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ARKANSAS 
Jimmie Brown
M (501) 627-2493

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Ted Dahlstrom, DVM: Staff Vet
Stockyards (417) 548-3074; O (417) 235-4088

Tim Durman: Seneca, MO
H (417) 776-2906, M (417) 438-3541

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Misti Primm and Clay Eldridge: Office 
(417) 548-2333

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

FIELD REPRESENTATIVES

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

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

Well, summer is coming to an 
end, and fall is just around the 
corner. You know what happens 
as we go into this time of year. 
The farmers go to work in the 
fields and these calves start get-
ting a little bit of weather change 
on them. They start getting sick, 
and we see some of these calves 
already starting to get cheaper 
here over the last week or two. 
The yearling trade seems to be 
holding pretty steady, especially 
the cattle weighing below 750 
or 800 lbs. that will get fat in the 
spring of the year when the mar-
ket is typically the best. All those 
weaned and vaccinated cattle 
that have a little bit of condition 
to them are going to continue 
selling pretty good through the 
fall. All of the un-weaned calves, 
just like every fall, will be a 
tough trade. 

We have some things coming up 
that should help that. The Val-
ue-Added Sale we always have 
on December 3. The weaning 
date for this sale, October 24, 
will be coming up here pretty 
quickly. You might want to keep 
that on your mind. We will also 
have the big Yearling Special 

Thanksgiving week on Novem-
ber 23. You can buy some of 
these cattle now and have time 
to get them straightened up and 
into that sale. You can add some 
value to those cattle and prob-
ably make a little money with 
them. As we finally received a 
little rain over the past few days, 
the grass will start to grow again, 
and those cattle should to do 
pretty dang good going into fall.   

I would like to think this market 
will continue to be good, but it’s 
very hard to predict with every-
thing going on right now. We’ve 
had so many things come along 
this past year. It’s really hard 
to say what’s going to happen, 
especially when we are staring 
into an election coming up, and 
all the turmoil going on in the 
world. I am cautiously optimistic 
that the market will remain good 
though. We just have to keep on 
doing what we do, and hope and 
pray things will smooth out here 
pretty soon!

Good luck, and God Bless!

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

CONTACT US
Publisher/Advertising:

Mark Harmon
Phone: 417-548-2333

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

markh@joplinstockyards.com

Editor/Design/Layout:
Jocelyn Washam

Cassie Dorran
Rural Route Creations

CN@joplinstockyards.com

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

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

2020 print media guide.
 www.joplinstockyards.com

AD DEADLINES

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

ask for Mark Harmon. 

SUBSCRIPTIONS

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

Follow us on social media:
Joplin Regional Stockyards

Although we strive to maintain the 
highest journalistic ethics, Joplin Regional 
Stockyards limits its responsibilities for 
any errors, inaccuracies or misprints in ad-
vertisements or editorial copy. Advertisers 
and advertising agencies assume liability 
for all content of advertisements printed, 
and also assume responsibility for any 
claims arising from such advertisement 
made against the Stockyards and/or its 
publication.

DOWNLOAD 

JRS MOBILE 

APP TODAY!

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

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

Cattlemen’s News
Attn: Mark Harmon
PO Box 634, Carthage, MO 64836.
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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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When the term “wearable” is used in the context of preci-
sion livestock farming, most think about the assorted sen-
sors attached to the animal that communicate with the inter-
net of things (IOT). These sensors provide the producer with 
data for enhanced decision making or alerts to key behavior 
changes. 

The most common external attachment methods for cattle 
include ear tags, neck collars, leg bands and tail clips. Many 
of the detailed features of these measurements have been 
previously highlighted but for the new followers a quick 
review.

Ear tags offer the greatest flexibility in data collection be-
cause they also serve as an identification device. When con-
nected to the IOT they may provide behavior insights as well 
as temperature readings, but more importantly combine 
these data with a visual connection of the animal to opera-
tional records. If you cannot identify the animal visually, the 
ability to use the data becomes more limiting.

Ear tags have the widest range of technology applications. 
Some are limited to a simple electronic ID while others have 
integrated sensors to geolocate cattle, monitor temperature 
or determine rumination patterns. 

The wearable collars, bands, 
patches and clips tend to 
have a narrower range of 
application due in part to 
the method of attaching to 
the animals. These devices 
collect a range of behavior 
insights such as grazing, es-
trus, calving, lameness and 
health metrics. For external 
wearables, the challenge 
of incorporating into many 
operations is attaching the 
device to the animal or 
changing devices as battery 
life wanes. An upside to 
these devices is the ability to 
reuse the device on multiple 
animals. 

Internal wearables such as 
rumen boluses overcome 
the attachment challenge 
but are limited to a single 
animal use that offers a 
scannable ID and time series 
measurements of body 
temperature and rumen pH. 
Battery life becomes a key 
to rumen devices due to the 
longer use in singular ani-
mals. Vaginal inserts offer 
insights to body tempera-
ture and estrus detection.

As technology advances, the 
range of sensor applications 
will continue to expand as 

Wearables? 
Evolving technology for the future

By Justin Sexten for Cattlemen’s News

DATA DRIVEN DECISIONS will the duration of data collection. Technology offering 
multiple solutions will prevail; the more data and decisions 
a sensor can address, the greater the adoption rate. 

Single point solutions are a challenge to scale in almost ev-
ery industry, especially technology. A singular problem may 
be significant, but a singular solution often doesn’t justify 
the cost. If the solution is affordable, the secondary problem 
is the data is not connected to your workflow. Just look at 
the applications you use today; most solve multiple prob-
lems or provide connected solutions, and there are likely 
several used once then abandoned because they were not 
integral to daily life. 

An example of technology solving a simple multifactori-
al problem is the ability to access your phone while your 
hands are occupied. Facial recognition makes the problem 
of unlocking your phone easier while solving a secondary 
challenge of remembering passwords. What’s this have to 
do with wearable technology in precision livestock farming? 
A recent report from Animals by Maria Caria and her Italian 
coworkers evaluated the ability to automate data capture 
using “wearable” smart glasses by livestock producers.

Using an augmented reality viewer, the research group eval-
uated the ability to scan QR codes and communicate infor-
mation hands free from the farm to the laboratory. The code 
reading features were used to identify specific animals and 
feedstuffs. The experiment tested the concept and evaluated 
a hands-free data entry technique. The automated scanning 
of animal and feedstuff information freed the operator to 
use hands for manual work.

The glasses’ functionality, speed and accuracy was the focus 
of the report rather than comparing the suitability of specif-
ic examples. After reading the report, here is an example of 
how the technology might be applied in practice. 

Imagine when pregnancy checking cows this autumn the 
vet looks at the ear tag as the cow enters the chute, captur-
ing her ID. After checking the cow and determining months 
pregnant, the vet looks at one of five different codes above 
the chute to add the data to the cow’s record. The producer 
running the chute hollers, “keep or cull,” and the voice rec-
ognition adds a sort to the records.

Connect this technology to the farm data platform and the 
IOT. As soon as the last cow is worked, the marketing sheet 
is sent to the cloud. Auction market and the expected calving 
dates are recorded for each cow, eliminating written records 
and data entry.

The experiment also evaluated the accuracy of communica-
tion using the glasses’ technology. Not surprising, the larger 
the text the more accurate the glasses were at recognizing 
the letters. Poor lighting was a challenge for the video com-
munication as you might expect. The audio test resulted in 
no miscommunications in conversation at normal speaking 
voice between the operators. This audio performance alone 
may be enough to drive adoption while sorting cattle for 
some operations.

Wearable technology, whether for the animal or the opera-
tor, continues to evolve. Precision livestock management is a 
data driven approach. Successful technology will reduce the 
work of gathering the data and focus on enhanced decision 
making.

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



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:

31st Edition Bull Sale31st Edition Bull Sale
Saturday, October 17, 2020 • 1 p.m. Central

At the Ranch • Carthage, Missouri

Offering 84 BullsOffering 84 Bulls
75 Charolais • 6 Halfblood Akaushi • 3 Fullblood Akaushi
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No matter if your operation is big or small and your grow-
ing corn, cattle, pigs, soybeans, potatoes, wheat - exports are 
fundamentally necessary for U.S. agricultural profitability.  
American farmers and ranchers are so productive and effi-
cient that we cannot possibly consume all the food we grow.  
Since 1960 the U.S. has been a net exporter of food.  I am 
thoroughly convinced that the best way out of the net losses 
in farm incomes is to drive up prices by driving up demand, 
and this includes international demand. 

It’s also critically important to find inter-
national customers who will pay more 
for certain items than the U.S. market 
will pay. For beef, this means we find 
better markets for variety meets, items 
such as livers, lips and intestines - just to 
name a few. 

COVID-19 caused havoc this year to 
export trade. First, we saw the COVID 
effect on national economies in South-
east Asia and the E.U. My international 
customers all but stopped importing U.S. 
beef in the second quarter of this year.  
Beef struggled in China while pork did 
not because of two facts: 1. Beef costs 
more than pork and, 2. Pork is easier to 
cook at home for Chinese consumers.  

As international economies have slow-
ly opened back up this summer, my 
customers had to work through some 
backed up inventory in their freezers, 
but have begun buying again. It’s ramp-
ing up slowly and buyers are very cau-
tious about ordering too much, as they 
fear that a second COVID outbreak could 
stall their sales again.  

It’s also not helping that shipping costs 
for overseas containers have increased 
dramatically and are at a 5-year high.  
Consumers are having to pay up for 
items at retail to absorb these costs. 

Add to curtailed international demand 
the fact that U.S beef packers had to 
close or partially curtail slaughter num-
bers during COVID, and we can plainly 
understand that this was a shock to the 
entire system which will take some time 
to work through. 

Beef exports struggled the first half of 
2020. According to the U.S. Meat Export 
Federation, using the most recent trade 
data, “June beef exports (by weight) 
were down 33% from a year ago, with 
value falling 32% to $492.3 million. Ex-
ports were below year-ago levels to most 
markets but trended higher to Canada, 
China and South Africa. For January 
through June, beef exports fell 9% below 
last year’s pace in volume (591,609 mt) 
and 10% lower in value ($3.63 billion).

Baring another round of COVID 
outbreaks and closures here at 
home and internationally, I am 
predicting we will see a robust re-
covery of beef exports the second 
half of this year. It’s helping that 
beef packers have gotten back to 
capacity, and weekly slaughter 
numbers are at or above what  

                                           they were a year ago.

The best way out of the lower-than-desired cattle prices 
we are experiencing is to drive up demand. As I like to 
say, “strong sales cures most ales.” Exports are an integral 
part of this solution. 

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

Beef Exports: 
Struggling - as with the COVID virus, but the future looks good

By Gregory Bloom for Cattlemen’s News

TRENDING NOW



Get to Know Jim and Sara Beck
The faces behind Lost Creek Cattle Co.

ON THE COVER

Tell us about yourself?
Jim: I was born & raised in Cassville. I graduated from Missouri 
State University with a degree in agriculture. I then received a 
medical degree from the University of Missouri School of Medicine 
and completed my post graduate training at the University Medi-
cal Center. 

Following my medical training, I spent two years discharging my 
military obligation. I then entered private practice in Scottsdale, 
AZ, where I spent the next 20 years. I met my wife, Sara, while in 
Arizona. We were married in 1973 and had two sons, Justin and 
Jarrett. Justin, an electrical engineer and a computer scientist. He 
works and lives in New York City. Jarrett, a West Point and Kansas 
State University graduate, works for JBS USA in Greeley, Colorado.

How did Lost Creek Cattle Co. begin?
Jim: Lost Creek Cattle Co. began in 1976 in northeastern Oklahoma. 
My parents lived there initially and my dad managed the ranch 
until his passing in 1983 from cancer. In 1978, we purchased 430 
crossbred heifers and have never purchased another female since. 
During this time, we asked for the help from Dr. Harold Haskins. 
A true friendship was born with “Doc” and from there, lifelong 
friendships grew with Jackie Moore and the entire crew at Joplin 
Stockyards.

Today, the ranch runs 260 brood cows, 120 bred heifers and back-
grounds calves until they are yearlings. The ranch is managed 
by my nephew, Shannon Meador, who started helping out at the 
young age of 13-years-old. Shan has been the manager and my 
right-hand man for the past 35 years. Shan and his wife, Valerie, 
live on the ranch and have two grown daughters, Mykah and 
McKenzie.

Ever since Shan was little, 
we have worked side-by-
side every day only taking 
off early on Sundays (if not 
baling hay). For the sake 
of brevity, I will say it has 
worked out very well. Sara 
is also a big part of the op-
eration being in charge of 
all our vaccinations on the 
ranch. We change needles 
with each animal and that 
has been an acquired skill 
that Sara picked up very 
quickly. In addition to her 
ranch work, she has man-
aged to develop a success-
ful real estate business in 
the Grand Lake area.
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Tell us about your in-
volvement in both the 
health industry and your 
family ranch?
Jim: My family decision 
to move back to this area 
from Arizona was a difficult one. I had a fantastic medical practice 
in Scottsdale with wonderful patients, many of which had been 
with me for 20 years. It concerned Sara and I that the Phoenix 
area was growing at such a fantastic rate and becoming more like 
Los Angeles every year. 

I loved my childhood in the small town of Cassville and wanted 
our boys to experience some of the same. We made the move 
back to the Ozarks before the boys entered high school. Once we 
returned, I planned to work full time at the ranch for one year, 
then resume at least part-time medical practice. I quickly learned I 
couldn’t do both, as each was a full time job.  

What goals do you strive for at Lost Creek Cattle Co?
Jim: We constantly strive to improve our pastures and endless-
ly work on animal breeding. Since our inception, we have used 
crossbreeding, selection and superior genetics to produce females 
that are bred for easy calving, superior growth, docility and a 
desirable end product.

What advice do you give cattlemen about health/wellness?
Jim: This is a very broad subject and accentuated currently with 
the COVID-19 pandemic. We certainly have the virus in our area 
but have been relatively spared compared to many communi-
ties. I would be amiss to suggest anything other than following 
the guidelines put forth by our communicable disease center. 
I’m sure everyone is familiar with social distancing and wearing 
face masks. It is usually a very mild illness in the young, but may 
increase in severity with age. It can be especially severe in people 
with certain chronic illnesses such as diabetes, heart and lung 
disease and moderate to severe obesity.

Cattlemen are subject to the same spectrum of diseases as the gen-
eral public, but certain problems are more prevalent in our line of 
work. Skin cancer can be a problem due to our increased expo-
sure to sunlight and should not be under estimated. Sarcopenia is 
another issue causing loss of muscle mass with aging. While this is 
certainly not unique to farmers and ranchers, the average age of 
our group has increased considerably over the past few decades. 
This process starts in a person midlife and proceeds at about 1% 
loss per year.  

Overall, it’s important to be cautious and pay attention to your 
health as the years go by especially in our line of work!

Jim, Shan and ranch dog “Jack”
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The “UN”Fair
By Erin Hull for Cattlemen’s News

NETWORK KNOW-HOW

This time last year I was writing from the eyes of my daugh-
ter. Elsa is 13 years old. She is an avid alpine skier, an amaz-
ing lacrosse player, loves volleyball and soccer, but most of 
all, she LOVES showing cows. Our tiny little county fair is the 
highlight of her year and has been since she was just a wee 
little “clover bud.” Elsa is now the president of her 4-H club.  
While she is not overly excited to do anything on our farm, 
she LOVES the county fair and showing cows. Our county 
eats, sleeps and breathes dairy. At the county fair there are 
usually between 100-150 cows in the barn. Every single one 
of them is a dairy breed. In the all the years she has been 
showing, I think I have seen a grand total of six beef cows in 
the barn. Elsa shows Jersey dairy calves, but with the addi-
tion of a show quality registered Red Angus heifer she was 
just gifted, that is about to change. While I love watching her 
in the ring with her leased animals, I think I’ll love it even 
more with a gorgeous beef heifer at the end of her halter. 

Every April, our 4-H chapter members get to pick out their 
own show calf. We are blessed because the farm which hosts 
are all our meets is more than willing to lease out animals 
to those that may have not access to their own cows. This 
means the farm is usually leasing out almost 20 Holsteins a 
year to our club members. This year was no different. Club 
members came to the barn and picked out their show calves 
back in April. Every Sunday they could come to the farm and 

work with their calves. By May, that got pushed up to every 
Sunday and Wednesday. The more the kids worked with their 
calves, the prospect of the county fair actually taking place 
got cloudier. Kids started to get a little bit lazy with their 
calves. Calves were getting stronger and bigger and more 
unruly. Overall, it was not looking like a good project. Coun-
ties throughout the state were cancelling their fairs, and our 
county felt they had no choice but to cancel as well. BUT… 
they told the animal project kids to keep working as the fair 
board was “working on something fun”. So, every Wednes-
day and Sunday practices continued with a lot of chatter and 
rumors. Finally, the announcement came. All the kids would 
have one day of “UN” Fair. You actually have to say that out 
loud to have it make sense. Thankfully, our county saw all the 
hard work the 4-H clubs throughout the county were putting 
in and they refused to let it go unnoticed. They allowed ev-
eryone to bring their animals in for one day and they put on 
a real show. It was not the same as the “REAL” Fair, but it was 
something. It was a way for these kids to truly show the hard 
work they had put into their animals and take pride in their 
work. I cannot thank our county Extension office and fair 
board enough for seeing the value in keeping these students 
interested in agriculture. You see, the fair and showing cows 
is the fun part. The part that is underlying and not quite so 
apparent is, that by taking on animal projects and keeping 
kids involved in 4-H, we are creating AgVocates. Our club is 
mostly “non-farm” kids. By having these kids participating in 
4-H and an animal project, they are learning the importance 
of animal agriculture and AgVocating on our behalf down the 
road. These are the memories they will hold near and dear to 
their hearts and push them to AgVocate in the future, even if 
they are not part of agriculture.

Every fall we have an open farm day to invite the public 
to our farm to show them how beef is produced and, more 
importantly, answer their questions. The general population 
has SO MANY questions and they do not know where to turn 
to get them answered. Our open farm day is always a great 
opportunity to make this happen. But, due to “these times”, 
we cannot open our farm gates and allow the public in. Our 
state beef council did some fast thinking and figured out a 
way to still bring the farm to the people. We have a live tele-
vision crew coming to the pastures next week. We will bring 
the farm to the viewers rather than the viewers to the farm.   
While it will not be the same, it will be nice to still get our 
message out there. I even had a fun shirt made up for the oc-
casion. It is red, white and blue and simply says “EAT MORE 
BEEF.” Hopefully, others find it as awesome as I do and take 
that message to the grocery store.    

My message to you all… do not let “these times” stop you 
from AgVocating. Now is the best time to get creative and 
have fun! And as always, eat more beef!  

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

Chris Lowak 417-682-1488
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Lockwood, MO

PROTECT
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&
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SUPER STRONG
ALL STEEL BUILDINGS

• Custom Built to Size
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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

McCurry
Trailers
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2645 W. Kearney, Springfield, MO 417/862-4797www.mccurrytrailers.com
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Before You Buy, Check With Us!

Hay Express TrailersO.K. Corrals
BULLDOG
TRAILERS

After 37 Years In Business, We’re Still
The Trusted Name In Trailers!

Hayliner Trailers
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Matching Up Supply and Demand 
Managing the volatility of the complex beef market

By Gregory Bloom for Cattlemen’s News

TRENDING NOW

I worked for six years for the last beef fabrication compa-
ny left standing in Denver. The 80-employee, family-owned 
company operated successfully for over thirty years by doing 
custom fabrication and by purchasing beef carcasses from 
several slaughter plants that would sell us hanging halves or 
quarters. 

Margins in this business were terribly thin. It’s a volume 
business meaning you must do a lot of loads each week to 
pay your overhead, or the “nut” as we used to call it. It nor-

mally took about 300 head a week to 
pay the “nut.” Even when the boxed 
beef market was bad, and we wanted 
to cut back production - if we didn’t 
run the 300 head through the plant, 
our “nut” wasn’t covered, and we’d 
lose money.

Our end came in 2012, when live 
cattle prices were setting records each week. What was great 
for the cattle producers, led to the closing of our plant, as box 
beef prices were not keeping up with the live cattle market. 
We were losing money on every load we processed. Eventu-
ally our bank called our loan, and we were done. I remember 
trying to negotiate the purchase of cattle in the summer of 
2012, and the producers were in the driver seat. I had to pay 
what they wanted or close the plant a few days a week be-
cause we didn’t have enough through-put of carcasses. Either 
way, we lost money. 

I remember Brian, our banker saying, 
“This is the worst business I’ve ever 
seen. It takes a ton of cash to buy five 
loads of cattle per day, the yields fluctu-
ate often, the margins are thin and four 
out of twelve months of the year, you 
lose money.” 

It’s no secret to anyone in the agricultur-
al business that the markets fluctuate. 
For beef, it’s roughly an every 5 to 6-year 
market cycle. I’m sure you’ve seen the 
charts. 

I remember having to explain to Brian 
the banker, repeatedly, why it was that 
we could not better predict seasonal de-
mand for beef and match up the supply. 
I would explain to Brian the complex 
beef industry with the various segments; 
seedstock, cow-calf, backgrounder/stock-
er, feedlot and packing plants. I would 
tell him that “we are not processing 
chickens here that are five or six weeks 
old,” and that the beef going into boxes 
that week were from cattle that were 
conceived a year and a half ago. It’s a 
much longer term process than raising 
any other ag crop or animal. Who knows 
what the beef market will be doing in 3 
to 5 years? And yet, cow-calf operators 
make decisions now about how many 
heifers to retain.

Matching up demand with supply is 
a very difficult task to manage. It’s so 
difficult that only the large packers, with 
very deep pockets, can weather the mar-
ket when cattle inventories are tight and 
live cattle prices outpace the prices for 
the cutout as happens cyclically. 

The difficulty managing supply and 
demand is why there are few middle 
and small sized USDA slaughter plants 
left. I’ve experienced the slow death of 
a small family owned packing plant that 
did all we could to hang on during a 
tough market.

Gregory Bloom is the owner of U.S. Protein, an 
international distributor of premium meats. 
Contact him at greg@usprotein.com
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Impact of Implants in a Preconditioning Program
By Lee-Anne Walter, PhD, Technical Services, Merck Animal Health

MANAGEMENT MATTERS

It’s weaning time in many parts of the country, and if you’re pre-
conditioning calves – even if only for a short period of time – this 
is a perfect opportunity to implant them. Here are five points for 
consideration if you’re weighing the decision of using implants as 
you prepare calves for the feedlot:  

No. 1: There’s an economic benefit even if the preconditioning phase is short
Research shows Ralgro® used in backgrounding cattle provides 
close to a 10 percent improvement in average daily gain (ADG). 
If cattle gain 2.0 pounds of gain per day without an implant in a 
60-day preconditioning period, implanting 
with Ralgro will improve ADG to 2.2 pounds 
per day. This equates to 12 pounds addition-
al weight gain in 60 days. 

An implant administered to cattle with 
better basal rates of gain due to nutrition, 
health or genetics will result in an even 
greater improvement in weight gain. 

No. 2. Weight gain from implanting at preconditioning 
is additive
When the right implants are used – match-
ing strength of the implant to weight, 
growth rate and composition of gain – an 
ROI can be achieved during each phase of 
production. 

A study shows that Ralgro-implanted calves 
were 19 pounds heavier after the suckling 
phase and continued to perform at an im-
proved growth rate in the growing phase. 
Cattle implanted in both suckling phase 
and growing phase were 40 pounds heavier 
than calves that never received an implant 
in either phase of production. 

Another study found cattle implanted with 
Ralgro in suckling and backgrounding 
phases gained as well as non-implanted 
counterparts (that received their first im-
plants at the start of the finishing phase) in 
the finishing period. Ultimately, cattle that 
were implanted in earlier phases of produc-
tion were heavier after the finishing period.
 
No. 3: Implants go to work quickly 
Zeranol – the active ingredient in Ralgro® – 
reaches effective levels within the first day 
of administration and peaks in as little as 8 
days after implanting. Plasma levels with 
zeranol are elevated out to 91 days post-im-
planting. 

No. 4. Implanted calves can put more money in your 
pocket
Unless calves ultimately will be marketed in 
verified NHTC programs that offer a pre-
mium that outweighs the productivity and 
efficiency of gains from implants, calves 
that are destined for finishing and sale to a 
terminal market should be implanted.

No. 5. The Ralgro® Ralogun® is easy to use
The Ralogun® is one of the most reliable 
devices in the industry. Its small needle di-
ameter reduces tissue trauma and increases 
the likelihood of proper placement. 

Implanting is one of the most researched, 
proven and consistent cattle production 

technologies on the market. Ralgro has been used for more than 50 
years, and is approved for use in calves, stockers and feedlot cattle 
on both steers and heifers. To learn more, contact your veterinari-
an, your Merck Animal Health rep or visit MAHCattle.com.

A withdrawal period has not been established for Ralgro in pre-ru-
minating calves. Do not use in calves to be processed for veal. For 
complete information, refer to product label. References are avail-
able upon request. 
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Elanco Closes Acquisition of Bayer Animal Health 

For Immediate Release from Elanco Animal Health 

INDUSTRY NEWS

GREENFIELD, Ind. (August 3, 2020) – Elanco Animal Health 
Incorporated (NYSE: ELAN) today announced it has closed the 
acquisition of Bayer Animal Health. The transaction, valued at 
$6.89 billion, expands Elanco’s scale and capabilities, position-
ing the company for the long term as a leader in the attractive, 
durable animal health industry. 

“Nearly two years into our journey as an independent com-
pany, we have made significant progress in creating a pur-
pose-driven, independent global company dedicated to animal 
health – all while weathering the century’s most significant an-
imal and human health pandemics: African Swine Fever and 
COVID-19,” said Jeff Simmons, president and CEO of Elanco. 
“Delivering on the timely close of the acquisition and bringing 
momentum into Day 1 in this challenging environment under-
scores the deep capability and disciplined execution from both 
companies.”

“This milestone is another key step in Elanco’s journey. But, 
ultimately, today is about improving the lives of animals, 
people and improving the health of the planet. Pets and pro-
tein have never been more important,” Simmons said. “Food 
supply disruptions and increasing unemployment are driv-
ing food security challenges around the world. At the same 
time, research shows increased time at home has changed the 
long-term relationship between pets and their owners, as pets 
increasingly provide valuable emotional support. We know 
making life better for animals, simply makes life better.” 

Meanwhile, the pandemic has accelerated key trends trans-
forming the industry, particularly pet owners’ desire to access 
veterinary care and animal health products in a variety of 
forms, from curbside care and telemedicine to online pur-
chases shipped direct to the doorstep. The combination of 
Elanco and Bayer Animal Health joins Elanco’s existing strong 
relationship with the veterinarian with Bayer Animal Health’s 
focus in retail and online in order to create an omni-channel 
leader best positioned to serve veterinarians and pet owners 
where they want to shop.

This acquisition strengthens Elanco’s Innovation, Portfolio, 
Productivity (IPP) strategy, which the company has been exe-
cuting on since before its IPO in 2018. Both companies come 
to closing with a disciplined focus on the strategy and diligent 
execution to drive momentum. 

“Most importantly, today is about the farmers, veterinarians, 
and pet owners we serve. If COVID-19 has made anything clear 
– it’s that the world has never needed animals and the work 
farmers and veterinarians do more,” Simmons said. “Together, 
we are better positioned to advocate for our customers, to de-
liver solutions to their greatest unmet needs, so they can keep 
healthy, sustainably sourced meat, milk, fish and eggs in the 
center of the dinner table and healthy, active pets in the center 
of families. Together, we have the potential to improve animal 
health and the lives of billions.” 

Financing Terms Upon close, Bayer AG received $5.17 billion 
in cash, comprised of proceeds from the company’s equity and 
tangible equity unit issuances in the first quarter of 2020 and 
debt financing from the Term Loan B priced in the first quar-
ter of 2020 that closed with the transaction closing. Additional-
ly, approximately 72.9 million shares of Elanco Animal Health 
common stock were issued to Bayer AG. These shares will be 
subject to a lock up, where Bayer cannot sell any shares for 
the first 90 days. In the second 90 days, 50 percent of shares 
are eligible for sale and the remainder may be sold after 180 
days. Moreover, Elanco has completed the required anti-trust 
divestures that had been previously announced. The divest-
ed products had 2019 revenue in the range of $120 million to 
$140 million. 

Advisors Goldman Sachs acted as financial advisor to Elanco 
and Paul, Weiss, Rifkind, Wharton & Garrison LLP, Hengeler 
Mueller and Slaughter and May acted as legal counsel to 
Elanco. 

Mark Your
Calendar!

JRS 
Yearling 
Special
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PerformanceHerd of the Heartland Sale
Friday, October 23, 2020

1 p.m. at the ranch…15 miles west of Vinita, Oklahoma

Approximately 400 Head Sell...
150 Registered Angus 18-month to 2-year-old Performance Tested Bulls

200 Commercial Fall Pairs plus a select group of Commercial Replacement Females

Spur Ranch — Grow, Gain & Grade Since 1930

CLAY HARTLEY OWNER

(918) 633-2580  cell
chartley@spurranch.com
JEFF OWEN RANCH MANAGER
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Matt C. Sims, Sale Mgr.
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Catalog will be available for viewing on our website and mcsauction.com. To request your mailed copy, please contact the ranch or the sale manager. 
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Feed Efficiency Tips
Considerations for any growing cattle operation 

By Eric Bailey for Cattlemen’s News

MANAGEMENT MATTERS

Feed efficiency is a metric that we do not often consider but is 
vitally important to any growing cattle operation. The first number 
that most producers discuss is “feed cost of gain.” Feed cost of gain 
requires you to know the cost of feed, rate of gain and the amount 
of feed fed. We always express feed cost of gain on a dry matter 
basis. Here is an example. My feed cost $0.10 per lb ($200 per ton). 
Calves are gaining 3 lbs per day and eating 18 lbs of dry matter (6 
lbs of feed consumed per lb of gain). Feed cost of gain is $0.60 per 
lb of gain ($0.10 per lb * 6 lbs feed to gain).

Now, lets tinker with the numbers a bit. Say the feed 
cost goes up by 10% to $0.11 per lb, but everything 
else stays the same. The feed cost of gain now becomes 
$0.66 per lb of gain. What if feed to gain increases, 
instead of feed cost? If the feed to gain goes up to 7 lbs 
of feed per lb of gain, the new feed cost of gain is $0.70. 
The tough part is that it is much easier to see a feed bill 
increase than it is a feed to gain increase.  

So, how do you best keep feed to gain ratios low in growing calves? 
I formulate energy-dense rations. It is uncommon for me to bal-
ance a total mixed ration that has less than 0.50 mega calories of 
NEg (net energy for gain) per lb of dry matter. Where this stirs up 
debate is forage inclusion in a ration fed to backgrounded calves. 
Many farms produce vast quantities of forage cheaply. However, 
when you price the cost per unit of energy, forages are usually 
more expensive than concentrates. Having a nutritionist evaluate 
your unique scenario is very important. I am rarely above 30% 
forage in any ration because I encourage farmers to weigh feed 

delivered to calves and to use a bunk calling 
system. Limit feeding high energy rations 
will help improve feed to gain ratios.

Another place where the feed to gain calcu-
lations are important is creep feeding calves 
before weaning. I am unabashedly not a 
fan of creep feeding calves, partly because 
of a lack of information on feed conversion 
rates when offering creep feed. It is uncom-
mon to find research that shows feed to 
gain of less than 8 to 1 when offering calves 
creep feed. Couple that with the cost of 
many creep feeds, and it becomes difficult 
to justify creep feeding as a profitable exer-
cise. Imagine a scenario where creep feed 
costs $0.15 per lb ($300 per ton).  If it takes 
8 lbs of creep feed per additional lb of calf 
grain, then the feed cost of gain associated 
with creep feeding is $1.20 per lb. It is un-
common to see a value of gain (the value of 
additional weight gain) in young, unweaned 
calves reach $1.20. 

Also, many folks believe that providing 
creep feed increases calf weight and spares 
condition on cows. While creep feed in-
creases calf weight, it does not spare body 
condition on cows. An excellent study 
published in 1994 in the Journal of Animal 
Science offered beef calves access to forage 
(tall fescue hay), milk and creep feed. As 
creep feed intake increased, hay consump-
tion decreased and milk intake was unaf-
fected. Creep fed calves may graze less on 
pasture, but the calves will likely continue 
to consume milk at the same rate as they 
did before. In two companion studies, cow 
body condition was unaffected by offering 
creep feed to calves for up to 84 days.  

The best way to know how your operation 
stacks up is to compare to other operations. 
Successful backgrounding operations will 
have the cost of gain values that are less 
than feedlot cost of gains. I like to encour-
age folks to shoot for their cost of gain 
values to be 2/3 that of the feedlot.  Kansas 
State University’s Focus on Feedlot monthly 
report is an excellent resource for identi-
fying feedlot cost of gain values.  It can be 
found at https://www.asi.k-state.edu/about/
newsletters/focus-on-feedlots/. As always, if 
you have any comments or questions, shoot 
me a message at baileyeric@missouri.edu. I 
would love to hear from you!

Eric Bailey, PhD, is the State Beef Extension Specialist and 
Assistant Professor of  Animal Science at the 
University of Missouri
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Galen & Lori Fink 
Chad, Megan & Whitley Larson 

15523 Tuttle Creek, Randolph, KS 66554    
Galen:785.532.9936 
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Weaning calves can be a high-stress experience – for the cattle 
and for you. But it need not be that way, says Whit Hibbard. A 
fourth-generation Montana cattle and sheep rancher, Hibbard 
describes himself as a student of low-stress livestock handling, 
and he conducts several stockmanship clinics for producers 
each year as editor of The Stockmanship Journal.

While weaning calves is necessary, improvements to how you 
manage the chore can improve the health of your calves and 
reduce the stress and anxiety on the people involved.

Hibbard says traditional weaning can be high-stress for calves.
“The short-term effect on health and performance can be 
significant,” said Hibbard. “For example, the stress of abrupt 
weaning increases fatal secondary bacterial respiratory infec-
tions, and average daily gains can be seriously compromised.”

The first step to reducing weaning stress is to change your 
mindset, Hibbard explains.

“The conventional belief is weaning is a difficult, traumatic 
experience, and the cows and calves are going to want to get 
back together,” said Hibbard. “Therefore, we need to do it in 
a sturdy corral, and here’s the irony: ‘If we believe that’s the 
way it’s going to be, it probably will.’”

Hibbard’s low-stress approach suggests that weaning is only 
traumatic and stressful because producers make it so. A low-
stress approach recognizes that cows will wean their calves 
naturally as they are likely happy to be rid of their six- to 
eight-month old calves.

“The problem is,” Hibbard said, “we get the animals out of a 
normal frame of mind and end up causing all the problems we 
normally experience with weaning. The cows’ concern is us, 
not necessarily the weaning. If the cattle are always handled 
well, they learn to trust their handlers and know their calves 
aren’t in danger.”

The key first step to low-stress weaning, he says, begins with 
how the cattle are gathered.

“If we don’t do it properly, the cows and their calves are un-
mothered and in panic mode before we even have them in 
the corral,” said Hibbard. “But, if we bring them in calmly and 
mothered up, the actual weaning process is rather unevent-
ful.”

Fence-line Weaning
One low-stress weaning method gaining popularity is fence-
line weaning. One proponent of the tactic is Glenn Selk, re-
tired Oklahoma State University extension beef specialist, who 
says a California research project underscores its advantages.

In the study, calves were weaned with only a fence separating 
them from their cows, and their performance and behavior 
were compared to calves weaned in a traditional manner. Calf 

Take The Dread Out Of Weaning
Low-stress livestock handling pratices 

By Lisa Henderson for Cattlemen’s News

MANAGEMENT MATTERS behaviors were monitored for five days 
following weaning. 

“Fence-line calves and cows spent ap-
proximately 60% and 40% of their time, 
respectively, within 10 feet of the fence 
during the first two days,” Selk said. 
“During the first three days, fence-line 
calves bawled and walked less, and ate 

and rested more, but these differences disappeared by the 
fourth day. All calves were managed together starting seven 
days after weaning. After two weeks, fence-line calves had 
gained 23 pounds more than separated calves.”

The performance differences continued even after 10 weeks, 
with fence-line weaned calves gaining 110 pounds (1.57 lb/
day), compared to 84 pounds (1.20 lb/day) for calves separated 
from their dams.

Hibbard says fence-line weaning should be done at a gate be-
tween two pastures.

“The idea is to calmly separate pairs at the gate so they never 
lose sight of each other or, if they do, they can quickly find 
each other across the fence,” said Hibbard. “With this ap-
proach, the emotional trauma of complete separation is miti-
gated.”

Low-stress fence-line weaning, however, is more successful 
if you have already practiced low-stress handling techniques 
with your cattle – or training them.

“Of particular importance [for fence-line weaning] is training 
your cattle to calmly walk past a handler at a gate,” Hibbard 
said. “If you don’t do this, then fence-line weaning will likely 
be difficult at best.”

Other considerations for fence-line weaning include making 
sure you have two pastures with enough grass or forage to last 
at least seven days. Hibbard says the cattle should be kept in 
the pasture where the calves will stay for several days prior to 
weaning so they get used to their new home.

“Prior to weaning, pour the cattle back and forth several times 
to prepare them for the weaning,” Hibbard said. “If your cattle 
are accustomed to walking calmly past a handler at a gate you 
might only have to do this exercise once. However, if they are 
not, you might have to repeat this several times over succes-
sive days until they understand the process.”

Weaning Day
After cattle are gathered loosely near the gate, the sorter 
opens the gate and draws the cattle to him. One or more han-
dlers can keep a slow, steady stream of pairs walking to the 
gate, and the sorter makes the split at the gate.

“If you make a mistake (e.g., a calf gets through the gate) resist 
the temptation to fix it because that will unnecessarily stir 
everything up; rather, wait a few days postweaning and go 
straighten it out,” Hibbard said.

Going through the preparatory steps is important, Hibbard 
said. However, if protocol is followed, “weaning will be a non-
event for the cattle.” 
 
Note: More about Whit Hibbard’s Stockmanship Journal can be found at www.stockmanshipjournal.com
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COVID-19 is blamed for almost anything 
that occurred since mid-March, and you 
can add to that list the Missouri Steer Feedout results. Some of 
those results probably were good for the owners of the steers while 
some had bad results occur.

The results of the retained ownership, educational program were 
revealed August 4 at the University of Missouri’s Southwest Re-
search Center, Mt. Vernon. The feedout program began in early 
November when 127 head of 2019-born steers were processed at 
Joplin Regional Stockyards and at the Paris Veterinary Clinic. The 
calves were weighed, tagged and evaluated by USDA personnel for 
feeder grade, body condition and a price was placed on them. The 
latter item is used to establish a value entering the finishing phase 
at a feedlot in Iowa.

In addition to the above at JRS a panel discussed each group of 
five steers or more. Their charge was to be very honest about the 
strengths and problems each group faces in the feeder cattle mar-
keting world. The evaluators were Jodie Pitcock, USDA at St. Joseph, 
Jackie Moore, JRS, Carthage and Chip Kemp, American Simmental 
Association. Nine groups were processed at JRS and five were sent 
from Paris.

Results, including rankings among the 14, gives participants an 
idea how their steers compared to other Missouri cattle. As men-
tioned above, COVID-19 did influence the outcome. Normally, the 
steers are slaughtered in mid-April and May. Due to packing plant 
labor conditions, our first kill group went on June 17. Some of those 
steers weighed between 1450 and 1700 lbs. In addition, the buyer 
Greater Omaha was different than traditionally used, and they paid 
a flat price regardless of carcass merit.

The second kill group sold on July 
7 to Tyson Food’s on a grade and 
yield scale, which gives a more typ-
ical comparison to previous feed-
outs. Once again, there were some 
heavy steers in the July steers. Feed 
conversion likely was affected on 
some of the heavier steers, but 
on-average, the rate was compara-
ble to the conversion one year ago.

The biggest change in carcass merit 
showed up on the percentage of 
steers grading Prime or better. 
Thirty-five head or 29% made that 
grade. Eighty-seven percent made 
low-Choice, or better which was a 
record. Unfortunately, the added 
days on-feed pushed the average 
fat cover to 0.61 inch. Normally, 
they average between 0.45 and 0.50 
inch of fat. Some steers ran over 
one inch of fat which pushed them 
into a 5 Yield Grade carcass.

The feedout dates back to 1981 and 
is not designed as a competition 
but as a program to let participants 
use the data to adjust their breed-
ing and management efforts. It 
also lets stocker and feeder buyers 
know how good our cattle are. This 
information can be used by pro-
ducers to differentiate their feeders 
from average steers.

The feedout did have only one 
group of nine steers that showed a 
profit. They were entered by Van-

COVID-19 Affected 
Steer Feedout
By Eldon Cole, University of Missouri Extension

INDUSTRY NEWS dalfsen Farms, Reeds. They were A.I. sired by a Polled Here-
ford named Torque. Their dams were dairy crosses with
Jersey and Holstein genetics. The calves were never on a cow, 
but were hand-raised and weaned around April 1. They only 
weighed 426 lbs. when delivered in November and were killed 
at 17 months of age weighing 1156 lbs.

In November the evaluators were uncertain how to establish a 
price on the dairy crosses. They ended up setting them in like 
straight dairy steers would have sold for, $1 per pound. That 

gave them an advantage in the end as their profit was $61.63 for 
the nine steers per head. Overall, the 122 head had an average loss 
of $159.95 per head. A big penalty always results from death losses 
and five steers, 3.9%, died during the feedout.

Even though only one group of steers showed a profit, overall 29 
head showed a profit with the top-profit per head of $219.76 on a 
steer entered by Ronnie Veith, Purdy. The steer was the top gainer 
overall at 4.55 lbs. per day. His carcass graded Choice plus with a 
Yield Grade of 2.8.

The top gaining group was five Hereford-sired steers out of Brangus 
cows. The owner was Duane Walker, Neosho, and their daily gain 
was 3.68 lbs. One performance measure calculated by the Tri-Coun-
ty Steer Carcass Futurity is the dollar retail value per days of age. 
This measure looks at the overall animal performance going back 
to birth. In short, $RV/DOA looks at pre-weaning and post-weaning 
gain, carcass merit, feed conversion and expenses for health at the 
feedlot. The top $RV/DOA group was entered by Cavlin Hudson, 
Middletown. They were Angus-sired and the group even lost one 
steer. The $RV/DOA is calculated only on steers hanging a carcass 
on the rail.

Recognition for carcass merit goes to Carrier Muddy Creek Angus, 
Lockwood, as 10 of their 12 steers graded low Prime and better with 
a Yield Grade of 3.55. The best Yield Grade cattle were entered by 
Keuper Farms, LLC, Ionia, with an average of 2.29.

A complete power point presentation may be viewed by going to 
the following link: https://extension2.missouri.edu/media/wysiwyg/
Extensiondata/CountyPages/Lawrence/Docs/Feedout2019-2020.pdf
The next steer feedout will begin November 3. Entry will be no later 
than October 10. Contact your extension livestock field specialist for 
details.

R A N C H E S

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

 620.340.7461 (Joe) ∙ 620.340.9774 (Daniel)
  redcows@mushrushredangus.com

MushrushRanches.com

Old Math / New Profits 
Use Mushrush Genetics

to improve your bottom line:
       +  More Calves Weaned
                 +  Improved Conception Rate
   -    Less Depreciation per cow
    +  Market More Pounds per Acre       
   =  Improved Financial Outcome 
    with Mushrush Genetics

The top profit steer was an Angus-
Simmental entered by Ronnie 
Veith, Purdy, MO.
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Who Should Be At The Table? 
Tips for young producers building a team of experts

By B. Lynn Gordon for Cattlemen’s News

TRENDING NOW

In my July column – ‘Charting a New Course’, I mentioned 
several tips for young producers who want to be involved in 
production agriculture. It is exciting to hear young men and 
women make this choice and even more exciting when many 
of them decide to do so independently, like those not having 
access to a generational transfer of a livestock operation. To 
further encourage beginning producers, I wanted to dig a little 
deeper into the tip I mentioned – ‘Build a Team of Experts,’ 
so, I reached out to a few experts in Missouri to assist me in 
further discussing this issue. 

Selecting the team 
The most critical step in building your team of experts occurs 
in the selection process. Kate Lambert, Director of Market-
place Education and Engagement, FCS Financial, Chillicothe, 
Missouri, reinforces that your team of experts is only as good 
as the people you ask to be at the table. Lambert, who spends 
much of her time mentoring and working with FCS’s young 
producer initiatives, says “having the right people at the table 
is important, but how that team is shaped needs to vary from 
producer to producer.” This means, producers should conduct 
a self-assessment to further evaluate and make note of, “What 
are they good at?” and “What are they not so good at.” This 
evaluation could also extend further to others on their team, 
such as spouses or partners involved in the business. What 
skillset do they excel in? Next, take a broader view of the 
operation, what are the weaknesses associated with the op-
eration? The idea is not to over-emphasize weaknesses but to 
understand shortcomings or challenges that might influence 
the potential success of the business which then, directly feeds 
into helping you formulate a team of experts with strengths in 
the areas that are lacking. 

If you are particularly skilled in genetics, for example, you 
might not need people on your team who specialize in this 
area, however, to use a sports analogy, you “want to stack 
your team” with skills and knowledge in areas most needed. 
It’s human nature to flock to people who are like-minded. 

Almost every leadership book I have read 
cautions managers about this, particularly in 
the hiring process. Lambert agrees, “We tend 
to flock towards people who have the same 
passions and interests.” 

Your responsibility 
Once you have the team selected it is your re-
sponsibility to provide them with the informa-

tion they will need. “The feedback you get is only as strong as 
the information you provide (to the team),” says Lambert. 

Lambert explains, it’s the producer’s responsibility to in-
form and update the team on, where you are at right now 
with your business, where you want to be in 12 months, and 
where you want to be in five years, for example. “You can ask 
a lender, ‘Should I buy this group of calves,’ and she can give 
you an answer based on cash flow and balance sheet, but she 
is not answering, ‘Should you’, according to your goals. She is 
answering, ‘Can you financially afford to make the purchase?’ 
based on your cash flow. However, if as a member of your 
team, you have provided her and other experts with details 
about your short-term goals, long-term goals, etc., they will be 
able to provide you with the insight and advice you are seek-
ing. 

“There are many factors that 
determine success,” Lambert 
says. “We’ve noticed a trend 
that operations who inform 
their team of their goals and 
have a team supportive of 
those goals are better able to 
adjust to changes.” Overall, 
being prepared to respond to 
change is one key to being in 
the business long term.

Lender relationship 
As a young producer, you 
might wonder if the role of 
a lender is different for you 
than an established produc-
er. Lambert says the type 
of relationship depends on 
the producer, not whether 
they are beginning farmers or established. “A lender can be 
a trusted member of your team of experts,” she says, or they 
can be in a ‘yes or not now’ relationship. Many lenders like 

to work with young producers 
and help them find their great-
est potential. For example, FCS 
Financial has expanded offer-
ings including educational and 
networking opportunities. “We 
understand it takes more than 
a loan for a young producer to 
succeed.” 

Begin on the right foot by build-
ing a team of valuable experts 
who are as excited to see you 
succeed as you are - start select-
ing your team today. 

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

ON THE
FOCUSEDFuture

Bull and Female Sale

OCTOBER 23232020

Don’t buy a bull. Buy a  programprogram.

Bulls of this
quality and sire 

influence will sell.

Spencer Cattle Co.    T Bar S Cattle Co.    Brumfield Angus Farms

Billings, MO
Visit our T Bar S Facebook page 
for sale features and updates.
With all questions and 
inquiries, please call Justin at 
(573) 690-3813.

Financial Management
Resource Available 
The Missouri Farm Business Management 
Analysis (FBMA), is a one-on-one program 
designed to provide education to farm 
owners and operators. The program is 
designed to assist individuals in meeting 
their business goals, best accomplished 
through the use of quality records and 
sound business decisions. Bruce Fowler, 
program director, oversees the statewide 
network of experts. Fowler, explains the 
data from Missouri participants, is also 
confidentially passed to the FINBIN Na-
tional Farm Financial Benchmarking Da-
tabase, www.finbinumn.edu, supported 
by USDA. This valuable online resource 
is available for any producer to access 
to determine benchmarks from similar 
geographical locations, size of operations, 
enterprises, etc. Many lenders utilize this 
extensive database to determine bench-
marks for their clients. For more infor-
mation contact fowlerb@missouri.edu



September  2020     I    21

GET NOTICED 
ON THE WEB! 

Joplin Regional 
Stockyards has 

10,000+ Facebook page 
followers!

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

huvepharma.us 877-994-4883

Like having four new formulations of BRD vaccine to choose from, for instance.  
Or choosing to do business with someone who gives you an experience as smooth 
as their vaccines. Choose both, when you choose Huvepharma and RESPIVax.

Having choices is always better.

RESP062020001

New Choices. New Possibilities.

Cow and Bull Sale
Sept 16, 2020 

following  regular 
Wednesday sale at 2:00 PM  

38 black cows with 30 calves - all sizes, 5 years old 
to short solid, 2 black Sim-Angus bulls. 
FMI call Jack Chastain 417-849-5748.

25 black cows 6 to 7 years old, with 300 to 400 
pound calves at side, cows bred back to Sim-Angus 

bulls. FMI call Jason Pendleton 417-437-4552.

40 black Angus pairs, 3 to 6 years old with
 big Charolais or Angus calves by side. Cows have 
been running back with Charolais or Angus bulls. 

FMI Call Larry Mallory – 417-461-2275.

15 black cows, 3 to 6 years old, bred in the 3rd 
trimester fall calvers, bred to Charolais or Angus 

Bulls. FMI call Larry Mallory 417-461-2275.

20 mostly black and a few reds, 4 to 7 years old,  
2nd and 3rd period, bred to Hereford bull. 

FMI call Klay Beisley 417-321-2170.

5 black Angus pairs, 4 to 7 years old, exposed back 
to Hereford bull. FMI call Klay Beisley 

417-321-2170.

10 black pairs, 5-year-olds. FMI call Fred Gates 
417-437-5055.

* 4 Limflex Bulls *

*3245 (Reg#LFM2141910)  Age: 02/07-2018, 
Birth Weight: 85 pounds, Weaning: 524 - adjusted 
weight no creep feed. Top 25% of the breed  LWB.

*3322 (Reg#LFM2156225) Age: 01/17/2019, 
Birth Weight: 85 pounds, Weaning Weight: 605 - 
no creep. Top 25% birth weight and top 4% milk. 

Grandsire top leading in breed.

*3327 (Reg#LFM2156589) Age: 01/28/2019, 
Birth Weight: 90, Weaning Weight: no creep 676. 

This bull is in top 5% milk EPD’s.

*3349 (Reg#LFM2161186) Age: 02/21/2019, 
Birth Weight: 90, Weaning: 730 - no creep. EPD’S 

on Milk are in the top 5% of the Breed. EPD on 
growth is great.

All bulls are all listed by NAFL as: LIMS Certified 
Performance Herd for accuracy. FMI call 

 Glen Odgen 479-200-2677.

I-44 and Exit 22  I  Carthage, Missouri

JRS Office          417.548.2333

Skyler Moore   417. 737.2615 

Bailey Moore   417.540.4343 

Jackie Moore   417.825.0948

For a complete listing: 
JOPLINSTOCKYARDS.COM
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If you do not follow the dairy industry closely, you may not re-
alize how aggressively sexed semen is now being used across 
the country. To put it simply, sexed semen has revolutionized 
how dairy producers make breeding decisions. Dairy produc-
ers are now identifying the elite top end of the dairy herd with 
genomics and breeding those females with sexed semen to 
produce elite heifer calves. Aside from the faster rate of genet-
ic progress, this also frees up the lower end of the herd for use 

Sexed Semen
Where are we at in the beef industry?

By Jordan Thomas for Cattlemen’s News

TRENDING NOW of semen from beef sires to produce marketable crossbred 
calves. 

Where are we at in the beef industry? Our lab in the Univer-
sity of Missouri has worked extensively with sexed semen in 
recent years, and the University of Missouri Southwest Re-
search Center has become both a research and a demonstra-
tion location for effective use of sexed semen. Here is what 
we know—and what we don’t know—about sexed semen. 

What We Know (and Don’t Know) About Sexed Semen

Sexed semen is commercially available from a variety of 
sources now, although there are now two different processes 
used to produce sexed semen. The majority of the sexed se-
men on the market is produced using a flow-cytometry-based 
sorting process. This sex-sorted product has gone through 
several rounds of improvements over the years and is also 
now marketed at higher sperm cell numbers per unit. If you 

see a product marketed with the trade 
name SexedULTRA 4MTM, that is semen 
produced using the latest version of 
that process and packaged at the higher 
sperm cell concentration of 4 million 
cells per unit. X-bearing (heifer) or 
Y-bearing (bull) units can be produced. 
There is also now another process that 
can be used to generate sexed units of 
sperm cells using a laser-ablation tech-
nique. Product marketed under the Sex-
celTM trade name is produced using this 
process. This is a newer process that is 
marketed as producing units capable of 
fertility similar to traditional sex-sorted 
semen. 

What It Takes to Make Sexed Semen Work

The critical point is this: sperm cells 
from conventional units and sperm cells 
from sexed units are fundamentally 
different. Sperm cells are altered some-
what as a result of the sexing process, 
freezing, and thawing. As a result, it is 
generally accepted that the fertile lifes-
pan of sexed sperm cells is shorter. Since 
that lifespan is shorter, insemination 
with sexed semen needs to occur at a 
time point relatively close to ovulation 
in order to maximize pregnancy rates. 
If using sexed semen in heat detec-
tion-based programs, it appears to be 
more favorable to inseminate at a slight-
ly later time after onset of standing heat 
instead of following the typical AM-PM 
rule. If using sexed semen in timed AI 
programs, it is clear that the animals that 
exhibited standing heat before timed AI 
achieve much higher pregnancy rates 
with sexed semen than those that did 
not. Data from our program at the Uni-
versity of Missouri as well as from an-
other research program at South Dakota 
State University have clearly illustrated 
this with SexedULTRA 4MTM and Sex-
celTM respectively.

In our program at the University of 
Missouri, we are focused on new syn-
chronization and timed AI approaches 
to maximize expression of standing heat 
before timed AI. We have some exciting 

Continued on next page

Bid & Buy at:
DVAuction

Call for your catalogs today! 
877-486-1160

john@seedstockplus.com

ALL SALES!

Two Sales!  One Day!

Oak Ridge Farms was originally scheduled to disperse in 
May as the ‘Opportunity Knocks’ sale but was postponed 
to fall.  We will also offer the elite consignments from the 
Seedstock Plus members as the Showcase portion of the 
sale!   Offering 3 Herd Sires from Oak Ridge Farms *  
Reds & Blacks!  *  Open heifers, Bred heifers & Pairs            
*  Picks of the herd  * Purebred Gelbviehs & Balancers!
 * Videos of sale cattle at www.seedstockplus.com or www.dvauction.com

The Complete Dispersal of Oak Ridge Farms 
& Seedstock Plus Showcase Sale XV

September 19, 2020 * 1 p.m.
Kingsville Livestock, Kingsville, MO

Fall Bull & Female Sale
October 17, 2020 * 12 noon
Joplin Regional Stockyards, 

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

registered & commercial

RED REWARD ‘Fall Edition’ 
Bull & Female Sale

November 7, 2020 * 12 noon
Wheeler Livestock Auction

Osceola, MO
Selling 40 RED Gelbvieh, Balancer bulls

 & RED females - registered &commercial!

THEY SELL!
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new work underway. However, there is already one good op-
portunity to improve success with sex-sorted semen simply 
by using an estrus detection aid (e.g. an EstrotectTM breed-
ing indicator) to identify the best candidates to receive timed 
AI with sexed semen. Another alternative is to use what we 
call a split-time AI approach. This allows you to increase 
the number of females that have the opportunity to exhibit 
standing heat before timed AI, increasing overall pregnan-
cies obtained with sexed semen. For more information on 
that, refer to the MU Extension publication “Split-Time AI: 
Using Estrus Detection Aids to Optimize Timed Artificial 
Insemination.” You might also check out our Mizzou Repro 
YouTube channel or Facebook page. We have some short 
videos on split-time AI and other topics, and those pages are 
a good way we can keep you in the loop on new approaches 
and opportunities too. 

Lastly, the new 7 & 7 Synch protocol from our program ap-
pears to be a great opportunity to improve pregnancy rates 
to fixed-time AI with sexed or conventional semen. See the 
other article from our program in this issue for more infor-
mation.

Why You Would Use It

With about 90% accuracy, sexed semen allows producers 
to effectively choose whether a mating results in a bull or 
heifer calf. That gives you an opportunity to either skew the 
sex ratio of the entire calf crop or selectively produce heifer 
or bull calves from specific planned matings. That could be 
huge. Is your goal to quickly turn over females in the herd 
with superior genetics? Produce elite animals to market as 
herd bulls or replacement heifers? Market a larger quantity 

of uniform, high-quality feeder cattle? Reduce calving diffi-
culty in heifers? Sexed semen is a tool that can be used in a 
number of different ways. My personal hope is that sexed 
semen gets more producers interested in AI in general, and 
changes our industry’s mindset about mating decisions. Even 
straightbred operations can capture a lot of value with a 
crossbreeding-like mentality, thinking through each mating 
as a terminal vs maternal decision. 

When You Should Use It

The decision to use sexed semen really comes down to eco-
nomics: if sexed semen isn’t profitable, don’t use it. The costs 
of using sexed semen aren’t trivial. Pregnancy rates with 
sexed semen are typically somewhat lower than pregnancy 
rates with conventional semen. Sexed semen will also cost 
more per unit than conventional semen, often $15-25 de-
pending on the sire used. A higher cost per unit for a lower 
pregnancy rate means a higher cost per pregnancy. That is a 
really important consideration, because fertility in the beef 
business really requires a multi-year commitment. For use 
of sexed semen to be a profitable decision, there has to be a 
large enough value difference resulting from the sex selec-
tion to justify those costs and generate a profit. There is more 
to that question than just consideration of the market price 
of steer calves versus heifer calves, however. Sit down and 
try to put a pencil to it. How much value could you add to 
your operation if you could predetermine the sex of calves?

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

Continued from previous page
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Bluel Named Southwest 
Research Center’s Interim 
By Rebecca Mettler for Cattlemen’s News

INDUSTRY NEWS

Reagan Bluel, southwest Missouri dairy specialist with Uni-
versity of Missouri (MU) Extension, recently stepped into a 
new role as the interim superintendent at MU’s Southwest 
Research Center near Mt. Vernon, Missouri. 

“It gives me great pride to have had 
the opportunity to serve this center 
in many different roles, as a graduate 
student researcher, extension educator, 
advisory board member, and now as 
superintendent,” Bluel said.

Bluel confesses that she “bleeds black 
and gold” for MU. In addition to her 
new role and her career as a dairy 

specialist with MU Extension since 2014, she pursued both a 
bachelor of science and master of science at MU, as well. It 
was only a seven-year stint as the manager of The Ohio State 
University’s 100 cow Jersey dairy herd in Columbus, Ohio, 
that took her away from the MU land-grant system. 

“I am passionate about giving back to the land-grant educa-
tional process that fostered and developed my knowledge of 
agriculture,” Bluel said. 

It is Bluel’s goal to fill the leadership void at the Southwest 
Research Center so that the facility can continue to provide 
the area with research based, best management practices to 
agriculturalists in southwest Missouri. 

“Additionally, I plan to ignite the advisory board members 
to engage with the community to determine the needs of the 
region, with the ultimate goal of creating a hub of activity 
around our center,” Bluel said. 

The Southwest Research Center was established in 1959 
on 898 acres and has a rich history of providing research 
solutions, education, and outreach for the entire southwest 
Missouri region.  

Site-specific research provides agriculturalists in the 
area surrounding the research facility the confidence 
to implement management practices on their own 
operations because of the shared growing conditions.

“We serve as a lifeline of the University “FOR” Mis-
souri to maintain relevance across this vast state by 
conducting research on all aspects of animal and 
plant-based agriculture and natural resource stew-

ardship,” Bluel said. 

For years, Bluel explains, the center has been known as the 
Southwest Center, however, the formal name of the facility is 
the Southwest Research Center.

“I’m working to bring back the “R” both formally and phys-
ically,” Bluel said. “Basing management practices on sound 
science is critical to the success of farms.” 

The Southwest Research Center is host to a growing Red An-
gus cowherd, which is currently utilized in an extensive re-
productive synchronization program. In addition, the herd’s 
offspring, both replacement females and steers, are retained 
to study rates of gain and pasture utilization on rotationally 
grazed pastures compared to continuously grazed pastures. 

From a forage standpoint, the Southwest Research Center is 
looking at Chaparral herbicide application for fescue seed 
head suppression under various fertilization rates to help 
mitigate fescue toxicosis. In addition, the center has a test 
plot of a yet-to-be-released pasture herbicide, ProClova, that 
is clover-friendly and provides broadleaf weed control. Final-
ly, they are comparing applications of ammonia nitrate and 
urea along with two urea stabilizers, Super U and Anvol. 

The largest acreage of research on the site is centered around 
horticulture, viticulture, and agroforestry, including a 
long-standing black walnut and pecan orchard. Elderberry, 
pawpaw, and persimmon plots and a vineyard for research 
purposes are just short list of the variety of plant-based proj-
ects found at the center. 

In six to nine months, a national search will be launched. A 
permanent superintendent will be named at the conclusion 
of the hiring search. Bluel stated that MU is committed to 
maintaining leadership presence at the Southwest Research 
Center.
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Made In USA

800-858-5974       CallicrateBanders.com

COMPRESSION
ANALGESIA

WEE
EARLY

CASTRATION
Tensioned Loop
for Newborns

PRO
DELAYED

CASTRATION
Built-in Cutter

Self-locking LoopSMART
DELAYED

CASTRATION
Since 1991

Humane, Bloodless, Drug Free 
Castration – Callicrate Bander
The latest update to No-Bull Enterprises’ line of banders is a 
new feature on the Callicrate PRO Bander. The lightweight, no 
crimping required PRO Bander now comes with a built-in cut-
ter. The time-saving built-in cutter cuts the loop quickly and 
correctly with perfect results every time. No more reaching 
for the cutter and no more lost cutters!

Callicrate Banders, recommended by veterinarians and ani-
mal handling specialists worldwide since 1995, are the most 
humane and effective castration tools on the market. Due to 
emphasis on high-tension ligation, the banders excel at achiev-
ing a tight band every time. Easy-to-read tension indicators 
ensure the correct tightness that is essential to minimizing 
discomfort and reducing physical complications.

The bloodless (non-surgical) pro-
cedure reduces the risk of infec-
tion and the risk of injury to both 
the operator and the animal. The 
technique is both faster (taking 
only about 30 seconds) and safer 
to perform than surgically castrat-
ing animals. Animals banded with 
Callicrate Banders rarely go off 
feed and show little discomfort. 
Bander castration works well on 
cattle, goats, alpacas and sheep, and 
any other species with a scrotum. 
Although the bander is mainly used 
for castration, it has many uses, in-
cluding removing horns and treat-
ing prolapses.  

GENEPLUS 

Put it on the 
calendar!

Value-Added Sale

Sale Date:
Dec. 3

Wean Date:
Oct. 24
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At Specialty Risk Insurance Agency, we’ve always been about helping cattlemen protect their way of life. We bring 
experienced agents and give them the industry-leading tools to provide outstanding customer service. 

That’s exactly what you will get when you work with Specialty Risk to buy your insurance.

2023 S Garrison • Carthage, MO  I  Joplin, MO  I  Sarcoxie, MO  I  Nevada, MO  I  Fairfield, TX 
w w w . S p e c i a l t y R i s k I n s u r a n c e A g e n c y . c o m

Kevin Charleston Brian Youngblood Nicki Traul Chip Cortez

Livestock Risk 
Protection (LRP)

Pasture, Rangeland and
Forage Insurance

Are you investing Are you investing 
in price protectionin price protection

 on your cattle today? on your cattle today?

If not, call us at 
417.359.5470!

New Nevada Office: 

Morrison-Post 
Insurance Agency

211 W Cherry Street, 
Nevada, MO 64772 

Phone: 417-667-6159

Visit us at Ozark Fall Farmfest  I  Oct. 2-4, 2020  I  Springfield, MO

Nathan Enyart

Farm safety is a topic that is not necessarily on the top of the 
typical family farm’s list. Rather, the family farm is more 
likely to be concerned with surviving the market roller 
coasters, figuring out how and when to pay the feed bill, and 
wondering how to keep that calf alive that just won’t thrive. 
However, the issues that plague the large corporate farms 
in regard to farm safety are just as impactful to the smaller 
family farms, and, in some cases, maybe even more so.

For many farms, regardless of size, the same type of equip-
ment, same storage facilities and same physical require-
ments are needed. Doug Collard and Chip Cortez with Spe-
cialty Risk Insurance in Carthage, Missouri, and Aaron Ingle 
with HR Professional Solutions, LLC in Monett, Missouri, 
provided some insight as to what common safety issues af-
fect farms and what can be done to avoid, or at a minimum, 
alleviate those issues.

One of the top issues is the use of machinery and equip-
ment on farms, specifically tractors and ATVs/UTVs. These 
machines are used daily on farms and many farms have 
multiple ones. Because they are so common and in use daily, 
it is easy to forget the safety issues that can arise from their 
usage. We become lax in our operations, which can lead to 
turnovers, or don’t keep up with maintenance which can 
lead to more serious issues. The use of ATVs, etc. has evolved 

Continued on next page

By Jessica Allan for Cattlemen’s News

TRENDING NOW

Farm Safety and the Family Farm
Your and your family are your farm’s greatest asset

from a farm implement to more rec-
reational use on many farms, espe-
cially when children are involved, 
said Collard and Cortez. This has led 
to increased injuries and deaths in re-
cent years. Proper training of family 
members on all pieces of equipment, 
limiting usage of that equipment to 
those who are trained to use it, and 

requiring safety devices as recommended by the manufac-
turer are all ways that reduce those tragic incidences, they 
said.

Grain bins are another source of safety issues, and bins don’t 
just apply to grain farmers. Many cattle ranchers have bins 
on site to store bulk feed. The size of grain bins nationwide 
is also increasing as well as usage, which just increases the 
dangers of working around them. 

Ingle stated that Confined Space Entry and Rescue training, 
along with Lock Out Tag Out training, can help with safe 
grain storage. More often than not, it is not paying attention 
and getting entrapped in the grain that brings on trouble. 

“One of the biggest causes of entrapment in the grain is 
when we are cleaning bins out and the grain crusts over, 
leading us to fall through when we enter,” said Collard and 
Cortez.  

An easy rule to follow, they say, is to always have two people 
on hand. The second person is not there to help or to rescue 
the other, but to call for help if a situation arises; it takes 
being trapped just a little over the knee for the situation to 
become dangerous. It is important that the second person 
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Angus. 
America’s Breed.

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

Adam Conover,
Regional Manager

Iowa 
Missouri

© 2019-2020 American Angus Association

3201 Frederick Ave. | St. Joseph, MO 64506
816.383.5100 | www.ANGUS.org
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Continued from previous page

calls for help and does not assist the one who is trapped; 60% 
of grain bin deaths do not occur to those trapped, but rather 
to would be rescuers who go in without proper training and 
equipment.

Other issues common to all farms are health hazards both 
from physical stress and also from storage of chemicals and 
other hazardous items. Proper usage and storage of chemical 
can prevent exposure and illness, said Ingle, and this in-
cludes the usage of personal protective equipment. Self-care 
can prevent physical stress, which can lead to dropping our 
guard down around machinery and equipment, improper 
usage of chemicals and hazardous items, and lax daily op-
erations. Just as we provide adequate shade, and plenty of 
fluids, and rest to our cattle for them to remain at optimum 
condition, we must apply the same to ourselves as our first 
line of defense.

So other than employing common sense and remaining 
aware of our surroundings on the farm, what else can a farm 
family do? 

Put a safety plan and safety protocols in place, and go over 
them on a consistent basis.  

“Plan for the worst but also plan for the best,” said Ingle. 
“Ensuring you have a well thought out safety plan and com-
municating that plan effectively and often are two ways to 
ensure many successful days in the future.”  

Collard and Cortez confirmed, saying “safety can be as easy 
as making sure to hold each other accountable to the plan 
around the farm.”

Address the plan at least annually, all three agreed. Changes 
on the farm may necessitate changes to the plan, whether 
that is training new personnel as they come on board, enact-
ing new criteria for new enterprises added to the farm, or 
changing operations due to physical changes to property and 
equipment.  

If the family farm has less than 10 employees, they are not 
regulated by Occupational Safety and Health Administration 
(OSHA) on a continual basis, but certain events on the farm 
may trigger OSHA involvement. Therefore, the three stated 
that they recommend putting a safety plan in place, in writ-
ing, and conducting at least annual training, documenting 
that training, in preparation for the unknown.  Should OSHA 
get involved due to a situation, that training could be critical 
consideration for any farm, regardless of size.

Bottom line, remember that you and your family are your 
farm’s greatest assets. Without you, there would be no farm 
to operate. As Ingle stated, protecting you and your family 
should be the highest priority for your family farm.

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

Educational 
opportunity just 

around the corner!

Southwest Research
Center Field Day

Watch virtually
from your computer!

 https://cafnr.missouri.edu
/2020/07/going-virtual/ 

View More Information: WWW.PRIMETIMELIVESTOCK.COM

Mark Your Calendar!

Video Sales:        
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Cow-Calf Production and Marketing Considerations
Increasing profitability

By Derrell S. Peel for Cattlemen’s News

MANAGEMENT MATTERS

The profitability of cow-calf operations requires a long-term 
view.  Cows are multi-year assets that harvest forage and turn 
it into calves that can be marketed. Much of what we consider 
profits in cow-calf production is the return to the forage assets 
used for production. This leads to the saying that, “you’re not 
in the cattle business; you’re in the forage business.” Thinking 
about marketing forage to its highest value will guide cow-calf 
producers to make better production and marketing decisions.  
Cow–calf profitability depends on a combination of cost man-
agement, strategic positioning and tactical marketing.  

Many cow-calf operations operate from a relatively fixed 
forage base and prefer to maintain a stable herd size with a 
constant level of production. The majority of annual cow-calf 
costs are fixed. Cows must be fed and maintained year round 
whether in production or not. Profitability is therefore a ques-
tion of absolute revenue levels relative to mostly fixed costs.  
The cyclical tendency of cattle markets mean that overall cat-
tle price levels will go up and down and there is not much that 
cow-calf producers can do to control that. The combination of 
these two factors implies a likelihood that cow-calf producers 

will experience periodic losses due to 
cyclically low calf prices. Cyclically low 
calf prices is the market telling produc-
ers that grass has less value marketed 
through calves at that point.  

Cow-calf producers may be able to 
make some strategic changes to reduce 
the negative impact of cattle cycles.  
To the extent that changes in overall 
price levels can be anticipated, it may 
make sense to allow some adjustments 
in cattle numbers. For example, when 
lower prices are anticipated for a cou-
ple years, it may make sense to cull a 
few extra cows before the price drops.  
Similarly, keeping fewer replacement 
heifers in order sell more calves at high-
er values banks some revenue before 
prices drop. At low prices, having fewer 
cows reduces the annual cow costs at a 
time when calf revenues are low. Extra 
forage may be used for backgrounding 
weaned calves or adding a few stockers 
to utilize forage. Stocker value of gain is 
often higher when cattle prices are low. 
It’s also possible that reduced stocking 
rates for a year or two every few years 
could be good for pasture health. When 
cattle prices are expected to increase, 
additional heifers can be retained while 
prices are lower to build up herd num-
bers for maximum production and sales 
at cyclically high prices. The point is 
that some strategic cost management 
can reduce the cyclical variation in cow-
calf profitability.

Regardless of cattle cycles, annual cow 
cost is likely the biggest factor that pro-
ducers can manage to affect profitabili-
ty. Harvested and purchased feed is the 
biggest component of annual cow costs.  
Pasture and grazing management to ex-
tend grazed forage quantity and quality 
can significantly reduce annual feed 
costs per cow. Pound for pound, hay 
costs 2.5 to 5 times more than grazed 
forage. 
 
Most cow-calf producers sell only once 
or a couple times each year. Risk man-
agement alternatives are somewhat lim-

Continued on next page



ited for cow-calf producers. There are some tactical marketing 
considerations, however. Marketing cattle involves three 
components: establishing price; determining ownership; and 
physical transfer from seller to buyer. These functions may be 
done together or separately. Selling at auction, for example, 
accomplishes all three functions at the same time: cattle are 
priced, the new owner identified; and physical transfer all oc-
cur at the time of sale. Separating these functions can provide 
more opportunity for risk management. Forward contracting 
cattle or selling at video auction establishes price and own-
er earlier, with delivery occurring later. Hedging cattle with 
futures or options establishes an expected fixed or minimum 
price earlier with ownership and physical transfer occurring 
later. Hedging calves with futures or options is somewhat lim-
ited in effectiveness because basis risk may be nearly as much 
market price risk. However, hedging retained calves as feeder 
cattle is often more effective and im-
portant when cattle are owned longer 
and exposed to more price risk.  

Retaining weaned calves for back-
grounding or as stockers has both pro-
duction and marketing considerations.  
Retaining calves changes the timing of 
cattle sales and may help avoid short-
term disruptions in cattle markets.   
However, retaining calves exposes cat-
tle to more price risk and, more impor-
tantly, is a separate production activity.  
This requires consideration of the stock-
er or backgrounding enterprise such as 
value of gain, resource availability and 
the value resources for alternative uses.  

Cow-calf producers should not overlook 
marketing cull cows and bulls. Typi-
cally, cull breeding stock represents 
15-20 percent of total cow-calf revenue.  
Spring calving cows are typically culled 
in the fall at seasonally low prices.  
Thin cull cows in November can make 
money three ways by feeding to Febru-
ary or March. First, cull cow prices will 
typically increase 15 - 18 percent over 
the period. Thin cows will add weight 
as well meaning that you sell more 
pounds sell at the higher prices. Finally, 
thin cows that add body condition with 
more weight may bring a premium as 
higher-dressing cows. Finally, while cull 
cows are not very feed efficient, feeding 
standing dry forage or older hay with 
some supplement may be a good way to 
upgrade the value of medium or lower 
quality forage. 

Derrell S. Peel is the Breedlove Professor of Agribusi-
ness and Extension Livestock Marketing Specialist at 
Oklahoma State University

Continued from previous page
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About the Academy
The Mo Beef Mo Kids Mo Fit (MoBKF) team and Missouri 
Beef Industry Council have selected 10 4-H and FFA mem-
bers across the state to participate in leadership and educa-
tional opportunities, while representing the Missouri Beef 
Checkoff and MoBKF program in their communities. As part 
of their role, academy members will expand program ef-
forts in the lunchroom and classroom, complete the Masters 
of Beef Advocacy, participate in digital media, and create 
outreach plans around beef education and nutrition. An 
outstanding academy participant will be awarded a $1,000 
scholarship. 

MO Beef Leadership Academy
The Next Generation of Leaders in Beef

By Mo Fit (MoBKF) Program

Mo Beef Mo Kids Mo Fit
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About
The Mo Beef Mo Kids Mo Fit (MoBKF) program connects schools and their food service professionals to cattle farmers and ranch-
ers to “beef” up school lunches. Our goal is more beef, more often, while implementing food and nutrition education in the 
classroom.  This powerful partnership highlights the important message and journey of food and nutrition, while adding im-
portant protein to a student’s diet. For more information about the program or to participate, please contact Brandelyn at info@
mobeefkids.com. MoBKF is supported through the beef checkoff and by more than 50,000 Missouri farmers and ranchers.

www.mobeefkids.com

Meet the Team:
Lexi Plackemeier 
Plackemeier is a member of the Silex FFA 
Chapter. Her SAE is a diversified livestock 
operation, consisting of laying hens and 
cattle. Plackemeier breeds and raises her 
own cattle and markets them at the local 
stockyards. 

Kraysen Leonard 
Leonard is a member of the El Dorado 
Springs FFA Chapter. Her SAE project con-
sists of agricultural education and running 
her own agribusiness. She makes her own 
beef sticks and markets them all over 
southwest Missouri. 

Kaleigh Moore 
Moore is a member of the North Callaway 
FFA Chapter. Her SAE consists of beef 
production and small animal production. 
Moore has grown up around beef cattle 
and has been showing since she was eight 
years old. 

Abigail Kleinsorge 
Kleinsorge is involved in both the Middle-
town FFA Chapter and Meddlers 4-H Club. 
Her SAE includes beef production and 
agricultural education. Her family runs a 
cow-calf herd that she picks a steer from to 
show every summer. 

Owen Oesch 
Oesch is a member of the Chillicothe FFA 
Chapter and Sunrise Hustlers 4-H Club. His 
SAE includes forage production and beef 
production. Oesch buys bred heifers, calves 
them out, and sells them. He also finished 
some out every year. 

Shaye Siegel 
Siegel is a member of the Boonville FFA 
Chapter and Prairie Home 4-H Club. Her 
SAE includes beef production and poultry 
production. Focusing on beef, Siegel lives 
on a cow-calf operation and shows cross-
bred market heifers. 

Schyler Angell 
Angell is a member of the Centralia FFA 
Chapter. Her SAE includes beef production 
and agricultural communications. She 
writes a monthly article for The Cattle-
men’s Advocate magazine and runs cow-
calf operation, backgrounding program,  
and livestock market. 

Lydia Reed 
Reed is a member of the Union FFA Chap-
ter and Indian Prairie 4-H Club. She comes 
from a beef cattle and row crop farm, mak-
ing her SAE beef production. Reed’s family 
raises Black Angus cattle that she shows at 
local fairs. 

Carlee Long 
Long is a member of the Paris FFA Chapter 
and Eager Beaver 4-H Club. Her SAE in-
cludes swine production, beef production, 
and agricultural sales. Long’s family raises 
purebred Shorthorn cattle that she shows 
throughout the summer. 

Kyler Stricklan
Stricklan is a member of the Salem FFA 
Chapter. His SAE is beef production and 
farm placement. Stricklan and his family 
raises Black Angus cattle and he works for 
several other farmers on their operations.



September  2020     I     31

When it comes to beef and your health, you can rest easy knowing that along with 
being delicious, beef contains important nutrients that your body needs. In just 
one 3 oz. cooked serving, you’re getting 10 essential nutrients, including about 
half your daily value for protein!

Beef for all Ages

Beef as a first food: For infants and young kids, nutrients such as iron and zinc 
have been identified as critically important in supporting proper growth and 
development. 

Toddler to Teens: The foundation for a lifetime of good health can begin early 
when children and teens start to enjoy a variety of foods. At this life phase, it is 
important to help kids start to eat smart!  Just one 3 oz. cooked serving of beef 
provides protein, iron and zinc, which are often lacking in diets of kids and teens

Adults: Beef’s nutritional package offers nutrients for busy and aging adults. 
Adding more protein to your meals – from foods in the meat and dairy groups, for 
instance – can be a simple way to help manage several age-related health issues. 
One of the most notable benefits of including beef in your diet is its ability to 
build and maintain muscle. As we age, getting the right amount of protein be-
comes increasingly important to fight off diseases like sarcopenia (loss of muscle 
mass), type-2 diabetes and osteoporosis.

Staying in Shape Starts on the Plate
Get your strength from beef

By the Missouri Beef Industry Council and Missouri Cattlemen’s Beef Board

TRENDING NOW

Moroccan Beef and 
Sweet Potato Stew
INGREDIENTS:
•   2-1/2 pounds beef Stew Meat, cut into 1 	
    to 1-1/2-inch pieces
•   3 tablespoons all-purpose flour
•   2 teaspoons ground cumin
•   1 teaspoon ground cinnamon
•   1 teaspoon salt
•   1/4 to 1/2 teaspoon ground red pepper
•   1 pound sweet potatoes, peeled, cut 
    into 1-inch pieces (about 3 cups)
•   1/2 cup regular or golden raisins
•   1 can (14-1/2 ounces) diced tomatoes 
    with garlic and onion
•   Hot cooked couscous (optional)
•   Chopped toasted almonds (optional)
•   Chopped fresh parsley (optional)

COOKING:
1. Combine flour, cumin, cinnamon, salt 
and red pepper in 3-1/2 to 5-1/2-quart 
slow cooker. Add beef Stew Meat, sweet 
potatoes and raisins; toss to coat evenly. 
Pour tomatoes on top. Cover and cook on 
HIGH 4 to 6 hours or on LOW 8 to 9 hours 
or until beef and potatoes are fork-ten-
der. (No stirring is necessary during cook-
ing.) Season with salt, as desired.

Cook’s Tip: For smaller slow cookers, it 
may be easier to combine ingredients in 
a separate bowl before adding to slow 
cooker.

2. Serve over couscous. Garnish with 
almonds and parsley, if desired.

Source: beefitswhatsfordinner.com/nutrition; 
Cattlemen’s Beef Board and National Cattlemen’s 
Association.



32      I     September  2020

Animal welfare isn’t just a concern at a specific 
stage of the beef production cycle, it is import-
ant at all stages making anyone involved in the 
beef production accountable to our consumer.  
One of the ways that we can help to educate 
the consumer on our commitment to raising 
a safe wholesome product is by attending and 
participating in programs like Beef Quality 

Assurance (BQA).  BQA programs started back in the early 80’s 
as a means of reducing drug residues in the meat that we pro-
duce as well as reducing injection site lesions. Since that time, 
there have been many updates and changes as needed by our 
industry to get BQA to where it is today.
  
BQA isn’t just a program to address animal welfare concerns 
of our consumers, it is also an education program to help pro-
ducers get the best benefits out of the vaccinations and pro-
cedures that we apply to  our cattle to ensure the best health 
and performance possible. BQA covers appropriate handling 
of vaccines and medicines that we purchase. Storing these 
products at the appropriate temperatures as indicated on the 
label is critical for achieving the best possible response from 
these products. Mixing products correctly and storing them 
appropriately until we administer them to the cattle. To help 
insure quality, unblemished meat, administer products in the 
injection triangle of the neck, either subcutaneously or intra-
muscularly as indicated by the product label, or in the nasal 
cavity for intranasal vaccines.

Proper needle selection, length and diameter, are also im-
portant to help reduce damage that can be induced by the 
injection of products. Observation of label withdrawal times 
and appropriate route of administration help to assure drug 
residue avoidance, while good record keeping helps to tell the 
story of that animal from birth to harvest. 

Animal handling is also very important when addressing ani-
mal welfare as well as overall performance of our animals. Re-
search has indicated that low stress handling of cattle results 
in lower levels of cortisol, a hormone released by the animals 
as a response to stress. Cortisol can suppress the immune sys-
tem and reduce the response to the very vaccines we are ad-
ministering. Asking cattle to move through a facility that they 
see as a threat can be very frustrating for cattle and producers 
alike. “Forgive me for what I said when we were working 
cattle” is my favorite internet quote, author unknown. By en-
hancing our understanding of cattle movement and handling, 
as well as facility designs, we can reduce the animals stress, 
along with our own, to help produce a better product.

BQA goes even further to look at how to handle those unfortu-
nate animals that we are not able to cure due to injury or ill-
ness. Proper management of recumbent animals and humane 
euthanasia techniques are very important. Transportation is 
also a key event in the animal’s life, and BQA helps to outline 
the safe transport of animals.  

Our generation can continue the production of high-quality 
protein and Better Beef to feed our consumers. BQA is a way to 
help show our commitment to the consumers of our beef that 
we will provide a safe, wholesome product with animal wel-
fare at the fore front of our concerns as well as improve our-
selves with proper production techniques. Any chance to learn 
more about Better Beef production, is an opportunity for you 
to keep the beef industry a primary source of healthy protein 
for our consumers.

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

We hope you can join us in person or online  
for the HPCA 5th Annual Fall Bull Sale!

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

Kenny & Janyce Hinkle nn 14103 E. Summers Rd. nn Nevada, MO 64772 nn KennyHPCA@gmail.com 
www.HinklesPrimeCutAngus.com nn Phone/Fax: (417) 944-2219 nn Kenny’s Mobile: (417) 448-4127  

Trevor Hinkle: (417) 684-1122 nn Blake Baker: (417) 448-4384

When a  When a  
brand isn’ t  brand isn’ t  

just a brand.just a brand.

SellingSelling
	 n	75 BULLS 

n	10 ELITE BRED & OPEN HEIFERS
n	60 HEAD OF SPRING AI BRED HPCA-
INFLUENCED COMMERCIAL HEIFERS  

(from HPCA customers, Arnold Ranch,  
C5 Ranch and Oliver Angus Ranch)

HPCAHPCA

Monday, October 19, 2020 n 12 Noon
At the farm Near  
Nevada, Missouri

55THTH ANNUAL ANNUAL
FALL BULL SALEFALL BULL SALE

Watch the sale and bid live online.
HPCA Inertia S779 19529331

CED: +10 n BW: +0 n YW: +125 
CW: +50 n REA: +0.75 n Marb: +1.24 

$B: +180 n $C: +298

At HPCA, we are focused on making 
sure every PC branded animal that 

leaves our place meets or exceeds the 
expectations of our customers. From 

genetic excellence to customer service to 
the confidence placed in the HPCA family, 

a PC brand isn’t just another brand.
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In a time where uncertainty, lack of normalcy, and numerous 
lifestyle changes exist, one constant is the demand for safe, 
wholesome foods. The beef industry has been here to meet 
this demand for many generations and continues to do so.  
However, some of the factors driving our customers buying 
habits have changed over the generations. Results of recent 
surveys, in the Power of Meat 2020 report, indicates that 
buying decisions of our customer are driven by three main 
categories. The health of the animal, and safety of the product 
they are purchasing, the welfare of the animal they are con-
suming, and the effect on the environment to bring that prod-
uct to their table. As an industry, we can set the course to meet 
all these needs put forth, but to accomplish, we all must work 
together.

When we think about the beef that we raise, our industry or-
ganizations do a remarkable job of communicating the health 
facts of the product we produce to our consumers. Animal 
scientist continue research and demonstrate what the true 
impact, both positive and negative, our industry has on the en-
vironment. But when it comes to animal welfare, it starts right 
at the farms and ranches and continues through the humane 
harvest of our animals truly making it all our responsibility. 
Humanely raising the animals that have been entrusted to 
our care is something we all do; we just need our consumer to 
know that as well.

Better Beef and BQA
Keeping beef a primary source of healthy protein

By Tim Parks for Cattlemen’s News

INDUSTRY NEWS
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Overview
Recent research efforts conducted by the University of Mis-
souri have found success with a new estrus synchronization 
protocol for beef cows. This protocol, 7 & 7 Synch, was found 
to be highly effective both for cows receiving embryo transfer 
(ET) and cows receiving fixed-time artificial insemination (AI). 
Extensive field trials with 7 & 7 Synch at the Southwest Re-
search Center and at other locations around the country found 
improvements in the proportion of cows expressing estrus 
and in the proportion of cows becoming pregnant to embryo 
transfer or to AI.

Introduction
A highly synchronous period of estrus expression allows for 
effective use of technologies such as AI and ET. Many short-
term protocols for control of the bovine estrous cycle reply 
upon an initial administration of exogenous gonadotropin-re-
leasing hormone (GnRH). However, when evaluated among 
cows with no prior synchronization of the estrous cycle, ad-
ministration of GnRH at a random stage of the estrous cycle is 
not successful for inducing ovulation in a substantial portion 
of cows. A portion are simply in a stage of the estrous cycle in 
which the developing follicle does not yet have the capacity 
to respond to GnRH. This presents a challenge for effective 
control of the estrous cycle, as this variation among cows can 
result in reduced proportions of cows expressing estrus. Cows 
that fail to express estrus prior to fixed-time AI have reduced 
pregnancy rates and are more likely to undergo embryonic 
loss compared to cows that express estrus. Cows that fail to 
express estrus are also poorer candidates to receive embryo 
transfer or to receive technologies like sex-sorted semen for 
fixed-time AI.  Therefore, it is critical to generate a fertile and 
highly synchronous period of estrus expression among the 
largest possible proportion of cows receiving estrus synchroni-
zation. 

7 & 7 Synch
Researchers at the University of Missouri have extensively 
evaluated a new estrus synchronization protocol, 7 & 7 Synch, 
as an improved method to synchronize estrus among post-
partum beef cows. Research efforts have included an initial 
data-intensive pilot project, an extensive field trial evaluating 
this approach for synchronization among recipients prior to 
embryo transfer, and an additional extensive field trial evalu-
ating 7 & 7 Synch with fixed-timed AI using both conventional 
and sex-sorted semen. Results indicate a significant increase in 
the proportion of cows expressing estrus following synchroni-
zation and in the pregnancy rates achieved. 

The protocol (Figure 1) begins on Day 0 with prostaglandin 
F2α (PG) administered at the time of CIDR® insertion. On 
Day 7, GnRH is administered, and the CIDR remains in place 
at this time. On Day 14, PG is administered at CIDR removal. 
On Day 17, timed AI is performed at 66 h after CIDR removal 
and PG administration. GnRH is administered at the time of 

7 & 7 Synch
An estrus synchronization protocol for postpartum beef cows

By R.C. Bonacker, C.M. Andersen and J.M. Thomas - University of Missouri- Division of Animal Science

TRENDING NOW

timed AI to non-estrous cows or administered to all cows if 
estrous status is unknown. 

Pilot Project
Prior to any large field trials, researchers evaluated the effect 
of treatments in advance of GnRH administered at the start 
of estrus synchronization (Bonacker et al., 2020a). Admin-
istration of PG followed by treatment with an CIDR was hy-
pothesized to result in increased follicle size at GnRH, thereby 
enhancing response to GnRH and overall response to estrus 
synchronization. With the 7-d CO-Synch + CIDR protocol as a 
reference, four additional treatments were tested. Treatment 
with PG and CIDR in advance of GnRH resulted in significant 
increases in the diameter of the largest ovarian follicle and 
in serum concentration of estradiol at GnRH administration. 
Cows that received PG and CIDR treatment prior to GnRH also 
tended to be more likely to have a single CL at CIDR removal 
and PG, and to express estrus prior to FTAI.

7 & 7 Synch for Embryo Transfer Recipients 
In collaboration with Cross Country Genetics (Westmoreland, 
KS), a large-scale field trial was designed to evaluate the effec-
tiveness of 7 & 7 Synch on producer operations. 7 & 7 Synch 
was compared to the 7-Day CO-Synch + CIDR protocol to syn-
chronize estrus and ovulation among recipients prior to em-
bryo transfer. The trial took place across thirteen locations in 
Missouri and Kansas and included over 1,300 postpartum beef 
cows of varying age, postpartum interval, and body condition 
scores. The proportion of cows expressing estrus and pre-
senting with palpable CL at embryo transfer was significantly 
greater among cows following treatment with the 7 & 7 Synch 
protocol (Table 1).

7 & 7 Synch for Fixed-Time AI
An additional large-scale field trial was conducted to compare 
the 7 & 7 Synch and the 7-day CO-Synch + CIDR protocols for 
synchronization of estrus among postpartum beef cows prior 
to fixed-time AI. To assess field fertility of both sex-sorted and 
conventional semen, half of the cows assigned to each proto-
col received sex-sorted semen (SexedULTRA 4M®) and half 
received conventional semen. The trial took place in eleven 
locations across Missouri and South Dakota and included 
over 1,500 postpartum beef cows of varying ages, postpartum 
intervals, and body condition scores. 7 & 7 Synch significantly 
increased the proportion of cows expressing estrus prior to 
fixed-time AI (Table 2). Additionally, 7 & 7 Synch resulted in 
increased pregnancy rates to fixed-time AI using conventional 
or sex-sorted semen (Table 3). 

Continued on next page



On Monday, Aug. 24, President Trump 
and U.S. Secretary of Agriculture 
Sonny Perdue announced up to an 
additional $1 billion for the Farmers 
to Families Food Box Program. The 
additional funding allows the program 
to continue critical support to farmers, 
distributors, and American families 
in need. The Farmers to Families Food 
Box program has provided more than 
70 million boxes to hungry Americans 
across the country.

“I’m so proud of the people of USDA 
for designing this program in record 
time. With this additional up to $1 
billion in funding, the Farmers to Fam-
ilies Food Box Program will continue 
to save countless jobs, support our 
farmers and move food to where it’s 
needed most,” said Secretary Perdue. 
“As the President said, when a food 
box is delivered to a family, we show 
them that in this country no one is 
forgotten.”

Additionally, USDA announced it has 
begun issuing agreements for distri-
bution of Food Boxes in the upcoming 
third round of solicitations. The first 
two rounds of deliveries began on May 
15th and will run to August 31st. The 
third round will put more emphasis 
on food insecurity by seeking entities 
that provide combination boxes and 
requiring distributors to illustrate how 
they will provide coverage to areas 
identified as opportunity zones, detail 
subcontracting agreements, and ad-
dress the “last mile” delivery of prod-
uct into the hands of the food insecure 
population.

Additional $1 bil-
lion Announced 
for Farmers to 
Families Food Box 
Program 
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Dr. Barry & Roxanne Pollard | Waukomis, Oklahoma
Ranch 580.758.1464 | Keenan Pendley, Cow Herd 405.880.1114

Email: laceyt@pollardfarms.com | www.pollardfarms.com
Ranch located 1 mile east of Hwy. 81 on Wood Road | Visitors Welcome!

See our catalog 
with the September
Angus Journal.®
Also mailed on 
request or online at 
pollardfarms.com 
& mcsauction.com.

incorporated

405.641.6081
matt@mcsauction.com

SALE MANAGER
L.L.C.

23rd ANNUAL FEMALE PRODUCTION SALE
SATURDAY, SEPTEMBER 19, 2020

12 noon at the Ranch near Waukomis, Oklahoma
157 Registered Angus Female Lots…approximately 215 Head

Young Fall Pairs & Heavy Breds | Fall Yearling Open Heifers | Spring Open Heifer Show & Donor Prospects
Donor Dams | Spring Bred Cows with Calves | Spring Bred Heifers

+19276800 | 11/14/2018 | Sire: EXAR Monumental 6056B
Dam: PF 7008 Rita 3531 (by A A R Ten X 7008 S A)

Selling 1/2 interest.

  CED     BW     WW     YW      Doc    Claw   Angle    HP     Milk
    2        3.0       88      168      13       .67      .57     12.9      19

   CW    Marb     RE       $M      $W       $F       $G       $B       $C
   96       .89      .91       34       70      156      67      223     323

8657

+223 $B
+323 $C

19672841 | 1/25/2020 | Sire: VAR Power Play 7018
Dam: SJH Momentum of 33 8018 (by GAR Momentum)

Open donor prospect. Selling 1/2 interest.

  CED     BW     WW     YW      Doc    Claw   Angle    HP     Milk
   –1       5.1      108     185      33       .44      .41     13.2      23

   CW    Marb     RE       $M      $W       $F       $G       $B       $C
   96      1.25    1.20      60       90      140      91      230     358

0065

+230 $B
+358 $C

+19522098 | 8/27/2019 | Sire: V A R Power Play 7018
Dam: PF Blackcap 6145 (by V A R Generation 2100)

Open donor prospect. Selling 1/2 interest.

  CED     BW     WW     YW      Doc    Claw   Angle    HP     Milk
    3        5.0      107     198      32       .63      .54     13.1      30

   CW    Marb     RE       $M      $W       $F       $G       $B       $C
   99       .78     1.11      58       95      138      69      207     326

9560
19520990 | 9/13/2019 | Sire: SydGen Enhance

Dam: HR Blackcap 7716 (by Quaker Hill Rampage 0A36)
Open donor prospect. Selling 1/2 interest.

  CED     BW     WW     YW      Doc    Claw   Angle    HP     Milk
   10       2.9       91      162      19       .53      .42     13.5      34

   CW    Marb     RE       $M      $W       $F       $G       $B       $C
   93       .67     1.26      83       99      141      64      205     349

9620

+162 YW
+349 $C

+207 $B
+326 $C

Conclusion
7 & 7 Synch appears to provide a promising opportunity to enhance 
control of the estrous cycle in postpartum cows. However, use of this 
protocol in virgin beef heifers has not been evaluated in comparison 
to other commonly used protocols. When compared among cows to 
the commonly used 7-Day CO-Synch + CIDR protocol, research noted 
significant improvements in pregnancy rates and in the proportion 
of cows expressing estrus. While 7 & 7 Synch does require one addi-
tional handling of animals and one additional dose of PG, the value 
of the increased pregnancy rates obtained is expected to outweigh 
these costs in most cases.

The 7 & 7 Synch protocol will be added to the Beef Reproduction 
Task Force’s Estrus Synchronization Planner. Producers interested 
in this emerging research are encouraged to contact their AI repre-
sentative or Dr. Jordan Thomas at the University of Missouri (573-
882-1804; thomasjor@missouri.edu) for more information. 

Continued from previous page

For Immediate Release from the United States 
Department of Agriculture
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Between genetic modification, farm automation and pre-
cision agriculture, there is no doubt the crop industry has 
made vast strides in its methods over the years. However, 
when it comes to keeping up with the times, many would 
argue the livestock industry is falling behind. A few midwest-
ern men are ready to change that. 

“Livestock Lens was founded by a group of technologists and 
cattle ranchers,” according to LivestockLens.com. “We are 
excited about bringing the power of new technology to cattle 
ranchers! We are based in Kansas and Missouri, and we take 
pride in our location and heritage.”

Matt Poindexter, one of the three minds behind Livestock 
Lens, is a Harrisonville, Missouri, native and lifetime cattle 
rancher. In addition to his production experience, he has 
worked to build feedlots in both the United States and Russia. 
Currently managing his family cow/calf operation, Poindexter 
knows firsthand the struggles beef producers encounter on 
the daily. 

“We as an industry need to learn 
to be proud of the decisions we 
make on our operations and learn 
to promote them better using 
accurate data,” Poindexter said. 
“Thoughts like this are what lead 
to the development of our prod-
ucts into what we are offering to-
day. Every producer I have visited 
within my life has taken pride in 
every decision they make on their 
operation, from good ones that 
worked well to bad ones that you 
call lessons.”

Poindexter and his team, includ-
ing Manoj George, a master of 
engineering and original founder 
of the company, and Bill Lane, an 
experienced seedstock operator, 
have been researching a solution to simplify all things cattle 
ranching. For three years, they have visited operations, talked 
to producers, attended trade shows and piloted ideas to help 
face their biggest challenges. 

“As a community, we have a wealth of expertise in the live-
stock business in Kansas, Missouri and neighboring states,” 
said Poindexter. “We expect to leverage this expertise to help 
our fellow ranchers improve the quality of our beef and earn 
more from our cattle, in addition to beating back the competi-
tion from ‘fake meat’ promoted by companies on the east and 
west coasts.”

Under the name Livestock Lens, the solution they developed 
comes in many forms. They offer both custom printed ear 
tags as well as regular and ultra-high frequency (UHF). With 
the UHF tags comes the ability to record data received by 
readers mounted at a convenient location. 

“UHF tags are visual identification cattle tags that have a 
high-frequency chip molded into them and do not require 
any batteries,” Poindexter said. “The UHF chip gives us the 
ability to electronically read the tags at distances up to 120 
feet. When implemented with our scanners, these tags save 
the producer time by taking a headcount of the cattle that are 

Livestock Lens
The power of new technology

By Macey René for Cattlemen’s News

TRENDING NOW

present and notifying the user of any animals that are not 
with the herd or have been treated in the last 10 days.

These features are helpful for many reasons. Knowing the 
location, medicinal status and feeding behavior not only of 
your herd, but every individual animal, is information covet-
ed by any producer. Because of these features, the program is 
useful for both cow/calf and background/stocker operations.

“Each chip has a unique 24-digit code,” Poindexter said. “Our 
scanner, which can be mounted in a vehicle or near a chute, 
reads the 24-digit number, links it to the visual identification 
of each animal, and makes an easy-to-read report of what 

was counted. This report is viewed on a tablet we pro-
vide with the counting system.”

In addition, Livestock Lens offers a water counting sys-
tem, which includes a stationary, solar powered version 
of the reader mounted near a watering area. This tracks 
the number of animals visiting each water source in a 
24-hour period. To collect the information, the produc-
er would simply connect to the tablet to download the 
information and search by animal or location. 

Finally, with the purchase of Livestock Lens, a producer 
gets the United States Department of Agriculture’s Pro-
cess Verified Program verification of sires, vaccinations 
and weaning dates; Beef Quality Assurance certification; 
and the Livestock Lens app and all of the records it col-
lects.

For a producer looking to improve record keeping and 
simplify herd management using Livestock Lens, Poin-

dexter has some advice.

“Simply apply one of our ear tags to the animal and record 
it on your phone, tablet or PC using the Livestock Lens App,” 
Poindexter said. “If you’re tagging calves at birth, you can 
easily enter a new visual identification number and assign 
it to the cow. If you are tagging in the chute, you can enter 
information individually or in whole groups by physically 
typing the number, using a 2D barcode scanner, or UHF scan-
ner.”

The ultimate goal of Livestock Lens is a transparent and 
traceable food source, but it will take the effort of the indus-
try and willingness from its producers to make it happen. 

“With everything we have built so far and the operations we 
are working with, it gets us one step closer,” Poindexter said. 
“We are building all of this with the end goal of our compa-
ny having the ability to do a producer to plate traceability, 
but missions like this can only be accomplished in time. It 
all starts with producers who are focused on improving and 
willing to try new options.”

To learn more about Livestock Lens or start to seamlessly 
integrate it into your operation, visit www.LivestockLens.com 

Photo by Matt Poindexter
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ASH GROVE -ASH GROVE - 34 Ac., Hwy 60, located just 
east of Ash Grove w/frontage on 60. All 
open, great visability ................$185,000$185,000
BILLINGS -BILLINGS - 36 Ac. Metzletein Road, great 
location just south of Island Green Coun-
try Club. Great views, pond, small barn & 
corrals ..................................$199,485$199,485
MT VERNON -MT VERNON - 52 Ac., Law. 1181, Interstate 
44 open frontage, mile marker 50, fenced 
rolling cattle pasture w/great views, an 
excellent building site, 2 ponds, corral, 
waterer & well located at dead end road ....  
...........................................$206,500$206,500
MT VERNON -MT VERNON - 60 Ac., Law. 1070, Just off 
exit 38 of I-44. Nice farm ground, good 
fence on 3 sides, small woods .....$207,000$207,000
ADRIAN -ADRIAN - 5 Ac. Commercial lot with office/
shop, great visiability, located on I-49 ......  
...........................................$249,900$249,900
WILLARD -WILLARD - 50 acres, Fr Rd 94, mostly open, 
fenced, Hwy 160’ frontage ............$287,500$287,500
AVILLA -AVILLA - Lillac Rd., 40 Ac., wonderful family 
farm with several barns, great pens and 
corrals, cross fenced, improved pastures, 4 
bedroom home, great setting .......$380,000$380,000
GREENFIELD -GREENFIELD - 66 Ac., Hwy. H, just minutes 
from Stockton Lake, beautiful gently rolling 
farm with 4 bed 2 bath all-brick home, 70x80 
hay barn, 30x42 horse barn, 30x42 shop, 
outdoor arena, multiple paddocks w/sheds, 
4 ponds, 2 wells, 4 waterers ........$385,000$385,000
MARIONVILLE -MARIONVILLE - 32 Ac., Law 1225, 3 bed-
room, 2 1/2 bath stone home, full basement, 
large hay barn, shop, 6 stall barn, fenced 
& cross fenced, private setting, automatic 
waterers, corrals .....................$386,900$386,900
LEBANON -LEBANON - 10 Ac., Hwy 5, stately gentleman’s 
estate w/brick 5,000 sq. ft. w/o basement, 
multiple paddocks, automatic waterers, pond, 
barn, just off I-44 ......... NEW PRICE NEW PRICE $395,000$395,000
MTN. GROVE -MTN. GROVE - Lone Pine Rd, 117 Ac., good 
pasture, fenced & cross fenced, live water, 
good location ........... NEW PRICE NEW PRICE $411,250$411,250
MARIONVILLE -MARIONVILLE - 109 Ac., Law 2145, great 
location, several pastures, well, ponds, 
mostly open, 20x110 barn with concrete 
floor, fenced & cross fenced .......$430,550$430,550
GALENA -GALENA - 160 Ac. Hwy FF, nice open property 
w/open access on FF just west of 265. 3 
ponds, well, corrals, good grass ...$475,000$475,000
BILLIINGS -BILLIINGS - 106 Ac. Hwy 174, great farm w/4 
barns & multiple ponds, mostly open, new 
fence & cross fence, hwy frontage ..$525,000$525,000
PIERCE CITY -PIERCE CITY - 80 Ac., FR 2000, 4 bedroom 
3 bath home, pool, 3 bay garage/shop, cor-
rals, waterers, hay barns, equipment sheds, 
4 ponds .................................$585,000$585,000

tomkisseerealestate.comtomkisseerealestate.com 417.882.5531417.882.5531

BUFFALO -BUFFALO - 78 Ac., Hwy 64, 6 BR, 5 BA, 
finished walk-out basement, 60x60 heated 
shop w/concrete floors, great fencing, pond, 
automatic waterers ..................$620,000$620,000
GROVE SPRING -GROVE SPRING - 280 Ac., Red Barn Rd., hay 
ground & pasture, 14 paddocks, 2 barns, 8 
waterers, 3 ponds, spring .. REDUCED REDUCED $688,000$688,000
ASH GROVE -ASH GROVE - 191 Ac. Law. 2090, nice farm 
w/2 springs & loose creek, hay barn, 2 BR, 
open/wooded combo .................$766,000$766,000
BILLINGS -BILLINGS - 120 Ac. Hwy 174, Great location, 
farm house, large bank barn, corrals, huge 
spring, creek running through, Must See! ...  
...........................................$780,000$780,000
ELKLAND -ELKLAND - 259 Ac., Hwy UU, good pasture 
ground, good fence & cross fence, year 
round creek ................REDUCED REDUCED $854,700$854,700
SENECA -SENECA - 282 Ac., Bethel Rd., nice level open 
ground, pasture or tillable, good fence & 
cross fence, pond, great location $1,057,500$1,057,500
GREENFIELD -GREENFIELD - 537 Ac., nice pastures, pond, 
spring, great balance of open & timber 
ground ............................... $1,288,800$1,288,800
GALENA -GALENA - 365 Ac., Hwy 173, 75% open, good 
pasture, fenced & cross fenced, frontage on 
state hwy, 3 BR manufactured home, several 
barns, corral, waterers, 2 wells, ponds .....  
........................................ $1,249,000$1,249,000
MOUNTAIN GROVE -MOUNTAIN GROVE - Hwy 95, 244 Acres. 
Beautiful cattle farm, 3 BR brick home, all 
open, excellent pasture/hay ground, 3 wells, 
2 ponds, 8 waterers, pipe corral $1,339,000$1,339,000
MTN. GROVE -MTN. GROVE - 432 Ac., Hwy. 60, great 
cattle ranch, 2 pipe corrals, fenced & cross 
fenced, automatic waterers, several ponds, 
hay barns ............................ $1,895,000$1,895,000
MILO -MILO - 632 acres, Hwy. EE, 70’x48 cattle 
barn, equip shed, machine shed, waterers, 
fenced & cross fenced w/exc. pasture & hay 
ground, 9 ponds, 2 acre lake .... $1,900,000$1,900,000
MTN. GROVE -MTN. GROVE - 592 Ac., Williams Rd., very 
conveniently located w/frontage on Hwy 60, 
great pipe corrals, shop, commodity barn, 
over 1,000 bale hay storage, great grass, 
mostly open, brick home ......... $2,985,000$2,985,000
OZARK -OZARK - 432 Ac., Kentucky Rd., beautiful roll-
ing pastures, fenced & cross fenced, several 
ponds & waterers, pipe corrals, livestock 
barns, hay barns ...................... $3,240,000$3,240,000
FLEMINGTON -FLEMINGTON - 1267 Ac., Hwy. 83, hay barns, 
livestock barns, pipe corrals, 3 irrigation 
wells, 5 regular wells, 370 tillable acres, 
good pasture, office............... $4,117,750$4,117,750

SOLDSOLD

UNDER CONTRACTUNDER CONTRACT
UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT

UNDER CONTRACTUNDER CONTRACT
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Even though farmers faced real challenges this year in finding 
a window of opportunity to harvest quality forage, the labo-
ratory results show it was possible for some to make amazing 
hay and haylage, especially for a few farmers taking part in 
recent the Ozark Empire Fair hay show.

The 2020 Ozark Empire Fair hay show attracted 40 entries 
made up of an interesting mixture of dry hay and haylages.

Happy with haylage production
Groves View Dairy, Billings, Mo., topped the alfalfa haylage 
category by scoring a relative forage quality of 276. The alfalfa 
variety was WL 357, cut April 19. It scored 75.6% on total di-
gestible nutrients (TDN) and 0.79 on net energy lactation (NEL) 
with 19.7% crude protein (CP).

The 276 RFQ was one of the highest recorded at the Ozark 
Empire Fair hay show. Groves View entered a second alfalfa 
haylage — same variety, different field — that had an RFQ of 
264. Those two were named champion and reserve champion 
in the haylage division of the show.

Other class winners in the haylage division competition were 
Fire Sweep Ranch, Verona, Mo., which had a fescue with a 
RFQ of 107. Jerry Staiger of Billings, Mo., entered an alfalfa-or-
chardgrass third cutting that scored 195, and Moennig Dairy 
from Pierce City, Mo., topped the annual grass competition 
with wheat haylage that scored 132 RFQ.

Dry hay results
The competition in the dry hay division was equally stiff. The 
champion came from the legume class entered by Glenn and 
Toni Obermann, Monett, Mo. The entry was a fourth cutting of 
alfalfa, Pioneer Low Lignin variety, with a RFQ of 221, TDN at 
68.19% and CP of 23.2%. The Obermanns have had the cham-
pion hay in six of the past 11 years.

Other class winners included: cool-season grass, Fire Sweep 
Ranch, RFQ 124; warm-season grass, Lindell Mitchell, Seligman 
Bermuda with a 124 RFQ; grass-legume mix, Glenn and Toni 
Obermann, RFQ 160.

Contest rules and regulations
This was the 35th Ozark Empire Fair hay show, which is co-
ordinated by University of Missouri Extension. All hay sam-
ples are collected by extension field specialists and analyzed 
through Custom Laboratory, Monett. All entries must be raised 
in Missouri and harvested in 2020.

Placings are solely based on the RFQ numbers, which include 
TDN and neutral detergent fiber. The latter helps estimate dry 
matter intake. A 100 RFQ is designed to be equivalent to fully 
mature alfalfa.

Extension has prepared a booklet that gives details of all 40 
test results, as well as a historical review of the various classes 
of hay and averages dating back to 1985.

The booklets and the champion hay and haylage will be on dis-
play in the FFA building at the fair. Contact your nearest MU 
Extension office for a booklet or how to get a copy online.

Top Hay Growers Honored at Ozark Empire Fair
Alfalfa and grass hay producers have kept the competition going strong for more than 30 years

Source: University of Missouri Extension

INDUSTRY NEWS
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Mount Vernon, MO - The Southwest Missouri Cattlemen’s 
Association will hold their annual fall tour on September 12. 
This years event will be in the Halltown vicinity of eastern 
Lawrence county.

The tour begins at 1:30 p.m. at Blue Silo Beef, one mile south 
of I-44 on Highway O at Halltown. The hosts will be Kassi 
and Ian Glassman. They own 330 acres and run a Simmen-
tal-based cow herd of just over 100 head. They attended a 
grazing school and are utilizing the management intensive 
grazing practices from the school. Their cow herd is split with 
two-thirds spring calves and one-third fall calves.

The interesting story they tell is how they’ve switched from 
selling breeding stock to selling their animals as beef. They 
utilize their small feedlot to develop conventionally, grain-

From the University of Missouri Extension
fed beef and market it in a variety of ways. They even have 
opened their own shop on the farm. They strive for consisten-
cy in the beef they produce.

The second stop is north of Halltown to visit Nathan and 
Taylor Isakson’s fall-calving, low-input operation. Using five-
acre pastures and power fencing their goal is to only feed 
hay about 30 days in the winter. They have a custom baler 
harvest their hay, or they buy if necessary. They rent the 160 
acres from his grandmother with intentions of buying it.

Nathan focuses on fertilizer and herbicides to develop ade-
quate pasture. He markets his calf crop in late June through 
Joplin’s value-added sale. His herd is composed of Show-Me-
Select heifers, and he’s setting up last falls heifer calves to sell 
at the May, 2021 Show-Me-Select bred heifer sale at Joplin.

The last stop is just south a 
couple of miles to Jerry and 
Judy Crownover’s. Their 90-
cow herd calves in the late 
winter and spring of mostly 
Red Angus purchased from 
the Show-Me-Select bred 
heifer sale. He breeds them 
to Beefmaster bulls and one 
Shorthorn bull.

As with the previous stop, he 
sold his hay making equip-
ment and buys what he 
needs. His forage program 
is built around Kentucky 
31 fescue, white clover and 
lespedeza. He says he used to 
run 200 “cheap” cows, but as 
he slows down, he’s found it’s 
better to buy the good, bred 
heifer.

Twice a year he has a custom 
cowboy crew come in and 
work the calves and cows.

This year’s tour showcases 
smaller operations with each 
of the three being cost-con-
scious. Area cow-calf produc-
ers should find many items 
useful to them whether they 
have the average, one-bull 
cow herd or a much larger 
operation.

The tour is jointly sponsored 
by the Cattlemen and Uni-
versity of Missouri Exten-
sion. Due to COVID-19, social 
distancing will be practiced 
as much as possible and 
face masks are encouraged. 
Should the tour need to be 
cancelled, sufficient notice 
will be given. You may also 
contact the Extension Center 
in Mt. Vernon, 317-466-3102 
for details.

INDUSTRY NEWS

Southwest Missouri Cattlemen’s Tour Planned



CONNECT WITH US:

Selling: Spring 2020 Heifers • Fall 2019 Heifers • Bred Heifers   
• Pregnancies • Spring & Fall Calving Cows • ANGUS BULLS

JAC’S CATTLE RANCH, LLC
P.O. Box 1490 • Bentonville, AR 72712
(479) 273-3030 • Fax (479) 273-5275

Pat Haley (479) 366-1759
Chip Moore (479) 206-3150

pat.jacs@yahoo.com  
www.jcsranch.com

JAC’S RANCHJAC’S RANCH

The The 
Tradition Tradition 

Continues...Continues...

32nd Annual Production Sale32nd Annual Production Sale
SATURDAY  SATURDAY  OCTOBER 3OCTOBER 3RDRD    NOONNOON

517.546.6374
www.cotton-associates.com

&

Sale Managed by:
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Southwest Missouri Cattlemen’s TourSouthwest Missouri Cattlemen’s Tour
September 12, 2020 - 1:30 PM

Features:
•  Controlled Grazing 
   Ideas
•  Small Feedlot
•  Beef Marketing 
   Direct to Consumer
•  Less Than 100  
   Cow-Operations
•  Show-Me-Select 
   Cow Herds
•  Buying Hay
•  Stockpiling Winter 
   Pasture
•  Hired Cowboys
•  Beginning & 
   Senior Operations

Everyone Is 
Welcome!

Presented by the 
Southwest Missouri 
Beef Cattlemen’s 
Association and 
University of Mis-
souri Extension.

Social-distancing 
will be practiced and 
masks are encour-
aged.

Details call:
417-466-3102

Tour Begins – 
Blue Silo Beef – Ian and Kassi 
Glassman, Halltown – 1 mile south 
of I-44 on O Highway. Watch for the 
Blue Silo sign.

Second Stop – Nathan and 
Taylor Isakson, 20706 Lawrence 
2022 - nearby.

Third Stop – Jerry and Judy 
Crowner, 3096 Lawrence 1220.



Many in the beef business were confused with USDA late last 
year. That’s because the agency pulled down the timeline 
it had just posted for what it was going to accept as official 
identification under the animal disease traceability (ADT) 
program. Turns out, according to Greg Ibach, USDA under 
secretary for marketing and regulatory programs, it was 
done at President Trump’s request.

Speaking at the Cattle Health & Well Being Committee meet-
ing during the recent Cattle Industry Summer Meeting in 
Denver, Ibach said, “The President asked us to make sure that 
when we’re changing long-standing policy, that we do a no-
tice and comment period. So we pulled those back to be able 
to introduce a notice and comment period to allow [people] 
in the cattle industry to be able to respond to that.”

USDA’s Animal Disease Traceability Program Moves Ahead
Here’s the true story of how USDA actually found the Cow that Stole Christmas and why robust disease traceability is important

By Burt Rutherford - reprinted with permission from Beef Magazine

TRENDING NOW

So, on July 16, USDA published a Federal Register notice and 
opened a comment period. The Federal Register noticed 
asks two things, said Alex Turner, assistant director, animal 
disease traceability with USDA’s Animal and Plant Health In-
spection Service. “The first thing is should USDA switch from 
what we currently have for accepted official ID to RFID only. 
And secondly, what timeline should we use to do that?”

The comment period ends on October 5. Click here to go to 
the Federal Register notice and make comments. “We are, 
as ADT staff, reviewing those comments as they come in, 
because we want to make sure on October 6, we don’t have 
thousands and thousands of comments [we haven’t read],” 
Turner told the committee.

In the meantime, based on what he learned as he traveled 
around cattle country, USDA isn’t standing still regarding 
animal disease traceability, Ibach said. 

“USDA is making calfhood bangs vaccination tags, EID tags, 
available for the replacement herd, as those heifers are iden-
tified for those of you who still bangs vaccinate. We’re also 
making some non-program tags be available for use in the 
replacement herd as well,” he said.

“And we have also continued to make the metal tags avail-
able for the older cattle that are still in the herd that you feel 
you need to have official ID. And finally, we’re not going to 
phase those tags out at the end of the transition period. We’re 
going to allow those to stay in the animals as official ID.”

Internally, USDA is working to meld its various software 
programs so they all talk to each other. That will give USDA 
the ability to more quickly interact with an animal ID and 
know its history. “That’s going to help us convert to electron-
ic health certificates and work with the states better,” Ibach 
said.

Why all the interest in modernizing animal disease trace-
ability? It goes back to the Cow that Stole Christmas and the 
remarkable number of animal disease incidents that USDA 
and state veterinarians deal with. 

Looking back to the years between 2013 and 2016, Turner 
said USDA and various states have had thousands upon thou-
sands of disease investigations covering all three species. 
Often those are periodic outbreaks, like the vesicular stoma-
titis outbreak currently spreading throughout cattle country. 

Continued on next page

Photo by Burt Rutherford
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31517 Vera Rd | Paxico, Kansas 66526
NextGen Office    785-560-4444

www.NextGenCattle.com

Derek Thompson | 785-213-1753
Owner | derek@nextgencattle.com

Mike Hurla  | 785-207-2360
Owner | mike@nextgencattle.com

Bill Pendergrass | 210-464-6002
Director of Genetics & Breeding

Doug Husfeld | 830-998-2023
Director of Marketing

Mark Sebranek | 620-805-1978
COO NextGen Cattle Feeding Request a Catalog Today!Request a Catalog Today!

THE EVENING PRIOR JOIN US FOR THE FEMALE FEATURE 
3 03 0     E L I T E  E L I T E  B E E F M A S T E RB E E F M A S T E R   F E M A L E SF E M A L E S  

OfferingOffering

3rd Annual 

Production Sale
SEPTEMBER 26, 2020
10 am | nextgen ranch

paxico, kansas

 Sale Manager:  Bruce Robbins • 210-861-5136
 Sale Consultant: Mike Green • 979-229-6563

NG 1849FNG 1849F  Top 1% WW, YW, $T, $M, REA
McAlester SonMcAlester Son

CJ 1857CJ 1857  Top 1% WW, YW, AFC, $T, $M
Homo Polled • Homo BlackHomo Polled • Homo Black

NG 0999GNG 0999G    Top 5% BW • 6% CE
Rio Easy SonRio Easy Son

250 BEEFMASTER & 250 BEEFMASTER & 
CHAROLAIS BULLSCHAROLAIS BULLS

& A GREAT SET OF  & A GREAT SET OF  
COMMERCIAL HEIFERSCOMMERCIAL HEIFERS

That’s important because VS closely re-
sembles foot-and-mouth disease and it’s 
critical to know the difference and know 
it quickly.

“If we have a good traceability system 
in place, that really helps the regulato-
ry officials respond more quickly and 
respond more completely and to get 
that response done so that not only do 
we find the sick animals and are able 
to diagnose them, but we find out who 
has the healthy animals that weren’t 
exposed, “Turner said. “We can rule out 
you folks who have healthy herds…and 
get you back to business as soon as possi-
ble with minimal interruption when you 
have a disease in your area.”

Then there was the Cow that Stole Christ-
mas and the old-fashioned gumshoe 
investigative work that ultimately identi-
fied the animal with the first case of BSE 
in the country. “At the time, that trace 
took roughly four days before we could 
prove beyond a shadow of a doubt that 
the cow was actually a cow from Cana-
da that was slaughtered in Washington 
state,” Turner said.

And how that identification fully hap-
pened is an incredible story. “It actually 
took a USDA veterinary medical officer 
going through hides that were collect-
ed from that week’s slaughter run and 
matching it up. Because part of the trace-
ability of that animal was the original 
owner had a seedstock Holstein opera-
tion and he had pictures and registra-
tion papers of all his cattle and he had a 
Polaroid picture of that hide.”

So identifying an animal that cratered 
the cattle market and essentially shut 
down beef exports from the U.S. came 
down to looking at hide after hide after 
hide and comparing those with a Pola-
roid picture.

We can do better than that. Way better.

Indeed, for the future of the beef busi-
ness, we have no alternative other than 
to do way better than that.

Continued from previous page
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MARK YOUR CALENDAR! 
Cow and Bull Sale  I  Thursday, Oct 29th @ 4:30 PM
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21ST ANNUAL

Cattlemen’s Classic
GOLF TOURNAMENT

LONGEST DRIVE CLOSET TO THE PIN

a Marsh & McLennan Agency LLC company

LONGEST PUTT

CHEER CARTS & HOLE IN ONE CONTEST

Thank you to our HOLE SPONORS

Steven Haskins, Agent
1901 E 32nd St Ste 16

Joplin, MO 64804

BIG
NICKEL
BIG
NICKEL

TOP RAIL
FENCING

Mt. Vernon, Mo. Area

Mike 
Cantrell

 Thank you from Bailey & Tia 
to all the players and sponsors 

for making the foundation successful!
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print marketing • web design 
photography & video • branding

www.ruralroutecreations.com
 

Senior and Family Sessions
www.ruralroutephotography.com

On August 28, 43 Missouri students visited Joplin Regional Stock-
yards. During our time there, students were able to learn about the 
history of the operation and the path taken to make JRS what it is 
today. 

The students listened to Skyler 
Moore, son of Jackie Moore, and 
Mark Harmon, about daily op-
erations at the yards and how 
each segment of the yards works 
together throughout the week. 
Moore spoke about the variety 
of services that the yards offers, 
including their comingled sales 
that offer smaller producers a 
prime sale spot each week. Moore 
shared with the group about 90% 
of the cattle sold at JRS each week 
are owned by producers with 
moderately sized herds and the 
comingled sales allow opportuni-
ties for these producers to earn 
top dollar for their cattle. 

Harmon has worked alongside 
the Moore family for many years 
and shared a first-hand account 
with attendees how hard work 
and passion can carry a dream. 
He also shared several philoso-
phies about life with the students 
including the value of a person’s 
time and taking advantage of any 
opportunity that comes their way.

Donnell Kleiboeker, one of the 
Missouri Beef Industry Council 
interns, was also in attendance. 
He spoke about the work that 
MBIC does to drive beef demand 
in Missouri. Harmon sits on the 
board and assisted Kleiboeker 
with conversation regarding 
ways to engage students in Mis-
souri. Both expressed interest in 
hearing from students regarding 
better ways to engage with young 
cattle industry members. 

Joplin Regional Stockyards has 
been a major supporter of youth 
programs in Missouri for many 
years and continuously encour-
ages young industry members 
to stay involved. As president of 
our junior association, I want to  
thank them for their dedication to 
our industry and for allowing us 
to spend so much time at JRS this 
weekend.

2020 Youth Industry Tour Visits 
Joplin Regional Stockyards
By Lauren Gilbert, Missouri Junior Cattlemen’s Association President 

INDUSTRY NEWS



Listen to 
WEEKLY MARKET REPORTS 

www.joplinstockyards.com

44      I     September  2020     

Trent Johnson 
Kansas
620-228-1463

Larry Mallory 
Missouri
417-461-2275

Chris Martin 
Kansas
785-499-3011

Mark Murray 
Oklahoma
918-930-0086

Kolt O’Brien 
Kansas
620-724-0980

Blain Parrish 
Texas
254-679-9427

John Parrish 
Texas
254-679-1259

Jason Pendleton 
Missouri
417-437-4552

Nathan Ponder 
Oklahoma
636-295-7839

Kenneth E. Rolston II
Texas
806-685-0540

Jim Schiltz 
Missouri
417-850-7850

Jr. Smith 
Arkansas
870-373-1150

Don Stuckey 
Oklahoma
580-254-1476

Delbert Waggoner 
Kansas
620-583-9483

Brandon Woody 
Missouri
417-827-4698

Troy Yoder
Oklahoma
918-640-8219

Bailey Moore 
Missouri   

417-540-4343

Jackie Moore 
Missouri 

417-825-0948

Skyler Moore
Missouri 

417-737-2615

Matt Oschlaeger
Video Production

417-825-0948

Rick Aspegren 
Missouri

417-547-2098

Sam Boone
Okla./Texas 

940-235-9668

Luke Carr
Kansas

620-205-6940

Rick Chaffin 
Missouri

414-849-1230

Jarrett Corn 
North Texas 

806-543-1319

Tim Durman 
Missouri

417-438-3541

Pat Farrell 
Kansas 

417-850-1652

Nick Flannigan 
Missouri

417-316-0048

Fred Gates 
Missouri

417-437-5055

Jim Hacker 
Missouri

417-328-8905

Bryon Haskins 
Kanasas/Mis-

souri
417-850-4382

JW Henson 
Missouri

417-343-9488

Matt Hegwer 
Missouri 

417-793-2540

Contact one of our field 
representatives today!



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

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

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

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

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

KKOW  860 AM   
Monday & Wednesday

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

KRMO  990 AM   
Monday-Friday

 9:55-10:05 a.m.

KRMO  990 AM   
Monday, Wednesday, Friday

Noon Hour

KRMO  990 AM   
Tuesday & Thursday

Noon Hour

Outlaw  106.5 FM   
Monday & Wednesday

11:45 a.m.

TUNE IN TO THE JRS MARKET REPORT
Market Recap: Feeder Cattle Auction
August 31, 2020    I   Receipts 5751    

Special Note: Joplin Regional Stockyards will be closed Monday, September 7, 
2020 in observance of the Labor Day holiday.

***CLOSE*** 
Compared to last week, steer calves and yearlings steady, except yearlings over 
800 lbs weak to 2.00 lower, heifer calves steady to 3.00 higher. Demand moderate 
to good, supply moderate. Supply included: 100% Feeder Cattle (53% Steers, 0% 
Dairy Steers, 42% Heifers, 5% Bulls). Feeder cattle supply over 600 lbs was 56%.

Feeder Steer:  Medium and Large 1  300-400 lbs 173.00-190.00; 400-500 lbs 

160.00-170.00; 500-600 lbs 150.00-161.00; 600-700 lbs 141.00-158.00; 700-800 

lbs 138.00-150.00; 800-900 lbs 129.00-139.00.  Medium and Large 1-2 300-

400 lbs 152.00-165.00; 400-500 lbs 144.00-159.00; 500-600 lbs 140.00-155.00; 

600-700 lbs 141.00-151.50; 700-800 lbs 131.00-144.00; 800-900 lbs 120.00-

134.50; 900-1000 lbs 119.50-124.00.

Feeder Heifers Medium and Large 1  300-400 lbs 147.00-153.00; 400-500 lbs 

142.00-155.00; 500-600 lbs 140.00-150.00; 600-700 lbs 134.00-145.00; 700-800 

lbs 125.00-134.50.  Medium and Large 1-2 300-400 lbs 132.00-142.00; 400-

500 lbs 130.00-143.00; 500-600 lbs 129.00-143.00; 600-700 lbs 126.50-142.00; 

700-800 lbs 121.00-131.00; 800-900 lbs 106.00-124.00.

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

MARKET WATCH
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• 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
David Innes, General Manager (573) 789-5703

Jennifer Russell Sales & Marketing 
(573) 721-5512

Since 1942

MEAD FARMS

Quality Angus, Hereford, Charolais and Red Angus Genetics!
500 HEAD SELL!500 HEAD SELL!

FALL PRODUCTION SALEFALL PRODUCTION SALE
Saturday • Noon 

October 24, 2020

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

7878THTH  
ANNUALANNUAL MEAD FARMSMEAD FARMS

Mead_10_20_JoplinReg_2.indd   1Mead_10_20_JoplinReg_2.indd   1 8/31/20   11:56 AM8/31/20   11:56 AM



www.stockmanship.com • 417-719-4910

Introducing:

Smile and Mean it
the Bud & Eunice Williams Story

HIMMERICH
CROP CARE  LLC
Custom Spraying

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

Specializing

Call for free estimate.
David Himmerich
417.389.1740

SPRAYING STOCKMANSHIP

CONSTRUCTION

CATTLE
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SEED

Available Small Square Bales of Caucasian 

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

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

FINANCING

stockmanship.com • 417-719-4910

Order your book today!
Proper Livestock
Marketing 101

by Bud Williams

stockmanship.com
417-719-4910

Order your book today!

8134 E. State Hwy C, Strafford, MO 65757

417-736-2125

GENETIC SERVICES

INTERESTED IN 
ADVERTISING HERE?  

Contact Mark Harmon  
for more information!

markh@joplinstockyards.com  

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

I-44 and Exit 22  I  Carthage, Missouri

417.548.BEEF417.548.BEEF

WWEE  SSEETT  TTHHEE  MMAARRKKEETT

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

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

P Trime
IME

DOWNLOAD 

JRS MOBILE 

APP TODAY!

Kyle Newbold
 Financial Advisor, Edward Jones

766 US Highway 60 E • Republic, MO 65738
Phone: 417-233-1430 • Fax: 877-865-6656

kyle.newbold@edwardjones.com

Looking for the RIGHT financial advisor? 



Kyle Newbold
 Financial Advisor, Edward Jones

766 US Highway 60 E • Republic, MO 65738
Phone: 417-233-1430 • Fax: 877-865-6656

kyle.newbold@edwardjones.com

Looking for the RIGHT financial advisor? 

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

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

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

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

Est. 1970Est. 1970

Are you prepared for the Certainty of Uncertainty?

COMPLETE ESTATE PLANSCOMPLETE ESTATE PLANS
FARM LLCsFARM LLCs

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

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

should not be based solely upon advertisements.

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



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

MFA Incorporated

MFA 
Mineral Sale

M F A  F E E D

www.mfa-inc.com

Protect your herd’s health 
with Ricochet mineral. 

For information on MFA mineral supplements, contact your local 

MFA Agri Services, or call (573) 876-5473.

Ricochet FesQ Max: Mineral 
supplement for cattle

•	 Vitamin	fortified	for	improved	animal	health;	covers	animal’s	dietary	vitamin	requirements

•	 Supplies	essential	minerals	of	high	bio-availability:	calcium,	phosphorus,	magnesium,	sodium,	
selenium,	iodine,	zinc,	manganese,	copper,	cobalt;	covers	animal’s	mineral	requirements

•	 Medicated	for	control	of	anaplasmosis	for	improved	animal	health

•	 Options	available:	nonmedicated,	with	CTC,	and	with	Methoprene	IGR/CTC	(an	effective	
pesticide	to	reduce	the	pressure	of	hornfly	predation)

•	 Flavored	for	good	acceptance,	consistent	intakes

•	 Uses Rain-Off® technology	to	reduce	weather	damage	to	exposed	product

•	 Uses Shield™ Technology	to	improve	colostrum	quality	and	production	and	
stimulate	the	animal’s	immune	response

•	 Uses	essential	oils	that	have	been	shown	to	improve	animal	performance	
grazing	fescue	pastures

•	 When	Ricochet	is	used	as	a	yearlong	mineral	program,	it	has	high	enough	
magnesium	levels	to	prevent	grass	tetany

Now	through	
November	27!
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