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When seasonal diseases left hook your best preventive
efforts, Norbrook® backs your fight with treatment
options from 5 distinct antibiotic categories. So choose
your best prevention, but keep your treatment options
open, because you never know what kind of punch
seasonal diseases will throw your way. To learn more,
talk to your veterinarian, animal health distributor, or
visit Norbrook.com.
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CATTLE ON FEED, CARCASS WEIGHTS, CATTLE
SLAUGHTER AND BEEF PRODUCTION

By Derrell S. Peel, Oklahoma State University Extension

As of Sept. 15, USDA re-
ported that six percent of
Oklahoma winter wheat was
planted, compared to ten per-
cent in the five-year average.

Dry conditions have contin- &

ued to delay wheat planting.

However, large swaths of the = .

western two-thirds of Okla-
homa received some rain in
the past few days, support-
ing more wheat planting.
Wheat pasture prospects are
delayed, but still possible if
planting is completed rela-
tively soon.

The September USDA
Cattle on Feed report showed
that August placements were
98.6 percent of last year and
marketings were 96.4 per-

cent of one year ago. There
was one less business day
this August, so daily average
marketings were actually up
fractionally from last year.
The September 1 on-feed
total was 11.2 million head,
100.6 percent of one year ago.
The report was well antici-
pated and should not cause a

continued on page 10

PORT STRIKES WILL HAVE A SIGNIFICANT
IMPACT ON MEAT EXPORTS

By Jennifer Shike

Halstrom notes 45% of wa-
terborne U.S. pork exports

##= were shipped through the

Contract negotiations
between the International
Longshoremen’s Association
and U.S. Maritime Alliance
on a new labor agreement for
port workers along the East
and Gulf Coasts have stalled,
increasing the potential for
an Oct. 1 strike. Even though
the majority of U.S. red meat
exports flow out of the West
Coast ports, U.S. Meat Export
Federation (USMEF) Presi-
dent and CEO Dan Halstrom
says a strike in the east and
south would still have a sig-
nificant impact on the indus-
try.

East and Gulf Coast ports
through July, while the share
of waterborne beef exports
was 30%, based on USMEF’s
calculations from PIERS
data.

"A  high percentage of
chilled beef goes out from
the East Coast, in particular
for destinations like Europe
and Middle East. So we can't
overstate the importance
of the East Coast and Gulf
Coast ports, even though
the West Coast is larger,"
Halstrom says. "A very sig-
nificant quantity is exported
through the East and Gulf
Coasts."

Some of that traffic is
already being re-routed
through the West Coast

continued on page 12

feed for the slaughter
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US. CATTLE ON FEED UP SLIGHTLY
THROUGH JULY 2024

By Maggie Malson

Cattle and calves on

market in the U.S. for
feedlots with capacity
of 1,000 or more head
totaled 11.1 million
head on Aug. 1, 2024.
inventory was
slightly above Aug. 1, |
2023.

Placements in feed-
lots during July totaled 1.70
million head, 6 percent above

2023 Net placements were
1.65 million head.

continued on page 10

ARE WE NEARING EXPANSION?

A LOOKAT COW SIAUGHTERAND THE INVENTORY CYCLE
By Rob Ziegler, Extension Specialist - University of Wyoming

The U.S. beef cow herd
inventory has received sig-
nificant attention recently,
due to historically low lev-
els driven by market prices
and drought conditions that
have incentivized producers
to sell. Droughts impacted
much of the U.S. in 2011-2014
and again in 2021-2023, co-
inciding with the contrac-
tion phase of the cow cycle.
A closer look at cow slaugh-
ter during these contraction
phases and drought periods
could shed light on producers’
current intentions to rebuild
and the potential trajectory of
market prices.

Beef cow slaughter peaked
in 2011 at 3.9 million head,
roughly midway through
the last contraction phase,
which ended in 2014 when
expansion began. Slaughter
bottomed out in 2015 at 2.2

million head and started in-
creasing again in 2016. An-
other peak in cow slaughter
was observed in 2022 at near-
ly 4 million head. In 2023, cow
slaughter declined by 12%
compared to 2022. From Jan-
uary through August 2023,
2.2 million head of beef cows
were slaughtered, compared
to 1.9 million head during the
same period in 2024. It ap-
pears that total cow slaugh-
ter in 2024 will be lower than
that of 2023. Historically 35%
of cow slaughter occurs be-
tween September and Decem-
ber, which could bring total
slaughter for 2024 to around
2.9 million head. While the
final figure for 2024 is yet to
be determined, if the decline
continues, 2024 could mark
the second consecutive year

continued on page 10
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¥y e Our home was in ‘The Breaks’ - there was barely a road.
ol o We loved our dear neighbors; they helped carry our load... many times.

By the numbers | think it's safe to say; | enjoyed every single day.
Six feet of snow, sixty miles to pray; Nine months of winter, ten years to stay...
----- -- Twenty degrees below.

Ask, “What would the title be if it were a song?”; We all left ‘ALIVE’, Mom’s
goal all along.
The Ozarks, before ‘73; just part of the country with lots of hills... lots of trees.

It's true - we were used to a much bigger space; but we all made a home on the
‘Anderson place’... In Oregon County Missouri.

Grandma Nell “It seems like only yesterday,” she will say
with a smile;

| call her Mom, but her grands and great-grands call her Grandma Nell. “My boys are all grown up... The Lord has
When it comes to her amazing life; She has quite a story to tell. been with us... the whole while.”
Find a spot to sit down. Listen - as it begins you can hear the wind blow. Today, Mom has a new life, a new partner
The New Mexico wind never stopped; So... on to Montana we all go. and friend;
| was her oldest, at seventeen she had me; then came another and then Living proof that God’s blessings... never...
another; never... end.

yes... there was three.
My Mom has always been a blessing... to
All boys... that is. Dad made four; everyone! Not even one would disagree;
Five mouths to feed - every night - every morn. We never missed a meal. And she’s known quite a few; Last Spring
she turned eighty-three.
We had ham, and venison, and then ham and cheese;
then ham again; and again... don’t pass the ham please. Love you... Mom!

Baby calves, baby lambs, baby colts; We had them all - sometimes in the tub; KwC
She would cradle one, feed one, then feed us and give us a bath... same tub.

HIGH QUALITY
GRAZING PRODUCTS
FOR THE RIGHT PRICE!

' -
WS TRACE ELEMENT CONTENT

) (1 Fencing

[ 1 Watering

[ Power

(1 Sea-90 Minerals

powerflexfence.com

RCYCLEDANDDURAB.EE::‘ﬂi E - X 888.251.8934

v L . LEARN MORE 87 CObee Stone Dr-,
: _ Seymour, MO 65746




MANAGE SHRINK WHEN MARKETING [:ALVES

By Paul Beck, Oklahoma State University

When selling calves shrink
is a concern because it is a re-
duction in the sales weight,
but abnormal levels of shrink
is often used as a health in-
dicator for cattle arriving in
receiving facilities at stock-
er operations, grow yards,
and feedlots. Adjustments in
price are common to compen-
sate for varying shrinkage
and gut fill.

Shrink is often character-
ized in two categories; fill
shrink and tissue shrink. Fill
shrink is the loss of excreta
from the digestive system.
This type of shrink is com-
mon in marketing and can
be recovered quickly in a few
days once cattle are back on
feed and water. Tissue shrink
is more severe, with shrink-
age levels greater than 6%,
associated with long periods
without feed and water along
with other stressors, such
as long-distance transport,
weaning, rough handling, or
heat stress. Tissue shrink
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Selling calves  direct-
ly after weaning leads to
some of the highest levels of
shrink. Weaning is stressful
and calves are often unfamil-
iar with water and feed lo-
cations, so may refuse to eat
or drink even when feed and
water are offered. Precondi-

continued on page 14

MULTI-TRAIT EXCELLENCE

LITERALLY selected for across the board balance,
not just outliers or single trait extremes.

Profitisn't driven from one trait alone.

BCC CURRENCY 655L
Y

LM TRIPLE CROWN 70LIO

SF ENTOURAGE 30L38
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PHENOTYPE AND SHEATH DESIGN
Looks matter and we strive to produce cattle
with legitimate coast to coast eye appeal and
acceptance, because that's what
YOUR CUSTOMERS want.

CRC DATABANK 918L

INTRINSIC TRAITS BUILT IN
The strictest and most ruthless culling process in
the breed, NO EXCEPTIONS OR EXCUSES. Fertility,
disposition, and structural correctness make you
money, and we have sorted accordingly.

LM JET BLACK 30L46

CRC TRAIL BOSS 2516

NOVEMBER 1-2, 2024

Chimney Rock Cattle Company - Concord, AR

155 Brangus and Ultrablack Bulls - 70 Registered Females - 350 Commercial Females

Cody Gariss (417) 262-1257

GENEPLUS

Vernon Suhn (620) 583-3706

www.geneplusbrangus.com - 1-877- 436-3877
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By Derrell S. Peel, Oklahoma State University Extension Livestock Marketing Specialist

The U.S. and Mexican cat-
tle industries have a long
and somewhat colorful trade
history that continues to
evolve today. Cattle frequent-
ly served as the currency of
trade between Mexico and
the U.S. from the U.S. Civil
War through the Mexican
Revolution and World War
I. US. imports of Mexican
cattle were important all
through the 20th century
and continues today (Figure
1). In the last 25 years, an

average of 1.15 million head
of cattle have been imported
from Mexico each year. These
imports represent an average
of 3.3 percent of the U.S. calf
crop. Mexico has a compar-
ative advantage in the pro-
duction and export of feeder
cattle with vast regions of
forage production in arid and
semi-arid regions as well as
in the non-arable regions of
dry and wet tropics in which
cattle production is the main
economic activity.

Figure 1. U.5. Cattle
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Figure 1. U.S. Cattle Imports from Mexico
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The next phase of beef in-
dustry trade between the
U.S. and Mexico was the
growth of beef exports to
Mexico which began in the
1990s and accelerated sharp-
ly in the late part of the de-
cade. By the late 1980s, Mex-
ico was the third largest beef
export market because there
simply weren’t many export
markets (Japan accounted
for 70 percent of total ex-
ports.) Mexico was roughly
six percent of total U.S. beef
exports at that time. Grow-
ing rapidly after 1996, Mex-
ico rose quickly to become
the number two export desti-
nation and accounted for an
average of 23.3 percent of ex-
ports from 2000-2003 (Figure
2).

After the BSE case in late
2003, Mexico was the only
beef export market that
did not close or greatly re-
duce. Mexico accounted for
72.4 percent of total beef
exports in 2004 and aver-

aged 59.4 percent of exports
from 2004-2007. Mexico was
the number one beef export
market from 2004-2010 be-
fore other markets recovered.
Mexico was the number two
or three export market each
year from 2011-2020 and av-
eraged 15.0 percent of beef
exports over the period. Re-
cently Mexico dropped to the
number 4 market with an av-
erage share of 9.2 percent of
total exports from 2021-2023.

The economics that drove
the increase in beef exports
to Mexico in the 1990s and
2000s was largely a mat-
ter of supplementing deficit
beef supplies in the country
as consumption outpaced do-

continued on page 14

"Your Livestock Equipment Headquarters"

Quality Equipment
Simce 19611

Easy Way
Cattle Saver

Headgates
Calf Tables
Calving Pens
Manual Chutes
Hydraulic Chutes
Working Tubs &
Alley Systems
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GO WITH THE TLAP - THE POLAR-MAX FLAP

OUR FLAP IS BETTER
THAN A BALL OR FLOAT CLOSURE...

AmeriAg Mineral Feeder

&

Insecticide Strips
Holds up to 250 Ib. Mineral
Easy to Move, Calves can Use

New Fly Strips Optional

DATAMARS

Electronic Scales For:

Portable Alley Platforms and Scales

Scale Indicators

Loadbars for Chutes

EID Tag Readers

Speedrite.’
DATAMARS
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\Seedstock Plus/

F & Female Sale

October 19, 2024
Joplin Regional Stockyards
Carthage, MO
ALL BLACK!
Selling 150 - 18 month old
Balancer & Gelbvieh bulls!
Registered & Commercial Females!

Red Reward Fall Edition

Bull & Female Sale
November 2, 2024

Wheeler Livestock Auction
Osceola, MO
ALL RED!
Selling 50 Balancer & Gelbvieh bulls!
Registered & Commercial Females!

Bid & B uy at:  Formoreinformation:
877-486-1160 or 660-734-1165

WA u ct ,' o n www.seedstockplus.com
email: john@ seedstockplus.com
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lob Growth
Non-Farm Payrolls

Feeder Cattle, Index and Futures
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The general 2023 — 2026 US beef supply decline story is in a
temporary lull. Cow culling has stepped back from last year but
there is no heifer retention story. 2024 beef production will be
about -5% from the start of the story, 2022. We estimate 2025
supplies will push that to -9% from 2022. The tightest supplies
will still lie ahead for one more year if expansion starts. In the
near term, feedlot placements January — August have run -1.9%
from last year. This feeds lightly lower supplies into part of Q2.

But the question in the near term is not about supply, but de-
mand. Job growth is slowing, full-time/part-time rates are slip-
ping and consumer debt delinquencies are rising. However, beef
end users are not backing away. Though wholesale beef prices
have declined from summer highs, like last year, end users are
more active with long term procurement at these lower prices.
Futures were once implying cash cattle in the South would drop
to $177 by December, +3% year/year. They are now saying stable,
$183.

Rich Nelson
Allendale Inc.
815-578-6161
rnelson@allendale-inc.com

J\ Allendale

Demand concerns have also played out in calf and feeder pric-
ing. Recent sale barn pricing is about -4% from last year. That’s
fine for a light psychological risk but it is no clear breakdown in
demand. Retail beef prices in August were a new record for any
prior August, +4% from last year’s prior record August. Putting
it into perspective, prices are now +42% from five years ago. At
worst, we have only mixed demand signs, no clear pushback. We
have learned to respect the US consumer’s love affair with beef.
In addition, we’ll have a lightly lowered supply offering next year.

Trading commodity futures involves substantial risk of loss

and my not be suitable for all investors. The recommendations
express opinions of the author. The information they contain is
obtained from sources believed reliable, but is in no way guaran-
teed. The author may have positions in the markets mentioned
including at times positions contrary to the advice quoted herein.
Opinions, market data, and

recommendations are subject to change at any time.

Inc.

What Does this Report Mean to Me?

Q: What is the update to the feedlot plan?

A Questions over the US 2024 corn harvest are wrapping up. We have the largest US stocks/use in five years but there are
limits to a bear story. US yields are +1% vs. starting trend, not +3% to +5%. Without any new news we suggest $4.40 futures
is still the direction with an ending stock close to 2.0 billion. Feed buyers should have all needs through December locked
up. That was made in Sep/Aug using basis and call options. In heavy supply years there is still a 15 cent basis increase into
February from here. As with prior suggestions, feeder procurement through March should be locked in via purchased futures.

Q: This is the peak marketing season for freshly weaned calves. Would you overwinter any?

A This is a lightly discounted market. Prices are -4% year/year at the same time as we are offering lower supplies. It could
become heavily discounted. Maybe, like last year, it won’t be a lasting issue at all. If you have feed on hand right now, I would

take the risk on half.
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BEEFMASTER PERFORMANCE GROUP

RED RIVER PREMIUM

BULL SALE

.....

ﬁeatarlng 80 head

You're
/nvited!

Saturday
Oct. 26, 2024

Paris Livestock Auction
3320 US HWY 82 E.
Paris, TX 75642

Aslk about
Jree hauling/

Robert Scott
469-667-7899
rscott1549@gmail.com
redriverbeefmastersale.com

Sale broadcasted by:

DVAuction

Broadcasting Real-Time Auctions
www.dvauction.com




CATTLE ON FEED

continued from page 3

market reaction.

Feedlots have maintained
inventories slightly higher in
the first nine months of 2024,
up an average of 0.6 percent
compared to one year ago.
However, total feedlot place-
ments in the January — Au-
gust period were down 1.9
percent year over year. The
feedlot industry continues to
find ways to hold inventory
levels despite an ever-small-
er feeder cattle supply. Con-
tinued heifer feeding is one
key to that but increased
days on feed is most import-
ant this year. The most recent
monthly data from the Kan-

U.S. CATTLE

continued from page 3

During July, placements of
cattle and calves were as fol-
lows:

¢Less than 600 pounds =
390,000 head

¢600-699 pounds = 265,000
head

¢700-799 pounds = 385,000
head

¢800-899 pounds = 387,000
head

sas Focus on Feedlots sum-
mary shows average days on
feed for steers at 204 days
and the current 12 month
moving average continues to
inch higher at 194 days. In-
creased days on feed means a
slower feedlot turnover rate
and helps feedlot maintain
the inventory level despite
a reduce throughput — feed-
lot marketings are down 1.0
percent year over year thus
far in 2024.

Steer and heifer carcass
weights continue to advance
sharply this year. Current
weekly steer carcass weights
are 941 pounds, up 24 pounds

©900-999 pounds = 200,000
head

¢1,000 pounds and greater =
75,000 head

Fed cattle marketed
during July totaled 1.86 mil-
lion head, 8 percent above
2023.

Other disappearance to-
taled 56,000 head during
July, 14 percent below 2023.

By

Drovers

Cattle on Feed Inventory on 1,000+ Capacity Feedlots by Month = States and United States:
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year over year. Steer car-
cass weight shave averaged
23 pounds heavier for the
year to date. Heifer carcass-
es are currently 846 pounds,
up 21 pounds from one year
ago, with a year-to-date av-
erage 19 pounds above last
year. Simultaneously, steer
slaughter is down a scant 0.3
percent year over year, while
heifer slaughter is down 2.3
percent for the year to date.
Total fed slaughter is down
1.1 percent in the first 36
weeks of the year, a smaller
decrease than previously ex-
pected. Higher than expect-
ed fed slaughter and sharply

ARE WE NEARING

continued from page 3

of lower beef cow slaughter
volumes.

Examining the CME Feed-
er Cattle Index over this pe-
riod provides insight into the
price impacts resulting from
supply and demand dynam-
ics. The index peaked in 2014
and 2015 at just over $200/
cwt, when cow herd inven-
tory and slaughter volumes
reached their lowest points
at the end of the contraction.
From 2016 to 2020, the index
trended mostly sideways,
with a slight downward drift
around the $150/cwt mark, as
cow herd numbers increased
and peaked in 2019. When
feeder cattle supplies peaked
in 2020, prices hit their low,
but in 2021, the Feeder Cattle
Index rose again as cow num-
bers declined and slaughter
volumes increased. Current-
ly, the index hovers around
$242/cwt. Given the projected
increase in slaughter volumes
for 2024, it appears the cow

higher fed carcass weights
put total fed beef produc-
tion higher by 1.4 percent
year over year. This is offset
by a 12.9 percent year over
year decrease in nonfed beef
production resulting in a
1.1 percent year to date de-
crease in total beef produc-
tion. Unexpectedly large fed
beef production has changed
expectations for annual beef
production from earlier fore-
casts of a 4-5 percent year
over year decrease to current
estimates of a one percent
decrease in total beef produc-

tion.
Yty

herd is contracting at a fast-
er pace. If this trend contin-
ues, feeder supplies will likely
tighten during this contrac-
tion period, supporting prices.

Ifhistory repeats itself, as it
did in 2011, we may have an-
other 1-2 years of contraction
before moving into the expan-
sion phase. However, despite
strong feeder prices, elevat-
ed interest rates and higher
input costs in recent years
have negatively impacted in-
come per cow. The question re-
mains whether these margins
will be sufficient to encourage
expansion within that time-
frame. While the drought in
2024 has been more regional,
some heifer retention may be
correlated with these areas.
That said, heifers retained
this year will not contribute
to the feeder cattle supply
for approximately two more
years. These factors suggest
that the expansion phase may
unfold more slowly than it did

in 2014.
Pty

2010 2001 012 2003 2014 2016

Trends in Cow Slaughtor, Beef Cow lnventory, and CME Feadaer Cattle Index | 2010-2024)
Source; USDANASS and LHIC

2018 2017
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Trends in Cow Slaughter, Beef Cow Inventory, and the CME Feeder Cattle Index, 2010-2024
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K-State beef cattle experts offer advice on how to make sale day successful

By Lisa Moser, K-State Research and Extension

Anyone who has ever left the
house in a rush knows that it is
not the ideal way to start the
day, as important things can
be left behind. And the stress
of the exit can leave a person
feeling uneasy.

Similarly, when preparing
young calves for sale day, mov-
ing them in a hurry and not
following health protocols can
not only be stressful, but it can
also result in lost income due
to lower sale weights, accord-
ing to the experts at Kansas
State University’s Beef Cattle
Institute.

Speaking on a recent Cat-
tle Chat podcast, the experts
agreed that with proper plan-
ning, young calves can make
this transition with minimal
stress.

K-State agricultural econo-
mist Dustin Pendell said pro-
ducers first need to decide how
they want to market the calves.

“Look at the marketing op-
tions to see if there is a certain
program that matches with
your management system,
and then follow the protocols
of that program,” Pendell said.
Examples he gave were pre-
conditioning and vaccination
programs.

K-State veterinarian Bob
Larson added that a lot of spe-
cial calf sales will have vacci-
nation requirements for not
only the type of vaccine to give,
but also guidelines for when
the vaccinations must be ad-
ministered.

“Vaccines work best when
they are delivered at a time
when the calf isn’t particular-
ly stressed, so if we can vacci-
nate them and then turn them
back with their mothers, they
are likely to respond well,” Lar-
son said. “Also, these vaccines
need time, so if they are ad-
ministered the day before we
co-mingle them it doesn’t pro-
vide much of a benefit.”

Along with making sure the
calves are properly vaccinated,
the experts say it is import-
ant to minimize the amount of
weight lost between the ranch
and the auction market.

“The main thing we are con-
cerned about is the amount of

shrink the calves experience,

so if you are pulling them

away from their mothers the
morning they go to the sale, be
sure to follow low-stress han-
dling techniques to reduce the
amount they will defecate and

urinate tied to stress,” Lancast- &

er said.

Some producers will follow .-.F-

a preconditioning protocol that

involves weaning the calves |
and exposing them to a feed |

continued on page 14

Missouri State Fairgrounds

November

gl S e
VWW!M Ilhereforcrl_s.org;_'_ ‘
Andi/Howard~Secretary &5
417-372-1459
howardandiO@gmail.com

WW,

Sedalia, MO

Annual membership meeting and awards
banquet @5 p.m. November 2, 2024




PORT STRIKES

continued from page 3

ports, but there is not enough
capacity to absorb all of the
trade that would be impact-
ed.

"Redirecting to the West
Coast is a potential, very
short-term solution, but it's

by no means a long-term
solution at all, because it's
not just U.S. beef and pork.
You've got all sorts of com-
modities that use these same
ports. We're challenged to ex-
port all of our product today
using all the ports, so we
cannot afford a shutdown in

Top 10 Ports for U.5. Pork Exports
il TS LTS Fof [T ShiBRng vid Meis porls

559% of all waterborne U.5. pork exports
are shipped through West Coast ports,

45% are shipped through East & Gulf Coast ports

Top 10 Ports for U.S. Pork Exports (PIERS/USMEF)

FARM BUREAU WARNS OF SEVERE IMPACT ON AGRICULTURE
FROM POTENTIAL EAST COAST, GULF PORT STRIKE

The American Farm Bu-
reau Federation in a report
said it is deeply concerned
about the potential impact
of a looming U.S. East Coast
port strike on American ag-
riculture. This labor dispute
between the International
Longshoremen's Association
(ILA) and the United States
Maritime Alliance (USMX)
could have far-reaching con-
sequences if an agreement
is not reached before the
contract expires on Sept. 30.
Highlights of Farm Bureau's
report:

Impact on agricultural ex-
ports:

*The stakes for American
farmers and ranchers are in-
credibly high. In 2023, over
70% of U.S. agricultural ex-
ports by value, totaling more
than $122 billion, were trans-
ported through ocean ports.

e A strike would primarily
affect containerized agricul-
tural exports, which make up
about 30% of U.S. waterborne
agricultural exports by vol-
ume.

East Coast ports at risk:

e Approximately 46% of
containerized  agricultural
exports, or 16.6 MMT, depart
from East Coast ports.

*Nine major ports account
for nearly 94% of all East
Coast containerized agricul-
tural exports, with Norfolk
and Savannah leading the
way.

eEconomic Impact: Over
a one-week period, the po-
tential value of disrupted
containerized  agricultural
exports is estimated at $318
million.

eCommodities at risk.
While bulk grain shipments
are largely protected from

- disruption, several key agri-

cultural products face signifi-
cant risks:

*Soybeans: 2.67 MMT
of soybeans were exported
through East Coast ports
in containers in 2023, rep-
resenting 6% of U.S. water-
borne soybean exports.
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any part of the supply chain,"
Halstrom continues.

USMEF and other organi-
zations are urging the White
House and Congress to do all
in their power to bring the
two sides back to the bar-
gaining table to avoid a port
shutdown.

"We need to get the White
House or anyone else in-
volved that can help to spur
discussions to get back to
the table and avoid any kind
of interruption of service,"
Halstrom says.

Drovers

Top 10 Ports for U8, H_egf'i-'..xpl_:rrls

70% of all waterborne U.5. beef exports
are shipped through Wast Coast ports,

30% are shipped through East & Gulf Coast ports

Top 10 Ports for U.S. Beef Exports (PIERS/USMEF)

ePoultry: Nearly 80% of
waterborne poultry exports
could be jeopardized, po-
tentially lowering prices for
poultry producers.

eOther products: Hay, cot-
ton, red meat, vegetables,
dairy products and edible
nuts would also face signifi-
cant disruptions.

Impact on consumers:

eOver 1.2 MMT of bananas
arrive annually at ILA-han-
dled ports, supplying over a
fifth of the nation's supply.

eNearly 90% of imported
cherries, 85% of canned food-
stuffs and 82% of hot peppers
come through these ports.

*80% of imported beer,
wine, whiskey and scotch,
and 60% of rum arrive at
East and Gulf coast ports.

Potential solutions and
challenges:

While redirecting exports
through unaffected West
Coast ports could provide
some relief, this strategy
faces several challenges:

eInfrastructural limita-
tions on how many contain-
ers ports can process.

eIncreased transportation s

costs and logistical hurdles

for producers farther from
West Coast ports.

ePotential vulnerabilities
in certain regions lacking ac-
cess to efficient transporta-
tion options.

Bottom line: The report
emphasizes that a port strike
would create significant
backlogs of exports, denying
farmers access to higher pric-
es in the world market. This
could lead to domestic over-
supply, driving down prices
for key commodities and fur-
ther eroding farm profitabili-
ty. As the agricultural sector
braces for potential rising
operational costs and supply
chain shifts, U.S. farmers find
themselves in an increasing-
ly precarious position.

agweb.com




CAN I AFFORD NOT TO PREGNANCY CHECK?

By Dean Kreager, Ohio Agriculture and Natural Resources Educator

Only 20% of cow calf pro-
ducers in the Eastern United
States pregnancy check beef
cows, according to National
Animal Health Monitoring
System (NHAMS) Studies.
Over the years there have
been improvements in preg-
nancy detection options but
the adoption of these has
been slow for many beef pro-
ducers. Maybe this year the
question should change from
“Is it worth the expense?” to
“Can I afford not to pregnan-
cy check?”

The cost of overwinter-
ing an open cow this year
could be much higher than
in recent years. Much of
Ohio and some surrounding
states have been experienc-
ing drought conditions this
summer. The hardest hit
areas are also home to a high
percent of Ohio’s cow/calf
production. The rolling pas-
tures have stopped produc-
ing forage and many springs
have dried up resulting in
cattlemen hauling water and
feeding hay much earlier
than normal. These condi-
tions have led to shortages in
hay and pasture, along with
struggles locating sources
of hay. Cattlemen may be
looking at feed alternatives,
as well as early weaning to
stretch their feed resources.

Research has shown that
even in the best managed
beef herds, 5-10% of cows in
a herd remain open at the
end of the breeding season.
This number could -easily
balloon to 15% in herds try-
ing to establish pregnancies
during drought conditions.
Nutrition, body condition,
and stress play heavy in re-
gard to reproductive success.
The reduced quantity and
quality of forage available
likely extended the anestrus
period on cows. This is espe-
cially true in young cows that
are still growing. Remem-
ber, if cows are decreasing
in body condition, their food
resources are likely not being
used for reproduction. This
issue can easily carry over
into next year as nutrition-
al resources are stretched

through the winter resulting
in cows calving at a reduced
body condition score.
Slaughter cow prices have
been at a premium. We have
been seeing prices as high as
or higher than any time since
2014. Let’s look at an exam-
ple, a 1,300-pound cull cow
could fetch $1.20 a pound at
the stock yards bringing in

$1,560. Now, let’s say you

:; gpportun‘“
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are short on pas-
ture and hay and
will be purchas- ,
ing hay to make it
through the win-
ter. At $60 a bale
the cost for hay
for the winter will
be at least $400 to
$500. This does
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MANAGE SHRINK

continued from page 5

tioning programs have been
designed to reduce weaning
stress’ effect on calves later
in production by enhanc-
ing the immune system and
teaching calves to eat from a
feedbunk and drink from a
water tank or fountain at the
ranch of origin.
Preconditioning calves
before marketing reduces
shrink because the stress of
separation from the dam has
already occurred and calves
are familiarized with han-
dling and feed and water
sources. Unweaned calves
transported directly to the
auction market can have
shrinkage of 7 to 10% while
preconditioned calves can
have 2 to 5% shrinkage.
Dietary interventions can
be used to reduce shrink.
Steers coming off wheat
pasture were transported
for 4-hours either direct-
ly off pasture or after they
were given access to hay and
water for 24-hours. Initial
shrink after only 30-minute
hauls were similar and only
around %% of initial weight.
Weight loss of steers moved
directly from pasture were
much greater than steers fed
hay before transport when
hauls were 1 to 2 hours.
After 4-hours of transit,
steers directly off wheat lost

PREPARING CALVES

continued from page 11

bunk and other water sourc-
es, Lancaster said. “The pre-
conditioning diet should have
about 30% forage, and then the
morning you take them to the
sale barn just hold them off of
feed.”

Along with giving the calves
time to adjust to a new diet,
K-State veterinarian Brian
Lubbers said there is a benefit
to exposing them to close con-
tact with people and machin-
ery.
“Calves that are used to see-
ing humans and farm equip-
ment will make the transition
to the feeding phase of produc-
tion go smoother, allowing your
calves to perform better and
build your reputation of selling
high-quality calves,” Lubbers
said.

37 pounds (5.1% shrink).
Steers given access to hay be-
fore transport lost 28 pounds
(3.85% shrink) over the same
haul. This shows that shrink
losses were about 1.28% per
hour of transport but provid-
ing access to a dry hay before
transport decreases shrink-
age rates to 0.96% per hour.
The reduced shrink was like-
ly due to slower passage rate
of feed through the digestive
tract and less water loss.
Cattle market surveys
have shown that calves that
are gaunt or shrunk prior
to marketing have $2 to 4/
hundredweight premium
over cattle with average fill.
These premiums are unlikely
to cover the lost revenue from
the excessive weight loss due
to shrink. Calves that were
classified as ‘full’ or ‘tanked’
were discounted $4.73 and
$11.10/hundredweight, re-
spectively, in a survey of
Arkansas feeder cattle mar-
kets. These large discounts
are reflective of the buyer’s
belief that excessive shrink
will occur before cattle reach
their final destination. There
is value to both the buyer
and seller for calves to have
a fair weigh up at marketing.

Bty

Also, when you are taking
the calves to an auction, Pen-
dell suggested letting people
know.

“Let your customers know
when you are taking the calves
to market through the com-
munity and social media chan-
nels,” Pendell said.

And the last tip they offered
was to make sure the person
driving them to the auction is
a cautious driver.

“Research has shown that
the driver matters — how they
approach corners and stop
signs is important,” Larson
said. “Remember when you are
delivering your calves, which
is your paycheck, it is import-
ant that they arrive in the best

possible shape.”

K-State
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THE EVOLUTION

continued from page 5

mestic beef production in the
country. In other words, it
was mostly a matter increas-
ing the quantity of beef in
Mexico.

The final phase that has
been added to increasingly
integrated U.S. and Mexi-
can beef markets is Mexico’s
emergence as a major global
beef exporter. U.S. imports of
beef from Mexico accelerated
rapidly after 2009, with the
country jumping to the num-
ber four place as a beef im-
port source in 2010 (Figure
2). Mexican beef imports con-
tinued to grow with the coun-
try moving into the number
three spot as a beef import
source by 2017 and number
two in 2021.

The growth of beef ex-
ports from Mexico is large-
ly the result of the Mexican
beef industry switching from
carcass-based beef markets
to boxed beef technology in
the 2000s. Adoption of boxed
beef was a huge change in
beef markets in Mexico that
opened up much more value
as specific products could be
targeted to specific markets,

including export markets.
Mexico has also seen signifi-
cant growth in cattle feeding
and packing infrastructure
in the past two decades. Mex-
ico is now a major beef ex-
port market and beef import
source for the U.S. meaning
that trade has evolved from
one-way flow of beef to bilat-
eral trade of diverse prod-
ucts, which adds value in
both markets.

Figure 3 shows beef trade
with Mexicoin recent months.
Mexico has been an anomaly
among U.S. beef trade mar-
kets in 2024 with exports in-
creasing, despite decreasing
exports to most other mar-
kets, and decreasing imports
from Mexico, despite increas-
ing imports from other major
import sources. Numerous
factors are no doubt contrib-
uting to current beef trade
with Mexico, including Mex-
ican macroeconomic condi-
tions and domestic beef mar-
ket conditions, along with a
Mexican Peso that strength-
ened against the dollar from
2022 through 2023 before

weakening recently.
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Figure 2. U.5. Beef Trade with Mexico
Annual, Million Pounds, Carcass Weight
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THE MOST STRESSFUL TIME IN A CALF'S LIFE ™™= === ===

By Denise Schwab, interim IBC director

With the days getting
shorter, it’s time to make
plans for weaning this year’s
calf crop. Weaning may be the
most stressful time in a calf’s
life — they are removed from
momma, their feed changes,
and their home changes all at
once, so everything we can do
to reduce stress is beneficial,
but the process needs to start
long before weaning day.

First, set your calves up
for a healthy immune system
by vaccinating them at least
2-3 weeks prior to weaning.
Work with your herd veteri-
narian on both vaccines and
timing. If utilizing a branded
marketing program, check
the requirements now. Many
require specific vaccinations,
parasite control and castra-
tion and dehorning.

Second, help them adapt
to a new nutritional pro-
gram prior to weaning. If
they will be backgrounded
in a drylot, consider start-

Callaway
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Kingdom City, MO on outer road
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ing on creep feed 2-3 weeks
ahead of weaning. Introduc-
tion of creep feed allows for a
smoother transition to eating
from a bunk and a new type
of diet. If they will be weaned
and backgrounded on pas-
ture, plan ahead on which
pastures will be best in terms
of fencing, water source and
high-quality forage. If calves

have only drank from creeks
or ponds their entire life and
are expected to utilize an au-
tomatic waterer after wean-
ing, allow them to learn that
behavior before weaning. g
Third, plan for the envi- |
ronment that calves will be
moved into at weaning. If

continued on page 16
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CAN I AFFORD

continued from page 13

not take into account any
other expenses. Add your
sales to your savings on feed
expenses and you are around
$2,000 per open cow that is
culled.

Finding those open cows
to cull is as easy as one trip
through the chute to conduct
a pregnancy check. There
are three common methods
of pregnancy checking. They
are palpation, ultrasound,
and blood testing. Each
method has advantages and
disadvantages.

Palpation and ultrasound
will involve a veterinarian
visit. There will probably be
a trip fee and a fee per cow
checked. While the vet cost
will likely be higher than for
a blood test, ultrasound and
palpation allow for aging of
the fetus to help determine
due dates and they provide
immediate results. Each
method will vary in how
early in the pregnancy you
can get an accurate result.
Ultrasound is now possible
around day 20 but the accu-
racy increases as time goes
on. Rectal palpation can be
accurate with a good techni-
cian starting around day 35.
Sexing pregnancies is possi-
ble with ultrasound starting
around day 60.

Blood testing is likely the
least expensive option if you
are able to do it on your own.
Blood can be drawn from the
tail vein with little experi-
ence needed. The cost of the
supplies and testing will be
around $5 per test. Blood

test pregnancy results are
very accurate after 28 days
post insemination, provided
at least 73 days have elapsed
since giving birth. Blood
tests are not able to differ-
entiate between the ages of
fetuses. There will also be a
few days of delay, when ship-
ping samples to a lab, until
testing is complete, and re-
sults returned. Alternatively,
there is now a blood test that
you can do at home for about
$10 per test and you read
your own results in about 20
minutes.

Exact timings, details, and
expenses will vary between
tests, technicians, and veter-
inary providers. Follow the
instructions from the provid-
er or for the test you choose.
Pregnancy losses are much
more common in the first
45 days after breeding than
later but can occur through-
out the pregnancy. A positive
pregnancy test is not a 100%
guarantee of a birth, but a
negative result is nearly a
100% chance of no calf.

With the potential of 10%
or more of cows being open,
forage supply shortages, cull
cow prices at an all-time
high, and pregnancy test-
ing costing between $5 and
$15 per animal, this may be
the year when the question
changes to “Can I afford not
to pregnancy check?”

OSU
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THE MOST STRESSFUL

continued from page 15

they spent their entire life on
green pastures, weaning into
a dry lot is a shock to their
system. If possible, accli-
mate the calves into the dry-
lot along with the cows for a
couple weeks prior to wean-
ing. Or better yet, wean them
on the pasture and move
the cows. Fenceline wean-
ing where calves can see and
hear momma has proven
beneficial but does require
a good fence between them.
Recommendations include
a tight, 4+ strand fence re-
inforced with woven or elec-
tric wire, and an area long
enough so pairs can spread
out and maintain relatively
close proximity to each other.
Typically, the calves will
start to leave the common
fenceline within a couple
days with the cows taking a
couple more days to leave the
area. Within 5-7 days they
should be ready to move to a
new pasture away from each
other. A three-year study
from California showed that
fenceline-pasture weaned
calves spent more time eat-
ing, less time vocalizing and
had higher daily gains than

calves where the mothers
were totally separated or
calves were weaned into
drylots.  Fenceline-pasture
weaned calves gained 95%
more weight in the first two
weeks than calves in all other
weaning methods, and they
were still heavier 10 weeks
later.

When weaning into a dry-
lot situation, ensure at least
1-1/2 ft/hd of bunk space.
Check that bunk and water
tank height can be accessed
by small calves. When wean-
ing on to dry feed, having long
stem grass hay available for
the first couple days with a
corn by-product or grain mix
sprinkled over the top typ-
ically will draw them to the
bunk. Hand feeding twice a
day will encourage calves to
come to the bunk and aid in
identifying sick animals or
those not eating yet.

The more you do to reduce
the stress of weaning, the
more weight available to sell
or transfer into your feedy-
ard. Either way it is money

in your pocket.

KLA FILES COMMENTS ON USDA
COMPETITION RULE

KLA filed comments re-
cently opposing the USDA’s
Fair and Competitive Live-
stock and Poultry Markets
proposed rule. Despite its
title, KLA commented that
the rule would hinder, not
help, cattle markets. Central
to KLA’s opposition was US-

| DA’s attempt to administra-

tively redefine a key element

| of the Packers and Stock-

yards (P&S) Act by trying
to claim that a complainant
need not prove a practice af-

| fects or is likely to adversely
| affect competition. Removing
| this requirement not only

goes against the unanimous
opinion of eight federal cir-
cuit courts of appeal, but will
change the inherent nature of
the act, which is an antitrust
law. Such a change essential-
ly would convert the P&S Act

from a law to ensure equal
opportunity in the market to
one that ensures equal out-
comes. KLA also commented
that the proposed rule ap-
pears to be a pretext to allow
the secretary of agriculture
to establish minimum cash
trade volumes in the fed cat-
tle market, a concept opposed
by KLA policy. In addition to
KLA, NCBA and Sen. Roger
Marshall filed comments
against the proposed rule.
As this rulemaking process
unfolds, KLA will be work-
ing with Congress to prevent
any final rule from becoming
law and, if necessary, pursue
legal action in conjunction
with NCBA and other state
affiliates.

KLA
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DAYS WITH FALL COVER CROPS

By Laura Brenner, Noble Research Institute

Ranching advisor Jim
Johnson breaks down a com-
mon question he hears from
ranchers —how to incorporate
fall cover crops into a grazing
plan.

One of the most common
questions ranchers ask Jim
Johnson is how to supple-
ment grazing needs while
transitioning to regenerative
practices. Instead of baling or
buying hay, Johnson, senior
regenerative ranchlng ad-
visor at Noble Research In-
stitute, suggests adding fall
cover crops to their grazing
plan.

Grazing and economic
benefits of fall cover crops

From a grazing perspec-
tive, there are abundant rea-
sons to add fall cover crops
to your pastures, especially
if you want to reduce your
reliance on hay. But these
cool-season cover crops add
more to your ranch than
grazing days. They can boost
soil health, increase plant
diversity and attract pollina-
tors and other beneficial in-
sects.

“In the first year, you may
see an increase in insects
and beneficial animals. But
it may take a few years for a
noticeable increase in earth-
worms and water retention
or infiltration rates,” explains
Johnson.

Noble’s Red River Ranch
began incorporating fall
cover crops a couple of years
ago. Ranch manager Kevin
Pierce plants cool-season
crops in December and graz-
es them in February and
March, when his warm-sea-
son pastures are dormant.
Pierce adopted this practice
for soil health benefits, but
Johnson believes there’s an
economic benefit to increas-
ing grazing days, too. It’s a
conversation that perks up
ears in the Noble Land Es-
sentials courses he teaches.

“The economics would be
a lot better, for one, because
youre not paying to cut,
rake, bale, and haul hay off,

then haul it back and feed it
to (the cattle),” he says. “You
don’t have the shrink from it
decomposing in a field, or the
capital expenditure if it’s in a
barn for storage.”

continued on page 18 . . , . ,
Jim Johnson, senior regenerative ranching advisor at Noble Research Institute, suggests

adding fall cover crops to the grazing plan.
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HOW TO EXTEND

continued from page 17

Determine if fall cover
crops are right for your
pastures

But before ranchers haul
out their planting equip-
ment, Johnson says it’'s im-
portant to know why you're
planting the cover crop, and
how you plan to use it.

“How does that grazing
field fit into the rest of your
grazing plan? Does it match
a time when you have a for-
age need and allow you to
reduce hay feeding?” he asks.
“Maybe instead of a cover
crop, think of it as a second
forage crop. I think it can
still provide a lot of the same
benefits to the ecosystem if
we manage it properly when
you graze a cover crop.”

If you know why you’re
planting the cover crop, then
you can begin to determine
the right crop — or mix of
crops — to plant. For example,
a cover crop to increase plant
diversity and add forages to
your grazing plan might be
a specific mix of grasses and
legumes, while a cover crop
to break up compacted soil or
attract pollinators will focus
on plants with deep root sys-
tems or flowering plants, re-
spectively.

Johnson recommends
connecting with a neighbor
who uses cover crops or con-
tacting your regional Cover
Crops Council for more in-
formation about what works
well in your area. If local
producers aren’t an option,
he suggests starting with a
seed company website or cat-
alogue. There are many good
ones available, but his pref-
erence is Green Cover, based
in south-central Nebraska.

“Many seed company web-
sites have some kind of in-

Efficiency.
Fertility.

Docility.
Calving Ease.
Maternal.
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teractive tool to help produc-
ers determine the right mix
for their operation,” John-
son says. “You might have
to tweak their recommenda-
tion, but it gets folks started
on a good path.”

Adopt best practices for
planting fall cover crops
The easiest way to inte-
grate a fall cover crop is to let
the first frost stop the growth
of your warm-season grass-
es, then plant your cool-sea-
son cover crop. Johnson ac-
knowledges that access to a
no-till drill — the tool he be-
lieves is the best way to plant
a crop into pastureland — can
be limited for many ranchers.
“You can broadcast or tread
in with cattle, but it’s not as
dependable and predictable
as a no-till drill. Though, if
you can get some good rain
right after planting, you
might get closer,” Johnson
says. He also points out that

broadcast seeding rates may &

need to be higher than those

recommended when using a
no-till drill. He knows ranch-
ers may not like hearing
this, but Johnson often re-
sponds to their requests for
specific cover-crop advice or
recommendations with, “it
depends.” He knows every
ranch is unique and every
rancher employs a different
philosophy about achieving
their ranch goals. Generally,
he encourages producers to
experiment on a small sec-
tion of their pasture to de-
termine what works best for
them.

Noble Research Institute
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By Dr. John Yost, Agriculture and Natural Resources, Ohio State University Extension

We are quickly approach-
ing your neighbor’s favorite
time of year. That being one
where the air is filled with
the melodious serenades of
newly weaned calves and
their separated mothers. We
know that the bawling will
end after a few days, but your
weaning process can affect
the calves’ performance the
rest of their lives. It doesn’t
matter whether the calves
are destined to find their
way onto a truck headed to
a feedyard, or if they will be
staying on farm to become a
future replacement in your
herd, you want to prepare
them for the next stage of the
production process.

We often think of weaning
as an abrupt change. Cows
with calves in the morning,
then cows and calves on dif-
ferent parts of the farm in
the afternoon. In order to
be efficient with our time,

we will combine many wean-
ing tasks into the same day.
There isn’t a perfect system,
but there is a system that
will work best for each oper-
ation. We should recognize
that every procedure per-
formed on the calf creates
stress, and stress decreases
production potential. Vacci-
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nations, castration, dehorn- & =

ing, retagging,
changes to their diet, and a

branding, [ a8 &

change (if only temporary) of Ao

location, are all stress events

that the calf will need help to [## o &

overcome. Your goal should |

be to design weaning proto-
cols to make this process a
transition and not an abrupt
change.

We know that the calves
will be through the chute
at least once, usually twice,
during the weaning process.
If you vaccinate your cows
before breeding, can you let
the calves walk through the

While you have the calves
sorted off so you can work
mom, can you expose them
to the feed you will be tran-
sitioning to at weaning. Are
you able, or willing, to begin
creep feeding the calves a
couple weeks ahead? Novel-
ty, just like being dehorned,

......

R =, -

castrated, or vaccinated, is a
stressor. You may find that
the calves will work calmer if
they have had a couple posi-
tive experiences in the han-
dling facility prior to a pro-

cessing day.
Feed is a great motivator
to get animals to do what we
continued on page 20
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LOOK FOR WAYS

continued from page 19

want. Getting calves up on
feed after weaning is highly
important for future growth
and ultimate carcass perfor-
mance. It is estimated that
up to 40% of a calf’s dry mat-
ter intake is milk as they ap-
proach weaning time. That
milk provides a significant
portion of the calf’s protein
and energy requirements. By
exposing them to their tran-
sition feed early, they will be

GROW NATURE’S /

EASTERN

more likely to stay on or get
back on feed after weaning.
It is also important to or-
ganize the order you perform
calf processing tasks. Stress
limits an animal’s ability to
fight off disease challenges
and reduces their response
to vaccinations. You should
consider laying out your
schedule so that all you are
doing on weaning day is sort-
ing cows and calves. The

POWER j PLANT

GAMAGRASS

 Ideally suited for management intensive grazing sysfems.

.- Dormant
34 Plantmgs

WWW. gamag rass. com
GERMTEC Il PROCESSING and COMPETITIVE PRICES
Call 1—800—367—2879 and ask for our free color brochure.

Gamagrass Seed Company

70225 656 Avenue, Falls City, NE 68355 email us at: info@gamagrass.com
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earlier you can dehorn and
castrate, the lower the poten-
tial stress will be. You should
consider speaking to your
veterinarian about provid-
ing an analgesic to help the
calves manage the pain. It is
also recommended that you
deworm and implant a few
weeks before weaning. Any-
thing you can do to have the
calf at peak health, before
the final challenge, will keep

them progressing.
When it does come to the
final days before sorting

calves, there are several tech-
niques you can implement to
reduce calf stress. Nose clips
can be placed on the calves a
week or two before weaning
to prevent them from nurs-
ing while still with mom.
You can utilize fence line
weaning, where the calves
are sorted into an adjacent
pasture or pen and allowed
fence line contact to ease
the separation. Some have
found success with allowing
a dry cow or two to run with

i l'I] 4 t'{
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the calves. There are also a
number of products on the
market that you apply topi-
cally to the calf that are sup-
posed to reduce stress.

In summary, there is no
perfect system to coordinate
weaning. There is only the
system that fits your man-
agement style. You should
evaluate your protocols and
weaning calendar to see if
there are ways to reduce
the amount and frequency
of stress events on the calf.
Work with your nutritionist
and veterinarian to design
the best feeding and herd
health programs to prepare
your calves for the next stage
of production. Finally, don’t
forget about yourself. Wean-
ing isn’t just stressful to the
calf, but it can be a stressful
time for you too. After all, the
bawling does eventually stop.

RN
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Fenceline

Weaning

By Mark Z. Johnson, Oklahoma State University Extension Beef Cattle Breeding

Specialist

Regardless of when and
how many calves you will
wean, methods of reducing
stress on fresh weaned calves
is of great interest to cattle-
men and of benefit to cow-
calf operations. Traditional
methods of weaning calves
typically involve total sep-
aration of calves from cows
by moving calves to a new
pasture or dry lot pen. Here
we address the concept of
“fenceline weaning,” a man-
agement process that allows
fenceline contact between
calf and dam for at least four
to ten days following wean-
ing. Fences need to be stur-
dy enough to permit nose to
nose contact while prevent-
ing nursing. The objective of
fenceline weaning is to allow
social interaction between
calf and dam while wean-
ing the calves off of mother’s
milk.

Studies have shown sever-
al benefits of fenceline wean-
ing:

eCalves bawl and walk
less for the first several days
post weaning.

*Calves spend more time

resting and eating during the
first several days post wean-
ing.

e(Calves gain more weight
in the first couple of weeks
post-weaning.

eCalves that eat and drink
more during the first days
after weaning stay healthier.

Best Practices for Success-
ful Fenceline Weaning

eMove the cows and leave
calves in the same pasture or
lot. When this is done, calves
already know the location
of water, feed and grazing
areas. If this is not possi-
ble, locate water troughs and
feeders along the fenceline
where calves and cows will

The Midwest Cattleman -

initially congregate increas-
ing the likelihood calves will
find water and feed early on
in the process, thereby min-
imizing walking perimeter
fences.

eAvoid adding unneces-
sary stress like castrating,
dehorning, branding or vacci-
nations at the time of wean-
ing by completing these pro-
cesses several weeks prior to
weaning, or after weaning is
complete.

Vitalix tubs are formulated with superior ingredients specifically
designed to provide effective results in all stages of production.
This leads to improved conception rates, increased weaning
weights and better performance from pasture to plate.

Learn more from your local sales manager today!
Travis Taylor = 816-592-3000 - ttaylor@vitalix.com
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eFencing needs to be ade-
quate. A typical five-strand
barbed wire fence will usu-
ally be satisfactory. If calves
are still able to nurse through
the fence, adding a single
strand of electric fence offset
from the main fence, possibly
on both sides should be ade-

quate.
By
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Certified Angus Beef
developed a new di-
rect-to-consumer pro-
gram. The Ranch to Table
program allows produc-
ers to put the CAB brand
and logo on their own
freezer beef to market di-
rectly to consumers.

Many producers take pride
in raising Certified Angus
Beef (CAB). Now these pro-
ducers can take the CAB
brand and logo to their freez-
er beef market with the new
direct-to-consumer Ranch to
Table program.

The Ranch to Table pro-
gram was designed for Angus
producers to market their
beef directly to consumers
as a CAB product. While the
producers must follow some
guidelines, which may in-
clude having an American
Angus Association active
membership, proof of bull
registrations and being Beef
Quality Assurance certified,

THE LINK - STARTING YOUR MARKETING

The fall calf run is upon us,
and most everyone is looking
to sell their cattle at high-
er prices this year. However,
very few commercial ranchers
have a marketing plan that
goes beyond selecting the pre-
ferred sale barn and expect-
ed marketing date. Beyond
that, we tend to turn it over to
third-party entities that focus
on marketing cattle on a daily
basis.

Those who specialize on the

the program is designed
for producers to take their
Angus genetics combined
with the brand’s trusted rep-
utation to increase market-
ability and financial gain for
their operation’s products.
According to
Angus Beef, the Ranch to
Table program aims to pro-

vide another way for pro- =
ducers to have “equity in the ?

brand.”

Cattle will have to meet
the CAB brand’s live-animal
evaluation standards with
a predominantly solid-black
hide, and carcasses must
meet CAB’s 10 specifications.
The Ranch to Table pro-
gram’s end product is going
to be consistent with tradi-
tional CAB product, not com-
promising any of the brand
standards.

The program application
is open to all Angus produc-
ers, and eligibility will be
evaluated on the business’s
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CERTIFIED ANGUS BEEF’S NEW DIRECT-TO-CONSUMER PROGRAM

By Abigail George

Certified ==

operating plans and market-
ing approach for the beef pro-
duced rather than limiting it
to operations with specific
numbers of cattle, CAB says.

CAB says the goal of the
program is to provide Angus
producers an asset — some-
thing that can add value
to their program and their

By Troy Marshall, Angus Director of Commercial Industry Relations

transaction side of buying and
selling do a good job for the
most part. They provide an
invaluable resource to the in-
dustry, helping to create more
uniform load lot sizes that can
be managed and marketed ef-
fectively.

As good of a job as they do,
it is rarely part of their busi-
ness model to help you differ-
entiate your calves. Their role
tends to be more about price
discovery than value creation

Power of Angus.

Adam Conover,
Regional Manager

lowa
Missouri

Contact Regional Manager Adam Conover:
Cell: 816-676-8560
aconover@angus.org

3201 Frederick Ave. | St. Joseph, MO 64506
816.383.5100 | www.ANGUS.org

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

THE BUSINESS BREED

© 2023-2024 American Angus Association

and capturing that value,
which is the essence of every
marketing plan.

While it is oversimplifica-
tion, cattle marketing can be
summed up as putting the
right cattle with the right in-
formation in front of the right
people at the right time.

The right cattle

The first step is to deter-
mine your definition of the
right cattle. What will differ-

own products. They know di-
rect-to-consumer beef mer-
chandising can expand an
operation’s financial oppor-
tunity, “perhaps allowing the
next generation to come back
and join the family business,”

CAB says.
By

agproud.com

PLAN.

entiate your cattle from others
in the marketplace, and what
are the right genetics, right
weights, right marketing
window, right target market,
right buyer, right information
and right documentation?
Let’s imagine going to a
car dealership, with the goal
of buying a pickup truck. The
dealer shows you a lineup of
trucks of all different sizes,
colors, option packages and
transmissions, then turns




you loose with the only cave-
at being that the black trucks
will cost more than the silver
ones, which will cost more
than the red ones, which will
cost more than the camou-
flage-painted ones.

The right info

You would want to know
what is under the hood. Is it a
V6 or a V8? Is it diesel or gas?
What is its towing capacity?
Horsepower?

What type of transmission
does it have? Is it the plain
Jane version, or does it have
leather seats, a moon roof and
electric windows?

The right people

There are buyers looking for
work trucks. There are others
looking to haul big loads down
the highway in comfort, oth-
ers looking to go off-roading,
others to make their neigh-
bors envious when they pull
into their driveway.

What they all need is the
information to make a good
buying decision, information
that they trust, whether it be
third-party-verified like mile-
age estimates or horsepower
ratings, or as a result of the
confidence that comes with a
brand.

Removing the risk

Not every truck is right
for every buyer. That is why
marketing becomes so im-
portant. Of course, it is only
natural that certain dealers
would specialize in certain
types of trucks. They would
develop trust with buyers who
are looking for those types of
trucks; and they would be able
to provide specialized knowl-
edge, service and insight to
make the purchase more en-
joyable while removing the
risk buyers feel.

One of the primary goals
of marketing is to remove
the risk associated with
making a purchase.

One of the primary goals
of marketing is to remove the
risk associated with making
a purchase. AngusLink does
that by providing buyers
the information they need to
make a purchase.

AngusVerifiedSM and the
Genetic Merit ScorecardSM

together provide an objective,
reliable and accurate way of
describing the genetic merit
in a pen of feeder cattle from
a trusted source and brand
they respect. It also works to
put those cattle in front of the
right buyers who are looking
for Angus genetics to fit their
marketing programs.

Once you have determined
what product you are selling,
who the right market is for
your product, and the right
avenue and time to market
your cattle, marketing largely
becomes about execution. Ex-
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ecution in marketing is usu-
ally nothing more than com-
bining discipline with action.
Ultimately, your marketing
program is about creating a
brand or brand identity for
your product.

We tend to think of market-
ing as having a great slogan,
the right logo or a unique sell-
ing proposition. All of these
things help, but there are
three attributes I consistently
see with successful marketing
programs in the cattle indus-
try:

1.a disciplined approach;

2.passion for the mission;
and

3.perseverance.

Certified Angus Beef, the
greatest marketing entity in
the history of our industry,
which serves as an example of
marketing excellence, embod-
ies these three attributes.

For producers wanting
more information on An-
gusLink, AngusVerified or
the Genetic Merit Scorecard,
contact AngusLink at 816-
383-5100 or call IMI Global at

303-895-3002. %

46" Annual Production Sale

Selling:
112 Fall Yearling Bulls
(semen checked, ready to work)
72 January Bull Calves
(Wintering Program available)
3 Embryo Lots
55 Fall Calving Pairs
25 Spring Bred Cows
47 Spring Bred Heifers
83 Fall Yearling Heifers
52 Spring Heifer Calves

SydGen Volunteer GA 3751
9/12/23 20959943

| BW 86 Ww 723

YW 1437 ADG 4.46

$M
SW
$F
$G
$B
$C

97

91
125

98
223
386

CED|BW|WW |YW |RADG DOC|Claw|Angle| HP

cem|wmilk

CW|Marb FAT

86 0.31

0.46] 0.45 [18.7| 12 |

38 10.60(82|1.48 [1.12|0.018

SydGen Alpha GA 3741
9/8/23 20958590

BW 72 WW 698

-1 YW 1344 ADG 4.04

$M| 95
SW| 92

We are proud to have supplied thousands
of herd bulls to top commercial and pure-
bred cattlemen over the years. Several
graduates of the program have had exten-
sive Al use as well. These performance-
tested bulls are all genomically tested, and
backed by a cow herd that has been con-
tinually evaluated and proven on K-31
fescue.

Fall Bulls are developed on grass on Purina
Bull Developer. All performance infor-
mation provided, including sale day
weights and frame scores. Check
www.sydgen.com for updates as we get
closer. Videos will be available.

Decades of multi-trait selection have
helped our herd excel on multi-trait index-
es. We are enrolled in Maternal Plus®
whole herd reporting, and submit about
16,500 weights, scores and measurements
to AHIR annually.
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Also

Females like this 6-year-old, proven
COOL daughter, who sells as Lot 283, will
be offered. She also has a son and
granddaughter in the offering.

Complete catalog available online; mailed with November Angus Journal; or on request from the Farm Office

Check our website for complete weights, calving, & other updates as they become available

6 |13
27th Annual SydGen Influence
Commercial Heifer Sale

>  New
g e Thursday, December 5* 6:00 p.m.

Callaway Livestock Center, Kingdom City, MO

Registered Angus Cattle Since 1952

Selling 40 head of top commercial bred heifers and
30 2-year-old fall pairs. All heifers have met a
stringent set of qualifications, and all will be sired by,
or bred to SydGen Herd Sires.

Eddie L Sydenstricker

Sydenstricker Nobbe Partners John Deere
(573) 581-5900

eddiel@snpartners.com

www.sydgen.com

Visitors Always Welcome

3997 South Clark = Mexico, MO 65265

Ben Eggers, Manager

Bub Raithel (573) 253-1664

(573) 581-1225, farm office Kyle Vukadin
(573) 473-9202, cell Kenneth Roberts
ben@sydgen.com Tristan Click

Blake McDonald (573) 205-7914




THE MAN BEHIND THE BRAND

The year was 1976 when
USDA had just lowered its
standards for the Choice
quality grade. The industry
that lobbied for the change
was quickly moving toward
a lean, commodity product.
Angus cattle sold at a dis-
count and registration num-
bers were in steep decline.

One Angus breeder in Ohio
had an idea to turn things
around: create a high-quali-
ty, specification-based brand.

The American Angus As-
sociation producer board ran
with it, placing Association
Regional Manager Louis
“Mick” Colvin at the helm.
He was tasked with a project
most said couldn’t be done.

On October 18, 1978, the
first pound of the Certified
Angus Beef brand was sold
in Columbus, Ohio. Two

weeks later, USDA cancelled
the program.

Most said that was
end. Nice try.

the

Most people aren’t Mick
Colvin.

Before the brand

Born the son of a dairy
farmer in 1938 near the vil-
lage of Shellsburg, Pa., Col-
vin was more likely to milk
cows than launch the world’s
largest beef brand.

It was the gift of a Here-
ford heifer from his father at
age 11 that sparked his love
of beef cattle.

He went on to study animal
husbandry at Pennsylvania
State University, where he
also worked in hog barns for
80 cents an hour and was an
avid member of the livestock
judging team. As a sopho-
more, he married high-school
sweetheart Virginia.

Upon graduation, on the
advice of his judging coach,
Colvin took a position as
herdsman for Mole’s Hill
Farm, a registered Angus
outfit in Connecticut.
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Colvin stands next to his portrait, which is displayed in the Saddle and Sirloin Hall of

Fame.

He led the herd to win
three international champi-
ons in four years, winning a
prestigious trophy for herds-
man of the year in 1963. He
met people like Ohio Angus
breeder Fred Johnson and
developed relationships that
would change his life.

Colvin’s success caught

the eye of Hereford breeders,
who offered him herdsman
positions he politely declined.
As a reward for choosing to
remain at Mole’s Hill, he was
given choice of a heifer each
year, the start of a registered
Angus herd he could call his
own.

In 1966, the Colvins moved




to South Carolina where he
would manage another pure-
bred Angus operation, Long-
leaf Plantation. The farm
had never exhibited cattle
before Colvin took the reins,
but promptly won a Supreme
Champion female ribbon at
the All-American Futurity in
Lexington, Ky.

Johnson, of Summitcrest
Farm, had been watching his
young friend with apprecia-
tion.

“Mick was enthusias-
tic, knowledgeable and a
hard-working herdsman with
great integrity, even then,”
Johnson remarks on an ar-
chive video made in 1999.

It was just the beginning
of multiple awards, banners,
accolades and hall-of-fame
inductions throughout his ca-
reer, but the one that meant
the most to him was having
his likeness hung in the Sad-
dle & Sirloin gallery in Lou-
isville, Ky.
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“He was a farmer always,”
says Saddle & Sirloin portrait
painter Richard Halstead. “A
very brilliant man, and a vi-
sionary.”

Colvin is most unassum-
ing and possesses a “tremen-
dous mind,” the artist says.
“This man is of enormous
value to the entire livestock
industry, but especially to
the Angus breed for what he
did in building the Certified
Angus Beef brand.”

Nearly impossible

It was no easy feat.

Knocking on seemingly
every door in the beef busi-
ness, he heard the same
phrase repeatedly.

“Young man, this program
sounds like a good idea. You
come back or give me a call
when you get it started.”

He kept knocking, until he
finally got the answer he was
looking for: “Yes.”

“I thought when we got

75 Bulls - 50 Females, Pairs, Bred Cows & Bred Heifers -
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that first pound sold that we
were just about as success-
ful as we could ever be,” says
Bob VanStavern, meat scien-
tist who helped create the 10
science-based specifications
the brand is based on today.
“Because the concept had
worked.”

It took 22 months to sell
the first million pounds of the
trademarked but not-yet-reg-
istered brand.

Now, 19,000 Certified
Angus Beef ® (CAB®) brand
licensed partners around the
world market more than 100
million pounds a month.

“Iwish I could say we had a
plan, but we flew by the seat
of our pants,” Colvin says.

In the early days, he and
Virginia were the driving
force. While her husband
knocked on doors trying to
sell the program, Virginia
made folders, kept records
and tracked how the pounds
were used that came from

200+ HEAD SELL

the one or two carcasses cer-
tified each week.
Today, nearly 10 carcasses
are certified each minute.
“Looking back, it looks
easy,” Colvin says. “But it
wasn’t.”

A solid foundation

He built a brand based on
his core values — the most
important being integrity.
Colvin describes the word as
“endless” — a term that could
stand the test of time.

It's a foundation that
was tested more than once
throughout his career lead-
ing the brand.

“I remember when we can-
celled our first foodservice
distributor,” he says. “I was
scared to death, I really was.
But the man didn’t have in-
tegrity, and we knew it.”

The decision led to the
brand’s first major lawsuit.

continued on page 26
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THE MAN BEHIND

continued from page 25

“We ended up winning, be-
cause it was all about integ-
rity,” he says.

The ability to stand be-
hind its marketing claims
set the Certified Angus Beef
brand apart from the others
that would follow. From the
beginning, each pound has
been tracked from the pack-
ing plant of certification to
the final sale.

Colvin always made sure
the brand could stand behind
its name and claims.

Being true to his word was
more than the key to his suc-
cess, it was integral to the
brand’s existence.

As he built the brand he
encountered more stum-
bling blocks. From Associa-
tion board votes that nearly
ended the program to meet-
ings with the New York mafia
to secure packers, Colvin per-
severed.

“To try and get someone
to believe in Certified Angus
Beef the way we did — a
packer, distributor or retailer

~]

Castration
Made Easy!

are easy to use, provide

animal welfare.

| 785-332-3344
¥ CallicrateBanders.com

"Easy to use,
works every

Lynn Locatelli, DVM

High-tension Callicrate Banders

consistent results, and remain
the leading choice for superior

— was a huge hurdle,” Colvin
recalls.

Through it all he kept the
brand’s mission at the center
of his tough decisions and
the onslaught of rejections.

“I never saw a time where
he put his personal inter-
ests above what was in the
best interest of the program,”
Fred Johnson had recalled.

This philosophy and te-
nacity laid the foundation for
the brand’s growing success.
Some partners like Houston’s
Taste of Texas steakhouse
and Boston’s Oxford Trad-
ing, the brand’s first foodser-
vice distributor, are still CAB
partners 40 years later.

Making a difference for
cattlemen

More than just building
the first brand of fresh beef,
Colvin had to provide re-
turns for the cattlemen who
owned the brand. He knew
the consumer pull-through-
demand model worked, but
the brand’s mission is to in-

time."

A i S

The Midwest Cattleman - October 3, 2024 - P26

crease demand for registered
Angus cattle.

He delivered on that seem-
ingly impossible feat, too.

For more than 20 years
he led efforts to encourage
packers to pay premiums for
cattle that qualified for the
brand. It took 9 years before
the first incentive was rec-
ognized but today the CAB
premium is an expectation
on settlement sheets. Pack-
ers now pay more than $75
million dollars annually just
for the CAB line item on the
grid for cattle that meet the
brand’s standards.

“The Certified Angus Beef
Program is the most signif-
icant advancement in the
beef business since carcasses
began to be ribbed and grad-
ed in 1965 or when boxed
beef got its foothold in the
early ’70s,” says Tim Huss-
man, Colvin’s first hire for the
brand in 1983 and past pres-
ident of Newport Meat Co.,
Irvine, Calif. “Through Mick’s
leadership, breeders, feeders,

USDA, packers, purveyors
and retail stores continue
working together to produce
and deliver the highest qual-
ity beef we know how.”

He’s humble, gentle and
never takes the well-de-
served credit.

“It’s astronomical what
we’ve done,” he says. “I don’t
know what more I can say
about the success we’ve had.”

It’s never I, always “we.”

All about his people

It’s been nearly two de-
cades since the cofounder
stepped down from that helm,
but his presence and legacy
still permeate the brand.

He walks in the front door
at the Wooster, Ohio, office
like it’s his home. Familiar,
excited faces greet him, and
he chats with scores of them,
including many who joined
the brand during his tenure.
They’ve carried the torch he
lit on the mission he began.

Today the staff is bigger,
the pounds and commissions
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break records like clockwork
and the computers track-
ing it all are newer. After 14
years of consecutive growth,
it seems like CAB has always
been a wild success.

“We hired people for their
people skills. We made people
a part of the program and it
paid big dividends,” Colvin
says.

Modest and casual by na-
ture, Colvin has been an
enormous presence in that
world. His emphasis on peo-
ple, integrity and persever-
ance transitioned the beef in-
dustry—after its diversion to
mere pounds of commodity—
back to a sustaining focus
on quality that performs for
all people in the production
chain.

“lI had to hear from other
people how important Mick
Colvin was, because he
would never say anything
like that,” Halstead says. “He
never spoke of himself or all
his other accomplishments;
he just spoke highly of other

people. It was his staff and
colleagues who emphasized
his impact.”

Ask Colvin about great-
ness, and it’s no surprise that
his answer looks outward to
CAB staff.

“To me, being great means
every person who works for
the brand is happy,” he says.

Some will say Colvin’s leg-
acy is the brand, but those
that know him realize it’s
much more. He will always
be known as a man of integri-
ty—one who values doing the
right thing above personal or
commercial gain.

“That’s someone who’s
a great personality, some-
body with real -character,
somebody great,” Halstead
says.

This story by Nicole Lane
Erceg originally ran in
the Angus Journal.
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By Erin Laborie, Nebraska Extension Educator

Net wrap is an efficient
forage binding method and
significantly reduces harvest
and storage losses compared
to twine. According to a forage
binding survey conducted by
South Dakota State Universi-
ty (SDSU), net wrap was the
most preferred method of for-
age binding (67%) compared
to twine (26%) or both (6%) de-
pending on the crop harvested
or livestock being fed.

Oftentimes, to save time
and labor, net wrap or twine
is not removed prior to feed-
ing hay to cattle. The SDSU
forage binding survey report-
ed 54% of producers removed
net wrap or twine when feed-
ing bales whole, but only 11%
of producers removed it when
grinding bales.

Whether it occurs by acci-
dent or simply out of boredom,
cattle can consume some of
this net wrap or twine, which
then accumulates in the
rumen. The buildup of forage
binding material in the rumen

can result in cattle weight loss,
diarrhea, and other symptoms
similar to hardware or Johne’s
disease.

Research by North Dakota
State University (NDSU) has
shown that the rumen mi-
crobes do not digest plastic net
wrap or biodegradable twine.
Sisal twine does get digest-
ed but at a much slower rate
compared to hay. In another
NDSU study, steers were fed
net wrap in a ration until 14
days prior to harvest to de-
termine if the material would
pass through the digestive sys-
tem. However, there was still
a significant amount of net
wrap remaining in the rumen
after 14 days. In non-related
livestock mortality cases, 26%
of SDSU survey respondents
had postmortem exams con-
ducted by a veterinarian and
30% of those recovered net
wrap from the animal.

Cows fed ground, net
wrapped hay for 140 days in
an SDSU study accumulated
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a softball-sized mass in the |

rumen consisting of 0.8 to 1.1

pounds of net wrap. The en- =

tangled mass of net wrap and
feed measured around 3 feet
in length when stretched out.
Based on the amount of net
wrap offered through the diet,
about 53% of the net wrap
was recovered through rumen
evacuations. Research by
Montana State University has
shown similar results where
47% of the net wrap offered to

cows was recovered from the |

digestive tract.

While grinding net wrapped o

bales may reduce the particle
size compared to feeding in-
tact net wrap, health issues
can still occur. It is important
to consider how failing to re-
move forage binding materials
may affect rumen function and
capacity of the cattle being fed
long-term. Due to differenc-
es in diet and the amount of
baled forage consumed, cows
are likely to be more at risk
than feedlot cattle. There is

Photo by Erm Laborie. 7716 buzldup of
forage binding material in the rumen can
result in cattle weight loss, diarrhea, and
other symptoms similar to hardware or
Johne’s disease.

no treatment available for the
buildup of forage binding ma-
terials in the rumen, so pre-
vention is key to avoiding any
health issues.
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It is difficult to make blan-
ket recommendations on fall
nitrogen fertilizer rates to pas-
tures because of the variabili-
ty in how forages are managed
in the Fescue Belt, says Uni-
versity of Missouri Extension
state nutrient management
specialist John Lory. But fes-
cue pastures need a source of
nitrogen to thrive, he says.

“Judicious use” of nitrogen
fertilizer, prioritizing low fer-
tilizer rates to stands deficient
in nitrogen, will maximize
yields while limiting toxicity
in fescue commonly found in
Missouri pastures, Lory says.

As a general rule, limit an-
nual fertilizer nitrogen appli-
cations to 60 pounds per acre
to mitigate fescue toxicity in
Kentucky 31 tall fescue, Mis-
souri’s most-grown fescue
variety. It is infected with an
endophyte that is harmful to
animal health.

Nitrogen boosts tall fescue
yields, but it also increases

toxic ergot alkaloid produc-
tion. Failure to provide a ni-
trogen source such as fertil-
izer or an interseeded legume
to hayfields and pastures will
rapidly reduce productivity
and the quality of the stand,
says Lory.

Toxins in fescue affect over-
all animal health. Some ani-
mals such as pregnant mares
should not consume any. Ap-
plying nitrogen increases the
potential for low-performing
animals and, in some cases,
serious health issues.

Good management begins
with an understanding of how
toxin levels vary during the
different plant growth stages,
says Lory.

Toxicity occurs in all abo-
veground parts of the plant,
with seed heads being most
toxic. Leaves peak in toxicity
in spring and again in the fall.
Do not overgraze toxic stands,
as stems near the crown are
highly toxic.
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Nitrogen fertilizer boosts fescue yields but increases toxin
Know when toxin levels peak during growing season.

Even without added nitro-

gen fertilizer, toxin levels qua- |

drupled between April and
June on fescue pastures at the
MU Southwest Research, Ex-
tension and Education Center.

Lory recommends these
strategies to limit the impact
of toxic tall fescue on animal
health:

e Limit nitrogen fertilizer
applications on toxic tall fes-
cue.

e Selectively graze or feed
hay from toxic tall fescue.
Graze when fescue is fully
vegetative. Hay up to the
boot stage. If seed heads have
formed or are forming, consid-
er clipping seed heads before
harvesting or grazing. Do not
overgraze.

¢ Dilute toxic fescue with
other feed. Interseed legumes
to reduce toxicity and to meet
nitrogen needs of the fescue
stand. This also dilutes the
toxicity of the forage. When
feeding hay, consider mixing

other sources of feed to dilute
the tall fescue.

e Manage excess forage.
Stockpile tall fescue in the fall.
Ergovaline concentrations in
stockpiled tall fescue peak in
September and then decrease
during winter. By late winter,
concentrations are low and
considered nontoxic. Toxicity
of tall fescue decreases by at
least 30% in stored hay during
the first month. However,
high-moisture options such as
baleage or silage preserve tox-
ins.

¢ Renovate pastures by re-
moving toxic tall fescue and
planting new nontoxic nov-
el-endophyte varieties over
time.
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MANAGING WEEDS

By Jordan Penrose, Ohio State University Extension

With fall approaching,
though it doesn’t seem like it,
it seems like weeds are more
noticeable here. In southeast-
ern Ohio, we are extremely
dry with very little to no grass
left in the pastures, and the
weeds more noticeable. In
Morgan County, the weeds
that I have been getting the
most questions about are spot-
ted knapweed, hemp dogbane,
cocklebur, and johnsongrass.
Some other noticeable weeds
that I am seeing as well are
ironweed, Canada thistle,
horsenettle, bedstraw, and
others. On the family farm,
we are seeing a newer weed,
small carpetgrass, that I hav-
en’t seen before until last fall.
We just started to see it come
up around mid-August in the
field where we feed most of
our hay during the winter.

Why are we seeing more
and more weeds show up? I
remember when ironweed
used to be the biggest prob-
lem weed on the farm, now it

......
1w, 7

BI.ILK FEEI] BINS

* 5 Ton Stationary
* 3 Ton Stationary and Portable
* 1 Ton Stationary and Portable

All Standard With:
* Ground Opening Lid

* Feed Door Perfect Height for Bucket

* Rain Guard over Feed Door
* Sight Glass

seems like a weed that we are
willing to live with as com-
pared to some of the other
newer weeds, like cocklebur
or spotted knapweed. Some
of the reasons as to why these
weeds pop up and we notice
more and more of them can
be caused by different rea-
sons like ground disturbance,
due to winter feeding or heavy
rainfall, overgrazing, having a
weak stand of forage in your
pasture, drought conditions,
and where we source some of
our feeds from to feed our live-
stock.

What can we do to control
these different weeds that we
are seeing? One of the best
things is management of these
areas. Here in Morgan County
and many of the surrounding
counties as well, we are in a
severe drought, according
to the US Drought Monitor.
Right now, we are noticing
weeds more because that is
what is left in the fields, and
this could lead to more weed
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problems in the future. This
can happen in many different
ways. First, it can lead to over-
grazing of pastures because
we as farmers are trying to
stretch everything we can out
of the pastures. Overgrazing
in general can lead to more
weeds showing up in pastures
because of the recovery time
that it takes for the forages
to fully recover to be ready
to graze again. Some forages,
like orchardgrass, could be
grazed right out of a pasture
and weeds can easily take

their place, due to the pasture
not having a long enough rest
period. But, if you are rota-
tionally grazing your pastures,
in drought conditions you can
overgraze your pastures. With
grass not growing back fast,
more drought-tolerant weeds
will start to show up and
out-compete the desired forag-
es that you have in that pas-
ture. It is hard to say how to
manage it because everyone’s
situation is different. If you
are in a continuous grazing
system, then the recommen-
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dation is to try rotational graz-
ing, to extend your pastures’
timeline. But when you are in
a drought and are rotationally
grazing then the recommenda-
tion is to graze until you need
to start supplementing feed.
Once the drought is over then
you go in and see how weak
your forage stand has become
and plan from there, from any-
thing as simple as frost seed-
ing to a complete pasture ren-
ovation. Weak stands can also
lead to more weeds even when
you are receiving adequate
rainfall.

Ground disturbance is
prime time for weeds, as some
can be established quickly,
and ground disturbance can
happen very easily. The new
weed that we are seeing on
the farm, small carpetgrass,
is in the same place where we
feed our hay in the wintertime
where it gets muddy, and the
ground gets disturbed very
easily. The way that you could
manage this in times when the
ground can easily be disturbed
is to feed on a heavy-use pad.
Though that may not be avail-

INDUSTRIES,

able to all, you still have some
options like moving where you
feed your hay around to dif-
ferent places and not having
the water and or mineral all
in the same place so that the

livestock will move around to |

different places, so they don’t

stay in one spot. You could ™

also have a sacrifice lot that
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is easy to get to and reseed in oy

the spring. We have also seen |

many different weeds move in

from places where we source
the supplemental feed that [

we can’t grow. On our farm, we

believe that cocklebur came in

when we had to feed corn to our
cattle due to not having enough
hay and we supplemented with
some corn to stretch out our
hay. So be aware that the sup-
plement feed that you buy like
hay or corn can have weed seed
in it and can cause the spread
of new weeds on your farm.

If you are looking for a more
detailed strategy on how to
manage weeds in your pasture,
or even your hayfield, contact
your local extension office.
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VIRTUAL FENCING

By Krista Ehlert, SDSU Extension Range Specialist

Recent advancements in
technology have made their
way into precision agricul-
ture, with emphasis placed
on using new technologies to
increase crop yields and prof-
itability, while simultaneously
lowering levels of inputs need-
ed like water, fertilizer and
herbicides. Although widely
used in row-crop production,
precision agriculture is only
just beginning to move into
the ranching world. Virtual
fencing, though, has started
making waves in the cattle
industry. Time and research
will tell us more about how
adaptable and transformative
this precision technology is in
the cattle industry; we are re-
searching its use and utility at
the South Dakota State Uni-
versity (SDSU) Cottonwood
Field Station.

Virtual fencing — borders
without physical barriers —
can be used to implement pre-
cision grazing management.
Fences are the traditional tool
used to dictate boundaries on
livestock grazing and to man-
age landscapes. There are
mixtures of private, state and
federally owned lands across
the Northern Great Plains
that create unique challenges
for providing adequate natu-
ral resource management and
implementing  conservation
practices, such as rotational
grazing. Many ranchers are
hesitant to adopt rotational
grazing, because it requires
the installation of new water
sources and fences, and those
additional costs are unat-

tractive; material and labor
costs for one mile of fence can
easily exceed $10,000. This
reluctance is exacerbated on

property that is leased pri- & :

vately or has a state or federal
grazing permit. While expen-
sive, fencing is also necessary
in some instances, such as ex-
cluding cattle from a riparian
area to allow for landscape re-
generation.

About Virtual Fencing
Virtual fencing transforms
manual labor into cognitive
labor, and therefore has the
capacity to improve producer
efficiency and have a positive
effect on animal efficiency.
Virtual fencing is most often
thought of as the “invisible
fence” for use with cats and
dogs, but the technology and
interested parties have since
evolved to include applica-
tions for other species, such
as goats. Research investigat-
ing virtual fencing for cattle is
relatively new, with few pub-
lished studies. A virtual fence
consisting of a collar worn by
cattle and an above-ground in-
duction cable was effective in
one study; however, the above-
ground induction cable acted
as a visual deterrent and was
the main determining factor in
keeping the cattle contained.
In contrast, a virtual fence col-
lar with an auditory stimulus
followed by electrical pulses
successfully contained grazing
dairy cattle within predeter-
mined areas 99% of the time.
Newer advancements in vir-
tual fencing for cattle have fo-
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An animal at the SDSU Cottonwood Field Station outfitted with a virtual fence collar.

cused on a GPS-enabled collar
that is placed around each an-
imal’s neck. There is a three-
way interaction between the
collars, a base station in the
field and a software subscrip-
tion. The software subscrip-
tion allows the user to “draw”
their pastures. These bound-
aries transmit to the base sta-
tion (operated by cellular and
solar), which pushes the vir-
tual fence to the collars. The
user can see the position and
movement of each collared an-
imal and can easily rotate an-
imals among paddocks with a
few clicks.

Potential Benefits

Virtual fencing as a tool to
implement rotational grazing
has several potential bene-
fits for producers with respect
to their resources (financial,
time), grassland management
and animal performance. First,
virtual fencing allows a pro-
ducer to “draw” a paddock to
allow access to existing water
features, saving money and
labor on unnecessary water

development. Second, mini-
mal time is required to move
cattle and check fences as it
is all done via software. Third,
virtual fencing provides the
means for producers to capture
the environmental benefits of
rotational grazing. Fourth, it
could easily be implemented
on leased land, because live-
stock operators do not need
to attach permanent improve-
ments (fences, water develop-
ments) to someone else’s real
property. A final benefit of vir-
tual fencing is that producers
have greater control over an-
imal movement on the land-
scape, and therefore animal
performance. Fence boundar-
ies can be drawn based on fac-
tors like elevation, soil type,
plant communities and forage
quality, so that animals can be
moved to areas with the high-
est quality forage. Ultimately,
virtual fencing exemplifies the
potential impact technology
has on increasing animal and
producer efficiency while cre-
ating positive impacts on the
landscape.
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“Is it worthwhile to try
and match your genetics to
the environment?” asked Dr.
Jared Decker, Wurdack Chair
of Animal Genomics, Univer-
sity of Missouri, to launch his
presentation during the Beef
Improvement Federation
(BIF) Symposium in Knox-
ville, Tennessee, this summer

According to Decker en-
vironmental stressors, like
fescue toxicosis, cost the beef
industry approximately $1
billion a year. Decker shared
information regarding a
study conducted in the 1960s
that moved cows from the
Brookfield Research Station
in Florida to the research sta-
tion in Miles City, Montana,
and cows from Montana to
the station in Florida. Preg-
nancy rates for the cows in
Florida from Montana were
55%. In comparison, to the
Hereford cows native to Flor-
ida, this was 28% lower mak-
ing a strong case for genet-
ics by environment (G x E)
interactions. Reproduction
is one of the most impacted
traits by G x E interactions.
Body condition and metabo-
lism are the other two most
impacted traits.

Decker went on to intro-
duce BIF Symposium partic-
ipants to three USDA-funded
projects that are underway to
study the impact of, and best
ways to, address G x E inter-
actions. In multiple studies
from the first project, genes
tagged by G x E interactions
and local adaptation selec-
tion had functions affecting
blood vessel constriction/di-
lation. This is an important
indicator of fescue toxicity,
altitude stress, and thermo-
tolerance. Additional genes
associated with G x E effects
were involved in immune
response and metabolism.
These functions affect the
animal’s ability to adapt to
their environment and deal
with multiple stressors.

“Adaptability is defined as
an animal’s ability to appro-
priately sense and respond
to the environment,” Decker
said. “If you are describing
your cattle as ‘adaptable’

without actually measuring
their ability to sense and
respond to environmental
stressors you’re just telling
us stories.”

The latter two projects
that Decker described are
designed to develop tools to
help producers measure and
match genetics to their en-
vironment more effective-
ly than just buying animals
from similar environments.
EPDs and crossbreeding are

- Good things
- come
to those who
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Matching Cattle Genetics to the Environment

both approaches that Decker
recommends to address G x
E interactions.

“We have the technology
now to measure traits that
are greatly impacted by en-
vironment and generate ge-
netic evaluations for these
traits,” he said.

Some examples that Deck-
er talked about include ge-
netic evaluations for fertil-
ity (defined more robustly
than heifer pregnancy as a

Special

Cattle Sale

elling all classes

Each Month of cattle

binary trait), pulmonary ar-
terial pressure (PAP), which
occurs in environments of
high altitude, and hair shed-
ding which can address ther-
moregulation and sensing
changing seasons.

“Hair shedding is an eco-
nomically relevant trait,
and I challenge anyone who
doesn’t think so to come
mend fence with me while
wearing their winter parka,”
Decker explained.

He tied addressing G x E
interactions with biological
rules like Bergmann’s rule
and Surface law. He suggest-
ed leveraging new technolo-
gies like 3D imaging to mea-
sure surface area for truer
genetic evaluations of me-
tabolism than body weight.
To find Decker’s full presen-
tation and more information
about this year’s Symposium
and the Beef Improvement
Federation, visit BIFSympo-

sium.com. %

Buffalo Livestock Market

Special Sheep
Vaccinated Every Stock Cow &
Cattle Saturday sal\:ev Iaif;;hoc:‘u:h e & Bull Sale Goat Sale
Sale 12:00 Noon e o
2nd Sat. of 3rd Tuesday || 4th Tuesday

CATTLE USA

Lyle Caselman - Owner-Manager: 417-345-7876 « Mobile: 417-533-2944
Leon Caselman - Owner: 417-345-4514 « Mobile: 417-588-6185

Call Lyle or Leon to find out what we can do for you:
Danny Cross 417-576-5461 ¢ John Sanwald 417-588-9113 * Bobby Cole 573-674-3131

Barn 417-345-8122

SimAngus Bulls & Heifers

TOP EPD’s

- Located near" "
Clinton & Sedalia

Lynn Snow 660/619-2867

Call Matt McQitty

660-924-8037
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AMBER
BONE
TRAPPER

Get your Custom Case knife
with a Branded Sheath for

about what the knife /™ | - e
normally costs. sz

www.Logo-Knife.com

LeaherShopUS.com

800-753-6511 keith@cuttingedgeus.com
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2 Years - $25 Keep up-to-date on industry trends, Name

legislation, and technology that

1 Year - $ 15 could impact your cattle business. Phone:
Address:

THE MIDWEST CATTLEMAN City:
y: R,
3760 NE 1000 Rd.

Lowry City, MO 64763 417.644.2003 LS Lip:

cattleman@cuttingedgeus.com Date:




Midwest Seedstock & Agribusiness Directory =

' Angus |l Beefmaster (cont) Brangus Hereford

REGISTERED
ANGUS
BULLS FOR SALE

CWC, Inc.

Bill & Marta Osborn
Steve & Jeanie Osborn
5633 Farm Road 1012
Purdy, Missouri 65734

l-’i - T_‘.
417-489-5440

HmKIE's Sound Genetics
PRIME Reasonable
A Cur Expectations
ANGUS ST 417.944-2219
KENNY & JANYCE HINKLE
RT. 6 - BOX 69, NEVADA, MISSOURI 64772
BULLS, FEMALES &
EMBRYOS FOR SALE

hpca@centurytel.net

LeJeune Farms
Service Age Angus
& LimFlex Bulls For Sale

417-445-2214 or 417-777-0894
Halfway, MO

Beefmaster

BERACHIAH BEEFMASTERS

Breeding Polled Beefmasters since 1982
BuLLs  Performance Data - EPD’s
FOR Gentle - Halter Broke
SALE! | awrence Shuey . Cassville, MO SALE!

417- 826-5881

KB Farms

~ Reglstered Beefmasters ~
Bulls & Females For Sale

\620- 252 9002)

BOLLMAN BEEFMASTERS

Berachiah Beefmaster Bloodlines
Bulls For Sale
Performance Data - EPDs - Gentle
Bollman Beefmasters Pierce City, MO

417- 235-2497

I Loftin Beefmasters |

1 Polled Beefmaster I
1 Bulls

I Nixa, MO o 417-827-9391 ]

STRIVING FOR HIGHER STANDARD CATTLE
IN A-HIGHER STANDARD BREED
BULLS AND FEMALES FOR SALE
AT FARM AT ALL TIMES!

* SECOND TO NONE REPLACEMENT FEMALES
* RAISE WEANING WEIGHTS
* REDUCE PINKEYE

DARREN & RENEE THURSTON

IRONTON, MO 63650

573-747-3643
573-546-0875

MVRBEEFIVIASTERS.COM |

MOUNTAIS IEW BANGH

FB.COM/MVRBEEFMASTERS |

Selling top quality Reg. Beefmaster
genetics. Bulls & Females

Annual F;;bduction Sale
2nd Saturday in June
997 N Dade 91, Lockwood, MO

SELLING PRIVATE TREATY
YEAR ROUND

WALLEN PRAIRIE RANCH
PAUL & RHONDA WALLEN - (417)808-0296

www.wallenprairieranch.com

Advertise
TODAY!

417-644-2993

(O HORSEHEAD RANCH

v Delivery Available v Discounts for Veterans!

Call Mike Taylor

Horseheudranch net 918 695 2357

| Gebvieh  [ENEREINEES

Annual Sale 4th Monday in March

Jan: 785-482-3383 Jesse - 785-499-3250
Arden: 785-482-3398  (for horses)

Cell - 785-466-1422 Box 8 — Dwight, Ks 66849
www.oleenbrothers.com jakoleen7 @gmail.com

e RN, s

Breeding Age

GELB

VIEH

Bulls * Replacement Heifers

Markes Family Farms

Waukomis, OK

ellls Family
 HEREFORDS

J1)

——— Three Generations Raising ——

No Excuse Herefords

19264 LAWRENCE 2170 AURORA, Mo
— 417-466-8679 ———
Jlmbellls@m1$ourlstate edu

-.r arilla W]/

i

580-554-2307

LimousiN CATTLE
Bulls - Black & Reds
Bred Heifers & Open Heifers
Double ] Ranch ¢ Mindenmines, MO
Will’s cell:
417-350-9810

Home:

417-214-4567

Smccken Brothers
Celbvich and Balancer Catle

600 W Hery P, Freeburg, MO 63033
5?3-1‘4“1?9123 5736008543

Mlwarice, Ilark & Marlon Stuechen

Creating Superior Beef Genetics
for Producer Success.

vimousin [o3

Muscle — Growth — Efficiency

¢ Polled Red & Black * Hi-Performance
* Gentle Disposition * Maternal Ability
* Calving Ease * Efficiency Experts

#1 Cross for Angus Cows

Stan & Emily S ChrO Ck

660-766-2636 Cattle Company

660-988-1163 Rt 2 Box 27 Greentop, MO




Red Angus Red Poll Shorthorn(cont) §  Misc. |

KANSAS

RED ANGUS ASSOCIATION

www.kansasredangus.org
kansasredangus@gmail.com

acy

Red Angus
Drexel, MO

Balanced & Proven Genetics

Dan: 913-909-1912
www.lacysredangus.com

Red Angus Bulls

Heart of Missouri Farms
Tipton, MO
660-433-2541(home)
573-353-3013(cell)

Farms_

i = "-:'i__:'-.-r.'-?u

Large Selection Red Angus Bulls,
Yearlings - 2 Yrs.
Ken Keesaman H:816-675-2503
C:816-390-4988
Kody Keesaman H:816-675-2281
C:816-724-1432
Osborn, MO 64474

email: Ken@kkfarmsredangus.com

o | FETTINTE  ap AT

'y - 2ghe, »
STRATEGICALLY BREEDING AMERICAN
& CANADIAN RED ANGUS GENETICS

Ray or Susan ¢ 314-630-0332
Ranch located in Central Missouri

MapleOaksRedAngus.com

Reo Pou

"The Balanced Breed”

» Fertility = Mathering Ability
» Forage Efficiency = Genetic Consistency
» Calving Ease » Gentle Disposition

vow Rock Farnm
Paleat g':dm:', we
17-755- 2624

ROCkiIl R RanCh Seedstock for Sale
Gary Richter

Guthrie Center, [A 50115 \genity Profiling
all sale cattle

- Salers

Cell: 641-757-1291

E-mail: bvrsalers@iowatelecom.net
Web: www.iowasalers.com
Rockin R Ranch page

Santa Gertrudis

Santa Gertrudis Bulls
Registered & Polled
Jim Campbell Farm

Cameron, MO
816-830-3033

“Quality in every Weigh”
Polled Shorthorn Cattle

Top Genetics available for
your selection

Hugh Moore Jr. & Sons

31056 Old Fidelity Rd.
Jerseyville, IL 62052
(Located 40 miles North of St. Louis)
618-729-4448
www.mooreshorthorn.com

Polled Shorthorn
and Durham Reds
Toby: 219.819.4603
Barry: 219.819.0430
Rensselaer, IN

Join us for our 2024 Spring Sale:
March 16th.

Merideth Land & Cattle Company, located just outside
of Fayette, Missouri, strives to create relationships with
cattlemen who wish to improve their Shorthorn cattle
inventory through superior genetics.

YEARLING BULLS FOR SALE. GREAT EPD'S
Dr. Reuben Merideth,
Rusty Merideth, and Wanda Merideth
1559 Highway 124 Fayette, Missouri 65248
573-489-2739 | Email: rmmerideth@att.net

YOUR AD
COULD BE

HERE

wlack Simmental Byjls

SINCE 1993

ey

- * Calving Ease
e Attractive

o Athletic

* Sound Footed
* Docile

@D

STEAKS
ALIVE

| John & Jeanne Scorse
Quality Simmental cattle to grow on.

Fullbloods, Full Fleckvieh and Fleckvieh
influenced Fullbloods and Purebreeds.

Heifer-mate to Bulls for Sale

Mike Williams
Higginsville, Missouri

816-797-5450
mwauctions@ctcis.net

Semen, embryos and foundation
stock available at the ranch.

P.O. Box 3832 « Joplin, MO 64803
Phone and Fax: 316-856-2338

Email: scorsej@steaksalive.com
Web Page: http//www.steaksalive.com

PORTABLE

AUTOMATIC

LIVESTOCK
FEEDERS

vFeed On Time Every Time vBuy Feed In Bulk
vEliminate Hand Feeding v'Stay Safe
v Eliminate Self-feeder Waste

CALL TODAY OR VISIT OUR WEBSITE
855.646.7123 « www.solarfeeders.com
Rogers, AR

www.heartlandhighlandcattleassociation.org

Highland Cattle Registry
Heartland Highland Cattle
Association & Registry

Open Registry for Foundation Highlands
For more info and a free information packet

417.345.0575 or text 417.733.3201

heartlandhighlandcattle@gmail.com
hhcaregistry@gmail.com

CUSTOM SCREENS,
SWING HAMMERS, /
and Other Parts for Tub &%

Emai.I: salf:.s-:zi'-'dy'nahﬂgcmn
800.743.3491
DYNAHOG.COM




Oct

Oct
Oct
Oct

Oct
Oct
Oct

Oct

Oct
Oct
Oct
Oct

Oct
Oct
Oct
Oct
Oct
Oct
Oct
Oct
Oct

Oct
Oct
Oct
Oct
Oct
Oct
Oct
Oct
Oct

Oct

7 Hwy. 42.West « 45 Miles Sau?knﬁ:ﬁﬁzrson Gity Y. ”,'. .‘_h _ “q :_i.Wednesday @ 1 0 00‘“. HiDs -
For more information: Ross Patton 573-308-6657 » Bill Patton 573-308-6658 |
o David Patton - 573-308-6655 « Office - 573-422-3305

Visit our website at www.scrsvienna.com « or E-mail us at: SCRSVienna@

1n*

n
12
12 *

12
12
12 *

12 *

12
12
12
12 *

16
19
19
19
19
19
19
19
19 *

19
20 *
21
26 *
26*
26
26
27
28 *

28

MING SALES <

Nov 1
Nov 1
Nov 1-2 *

J&N Ranch Black Hereford Production Sale, Leavenworth, KS
913-727-6446

Smith Valley Angus Sale, Salem, MO

Angus Alliance Sale, Carthage, MO

Big D Ranch Cattleman’s Choice Sale, Center Ridge, AR
501-208-6119

East Central Missouri Angus Assoc Sale, Cuba, MO

Heart of the Prairie Shorthorn Production Sale, Rush Springs, OK
Jim D Bellis Family Hereford Production Sale, Aurora, MO
417-466-8679

Judd Ranch 34th Annual Cow Power Sale, Pomona, KS
785-566-8371

New Day Beef Genetics’ Fall Bull Sale, Salem, MO

Power Performance Pedigree Sale, Mountain Grove, MO
Southern Plains Performance Beefmaster Sale, McAlester, OK
Wild Indian Acres Fall Charolais Bull Sale, Carthage, MO
636-236-0306

Peterson Prime Angus, New Boston, MO

3C Cattle Co Sale, Carrollton, MO

Angell - Thomas Charolais Bull & Female Sale, Paris, MO
Blackjack Angus & Guests Female Sale, Seminole, OK
Bradley Cattle Bull Sale, Springfield, MO

Gerloff Angus Bull Fest, Bland, MO

Linhart Limousin Fall Harvest Elite Female Sale, Leon, |IA
Natural State Prime Angus Sale, Scranton, AR

Seedstock Plus Fall Bull & Female Sale, Carthage, MO
877-486-1160

Shaver Angus Bull Sale, Norwood, MO

Reynolds Herefords, Huntsville, MO 660-676-3788

Hinkle’s Prime Cut Angus Fall Sale, Nevada, MO

BPG Red River Premium Bull Sale, Paris, TX 469-667-7899
Lacy’s Red Angus & Pld Herefords Sale, Drexel, MO 913-909-1912
Mead Angus Fall Production Sale, Versailles, MO

OHOA Fall Roundup, Mountain Grove, MO

Missouri Angus Ladies of Autumn Sale, Lebanon, MO
All-Breed Performance Tested Bull Sale, Springfield, MO
417-880-4479

Buck Ridge Cattle Bull Sale, Seymour, MO

Nov 2
Nov
Nov
Nov 2
Nov 2
Nov 2
Nov
Nov

Nov

Nov 2
Nov

Nov 2
Nov 3*
Nov 9*
Nov 9*

Nov 9
Nov 14
Nov 15
Nov 16
Nov 16
Nov 17
Nov 18 *
Nov 19
Nov 21
Nov 23
Nov 23 *
Nov 30
Dec 5
Dec 7
Dec 14

Downy Ranch Bull Sale, Wamego, KS

Meyer Cattle Co Fall Sale, Bowling Green, MO

GenePlus Brangus Sale at Chimney Rock Cattle Co, Concord, AR
877-436-3877

Henke Angus Farms Sale, Salisbury, MO

Cason’s Maternally Inspired Female Sale, Russell, I1A 641-814-3332
Irvine Ranch Annual Production Sale, Manhattan, KS 785-313-7473
Menzie Cattle Co Production Sale, Springfield, MO

Missouri Simmental Association Fall Harvest Sale, Springfield, MO
Moriondo Farms & MM Cattle Co Fall Production Sale, Mt. Vernon, MO
Red Tie Event Sale, Hale, MO 660-542-4033

Seedstock Plus RED REWARD Fall Sale, Osceola, MO
877-486-1160

The Andras Kind Red Angus Female Sale, Manchester, IL
217-473-2355

Ward Bros. Sale, Plattsburg, MO

Worthington Angus Bull & Comm Female Sale, Dadeville, MO
417-844-2601

Wright Charolais Annual Fall Sale, Kearney, MO

Missouri Hereford Opportunity Sale, Sedalia, MO 417-372-1459
Four State Shorthorn Association Sale, Diamond, MO 816-465-0777
Gibbs Farms 19th Annual Bull & Female Sale, Ranburne, AL
336-469-0489

Valley Oaks Fall Female Sale, Warsaw, MO

Valley View Angus Female Sale, Nelson, MO

Oklahoma Select Commercial Female Sale, Vinita, OK

NE Arkansas Angus Assoc Sale, Charlotte, AR

Pitts Angus Farms, Hermitage, MO

Frank/Hazelrigg Angus Sale, Fulton, MO

Green Springs Bull Test Sale, Nevada, MO 417-448-7416

B&D Angus Fall Bull Sale, Claflin, KS

Benoit Angus Ranch Female Sale, Esbon, KS

Dalebanks Angus Bull Sale, Eureka, KS

Sydenstricker Genetics Sale, Mexico, MO 573-581-1225

Galaxy Beef Female Sale, Macon, MO

Sydenstricker Influence Commercial Heifer Sale, Kingdom City, MO
Arkansas Angus Assoc Sale, Ozark, AR

Wheeler Angus Production Sale, Paris, MO

*LOOK FOR OUR AD IN THE MIDWEST CATTLEMAN*

THIS IS A FREE SERVICE - EMAIL YOUR SALES INFORMATION TODAY!

cattleman@cuttingedgeus.com

**Sale Dates as published earlier this season. Sales are subject to change or cancellation. Confirm directly with Breeder or Sale Management.

=

gmail.com
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K-State beef cattle veterinarians share reasons for making drug selections

By Lisa Moser, K-State Research and Extension

When tackling a building
project, many find it help-
ful to follow a plan and use
the right tools to save time,
which will often also increase
the likelihood of the desired
outcome in completing the
task.

In much the same way, vet-
erinarians make choices re-
garding antibiotic selections
in cattle, said the experts at
Kansas State University’s
Beef Cattle Institute. How
those antibiotics work is a
question that the veterinar-
ians answered on a recent
Cattle Chat podcast.

“The basic definition is
that an antibiotic is a chem-
ical that interferes with bac-
terial growth or replication,”
K-State veterinarian Brian
Lubbers said.

He added that antibiotics
interrupt that replication in
many ways, including some

that interfere with bacterial

cell wall growth, some that
inhibit bacterial protein syn- §

thesis and others that stop

bacterial replication by in- [ |
terfering with the DNA and i}

RNA of the bacteria.

To better understand why
an antibiotic is selected for
one bacterium and not an-
other, Lubbers suggests that
producers ask their local vet-
erinarian.

“The reasons veterinari-
ans might choose one antibi-
otic over another are not only
related to the drug’s mech-
anism of action; there are a
lot of factors we think about
when deciding to use a spe-
cific antibiotic for a certain
case,” Lubbers said.

He said they also consid-
er antibiotic resistance, es-
pecially when opting to pre-
scribe antibiotics that fall
into the same class of drugs

A calf receiving treatment at the K-State Stocker Unit.

that are also used to treat
sickness in humans.

Another factor that is con-
sidered when prescribing an-
tibiotics for food animals is
withdrawal time K-State vet-
erinarian Bob Larson said.

"With food animals, we
need to be aware of the time
those antibiotics remain in
the body before they are har-
vested so that they are free of
harmful antibiotic residues
when they enter the human
food chain," Larson said.

To get more information
about how each antibiotic
works, the veterinarians rec-
ommend reading the product
labels.

“Producers often get ques-
tions from consumers, so
those who are educated about
antibiotic use are able to bet-
ter portray how we practice
antibiotic stewardship,” Lub-

bers said.
L

Ranch Ready Replacements

Set your cowherd up for the next 50 years!

54.0 Front-Pasture Commercial

Replacement Females to include:
+ Fall Calving Pairs (Deliver with live calves)
+ A.l. Bred Spring Calving Bred Heifers

* Young Spring Calving Bred Angus

& Red Angus Cows

* Black Angus, Red Angus & SimAngus

* Solid Black, Solid Red, RWF

* From R.A. Brown customers’ herds built on

multiple generations of front-end bull buying

* Exceptional Maternal Quality - By the Pot-Load
or the gooseneck load!

i

;Ir'.

Lhr i —— ¥ ? eIy 1 7 A
50™ Annual Golden Opportunity Sale
October 8-9, 2024 ¢ Throckmorton, TX
* 460 Angus, Red Angus & SimAngus Bulls

¢ 110 Registered Red & Angus Females
¢ 10 Quarter Horse Weanlings

Throckmorton, TX
940-849-0611
office@rabrownranch.com

RABrownRanch.com




You can't tell by looking.

Not all ‘Angus” bulls are REGISTERED Angus bulls.

One is supported by the power of data.
One is validated by the power of a pedigree.
One is backed by the power of programs.

= Adam Conover Look for the
Regional Manager

816.676.8560 Bring the Power of Angus to your herd.

L_ aconover@angus.org Angus.org/PBA.

Oneis not.

POWERED BY




