my 
job, hung up 
my heels and 
traded them 
for mud 
boots.”

Today the 
Dubans 
grow certi-
fied organic 
grains and 
oilseeds 
on about 
1,800 acres 
of irrigated 
land near 
Lethbridge 
on Treaty 7 
territory.

And if marrying into a farm family and immersing herself into 
that lifestyle wasn’t enough, Katelyn is also emerging as one of 
the newer voices in the ag podcasting space.

Continued on next page
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A podcast lover herself, she was doing 
fieldwork in an old Fendt tractor and 
looking for a podcast to listen to that 
focused on celebrating women in ag, but 
didn’t come across any.

“There wasn’t anything specifically 
about sharing the stories of women in 
ag in a way they were celebrated,” she 
says. “They were more or less shared 
as a matter-of-fact story that’s nothing 
special. But in my eyes, women in ag-
riculture wear so many hats and are 
amazing.”

Thus, The Rural Woman podcast, where 
she interviews women in ag from 
around the world, was born.

She uploaded her first episode in March 
2019. In the 20-minute broadcast, 
Katelyn introduces herself and explains 
what led her to create the podcast.

More than 100 episodes later, each pod-
cast now runs about an hour long. And 
the podcasts have been downloaded 
more than 200,000 times in 140 coun-
tries, including Zimbabwe.

“It’s mind-blowing to me,” Katelyn says. 
“When I started the podcast, I didn’t 
know how many people would be inter-
ested in listening to all of these stories.” 

What are your roles on the farm? 
I wear a lot of hats. I am the stand-in 
for whatever job needs to be done. At 
harvest time, I am the head grain cart 
operator, I do bookwork, payroll and 
feed everyone too.

How many people do you employ? 
We have two employees but depending 
on the year, it can go as high as seven.

Hours you work per week? 
There are some days when I only have 
a few hours of things to do; while on 
other days, we’re working all hours of 
the day. It really depends on the season.

Hours in the office per day? 
At least one. My office hours are typical-
ly between 5 a.m. and 9 a.m.

A few items always on your desk? 
Coffee, water, my day planner, a pic-
ture of my husband and me, and some 
plants.

How has your farm operation been 
affected by the pandemic? 
If something breaks down, getting the 
parts here in a timely manner has been 
the biggest struggle. And finding em-
ployees has been difficult too.

What do you drive? Messy or neat? 
I drive a 2002 Chevy Optra and I’d say 
it’s somewhat neat.

Continued from previous page

Continued on next page (48)
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FUTUREBull and Female Sale

Focused on the

Offering red and black Purebred, Balancer, Angus, and Red Angus genetics. Fescue-raised yearling andOffering red and black Purebred, Balancer, Angus, and Red Angus genetics. Fescue-raised yearling and
age-advantaged bulls for sale. Select females and show-prospects will also be featured.age-advantaged bulls for sale. Select females and show-prospects will also be featured.

Free delivery within 500 miles. Free delivery within 500 miles. 

The sale will be held in Billings, MO. The sale will be held in Billings, MO. With inquiries, call Justin at (573) 690-3813 or Kyle at (573) 645-8819. Visit our Facebook page for additional updates.With inquiries, call Justin at (573) 690-3813 or Kyle at (573) 645-8819. Visit our Facebook page for additional updates.

T BAR S STIMULUS 112H
T BAR S GIDDY UP 102D x BEAS 4709BT BAR S GIDDY UP 102D x BEAS 4709B

T BAR S RED EAGLE 124H
EGL GCC RED EAGLE 37194 x  CH IVY 737T EGL GCC RED EAGLE 37194 x  CH IVY 737T 

10.22.21

Continued from previous page (47)

Email or text? 
Email.

Any favourite apps? 
I like my Calm meditation app and Instagram.

Are you on social media? 
I’m all over social media. My handle is the same on all of 
them – @wildrose-farmer.

The best thing about farming? 
Producing food for people, whether that’s our grains or my 
meat goats, is the most rewarding job I’ve ever had. It’s a 
privilege to farm.

What do you like least? 
Family farming is a blessing and a curse. A blessing because 
you get to work with your family but a curse because you 
can’t get rid of your family, even though you might want to 
sometimes. (Laughs.) 

What’s your current farm machinery lineup? Planning 
any acquisitions? 
We have one of every colour and nothing is brand new. We 
have John Deere, Fendt, Challenger and Massey Ferguson 
equipment. My favourite tractor is our Challenger MT645.

Your family’s thoughts on farming? 
For my married-in family, this is all they know. 

As for the family I came from, we did not have a direct con-
nection to agriculture. It’s still a learning process for them but 
they’re excited to be out on the farm and see what’s going on.

Most important lesson you’ve learned? 
When it comes to farming, it’s that things take time. You don’t 
sow the seed and harvest the next day.

Guiding management principle? 
Great leaders value people.

What are the biggest farming challenges you face? 
As a woman in agriculture, the biggest challenge is being seen 
as an equal in a farming operation. There are lots of times 

when our stories get pushed to the back burner, which is why 
I started The Rural Woman podcast.

What are the most exciting opportunities in the industry? 
The world of agriculture is one big exciting opportunity. The 
new technologies and methods of farming are fascinating to 
me.

If you could send a message to non-farmers, what would 
you say? 
I would ask them to know a farmer and to reach out to farm-
ers in their local communities.

We all know Google is a handy tool for all of us, but it can 
bring you down a rabbit hole you may not want to be down.

I’d also ask them to grow your own food, even if it’s a head of 
lettuce on your deck. It’s so rewarding.

How do you define success? 
I believe at the end of the day if you can be happy with what 
you did, that’s pretty successful. 

What’s your top goal? 
I want to add value and help build the legacy of our farm.

If you weren’t a farmer, what do you think you’d do for a 
living? 
I like working with people, so maybe something like public 
relations.

Are you involved in volunteering? 
A colleague and I started Positively Farming Media. It’s a col-
lective of other podcasters in the food and agriculture space.

How do you support your mental health during challeng-
ing times? 
I visit my counsellor frequently. I think using doctors and 
counsellors should be talked about and not viewed as shame-
ful.

Gardening for me is another form of stress relief. I’m active 
and I work out to keep my mind and body healthy.

What are your favourite hobbies? 
I have two baby goats who 
keep me very busy.

What was the last book you 
read? 
Professional Troublemaker by 
Luvvie Ajayi Jones. It’s about 
how to tackle fear and not be 
afraid to hear the word “no.”

What’s the best time of day? 
5 a.m. is my favourite time of 
day. I like the calm before the 
storm with a hot cup of coffee 
and looking out onto the farm.

Most memorable crop year? 
The harvest of 2017, which was 
my first on the farm. That’s 
when I quit my job and every-
thing went smoothly. We had 
good yields and no breakdown.



We are rapidly approaching fall, and with it comes one of the 
most stressful time in our calves’ lives, weaning. As an indus-
try, we have focused on pre-conditioning programs to help 
prepare our calves for their next move. With the addition of 
new vaccines, opportunities have arisen that can allow us to 
help start preparing these calves for this transition time long 
before weaning.

Recent research by Merck Animal Health into the new vaccine 
BOVILIS NASALGEN 3-PMH has demonstrated opportunities 
to intervene early in a calf’s life, while also stimulating the 
immune system to be prepared for pre-conditioning vaccines.  
The administration of BOVILIS NASALGEN 3-PMH, an intrana-
sal vaccine, stimulates the immune system to create memory. 
Creating immune memory is necessary to have a strong boost-
er response. This stimulation allows that calf to have a strong 
boost of immunity at the time of pre-conditioning, allowing 
that calf to be prepared for the weaning phase.

As vaccine protocols are being prepared, one of the most 
common questions is “What is the vaccine status of the cow 
herd?”. Many cow herds receive killed viral vaccines due to 

By Tim Parks, D.V.M., technical services manager, Merck Animal Health

INDUSTRY NEWS

New Vaccine Advances Benefit Cattle 
Raisers and Their Calves

the ability to vaccinate at any time in that cow’s production 
cycle. Modified live vaccines, those which have demonstrated 
to stimulate the immune system more completely, carry warn-
ings about the use in pregnant cows who have not received 
a modified live vaccine within the last twelve months. These 
warnings are for cows as well as their nursing calves. The ap-
proval of BOVILIS NASALGEN 3-PMH has created an opportu-
nity to safely administer a modified live vaccine to any calf no 
matter of the cow’s pregnancy status. This opportunity is what 
opens the door for more complete stimulation and preparation 
of young calves for pre-conditioning and weaning.

There are several pre-conditioning programs available for the 
marketing of cattle. Although there are differences among pro-
grams, they all commonly include Clostridial vaccination and 
booster, viral respiratory vaccines and boosters, anti-parasiti-
cides and de-wormers. The determination of whether modified 
live or killed vaccines are used has been dependent on the 
cow’s pregnancy status and management opportunities of pro-
ducers. The PRIMEVAC vaccination programs offered through 
Merck Animal Health are now more management friendly 
with the new research available.

If you have a cow herd that has only received 
killed vaccines throughout their life, adminis-
tration of BOVILIS NASALGEN 3-PMH stim-
ulates the immune system of a calf as young 
as 7 days and sets that calf up for pre-condi-
tioning shots prior to weaning. BOVILIS NA-
SALGEN 3-PMH is a three-way modified live 
intranasal vaccine containing three viruses: 
Infectious Bovine Rhinotracheitis (IBR), Para-
influenza 3 (PI3), and Bovine Respiratory 
Syncytial Virus (BRSV), as well as two bacte-
rial components: avirulent live Mannheimia 
haemolytica and Pasturella multocida. Clos-
tridial vaccines such as BOVILIS VISION 7 or 
BOVILIS CAVALRY 9 can also be given to start 
Clostridial protection. Because the cows have 
not received a modified live vaccine prior, 
the use of Bovine Viral Diarrhea Virus (BVDV) 
should be discussed with your veterinarian. 
These calves can then be vaccinated with a 
modified live respiratory vaccine, such as BO-
VILIS VISTA ONCE, and a Clostridial vaccine 
at weaning. A booster of BVD with BOVILIS 
VISTA BVD CFP and a final Clostridial vac-
cine 3 weeks later would allow these calves 
to meet PRIMEVAC 34 vaccine requirements 
and set these calves up for a strong start to 
the feeding phase. Cow herds on modified 
live vaccine programs have similar, yet fewer 
vaccine administration requirements avail-
able to set those calves up.

Like any vaccine decisions for your cattle, 
your local veterinarian is the best source of 
information. Visit with them about oppor-
tunities in your cow herd to help set your 
calves up for success as they leave your 
operation and start their next phase of pro-
duction. 

References: 1. Data on File. Merck Study Number MS-Na-
salgen 3-03-19
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SEE HOW FOLKS ARE ADAPTING
IN A CHANGING WORLD!

SPEAKERS:
Livestock Marketing with Corbi� Wall

 “Why did your calves bring more than mine?”

Amazing Grazing with Dr. Ma� Poore 
“Adaptive Grazing Management impact on Soil Health”

Producer Panel • “Small Ruminants & Direct Marketing”

For complete agenda, registration, or more info:
• Visit mofgc.org 

• Call Joe at 573-338-1772
• Email mofgc.es@gmail.com

2021 CONFERENCE2021 CONFERENCE

NOVEMBER 3-4
Double Tree by Hilton, Spring�eld, MO

ANNUAL BANQUET & TRADE SHOW

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

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

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

Nov. 6, 2021 / 1 pm  Butler, MONov. 6, 2021 / 1 pm  Butler, MO

Brett & Libby Foster
Butler, Mo 64730

660-492-2808 /      @BFCattleCo

B/F
C
A
T
T
L
E

CO.

and INTO a BBRRIIGGHHTT  FFUUTTUURREE  with 
FESCUE FITFESCUE FIT B/F BALANCERSB/F BALANCERS®

 

1188  mmoonntthhss  oolldd  //  RReeaaddyy  ttoo  wwoorrkk  

Maternal Integrity BALANCERMaternal Integrity BALANCER®®    

Bull SaleBull Sale

Step OUT of the FOG 

BULL CLINICS SET 
From Eldon Cole: As you know, we’ve sort of designated March and October as bull breeding sound-
ness days. Sure, you can work with your veterinarians any day of the year to have your bull checked 
for breeding soundness but for you forward thinkers with planned turnout days for bulls it’s nice to 
have them tested several weeks in advance. We’ve tested over 4500 bulls since 2005 at several differ-

ent clinics and consistently we have roughly 10% of the bulls fail to be satisfactory potential breeders. 
Some bulls may be borderline cases that would breed and settle part of the females, but could string out 
the calf crop the next year. If you want to tighten your calving season make sure your bulls checked out 
with a couple of spares in the bull pen in case of an injury. Here’s the schedule of clinics I’ll be at to talk 

bulls with you and answer questions about objective evaluation of bulls versus just looking at them.

October 12 – Dake Veterinary Clinic, Miller 417-452-3301 
 

October 14 – Animal Clinic of Diamond, Diamond 417-325-4136 
 

October 20 – Barry County Veterinary Service, Cassville 417-847-2677 
 

October 21 – Countryside Animal Clinic, Aurora 417-678-4011

We usually check around 180-200 bulls on these four days. The veterinarians like these events when 
they can concentrate on small herds of one or two bulls in a group of course we’ll also have some who 

bring a trailer full of bulls. The important thing is get your bull checked somewhere even though he 
was acceptable he could have had  problems surface since the spring checkup.
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Value-Added Sale
Program Vaccination 

Protocols       

JRS Calf Vac (white tag) JRS Calf Vac (white tag) 
One vaccine given; can be killed or 
modified live. *For this program, calves 
should be vaccinated two to four weeks 
prior to selling and still be on the cow. 

JRS Vac 45 (grey tag)           
WEAN DATE: Oct. 19, 2021

JRS Vac 60 
(green tag)         
*NEW PROGRAM* 
WEAN DATE: 
Oct. 4, 2021
Two vaccines 

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

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

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

If the buyer chooses to have the heifers pregnancy tested, at buyer’s expense, 
and any are found bred, the heifer will be weighed and identified back to 
the seller. (Weight can vary from average sale weight.) Seller has the option to 
take the heifer home or resell her. (Resale value will be less.) 

Cattle must be tagged with the program specific tag. Tags are purchased 
through our facility @ $1.50/each.

Two vaccines given; first can be killed 
or modified live, second must be mod-
ified live. *For this program, calves 
must be home-raised and weaned a 

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

JRS Stocker 
Vac (orange 
tag)

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

Tags will be mailed upon 
request and vac forms 

will be included with tags. 
Please contact 

Mark Harmon at 417-316-
0101 or Misti Primm at 

417-548-2333 in the office, 
to get your tags.

Value-Added Sale: Dec. 2, 2021
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2022 Conference for Kansas Women in Agriculture 
set for Feb. 9-11 in Manhattan, KS

Keynote topics and speakers are 
currently being lined up for the 
award-winning Women Managing 
the Farm Conference set for Feb-
ruary 10-11, 2022, in Manhattan, 
Kansas. Since 2005, the event has 
brought together women farmers, 
rural business leaders and landown-
ers. The Women Managing the Farm 
conference provides a supportive 
setting in which women can develop 
the skills, resources and knowledge 
needed for success in a competitive 
agricultural environment.

Conference sessions are designed to 
keep women up-to-date on the latest 
advancements in agriculture and 
thriving within their rural communi-
ties. During the two-day conference, 
attendees select from presentations 
covering many topics, including 
farm finances, relationships and 
health, agricultural and estate law, 
crop production and marketing, 
management, and more. Attendees 
also choose networking sessions 
tailored to the different roles women 
hold, such as agricultural partners 
and helpers, independent producers, 
absentee landowners, ag industry 
career women and business manag-
ers. Optional pre-conference work-
shops are offered on Wednesday, 
February 9, which include visits to 
Manhattan-area ag businesses, as 
well as introductory and advanced 
sessions on QuickBooks.

The Women Managing the Farm 
Conference is sponsored by various 
agricultural organizations. More in-
formation about speakers, programs, 
exhibitors, registration and scholar-
ships can be found at the website, 
womenmanagingthefarm.com. Keep 
up-to-date with the latest Women 
Managing the Farm news through 
Facebook.com/WomenManagingthe-
Farm.



IP 13 is Collecting Signatures.
IP 13 has a feature on its website to collect signatures. This will make it easier for IP 13 supporters to gather the 
needed signatures quickly and with much less expense. 

If  IP 13 is voted into law by the people of  Oregon, animal agriculture, hunting, fishing and animal 
breeding practices will be illegal.

Only 112,0000 signatures are needed to get it on the November 2022 ballot for vote by the people.

IP 13 proposes significant changes in the state’s criminal laws governing animals and it will eliminate 
common-sense exceptions for animal food production, breeding, animal husbandry, hunting and fishing.

• Treatment of livestock transported by owner or common carrier

• Rodeos or similar exhibitions

• Commercially grown poultry

• Use of good animal husbandry practices

• Slaughtering of livestock in compliance with state law

• Fishing, hunting and trapping otherwise lawful under state law

• Wildlife management practices under color of law

• Lawful scientific or agricultural research or teaching that involves the use of animals

• Reasonable measures to control of vermin or pests

• Reasonable handling and training techniques

Animal extremists are behind this ballot initiative. The underlying language and motive comes from 
radical animal extremist ideology to entirely dismantle all animal agriculture, research, clothing, and 
even the ownership of  pets.

The ideology of  radical animal extremists is the belief  that animal ownership is akin to slavery and 
therefore abuse.

What You Can Do:
Visit Our Website Under “Get Involved/Protecting Our Lifestyle And Livelihood/What You Can Do”

www.ProtectTheHarvest.com

IP 13 Would 
Effectively Make 
Any Injury To An 

Animal Arising 
From The 
Following 

Activities A 
Crime:

CattlemensNews_Oct2021_Oregon_IP_13_10.5x15.indd   1CattlemensNews_Oct2021_Oregon_IP_13_10.5x15.indd   1 9/8/21   9:26 AM9/8/21   9:26 AM
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Missourians view renewable energy as a vital link to 
tackling fi scal and environmental issues. Missouri receives 
a generous amount of sunlight that averages around fi ve 
daily peak sun-hours representing an attractive opportunity 
to save money by investing in a solar PV system. Missouri 
also has a Renewable Portfolio Standard that requires all 
utility companies to get at least 15% of their energy from 
renewable sources by 2021, and 0.3% of the total energy 
must come specifi cally from solar power.

Strong tax and fi nancial incentives make solar extremely 
favorable for commercial and agricultural businesses. 

The 26% federal Investment Tax Credit (ITC) is a universal 
and important incentive for solar customers. The REAP 

Grant provides fi nancial assistance to agriculture 
producers and rural small businesses to purchase, install, 
and construct renewable energy systems. Also, under the 

Modifi ed Accelerated Cost Recovery System (MACRS), 
a bonus depreciation deduction is allowed for qualifying 

Agriculture and Commercial properties.

The definition of long-term varies by person. For instance, at 
the age of five, church service on a wood pew was long-term, 
and Christmas was always an eternity from today. Now days, 
church service flies by, children never sleep long enough, and 
birthdays always seem to be right around the corner. Cattle 
producers may still have different definitions of what they 
consider to be long-term in the cattle business. For the purpos-
es of this discussion, long-term is anything exceeding a year, 
because most cattle producers make decisions for the current 
production year. Thus, the goal of this article is to discuss 
some of the long-term impacts of the July 1 Cattle Inventory 
report.

The July 1 Cattle Inventory report, released at the end of July, 
reported all cattle and calves down 1.3 million head to 100.9 
million head compared to a year earlier. The majority of this 
decline was in the number of beef cows. Beef cow inventory 
was down 650,000 head to 31.4 million head while the num-
ber of heifers retained for beef cow replacement was down 
100,000 head to 4.3 million head. The decline in beef cow 
inventory along with gains in the dairy cow inventory result-
ed in a projection of the 2021 calf crop being 35,500 head less 
than 2020.

What do these inventory values mean for the cattle markets 
in the long-term? The one-line answer is that the cattle market 
should be in a “bull” market the next two to three years, but 
that is not a sufficient response to assist with planning and 
decision making. Thus, a more detailed explanation is needed.
The cattle market is expected to strengthen over the next two 
to three years primarily due to a reduction in the calf crop 

Cattle Economics: Cattle Inventory Impacts Prices Long-Term

By Dr. Andrew Griffith, Assistant Professor - Department of Agricultural and Resource Economics, UT Beef & Forage Center

INDUSTRY NEWS

and the number of cattle expected to go on feed. These two 
numbers will be driven by the long production cycle that is re-
quired for producers to expand the size of the beef cow herd. 
However, the expansion of the cattle herd will most likely be 
delayed in the Western United States and the Northern Plains 
due to severe drought forcing more cows to be moved and 
fewer heifers to be retained in those regions. Thus, regions 
experiencing good forage conditions may begin to expand the 
cattle herd in 2022 which will be revealed in the 2023 inven-
tory report. Alternatively, those in drought stressed regions 
may be delayed in responding to higher cattle prices, because 
sufficient production resources may not be available to make 
such decisions.

Assuming the calf crop expectation is correct, this would 
suggest a reduction in supply, which should support prices in 
the cattle complex. If that reduction in supply is coupled with 
what has been strong domestic and international beef de-
mand, cattle prices are expected to be further supported. This 
brings to question at what level will prices be supported and 
for how long will prices be supported?

Cattle prices have already demonstrated considerable strength 
in the third quarter of 2021. This strength is expected to spill 
over into the fourth quarter despite softer prices relative to 
the third quarter. Prices should continue gaining momen-
tum heading into the spring of 2022 before following a fairly 
seasonal price pattern in 2022. This would mean 2022 prices 
should exceed prices in 2021, but cattle prices in 2023 are 
likely to exceed those experienced in 2022. The price increase 
will slow a little in 2023 and could continue to be supported in 

2024 before increased invento-
ry places pressure on prices.

It is obvious specific prices 
were not discussed here, be-
cause many factors will be at 
play in determining prices at 
a specific point in time. It is 
possible that 500 pound steers 
reach a price of $180 per hun-
dredweight in the spring of 
2023 with yearling cattle prices 
reaching $175 in the summer 
of the same year, but under-
standing the general trend in 
prices is more useful than the 
specific price when it comes to 
long-term decision making.

Some readers may still consid-
er this to be a short-term out-
look compared to a long-term 
outlook, but it is tough enough 
to predict prices three months 
out, much less three years in 
the future. For instance, who 
could have predicted my wife 
would stay married to me for 
five years? For some that is 
long-term, but for my wife, it 
has probably felt more like an 
eternity!
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your
to

Animal
Health.
Shipped or 
delivered
to your 

doorstep.

Antibiotics • Implants
Pest Control • Vaccines
Animal Health Supplies

Mac’s
Vet Supply
Exit 70, Springgeld, MO

417.863.8446
1.888.360.9588

JOHNSONGRASS
From Eldon Cole: We’re at the time of the year when some of you get nervous about johnsongrass in your pastures. 

If it was so bad, I’m not sure we’d have any cattle alive on many farms. But occasionally there are some unlucky 
folks that lose a cow or yearling from it. Remember, the cause of johnsongrass death can be either from nitrates or 
from cyanide or prussic acid. Other plants in that family with similar risks are the sorghums, sudan and sorghum x 
sudan crosses. This time of year, frost might be a factor of concern. We suggest you wait about a week after a killing 
frost and after the grass is dry and brown before letting the cattle in to graze it. Nitrates tend to show up earlier in 

the summer when dry weather strikes and the short, under two feet tall, pasture is grazed. We can do a quick test at 
many extension offices for nitrates. If there’s a significant reaction, we encourage you to take it to a lab for a quanti-
tative test to see how hot it really is. The literature always points out that if death is from nitrates the blood will be a 

chocolate color, but if they die from prussic acid, they’ll have a bright red blood color

Value-Added Sale 
Wean Dates  

Vac 45 Wean Date: 
October 19th for Dec. 2nd Sale

Vac 60 Wean Date: 
October 4th for Dec. 2nd Sale
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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

5 Angus bulls, 2 years old, no papers, big and 
stout / gentle ready to go to work. 

FMI  Skyler Moore 417-737-2615.

42 Angus cows, 4 to short & solid, cows are out of Windy 
0308 breeding, cows bred back to Nichols NF41 bull.  

FMI Nick Flannigan 417-316-0048.

50 Angus or Charloais X, 4 to 6 years old, 35 are pairs, calves 
out of black Angus bulls, balance are springers bred Beef-

master. FMI Larry Mallory 417-461-2275.

40 Charolais X and black cows, most have a tick of ear, 3 to 
7 years old, with 20 pairs, baby to 300 pounds, balance are 
springers bred to Brangus or black Beefmaster bulls. FMI 

Rick Chaffin 417-849-1230.

40 Gelbvieh influence cows, blacks & reds, 3 to 6 years old, 
half will have calves by sale day, calves weigh from 150 to 
300 pounds, balance  springers, bred Red Angus or black 

Gelbvieh bulls. FMI  Tim Durman 417-438-3541.

30 black Angus cows, 5 years old, fall calvers, bred back black 
Angus. FMI Russ Ritchart 417-483-3295.

10 Beefmaster cows, 3 to 6 years old, bred to Red Angus 
bulls, calving now. One 4-year-old Red Angus bull. 

FMI Bryon Haskins 417-850-4382.

1 - 14 month old Sim/Angus bull. 
FMI Jason Pendleton 417-437-4552. 

25 black Angus cows, 5 and 6 years old with 400 pound 
calves by side, exposed back to Balancer bull. 

FMI Brandon Woody 417-827-4698.

40 black and black/white face cows, mostly 3 and 5 year olds, 
30 of these with 300 pound calves by side, balance are fall 

calvers, calving now, all home raised, producer dry and out of 
grass. FMI Colby Matthews 417-545-1537.

60  Angus cows, 4 to short and solid, with 25 pairs, calves are 
newborn to 350 pounds, balance are springers, bred Gene-

plus bulls, all cows are out of Geneplus genetics. FMI Juinor 
Smith 970-373-1150.

25 Angus cows, 3 to short solid, 8 cows with Angus calves 
weighing from 200 to 350 pounds, balance are springers, 
bred to Angus bulls. FMI Junior Smith 870-373-1150.

1 yearling registered Simmental bull, easy calving, high 
growth. FMI Jason Pendleton 417-437-4552.

26 Angus pairs, 6 to 7 years old, open and breed to the bull 
of your choice. FMI Jason Pendleton 

417-437-4552.

18 registered Gelbvieh bulls, 3 are 2-years-old, 15 are year-
lings to 18 months old, from JUDD Ranch Seedstock. 

FMI Nathan Yonder 636-295-7839.

COW AND BULL SALE  
October 6, 2021

4:30 PM following regular cow sale   

EXPECTING 500 COWS!

View more information at www.joplinstockyards.com56      I     October 2021
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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

*19979965
2/8/20

*18688213
02/10/2016

*19979968
2/29/20

Adj WW 
Adj YW 
Adj IMF 
Adj RE

725
1578
5.5
18

 Adj WW 727 
 Adj YW 1490 
 Adj IMF 8.6 
 Adj RE 16.6

 CED +9 BW +1.5 WW +86 YW +145 MB +.91 RE +.88 
$M +78 $B +181 $C +313

 CED +11 BW -.7 WW +74 YW +142
 MB +.87 RE +.95 $M +55
 $B +211 $C +329

Owned with SydGen and Brinkley .
Semen at ORIgen and ABS.

CED +10 BW +.4 WW +78 YW +140 MB +1.10 RE +.86 
$M +62 $B +189 $C +307 

Wes Tiemann 
(816) 244-4462
mrtiemann@outlook.com

Video and Sale Broadcast 

EPDs as of 9/1/21

GET NOTICED 
ON THE WEB! 

Joplin Regional Stockyards has 11,000+ Facebook page followers!

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



The growing number of women in agriculture means more 
women are looking for ways to make their places in the indus-
try and are finding unique ways to emerge as leaders.

Dr. Lacy Sukovaty, an assistant professor of animal science at 
Missouri State University’s Darr College of Agriculture from Bo-
livar, Missouri, said women can find leadership roles in many 
forms.

“Some women are taking on management roles in production 
units or the ag industry,” Sukovaty said. “Others are taking to 
the internet, blogging to educate the general public about agri-
culture, or getting involved in agricultural organizations and 
committees. Women are finding their foothold in many posi-
tions that make a difference in agriculture, such as Missouri’s 
Director of Agriculture.”

According to the 2017 Census of Agriculture, “more than half of 
all farms (56 percent) had a female producer” but women are 
also more likely to have off-farm jobs for their primary occupa-
tions.

“Certainly, when we look at those of us with more hands-on 
roles within operations, women have more of a balancing act,” 
she explained. “When we look at husband-and-wife teams, it 
may be more likely that women are working a full-time job off 
the farm, and being mostly responsible for the care aspects of 
the children while they are younger yet still keeping the farm 
books, helping work cattle, and other daily aspects of the opera-
tion.”

Sukovaty has experienced this balancing act herself and gave 
an example of one morning before she dropped her son off at 
preschool and then went to her job in town.

“My husband came back in the house because a cull bull he was 
trying to get in the corral to load was not interested in going to 
the sale,” she recalled, adding she thought it would be a quick 
job so she threw on jeans and boots and saddled her mare.

“The bull had decided the pond was a good place to evade being 
driven,” she continued. “My mare and I plunged over belly deep 
in the water, splashing muddy pond water all over my work 
blouse. We were finally able to get the bull out after he swam 
a few laps. All the while, our child entertained himself in the 
driveway, setting up his ‘construction site.’”

An essential part of successfully managing these various roles 
for women in agriculture is finding a “tribe,” Sukovaty said.

“It is a delicate balancing act being a mother, having a full-time 
job in agriculture, and being involved on the farm,” she ex-
plained. “The simple truth is that sometimes you cannot do it 
all.”

It is essential to have people you can rely on and trust to watch 
the young children while you preg-check cows or process 
calves, she continued. Women who also understand the frus-
trations and have experienced this balancing act can help build 
each other up. 

“There are many formal groups of Women in Ag that many 
women find very helpful,” Sukovaty said. “My ‘tribe’ is three 
other women who are doing the same balancing act and one 
who grew up in agriculture and keeps us all in check when we 
expect too much of ourselves.”

Lacy Sukovaty’s perspective on women in agriculture, composed by Samantha Athey for Cattlemen’s News

TRENDING NOW

Women in Agriculture - Lacy Sukovaty

Sukovaty 
believes ag-fo-
cused women 
tend to be 
more driven in 
some respects.

“We tend to 
respond more 
with a ‘Well, 
watch me and 
maybe take some notes’ attitude if people indicate we may not 
be as capable, which leads women agricultural leaders to be 
very successful,” she explained.

She advised women, specifically wives, to actively participate in 
day-to-day operations of the family farm when they can, wheth-
er or not they grew up in agriculture.

“Whether it’s riding in the truck to check calves or riding in the 
tractor during harvest, the farm is more than a job to your hus-
band,” she said. “Join him when are you able.”

“Whether he is the first or the third generation on the land, it 
is more than taking an interest in what he does — it is under-
standing what goes into it, what times of the year are more 
stressful than others, how does the cashflow of the operation 
work… Understanding all these things is more important than 
taking an interest; it is having the insight you need to help you 
manage your marriage.”

As more women take on leadership roles, Sukovaty said the 
industry will expand its focus on new issues such as mental 
health.

“I believe women are more willing to focus on sensitive topics 
like the stress and mental impacts of production agriculture,” 
she said. “Historically, we tend to talk about how hard produc-
tion agriculture is from the aspect of long hours, manual labor, 
and variable price expectations.”

Until recently, Sukovaty pointed out people have shied away 
from talking about the mental health of those in the agricultur-
al industry but now they are discussing topics like how being 
invested in their land and their animals’ genetics as well as the 
desire to pass a successful operation on to the next generation 
can impact mental health.

“While the world is coming more open to discuss what has been 
considered a sensitive topic, I believe female leadership will 
help drive more focus on this issue and will drive innovative 
ways to make the family farm financially successful,” said Suko-
vaty.

For other women seeking leadership opportunities in agricul-
ture, Sukovaty suggested expanding agricultural knowledge by 
getting involved in organizations, such as their local cattlemen’s 
group, and taking advantage of the resources they have avail-
able including Extension, stockmanship, and conference oppor-
tunities. 

“Women are already heavily involved in agriculture and have 
shown they are every bit as capable in our industry,” Sukovaty 
said. “I believe women will continue to drive the innovation and 
efficiency that we see happening within agriculture.”
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The Z  102.9 FM   
Monday & Wednesday 
12:40 p.m.

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

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

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

KKOW  860 AM   
Monday & Wednesday

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

KRMO  990 AM   
Monday-Friday

 9:55-10:05 a.m.

KRMO  990 AM   
Monday, Wednesday, Friday

Noon Hour

KRMO  990 AM   
Tuesday & Thursday

Noon Hour

Outlaw  106.5 FM   
Monday & Wednesday

11:45 a.m.

TUNE IN TO THE JRS MARKET REPORT

Listen to WEEKLY MARKET REPORTS 

www.joplinstockyards.com

Contact one of our field representatives today!

Kolt O’Brien 
Kansas

620-724-0980

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

Delbert Waggoner 
Kansas

620-583-9483

Brandon Woody 
Missouri

417-827-4698

Troy Yoder
Oklahoma

918-640-8219

Bailey Moore 
Missouri   

417-540-4343

Jackie Moore 
Missouri 

417-825-0948

Skyler Moore
Missouri 

417-737-2615

Matt Oehlschlager
Video Production
417-548-2333

Clay Eldridge
Video Production

417-316-1490

Rick Aspegren 
Missouri

417-547-2098

Sam Boone
Okla./Texas 

940-235-9668

Luke Carr
Kansas

620-205-6940

Rick Chaffin 
Missouri

414-849-1230 

Tim Durman 
Missouri

417-438-3541

Pat Farrell 
Kansas 

417-850-1652

Nick Flannigan 
Missouri

417-316-0048

Jim Hacker 
Missouri

417-328-8905

Bryon Haskins 
Kansas/Missouri
417-850-4382

JW Henson 
Missouri

417-343-9488

Matt Hegwer 
Missouri 

417-793-2540

Trent Johnson 
Kansas

620-228-1463

Larry Mallory 
Missouri

417-461-2275

Chris Martin 
Kansas

785-499-3011

Mark Murray 
Oklahoma

918-930-0086

Visit www.primetimelivestock.com 
for future sale dates!

With Guest Consignors - Central Missouri 
Polled Hereford Assn. Members

PRODUCTION
SALE

NOVEMBER 27, 2021 

Sale Offering 60 Lots

AI SIRES:
Boyd 31Z Blueprint 6153-43764491
KACZ Z034 Torch 10Y F400-43890614
Loewen LJ Ferdinand 33N F33 ET-4394074 
BEHM 100 W Cuda 504C-43636764

HERD SIRES:
WMC 66589 Mandate 18G ET-43997828
COFO 2058 Rev 4R G1000-44018290

•  Herd Manager: 
Ben Carpenter 573-289-8553 

•  Sale Manager: 
Tammy Holder 417-342-0871

•  Central Missouri Polled Hereford Assn.:  
Larry Day 660-621-0812

INCLUDING
• cow-calf pairs 
• breeding age bulls
• bred heifers

• open heifers
•  select black baldy 

females

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

Follow us on social media:
Joplin Regional Stockyards

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

CONSTRUCTION

CATTLE

SEED

Available Small Square Bales of Caucasian 

FINANCING

8134 E. State Hwy C, Strafford, MO 65757

417-736-2125

GENETIC SERVICES

AI SERVICE

Cody & Jocelyn Washam
Wentworth, MO  

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

info@widerangebovine.com

LLC

www.widerangebovine.com 

Authorized Independent ABS Representative
Certified A.I. Technician

Mass Breeding & Synchronization
Donor Preparation 

CROP INSURANCE

CATTLE

INTERESTED IN 
ADVERTISING HERE?  

Contact Mark Harmon  
for more information!

markh@joplinstockyards.com  

JRS Calendar for 
November 2021 

thru early January 
2022 will be 

released in the 
November Issue!

https://www.nationalbeefwire.com/channels/3-feeder-flash  

DOWNLOAD 
JRS MOBILE 
APP TODAY!

STAY CONNECTED
To learn more about Joplin 
Regional Stockyards, visit 

www.joplinstockyards.com

Follow us on social media:

Joplin Regional Stockyards

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? 
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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?Are you prepared for the Certainty of Uncertainty?

COMPLETE ESTATE PLANSCOMPLETE ESTATE PLANS
FARM LLCsFARM LLCs

ozarkslegacylaw.com

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.

Republic (417) 233-5858

Nixa  (417) 719-1199

Aurora (417) 678-5161



It’s worth it.
We realize feed is a significant investment. We also know the right feed can make a 
significant difference on your farm.

At MFA, you’ll find feeds that fit every type of cattle op eration. Each of our signature 
brands—Cattle Charge, Full Throttle, Cadence, and Ricochet Mineral— has its 
place and purpose, but they are all formulated to bring your herd 
nutritional value, overall feed efficiency and solid gains.

MFA’s branded feeds are also available with Shield Technology 
to boost immunity and health without the use of antibiotics. The 
benefits of Shield are research-tested and farmer-approved.

Let MFA help you find the feed that’s right for your cattle. You have 
nothing to lose. Your herd has everything to gain.

Joplin Stockyards: “Branded Feed 2021”  10" x 14.5"
Art director: Craig J. Weiland  cweiland@mfa-inc.com

MFA Incorporated

www.mfa-inc.com

We have a feed 
that works on your farm. 

Contact your MFA Agri Services for additional information, 

or call 573-876-5244.

M F A  F E E D S

168

166
Antenna Condensed Medium, Bold
Antenna Medium, Bold, Black


