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HEAVY DUTY ADJUSTABLE ALLEYWAYS & CROWDING TUBS

PIPE FENCING MATERIALS

Sucker Rod New & Used Pipe Precut Posts

SUPERIOR GATES
PIPE BUNKSOK Brand • Sheffi eld

Stay Tuff • Red Brand 
Chicago Heights

WIRE FENCE & T-POSTS

ALSO STOCKING
Top Rail - New & Used

Continuous Fence
Cable Fence Supplies
Caps, Clips, Hardware

Cattle Guards
Structural Steel

Culverts
Rebar

& More
DELIVERY AVAILABLE
417.358.5555

EXIT 22 OFF I-44

Just west of 
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Stockyards

Now Stocking Wire Fence &T-Posts

5, 6, & 7 Bar
Heavy Duty Gates
Custom Sizes, 

Latches or Hinges
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Jackie

ARKANSAS
Dolf Marrs: Hindsville, AR
H(479)789-2798, M(479)790-2697
Billy Ray Mainer: Branch, AR
M(479)518-6931
CATTLE RECEIVING STATION
Jr. Smith: Melbourne, AR
M(870)373-1150
Kent Swinney: Gentry, AR
M(479)524-7024
KANSAS
Colby Flatt: Liberty, KS
M(620)870-9100
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
Chester Palmer: Miami, OK
H(918)542-6801, M(918)540-4929
CATTLE RECEIVING STATION
Nathan Ponder: Afton, OK
M(636)295-7839
John Simmons: Westville, OK
M(918)519-9129, M(417)310-6348
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
Sherman Brown: Marionville, MO
H(417)723-0245, M(417)693-1701
John Bussey: Neosho, MO
M(417)592-4891
Joel Chaffin: Ozark, MO
M(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
Office (417)235-4088
Jacob Duncan: Nevada, MO
M(417)321-3339
CATTLE RECEIVING STATION
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

MISSOURI 
Fred Gates: Seneca, MO
H(417)776-3412, M(417)437-5055
John Guenther: Verona, MO
M(417)-388-0399)
Brent Gundy: Walker, MO
H(417)465-2246, M(417)321-0958
Dan Haase: Pierce City, MO
M(417)476-2132 
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
Joe David Hudson: Jenkins, MO
H(417)574-6944, M(417)-342-4916
Steve Hunter: Jasper, MO
H(417)525-4405, M(417)439-1168
Larry Jackson: Carthage, MO
M(417)850-3492
Jim Jones: Crane, MO
H(417)723-8856, M(417)844-9225
Kelly Kissire: Anderson, MO
H(417)845-3777, M(417)437-7622
Larry Mallory: Miller, MO
H(417)452-2660, M(417)461-2275
Kenny Ogden: Lockwood, MO
H(417)537-4777, M(417)466-8176
Jason Pendleton: Stotts City, MO
M(417)437-4552
Charlie Prough: El Dorado Springs, MO
H(417)876-4189, M(417)876-7765
Dennis Raucher: Mount Vernon, MO
M(417)316-0023
Russ Ritchart: Jasper, MO
M(417)483-3295
Lonnie Robertson: Galena, MO
M(417)844-1138
Alvie Sartin: Seymour, MO
M(417)840-3272
CATTLE RECEIVING STATION
Jim Schiltz: Lamar, MO
H(417)884-5229, M(417)850-7850
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

OFFICE: (417)548-2333
Sara Jacot
VIDEO CATTLE PRODUCTION
Matt Oschlaeger: Mount Vernon, MO
M(417)466-8438

Field Representatives

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

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

ON THE BLOCK
e’ve started off the 

new-year pretty 
good. Some fat 

cattle were 
shipped out of the 
feedyards over the 
holiday break, cre-
ating a little bit of 
room. However, that 
is disappearing fast. 
Most of feedlot country 
is muddy, making it a little 
difficult to get cattle in. 

With the turn of the new-year, 
we’ve seen prices trend a little 
higher. Our value-added sale 
on Jan. 3 brought prices $5 to 
$10 higher from where we end-
ed last year. And, we sold more 
than 13,800 head in our Jan. 7 
feeder sale with a good market. 
Cattle that have been weaned 
and vaccinated tend to sell bet-
ter than others with the weath-
er situation. Any cattle that 
weigh below 600 pounds that 
are suitable for grazing are go-
ing to be high. Those cattle com-
ing to market in thin flesh sure 
have a lot of value right now. I 
expect feeder cattle above 650 
pounds to continue a typical 

January trend and struggle to 
hold their own. 

Slaughter cows were 
$5 to $7 higher in a 
typical holiday mar-
ket for our first sale 
of the year. We’re 
all in the same boat 

wondering whether 
or not we have enough 

feed to get us through win-
ter. In reality, the slaughter cow 
and bull market will likely be 
a struggle through spring. The 
stock cow market is good with  
better quality replacements 
selling for $1,500 or $1,600. 

Our Jan. 3 Prime Time Livestock 
Video Sale was really good, es-
pecially on the cattle bound for 
January delivery. Plenty of op-
portunity is available for the 
video program option to help 
you manage your risk, espe-
cially if you have some feed on 
hand. 

Bring on the sunshine and dry 
up this mud! Happy New Year! 

Good luck and God bless.



4 JANUARY 2019 www.joplinstockyards.com

About the Cover
Happy New Year from all of us at Joplin Regional Stockyards! 
Discover how you can manage your risk with our Prime Time 
Livestock Video program. —Cover photo by Jillian Campbell.
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Cattle
Receiving
Stations

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

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

MISSOURI
Jared Beaird
Ellsinore, MO
573.776.4712
Jacob Duncan
Nevada, MO
417.321.3339
Kenneth & Mary Ann Friese
Friedheim, MO 
573.225.7932
J.W. Henson / Rick Aspergren
Conway, MO
J.W. — 417.343.9488
Rick — 417.547.2098
Alvie Sartin
Seymour, MO
417.840.3272

FIND ONE NEAR YOU!

Stations

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

ON TARGET

Calving Season Tweaks
Take all factors into account in herd management
Story by Justin Sexten

SOMO Farm & 
Ranch Supply 

2850 W. Kearney l  Springfield, MO
417.865.0312

Kelly 
Smith

Territory Manager
417.855.9461

Hirsch Feed & 
Farm Supply 

1400 Nettleton  l  Thayer, MO
417.264.7616

Call these distributors for the name of  your nearest dealer:

We’ll state the obvious – your cattle need extra protein 
and you need predictable intake.

Introducing CrystalBlox™, a new patented block form combining the 
controlled, predictable intake of a CRYSTALYX® low moisture block 

with the cost-effectiveness of a compressed block, featuring distiller’s 
dried grains with solubles. CrystalBlox™ works in a wide variety of 

feeding situations where protein delivery is a priority.

The best of both.

BENEFITS OF CRYSTALBLOX:

• Palatable and predictable intake 
characteristics of CRYSTALYX®

• Cost effectiveness and increased  
intake range of compressed block form

• Patented technology

• Ability to deliver a wider range of 
supplemental protein

• Incorporates Bioplex® trace minerals  
for increased bio-availability

crystalblox.com  l  833-405-6999OPTIONS AVAILABLE

Blueprint® and Bioplex® are 
registered trademarks of Alltech.

• Features exclusively Bioplex® organic trace minerals

• Bioplex® organic complexes resemble those found in nature

• Blueprint research supports enhanced beef cow-calf immunity and fertility

inter came early 
for much of cow-

calf country, and now 
calving season is at the 

gate. Even those who call it 
spring calving often start in 
January, but if you’re not out 
checking a heifer, this is a 
good time of year to catch up 
on reading. Calving dates and 
herd housing options were 
explored in a 2019 Nebraska 

Beef Report article by Terry 
Klopfenstein and others. They 
evaluated March, June or 
August calving dates on the 
range, or two July calving sys-
tems in year-round confine-
ment or in semi-confinement 
with grazed corn stalks from 
fall to April weaning. Even if 
none of these models fit your 
operation, the production and 
cost principles they illustrate 

can help develop a system that 
does match your resources.

Confinement for beef cows 
ranges from enclosed build-
ings to a more extensive dry-
lot model, with greatly vary-
ing costs based on capital 
investments. Confinement in 
an open dry lot costs less, but 
if you have to deal with in-
clement weather, heat, cold, 

rain or snow, the added shel-
ter may be worth the added 
investment.

Either of the confinement op-
tions could also make sense 
where expansion on range 
or pasture is limited by land 
availability. Confinement 
models can increase ranch 
stocking rates by using forage 
resources more efficiently, 
with options for strategic sup-
plementation and preventing 
overgrazing.

The top concern for any herd 
management system is how 
flexible or rigid it is in set-
ting the calving season. That 
window determines the year-
round nutrient demand curve 
for the entire herd, along with 
seasonal price risks for ranch 
inputs and cattle markets. 

In confinement housing, the 
main benefit is a ranch envi-
ronment that becomes signifi-
cantly more manageable. Cow 
herd nutrition options are 
much more flexible than the 
pasture under their feet. In 
the semi-confinement model 
the Nebraska team evaluated, 
grazed corn stalks reduced 
winter feed costs while capi-
talizing on seasonally low har-
vested feed costs during the 
confined spring and summer. 
There was nearly $100 net dif-
ference per calf between the 
two systems. Total confine-
ment had a $46.57 loss com-
pared to a $51.92 net gain for 
calves in the semi-confined 
model.

Comparing returns to differ-
ent calving dates among all 
five systems, March netted the 
lowest cost per calf and June, 
the highest. But unit cost of 
production was the key lesson 
in this data. Despite the great-
est total cost, June calving 
provided the lowest unit cost 
of production and greatest 
net profit per calf, thanks to 
greater weaning and carcass 
weights. Simply driving down 
costs did not directly equate to 
increased profit.

What did equate to more profit 
deserves a closer look. Higher 
weaning weights came from 
weaning later than the tra-
ditional seven months—and 
the data shows cow perfor-
mance was not compromised 
by longer lactation. In that 
light, those with fall-calving 
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CALVING SEASON TWEAKS
FROM PREVIOUS PAGE

SERVING YOUR INSURANCE NEEDS
 Trucking • Feedlots • Sale Barns • Grain Facilities

Farm and Ranch • Livestock

2023 S Garrison Carthage, MO  I  Joplin, MO  I  Sarcoxie, MO  I  Fairfield, TX  

New Ideas with Old-Fashioned Service 

Give us a call 417.359.5470!

No Bull
THE BEST 
PRICES AROUND!

Shop Here Before You Buy
Fly Tags • Implants 
Pinkeye Preventi on

Anti bioti cs • Dewormers
Complete Animal 
Health Programs

ANIMAL CLINIC
OF MONETT

687 N. Highway 37
Monett , MO 65708

Mon.-Sat. | 417.235.4088

Joplin Regional Stockyards
Veterinary Offi  ce

Mon. & Wed. | 417.548.3074

Ted D. Dahlstrom, DVM
Carol K. Dahlstrom, DVM

John D. Harper, DVM
John D. Tyra, DVM

Sarah C. Cook, DVM
Rebecca C. Price, DVM

6 PROFESSIONALS 
TO SERVE YOUR 

ANIMAL HEALTH NEEDS!

herds on cool-season pastures 
might consider delayed wean-
ing into June to help manage 
spring growth and add weight 
to calves. You might worry 
that will hurt reproductive 
performance, but cows are al-
ready bred or not when you 
decide to keep calves on the 
cow longer. Body condition 
score (BCS) of a cow at calv-
ing is a far greater indicator of 
reproductive success than BCS 
at weaning. That’s a reminder 
to those with March-calving 
herds: now is the time to en-
sure cows have adequate nu-
trition to rebreed next year.

We might think that a pasture 
system calving in concert with 
natural forage production 
(June in Nebraska) is always 
more profitable than a semi-
confined model with a compa-
rable calving date. Not in this 
study. Semi-confinement net-
ted $7.15 more per calf, over 
and above the $44.77 net re-
turn to June calving on range. 
Is that extra 13.7 percent prof-
it worth a wholesale change 
and potential loss of pasture 
leases? Maybe, if you want to 
expand without adding land.

The Nebraska study didn’t 
consider seasonal price varia-
tion of inputs or cattle, though 
we know those trends can be 
strong and variable by region 
and impact on each ranch. 
While the five-system evalua-
tion did capture the value of 
reduced costs in using corn 
stalk grazing, it muted sea-
sonal marketing advantages 
by using fixed historical mar-
ket prices for calves. Feed and 
forage input costs were also 
fixed—costs that are often 
stacked against confinement 
models. But all of us some-
times forget to consider varia-
tion in forage production for 
grazing models. Look out the 
window, and we realize na-
ture can give or take a lot from 
average, but we tolerate that 
risk as less troublesome than 
trying to manage feed prices.

Calving dates and manage-
ment systems are hard to 
change on a dime, but it pays 
to keep alternatives in mind 
as a hedge against a possible 
future that calls for change.

—Justin Sexten is director of sup-
ply chain development for Certi-
fied Angus Beef LLC.

Supplement to achieve ideal body 
condition scores (BCS) at calving. 

Control lice and other external parasites to help prevent 
an increase in feed costs.

Provide an adequate water supply. Depending on body 
size and stage of production, cattle need 5 to 11 gallons of 
water per head per day, even in the coldest weather.

—Source: Dale Blasi, Kansas State University Extension Beef Specialist. 

3 Quick Tips
Management strategies to 

keep in mind during cold weather

FREE! Get text alerts from JRS!
Sign up online at

www.joplinstockyards.com



8 JANUARY 2019 www.joplinstockyards.com

HEALTH WATCH

CONTINUED ON NEXT PAGE

The Devil is in the Details
Little things can make a big difference
Story by David Rethorst for Cattlemen’s News

ast week, I opened one of the apps that I use to keep up with 
news related to agriculture to find headlines that McDon-
ald’s and Costco had updated their policies related to anti-
biotic use in livestock production. Granted, these changes 

do not take place until 2020, but they serve as a reminder that 
antibiotic use in production agriculture is in the crosshairs and 
will continue to be as the war on antibiotic resistance rages on. 

When doing producer meetings leading up to 
the implementation of Veterinary Feed Di-

rectives on Jan. 1, 2017, I made the state-
ment that I believed more changes were 
coming related to antibiotic use regula-
tion. These included over-the-counter 
products moving to prescription status 

and changes in labeling that currently al-
low some injectable products to be used for 

prevention, such as the metaphylactic use of 
antibiotics in preventing respiratory disease in newly weaned 
calves. My question then, as it is now, is what are we going to do 
to control respiratory disease in the highly stressed, mismanaged 
calf when label changes occur and we lose the prevention ap-
provals or if additional approval changes occur in the feed grade 
antibiotics?

Respiratory disease outbreaks at stocker, backgrounding or feed-
yard operations are usually multi-fac-
toral with several of these factors be-
ing traceable to the cowherd level of 
the industry. We have discussed sever-
al times in this column the importance 
of getting back to the basics of good 
animal husbandry such as nutrition, 
low-stress handling, biosecurity, shel-
ter and vaccination. It is my strongly 
held belief that if we take care of the 
basics very well, vaccination protocols 
become very simple. 

Vaccination topics we have discussed 
include the antigen interference that 
occurs when cattle naïve to the IBR 
virus are given modified live IBR vac-
cine at the same time they are given 
a Gram-negative vaccine such as a 
Mannheimia respiratory vaccine or 
a Moraxella (pinkeye) vaccine. The 
result is a poor response to the Gram-
negative vaccine. The negative effect 
of endotoxin stacking on the immune 
system has also been discussed. En-
dotoxin stacking is the result of giving 
too many Gram-negative vaccines at 
the same time and causes suppression 
of the immune system. 

Because most respiratory vaccina-
tion protocols begin in calves 2 to 3 
months of age, consideration must 
be given to how those vaccines work 
in the face of the antibodies that the 
calf derives from colostrum received 
at birth. Killed vaccines do not work 
well in this situation as the antibodies 
from the colostrum neutralize the an-
tigen in the vaccine, thus production 
of more antibody is limited. Due to the 
nature of killed vaccines, they do little 
to stimulate the cellular portion of the 
immune system. Additionally, killed 
vaccines require a booster within 30 
days of the priming dose. 

Injectable modified live vaccines, giv-
en to this age of calf, do not increase 
antibody production due to antigen-
antibody interaction. Because intrana-
sal vaccines stimulate the immune sys-
tem in a different manner than killed 
or MLV vaccines, they will stimulate 
immunity in the presence of colostral 

SuperstoreSuperstore

SoMoSoMo

SoMoSoMoSoMo
2850 West Kearney Springfield, Mo

417-865-0312  1-800-725-1880
www.somoag.com

SoMoSoMoSoMoInc.Inc.

Livestock
Mineral & 

Supplement 
Superstore

Let us show you 
“The Arrowquip Advantage”

•CrystalBlox™ is the newest patented block form developed by CRYSTALYX®.
•Compressed block economy with consistent, predictable intake of a low moisture block. 

•CrystalBlox™ will fit a wide variety of feeding situations, where protein delivery is critical.

20AN(All Plant Protein; complete supplement for moderate to high quality forages.) $7935

30-15 (Complete supplement ideal for cattle on low to moderate forages.)   $8225

Go to www.crystalyx.com/crystalblox 
to get your coupon today!!

200# Tubs

 

**Stocklix 20 Natural Protein 20%  200#   ***  $4800 **

Fescuelyx    200# & 250#  $11440 & $12475

Fescuelyx HiMag   200# & 250#  $11950 & $13350

BreedUP 28    200# & 250#  $12390 & $13750

HE-20    200# & 250#  $9000 & $10565

See us for Arrowquip,
trailers, and your farm 

equipment needs

See us for Arrowquip, 
trailers, and  your farm 

equipment needs

Concept-Aid® 5/S    50#    $3390

VitaCharge® Stress Tub w/MOS  50#/200#   $7150 / $200
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antibody. These vaccines are a 
good way to minimize the ef-
fect of the antigen interference 
phenomena, thus allowing the 
use of Gram-negative vaccines 
concurrently with IBR vaccine 
in the naïve calf.

As we learn more about the 
immune system and the way 
it reacts in certain situations, 
an interesting aspect that is re-
ceiving attention is the inflam-
mation caused by vaccination 
and the negative impact it has 
on the immune system. Take 
for example the practice of 
revaccinating freshly weaned 
calves with MLV seven to 14 
days after the first vaccination. 
Thirty years ago we thought 
this was good practice and that 
we saw a positive response. 
Questioning of this practice 
led to work that showed that 
it causes the immune system 
to produce compounds called 
cytokines that actually sup-
press the immune system. Not 
exactly the response we want. 
Another practice that has con-
cerned me for several years 
is the concurrent use of an in-
tranasal vaccine and a 5-way 
MLV, particularly in high-stress 
calves, as I believe that this can 
also cause cytokine production 
and immunosuppression.

Other vaccines that create in-
flammation and thus impact 
the immune response include 
clostridial vaccines. A number 
of years ago I was involved 
in a study looking at weaning 
weight in calves receiving a tis-
sue-friendly, 2 cubic centime-
ter blackleg vaccine compared 
to the traditional 5 cc blackleg 
vaccine at spring branding. 
The difference was 7 pounds 
of weaning weight, advantage 
to the 2 cc product. Difference 
in the inflammatory response 
caused by the vaccines was 
responsible for this. If inflam-
mation can cause a difference 
in weaning weight 5 months 
later, it can certainly impact 
immune response in weaned 
calves.

To bring this back to where 
we started this column, let’s 
assume that we take a set of 
calves and haul them eight 
hours. We’ll give an intrana-
sal viral vaccine on arrival 
along with a 5-way MLV vac-
cine, a Mannheimia vaccine 
(Gram-negative), a clostridial-
H. somnus vaccine (somnus is 

Gram-negative), and for good 
measure, we will castrate also. 
By day five we have treated 20 
percent, so let’s re-vaccinate 
with a 5-way MLV. Things get 
worse. 

How much of this wreck did we 
create in the name of trying to 

prevent it? Can we do better? I 
believe we can. Let’s strive to 
pay attention to the little details 
that can make a big difference. 
It is seeing the arrow and the 
measuring spoon in the FedEx 
logo. I believe we can greatly 
reduce the amount of antibi-
otic used in the beef industry, 

DEVIL IS IN THE DETAILS
FROM PREVIOUS PAGE

thus contributing to the war on 
antibiotic resistance and im-
proving the perception of our 
product by the consumer.

——Source: Dr. David Rethorst is 
a veterinary practitioner and con-
sultant, BeefSolutions, Wamego, 
Kansas.

Learn to Solve Calving Problems
WHAT: Calving Clinic

WHEN: Jan. 22, 2018 | 9 a.m. or 2 p.m.

WHERE: Darr Ag Center, Springfield, Missouri

WHY: Determine malpresentations, how to correct them and techniques to care 
for the calf after delivery. 

FOR DETAILS OR TO REGISTER: Call 417-881-8909.
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MANAGEMENT MATTERS

verything needed to 
manage toxic fescue 
comes in a new edition 

of an old booklet, says 
Craig Roberts, University of 
Missouri Extension specialist.

First copies of “Fescue Toxico-
sis and Management,” second 
edition, have arrived.

The 20 pages go beyond a 
guide sheet. It tells everything 
a farmer needs to manage tall 
fescue, Roberts says. All who 
enroll in multistate fescue 

schools in 2019 receive a free 
copy. It provides the agenda 
for the one-day schools.

Roberts, an MU forage special-
ist, joined with co-author John 
Andrae of Clemson Univer-
sity to redo a publication they 
wrote in 2010. Much more is 
known now.

“In our original book, we just 
mention novel endophyte fes-
cue. Now five seed companies 
offer different nontoxic fes-
cue varieties,” Roberts says. 

“We tell many ways to man-
age fescue toxicosis, but the 
best way to solve the problem 
is to kill old fescue then plant 
a novel variety.”

The widespread K-31 fescue 
grows an internal fungus that 
makes a toxin that protects 
the grass from droughts, pests 
and grazing livestock.

Researchers discovered other 
internal fungi, or endophytes, 
that protect fescue but do not 
poison grazing livestock.

Tall fescue fits in many farm 
grazing plans. Its toxicity al-
lows it to survive largely un-
managed. The downside is 
severe losses, including fescue 
foot. Toxin restricts blood flow 
in animals, resulting in frozen 

feet. Those often cause loss of 
hooves and death.

The book cover photo shows 
three Missouri feeder calves 
on toxic fescue. Instead of 
grazing, one stands in a water-
ing tank. The others stand in 
wet mud. All are cooling their 
heels. 

The unshed winter coats, still 
worn in summer, are another 
sign of the toxicosis impact.

Cattle standing in ponds are 
not grazing or gaining weight. 

Many studies cited tell of nov-
el endophyte varieties that 
improve gains, reproduction 
and milking. Most losses are 
not visible, nor as dramatic as 
hoof loss.

Replacing fescue is long and 
complicated. But payoffs are 
large and lasting.

The report discusses eight 
management strategies for 
toxicosis. Those range from di-
lution with clover to managed 
grazing or diet supplements. 

All suggestions are based on 
research. Roberts doesn’t ex-
pect farmers to read all the 
literature references, but cita-
tions increased to 73 from 47 
in the first book. 

The prime source is the Amer-
ican Society of Agronomy.

As he described the new data, 
Roberts held one of the first 
copies off the press. He’ll have 
information later on how to 
get them. The best way will 
be to attend one of the fescue 
grazing schools starting in 
March. Those will be free with 
enrollment.

The Fescue Belt includes states 
from Missouri southeast to 
South Carolina and Georgia.

In March, the fescue schools 
will start in Missouri and trav-
el on to six states across the 
Fescue Belt. Georgia, which 
was where fescue toxicosis 
was first described, has joined 
the network in the last year.

The organizing sponsor is the 
Alliance for Grassland Renew-
al. The group brings together 
seed companies, testing labs, 
farmers, USDA agencies and 
universities.

—Source: University of Missouri 
Extension release.

Fescue Toxin Cuts Livestock Gains
New booklet outlines ways to fix problem
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100 performance bulls bred to work in the real world and backed by a 4 year guarantee. 
70 yearling heifers sell with our exclusive bred heifer option. Look for more details in 

our catalog. We also offer free delivery to KS, AR, MO, OK & NE.
~ Visit our website or call/text to request a catalog ~
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ANIMAL 
HEALTH.

YOUR

Antibiotics • Implants
 Pest Control • Vaccines
Animal Health Supplies

Mac’s
VET SUPPLY

Exit 70, Springfi eld, MO
417.863.8446

1.888.360.9588

Shipped or delivered 
to your doorstep.

TO

do some crazy things. I 
think some crazy things. 
But there’s one thing I 
know for sure — what 

you eat matters. Period. And, 
there’s nothing crazy about 
that. 

Since making changes to my 
family’s diet a few years ago 
we’ve experienced some ma-
jor shifts. My husband’s blood 
work was so improved (with-
out medication) our family 
doctor asked him what he had 
changed. Only food. 

Our dentist noticed significant 
improvement in our teeth. 
He’s been my dentist since 
childhood, and he was blown 
away with the lack of plaque 
on my 36-year-old teeth. What 
are we doing? Well, we don’t 
use fluoride. Take from that 
what you will. 

My adult-onset acne is directly 
connected to my diet. Even af-
ter trying every potion under 
the sun, the only way it cleared 
up was by overhauling my diet. 

Our homeschool days run 
much smoother — more focus 
and better moods — when we 
are all fueled with nutritious 
foods rather than junk.

Now we aren’t perfect. FAR 
from it. Actually, right now we 

are in a valley of bad eating. It 
is SO easy to fall into these old 
patterns during the holidays. 
And boy have we fallen! But 
with the start of the New Year 
it has me thinking about all the 
crazy changes we have made 
so far and how we need to get 
back to it. And fast. 

The task of healthier eating 
does seem daunting, especially 
with a family. But once the ini-
tial transition is made it really 
is easier. Like everything in 
life, the hardest part is starting. 

The following is a collection of 
some of the food and healthy 
lifestyle changes we have made 
and hope to maintain. 

Raw milk — For the past two 
years or so we have purchased 
our milk weekly from a local 
organic farm. I am a HUGE be-
liever in the real stuff. My kids 
drink a glass every morning. In 
my eyes, it is some of the best 
nutrition they can consume. 
Sure, there are risks, but there 
are risks with everything. I 
am 100 percent confident in 
this farm. We know them. We 
know their careful practices. I 
don’t drink milk like the kids 
do because of some sensitivi-
ties to dairy, but I use a little 
of the raw cream in my after-
noon lattes. We also make our 

yogurt for smoothies with the 
liquid gold.

Freshly-ground wheat — Af-
ter much research on the nu-
tritional sacrifices that come 
with consuming commercially 
ground wheat, we decided to 
invest in a grain mill. Whole 
grains are very stable and usu-
ally don’t spoil, but once they 
are milled things change. The 
protective coating is smashed 
and it all goes downhill from 
there. Some say flour loses 40 
percent of its vitamin content in 
the first 24 hours and almost 90 
percent after a few days. Pret-
ty much all that is good about 
wheat is gone. Grinding my 
own wheat for the family has 
been a relatively easy change. 
Add a bread machine to your 
routine, and it’s a cinch. I will 
say getting the kids used to eat-
ing this type of bread rather 
than the eye-appealing white 
bread was difficult. But now 
they prefer my home bread.

Cast iron cooking  — Did you 
know that when you cook on 
cast iron it helps with iron 
deficiency? We switched and 
haven’t looked back.

Probiotics — We all take a daily 
probiotic and D vitamins. 

Home-grown food — This one 
is pretty obvious. We grow a 
lot of vegetables in the sum-
mer. We butcher our own ani-
mals for most of our beef and 
pork and chicken supply. My 
husband and boys hunt, which 
keeps the freezers stocked with 
deer and the less usual squir-
rel, rabbit and frog legs. We 
save bacon grease. We have 
our own farm-fresh eggs, but I 
begrudgingly had to write eggs 
on the list because the gals are 

seriously slacking with this 
winter weather. 

I am constantly learning and 
evolving in my opinions on 
health and how to achieve it. 
I’m also learning to show grace 
to myself for these seasons of 
“bad” eating and not wallow in 
the guilt of it. But now that we 
are past the season of ultimate 
indulgence, I plan to pick right 
back up where we left off. 

Here’s to a healthy and happy 
2019!
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ood help is hard to find. 
Most of us have heard 
this before, but for 

farm and ranch manag-
ers and their employers, it’s not 
just a saying. So if you’re hop-
ing to find that next all-star em-
ployee, here are some things to 
consider.

Map out the Position
Before you start seeking out 
that perfect employee, you need 
to know what that perfect em-
ployee looks like.

Step 1: Develop an outline of 
what the job position will entail.
Write out what the employee’s 
responsibilities will be and to 
whom they will be accountable. 
You can find great examples 
and drafts of job descriptions 
online to guide you in writing 
these descriptions.

Step 2: Develop an employee 
handbook.
While it may sound trivi-
al, a handbook gives your 
employee(s) a solid foundation. 

For each employee, this hand-
book should explain:

• Position title.

• Supervisor.

• How they’ll be compen-
sated.

• What their schedule could 
look like.

• If they get sick leave or va-
cation.

• What benefits are avail-
able.

This handbook won’t have the 
answers for everything in it, but 
having the basics in place will 
help minimize the chance of 
something happening and no-
body knowing how to handle it.

As situations arise, address 
them in the handbook. The 
handbook should be a continu-
ally developing work-in-prog-
ress. Not only will this help you 

and your employee(s) stay on 
the same page, it will also help 
when you start recruiting new 
employees.

Get the Word Out
When a company has a product 
they want people to buy, how 
do they get people talking about 
it? They advertise. Now, how do 
sports teams find the best ath-
letes? They go out and recruit. 
Advertising and recruiting are 
the best ways to get the type of 
employee you’re looking for.

If nobody knows you’re looking, 
you’re not going to find the right 
person. By using the job descrip-
tion you’ve created, you’ll be 
able to attract the right type of 
employee who knows what they 
can expect from the job and 
what the job expects from them.

One of the top ways people 
find out about open positions 
is by word of mouth. Having a 
great industry network through 
groups like farming and ranch-
ing associations provides great 
contacts who may be able to 
pass your information on to 
someone they think could be a 
great fit.

Other places to advertise and re-
cruit are:

• Online.

• In the classified pages of 
your local papers.

• At local universities and 
colleges.

Take Them for a Test Drive
You’ve gotten an email or a 
phone call from someone who 
sounds like a match. They heard 
about the position from some-
one during a local meeting, 
went online to do a quick search 

on your name and found the job 
description you listed. Now it’s 
time to interview them.

Interviews are a tool that can 
help you decide if a potential 
employee is going to comple-
ment your operation. If you 
have multiple people inter-
ested in your position, phone 
interviews are a great way to 
narrow down who will make 
the final cut.

Since a good number of opera-
tions are hands-on, working 
interviews can show you how 
potential employees think on 
their feet and adapt.

• Take the day to drive 
around with them.

• Discuss how the operation 
works and what direction 
you’d like to see the opera-
tion move.

• Get to know them and their 
interests.

• Find a couple small proj-
ects to work on so you can 
see how they follow instruc-
tions and what they do once 
they’re done.

• Remember: Everything in 
an interview is a test, either 
from you or from them.

Invest in Who You Hire
Richard Branson once said, 
“Train people well enough so 
they can leave. Treat them well 
enough so they don’t want to.” 

Finding employees who are pas-
sionate about their jobs, who 
love what they do day in and 
day out, and who are willing to 
put in extra time and effort so 
they can help improve your op-
eration is an awesome thing.

Great employees are assets. 
When you invest in them, they 
can provide an amazing return. 
Investing in your employees 
doesn’t necessarily mean you 
have to increase their pay.

• Invest in ways that cre-
ate an environment that 
makes their jobs enjoyable 
and gives them pride and a 
sense of ownership in their 
positions.

• Give them more responsi-
bility in areas of interest. Al-
low them to get training in 
these areas.

• Be careful not to hinder in-
novation and new ideas just 
because “we’ve always done 
it this way.”

• Be the employer you would 
want to work for.

Lloyd Noble, founder of the No-
ble Research Institute, under-
stood the importance of invest-
ing in his employees. He was 
known to say, in reference to 
the men who worked on his oil 
rigs, that tools will wear out or 
become obsolete, but the men 
will increase in competence and 
judgment.

-- Source: Jason Bradley is an agri-
cultural economics consultant with 
the Noble Foundation.

Now Hiring
Finding and keeping good farm labor
By Jason Bradley

“The degree to which any indi-
vidual or organization succeeds 
does not depend upon capital 
assets but rather the honesty, 
energy and wisdom of its man-
agement, conditioned with the 
degree to which they resolve 
loyal and intelligent support 
from their fellow workers.”

— Lloyd Noble, 1945, 
founder of Noble Research Institute
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rtificial Insemination. 
Do you use it? Is it right 
for your operation? 
What benefits does it 

offer? Can you afford to use 
AI? When it comes to AI, Dr. 
Jordan Thomas, assistant ex-
tension professor of animal 
science with the University 
of Missouri College of Agri-
culture, Food and Natural Re-
sources, says there is really 
only one question—can you 
afford not to AI?

Why AI?
“Using estrus synchroniza-
tion and AI offers a number of 
benefits, both in terms of ge-
netics and general productiv-
ity,” Thomas says. 

When looking at genetics, 
Thomas says when comparing 
the affordability of a natural 
service bull to the affordabil-
ity of equal or greater genetics 
found in a semen straw, the 
choice is clear.

“Take a look at his EPDs, or 
better yet, an Economic Se-
lection Index that combines 
several important EPDs. Now 
look at where that value falls 
in relation to other bulls from 
that breed: what is the per-
centile ranking? How does 
that compare to the AI sires 
of interest? The vast major-
ity of the time, you can afford 
semen from a much more ge-
netically elite sire than you 
could ever afford to own as a 
natural service bull.”

However, this is not the only 
benefit. Thomas says that 

even when analyzing EPDs, 
it is important to remember 
that they begin as educated 
guesses based on his sire and 
dam and change over time 
with the progress of the bull’s 
offspring. When a bull is used 
as seedstock and his semen 
offered by a commercial ge-
netics company, he sires nu-
merous offspring, which of-
fers more numbers leading 
to more reliable data. In addi-
tion, bulls used for seedstock 
by commercial genetics com-
panies have almost always 
had a genomic test, which 
increases the accuracy of the 
bull’s EPDs.

“What does that mean?” 
Thomas says, “Less risk! More 
accuracy means we have 
more confidence that the 
EPD values of a bull reflects 
his actual breeding value in 
the herd. Ever use a ‘calving-
ease’ bull on a group of heif-
ers, only to find out at calving 
that he wasn’t so ‘calving-
ease’ after all? If you consider 
the risk associated with using 
low accuracy natural service 
bulls, you’ll lean toward AI 
every time.”

Is it right for my herd?
Although the affordability and 
reliability factors are clear, 
how do you determine if AI is 
right for your herd? Thomas 
says the herd size might not 
matter.

“Almost every operation, 
seedstock or commercial, will 
benefit from use of estrus syn-
chronization and AI," he says. 

"Large and small operations 
both benefit tremendously 
from shifting the calving dis-
tribution earlier: getting more 
cows pregnant earlier in the 
breeding season so they calve 
earlier in the calving season.”

Calves born sooner means 
older, heavier calves at wean-
ing, which means more mon-
ey in your pocket. AI also of-
fers superior genetics and 
minimizes the risk and uncer-
tainty that often comes with a 
service bull. While these fac-
tors can increase the bottom 
line for every scale of opera-
tion, Thomas says the overall 
effect will vary on the size of 
the operation. 

“Mid-sized and larger op-
erations using AI can real-
ize quite a bit of cost savings 
especially, as using AI may 
mean fewer natural service 
bulls are required. For exam-
ple, a 50-head cow herd may 
have traditionally needed two 
natural service bulls to effec-
tively cover all the cows. But 
if that same operation uses AI, 
and 60 percent of the cows (30 
head) become pregnant to AI 
on the first day of the breed-
ing season, the remaining 20 
head can easily be covered by 
a single natural service bull.”

I’m sold, but where do I start?
Increased affordability, su-
perior genetics, dependable 
sires, and top offspring – the 
benefits are many. With all 
the proven perks of AI, you 
may have decided it is the 
best way to go for your opera-
tion. But where do you begin?

“Start with the heifers,” says 
Thomas. You need to place 
more emphasis on calving 
ease when selecting a sire for 
your heifers anyway, and you 
are already (or at least you 
should be) managing heifers 

separately from the rest of 
the herd.” 

Thomas says the key is to 
make sure your heifers are 
at a suitable target weight be-
fore breeding—65 percent of 
the cow’s mature body weight 
is a long-standing recommen-
dation. Thomas suggests the 
use of the 14-day CIDR-PG 
protocol as it offers ease and 
consistency. Unless you are 
already experienced with AI, 
the AI process itself should 
be completed by a semen sup-
plier, veterinarian, or other 
professional with experience. 
Thomas says heifers are trick-
ier than mature cows, and, 
with the goal to impregnate as 
many as possible, it is worth 
the cost to have it done right.

While the process of AI itself 
may call for a professional, 
Thomas says the overall im-
plementation of estrus syn-
chronization is not as difficult 
as it may seem. He says a sim-
ple protocol, such as the -7-day 
CO-Synch + CIDR, requires the 
cows to be worked only twice 
before being inseminated. 

“For the pay-off of getting 
well over half of your cows 
pregnant to an elite bull on 
the first day of the breeding 
season, that is a no brainer,” 
Thomas says.

One factor that may cause dif-
ficulty is if your herd’s current 
calving season is drawn out. 
In this situation, Thomas says 
it may take time, but it is cer-
tainly still possible.

“You may have a hard time im-
plementing a synchronization 
program if you have allowed 
your herd to have too long of a 
calving season,” Thomas says. 
“If that’s the case, you will 
need to work to implement a 

AI 101
What you need to know about artificial insemination 
for your cowherd
By Macey Hurst for Cattlemen’s News.

CONTINUED ON PAGE 16
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synchronization program in 
stages over a few years.”

The first year, establish a cutoff 
and only perform estrus syn-
chronization and AI for cows 
that calved by a certain time. 
One example is 30 days before 
AI. Then, focus on shortening 
your calving season a little 
each year by decreasing the 
length of your breeding season 
and/or culling late-bred cows. 

“Over time, you’ll find a short-
er breeding season of 45 to 60 
days is sufficient and actually 
more profitable,” Thomas says.

If the short-term benefits of 
AI are not enough, he says the 
long-term benefits might be 
more impressive. In the first 
year, you can expect increased 
calf age and weight at wean-
ing, and advanced genetics 
will only improve with each 
following year. 

“Cows calving earlier in the 
calving season have more time 
postpartum before the start 
of the next breeding season,” 

Thomas says. “That means 
those cows are more likely to 
conceive early in the breeding 
season the next year. Likewise, 
by using estrus synchroniza-
tion and AI for your replace-
ment heifers, more heifers be-
come pregnant early in their 
first breeding season and have 
increased productivity and 
longevity once they enter the 
cow herd.”

This also means you will have 
more early-born calves from 
which to select replacement 
heifers. Those heifers born 
early in the season will be 
older and heavier at breeding, 
which greatly increases their 
chances of being successfully 
bred in their first and follow-
ing breeding seasons. 

“Together, all of this has a re-
productive ‘snowball effect’ 
in a good way. Overall perfor-
mance and profitability of the 
cow herd gets better and better 
with each progressive year.”

Professional Advice
As effective as AI and es-
trus synchronization may 

be, Thomas says nothing can 
make up for poor overall herd 
management. 

“No reproductive management 
program is able to overcome 
poor management in general,” 
he says. “Estrus synchroniza-
tion and AI are powerful tools, 
but those tools won’t work 
miracles on their own. Cows 
still need to be on an increas-
ing plane of nutrition with ad-
equate body condition before 
breeding, and heifers still need 
to be adequately developed be-
fore breeding.”

To be an effective user of AI 
and estrus synchronization, 
you need the right tools. One 
of those is a close working re-

lationship with your veteri-
narian. Thomas says to talk to 
your vet about appropriate 
prebreeding vaccinations and 
boosters and consider hav-
ing your vet do a prebreeding 
evaluation on heifers 4 to 6 
weeks before AI to check re-
productive tract scores and 
pelvic measurements. In addi-
tion, have breeding soundness 
exams done on cleanup bulls, 
and schedule ultrasounds and 
pregnancy diagnoses to deter-
mine if and when the animal 
became pregnant.

“For decades, we have been 
asking the question of whether 
estrus synchronization and AI 
is a profitable tool," Thomas 
says. "These days, it is hardly 
even worth asking the ques-
tion. Do the math. In almost 
every case, it is more profitable 
to use estrus synchronization 
and AI to start off your breed-
ing season than it is to just turn 
out natural service bulls. With 
margins as tight as they are in 
the beef business, can you re-
ally rationalize not capturing 
that extra profit per cow?"

AI 101
FROM PAGE 14

“Almost every operation, 
seedstock or commercial, will 
benefit from the use of estrus 
synchronization and AI.”

— Jordan Thomas, 
University of Missouri Extension 

assistant professor of animal science. 
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everal years ago, one popular industry publication list-
ed an Oklahoma State University Extension Bulletin as 
one of six most important pieces of equipment needed 

for producers during the calving season.   The bulletin 
mentioned was Oklahoma State University Extension Circular 
E-1006, “Calving Time Management for Beef Cows and Heifers.”  
This circular is free to download and should be recommended 
reading and reviewing before each calving season.   Every 
member of the family and hired staff that will be involved with 
watching cows and heifers during the calving season should 
read this bulletin. 

“Calving Time Management for Beef 
Cows and Heifers” discusses the three 
stages of a normal calving and then the 
causes and impacts of a difficult birth 
(dystocia).   A thorough discussion of 
the signs of impending calving is fol-
lowed by a description of when and 
how to examine a cow to determine 
the need for intervention.  Detailed di-
agrams of most of the potential abnor-
mal presentations are included with 
descriptions of necessary manipula-
tions that will be required before the 
calf can be delivered.   Proper place-
ment of the obstetrical chains and the 
advantages of rotating the calf to ease 
passage through the pelvic opening 
are important sections to read.

“Do's” and “don’ts” of treating re-
tained placentas and understanding 
prolapses are other important topics 
that beef producers will want to re-
view.  The last page of the publication 
“Calving Time Management for Beef 
Cows and Heifers” is a gestation table 
that will list the estimated due date 
for each potential breeding date. 

Before the first heifer of the 2019 
calving season needs help, take time 
to read and study this free document.  
Some of this information might very 
well help you save one or more of 
those valuable calves at calving time.  
The link to this bulletin is: http://pods.
dasnr.okstate.edu/docushare/dsweb/
Get/Document-9389/E-1006web2014.
pdf.

Best wishes for a happy and success-
ful 2019!

—Source: Glenn Selk is an Oklahoma 
State University Emeritus Extension ani-
mal scientist.

Do Your Homework
Study your lesson before calving season begins

Trending now

ounty Farm Service 
Agency (FSA) offices re-

mind livestock produc-
ers that the deadline to 

sign up for the 2018 Livestock 
Forage Program (LFP) is Jan. 
30, 2019. The LFP program al-
lows producers to apply for 
benefits on native and im-
proved pasture.

Producers are encouraged to 
call their county office first to 

set up an appointment to come 
in and sign up. 

LFP provides compensation 
to eligible livestock produc-
ers who suffer grazing losses 
for covered livestock due to 
drought on privately owned or 
cash leased land or fire on fed-
erally managed land.

For more information, contact 
your local FSA office. 

2018 Livestock Forage Program
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o you know your cost 
of producing a calf? 
Economists acknowl-

edge great variation of 
production costs exists across 
cow-calf operations, with de-
viations as much as hundreds 
of dollars per cow between 
low-cost producers and high-
cost producers. Managing your 
expenses will be critical in the 
coming year as cattle prices 
are forecast relatively steady 
to 2018. 

According to the Livestock 
Marketing Information Center 
(LMIC), a Denver-based eco-
nomic cooperative, which in-
cludes 28 state extension agen-
cies along with eight federal 
partner agencies and 13 part-
nering associate institutions, 
estimated average cow-calf re-
turns over cash costs in 2018 
were just $4. That compares 
with estimated returns of $69 
in 2017, and projections of a $4 
loss in 2019.

Missouri cow-calf produc-
ers fared better in 2017 than 
LMIC’s estimates, according to 
the state’s Farm Business Man-
agement Analysis gathered by 
local audit ag programs in se-
lect school districts around the 
state. According to Missouri’s 
Livestock Enterprise Analysis, 
returns over direct expenses 
were $112 in 2017. 

A third estimate of cow-calf 
returns calculated by Sterling 
Marketing, Vale, Oregon, sug-
gests 2017 per-cow profits to-
taled $164 on a cash basis. 

Unfortunately, those positive 
returns calculated on a cash ba-
sis melt away when additional 
fixed costs such as interest, 
property taxes and deprecia-
tion are added to the analysis.

The Missouri Livestock En-
terprise Analysis estimated 
total direct expenses for 2017 
at $679 per cow. With a gross 
margin of $791, the difference 
is the $112 return over direct 
expenses. However, the Mis-
souri analysis also includes 
$313 in overhead expenses, 
resulting in a per cow loss of 
$201 per cow in 2017.

Similar results to the LMIC 
and Missouri analyses are 
found in a longer-term study 
from the Kansas Farm Man-
agement Association (KFMA) 
between 1975 and 2016. 

“Over the entire time period, 
annual returns over variable 
costs averaged $75 per cow 
with a low of -$76 per cow in 
2009 to a high of $577 in 2014,” 

Are You in the Red — or the Black?
A look at what it costs to raise a calf
By Lisa Henderson for Cattlemen’s News
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Pasture Proven...
Profit Driven

2346B N Rd • Strong City, KS 66869 • Office (620) 273-8581 • Joe (620)340-7461 • Daniel (620)340-9774 

MushrushRedAngus.com

Load Up on Reliability
Mushrush Red Angus genetics are defined by:

Birth weights, weaning weights, yearling weights 
(all taken in meaningful management groups)

Feed Efficiency data, Ultrasound & carcass data, Genomically enhanced EPDs

Collection of annual cow weights, BCS, udder scores, & visual evaluation

All the Data : All the Time 
Because Accuracy achieves better Bull selection decisions

Annual Production Sale • March 15, 2019
200 Feed Efficiency Tested Bulls
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Cow Camp Ranch
50 Years Breeding registered seedstock 

annual spring Bull 
& female sale

fridaY, feBruarY 15, 2019  .  1 pm   
at the ranch, lost springs, ks

selling over 200 head of simmental 
& simangusTM genetics

Including 
Fall 18 Month Old Bulls, Spring Yearling Bulls 

& Registered Spring Bred Heifers

COW CAMP RANCH
LOST SPRINGS, KS

Family Owned & Operated 
for 5 Generations

Kent Brunner (785) 466-6475
Mark Brunner (785) 258-0173
Nolan Brunner (785) 466-1129

Tracy Brunner/Feed Yard (785) 965-2228
bullsale@cowcampbeef.com

www.CowCampBeef.com
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CARRYING ONE BRAND

Cowboy Cut

CCR Cowboy Cut 5048Z - 27 SonS Sell

Ce 14.0
bw 2.6
ww 92.0
yw 127.0
MRb 0.39
Re 0.88
API 158.0
tI 91.0

Abilene

CCR AbIlene 6018C - 27 SonS Sell

Ce 11.0
bw 2.6
ww 84.0
yw 122.0
MRb 0.48
Re 0.92
API 136.0
tI 83.0

EPDs as of 
12/4/18

EPDs as of 
12/4/18

Element

GIbbS 3009A eleMent - 20 SonS Sell

Ce 12.0
bw 2.0
ww 82.0
yw 127.0
MRb 0.21
Re 1.12
API 140.0
tI 82.0
EPDs as of 

12/4/18

Boulder

CCR bouldeR 1339A - 20 SonS Sell

Ce 15.0
bw -2.3
ww 64.0
yw 97.0
MRb 0.58
Re 0.93
API 157.0
tI 81.0
EPDs as of 

12/4/18

IN THE RED — OR THE BLACK?
FROM PAGE 18

Kansas State University economists Dustin Pendell and Kevin 
Herbel wrote in a summary of the analysis. “That is a differ-
ence of more than $653 per cow in a six-year span.”

Examining returns over all costs, however, the KFMA data sug-
gests cow-calf operations were only profitable during six years 
from 1975 to 2016. Adding fixed costs (i.e. depreciation, real 
estate taxes, unpaid operator labor and an interest charge on 
assets) reveals an average return over total costs during the 42-
year period were -$97 per cow, with a low of -$312 and a high 
of $226 per cow.

“Given that average returns over total costs are only positive 
14 percent of the time, one might ask why anybody is in the 
cow-calf business,” the authors wrote. “However, it is impor-
tant to recognize that the cost for unpaid labor and the interest 

charge on assets used in the operation reflect opportunity costs, 
and these vary significantly between operations.”

Pendell and Herbel used the KFMA data to separate operations 
into three categories based on profits for years 2012 to 2016. This 
helped identify the factors that created high-profit, mid-profit 
and low-profit producers.

In the KFRM analysis, high-profit producers had larger herds 
on average and had slightly heavier calves. The number 
of calves sold per cow averaged 0.91 across all three profit 
groups. The high-profit farms received a slightly lower price 
for their calves ($171.25, $174.66, and $178.30 respectively), 
but the calves in the high-profit group were heavier on aver-
age. Calf weights averaged 652, 608 and 590 lbs. for the high, 
mid- and low-profit groups. As a result, the high-profit opera-
tions generated about $136 (15 percent) more revenue per 
cow than the low-profit operations.

“When compared to the revenue dif-
ferences, the differences in costs be-
tween operations were larger,” Pen-
dell and Herbel wrote. “High-profit 
operations had a $198 per cow cost ad-
vantage over low-profit farms (16 per-
cent advantage) and a $46 (4 percent) 
cost advantage over the mid-profit 
farms. High-profit operations had a 
cost advantage in every cost category 
compared to the low-profit operations, 
except for pasture. When compared to 
mid-profit operations, high-profit op-
erations had a cost advantage in every 
category except for pasture, deprecia-
tion and machinery.”

In the analysis conducted by Pendell 
and Herbel, approximately 40 percent 
of the difference between high-profit 
ranches and low-profit ranches was 
due to revenue, primarily because the 
high-profit operations weaned heavier 
calves. That means nearly 60 percent 
of the difference between the two 
profit groups is due to cost differences. 
And the biggest cost to all profit groups 
is feed.

Across all the profit groups in the KFRM 
2012-2016 analysis, feed represents 
47 percent ($364) of variable costs, 
with pasture representing another 23 
percent ($174). When analyzing total 
costs, feed represents 38 percent and 
pasture represents 18 percent.

Author's Note: Each year the Uni-
versity of Missouri publishes cow-calf 
budgets projecting cost and returns for 
the coming year. That can be found at 
http://beef.missouri.edu/business/bud-
gets/index.htm.

A Southern Missouri Cow Calf Budget 
can be found at http://beef.missouri.
edu/business/budgets/index.htm and is 
also included on page 18 of this issue.

Producers can download the spread-
sheet to examine and change any as-
sumptions.

Read more in the article How to Cut 
the Costs on the next page.  
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niversity of Missouri 
Extension Beef and 
Dairy Economist Joe 
Horner says rising hay 

prices are the primary 
reason costs are budgeted 
higher for cow-calf producers 
in 2019. 

“These rising hay prices may 
not be fully realized by pro-
ducers carrying inventory of 
hay produced on their farms 
at their normal costs,” he says.

Horner offers these strategies 
for producers to reduce costs:    

Short-term — the next three 
months:
Survival mode, making deci-
sions based on cash flow.

1 Carefully watch your hay 
inventory, extra culling or 

supplement feeding as need-
ed to survive till spring.

How to Cut the Costs
2 Prevent wastage by limit 

feeding hay if possible.

3 Plan to apply nitrogen 
fertilizer to get a jump on 

spring growth.

Longer Term — Next 2 years:
Examine costs and benefits of 
making changes in your op-
eration.

4 Measure actual hay that 
disappears per cow per 

year on your farm.  Lots of 
variation on actual disappear-
ance across farms.  Invest in 
better hay rings and not car-
rying open cows.

5 Plan to carryover hay in-
ventories from year to 

year, so you don’t get caught 
having to buy high-priced 
hay or sell breeding stock at 
distressed prices.  Remember 

MANAGEMENT MATTERS
the three I’s of avoiding for-
age scarcity from inevitable 
droughts (Inventory, Insure, 
Irrigate.)  Inventory is the 
cheapest; Insure through Pas-
ture Range & Forage (PRF) In-
surance, bought through crop 
insurance agents before Nov. 
15 every year; and finally Ir-
rigate – may be more feasible 
than many producers imagine 
with new small-scale K-Line 
systems, but still most expen-
sive alternative.

6 Plan to stockpile fall 
growth, apply nitrogen in 

early fall.  Expose only a few 
days’ worth of grazing at a 
time via moving hot wire to 
reduce trampling and replace 
hay feeding.

7 Fertilize for improved 
yields.

8  Rotational grazing to 
improve utilization.

9 Diversify forage base with 
some native warm season 

forages that are more drought- 
hardy and allow summer rest 
of fescue pastures so you can 
build a wedge of pasture for 
fall stockpiling to reduce hay 
feeding.

10 Rent more pasture – if 
nearby, you can afford 

to pay more than the going 
rate to delay hay feeding 
season.

—By Lisa Henderson for 
Cattlemen’s News.

Watch for signs of fescue foot in the cowherd. 
Signs of lameness in the rear hoof and legs 

are often accentuated when temperatures 
and wind chills combine. Move affected 

cattle to a dry lot and feed something 
other than Kentucky 31 fescue hay. A 
commodity supplement or corn is rec-
ommended. 

—Source: Eldon Cole, regional livestock 
specialist, Univ. of Missouri Extension.
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Advertise in 
Cattlemen's 

News!
Call Mark Harmon 
at 417.316.0101

MANAGEMENT MATTERS

ny producer wanting 
to have more cows and 
heifers calve in daylight 
hours should try to delay 

putting out hay and cubes until 
late in the day.

University of Missouri Exten-
sion Livestock Specialist Eldon 
Cole says producers should like 
daylight calving for a number of 
reasons. 

First, the temperature in the 
winter should be warmer in the 
daytime so calves will have less 

chance of chilling. Second, if as-
sistance is needed, it should be 
easier to find whether it is from 
a neighbor or a veterinarian. 
The third reason could be less 
sleepless nights for the owner 
or caretaker of the cows.

“The late feeding time should 
start at least four weeks before 
the beginning of the calving sea-
son,” Cole says. “Research trials 
from Canada and the United 
States has varied the late feed-
ing time from 4 in the afternoon 
to 10 p.m.”

Some problems exist if a pro-
ducer has cattle on pasture 
where they can graze all day 
long. Some southwest Missouri 
cattle producers who strip-graze 
stockpiled fescue religiously 
can wait until late afternoon to 
move the fence to fresh pasture.

“The class of females that are of 
most need for daytime calving 
are first-calf heifers,” Cole says. 
“If your management system 
allows your feeding time to be 
altered to very late afternoon, I 
would encourage you to try it.” 

Field studies and researchers 
all have seen daytime calving 
move to around 80 percent plus 
when late-in-the-day feeding is 
practiced.

—Source: University of Missouri Ex-
tension release. 

By the Light of Day
Trick your cows into calving in daylight hours
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1 Antibiotic Cost Comparison. Elanco data on file. February 2016.
Elanco®, Micotil® and the diagonal bar are trademarks owned  
or licensed by Eli Lilly and Company, its subsidiaries or affiliates.
© 2016 Eli Lilly and Company, its subsidiaries or affiliates.
NCH 37081
USBBUMIC00104(1)

You have trusted Micotil® to deliver proven results on your operation 
since 1992. More than 50 research studies and use in millions 
of cattle show that Micotil is a dependable solution for bovine 
respiratory disease control and therapy. Whether you are using 
it on arrival or in the hospital, Micotil provides bottom-line value 
compared to competitors.1 Depend on Micotil for the long haul. 

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

 
Elanco.us

LONG HAUL
HERE FOR THE

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

Trusted and  
dependable

Benefits of  
Flex Dose

Bottom-line 
value

CompetitiveProven time
and again

Tilmicosin injection
TODAY. TOMORROW. MICOTIL.®
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Director of Breed Improvement.

With more Angus influenced cattle qualifying for the Certified Angus Beef ® brand than ever before, it’s clear 
that the Angus bull has become America’s bull. He sires calving ease, growth and superior marbling. He works 
well in any environment, and on any cow, regardless of breed. Make sure that America’s bull serves as your 
Director of Breed Improvement.

Angus. America’s breed. Go to www.Angus.org/businessbreed to learn more.



25JANUARY 2019www.joplinstockyards.com

Director of Breed Improvement.

With more Angus influenced cattle qualifying for the Certified Angus Beef ® brand than ever before, it’s clear 
that the Angus bull has become America’s bull. He sires calving ease, growth and superior marbling. He works 
well in any environment, and on any cow, regardless of breed. Make sure that America’s bull serves as your 
Director of Breed Improvement.
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MANAGEMENT MATTERS

enomics, expected prog-
eny differences (EPDs) 
and economic selection 

indexes are words most 
tossed around in the months 
surrounding bull sale season. 
Before producers get much fur-
ther along into making genetic 
selection decisions that will af-
fect their operations for years 
to come, it’s essential that we 
take the time and dive into the 
overall impact of those terms. 

Down to Basics
Jared Decker, assistant profes-
sor and beef genetics extension 
with the University of Missouri, 
often asks cattlemen if they are 
going to a bull sale to purchase 
a piece of the environment. 
“No one is. The purpose of go-
ing to a bull sale is to buy genet-
ics that will be passed on to the 
next generation,” he says. 

Since producers set out to pur-
chase genetic potential, not 
the environment in which the 
cattle were raised, cattle must 
be evaluated for genetic merit 
based on sound scientific data. 

EPDs allow beef producers 
to focus selection decisions 
specific to genetic differences 
between animals. “When we 
do that, selection decisions 
become more accurate, so we 
can improve the genetics of 
the herd more rapidly,” Decker 
says.

Producers might have a per-
sonal opinion of which traits 
are most important to their op-
erations, but most can agree on 
one thing: cowherds must be 
profitable.

“Focus selection decisions on 
profitability,” Decker says. 
“The importance of different 
traits is based on their influ-
ence on the profitability of the 
beef operation.” 

Decker believes that one of the 
easiest ways to plan for the 
herd’s future is to place selec-
tion pressure on profitability 
through the use of economic 
selection indexes. 

“Economic selection indexes 
combine EPDs and weight 
them on economic importance 
and give us one number that 
ranks cattle according to profit-
ability,” Decker says.

Many breed associations offer 
multiple economic selection 
indexes, so producers need to 
do their due diligence in under-
standing for which production 
scenario the selection indexes 
are designed. As a general rule, 
terminal indexes assume that 
100 percent of the calf crop is 
sent to market each year. 

“If we keep replacement fe-
males and are using the termi-
nal index, we aren’t using the 
optimal index for our situa-
tion,” Decker says. 

For a typical cow-calf opera-
tion that keeps its own replace-
ment females, an all purpose 
or general purpose index will 
take into account conception to 
slaughter. 

When making strategic genetic 
decisions, it’s also important to 
consider a variety of factors, 
including whether or not to im-
plement a crossbreeding plan 
designed for the long-term fu-
ture of the herd. 

“The breed of the month club 
is over, and memberships were 
revoked,” Decker says. “People 
need to choose two, maybe 
three breeds to use in a cross-
breeding system to get the con-
sistent calf crop.”

Added Assurance
In addition, genetic and genom-
ic technology has advanced 
within the beef industry to the 
point that said technologies are 
positively affecting selection 
decisions made by commercial 
cow-calf producers every day. 

The vast majority of bulls pur-
chased from production sales 
are unproven bulls. These 
bulls haven’t produced any 
progeny to have progeny re-
cords reported to their breed 
association registry. There-
fore, their EPDs represent their 
pedigrees and own perfor-

mance data only, unless ge-
nomic data — through the use 
of DNA testing — is incorporat-
ed into their EPDs. 

DNA information is simply an-
other source of data. The more 
information entered into ge-
netic evaluation results in a 
more reliable answer. As data 
is added, EPDs become more 
accurate, and more confidence 
exists that those EPDs are going 
to change less as more perfor-
mance data is gathered on a 
specific animal. 

“DNA testing allows us to di-
rectly measure genetic similar-
ity and measures that genetic 
similarity more precisely, so 
our EPD predictions become 
more accurate; that’s the big 
benefit of genomic testing,” 
Decker explains. 

The added EPD accuracy from 
genomic testing is easily de-
scribed in the form of prog-
eny equivalents. For example, 
when a DNA test is performed 
on yearling bull that has zero 
real progeny, the genomic in-
formation gathered from the 
test can be as useful as 10 to 20 
progeny with recorded birth 
weight, weaning weight, and 
yearling weight, which are the 
easy-to-measure traits. Plus, ge-

nomic data can benefit the ac-
curacy of the harder-to-gather 
traits such as carcass merit and 
fertility, which also take a lon-
ger timeframe to collect.

“DNA testing gives us a lot of 
information on an animal and 
reduces the risk that the com-
mercial buyer will make an 
unlucky selection decision,” 
Decker says. 

While DNA testing and ge-
nomic predictions have quickly 
become the industry norm, a 
substantial percentage of pro-
ducers still place emphasis on 
actual weights instead of EPDs 
and indexes. 

“It’s important that as a beef 
industry we learn to trust tech-
nology,” Decker says. 

He often makes the analogy 
that most Americans are walk-
ing around with cell phones 
even though they don’t have 
a clue how they work. Con-
versely, beef producers don’t 
have to know all of the intri-
cate details of how EPDs, se-
lection indexes and genomics 
work; instead, trust that they 
do provide valuable and reli-
able information for each sec-
tor of the beef industry.

Focusing on Profitability
Evaluating the principles of genetic selection
By Rebecca Mettler for Cattlemen’s News

DNA testing provides a direct measure of genetic similarity and then 
measures that similarity more precisely so EPD predictions become 
more accurate, a big benefit of genomic testing.
 — Photo by Joann Pipkin..
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Scales & EID Readers

Maximize Profits Through 
Precise Resource Management

Huge Savings On Our Premium Management Solutions
Find out more at www.datamarsna.com

Tags Syringes

Brands of Datamars Group

ittle progress has been 
made in load bar tech-
nology over the past 
20 years — until now. 

World- renowned for its indus-
try-leading electronics, Tru-
Test is making waves with its 
new load bar advancement—
introducing the HD5T.

With an astounding 11,000-lb. 
capacity, the HD5T load bars 
were designed to be as tough 
as the environment in which 
they're used. These bars can 
be used under manual or hy-
draulic chutes and feature 
completely sealed load cells, 
making them 100 percent wa-
ter- and dust-proof. The galva-

nized steel con-
struction also 
provides corro-
sion resistance.

The best part 
about the HD5T 
bars? Their 
ease. A big ob-
stacle in load 
bar technology 

has been installation, but the 
HD5Ts are the easiest to install 
yet. Simply bolt the bars to the 
chute, then bolt to a level con-
crete surface—no additional 
assistance needed!

Tru-Test has been a leader in 
the electronic scales business 
for over 30 years, and it’s easy 
to see why. Tru-Test prides it-
self on quality products and 
exceptional service. For more 
information on the HD5T bars 
or any other Tru-Test prod-
ucts, please visit www.tru-test.
com or call 800-874-8494.

The Beast of All Load Bars
Tru-Test introduces new electronic scale product

TRENDING NOW

s we start 2019, it’s good 
to look back at 2018. 
More than 4,800 people 
came to the MU South-

west Research Center for vari-
ous meetings, workshops and 
field days in 2018, including 
those from several different 
countries. We have engaged 
people in many ways to share 
what we are doing and to ex-
change ideas.

We hosted future leaders in 
June and September. The 
Pierce City school district sent 
90 elementary and middle 
school students to participate 
in the Ag Fun Day in June. 
Numerous stations allowed 
students to stop and chat with 
agricultural experts about 
a variety of topics. The staff 
worked hard to make sure a 
broad swath of agriculture 
was covered including dairy, 
beef, bees, tractors, equip-
ment, forage bike reader, but-

ter-making, and where food 
comes from. The goal of the 
day was to showcase the role 
agriculture plays in everyday 
life. We touched on the impor-
tance of agriculture by provid-
ing education to young stu-
dents that supports primary 
industries by inspiring them 
to consider farming a worthy 
career choice. 

According to the 2012 USDA 
NASS preliminary report, 
farmers fall in the following 
age brackets: 6 percent un-
der 35 years old, 61 percent 
35 to 54 years, and 33 percent 
65 and older. This means we 
could see a shortage of farm-
ers in the future. That is dan-
gerous because everyone 
needs to eat and have cloth-
ing, and we need farmers to 
supply the resources for both. 

2018: The Year in Review
MU Southwest Center celebrates 2018 success

CONTINUED ON NEXT PAGE
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THE YEAR IN REVIEW
FROM PREVIOUS PAGE

Students learned about flow-
ers, bird and insects at the 
prairie station. Presentations 
also included the topics of bees 
and beehives, as well as trac-
tors and equipment. Students 
engaged with experts about 
plants, crops, tomatoes and 
the differences between dairy 
and beef cattle. Speakers at 
the Southwest Research Cen-
ter also explained how cheese 
is made from the milk from 
dairy cows and how cotton is 
used in an assortment of items, 
including t-shirts and money.

In September, we held Ag Edu-
cation Day. More than 2,000 
high school students from 
across the entire corner of 
southwest Missouri made the 
trip to the Southwest Research 
Center. This is the first year 
that the center has combined 
its field day with its agriculture 
education day. Students heard 
from more than 30 speakers, 
each of whom touched on a 
different aspect of agriculture. 
The students were also able to 
hear more about the Universi-
ty of Missouri and the College 
of Agriculture, Food and Natu-
ral Resources.

Since agricultural research is 
the main focus of the South-
west Center, several research 
projects are worth noting. 
Dr. Eric Bailey has worked 
on studying the effects of pre-
scribed burning on fescue en-
dophyte levels, as well as dilut-
ing the effects of toxic fescue 
by allowing other forage spe-

cies to grow within fescue pas-
tures. Plot work has been con-
ducted at the Southwest Center 
in 2018 and will expand to a 
pasture basis in 2019. Toxic 
fescue has accounted for much 
in the way of reduced weight 
gain, fescue foot and other 
circulation problems. Possible 
ways to reduce fescue toxicity 
problems should be looked at 
closely.

Dr. Felix Fritchi also has re-
search at the Southwest Cen-
ter. His focus is to increase soy-
bean value for the entire value 
chain, by selection of soybean 
germplasm and identification 
of soybean genes controlling 
protein synthesis and storage 
along with the development of 
markers for those genes. This 
will provide the opportunity 
to create soybeans with higher 
protein levels and will aid in 
the development of commer-
cial soybean varieties with an 
improved nutritional bundle. 
He is also conducting a project 
aimed at improving not only 
soybean nitrogen acquisition 
but also transport of that ni-
trogen to pods and seeds. The 
goal is to enhance seed yield, 
increase protein concentration 
and enrich protein composi-
tion. The replicated yield trial 
was conducted with three dif-
ferent overexpressing lines 
and appropriate controls. In 
addition to yield, he will deter-
mine seed protein and oil com-
position. 

One of the things we’re most 
excited about is using new 
genomic and reproductive 

technologies to make our beef 
herd more efficient. We’re in-
troducing Red Angus into our 
existing Black Angus-based 
cow herd. Replacement heif-
ers will be generated through 
use of artificial insemination. 
Primary emphasis will be 
placed on the HerdBuilder in-
dex, Stayability EPD and Heif-
er Pregnancy EPD in selecting 
AI Sires. Terminal growth per-
formance will be emphasized 
in natural service sires. Work-
ing on this project is Dr. Jordan 
Thomas, Dr. Jared Decker, Dr. 
Scott Poock and Dr. Eric Bailey.

We have many other projects 
going with grapes, elderber-

ries, paw paws, black walnuts, 
pecans, blackberries and many 
more. We look forward to con-
tinuing these into the future.

Finally, our conference build-
ing is on pace to be finished 
by June of this year. As I write, 
the footers and walls have 
been poured, and the slab is 
almost ready to be poured. We 
are looking forward to host-
ing larger meetings, events 
and conferences in this facility, 
which will be used by many in 
Southwest Missouri. We look 
forward to a great 2019.

—Source: University of Missouri 
Southwest Research Center.
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Replacement Cow & Bull
Highlight Sale

1 p.m., Wed., Jan. 23
During our regular cow & bull auction
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All Things Being Equal, 
Wouldn’t You Like A New Choice?

To learn more, visit Pharmgate.com  
and talk to your veterinarian.

©2019 Pharmgate Animal Health.  Deracin is a registered trademark of Pharmgate, LLC.  
Aureomycin, Bovatec and Deccox are registered trademarks of Zoetis.

You have a new medicated feed option for 
proven and trusted control of shipping fever and 
anaplasmosis. Deracin® (chlortetracycline) is the 
generic equivalent to Aureomycin®, giving you an 
economical alternative without the need to change 
treatment strategy.

Deracin has combination clearances to be fed with 
Bovatec® or Deccox® and can be top dressed. It 
can also be fed to cattle on pasture with bluebird 
free choice mineral formulation.  Restore health 
and get better value with a new choice for shipping 
fever and anaplasmosis.  Choose Deracin.

Federal law restricts medicated feed containing this veterinary feed directive 
(VFD) drug to use by or on the order of a licensed veterinarian.

1106D-1118

(Chlortetracycline)

Chlortetracycline
Type A Medicated Article

Deracin®     50 Meal

Active Drug Ingredients: Chlortetracycline as Chlortetracycline Calcium Complex equivalent to 50 grams Chlortetracycline Hydrochloride/lb.

Ingredients:

Use directions:

Mixing directions:

Dried Streptomyces aureofaciens fermentation product in a carrier suitable for incorporation in feed.

For Use in the Manufacture of Medicated Feeds
CAUTION: For use in Dry Feeds ONLY. NOT FOR USE IN LIQUID FEED SUPPLEMENTS

Mix sufficient  Deracin® 50 Meal Type A Medicated Article to supply desired concentration of chlortetracycline per ton with part of the 
feed ingredients to make a preblend. Add the remainder of the ingredients and mix thoroughly. For specific use levels, see Indications.

®

Swine
Reduction in the incidence of cervical lymphadenitis (jowl abscesses) 
caused by Group E. Streptococci susceptible to chlortetracycline.

Breeding Swine: Control of leptospirosis (reducing the incidence of 
abortion and shedding of leptospirae) caused by Leptospira pomona 
susceptible to chlortetracycline.
Feed continuously for not more than 14 days.

Ducks
Control and treatment of fowl cholera caused by Pasteurella multocida 
susceptible to chlortetracycline.
Feed in complete ration to provide from 8 to 28 mg per pound of 
body weight per day depending upon age and severity of disease. 
Feed for not more than 21 days.

Chickens
Control of infectious synovitis caused by Mycoplasma synoviae 
susceptible to chlortetracycline. Feed continuously for 7 to 14 days.

Control of chronic respiratory disease (CRD) and air sac infection 
caused by Mycoplasma gallisepticum and Escherichia coli susceptible to 
chlortetracycline. Feed continuously for 7 to 14 days.

Reduction of mortality due to Escherichia coli infections susceptible to 
chlortetracycline. Feed for 5 days.

Turkeys
Control of infectious synovitis caused by Mycoplasma synoviae 
susceptible to chlortetracycline. Feed continuously for 7 to 14 days.

Control of hexamitiasis caused by Hexamita meleagridis susceptible to 
chlortetracycline. Feed continuously for 7 to 14 days.

Turkey poults not over 4 weeks of age: Reduction of mortality due to 
paratyphoid caused by Salmonella typhimurium susceptible to 
chlortetracycline.

Psittacine birds
Warning: Psittacosis, avian chlamydiosis, or ornithosis is a 
reportable communicable disease, transmissible between 
wild and domestic birds, other animals and man. Contact 
appropriate public health and regulatory officials.
Caution: Aspergillosis may occur following prolonged treatment.

Treatment of psittacine birds (parrots, macaws, cockatoos) suspected 
or known to be infected with psittacosis caused by Chlamydia psittaci 
sensitive to chlortetracycline. Feed continuously for 45 days. Each 
bird should consume an amount of medicated feed equal to one-fifth 
of this body weight daily. During treatment, parrots, macaws, and 
cockatoos should be kept individually or in pairs in clean cages.

Cattle
Beef Cattle (over 700lb): control of active infection of anaplasmosis 
caused by Anaplasma marginale susceptible to chlortetracycline.

Beef and Non-Lactating Dairy Cattle: As an aid in the control of 
active infection of anaplasmosis caused by Anaplasma marginale 
susceptible to chlortetracycline when delivered in a free-choice feed.  
Free-choice feed must be manufactured under a medicated feed mill 
license utilizing an FDA approved formulation. 

Calves, Beef, and Non-Lactating Dairy Cattle: Treatment of bacterial 
enteritis caused by Escherichia coli and bacterial pneumonia caused 
by Pasteurella multocida organisms susceptible to chlortetracycline. 
Feed for not more than 5 days. The appropriate amount of Deracin ® 

containing feed supplement may be mixed in the cattle’s daily ration 
or administered as a top dress. If the Deracin ®  containing feed 
supplement is administered as a top dress, it must be spread 
uniformly on top of the ration and sufficient space must be provided 
so that all cattle can eat at the same time.

Swine
Control of porcine proliferative enteropathies (ileitis) caused by 
Lawsonia intracellularis susceptible to chlortetracycline.
Treatment of bacterial enteritis caused by Escherichia coli and 
Salmonella choleraesuis and bacterial pneumonia caused by Pasteurella 
multocida susceptible to chlortetracycline. (Note: This drug level is 
equivalent to approximately 400 grams per ton, depending on feed 
consumption and body weight). Feed for not more than 14 days.

Turkeys
Control of complicating bacterial organisms associated with 
bluecomb (transmissible enteritis, coronaviral enteritis) susceptible to 
chlortetracycline. Feed continuously for 7 to 14 days.

Cattle
Growing Cattle (over 400 lb): For the reduction of the incidence of 
liver abscesses.

Beef Cattle: Control of bacterial pneumonia associated with shipping 
fever complex caused by Pasteurella spp. susceptible to 
chlortetracycline.

Beef Cattle (under 700 lb): Control of active infection of anaplasmosis 
caused by Anaplasma marginale susceptible to chlortetracycline.

Sheep
Breeding Sheep: Reduction in the incidence of (vibrionic) abortions 
caused by Campylobacter fetus infection susceptible to 
chlortetracycline.
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Indications For UseIndications For Use
Chlortetracycline
mg per lb body 
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Indications For Use mg per head 
per day
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chlortetracycline
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Indications For Use mg per g feed

Store below 25°C (77°F), excursions permitted to 40°C (104°F).  Tightly reseal opened bags.

ANADA 200-510, Approved by FDA
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Restores health. Delivers value.

BUSINESS BYTES

harmgate Animal Health introduces Dera-
cin® (chlortetracycline), a generic (ANADA) alternative 

to Aureomycin® for effective and economical control of 
shipping fever and anaplasmosis, two of the mostly costly 

and challenging diseases in the cattle industry.

“We’re pleased to offer cattle producers an economical, easy-
to-use solution for shipping fever and anaplasmosis,” says Co-
lin Gray, president and CEO of Pharmgate Animal Health. “De-
racin gives producers and veterinarians a choice in products 
without the need to change treatment protocols or wonder if it 
will work.”

Deracin is broad-spectrum and effective against both Gram-
positive and Gram-negative organisms. It is readily absorbed 
so it quickly reaches effective blood and lung concentrations. 
Deracin has combination clearances to be fed with Bovatec® or 
Deccox®. It can be top-dressed in cattle feeds or fed to cattle on 
pasture with bluebird free choice mineral formulas.

Deracin is the newest addition to Pharmgate’s robust and grow-
ing line of animal health solutions, including feed- and water-
soluble medications for multiple species, as well as swine 
vaccines for protection against respiratory, reproductive and 

enteric diseases.  Pharmgate’s parent 
company, Jinhe Biotechnology Co., is 
the world leader in the production of 
chlortetracycline, which is the active 
ingredient in Deracin.

“Being the basic manufacturer gives 
us control over this product from start 
to finish, allowing us to deliver a prod-
uct of superior quality,” says Gray. 
“Our customers can be confident they 
are getting value and trusted perfor-
mance when they use Deracin to re-
store cattle health and well-being.”

Ask your veterinarian or feed manu-
facturer to choose Deracin. Learn 
more and find a local representative 
at Pharmgate.com.  Deracin is a veter-
inary feed directive (VFD) drug to be 
used by or on the order of a licensed 
veterinarian.

Pharmgate Animal Health is head-
quartered in Wilmington, North Car-
olina, and provides innovative and 
high-quality products that help the 
livestock industry optimize animal 
health, efficiency and production. 
Pharmgate Animal Health celebrated 
its 10th anniversary in 2018.

The company’s pharmaceutical pro-
duction facilities are located in Oma-
ha, Nebraska; vaccine research and 
manufacturing operations are based 
in St. Paul, Minnesota. To learn more 
about Pharmgate Animal Health, visit 
our website at Pharmgate.com.

Pharmgate Animal Health 
Introduces Deracin®
Product is alternative to Aureomycin® for treatment of 
shipping fever and anaplasmosis

Download the JRS 
Mobile App Today
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ON THE CALENDAR

niversity of Missouri 
(MU) Extension has set 

a Warm Season Grass 
Cattle Grazing Workshop 

for Feb. 1 beginning at 1 p.m. 
at the Immanuel Lutheran 
Church and School in Lock-
wood, Missouri.  This work-
shop is part of the Natural Re-
sources Conservation Service 
+ MU Grasslands Project.

Jill Scheidt and Patrick Davis, 
MU Extension regional agron-
omy and livestock field spe-
cialists, respectively, will pro-

vide the education. Featured 
discussions include warm 
season grass development and 
management as well as cattle 
nutrition and grazing manage-
ment on warm season grasses. 

The event is free, but to attend 
please register by Jan. 31 by 
contacting the Dade County 
MU Extension Center at 417-
637-2112 or Patrick Davis by 
email at davismp@missouri.
edu.  

Warm Season Grass Cattle 
Grazing Workshop Set for Feb. 1
Register by Jan. 31 for Lockwood, Missouri, event

Manage your risk with video marketing. 
For details, visit primetimelivestock.com. 

ON THE CALENDAR

emarkable technology 
is available to beef cat-
tle producers in the ar-
eas of reproduction and 

genetics.  Cattlemen are invited 
to learn how to use these tools 
on their cattle operations to in-
crease profits at the MU Exten-
sion ReproGene 2019 workshop 
“Taking the Next Steps in Beef 
Cattle Reproduction and Genet-
ics.” This workshop will take 
place at 4 p.m. Feb. 7 at the 3 Ce-
dars Event Center, 24327 E Old 
Town Road, Nevada, Missouri.

MU Extension’s David Patter-
son, Jordan Thomas and Jared 
Decker will lead the workshop.  
The topics covered include: 

• Overview of AI Synchroni-
zation Protocols for Heifers 
and Cows

• Evaluation of Protocols for 
2-Year-Olds Cows

• Split-Time AI and Use of 
Sex-Sorted Semen

• EPD & Genomic Prediction 
Basics

• How to use Genetic and 
Genomic Predictions for In-
creased Profitability

In addition, a genomics hands-
on demonstration and discus-
sion using registered Angus 
bulls from Norman Garton of 
Nevada, Missouri, will also take 
place. Garton will also provide 
a presentation on cattle opera-
tion use of genomic and repro-
duction technologies.

Dinner for the event will be ca-
tered by Gobblers Roost of Ne-
vada, Missouri. Cost is $25 per 
person before Jan. 30 or $35 
per person at the door. For de-
tails call 417-276-3313. 

Repro, Genetics Workshop Set 
for Feb. 7 in Nevada, Missouri
Preregister by Jan. 30 
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trending now

he need for agriculture 
to connect with our 

communities continues to 
grow – keeping Missouri 

Farmers Care (MFC), the coali-
tion of more than 40 Missouri 
agriculture groups busy. 

Open for Business – Agri-Ready 
Lays the Foundation for Agricul-
tural Growth and Opportunity
Community acceptance of ag-
riculture, particularly animal 

agriculture, stands as one of 
the greatest challenges to our 
industry’s growth and success. 
Through MFC’s Agri-Ready 
County Designation, nearly 60 
counties have declared their 
counties open for business 
and proclaimed their support 
for agriculture as a primary 
driver of their economy and 
community’s success. These 
counties have committed to 
not enacting local regulations 
impacting agriculture that are 
more stringent than state law. 

“Agri-Ready Designation sets 
counties on a path to seek 
new opportunities to add 
value to farm products and to 
strengthen the fabric of their 
communities,” says Ashley 
McCarty, MFC executive direc-
tor. “With Agri-Ready partner-
ship, agricultural literacy has 
been heightened across the 
state and communities have 
taken steps to embrace their 
agricultural heritage, while 
also looking to agriculture as 
the future of their economy. 
Leaders in these counties are 
positioning their communi-
ties to leverage their many 
assets - engaged agricultural 
leaders, productive farms and 
ranches and value-added pro-
cessing. This designation can 
serve as a catalyst for leaders 

to pull together and bring new 
opportunities to their coun-
ties.”

Career Series Highlights Op-
portunities in Agriculture; 
Career-Ready Series Partners 
with DESE
MFC’s Ag Education on the 
MoveTM (AEOTM), program 
continued momentum in 
2018, planting the seeds for 
agricultural literacy with to-
morrow’s consumers. AEOTM 
is a 10-week elementary-lev-
el education program that 
teaches students about crops, 
livestock, nutrition, soil and 
how agriculture impacts 
their everyday lives. Through 
member’s resources and col-
laboration, passionate educa-
tors share the important story 
of Missouri farm families, 
while incorporating interac-
tive hands-on activities. These 
seeds are planted early on to 
help students develop a foun-
dation of learning and make 
informed decisions as a future 
consumer.  

While the primary goal of the 
AEOTM program is to ensure 
the important message of ag-
riculture makes its way to the 
classroom, the bus doesn’t 
stop there.  In a new effort to 
open eyes to the far-reaching 
significance of agriculture 
in our communities, its eco-
nomic impact and career op-
portunities, AEOTM has part-
nered with the Department 
of Elementary and Secondary 
Education to host career tours 
across the state. 

“In Missouri, we have the 
unique opportunity to show-
case the plant and animal 
science hubs in the St. Louis 
and Kansas City regions while 
highlighting jobs and entre-
preneurship in rural commu-
nities," says Luella Gregory, 
AEOTM director. "We want 
students, educators and ad-
ministration to understand 
what diverse careers agricul-
ture has to offer and its im-
portance to every region of 
Missouri.”

The AEOTM Career-Ready se-
ries brings educators, guid-
ance counselors and admin-
istrators on bus tours, visiting 
agribusinesses and learning 
about careers in trade, mar-

CONTINUED ON PAGE 32

Growing Agriculture
Agri-Ready helps the industry grow, creates opportunity
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network know-how Selling your ca� le shouldn’t be a risky venture. 
We’re here to help with our innovative marketing strategies. 

Upcoming VIDEO SALEs
Feb. 21, 2019 “The Spring Fling” Wheat Pasture

 AT an outside venue
 contracts and videos due Feb. 14 

March 14, 2019
 AT Joplin RegionalStockyards 

contracts and videos due March 7

April 18, 2019
 AT Joplin RegionalStockyards 

contracts and videos due APRIL 11 

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

M A N A G E  Y O U R  R I S K .

R i s k  M a n a g e m e n t  |  V i d e o  M a r k e t i n g
a division of Joplin Regional Stockyards

visit us at
primetimelivestock.com

Skyler Moore
417.737.2615
Bailey Moore
417.540.4343
Jackie Moore
417.825.0948

Colby Fla�  | Video Manager 
620.870.9100

keting, communications, fi-
nance and more. In rural 
communities, participants 
hear from local business own-
ers, agronomists and trade 
professionals while touring 
diverse sites including local 
implement dealers, Soil & Wa-
ter Conservation Districts and 
University of Missouri Exten-
sion offices. 

In 2018, the AEOTM Career-
Ready tour series expanded 
to include a follow-up session 
at the University of Missouri, 
where tour participants could 
see specific degree areas 
and coursework. In addition 
to on-campus experiences, 
more than 100 participants 
visited Danforth Science Cen-
ter, Sydenstricker Implement, 
University Dairy Farm, Agro-
forestry Center, agribusiness-
es and farms. Interactive pan-
els represented the variety of 
agriculture careers from soil 
conservationists to financial 
managers and from research-

ers and plant breeders to jour-
nalists.  In 2019, additional 
universities will partner in 
efforts to highlight their pro-
gram offerings related to ag 
careers. 

Missouri Farmers Care con-
tinues to seek out additional 
opportunities to share the 
important message of agricul-
ture with new audiences. 

AEOTM is an educational ef-
fort through Missouri Farm-
ers Care, funded partially by 
Missouri soybean farmers 
and Missouri beef producers 
and their checkoffs. Missouri 
Farmers Care implements 
activities to promote the con-
tinued growth of Missouri 
agriculture and rural com-
munities through coordinated 
communication, education 
and advocacy. Visit www.Mo-
FarmersCare.com  for more 
information. 

—Source: Agriculture Education 
on the Move. 

GROWING AGRICULTURE
FROM PAGE 34

s I’ve mentioned before, I 
live in upstate New York 
where dairy is king. 
Within just a few miles 

of my home, I can find a dozen 
dairy farms. Of those 12 dairy 
farms, half of them milk more 
than 1,000 cows, housing in ex-
cess of 2,000. I live in a town 
that has more cows than peo-
ple.  Because of this, I take a 
lot of things for granted. Most 
of all, I assume that the vast 
majority of this population 
is well-versed in agricultural 
practices. But after a few re-
cent conversations, I could not 
be more wrong.  

On top of running a beef oper-
ation, I also own and operate a 
retail Christmas tree business.  
This year I decided to bring an 
orphan Red Angus calf to the 
tree operation. I called a neigh-
boring dairy farm and asked to 
borrow a calf hutch. I placed 
the calf hutch inside the tree 
barn. I figured I was killing 
two birds with one stone — I 
wouldn’t have to make a spe-
cial trip to the beef farm daily 
to feed him at night, and I’d 
bring a few of my beef custom-
ers to the tree operation due to 
his solid Facebook following 
(another example how social 
media can be beneficial).  

After a few days of the calf 
being at the tree barn, I over-
heard a conversation between 
a few customers about how sad 
it is to see a “veal hut” at my 
business. These were women 
who live in this town — a town 
with more cows than people. 
They pass a dozen farms every 
day that house hundreds of 
dairy heifer calves in this ex-
act same set up. I interrupted 
them to discuss the calf’s hous-
ing. When I explained that this 
is not a “veal hut” they didn’t 
believe me. They began to ar-
gue that they see hundreds of 
these same huts every day, and 
they cry every time they drive 
by them.  (Thank you, social 
media and all of those animal 
rights videos that tug at your 
heartstrings.) 

I took a deep breath, smiled (a 
smile always helps me sound 

less annoyed) and explained to 
them that those “veal huts” are 
nothing of the sort. I explained 
to them that these are dairy 
heifer calving housing. I ex-
plained that just like humans 
who use cribs, these hutches 
are used for animal safety and 
health. I then held my breath 
for them to ask, “But what 
about the bull calves?”

But it never came. All they 
wanted to know was why 
those videos they had watched 
were wrong. Pure and simple. 
Those videos tugged at their 
heartstrings, and here I was 
telling them that it was 100 
percent wrong information.  
As the Christmas tree season 
marched on, I heard the same 
refence to a “veal hut” half a 
dozen times. And EVERY single 
time I heard it, I took a few 
minutes to educate. And ev-
ery single time I got the same 
response — relief. It was quite 
eye-opening.  

One night at the farm was 
rather cool (15 degrees), and 
a customer started to tear up 
and say, “But isn’t he cold?  He 
needs a heated space.” This one 
threw me for a loop. I asked 
her if all the deer and other 
non-hibernating animals were 
cold? She replied, “Of course 
not.” Then it clicked. Just be-
cause SHE was cold doesn’t 
mean an animal with a heavy 
winter coat (and this calf has a 
ridiculously heavy coat) would 
be cold. She instantly looked 
relieved and then added, “Now 
I don’t feel bad for all those 
cows I see outside eating dur-
ing the winter.”  

At our state fair, we have a 
“Live Dairy Birthing Center” 

where I work as a herdsman 
and deliver three dairy calves 
every day in front of a live au-
dience.  Sometimes we have 
100 people present.  Some-
times we have upward of 
1,000.  We have dozens of in-
dustry volunteers on hand to 
answer any question that gets 
asked. In this setting, 99 out 
of 100 times, the person ask-
ing the question walks away 
happy to know the truth. Ev-
ery now and again, we’ll have 
someone speaking untruthful 
statements and does not want 
to know the truth. But those in-
stances are very rare, and you 
can see them coming.

My takeaway from every one of 
these interactions is that once 
the correct information is laid 
in front of a person, nine times 

out of 10 they want to know 
the truth. They want those vid-
eos to be wrong. It makes their 
hearts happy. But nine times 
out of 10 we as producers are 
too nervous to step in because 
we fear getting into an argu-
ment with someone who won’t 
listen or because it is not our 
business. But I’m here to tell 
you, it is our business. It liter-
ally IS OUR BUSINESS.  Stand 
up for your fellow ranchers 
and farmers — today, tomor-
row and always.  

—Source: Erin Luchsinger Hull 
owns and operates Lucky 13 Beef 
in Tully, New York. She is a board 
member of the New York Beef 
Council and the 2017 Beef Promot-
er of the Year for New York state. 
Follow her online at www.face-
book.com/lucky13beef.

Why Speaking Up Matters
Stand up for agriculture, tell your story
By Erin Luchsinger Hull for Cattlemen's News
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MANAGEMENT MATTERS

uch of the success 
of your calf crop 
next year begins the 
day this year’s calves 

are born. That’s because the 
condition of your cows when 
they calve this spring and 
the quality of the feed made 
available to them are critical 
to rebreeding and a start to 
next year’s calf crop.

“Late winter and early 
spring is the most challeng-
ing time of the year for the 
nutrition of spring-calving 
beef cows,” says Glenn Selk, 
Oklahoma State University 
extension beef specialist. 
“Unless cool season grasses 
are available, this is a sea-
son where maintaining or 
gaining body condition on 
spring-calving cows is really 
quite difficult.”

Cow body condition is es-
pecially critical at this stage 
because your cows need to 
recover from calving and 
start cycling again all while 
providing enough milk for 
growing calves. 

“A cow’s nutrient require-
ments increase dramatically 
after calving to support milk 
production,” says Eric Bailey, 
University of Missouri exten-
sion beef specialist. “These re-
quirements peak two months 
after calving and slowly taper 
off as milk production de-
creases.”

Beef specialists note that the 
demands on a cow post-calv-
ing mean she’ll need more 
nutrients. Depending on her 
potential for milk production, 
a cow could require as much 
as 40 percent to 50 percent 
more energy and protein com-
pared to the two months prior 
to calving. 

“The magnitude of change 
over the course of a produc-
tion year is in excess of 75 
percent -- 10 mega calories of 
Net Energy for Maintenance 
(NEm) versus 18 mega calo-
ries of NEm,” Bailey says. “The 
exact magnitude of increase 

is dependent on the size of 
the cow and her capacity for 
milk production. That’s chal-
lenging during the winter be-
cause we are feeding hay, so 

it becomes expensive to feed 
a lactating cow every bite of 
feed she needs, often in excess 
of $2 per cow per day ($40 per 
1000-pound bale and cow eat-
ing/wasting 40 pounds of hay 
per day).”

Bailey says the challenges 
of post-calving nutrition are 
magnified when calving sea-
son occurs in the winter, but 
he says that time period can 
offer some benefits.

“The advantage of winter 
calving is greater in Missouri 
than other places,” he says. 
“January is the driest month 
in Missouri, so it makes sense 
to avoid the mud of spring.” 
However, he says, he was 
trained to “loathe winter calv-
ing because it does not match 
the cow’s nutrient require-
ment curve up with the forage 
growth/quality curve.”

Bailey says this year’s hay 
shortage in Missouri has 

made the economics of win-
ter feeding “tougher to pen-
cil, which is why I advocate 
feeding as little hay as pos-
sible and matching cow nutri-
ent requirements with forage 
growth/quality.”

Beef specialists commonly 
recommend that cows should 
calve in moderate to good 
body condition (scores of 5 or 
6) to ensure good rebreeding 
efficiency. Selk says body con-
dition at the time of calving 
is the most important factor 

affecting rebreeding perfor-
mance of normally managed 
beef cows.

“Body condition changes after 
calving will have more subtle 
effects on rebreeding espe-
cially in cows that are in mar-
ginal body condition,” Selk 
says. “Body condition changes 
from the time the cow calves 
until she begins the breeding 
season can play a significant 
role in your rebreeding suc-
cess story. This appears to be 
most important to those cows 
that calve in the marginal 
body condition score range of 
4 to 5.

“Ideally, cows should be main-
taining condition during mid- 
to late-pregnancy and gaining 
during breeding,” Selk says. 
“The goal of the management 
program should be to achieve 
these body conditions by mak-
ing maximum use of the avail-
able forage resources.”

Energy First
Late-winter and early-spring calving present the most 
challenging nutritional period for lactating beef cows 
By Lisa Henderson for Cattlemen’s News

Winter or early spring calv-
ing presents a challenge for 
producers to meet their cow’s 
nutritional needs during early 
lactation. That’s because of 
the biological priority for nu-
trients. The cow will meet her 
maintenance needs first, and, 
in the case of 2- and 3-year old 
cows, their growth needs will 
be met second. Providing milk 
for her calf is the cow’s third 
priority. If the cow’s nutrient 
intake is high enough, she’ll 
begin cycling and rebreed on 
time. 

“Producers in Missouri need 
to worry about energy first,” 
Bailey says. “Protein is only 
limiting when very poor qual-
ity hay is fed, and any vita-
min/mineral deficiencies can 
be covered even with a basic 
mineral program. Even late-
baled fescue will have 7 to 8 
percent crude protein and 
properly timed refuse hay will 
be above 10 percent. If for-
age is above 10 percent crude 
protein, no additional supple-
ment is needed.”  

Selk also emphasizes the im-
portance of feeding a source 
of energy, such as moderate to 
good quality grass hay and/or 
high energy cubes until warm 
season grasses grow enough 
to provide both the energy 
and protein that lactating 
cows need.

“Yes, the feed is high-priced,” 
Selk says. “But the cost of los-
ing 21 percent of next year’s 
calf crop is even greater.”
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Get

cattle.

morefor your

Commingle
today!

C A L L  417. 5 4 8 . 2 3 3 3  F O R  D E T A I L S !

Cattle are grouped into bigger, more uniform 
lots, offering buyers a larger selection.

get more

customer service

no charge

Valued marketing

+

+

+

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

We’re working for you!
From Jan. 9, 2018 through Jan. 7, 2019 

we commingled 14,697 head for 2,544 producers.

ince September 2001, we have been conducting commin-
gled sales at Joplin Regional Stockyards on a weekly basis. 
This involves processing cattle through our modern sort-

ing facility to commingle cattle of multiple producers into 
larger lots based on weight, shape, color and sex.

These larger uniform lots are attractive to more buyers; thus 
bringing a premium price when compared to cattle sold in 
drafts of less than five head. Commingling also allows the 
smaller producers to sale at a premium sale time.

How does it work?
• The seller, at their option, has the choice to allow his cattle 
to be sorted and sold with other producer’s cattle based on 
sex, color, frame and weight.

• Cattle eligible for commingling need to arrive by 5 p.m. on 
Sunday for our Monday sale.

• The cattle will be unloaded and have a shrink factor ap-
plied that adjusts for fill condition.

• The cattle will then be sorted by color (black and colored) 
if it is deemed beneficial for selling purposes.

• Each individual animal will then be measured for hip 
height, weighed, sexed and receive an individual identifi-
cation tag to determine which lot of cattle they will be co-
mingled with.

• For every lot that a seller has cattle in, a percentage of 
ownership is computed by dividing the total adjusted 
weight of each seller by the total adjusted weight of the en-
tire lot. Example: A seller has three steers that weighed a 
total of 1,500 lbs. This sellers shrink factor was 2 percent so 
the adjusted weight of this seller for this lot is 1,470 lbs. The 
lot has 40 steers with an adjusted weight of 19,200 lbs. This 
seller has a 7.6563 percent (1,470/19,200) ownership of this 
lot of cattle.

• The cattle are sold on the weight through the ring. The 
weight the seller will be paid on is this ring weight of this 
lot multiplied by his ownership percentage at the sale price.

• There is no charge for this service. 

What are the benefits of this service?
• Cattle normally sell higher when sold in larger lots. By co-
mingling smaller producers cattle together into larger lots, 
it allows them to achieve these benefits.

• We sell commingled cattle starting between 10:30 a.m. to 
11:30 a.m. This is a prime time to be selling cattle.

• By utilizing our Internet auction, a seller can view his cat-
tle sale from home or work.

This marketing option is strictly up to the seller. If you are in-
terested in commingling your cattle and have any ques-
tions,  please contact your field representative  or other Jop-
lin Regional Stockyards employee, or the office at 417-548-2333. 

MANAGEMENT MATTERS

Commingle: a Marketing Option
How can the JRS commingle program work for you?
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EQUAL HOUSING

LENDER

 

MEMBER FDIC

SPRINGFIELD, ASH GROVE, WALNUT GROVE, BUFFALO, MT. VERNON AND CARTHAGE

417.869.9000  |  OLDMISSOURIBANK.COM

WE KNOW AG BANKING
FOUNDED IN SOUTHWEST MISSOURI, OUR ROOTS ARE

TRULY TIED TO THIS LAND. AS A PREMIER AG BANK,

WE ARE UNIQUELY SUITED TO SUPPORT OUR THRIVING

AG COMMUNITY AND CONTRIBUTE TO YOUR SUCCESS.

PASTURE PLANNING

niversity of Missouri 
Extension offers a new 

series of guides on cov-
er crops for farmers and 

farm advisers.

Missouri farmers are planting 
more cover crops than ever to 
improve soil health, says Rob 
Myers, MU adjunct associate 
professor of plant sciences. 
He developed the guides.

In the last year, Missouri 
farmers received nearly $20 
million in state and federal 
funding to plant cover crops.

Cereal rye remains the most 
popular cover crop, but many 
farmers plant cover crop mix-
es, including diverse cover 
crop “cocktails,” Myers says. 
They usually plant these mix-
es after wheat harvest to im-
prove soil or for grazing.

Missouri farmers plant sum-
mer crops such as buckwheat, 
sunflowers and millets as cov-
er crops and sometimes for 
seed. Canola is another dual-
purpose crop that is planted 
in the fall and overwinters 
like wheat.

“One of the key principles of 
soil health is to increase plant 
diversity in a field, which bet-
ter supports soil microbes,” 
says Myers. “This can be done 
with cover crops or a third 
cash crop in a corn and soy-
bean rotation. Fortunately, 
some Missouri-adapted alter-
native crops work for cash 
harvest or as cover crops. 
These new publications tell 
how to grow and use these 
versatile crops.”

Crops with potential in Mis-
souri for dual use for cover 
crop or harvest include sun-
flowers, buckwheat, canola 
and diverse millet species. 
Sunflowers, a true American 
native, have a long history in 
Missouri, says Myers. Buck-
wheat is gaining new interest 
as a cover crop, even though 
it also has been grown in Mis-
souri in past years for grain. 
Canola, an in-demand oilseed, 
serves as winter cover and for 
grazing. Diverse millet species 

work for forage, seed harvest 
or cover crop use.

The guides in the series are 
available for free download:

• Growing Millets for 
Grain, Forage or Cover 
Crop Use,  extension.mis-
souri.edu/p/g4164

• Growing Buckwheat 
for Grain or Cover Crop 
Use,  extension.missouri.
edu/p/g4163

• Growing Canola for Oil-
seed or Cover Crop Use, ex-
tension.missouri.edu/p/
g4162

• Sunflowers: A Versatile 
Native Crop,  extension.
missouri.edu/p/G4701

Learn About Cover Crops
MU releases guide series on cover crops

See also:
• Cover Crops in Missouri: 
Putting Them to Work on 
Your Farm, extension.mis-

souri.edu/p/g4161

—Source: University of Missouri 
Cooperative Media Group.



42 JANUARY 2019 www.joplinstockyards.com

ON THE CALENDAR

eef production in 2018 
is projected to total 
nearly 27 billion pounds 

of beef products resulting 
from the slaughter of 33 million 
head of cattle.  The economic 
system that connects cattle pro-
duction to beef consumption 
is remarkably complex and is 
a challenge for producers and 
consumers alike to understand 
and appreciate.  

The marketing challenge for 
beef is no different than for 
any other product: providing 
the right product; in the right 
form; at the right time; in the 
right place; at a price that rep-
resents value to the consumer.  
Consumer demand for a given 
product, say a ribeye steak, is 
met by a marketing system that 
must simultaneously meet that 
demand and maximize the val-
ue of the large set of products 
resulting from fabricating the 
carcass in order to provide a ri-
beye steak. For consumers, beef 
demand for a given product on 
any given day occurs in diverse 
markets ranging from retail 
grocery; restaurants (HRI: ho-
tel, restaurant and institutions); 
or in a variety of international 
export destinations. Of course, 
not all products are consumed 
in all markets.  

What we refer to simply as beef 
demand is really a vast array of 
demands for the multitude of 
products that result from the 
disassembly of beef carcasses.  
Moreover, beef products are 
perishable and mostly market-
ed fresh; which means that the 
ability to use product invento-
ries to balance dynamic supply 
and demand flows is typically 
limited to a short period of a 
few days.   It’s easy to take for 
granted that fresh beef will be 
available in a wide range of do-
mestic and international mar-
kets every day of the year, but 
the process is truly remarkable.

In order to meet that fresh beef 
demand, a continuous flow of 
cattle ready for slaughter must 
be available throughout the 
year.  The flow of fed cattle into 

the packing industry is the re-
sult of multiple production sec-
tors and a lengthy production 
process. The majority of cattle 
slaughter is young cattle fin-
ished in feedlots in a five- to six-
month feeding phase. Prior to 
finishing, many cattle grow in a 
stocker or backgrounding phase 
that typically lasts from four to 
six months.  Stocker cattle are 
calves typically weaned at 7 to 
9 months of age as the product 
of cow-calf production.  This 
means cattle are slaughtered at 
roughly 18 months of age, with 
adjustments in any or all of 
these production phases result-
ing in a range of slaughter age 
from 15 to 22 months or more. 
Add to that nine months of ges-
tation to produce a calf and the 
total time between fresh beef 
for consumers and a rancher’s 
decision to turn out the bull is 
more than two years.

Additionally, numerous other 
dimensions of cattle produc-
tion add to the complexity of 
the industry.   Cattle produc-
tion occurs all over the coun-
try in a wide range of climate 
conditions ranging from semi-
tropical to subarctic.   Cattle 
are ruminants and able to use 
a wide range of feed resources, 
which adds flexibility to cattle 
production but also add to the 
challenge of adjusting cattle 
production in response to the 
dynamic market conditions de-
scribed above.  

Cow-calf and stocker produc-
ers, feedlots, packers, further 
processors and a host of other 
workers in transportation, 
stocking, cooking, serving and 
countless other industry partic-
ipants work every day to make 
sure that restaurant diners and 
grocery shoppers don’t have 
to think about where and how 
that beef product came to be 
available at that moment — or 
indeed that it would be there at 
all. It truly is a miracle. 

—Derrell S. Peel is an Oklahoma 
State University Extension live-
stock marketing specialist.

The Beef Industry Miracle
Understanding how cattle production connects with 
beef consumption
By Derrell S. Peel 
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EVENT ROUNDUP
January
17	 Estate, Succession and Retirement Planning
	 MU Southwest Center, Mt. Vernon, Missouri
	 FMI: 417-581-3558

22	 9 a.m.-Noon or 2-5 p.m. Spring Calving Clinic
	 Pinegar Arena, MSU Darr Center, Springfield,  Missouri
	 FMI: 417-881-8909

22	 Educational Meeting on Developing Bulls and Heifers
	 Memorial Hall Basement, Lamar, Missouri
	 To register and FMI: 417-276-3313

23	 1 p.m. Replacement Cow Highlight Sale
	 During Regular Cow & Bull Auction
	 Joplin Regional Stockyards, Carthage, Missouri
	 FMI: 417-548-2333

February
1	 Warm Season Grass Cattle Grazing Workshop
	 Immanuel Lutheran Church & School
	 Lockwood, Missouri
	 FMI: 417-637-2112

7	 Beef Repro Gene 2019 Workshop
	 Cedars Event Center, Nevada, Missouri
	 FMI: 417-276-3313

15	 Cow Camp Ranch Spring Bull & Female Sale
	 at the ranch, Lost Springs, Kansas
	 FMI: 785-466-1129

16	 Genetic Blend Bull Sale
	 Joplin Regional Stockyards, Carthage, Missouri
	 FMI: 417-830-8180

18	 ADE Polled Hereford President's Day Spectacular Sale
	 at the ranch, near Amsterdam, Missouri
	 FMI: 765-583-4875

21	 The Spring Fling Wheat Pasture
	 Prime Time Livestock Video Sale
	 Location to be announced
	 FMI: JRS office 417-548-2333 or
	 Colby Flatt, video manager, 620-870-9100

26	 Southwest Missouri Spring Forage Conference
	 Ramada Oasis Convention Center, Springfield, Missouri
	 FMI: 417-831-5246, ext. 3

March
14	 Prime Time Livestock Video Sale
	 Joplin Regional Stockyards, Carthage, Missouri
	 FMI: JRS office 417-548-2333 or
	 Colby Flatt, video manager, 620-870-9100

15	 Mushrush Red Angus Annual Production Sale
	 at the ranch, near Strong City, Kansas
	 FMI: 620-273-8581

15	 Sunflower Genetics Production Sale
	 at the ranch, near Maple Hill, Kansas
	 FMI: 785-640-8062

Stay up-to-date on everything at JRS

Missouri’s farmers 
and ranchers bring 
beef, f rom pasture 
to plate. With each 
new generation, 
another rancher 
is born to pass on 
that legacy.

It ’s a Family       
        Tradition...

ON THE CALENDAR

he Southwest Missouri 
Spring Forage Confer-

ence is moving to a new 
location in 2019. The 35th 

annual event will be held Tues., 
Feb. 26, 2019, at the Oasis Hotel 
and Convention Center, 2546 N. 
Glenstone Ave., in Springfield, 
Missouri.

This year’s keynote speaker will 
be Pat Keyser from the Univer-
sity of Tennessee. Keyser is a 
professor and director of UT’s 
Center for Native Grasslands 
Management. He will address 
native warm season grasses. 

The conference will also fea-
ture several breakout sessions 
throughout the day. Topics in-
clude: strategies for managing 
farm and ranch depreciation; 
intercropping summer annu-
als; retained ownership; basics 
of management-intensive graz-
ing; mitigation of fescue endo-
phyte; proper stocking rates; 

fertilizing for crop removal 
rates; toxic plants; preparing for 
drought; economics of renova-
tion; and forage sustainability 
with soil types.

A large trade show will also be 
held in conjunction with the 
conference. Agricultural busi-
nesses and organizations will 
have exhibits and representa-
tives available to discuss their 
products and services. If inter-
ested in becoming an exhibitor 
or sponsor, contact Nathan Witt 
at 417-451-1007 ext.3.

Conference registration begins 
at 8 a.m., with sessions running 
from 8:45 a.m. to 3:30 p.m. A 
banquet luncheon is included 
with the registration. The cost 
is $35 per person in advance or 
$45 at the door. To pre-register 
(by Feb. 15) or for more infor-
mation, contact the Laclede 
County SWCD office at 417-532-
6305, ext.101.  

Spring Forage Conference 
Moves to New Location
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MARKET WATCH

Joplin Regional Stockyards 
Get the complete Joplin Regional Stockyards Feeder Cattle Market Summary online at www.joplinstockyards.com.

JRS Sale Day Market Phone: (417) 548-2012
Mondays (Rick Huffman) | Wednesdays (Don Kleiboeker)

Market Information Provided By Tony Hancock 
Mo. Department of Agriculture Market News Service 

Market News Hotline (573) 522-9244
Sale Day Market Reporter (417) 548-2012

Market Recap | Value-Added Feeder Cattle Auction  
Jan. 3, 2019 • Receipts 6,671

Market Recap | Feeder Cattle Auction 
Jan. 7, 2019 • Receipts 13,853

Tune in to the JRS Market Report

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

M-F 9:55-10:05 a.m. during break before AgriTalk 
M/W/F Noon Hour during Farming in the Four States
T/Th Noon Hour after news block

Monday 11:45 a.m.
Wednesday 11:45 a.m.

Monday & Wednesday
11:30 a.m. & 12:30 p.m. 

Monday 11:30 a.m.
Wednesday 11:30 a.m.

Monday  12:40 p.m.
Wednesday 12:40 p.m. 

Monday 12:15 p.m. 
Wednesday 12:15 p.m. 

No recent Special Value Added sale for a price comparison, 
compared to the regular feeder cattle sale two weeks ago, steers 
and heifers steady to 5.00 higher except 450 to 525 lb steers 
6.00 to 10.00 higher. Calves are weaned 45 days or more, on a 
vaccination program and heifers are guaranteed open. 

Steers (Per Cwt / Actual Wt) Medium and Large 1 350-400 lbs 
200.00; 400-450 lbs 181.00-198.00; 450-500 lbs 174.00-192.00; 
500-550 lbs 161.00-184.00; 550-600 lbs 153.00-169.00; 600-650 
lbs 145.00-155.00; 650-700 lbs 142.50-155.00; 700-750 lbs 140.00-
153.50; 750-800 lbs 140.50-153.00; 800-850 lbs 140.00-145.50; 
850-900 lbs 139.00-150.50; 900-950 lbs 136.50-137.00. Medium 
and Large 1-2 250-300 lbs 217.50; 300-350 lbs 180.00; 350-400 
lbs 175.00-185.00, Thin Fleshed 194.00; 400-450 lbs 163.00-
175.00, Thin Fleshed 192.00-193.00; 450-500 lbs 164.00-179.00, 
Thin Fleshed 180.00; 500-550 lbs 147.00-172.00; 550-600 lbs 
146.00-162.00, Thin Fleshed 162.00; 600-650 lbs 140.00-153.00; 
650-700 lbs 140.00-144.00, Thin Fleshed 150.00; 700-750 lbs 
140.00-144.50, Fleshy 141.00; 750-800 lbs 141.00, Fleshy 140.00; 
800-850 lbs 138.50-142.50; 850-900 lbs 139.50; 900-950 lbs 136.00. 
Medium and Large 2 550-600 lbs 138.00; 700-750 lbs 138.00. 
Large 1 700-750 lbs 140.00-141.00; 750-800 lbs 141.00; 800-850 
lbs 140.00. Medium 1-2 350-400 lbs Thin Fleshed 172.00; 450-
500 lbs Thin Fleshed 164.00. 

Heifers (Per Cwt / Actual Wt) Medium and Large 1 300-350 lbs 
154.00-167.00; 400-450 lbs 148.00-156.00; 450-500 lbs 140.00-
152.00; 500-550 lbs 136.00-145.00; 550-600 lbs 136.00-145.00; 
600-650 lbs 135.00-146.00; 650-700 lbs 132.00-141.00, Replace-
ment 142.00; 700-750 lbs 133.00-142.00; 750-800 lbs 134.50; 800-
850 lbs 120.00-127.00; 850-900 lbs 122.00. Medium and Large 
1-2 300-350 lbs 145.00; 350-400 lbs 139.00-144.00, Thin Fleshed 
142.00-148.00; 400-450 lbs 134.00-147.00; 450-500 lbs 134.00-
142.00; 500-550 lbs 134.00-142.00; 550-600 lbs 134.00-138.00; 
600-650 lbs 130.00-136.50, Replacement 139.00; 650-700 lbs 
132.00-137.00; 700-750 lbs 131.00-133.00, Fleshy 132.50; 750-
800 lbs 130.00. Medium and Large 2 400-450 lbs 130.00; 650-
700 lbs 124.00-131.00. Large 1 600-650 lbs 135.00; 650-700 lbs 
133.00. Medium 1-2 350-400 lbs Thin Fleshed 146.00; 450-500 
lbs Thin Fleshed 136.00; 550-600 lbs 130.00. Medium 2 300-350 
lbs 138.00.

Please Note: The above USDA LPGMN price report is reflective of the 
majority of classes and grades of livestock offered for sale.  There may 
be instances where some sales do not fit within reporting guidelines 
and therefore will not be included in the report.  Prices are reported on 
an FOB basis, unless otherwise noted.

—Source: USDA-MO Dept of Ag Market News Service, Rick Huffman, 
Market Reporter, (573) 751-5618. 24 Hour Market Report 1-573-522-
9244. www.ams.usda.gov/market-news/livestock-poultry-grain

CLOSE. No regular sales the last two weeks due to the holidays, 
compared to the last sale three weeks ago, steers and heifers 
under 500 lbs 5.00 to 8.00 higher, 500 weights steady to 3.00 
higher, over 600 lbs steady to 4.00 lower.

Steers (Per Cwt / Actual Wt) Medium and Large 1 300-350 
lbs 200.00-202.50; 350-400 lbs 185.00-205.00, Fleshy 177.00-
179.00; 400-450 lbs 172.00-207.00; 450-500 lbs 170.00-193.00, 
Thin Fleshed 185.00, Fleshy 161.00-165.00; 500-550 lbs 163.00-
180.00, Fleshy 156.00-163.00; 550-600 lbs 145.00-169.00, Fleshy 
142.00-144.00; 600-650 lbs 140.00-159.00, Calves 137.00-145.00; 
650-700 lbs 137.00-149.00, Fleshy 136.00-142.00, Calves 133.00-
143.00; 700-750 lbs 137.50-147.25, Fleshy 133.00, Calves 132.50; 
750-800 lbs 134.00-147.50; 800-850 lbs 135.00-147.50; 850-
900 lbs 133.00-138.75; 900-950 lbs 134.00-136.50; 950-1000 lbs 
131.00; 1000-1050 lbs 131.50. Medium and Large 1-2 300-350 
lbs 185.00-195.00; 350-400 lbs 170.00-180.00, Thin Fleshed 
192.50; 400-450 lbs 150.00-181.00, Thin Fleshed 190.00-201.00; 
450-500 lbs 152.00-168.00; 500-550 lbs 141.00-170.00; 550-600 
lbs 140.00-158.00, Fleshy 133.00; 600-650 lbs 135.00-150.00, 
Calves 130.00-138.00; 650-700 lbs 132.00-145.00, Calves 129.00-
131.00; 700-750 lbs 130.00-141.50; 750-800 lbs 132.50-138.00, 
Calves 131.00; 800-850 lbs 129.00-140.75. Medium and Large 
2 350-400 lbs 157.50; 400-450 lbs Thin Fleshed 147.50; 450-500 
lbs Thin Fleshed 152.50; 500-550 lbs 132.50; 550-600 lbs 136.00; 
600-650 lbs 129.00-138.00; 650-700 lbs 131.00. Large 1 500-550 
lbs 157.00; 600-650 lbs 143.00-145.00; 650-700 lbs Calves 130.00; 
750-800 lbs 135.00. Medium 1 500-550 lbs 155.00; 550-600 lbs 
147.00. Medium 1-2 300-350 lbs 170.00; 600-650 lbs 122.50. Me-
dium 2-3 400-450 lbs Thin Fleshed 134.00. 

Heifers (Per Cwt / Actual Wt) Medium and Large 1 300-350 lbs 
152.50-160.00, Thin Fleshed 162.00; 350-400 lbs 150.00-173.00; 
400-450 lbs 148.00-164.00, Fleshy 144.00-151.00; 450-500 lbs 
138.00-154.00, Fleshy 135.00-143.00; 500-550 lbs 128.00-152.50, 
Fleshy 123.00-133.00; 550-600 lbs 126.00-141.00, Fleshy 122.00-
132.00; 600-650 lbs 124.00-139.00, Calves 121.00-129.00; 650-
700 lbs 124.00-138.50, Calves 130.50; 700-750 lbs 122.50-134.00, 
Calves 120.00; 750-800 lbs 125.00-135.00; 800-850 lbs 123.00-
134.25. Medium and Large 1-2 250-300 lbs Thin Fleshed 155.00; 
300-350 lbs Thin Fleshed 162.00; 350-400 lbs 140.00-152.00, 
Thin Fleshed 146.00-160.00; 400-450 lbs 132.00-150.00; 450-
500 lbs 127.00-143.00, Thin Fleshed 139.00; 500-550 lbs 120.00-
145.00, Thin Fleshed 136.00; 550-600 lbs 120.00-132.00; 600-650 
lbs 119.00-130.50, Calves 120.00-122.00; 650-700 lbs 119.50-
137.25, Calves 116.00; 700-750 lbs 122.00-127.00; 750-800 lbs 
114.00-127.00; 800-850 lbs 128.00-132.00. Medium and Large 
2 400-450 lbs 120.00-132.50; 450-500 lbs Thin Fleshed 117.50-
127.00. Medium and Large 3 500-550 lbs 105.00. Large 1 600-
650 lbs Calves 120.00. Medium 1-2 350-400 lbs 135.00; 400-450 
lbs 131.00-138.00; 450-500 lbs 136.00-139.00; 550-600 lbs 123.00; 
600-650 lbs 115.00. Medium 2 600-650 lbs 112.00. Medium 2-3 
650-700 lbs 100.00. 

Please Note: The above USDA LPGMN price report is reflective of the 
majority of classes and grades of livestock offered for sale.  There may 
be instances where some sales do not fit within reporting guidelines 
and therefore will not be included in the report.  Prices are reported on 
an FOB basis, unless otherwise noted.

—Source: USDA-MO Dept of Ag Market News Service, Rick Huffman, 
Market Reporter, (573) 751-5618. 24 Hour Market Report 1-573-522-
9244. www.ams.usda.gov/market-news/livestock-poultry-grain
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Video Cattle Auction  
Jan. 3, 2019 

Receipts 2,670
Demand moderate for this Prime Time Video Auction at the Joplin 
Regional Stockyards. The cattle offered are in Missouri, Oklahoma, 
Kansas, Texas and Arkansas. An eight cent slide or 80 cent right slide 
and mostly 2 percent, few 3 percent pencil shrink will apply. Deliveries 
are current through September.  

Southcentral States: Texas, Oklahoma, New Mexico, Kansas and Missouri.
Feeder Steers Medium and Large 1

Feeder Heifers: Medium and Large 1

Feeder Steers: Medium and Large 1-2

Feeder Heifers: Medium and Large 1-2

MARKET WATCH

Expecting 500 head 
of quality cows and bulls

JRS O�  ce | 417-548-2333
Jackie Moore | 417-825-0948

Bailey Moore  | 417-540-4343 
Skyler Moore | 417-737-2615

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

joplinstockyards.com
Bulls must be semen and trich tested

Joplin Regional Stockyards
I-44 & Exit 22 | Carthage, Missouri

Special Listing to Sell
1 p.m. | WEdnesday| jan. 23, 2019
during our regular cow & bull sale

200 Mostly Black Cows
2-5 years old. Selling with 70+ calves at side. 

Balance spring calvers bred to Angus 
or Horned Hereford bulls. 

Field Rep: Skyler Moore. Phone 417-737-2615.

19 Black Cow/Calf Pairs
4 years to short and solid. 
Calves sired by Angus bulls 

and weigh 200 to 400 pounds.
Field Rep: Jim Hacker. Phone 417-328-8905.

EARLY LISTING INCLUDES:

Head Wt Range Avg Wt Price Range Avg Price Delivery

70 725 725 146.50 146.50 Current

120 830 830 147.75 147.75 Current

178 860-885 877 138.00-146.00 140.65 Current

75 740 740 147.00 147.00 Jan-Feb

29 850 850 143.00 143.00
Jan-Feb 

Split Load

56 900 900 141.75 141.75 Jan-Feb

70 700 700 147.50 147.50 Feb

248 800 800 141.50-144.75 143.07 Feb

66 750 750 146.00 146.00 Aug-Sep

Head Wt Range Avg Wt Price Range Avg Price Delivery

121 825 825 137.50 137.50 Current

59 850 850 141.75 141.75 Current

63 800 800 137.50 137.50 Jan-Feb

122 825 825 139.50 139.50 Mar

61 825 825 136.75 136.75 Apr

Head Wt Range Avg Wt Price Range Avg Price Delivery

70 700 700 137.00 137.00 Current

65 765 765 139.00 139.00 Current

126 800 800 132.75 132.75 Current

80 670 670 140.25 140.25 Jan-Feb

29 785 785 135.00 135.00
Jan-Feb 

Split Load

Head Wt Range Avg Wt Price Range Avg Price Delivery

80 600 600 133.50 133.50 Current

69 725 725 133.00 133.00 Jan-Feb

66 775 775 135.00 135.00 Jan-Feb

66 750 750 136.00 136.00 Feb

126 800 800 131.50 131.50 Apr-May

Eastern States: All states east of the Mississippi, Louisiana and Arkansas.

Head Wt Range Avg Wt Price Range Avg Price Delivery

84 585 585 153.00 153.00
Current 

Value Added

74 685 685 146.50 146.50 Current

Feeder Steers: Medium and Large 1-2

Head Wt Range Avg Wt Price Range Avg Price Delivery

173  575-585 580 136.50-137.00 136.75
Current  

Val Added

80 625 625 135.00 135.00 Current

144 700 700 136.00 136.00 May

Feeder Heifers: Medium and Large 1-2

—Source: USDA-MO Dept of Ag Market News Service, Rick Huffman, 
Market Reporter, (573) 751-5618. 



46 JANUARY 2019 www.joplinstockyards.com

SPRAYING

FENCING cattle

construction

INSURANCE

Bob Harriman | Montrose, MO  | 660-492-2504
bharriman39@hotmail.com | www.bhsf.us

REPUTATION BULLS
THAT GET ‘ER DONE
for all the major economic traits
SIMANGUS • BALANCER

20 mos. old, forage developed, thick, deep, 
some for heifers, for fescue, reasonably priced, 

guaranteed, strong EPDs, semen tested.

SAVE THE 
DATES!

Upcoming 
Video Sale Dates for

AI Services

O G D EN A N G U S RA N C H
brandon  417.813.0958
trevon  417.366.0363
kenny  417.466.8176

lockwood, mo 65682
ogdenangus.com

ogdenangus@gmail.com

The best way to predict  
the future is to

Create It
Danny Beckman  

319-750-1174  
dbeckman@stgen.com 

Luke Bradford  
979-571-0028  

lbradford@stgen.com

High Fertility Sex Sorted Semen

 www.STgen.com

SexedULTRA

SILAGE
2,500 Tons • $25/ton 

Mixed Grass, Legume Silage

dale schupbach
clever, missouri

417.818.1049

SILAGE

BALED SILAGE
(TUBED)

1,300 to 1,500 pound bales
(5x4)

MATT TAYLOR
417.850.1860

McNatt and Goodman, Missouri area

PLACE YOUR BUSINESS CARD AD TODAY!
To advertise, contact  Mark Harmon at 417.316.0101.

Feb. 21 - "The Spring Fling"
Outside Venue

Contracts & Videos Due Feb. 14
March 14 

Joplin Regional Stockyards
Contracts & Videos Due March 17

April 18 
Joplin Regional Stockyards

Contracts & Videos Due April 12
May 9

Joplin Regional Stockyards
Contracts & Videos Due May 2

WARM SEASON 
GRASS SEED

Caucasian Bluestem
Debearded & Cleaned 

Hardy, Productive &
High-Quality Pasture or Hay

417.214.0419
Leon Luthi

605 SW 80th Rd. • Jasper, MO 

SEED



d{ {

JANUARY 30-FEBRUARY 1, 2019

#Cattlecon19
www.NCBA.org
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Joplin Stockyards: “Western Farm Show 1 2019”  10" x 14.5"
Art director: Craig J. Weiland  cweiland@mfa-inc.com

MFA Incorporated

SM

58TH ANNUAL WESTERN FARM SHOW
American Royal Complex, 1701 American Royal Ct., Kansas City, MO 64102

More information at www.westernfarmshow.com
Like us on Facebook: Western Farm Show
Follow us on Twitter: @WesternFarmShow

Primary Show Sponsor

February 22–24, 2019
Friday & Saturday 9 a.m. to 5 p.m. | Sunday 9 a.m. to 4 p.m.

Over 500 exhibitors, livestock demonstrations, the latest in farm and ranch technology,
the Family Living Center, the Health and Safety Roundup – it’s all under one roof.

This is the place to be!

Show Highlights
FFA Day

Friday, February 22, 9:30 a.m. to 12:30 p.m.
— SPONSORED BY AMERICAN FAMILY INSURANCE

Low-Stress Livestock Handling Demonstrations
Saturday, February 23, 10:30 a.m. & 2:00 p.m.

— SPONSORED BY MFA, INC.
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