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Why roll the dice?

Not all "Angus” bulls are REGISTERED Angus bulls.

Don't gamble on unproven genetics. There are a lot of Angus bulls on the market,

but not all are backed by the power of 80 million datapoints and a registration
paper.

. Adam Conover Look for the F’DWEFIED BY

W PN el Henaser Bring the Power of Angus to your herd.
» / -:'-'_ aconover@angus.org Angus.org/PBA.




February 1, 2024 Volume 30 No.1

{1}

HIGHER INPUTS AND INTEREST RATES
IMPACTING COW COSTS

By Aaron Berger - University of Nebraska Extension

This is a good time for
spring calving herds to look at
what it cost them to produce a
calfin the past year. What did
it cost to run a cow on your
operation this year? How do
you calculate the costs? How
do you value raised feed,
labor, equipment, as well as
replacement females grown
on the ranch? These ques-
tions are frequently asked
when the conversation of an-
nual cow costs comes up.

The Estimated Annual
Cow Costs for Nebraska is
a simple one-page sheet that
producers can look at to com-
pare their costs to and see
the resulting total to produce
a weaned calf under current

market conditions in 2023.
This budget values all feed
at market value, as well as
labor, equipment, capital in-
vestment and the market
value of replacement heifers
at weaning. The Center for
Ag Profitability Cattle Bud-
gets are another interactive
budget tool that producers
can download in Excel® and

continued on page 12

DEATH TAX REPEAL ACT INTRODUCED IN
U.S. HOUSE

Reps. Randy Feenstra of
Iowa and Sanford Bishop
from Georgia introduced the
Death Tax Repeal Act recent-
ly. The Senate companion
bill, led by Sen. John Thune
from South Dakota, was in-
troduced in March 2023. If
passed, the legislation would
permanently repeal the fed-
eral estate tax, also known as
the death tax, which is a top
priority for NCBA.

“It is unconscionable for
cattle producers to face a tax
that forces them to sell all or
part of their family’s farm or
ranch due to the death of a
family member. With the cost
of farmland rapid-
ly rising, the death
tax presents a
significant threat
to the future of
family farms and
ranches,” said
NCBA President
and South Dako-
ta cattle produc-
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er Todd Wilkinson. “Rural
America needs a tax code
that promotes multi-gener-
ational, family-owned busi-
nesses instead of chopping
them up.”

Current death tax relief
is set to expire at the end of
2025. Therefore, it is vital
that Congress acts soon to
provide permanent relief for
family operations. If the fed-
eral estate tax exemption re-

verts to pre-2017 limits, cou- .

pled with the rapid inflation
of farmland values, many
more families will be subject
to the tax.
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COLLEGE TO BECOME MORE EXPENSIVE
FOR FARM FAMILIES

An attempt to
simplify the Free
Application  for
Federal Student
Aid process could |
end up making PS8
college less af- @
fordable for rural ¥
Americans. Chad &
Smith tells wus §&8s
farm families Sfgad
may find it more '
difficult to qualify for finan-
cial aid. Recent interview —
AFBF Newsline:

Chad Smith: Dustin
Sherer, Director of Govern-
ment Affairs for the Amer-
ican Farm Bureau, says an
important change to the Free

Application for Federal Stu-
dent Aid came in an omnibus
bill passed at the end of 2023.

Dustin Sherer: It includ-
ed a smaller bill called the
FAFSA Simplification Act.
The goal of the bill was to

continued on page 10

URY AWARDS TENNESSEE RANCHER $485,000
OR LIVESTOCK SEIZED WITHOUT WARRANT

By Greg Henderson

The Marshall County,
Tenn., sheriff’s office and two
of its employees were ordered
to pay a Tennessee couple

$375,000

nitive damages by a jury in
federal court.

In 2019 Matthew and
Julie Hopkins sued the Mar-
shall County sheriff’s office,
sheriff Billy Lamb and de-
tective Tony Nichols in their
individual and official capac-
ities, after their cattle were

unlawfully seized by the de-
partment without a search
warrant in July of 2018.

in compensatory | °
damages and $110,000 in pu-

According to a report in
The Tennessean, the sheriff’s
office received a complaint
about possible animal mis-
treatment on the Hopkins’
farm. At the initial contact
on July 2, 2018, detective

continued on page 14
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From Our Outht

It’s amazing how many
times I've heard it. Someone
will be commenting on this
publication, and they invari-
ably get around to how they
go about reading it. If I have
heard it once, I've heard it two
dozen times. “I always turn
to page 4 and 57, they’ll say;
“I read ‘Life is Simple’ first
and then I'll read your article
next.” They make no bones
about it. “That ‘Crownover’
is pretty good.” Occasional-
ly, someone will switch the
order around in their story,
but I know the truth. I think
my own mother even reads
‘Jerry’ first, even though she
might not admit it. Let me
tell you a story.

I remember the first time
I was challenged to think
about what I might do when
I grow up. As I recall, it was
the first day of school - 1974.
I was a sophomore sitting in
Ag. class. Even after a year,
I was still the new kid’ in
school, but I wasn’t as new
as the teacher. He was fresh
out of The University. If you
had Ag. in school you know
it’s about a lot more than just
agriculture. Maybe I recall
it because that morning that
teacher had us write down
the assignment. I'm not sure
how he introduced the topic,
but in a few minutes he had
us thinking about setting
goals for life. I can’t remem-
ber what I wrote down that
day, but I never forgot the
assignment. It made me
think. I learned a lot about
agriculture in that class, but
we studied some other things
too. Public speaking for ex-
ample. That teacher had us
up in front of our classmates
giving speeches. 1 wasn’t
very good at it. I never en-
tered any speaking contests,
but I learned I could do it if
I had to. It gave me some

confidence. And I learned I
could write a little bit too...
if I had to.

The class was Plant Sci-
ence. | ended up on the
‘Field Crops team’. It was,
and still is, all about crops,
seeds, weeds, pasture, and
hay. I found out what could
be achieved with a little com-
mitment and hard work —
our team did very well in the
state contest. The next year,
seven of us decided to be on
the Parliamentary Procedure
team. It’'s amazing how often
I still use what I learned
on that contest team. That
same teacher was pretty
good at providing guidance
to a bunch of rowdy young
men. I still remember some
he gave us the night before
a contest. Even though he
wasn’t our main instructor,
he told the team one April
evening: “You can stay up
all night and have a good
time, or you can study for a
while and go to bed early so
you can do good in the morn-
ing.” We must have listened
to him because we did what
he suggested, and we did do
good that next morning. We

won the district contest and *

then went on to win the state
contest a few days later. That
was a real-life lesson.

You’ve probably seen the
‘bumper sticker’ that says:

“If you can read this, thank

a teacher!”. The things I
learned from my teachers
won’t fit on any bumper stick-
er and thanking all of them
would take more time than
we have here. They say that
imitation is the best, most
sincere form of flattery. So, a
handful of years later, I was
the one teaching Ag. classes,

in large part because of that

teacher, and others that I had
in school. I really enjoyed it
too. I taught Ag. for fourteen
years and had so much fun
I couldn’t believe I actually

got paid for doing it. Dealing |

with education, agriculture,
and young people who are
the future — it was more like
a privilege than a job. The
best way for any student to
say ‘thank you’ is to do well
and be successful using what
they’ve been taught. Some of §
those come back to you in an
unexpected fashion.
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A few years ago, I went to
a funeral for one of my stu-
dents. She had died suddenly,
much too young, from a brain
aneurysm. She had been not
only a wonderful person and
member of her community,
but also a State FFA officer,
a teacher, a successful attor-
ney, a wife, and mother. I had
never met her husband, but
as I introduced myself that
very sad morning, he said,
“I know who you are.” Then
he shared with me that all
these years his wife Laura
had kept a small note to her-
self from her first day in Ag.
class. She had written out
her goals for life very careful-
ly that day and throughout
her very short life had fol-
lowed them almost to the let-
ter. “If I can find that note,”
he said, “I want you to have
it. She mentioned you often.”
That goal-setting assignment
wasn’t in any curriculum. It
was handed down to me from
a teacher... who may have
got it from a teacher as well.

Let me finish this story

Castration
Made Easy!

are easy to use, provide

animal welfare.

785-332-3344
CalllcrateBanders com

T L BT S LR

"Easy to use,

BANDER works every

Lynn Locatelli, DVM

High-tension Callicrate Banders

consistent results, and remain
the leading choice for superior

by telling what some have
known since the first para-
graph. The teacher in that
Ag. classroom in 1974; the
one who first challenged me
to set a few goals and think
about my future is a good
friend who has always pro-
vided an encouraging word
then and still does — even
today - in his ‘Final Col-
umn’ on the next page. We
have all enjoyed it as he has
shared his bits of life, wit and
wisdom here for many years,
and you can continue to
enjoy it if you'd like. All you
have to do is go to YouTube
on your computer or smart-
phone, and search for ‘Crown
Cattle Company’. There, his
photo will be just a few hours
old — it won’t stay the same
for years at a time.

KwC

This article originally ap-
peared on this page in August
of 2019. (Edited for today.)

time.'
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Life is Simple
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Copyright 2024,
Jerry Crownover

When I started writing
this little column, I figured it
was a just a lark, that might
last a year or two—at best.
That was almost thirty years
ago.

No one was more sur-
prised than me, when, over
the course of several years,
newspapers and magazines
from all across the Midwest,
began contacting me and
wanting to publish my bit
of humor, and actually pay
me for it. I can remember
my father asking, “Why, in
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the world, would anyone be
interested enough to pay for
what you have to say?” He
said that, lovingly, of course,
but it was a question that
has probably been asked by
everyone who ever knew me.

After about ten years of
writing, I told myself that I
wanted to cease writing the
column before people start-
ed saying, “He’s just not as

AT THE FARM IN RENSSELAER, IN

MARCH 16, 2024

BIDODING AVAILABLE THROUGH

SmartAuctioens

TEXT “WALICARL" TO 55444 TO RECEIVE OUR E-UPDATES.

= Half of the bulls in the top 15% of the breed for CED and STAY

= 46% of the bulls in the top 15% for WEPD and YEPD

* 50°% of the bulls in the top 15% of the breed for $BMI and SFEED
= 6% of the bulls are homozygous polled

good as he used to be.” I can
only hope those words hav-
en’t been spoken by too many
people up to this point, but I
have come to the conclusion
that it is time to call it quits.

Believe me when I say that
I genuinely know how lucky
I've been. I've had the unique
pleasure to work with some of
the absolute best publishers,
editors, and media people in

AN ZLY @ﬁﬂauham

the business. I'm convinced
that my readers are the kind-
est and most loyal audience
that has ever existed. Your
comments, throughout my
tenure, have been a constant
source of inspiration and en-
couragement.

Writing this column has
also provided the opportuni-

continued on page 14

7577 5. 210 E. - Rensselaer, Indiana 47978

Barry and Anita Jordan: 219-866-3513 » cell: 219-819-0430
Toby and Jodi Jordan: cell: 219-819-4603 « toj

aukar.net
Mark and Heidi Jordan; cell: 765-426-1990
www,waukaru.net

WAUKARU LONG RANGE 3043 .
¥4359604 | 2/19/2023 | Polled (Home) | Red | 3043
SIRE: WAUKARU LATIGO 0033 - DAM: WAUKARU LASSIE 8200

i 0
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“WAUKARU ESSENTIAL 3035
*x4359504 | 2112/2023 | Polled (Homo) | Red | 3035
SIRE: WAUKARU LATIGO D033 - DAM: WAUKARU TENDER K155 9215

WAUKARU WINDSOR 3089

24360531 | 3/11/2023 | Polled (Homo) | Red | 3089
SIRE: SPRYS GIGABYTES N122 - DAM: WAUKARU DORA JEAN 9071

T
A -

WAUKARU ROBUST 3098
¥4360579 | 3/14/2023 | Polled (Homo) | Red | 3098
SIRE: SPRYS GIGABYTES 122 - DAM: WAUKARU MARION 5061
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B Derrell Peel -
ahoma State
Unlversuy

The Crop
Production
2023 Sum-
mary recent-
ly released
by USDA in-
cluded data on hay production
and December 1 hay stocks.

below the ten-year average.
Total December 1, 2023 hay
stocks were 6.9 percent high-
er than one year earlier but
were 10.8 percent below the
ten-year average from 2012-
2021 (Table 1).

Table 1 shows the hay
situation for the ten largest
beef cow states. These states
account for 57.8 percent of

All hay production

Top 10

2023 All

in the US. was

6.3 percent high- ;“;ﬂm HwF o ey

er year over year

fI’OIIl drought-re— 2023 1000 Tons | 1000 Tons ;.:z :]::2‘:12—
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in 2022 but was 7.8 A
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was 2 '2 percent B Kansas | 5023 600 -12.2 -21.2
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over year in 2023 [us [Tom 118765 75721 +6.9 108
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Face the Future
with Diamond V

Invest not only in their future, but your own.

When your goal is to help your herd reach their full

potential, health matters. Diamond V offers a fresh
perspective on animal health. A perspective that

supports gut health, strengthens immunity, enhances
performance, and ultimately, invests in your future.

Be confident in your future with Diamond V.

;L-,

Eli'ﬁ

Learn how at DiamondV.com/Beef

Because animal health deserves
a healthier approach.

the total beef
cow inventory
in 2023 and
represent nine
of the top ten
states for De-
cember 1 hay
stocks. Hay
stocks in the
top ten beef

CoOwW states
were up 18.5
percent year

over year but
were 7.3 percent below the
2012-2021 average for these
states.  Total December 1
hay stocks in these states
represented 52.8 percent of
total U.S. hay stocks. Table
1 shows that hay stocks were
higher year over year in
eight of the ten states, with
decreases only in Kansas and
Kentucky. Among the top ten
states, Oklahoma stands out
with December 1 hay stocks
up 96.7 percent year over
year and 32.4 percent high-
er than the ten-year average.
Oklahoma had 2023 hay pro-
duction up 88.0 percent year
over year and up 36.8 percent

over the 2012-2021 average.
Oklahoma and North Dako-
ta were the only top ten beef
cow states with December 1
hay stocks that were larger
than the ten-year average.

In general, the hay situa-
tion is better this winter than
one year ago, but hay stocks
remain below long-term av-
erages in most states. The
current severe winter weath-
er will significantly increase
hay usage and highlights the
reality that the overall for-
age situation is questionable
going forward.

& Diamond V
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SEE YOUR LOCAL DEALER TODAY!
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Over the past two months there has been a clear change in
trade psychology. Concerns over the US economy for 2024 have
eased. Lower interest rates may even be seen later this year. In
addition, the US consumer is not backing away from beef. Retail
prices in December were a mild 4% below the peak from July. Re-
tail levels are still 32% higher than four years ago.

Our general 2023 — 2026 beef supply decline narrative remains
strongly in place. But the next six months will not see any sharp
supply declines. Feedlot inflows, due to heavy heifer marketings,
have been equal with last year over eight months. Considering
our lower annual calf crop that implies coming placements will
drop and offered fed cattle will tighten back up in the later four
months of the year. Fed cattle futures have recovered 40% of re-
cent losses and prices are just over our view of economic value
($179/April/$176 June). Far back months are where we see fur-
ther appreciation, December $193.

Rich Nelson

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

Allendale Inc.

The base unit of production, calves and feeders, will see the
most price appreciation during this 2023 — 2026 timeframe. Given
the extreme recent price decline, which does coincide exactly with
seasonals, our view has yet to change. Breeding herd expansion
has not started. This continues to push back the “when” of the
likely beef production low to “years ahead”.

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.

What Does this Report Mean to Me?

Q: Is it time to procure corn?

At The corn narrative is that big old crop supplies will get even bigger after 2024, even with an acreage decline. Positive though, the
current low for March futures, $4.36 % was just 6 % cents from our general downside target. That’s close enough. We would cover
corn needs for the next four months at current prices on the potential for a light planting risk rally, perhaps up to $5.00 futures. We
remain lax on long term procurement. Without a US weather event December may end at $4.05.

Q: What is the plan?

A Producers following our plan are unhedged after last fall’s $248 to $236 protection play using January options. Feedlots should
have all future 2024 feeder cattle purchases locked in. Our plan this past fall was for procurement when January fell to $236.

Only January and March are still below that trigger price. All back months April and beyond are already back over it ($238.37
March/$242.80 April/ $246.47 May/$257.12 August/$257.85 September).



What's A Good Bull Worth?

By Mark Z. Johnson

The question that has been
asked forever, or at least as
long as we have been breed-
ing cattle with a notion of
trying to make the next gen-
eration better. It is a classic
and timeless question. It is
an important question. At
this time of year, when many
bulls are being marketed
and we are planning ahead
for spring breeding season, it
is the question that is asked
a lot! Perhaps it is all the
above because it is so chal-
lenging to answer.

The Answer

I remember first hearing
the answer nearly 40 years
ago as a student at OSU. “A
good bull is worth the value
of five calves he sires”. I've
heard that answer again
many times over the years.
I believe it is a good answer
and a good rule of thumb
to follow, the problem is it
doesn’t exactly narrow down
the range. If we do a little
math, this answer may in
fact lead to more questions.
Such as .........
When are we marketing
our Calves? What is their
Value?

According to the most re-
cent USDA Cattle Market
Report:

500 lb. weaned steer calves
(Large, 1) are worth about
$2.00/1b. for a value of $1,000
per head. Therefore, if my fu-
ture marketing plan is to sell
weaned steers, $1,000 x 5 =
$5,000 is the answer.

875 1b. yearling steers
(Large, 1) are worth about
$1.57/1b. for a value of $1,374
per head. Therefore, if my fu-
ture marketing plan is to sell
yearling steers, $1,374 x 5 =
$6,869 is the answer.

920 lb. beef carcasses are
worth $2.26/lb. for a value
of $2,079 each. Therefore, if
my future marketing plan is
to retain ownership through
finishing and sell fed -cat-
tle on a carcass value basis,
$2,079 x 5 = $10,395 is the
answer.

So,in the current market, a
good bull is worth somewhere
between $5,000 - $10,395 to
a commercial cattle opera-
tion. Where exactly in that
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range depends on your mar-
keting plan and the market
conditions at that time. Not
an exact number because
there are “many layers to
this onion”. One important
point illustrated here is that
the longer you own the off-
spring before marketing, the
greater the amount you can

continued on page 14
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JANUARY USDA CATTLE ON FEED

By Stephen R. Koontz, Department of Agricultural and Resource Economics, CSU

The USDA Cattle on Feed
Report released on Janu-
ary 19 with new informa-
tion regarding what hap-
pened in the cattle feeding
sector during December
was decidedly neutral. All
the main pieces of informa-
tion were very much in line
with pre-report expectations.
Placements are the most im-
portant piece of information
in the Cattle on Feed report.
Marketings can be assessed
through daily and weekly
slaughter information. And
on feed inventories are large-
ly the net changes due to
these marketings and place-
ments.

Placements were lower
than those of the prior year
and were exactly as antic-
ipated. Pre-report expecta-
tions suggested that place-
ments would be 95.5 percent
of the prior year with a range
of 91.5 to 98.0 percent. Ac-
tual placements during De-
cember were 95.5 percent
at 1.704 million head. The
futures market reacted very
modestly lower on Monday
with the weakness in the
nearby and strength in the
deferred contracts. Trading
today (2/22/24) is likely re-
flecting simple everyday vol-
atility as opposed to any re-

action to the report.

Fed cattle marketings
were very modestly softer
than anticipated. Pre-re-
port expectations anticipat-
ed that marketings would
be 99.3 percent of last year
with a range of 98.2 to 100.7
percent. Actual marketings
during December were 99.1
percent of the prior year
at 1.725 million head. The
sharply colder winter weath-
er has slowed animal perfor-
mance and gains. Likewise,
the poor packer margins and
softening of some beef prod-
uct prices have not incentiv-
ized packers to play catch up.

I have discussed in the
past that cattle on feed in-
ventories would likely con-
tinue to tighten from the
peaks in 2022. The beginning
of January saw an inventory
of 11.930 million, modestly
larger than the beginning
of December’s inventory of
11.682 million head. And this
was modestly larger than the
inventory for the beginning
of November. But all of this
was as expected. The pre-re-
port survey suggested that
the on-feed inventory would
be 102.2 percent of last year
with a range of 101.4 to 102.5
percent. Actual inventories
were 102.1 percent of the
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COLLEGE TO BECOME

continued from page 3

shorten the actual FAFSA
form. Previously, there was
an exemption in place for
families who owned farms
or small businesses, so that
there was no asset test when
those kids were applying
for financial aid. But, that
change with the FAFSA Sim-
plification Act got rid of the
exemption.

Chad Smith: Families
with an adjusted gross in-
come over $60,000 will be
subject to the asset test.
The change means it will
cost farm families a lot more
money to send their children
to college.

Dustin Sherer: The ex-
ample that's been given is for
a farm that's valued at about
a million dollars, under the
old rules, that family would
have been expected to pay
about $7,600 towards the ed-
ucation. Under the new rules,
that same family would be
responsible for more than
$41,000, which essentially
would take you out of the Pell
Grant and federal and state
aid programs and force most

prior year. Weather is one
cause. The other are the beef
prices and downstream mar-
gins. Tighter supplies are in
this market’s future, but we
are not there yet. The chang-
ing fundamentals needed
for this are strong market-
ings across several months
and improvements in packer
margins.

The inventory of cattle on
feed over 150 days was down
in December but remained
sharply larger than that of
the prior five years. That
strong increase occurred in
October and persists. This
long feed inventory of ani-
mals will certainly impact
the fed cattle through the
first quarter. Both cattle on
feed over 120 days and over
90 days are also sharply
higher. And all of these on
feed over days are calculated
and not in the report. Howev-
er, the inventory-based out-
look appears rather bearish.
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people to take out student
loans.

Chad Smith: He says
some members of Congress
are taking steps to correct
the error.

Dustin Sherer: There's
been legislation introduced
in both chambers to reinstate
the exemption. In the House,
Representatives Mann and
Panetta have introduced HR
1250, The Family Farm and
Small Business Exemption
Act. Identical legislation has
been introduced in the Sen-
ate by Senators Ernst and
Tester. So, if you feel strongly
about this issue, I would urge
you to reach out to your elect-
ed officials and ask them to
co-sponsor those bills.
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The Markets

What does the technical
picture say? All cattle futures
contracts have been in a rally
since the sharp down move
from late September to early
December. The steep down-
trend in all contracts has
been broken and this is a buy
or a bullish signal. Support
is also set at the low prices
since last December. But it
may be premature to identify
an uptrend. The trends that I
see from December into 2024
are a bit steep. Steep trends
are easily broken without the
market changing direction.
I believe the cattle market
will have strength into 2024.
But I would not be surprised
if the live and feeder cattle
contract prices were soft for
much of the first quarter and
until the strength of the nor-
mal seasonal beef demand
rally becomes more known. I
anticipate uptrends forming
in most if not all contracts.
Watch your charts.
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Programs powered by hard-working,
maternally efficient cowherds. With 30+
years of selection pressure for mothering
ability and udder quality... traits measured
even when an EPD doesn’t yet exist.

MARCH 22, 2024
12:30 PM CST | MAPLE HILL, KS

10 18-MONTH-OLD ANGUS BULLS
Developed on grass with limited
supplementation by Barricade, Resilient,

Rainfall, Plus One, 4404

3 SPRING-YERRLING ANGUS BULLS
ET-Flush Brothers by Benchmark,
Wildcat, Guarantee, Resilient

@ MILL BRAE RANCH

BARRETT BC CATTLE

Gene, Anna, Payden & Ella Barrett
Grantville, Kansas

Gene: 785.224.8509 | Payden: 785.318.2004
BCoffice @ barrettcattle.com
BARRETTCATTLE.COM

Mark, Janice & Taylor Nikkel

Maple Hill, Kansas

Mark: 785.256.30712 | Taylor: 785.207.2040
Millbrae.ranch @ gmail.com
MILLBRAERANCH.COM




KEITH STEVENS RECEIVES CATTLEMAN OF
THE YEAR RECOGNITION

The Missouri Cattlemen's
Association recognized a Bo-
livar, Missouri, cattle produc-
er as the 2023 Cattleman of
the Year at the 56th Annu-
al Missouri Cattle Industry
Convention & Trade Show on
January 20, 2024, at Osage
Beach. Keith Stevens was
presented the award for his
commitment to advancing
the Missouri beef industry.

Stevens played an instru-
mental role of initiating col-
legiate affiliate chapters at
various colleges in Missou-
ri including Missouri State
University, University of
Central Missouri, Truman
State University, and South-
east Missouri State Univer-
sity. He made it a goal during
his years of leadership to em-
power the next generation of
cattle producers by getting
them engaged in the associ-
ation.

In 2023,

Stevens was

very engaged in developing
the first ever Missouri Beef
Days in Bolivar, Missouri,
for May is Beef Month. Mis-
souri Beef Days was a week-
long celebration to highlight

CENTRAL
N ”56'/
s stockyanos %y,

i VIENNA, MISSOURI

} Vienna, Mo 65582
Hwy. 42 West « 45 Miles South of Jefferson City

Selling All Classes of.Cattle Wednesday @:10:00 am. |

For more information: Ross Patton 573-308-6657 « Bill Patton 573-308-6658 :
« David Patton - 573-308-6655 « Office - 573-422-3305 E

i Visit our website at www.scrsvienna.com e or E-mail us at: SCRSVienna@gmail.com |

the industry’s importance to
the region, state and nation.
During this event, Stevens
helped promote and educate
the community about initia-
tives of the beef cattle indus-
try.

"Stevens has been a dedi-
cated member for a very long
time and served as the 2016
MCA President," said Patty
Wood, past MCA president.
“This award was created to
put focus on a member who
went above and beyond in
the respective year, and there
is no one more deserving of
that recognition in 2023 than
Keith Stevens.”

Keith, his wife Beverly,
and his brother-in-law all
work together to operate an
intensive grazing operation
on 160-acres in Polk County
known as L. Hopkins Farms
with a mix of Charolais,
Braunvieh and Angus cattle.

o Featuring ‘STAR-VAC Program’
Cattle Weekly

« DVAuction Service for.convenient

L 2

online viewing & bidding
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HIGHER INPUTS

continued from page 3

use to calculate their own
cost of production based on
their location and herd size in
the state. Frequently, when
either of these tools are used
and all these costs are tallied,
the total surprises many cow-
calf producers. A response
often heard after tallying up
the numbers is, “Does it real-
ly cost that much?”

Feed

In looking at this budget,
feed is the first and largest
cost. For many cow-calf oper-
ations, grazed and harvested
feed makes up 40 to 70% of
annual cow costs. The mar-
ket value for grazed feed and
harvested feed was higher in
2023 as drought conditions,
a harsh winter and inflation
pushed hay and grass prices
higher. In this budget, when
all pasture and feed are val-
ued at market price, includ-
ing what is needed for re-
placement heifers and bulls,
annual feed costs are almost
$800 per cow unit!

Labor and Equipment
Labor and equipment costs
continue to increase. When
labor is valued at what it
would cost to hire someone
to do the work and deprecia-
tion and expenses related to
equipment ownership and op-
erations are calculated, it fre-
quently makes up 15 to 30%
of the total annual cow costs.
Equipment replacement, in-
terest, repairs, maintenance,
and operating expenses
trended higher in 2023.

Cow Depreciation or
Replacement

Whether replacements
are raised or purchased, the
costs associated with getting

i a bred female into the herd

are significant. The economic
cost of getting a bred replace-
ment into the herd in 2023 is
much higher than it was in
2022. When heifers are val-
ued at market price at wean-
ing and all costs from wean-
ing to entering the herd as a
bred female are calculated,
this total frequently comes in
as the third largest cost in a
cow-calf budget. In a typical
herd where open or old cows
are sold and then replaced

with bred heifers, the cost
to do this often is 15 to 30%
of total annual cow costs. A
quick way to get an idea of
the significance of cow depre-
ciation is to look at the rela-
tionship between the market
value of bred replacements
coming into the herd in rela-
tion to the total value of cull
cows leaving the herd as well
as those that died. Assum-
ing the cow herd keeps a con-
stant head count, this value
difference divided by the
number of cows in the herd
gives a current depreciation
relationship value.

Interest Rates, Other
Costs Increased
Significantly in 2023
Interest, breeding, veter-
inary, marketing, and other
costs often add up to 10 to
20% of total cow costs. While
not as large as other cost cat-
egories, they still need to be
monitored and analyzed. In-
terest rates are significantly
higher than they were two
years ago and that is impact-
ing the cow-calf enterprise.
The Bank Prime Loan Inter-
est Rate reported by the St.
Louis Federal Reserve as of
July 27 of this year was 8.5%.
This rate is what commer-
cial banks typically charge
customers that are deemed
to be the lowest risk when
making a loan. To put this
in perspective, the reported
prime loan rate from March
of 2008 through July of 2022
was never higher than 5.5%.
For several years during that
period, it was 4% or less. The
total amount of dollars need-
ed for operating expenses in
2023 is higher due to infla-
tion of input costs and the
increasing value of replace-
ment females. The interest
rate on operating loans for
most producers has doubled
from what it was two years
ago. More dollars need to
be borrowed to operate and
those dollars are being bor-
rowed at a higher interest
rate. Interest expenses as a
percentage of total operating
costs are significantly higher
for many producers than they
were just two years ago.

Ll



WHAT ARE REPLACEMENT HEIFERS
WORTH IN 2024?

By Randy Saner, Shannon Sand, Matt Stockton, Nebraska Extension

Not every cow is going to be
profitable, even when calf pric-
es are high. It is important to
consider the quality of cows as
well as cost. Paying too much
for good cows is as bad as pay-
ing very little for a horrible
one. Producers who intend to
be profitable must consider
closely the relationship of cur-
rent and future cost to current
and future revenue, cow lon-
gevity and productivity.

The first step in figuring
out whether to buy or keep re-
placement heifers is to figure
what it costs to raise them,
and to have an educated idea
of what they may return over
their lifetime.

The following analysis gives
an idea of what breakeven
points look like for replace-
ment heifers on various op-
erations, but it's important
to know your own numbers
to make good decisions about
buying or retaining replace-
ment heifers.

This is the sixth annual beef
cow replacement value fore-
cast created by researchers
and extension personnel at the
University of Nebraska for the
beef cattle industry. This base-
line of beef heifer replacement
values is intended as a start-
ing point to help cattle produc-
ers decide to buy, sell, or trade
replacement cows.

These forecasts are de-
rived from the set of complex
interrelationships among
the present and future costs,
productivity and revenue of
cows, calves and productive
materials and assets, many
of which are themselves fore-
casts. The information here is
a guide, which users would be
expected to modify, depending
on their circumstances and
expectations of future pro-
ductivity, costs, and revenues.
The forecasted price and cost
variations were those created
by the University of Missouri
Food and Agriculture Policy
Research Institute (FAPRI)
as the current 10-year projec-
tions. These annual FAPRI
changes were used to adjust
the expected costs of Nebraska
producers for the current sea-
son, 2023.
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Valuing replacement heif-
ers

Selecting replacement heif-
ers differs from ranch to ranch,
but value for both retained
and purchased replacements
generally depends on: i g

eLongevity - the replace- & = .

continued on page 15
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RICHARD THOMAS RECEIVES LIFETIME
ACHIEVEMENT AWARD

The Missouri Cattle-
men's Association recognized
Richard Thomas, Madison,
Missouri, with its "Pioneer
Award" at the 56th Annu-
al Missouri Cattle Industry
Convention and Trade Show
on January 20, 2024. The
award is the highest honor
given by the association and
is comparable to a lifetime
achievement award.

Thomas was raised on a
vegetable farm on the east-
ern shore of Maryland. He
was an active member of his
FFA chapter and graduated
as the valedictorian in the
class of 1955. He continued
his education at the Univer-
sity of Maryland where he
graduated with a Mechan-
ical Engineering degree.
After graduating, Thomas
served in the Air Force for
20 years. Thomas and his
college sweetheart, Jackie,
moved to Missouri and found
raising beef cattle a pleasant
and exciting extension of a
lifestyle they knew and en-
joyed. Thomas and his wife
raised commercial cattle on
their 1,400-acre farm near
Madison, Missouri, for near-
ly 40 years.

"After surviving the 80s
in agriculture, Richard has
been on a mission to empow-

JURY AWARDS

continued from page 3

Nichols and a state investi-
gator observed a dead cow
in a stream and also report-
ed several of the cattle were
in poor health. The Hopkins
family claim the issues ob-
served by the officials were
due to the age of the cattle.

Nichols, Lamb, and other
officers returned to the farm
on July 13 and seized 49 of
the Hopkins’ cattle without
a warrant, court records indi-
cate. Matthew Hopkins was
charged with 49 counts of an-
imal cruelty.

Two weeks later, after his
attorney requested that the
sheriff’s office stay off Hop-
kins’ property, Nichols ob-
tained his first two search
warrants, which he then used
to seize the Hopkins’ four re-
maining cattle, according to
the lawsuit.

er people in this industry to
transform challenges into op-
portunities,” MCA Executive
Vice President Mike Deering
said. "He was instrumental
in starting the Monroe and
Chariton-Randolph County
Cattlemen’s Associations and
helped drive the affiliates to
be involved with the commu-
nity and state association."

Thomas is a dedicated
member of MCA. He has
contributed time and effort
to advising many people to
be an active participating
member of the association.
He spent many of his years
serving in a leadership posi-
tion in some capacity includ-
ing serving as a Region Vice
President in 2002 and on the
Policy and Legislative Af-
fairs Committee since 2011.
Thomas is widely known for
his tremendous generosity to
fundraising for MCA’s Politi-
cal Action Committee.

"Richard is the perfect ex-
ample of a great citizen, lov-
ing father, and devoted rural
leader of the cattle industry,"
Deering said. "He is a true
advocate for the beef indus-
try."

Ll

The sheriff’s office ar-
ranged for the cattle to be
cared for by another farmer
while the legal process pro-
ceeded. The cattle were sold
at auction in December 2018.

Three days after the cat-
tle were sold, the charges
against Matthew Hopkins
were dropped on the condi-
tion that the proceeds from
the sale go toward the upkeep
costs that had been incurred.
The sheriff’s office agreed to
pay any remaining amount.

The Hopkins filed their
lawsuit in 2019, and the trial
ended in October 2023.

The Hopkins and their two
sons have since moved from
Marshall County to a farm
in neighboring Giles County
south of Nashville and have
begun building a new herd of

COWS.
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LIFE

continued from page 5

ty to be invited to speak at
hundreds of meetings, con-
ventions and banquets, from
South Carolina, to Wiscon-
sin, to Texas, and all points in
between. The good fortune to
meet so many of you, at these
events has never been taken
for granted. Thank you, from
the bottom of my heart.
Fading into the sunset is
not my style, so if you have
any interest in continuing to
follow all my farming mis-
steps, feeble attempts at
humor, and snippets of hill-
billy philosophy, I encourage
you to tune in to YouTube
on your computer or smart-
phone, and search for Crown

WHAT'S A GOOD

continued from page 9

afford to pay. Retained own-
ership gives you more time
and opportunity to capture
the value of your investment
in genetics.

And we haven’t even con-
sidered the value added to
replacement females if we
select daughters as our next

Cattle Company. There, I will
try to continue to entertain
you with stories from the
past and present, for a few
more years. After all, I never
set out to be a writer, but I've
always loved being a story-
teller, and YouTube allows
me to do just that.

In the meantime, if you
see me at the local feed store,
farm show, sale barn, or
county fair, please stop and
say hello. I never get tired
of seeing old friends—those
I know, and those I meet for
the first time.

Until then, keep your life
simple.

Ll

generation of cows. Until
then, keep the following
chart in mind as another way
to evaluate ownership cost of
bulls on a per cow or annual
basis.

Drovers

Bty

Bull Purchase Price

§3,000 56,000 59,000 $12.000
Costlcow bred* $19.10 $38.21 $5132 §76.43
* assuming 157 cows bred between ages 1 to 6
(over 6 breeding seasons)
Costiyear* §300 $1,000 $1,500 §2,000

* assuming 6 years of service

All traits to sire top
feeder calves and dams
documented by epds.

Lynn Snow

SimAngus
Bulls for Sale

Located near Clinton & Sedalia

Use these to sire the
most profitable in our
high market.

Call Bob Harriman

660-619-2867 660-492-2504




WHAT ARE REPLACEMENT

continued from page 13

ment heifer’s ability to stay in
the herd as a productive unit

¢ Productivity - both current
and future expected difference
between costs and revenues
(calf price and production costs
differences over the heifer’s
productive life)

*Genetic and phenotypical
compatibility with herd mates
(the animal conforms with the
production system and perfor-
mance goals)

e(Operator goals and man-
agement style (heifer’s contri-
bution to future of ranch)

eFinancial standing, specif-
ically debt related to cow pur-
chases.

These forecasts assume pro-
ducers know two things about
their operation:

e Annual cost of production
per cow. Authors used UNLs
Cow Cost Cow-Q-Lator com-
bining producer production
information and real estate
survey data to calculate three
levels of costs, low, medium
and high.

eThree average levels of
cow replacement rates. This
is measured as the number
(percent) of heifers needed
each year to keep the herd at
a constant size. This number is
representative of the number
of replaced culled or dead cows
and is a practical and tractable
measure of cow longevity.

The three annual costs of
production for 2023 do not
include calving rate, replace-
ment cost, depreciation ex-
pense, or death loss. These
variables are accounted for
within the simulation itself.
The 2023 annual production
costs per cow were identified
as, low of $931/cow, medium of
$1007/cow, and high of $1080/
cow. As stated, the values and
costs were adjusted annually
for 10 years within the simula-
tion using those factors derived
from the FAPRI 2023 projec-
tions. Costs relate directly to
the UNL Ag Economic Real
Estate Report for 2023 state
average with a low of $50.80/
pair/month, median $61.0/

air/month, and high rate of
569.1/pair/month. These rates
were averaged for eight USDA
statistical districts in Nebras-
ka. Winter rates were half of
those charged in the summer.
The costs of pasture ranged
from about 38-43% of all costs

and 65-68% of total feed costs,
while feed costs ranged from
56% to nearly 60% of all costs.
Figuring a replacement
heifer breakeven

It is impossible to anticipate
and quantify all possible con-
ditions in which replacement
cows are purchased. To help
mitigate this challenge three
representative levels of pro-

The
Average of Cow
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continued on page 16 Figure 1. The three levels of cow replacement
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At the Ranch - Barnard, Kansas

115 GELBVIEH & BALANCER® BULLS

10 ANGUS BULLS
80 FEMALES SELL

« All bulls and females have genomic
enhanced EPD’s and are sire verified
and tested for Homo Black and Homo

Polled

* 95% of the bulls selling are Homo Polled
and 75% are Homo Black

» 87% of the bulls selling are by breed

leading Al Sires

» 32 bulls are sired by the bulls who have
been awarded the Grand Champion
Pen of Steers for Carcass Value in the
official American Gelbvieh Foundation

Scale and Rail Contest

« All bulls have complete ultrasound data
and performance information in large
and meaningful contemporary groups

» Video of entire offering available online

after February 1

* First Breeding season and injury

guarantee
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ST ROCK CATTLE

%4(’1(‘ ca 11llf C(‘j(/)(‘l ;ﬁ}'/?l(‘l‘l(’( FIZ{/(‘((‘ F/}JC’(‘
3041 E. Hwy. 284, Barnard, KS 67418

Wwww. ,oostrockcattle. com

HB HP PUREBRED CARCASS LEADER BULL
TOP 1% MARBLING TOP 30% MILK

HP RED PUREBRED HEIFER BULL
TOP 5% CALVING EASE 25% GROWTH 35% MARBLING

HB HP 48% BALANCER® HEIFER BULL
TOP 20% CALVING EASE WITH TOP 15% GROWTH

Leland Clark: 785.392.0888
Kyle Cavalli: 785.531.1947
Will Johnson: 316.737.9812

Office: 785.792.6244
Email: prcc@twinvalley.net
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WHAT ARE REPLACEMENT

continued from page 15

duction costs and three rates
of herd replacement rates
were used to create forecasts
of replacement heifer breakev-
en value for the nine differ-
ent scenarios. In this instance
breakeven value is the average
value in dollars that a cow pur-
chase would equal the dollars
returned by her during her life
in the herd.

The nine forecasts are a re-
sult of a life simulation where
25,000 purchased heifers are
randomly bought, produce
calves, and sold in the next
11 years. The biological pro-
ductivity and animal size are
enumerated by the simulation
of historical information ob-
tained at UNL's GSL facility.

The nine scenarios were
evaluated at 14%, 20%, and
28% annual herd replacement
rates with each replacement
rate replicated at the three
levels of beginning costs, $931/
head low, $1007/head medium
and $1080/head high.

All heifers were pur-
chased at an average value of
$1,934.30/hd. The predictions
are graphically depicted in Fig-
ure 2. As expected, the 14% re-
placement rate had the highest
breakeven values, with about
$1524.64/hd., 1118.02/hd. and
715.51/hd. for the low, medium
and high costs respectively.
The herd with the 20% replace-
ment rate, more typical, had
breakeven values of $1302/.20/
hd., 986.07/hd. and 671.17/hd.
for the low, medium, and high
costs respectively. The high-
est level of replacement, not
surprisingly, had the small-
est breakeven values for each
level of replacement. At the
low costs it was predicted that
breakeven would be $1040.18/
hd., the medium costs had a
breakeven of $830.35/hd., with
the final breakeven of 587.09/
hd. for the high cost.

In all cases increasing pro-
ductivity without altering
costs would result in greater

v----v--v--"-

revenue, which would result in
increased profit and the ability
to pay more for replacements.
The accuracy of the forecast is
dependent on how closely an
operation’s productivity and
revenue match those specified
in the model.

Productivity changes in-
clude calving rates and calf
growth rates among other
important measures. Reve-
nue changes also play a role
in altering breakeven value.
Demand and
supply shifts s

that alter ;
cattle pric- $3.35097 §1,319.76
es a]so have | 5129228 5126083
. Y 5133419 51,307RY
an 1mpact B iiteai %1509
| s11m00 $1,086.00
on I‘eplE.lce- ; $1,000.52 5104081
ment heifer ! 0301 58518
So4551  S8257E
breakeven ssmoi  $a7a3
. B30 51 SE1295
value. ngh' :rr;m 763,53

1 SPE1Y

er calf prices
lead to high-
er breakeven
values, while lower prices lead
to lower breakeven values.
Accurately forecasting these
values leads to better forecast-
ing cow’s replacement values.
An economically successful
producer, on average, buys or
raises replacement heifers for
at least no more than what
she returns in her lifetime and
hopefully less.

Low cost, low replacement
herds (14%) can afford high-
er-valued replacement heif-
ers and replace capital faster
in their operations (Table 1).
When raising or purchasing
replacement heifers, each heif-
er’s value is based on her abil-
ity to stay in the herd and the
producer’s ability to manage
that productivity, control costs,
and use the market to their
advantage. Applying these
principles is key to making an
operation more profitable and
resilient.

A positive outcome in pur-
chasing replacements over
time comes down to the an-
imal’s ability to return as
much or more value than was

Also on

wf

no borrowed money.
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2024 Replacement Heifer Breakeven Value Forecast
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Figure 2. Replacement heifer breakeven value forecasted average cost and replacement rates.
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paid for her. This
is only accom-
plished if the op-
eration selects
the right type of
animals (animals
suited to flour-
ish under their
management and

utility Cow price)

$£hd Cost

type

care), at the right " "

price and the

right time. il W 4
Raising re-

placements does
not make them
free; in fact, it
is important to
know what they
cost to raise and
how they rate in
value, relative to
purchased  ani-
mals. In Table 2
this means mov-
ing from right
(28%) to left
(14%). Lower re-
placement rates
mean a higher
percentage of
cows are older and
have a longer pro-
ductive life. As
longevity of a replacement cow
increases, average herd age in-
creases, and breakeven values
increase, except when annual
production costs exceed annual
revenue, in which case owning
cattle for that year becomes a
liability. Also note from Table 1
that as costs decline breakeven
values increase, or conversely
with revenue constant, annual
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Table 1. Breakeven values of beef cow replacements based on annual production cost and replacement rate with

Probability of paying off the average cost of $1,904.50 cost for a
replacement heifer bought in Dec 2023 for the 2024 season (210 of

4% culling

rate

208 culling

rata

28% culling

rate

36.3% 22.1%

12%

3.3%

024% O0E%

Table 2. Probability of paying back the $1,934.30/hd.
purchase price of the heifer, under each of the nine scenarios

New probabilities of paying off the lower average cost of $1481.42 cost
for replacement heifer bought in Dec 2023 for the 2024 ssason (based
on 188 of WUtility Cow Price)

14% culling
rato

20% eulling
rate

28% culling
rate

22.0%

2.0% 17%

Table 3. A listing of a selected number of probabilities of

reduced costs of the $1,481.42/hd. purchase

price for replacement heifers December of 2023.

profit increases providing ad-
ditional funds to pay off cow
purchase costs.

Table 1 is valuable and can
be used to extrapolate changes
in replacement cow breakeven
values based on replacement
rate and/or annual production
costs.

The prices paid for replace-
ment heifers have declined



over last year's forecast. The
increased costs compared
to smaller increases in calf
returns which are predict-
ed to increase for the next 5
years of the next 10-year out-
look. Costs have increased
more than the increased re-
turn on calves. This has low-
ered what can be paid for re-
placements compared to last
season. The current probabil-
ity of successfully paying for a
heifer that costs §940 50/hd.
are listed in Table 2

Even at the lowest cost
and replacement rate there
is only an expected probabil-
ity of 35.3% of replacement
heifers paying back the whole
purchased value. It should be
noted that some individuals
will pay back more than this
purchased value while the
majority (64.7%) will not. This
overpayment is captured in
the average breakeven values
reported here of $1524.64/hd.

This brings up an inter-
esting discussion point. If the
price paid for all replacements
were the breakeven value of
$1524.64 (Table 1), the prob-
ability of each cow paying
her own way would be 52.2%.

Callaway
Livestock
Center, Inc.

On I-70, 4 miles east of
Kingdom City, MO on outer road

573-642-7486

Feeder Sale
Monday
12:30 p.m.

1st Thursday Night
of Each Month

6:00 p.m.
Special Cow Sale

Jack Harrison
573-386-2138

John P. Harrison
573-386-5150

This indicates the remaining
47.8% would not pay for their
purchase value. However, the
52.2% that did would include
many that would cover a high-
er purchase value and as a re-
sult on average all purchased
cows would breakeven. Going
back through the data it was
found that from 2008 to 2012
replacement cow prices aver-
aged about 1.69 times as much
as cull cow prices in Sioux
Falls South Dakota ($1,481.42/
hd.). Using this factor instead
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of 2.10 from the 2013 to 2022
period resulting in the 2023
($1940.50/hd.) value, the prob-
abilities of success increased
substantially. (Table 3). The
point here is that not every cow
1s going to be profitable, nor
are all cows going to create a
loss. It is important to consider
the quality of cows as well as
cost. Paying too much for good
cows is as bad as paying very
little for a horrible one. In the
final analysis producers who

wish to be profitable must con-
sider closely the relationship
of current and future cost to
current and future revenue,
cow longevity and productivity.

Presentation by the authors
of this report was hosted by
UNLSs Center for Agricultural
Profitability, as a webinar, and
is available on-line.

University of Nebraska-

Lincoln %

Annual Gelbvieh & Balancer Bull & Female Sale

Saturday, March 9, 2024

12:30 PM ¢ Joplin Regional Stockyards ¢ Carthage, Missouri

e e i

Offering 50+ Head 12-18 Month Old Purebred
Gelbweh & Balancer Bulls

HTFG HILLTOPS HAWKEYE H064
2023 Cattlemens Congress
National Champion Gelbvieh Bull

¢ Blacks & Reds

» Several Homozygous Black / Homozygous Polled
* Bulls will be Semen & Trich Tested

* EPDS & Ultrasound Data Available
* Low Birth Weights / High Growth /
Packed with Meat & Muscle
* Most are Progeny out of Breed Leading Al Sires

TREMENDOUS
SET OF OPEN

HEIFERS LIKE
THESE SELL!

* Bred Heifers & Cow/Calf Pairs

o Heifers will be Pelvic
Measured & Reproductive
Scored

hin nsle il be brosdeast Hve on the Snterret.

BVAUCﬁbﬂ Sale broadcast live on DV Auction.com

wens \lideos of sale bulls & heifers will be on dvauction.com = s

Call or Email Us'to Receivela'Catalog! vl
h|IItop-farms@hotmall.com ©417- 842 3225

«'/ 7 Al/,/aff/ 7 sains

Elmer Brenda, Brad, Katie, Kinsley, Brody
Benny, Sarah, Taegan & Fallon McW|II|ams
27720 Barton Co Blvd. Asbury,

417-529-0081 | 417-529-7556 | 517-529-6436
Committed to Raising Quality Seedstock

MO

Put a bull with the

brand to work for you for
more pounds & profit!




In North Central Missouri,
surrounded by hunting leases
and hog farms, stands a Red
Angus operation that uses
historical success to create fu-
ture progress. In fact, for over
170 years, the Rogers family
has called Princeton, Mo their
home. And while their expe-
rience with registered Red
Angus is more recent, their
focus on longevity in their
cows and their customers
runs deep.

Twenty years ago, the Rog-
ers Ranch jumped head first
into registered Red Angus
when Raymond and his son
Steven purchased the Harold
Henry herd, which originated
from J.C. Penney. Raymond
had previously ran commer-
cial Charolais and Simmental
cattle in the 1970’s and 1980’s
before transitioning to selling
registered Simmental bulls in
the 1990’s. At the turn of the
century, though, he was look-
ing for something new and no-
ticed the upward trend of red
cattle in the marketplace.

“Everybody wanted black
cattle, but then we started
seeing the popularity of Red
Angus cattle across the coun-
try,” said Raymond’s son Na-
than, who joined his dad as a

\V!
A

partner on the ranch in 2005.
The breed displayed strong

maternal traits, docility, and }

was a complement to their
existing Simmental genetics,
providing the opportunity to

raise fullblood and composite

cattle. “They’re able to han-

dle the heat and still handle %
the winter weather as well,” &
Rogers said. An important ¥
trait considering some of the =
pastures on the Rogers Ranch 3

have limited shade during the
summer and can experience
severe weather during the
winter.

At that time, Rogers Ranch
had already spent over twen-
ty years selling performance
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Rogers Ranch Red Angus Feature

By Austin Black

tested bulls. But with the 6th &

generation now on the opera- &

tion full-time, sights were set =

on continued growth.

Using a strategic breed-
ing program, Rogers began to
breed registered Red Angus
and Red Angus x Simmental
cross cattle to raise high per-
forming bulls and replace-
ment females. “In the spring,
we A.L all of our replacement
heifers and 90% of the spring
calving mature cows, but the
remainder of the herd, and all
our 2-year-old cows, are bred
back with natural service,”

LY
U/
[

Rogers said. He and Raymond
have found better concep-
tion rates with this approach
as the cows don’t undergo as
much stress while being syn-
chronized.

Following a similar ap-
proach in the fall, all replace-
ment heifers and registered
cows undergo A.L., while the
commercial cows receive nat-
ural service. “Using natural
service in each herd like this
allows us to use a new herd
sire and get progeny on the
ground before incorporating
his genetics heavily into the
registered herd,” Rogers said.

Keeping back the very best
heifers, Raymond and Na-
than built the spring and fall
calving herds to about 120
head each. The expansion al-

Holt of JS Ranch to hold their
olx_;vn production sale, Reds in
- the G

- - .

W L ey
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It was both a struggle and
opportunity for Rogers. Pre-
viously, all his bulls were sold
private treaty. This approach
required a huge amount of
time to visit with potential
customers and many times,
they wouldn’t buy. “We went
to a one day sale with the
hopes of selling 80% of the
cattle that day while still hav-
ing some to sell private trea-
ty,” he said. Their first sale
was in the fall of 2019 and it
was a train wreck. “It was the
best day of harvest that year
and we had 20 or 25 people in
the crowd. Half of them were
family,” Rogers said. Their
saving grace was having 40 or
50 black fall pairs in addition
to the bulls.

Thankfully, the sale has im-

the option to bi
throug

 duos  will mar-

ablit 40 bulls and close
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to 75 females each spring.
Two-thirds of the females
are commercial replacement
heifers, with the balance in-
cluding registered bred cows
and pairs. Rogers admits the
females are the key to keep-
ing the sale going, but he also
sees more bull customers with
each year. “We have sever-
al guys that buy 2 to 5 bulls
every year or every other year
and that is exciting,” he said.

Fundamental
philosophies for success
The success of Rogers

Ranch hasn’t solely derived
from a larger herd, though.
From the beginning, Rogers
knew his family had to raise
cattle that would perform
consistently for commercial
cattlemen. That meant focus-
ing on balanced trait selec-
tion and expecting high per-
formance from his cowherd.
“My philosophy is we need
to get away from single trait
selection,” Rogers said. Ac-
knowledging the importance
of calving ease, his focus is di-
rected more so at feet and leg
structure, fertility, growth and
carcass.

When selecting a new herd
sire, Rogers looks for bulls
in the top 30% for weaning
weight and top 20% for calv-
ing ease. Currently, the Rogers
Ranch bull battery consists of
four home-raised bulls along
with a new herd sire from Milk
Creek Reds. “We look for sires
that get out and do the job to
produce stout, rugged calves,”
he said. “We want to produce
bulls that wean heavy calves
for our customers.” The focus
proved successful when one of
Rogers’ kids won the Missou-
ri State Fair carcass contest
in 2017 and placed 2nd a few
years later.

His strict culling stan-
dards for females keep the
cowherd with a strong ma-
ternal foundation. In fact, a
majority of his females can be
traced back to three cow fami-
lies from the original herd his
dad purchased. “We'll retain
about 15-20 heifers to keep
the herd building but most
of our commercial females go
through the sale as we try to
build the purebred Red Angus
female base,” Rogers said.

To qualify as a replacement,
heifers need to be around
600# at weaning and pass a
fertility exam at 11-12 month

The Midwest Cattleman -

old. From there, Rogers looks
at their EPD’s and phenotype =
to make sure they represent
the traits and growth expecta-
tions of his operation. “I want
a moderate frame female with
depth and thickness that will
produce a good calf and breed }
back every year,” he said. Sim- &
ply put, “we keep the best and
get rid of the rest,” he said. e

Rogers philosophy isn’t en-
tirely from his own wisdom, &8
though. In 2022, he and part- &
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continued on page 24

PARAMOUNT

Now is a paramount time to verify your genetics in the Feeder Calf Certification Program.
The Red Angus Live Animal Specification, recognized by the USDA, acknowledges
Red Angus are genetically Angus and meet requirements
to be included in many Angus branded-beef programs.

Genetics,
not hide color,
qualify an animal
as Angus.
Visit
RedAngus.org

REBFANGUS

RANCH TESTED. RANCHER TRUSTED.




Making an

Most U.S. consumers are
at least three generations re-
moved from the farm, accord-
ing to U.S. Secretary of Agri-
culture Tom Vilsack. Jimmy
and Cynthia Ramsey are
bridging that gap with their
online beef business, fueled
by Red Angus genetics.

Excellent Genetics

Ramsey Reds is
a Red Angus herd
based near Houston,
Missouri. After she
completed college,
Cynthia and her par-
ents, Jim and Glen- =
da Jones, had a com-
mercial cattle herd
and were looking to |
improve their cattle
genetics. Their herd
was primarily Sim-
mental at the time,
so Jim and Cynthia
bought some regis-
tered Red Angus bulls
from James River Red
Angus.

“They were just excellent
bulls,” Ramsey said. “We were
so pleased with the calves
and quality of the heifers as
they matured that we decid-
ed to stick with Red Angus
and kept integrating more
Red Angus genetics into the
herd.”

The herd was built up to

W4l
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Impact — One Consumer at a Time

by Sarah Hill for the Red Angus Magazine

about 100 mama cows. Jim
was ready to retire in 2020,
opening an opportunity for
the couple to purchase a
property with 64 acres near-
by the following year. As it
turned out, the property they
bought had been owned by
Cynthia’s great-great-aunt
and has been in the family

¥

-

The Ramseys have their own direct-to-consumer beef business, and they utilize the Red Angus Feeder Calf
Certification Program to help their consumers know where their beef comes from.

since the 1870s.

“Ramsey Reds was born
out of a partial partnership
with my parents but gave us
the opportunity to have our
own Red Angus cow-calf op-
eration,” Cynthia explained.
The family had to renovate
two pastures to bring them
back to productivity.

Jim and Cynthia
both work off the
farm, and have four
children: Carson, 8,
™ Mikendra, 17, Aus-
+| tin, 20 and Lexie, 21.

‘4 Jimmy is a driver for
. J{ UPS, and Cynthia is
. a branch manager for

. Progressive = Ozark
. Bank.
N The family has only

—— — exhibited their Red

Angus cattle locally
but has really enjoyed
the opportunity for
! their kids to build re-

» lationships through
the industry.

Sale Time: 1 p.m.

Offering includes...

40 Red Angus and Percentage Bulls (13-20 months old)
Registered Open Heifers - Fall Bred Heifers/Cows
Spring Pairs and Bred Females (registered and commercial)
50 head of Commercial Red Angus heifers ready to breed

Join us for our 2024 Sale!

|\ L1 Ll
New Sale Date..

Saturday, March 16, 2024

Same Location: JS Ranch - Harris, Missouri

Call today to request a catalog!

Rogers Ranch

Nathan Rogers: 660-748-6350
Raymond Rogers: 660-953-1562

Cody Holt: 660-748-8352

JSRanch .«

Auctioneer: Barrett Simon
(316) 452-1792

DVAuction::::::
Realtime Auctions




Balancing Top Traits

Today, Ramsey Reds have
about 35 head, and the Ram-
seys focus on balancing calv-
ing ease, milk production and
maternal traits.

“A few years ago, we made
the decision to raise all of our
own replacements,” Ramsey
said. “We are aiming to pro-
duce calves that need to be
able to grow, the cows need
to be able to calve easily, and
the heifers should be good
mamas, because we’re keep-
ing the cream of the crop to
improve our herd.”

More recently, the Ram-
seys have also been integrat-
ing more carcass data into
their breeding decision mak-
ing process.

Trackability,
Accountability

Ramsey Reds have been
using FCCP tags since 2021.
The Red Angus FCCP pro-
gram is the beef industry’s
best value in age and source
verification, allowing Red
Angus producers to average
a premium of $2.98 per hun-
dredweight compared to Red
Angus-sired calves without
the yellow tag. The program
only requires a minimal tag
investment and no enroll-
ment fee.

“We were introduced to
FCCP tags at the Show-Me
Reds Bull & Female Sale, but
at the time, we weren’t in a
position to facilitate making
sure we had the quality and
met the program expecta-
tions in order to be able to
participate in the FCCP pro-
gram,” Ramsey said. “After
the move, we were able to
keep heifers separate and
have all the records in place,
so we could step into the pro-
gram.”

Since the Ramseys have
their own direct-to-consumer
beef business, they like being
able to utilize the FCCP pro-
gram to promote their beef.

“It enables consumers to
really know where their beef
comes from and know their
rancher,” she said. “It’s also
doing away with labeling,
compared to what you buy in
the grocery store.”

However, the Ramseys are
adamant not to denigrate
beef bought in grocery stores.
In Texas County, where the
Ramseys live, 60% of the pop-
ulation is at or below pover-

ty level, so many of them are
dependent on grocery stores.
“It goes back to the prin-
ciples that we stand for as
cattle producers,” Ramsey
attested. “We can tell con-
sumers that the beef they're
getting from this lineage was
raised right here, and it’s
trackable and there’s an ac-
countability factor.”

Year-Round Grazing
The cattle at Ramsey
Reds are predominantly pas-
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ture-fed year-round, as the
Ramseys practice intensive
rotational grazing, including
stockpiling fescue for winter.

“It’s a little labor intensive,
but it’s been valuable for us
in the long run,” Ramsey
said. “We occasionally sup-
plement with range cubes to
introduce the calves to grain,
so when theyre weaned, it’s
not new for them.”

Having a little grain avail-

able helps the calves during
the stressful weaning pe-
riod, according to Cynthia.
The weaned calves only get
between 2-4 pounds of grain
per day.

“We don’t claim to raise
solely grass-fed beef,” she
said. “We do supplement
what the cattle need, and
we’re not ashamed of it.”

continued on page 22

Less is More...

¢ [Less Opens
Less Assisted Births
Less Supptemem&at Feed

Less Cow Herd Depre.cm&i,on Cost
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]
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Less Fixed Costs
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‘Cow Herd Traits
and Heifers. '

620.340.7461 (Joe)
620.340.9774 (Daniel)

info@mushrushranches.com

MushrushRanches.com

Follow us on FB at Mushrush Red Angus




MAKING AN IMPACT

continued from page 21 sey.

The cattle at Ramsey Reds
have no problem filling out
and maturing, and the beef

Business

Ramsey Reds is a commerczal Red Angus opemtzon that focuses on marketing
high-quality beef directly to consumers.

A commitment to agriculture since 1870
Purebred Seedstock for Sale Private Treaty Year Round
Ken &Brenda Keesaman Come visit suv Awend Winning Winevy
Home - 816.675.2503 s
Cell - 816.390.4988
3803 SW Rogers Rd
Osborn, MO 64474
ken@kkfarmsredangus.com
Kody Keesaman
816.724.1432
Kolten Keesaman
816.808.2846

Also featuring progeny from
these great herdsires
4MC CUTTING EDGE
RAAA: 1724925

4MC COWBOY KIND
RAAA: 3544667

WINDY WINE CO.

n Like us on Facebook!
9478 SW State Rt. J - Oshorn, MO 64474 \

Building an Online Beef

The pandemic was pivot-
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still tastes great, said Ram- al for the Ramseys in terms

of their direct-to-consum-
er beef business. Before the
pandemic, Cynthia says that
they sold probably 2-3 beef to
their friends and neighbors
each year and harvested a
couple for their own family.

“I had a friend in the St.
Louis area, and the stores
were running out of meat,”
she explained. “My friend
and her family always had
meat, and when her friends
asked about that, they con-
nected with us, and we sold
beef to them as well.”

In 2020, the Ramseys sold
almost three times as much
beef as they had before, and
it was insightful for them.

“This is not something
that’s going away,” Ramsey
said. “People want beef — we
just didn’t have the capacity
at the time.”

After moving to their new
location, the Ramseys were
able to figure out a way to
make more beef available,
launching their online beef
business in January 2023.

“We’ve been really shocked
at how well it’s done,” Ram-
sey added. “We thought we’'d
be marketing to city folks,
because everyone around
here knows a rancher. But
that hasn’t been the case.
Our predominant customer
based has been within a 10-
mile radius of our ranch.”

Selling beef directly to
consumers has certainly pro-
vided a significantly higher
profit margin for the Ram-
seys, who are excited to be
adding a diversified income
stream to their cattle opera-
tion.

“We've only done a little
paid advertising — proba-
bly less than $100,” Ramsey
said. “Otherwise, we've let it
grow on its own. We can see
the potential there.”

The business has been
slowly increasing in number
of orders, with September
2023 meriting about 2-3 or-
ders per week, ranging from
$8 - $255. But the most in-
teresting thing the Ram-
seys have observed is that so

o BULLS e
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'Andras Stuck Farm
Join us one mile west of Manchester, IL or Bid Online at DMAuction

Contact us TODAY to Request a Catalog
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many of their customers have
no idea how to connect with a
ranch in the first place.

“I've ranched my entire
life, and for most of the peo- ¥
ple Iinteract with, it wouldn’t
even cross their minds to ask
me about buying beef,” Ram-
sey said. “At first, we thought
we’d just be selling quarters,
halves and wholes, but it’s
been the exact opposite.”

Connecting with The Ramseys would like to blend the best of the past with modern agrzculture toda 1 The farm has a homesite that dates to 1923,
Consumers which Cynthia plans to turn into a small storefront for their online beef business. Additionally, an Airbnb where visitors could

. immerse themselves in ranch life is in the long-term plan.
The direct-to-consumer i g Pl

beef business has also opened
the door to educating more
people about agriculture.
When customers arrive to
pick up their beef, they inev-
itably have questions about
what activity is happening
on the ranch. One customer
specifically planned his beef
pick up to occur when he had
family visiting from Los An- -
geles, so his teenage famlly PRIVATE TREATY SALES
kr)% E;I;ll%ﬁrz f; rrv:lh_o g}(;?%o I;i‘ée; - Bulls, Females & Frozen Genetics
unique experience with the Available Year Round
bottle calves and chickens.
“It was so inspiring to see
the ranch through their eyes,”

explained Ramsey. “Now they ~[EHESE A '_ 'FOR OVER SIX DECADES, WE'VE BEEN BREEDING RED HIDED
have a connection to a farm . SEEDSTOCK THAT PRODUCE IN OUR ENVIRONMENT

anal know Wh%re their beef i
and eggs come from.” 6?
The Ramseys would like C%% 4 (./ ed %m & %%%M
to blend the best of the past FEE IS :
with modern agriculture
today. The farm has a home-
site that dates to 1923, which
Cynthia plans to turn into a
small storefront for their on-
line beef business. An Airbnb
where visitors could immerse
themselves in ranch life is
also in the long-term plan.
Hosting events and camps
for kids are also on their wish
list. She also hopes that one
of their children will eventu-
ally take over the operation.
“There are still a lot of fam-
ilies that are isolated, and
everyone having a garden or

October 26, 2024

Drexel, Missourt

cow just isn’t realistic any- Dan & Kelly Lacy | Drexel, Missouri Nick, Callie & Stetson Curtis | Archie, Missouri
more, but we can preserve W 3 Dan: (913) 909-1912 | dan@lacysredangus.com MC Nick (573) 999-3887 | Callie (816) 807-6606
a little bit of that,” Ramsey i LACYSREDANGUS.COM st MC-LIVESTOCK.COM

said. “We can let others see it S - '

e

and be part of it and see how
they fit into the big picture.
Consumers are important to
ranchers.”

LU



ROGERS RANCH

continued from page 19

ner Cody Holt completed the
“Learn from the Best” pro-
gram sponsored by the Red
Angus Association of Ameri-
ca. This opportunity allowed
him to visit with and learn
from elite Red Angus breed-
ers across the country. “I was
able to pick their brains on
how they stay successful on
their operation and how I can
incorporate different ideas
to make it even better in my
herd,” Rogers said.

One of his biggest take-
aways was the use of planned
matings. Using EPD’s, Rogers
is able to make breeding pre-
dictions based on his ideal an-
imal profile to see which bulls
will work best for his cows.
“We now do that with every
breeding season,” he said.

Looking at the big picture

In addition to creating the
best genetic improvement pos-
sible in his herd, Rogers also
understands that grass man-
agement, marketing strategy
and customer service are key
components of profitability
and business success.

INDUSTRIES,

Many years ago, Raymond
and Nathan began using rota-
tional grazing to reduce their
feed and hay costs while im-
proving the soil health in their
pastures. Theyve utilized
EQUIP programs to build
electric fencing and watering
systems and are looking to
incorporate more intensive
management in the coming
years. “We try to feed as little
hay as we have to, and right
now, we have 90 fall pairs and
60 spring cows still on grass,”
Rogers said. With pasture
in very limited supply, their
utilization of current land re-
sources is important to long-
term growth.

Knowing the success of his
customers results in his own
success, Rogers also works
hard to help market calves
sired by his bulls. “We pro-
mote the Feeder Calf Certifi-
cation Program ear tag from
the Red Angus Association to
our customers,” he said. Rog-
ers and Holt both use this
marketing service as well for
their steer calves, which pro-
vides validation to buyers
of the genetic quality at sale
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time. The associa-
tion recruits buyers =
for calves enrolled . %
in the program to "“S&
increase their value s
at the auction barn.
“The  commercial
marketing team
sends out an email -
blast to buyers look- =
ing for those tags =1
the week they sell,”
Rogers said. “I try to .
promote that to our “*

bull buyers and have them
group a large set of calves to
sell at the same time.” In the
future, Rogers hopes to buy
back or partner on females
sired by his bulls to include
them in the production sale
and bring added value to his
customers at home also.

With the 7th generation of
Rogers planning to continue
the ranching tradition in the
coming years, Nathan is al-
ways looking to the future and
making a better opportunity.
“Our oldest daughter Gracie
is currently serving as a board
member for the Junior Red
Angus Association of Ameri-
ca,” he said. “All our kids are

very involved in the Missouri
and Iowa Junior Red Angus
associations.”

He plans to support their
passion for agriculture and
make Rogers Ranch a place
they can call home. “I want
to continue to build the pro-
duction sale, sell 60 bulls a
year, grow our customer base
and have continued repeat
customers,” he said. “Doing
things the same way we’ve al-
ways done them isn’t going to
work forever, so I want to ex-
pand and make things more
accessible for my kids to come

back to the farm.”

Standard Equipment
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Prepare for

By Mark Z. Johnson

Calving during the win-
ter months can present some
unique challenges. Cold and/
or wet weather, higher birth
weights, fewer hours of day-
light and in most herds, this
is the time of year when we,
as producers, are the primary
source of nutrition provided
in the form of harvested for-
age and supplemental feeds.
What can we do to make calv-
ing in the late winter months
as problem-free as possible?
GET PREPARED!

Calving Kit and Facilities

Prior to Calving Season,
it is important to take in-
ventory of our facilities. Our
working pens, chutes and al-
leyways need to be in good
working order. If we have a
calving barn or indoor facili-
ty remember to check camer-
as, batteries, and light bulbs.
We want all facilities ready
BEFORE we find ourselves
assisting that first heifer in
the calving process.

To be fully prepared, have
the following list of supplies
in a cooler, bucket or toolbox:

-Colostrum and feeding
bottle

-Flashlight and batteries

-OB Sleeves

-Non-detergent lubricant

-Antiseptic

-OB chains and calf puller

-Paper towels

-Rope halter

- Large cloth towel

Also, understand the three
stages of bovine parturition.
It’s important to know what
to expect when a cow or heif-
er goes into labor in order to
know when and how to pro-
vide assistance.

In regard to colostrum,
sooner is better. If you come
upon a newborn calf and are
not certain it has nursed,
administer colostrum via
tube feeder as soon as pos-
sible. Ensuring an adequate
amount of colostrum is in-
gested by newborns is cost
effective and “an ounce of
prevention is worth a pound
of cure.”

Account for Cold Weather

Cold, wet weather drives
up cow nutritional require-
ments and cows should be
fed accordingly. The Mesonet
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Cattle Comfort Advisor is S o N ¥4
an excellent tool for moni- : el -f ¥ N e
toring weather conditions
and the impact they have on
cattle. According to the Me-
sonet Cattle Comfort Advi-
sor, cow energy requirements
increase 1% for each degree
the cattle comfort index is |
below 32 degrees F. This en-
ergy need will double to 2% if
the animal is wet to the skin.
In regard to newborn calves,

continued on page 26 §
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Colostrum 101

By Lindsay Waechter-Mead, DVM, Nebraska Extension Beef Educator

The number of calves in
North America that fail to
receive adequate colostrum
ranges from 11%-31%. This
article will review key points
on colostrum management to
ensure calves are set up for
s%ccess from the beginning of
life.

Why do calves need
colostrum?

The placenta is unique in
the bovine because it stops
maternal and fetal blood sup-
plies from mixing. This sepa-
ration prevents immunoglob-
ulins from being transferred
to the fetus prior to birth.
Immunoglobulins are a class
of proteins that act as anti-
bodies to protect the immune
system from disease. With-
out the transfer of protective
antibodies from the dam to
the calf, the calf is at risk for
preweaning morbidity and
mortality. Failure of passive
transfer has also been shown
to have a negative effect on
weaning weights and av-
erage daily gain in the feed
yard.

What exactly is
colostrum?
Colostrum is the first milk

PREPARE FOR
continued from page 25

consider that in the birth
process they are leaving the
cozy environment of their
mother’s womb at a tem-
perature of 101-102 degrees
F and hitting the ground at
temperatures as much as 100
degrees colder. Add in rain,
snow, muddy ground or high
winds and the situation can
be catastrophic for newborns.
While nature equips calves
with a limited amount of
brown adipose tissue which
is burned internally to create
heat for survival. Extreme

produced by the dam. It con-
tains immunoglobulins, spe-
cifically IgG which is derived
from the dam’s blood serum.
This process begins sever-
al weeks before calving and
peaks around 1-3 days before
birth. In addition to IgG, co-
lostrum also contains white
blood cells, such as neutro-
phils and leukocytes, that
help further protect the calf
from pathogens while also
providing the necessary en-
ergy and protein required for
neonatal nutrition and vigor.
Colostral vitamins A and E
play a vital role in immune
stimulation and antioxidant
properties.

How much colostrum does
a newborn calf need?

Previous studies have
shown that calves require at
least 150 g of IgG for immune
protection, with recent re-
search suggesting 200-300g
as ideal. Several factors can
influence the quality of co-
lostrum, including dam nu-
trition, body condition score,
and age of the dam. Older
cows usually have higher
quality and quantity of colos-
trum than heifers. Research-
ers have shown calves born to
heifers with a body condition

pneumonia, and scours. Best
management practices for
cold weather calving include:

-Provide adequate wind
breaks, shelter and bedding
so cows can separate and
calve in a warmer, dryer, pro-
tected environment.

-Plan ahead to provide the
additional protein and ener-
gy needs of cows during the
final trimester of pregnancy
and the beginning of lacta-
tion.

-Sort first calf heifer from
cows and manage according-
ly. Heifers are inexperienced
and more likely to need a
higher level of attention

: Lot Videos/Sale Book/More Info at: 1. during calving and the ini-
o PriorToor On EYIEIEST ity to create enough internal Y& Stag g
65056119-52 B Register to bid online  LiveTameeer Y 4{7-214-0093 heat and hypothermia can raising a calf.
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ceptible to naval infections, %




score of 5-6 stood faster and
had higher levels of IgG than
calves born to BCS 3-4 heif-
ers. As reference, a healthy
beef cow with at least BCS 5
should produce approximate-
ly 95 g of IgG per liter of co-
lostrum.

Timing is everything.

The cells lining the small
intestine are primed to read-
ily absorb IgG at birth, but
the timing window decreases
significantly after 12 hours
of life. Peak absorption hap-
pens in the first four hours
post-calving and complete
gut closure is observed at 24
hours of life. Temperature
can affect gut absorption as
well as metabolic acidosis,
which occurs in calves that
experienced difficult births.
If you assisted in the birth of
the calf, it is a good idea to
ensure colostrum intake by
milking the cow and offering
it to the calf. Studies have
shown minimal difference in
IgG absorption when com-
paring nipple feeding ver-
sus esophageal tube feeding,
therefore either method is
correct. Tubing is usually re-
quired in calves born under
distress because they lack
the vigor to nurse.

Not all is created equal.

PERMANENT &

The best source of colos-
trum for a newborn calf is
the mother. If that is not an
option, the next option would
be a donor cow from the same
herd. Usually the older the
cow, the better antibodies she
can provide. Healthy cows
with a solid vaccine history
are ideal. Colostrum can be
stored in quart bags in the
freezer for up to one year. Itis
important to remember that
heat from the microwave can
denature the IgG antibodies.
A water bath with tempera-
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b BT,

tures below 140° F is the best
environment to thaw colos-
trum.

There are several choices
for freeze dried colostrum op-
tions. Always remember to
read the labels! Colostrum
supplements are intended to
only supplement a calf that
already received some colos-
trum. Most of the time these
contain low levels of IgG and
will not provide adequate
protection alone. A true co-
lostrum replacement needs
to contain at least 150 g of

[POWERFLEX]

PORTABLE FENCING

ROTATIONAL GRAZING SUPPLY

HIGH QUALITY GRAZING PRODUCTS
AT REASONABLE PRICES

powerflexsupply.com

888.251.3934

25 COBBLE STONE DR.,
SEYMORE, MO 65786

bovine IgG as well as pro-
tein and fat for nutritional
requirements. Double check
to see how to mix the product
to ensure proper absorption.

Being prepared is key.
Maintaining a good relation-
ship with your veterinari-
an throughout the year will
provide added value to your
operation during calving sea-
son.

WATER SUPPLIES
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Managing Hypothermia in Newborn Calves

By Lindsay Waechter-Mead, DVM, Nebraska Extension Beef Educator

Plans for calving season
should include how to iden-
tify and manage cold stress
in newborns. In the 2007
National Animal Health
Monitoring System report,
25.6% of operations reported
weather as the main cause
for death in calves less than
3 weeks old. Preventing hy-
pothermia is vital to survival
in the newborn.

Interruptions to thermo-
regulation

Difficulty during birth,
also known as dystocia, can
have detrimental effects on
calf health. The contractions
from the dam create peri-
ods of limited oxygen as the
calf moves through the birth
canal. When the delivery pro-
cess is prolonged, calves will
be born with critically low
levels of blood oxygen. These
low levels will be correct-
ed when breathing begins.
However, severe dystocia
calves have such low levels

BULK 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

that the respiratory system

is suppressed, leading to a |

cascade of negative events.

The increase of blood carbon '

dioxide levels and the lack
of oxygen lead to a condition
called acidosis. The acido-
sis will depress the central
nervous system and lead to
weak calf syndrome. In these
situations, calves are unable
to stand and likely have a de-
creased shivering response,
causing hypothermia. Hypo-
thermic calves lack a suckle
reflex and fail to ingest nec-
essary colostrum, which will
delay the absorption of an-
tibodies and essential nutri-
ents needed for survival.

Management strategies to
treat hypothermia

There are several ways
to assist a hypothermic calf.
This first step is understand-
ing when to intervene. The
normal rectal temperature of
a newborn calfis 101.5-102.5
degrees F. A simple ther-

Green’s
Welding
& Sales

* 150 Bushel Capacity

* 12 ga. Steel w/Plastic ‘No-Rust’
Bottom

* 14 ga. Body

* 1 Piece Ground Opening Lid
Opens With Creeps Up
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* Jack Stands On Front & Back

* Pipe Mount Jack On Tongue

* New 15" Wheels and 8 Ply Tires

* New Trailer Axles

WWW. greensweldmg com

1464 SE County Road 15305 = Appleton City, MO
660-476-5598 - GWSlivestockequipment@gmail.com

mometer will help identify
when the calf is in danger.
Once the temperature drops
below 101 degrees F, steps
should be taken to prevent
hypothermia. Another tip is

—-,—

to place two fingers into the
mouth of the calf. The inside
of the mouth of a healthy calf
will be warm and moist and
will attempt to chew or suck

continued on page 30
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A frequently heard recom-
mendation for beef farms is to
separate the 2-year-olds and
thin cows from the main herd
during the winter-feeding
period. Three-year-olds may
also benefit from being in this
group because they are still
growing. This is important
every year, and likely even
more important during years
of limited forage resources.

For the first time in their
lives, 2-year-old heifers have
a lot going on over the spring
and summer when they calve
for the first time. They are
feeding a calf and recovering
from calving. They also need
to rebreed within 80 to 85
days of calving to get on a 12-
month calving interval and
remain valuable members of
the herd.

Amid all these events,
they are still growing them-
selves. Their rumen capacity

is lower than their mature .

herd mates, so in addition to
the greater demands previ-

ZEITLOW
| .‘UL:IRIBI TING

COMPANY

ously identified, they cannot
eat as much. A general rule of
thumb is that young cows can
eat 85% to 90% of what they
will eat at their mature size.
Cattle continue to grow until
they are 4 years old.

With all this going on, it is
common for 2-year-olds and
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Don’t overlook nutritional needs of 2-year-old cows

By Bill Halfman, Agriculture Agent, Monroe County, Wisconsin

some 3-year-olds to be thinner
than the mature cows when
the calf crop is weaned. Thin-
ner cows will benefit from
being in a separate group so
their specific needs can be
met to prepare them to calve
and rebreed next year. Sepa-
rating them from the mature

Pl apr—

cows allows the most econom-
ical use of better forages and
supplemental grain to get
them in good condition for the
next calving season, while not
overfeeding the mature cows.

Pushed out

If the young cows are left in
with the rest of the herd, they
will likely be pushed away
and not have sufficient access
to feed — especially concen-
trates that are fed at lower
rates per head. The mature
boss cows will eat all they
want, becoming fatter, and
the young cows will remain
thin or may even lose weight.
Economically, this is a losing
situation for the farmer.

Thinner cows also burn
more energy to stay warm in
the winter because they do
not have as much subcuta-
neous fat to act as insulation,
making the situation worse. If
cows are thinner than ideal at

continued on page 30
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MANAGING

continued from page 28

on your fingers. If the suck-
le reflex is absent, it’s time to
get involved.

Consider two routes when
attempting to rewarm a calf:
external and internal. Co-
lostrum is the first line of
defense for warming a calf
internally. Comprised of up
to 10% fat, colostrum acts
as a heat source by burning
the fat into energy and main-
taining body temperature.
Calves that can sit sternal
and hold their head up need
colostrum to begin the warm-
ing process. The best source
will be from the dam, but
other sources or replacers
may be used as well. Ensure
records are kept on what and
how much was provided to
the calf.

External warming can be
achieved through commer-
cial warming huts, forced
warm air such as the floor-
board of your truck, or warm

water bath. Never leave a
calf unattended while using
a heat source as there is po-
tential for overheating. While
warming huts are an easy
option, they can also serve as
breeding grounds for patho-
gens. Thoroughly clean and
disinfect the entire hut be-
fore adding another calf. If
using a bath, ensure the calf
is completely dry before plac-
ing it back outside.

Understanding the risk
factors for hypothermia will
aid in developing a strategy
to prevent loss. Managing
dystocia and knowing when
and how to assist chilled
calves is an essential part of
your calving plan.
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continued from page 29

calving, there is greater risk
of weak calves at birth, poor-
er quality and quantity of co-
lostrum, and a lower chance
of getting rebred in a timely
manner.

The table below compares
mid-trimester gestation needs
of a mature 1,400-pound cow
to a 2-year-old 1,200-pound
cow. The mature cow has a
body condition score of 5.5
that should be maintained,
while the 2-year-old cow has
a BCS of 4.5. The younger cow
should gain % body condition
score per month during the
mid-trimester of gestation
after fall weaning to be in

ideal condition come spring.
Keep in mind the young cow
can only eat 85% to 90% of
what the mature cow can, so
energy and protein density
need to be greater in the feed,
too.

In summary, young cows
have different nutrition-
al needs than mature cows.
They are still growing them-
selves and are often thinner
going into winter than the
mature cows. Putting young
cows in a separate group
will help optimize allocation
of feed resources to prepare
them for the following year
without wasting resources by
overfeeding the mature cows.

Bty

Net Energy Meals/day

body condition score per month

Mature 1400-pound cow, 5.5 BCS, maintain
Two-year-old 1200-pound cow, 4.5 BCS, add '

Metabolize Protein

grams/day
11.85 484.72
13.67 596.7

Table 1. Mid trimester gestation energy and protein needs of a 1400 Ib mature cow to
maintain 5.5 BCS and 1200 Ib two- year-old cow 4.5 BCS adding ¥ BCS per month
during December weather conditions in Wisconsin.
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The Value of Hay as Fertilizer

By Aaron Berger - University of Nebraska Extension

This time of year, many
producers are feeding cows
hay. Have you ever stopped
to think about what the dol-
lar value of the nutrients in
the hay are worth as fertiliz-
er once they have been pro-
cessed by the cow?

Mature cows should ex-
crete 100% of the nutrients
they consume in terms of ni-
trogen, phosphorus, and po-
tassium.

For example, if 100 cows
are being fed 30 lbs. per head
per day of 17% protein alfalfa
hay, that is .03% phosphorus
and 2.4% potassium on an as
fed basis.

So, what is the value of
the nutrients available to the
pasture or field where the
manure is being deposited?

3000 lbs of alfalfa hay X .17
crude protein = 510 1bs of pro-
tein. Nitrogen X 6.25 = crude
protein. By taking 510 lbs of
crude protein and dividing by
6.25 = 81.6 pounds of nitrogen
in the fed hay. Only about 35%
of the nitrogen in manure and

6’, Bulls Selling by

of the breed’s most

/ popular Al Sires in

of the most

urine is available to be used.
The balance is lost to volatil-
ization as ammonia.

Using 81.6 pounds of ni-
trogen X .35 = 28.6 pounds of
nitrogen available to be used
by growing plants from the
fed alfalfa hay.

The availability of phos-
phorus and potassium in
manure and urine from feed
consumed is 100%.

To find the value of phos-
phorus and potassium in the
fed alfalfa take 3000 X .003
= 9 of phosphorus and 3000
x .024 = 72 lbs. of potassium.

In one ton of alfalfa hay,
there are approximately
19 lbs. of nitrogen, 6 lbs. of
phosphorus and 48 lbs. of po-
tassium that are applied to
the ground in excreted ma-
nure where the hay is fed.
The fertilizer nutrient value
of these minerals at $0.60/
Ib. of N ($11.40), $0.65/1b of
P ($3.90) and $0.40/lb. of K
($19.20) would in total equal
$34.50 per ton. This value
doesn’t include micronutri-

performance awarded

cow herds in history
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ents and the organic matter
in manure and wasted hay.

It is common to see weed
problems develop on range-
land that cattle are fed on
during the winter months.
The nutrients from the hay
are often concentrated in feed
areas and the availability
of nitrogen, in particular, in
rangeland situations encour-
ages weed growth.

If hay is being fed, is there
an opportunity to feed cattle
on ground where the nutri-
ents can be utilized for grow-
ing tame perennial or annual
forages that would respond to
the fertilizer?

or-Zudge

Predictable Genetics, Proven Performance Sale | March 2, 2024
Progeny from JSF Times Sgaure, Gilman’s Liberty Valence, Ash Valley SL Complete,

Nutrients in hay have
value. Finding ways to effec-
tively utilize and recycle nu-
trients is economically bene-
ficial. Strategically thinking
about how to capture the
value of nutrients in harvest-
ed forage is one way to reduce
fertilizer prices for growing
Ccrops.

For more information on
calculating the nutrient value
of harvested feeds, visit this
University of Missouri Ex-
tension article titled "Calcu-
lating Fertilizer Value of Sup-
plemental Feed for Cattle on

Pasture." %
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Feeding corn stalk bales

K-State cattle nutritionist
explains how corn stalk bales
can be a feed resource.

By Lisa Moser, K-State Re-
search and Extension

When eating a salad,
imagine how it might taste if
all there was to eat were the
stems of the plant. Not very
appealing, right?

Similarly, cattle that are
offered corn stalk bales to eat
in place of hay also often find
that to be less palatable, said
Phillip Lancaster, beef cattle
nutritionist for the Kansas
State University Beef Cattle
Institute.

Speaking on a recent Cat-
tle Chat podcast, Lancaster
said there is an increase of
corn stalks being baled as a
feed resource this year be-
cause of the shortage of hay
and the decrease in pastures
available for fall grazing due
to a lack of moisture.

“Traditionally, grazing
cattle in the late fall on har-
vested corn fields can be an
option to extend the grazing

season because cattle can
eat the husks and leaves,
which have a decent nutri-
tional value,” Lancaster said.
“However, this year farmers
are baling up the corn stalks
after they've harvested the
crop, which leaves only the
stalks that are lignified and
indigestible.”

He said that when cattle
are offered a corn stalk bale,
they will consume the re-
source at a higher proportion
of stalks than they would if
they were just grazing the
field.

“Producers feeding those '
bales will have quite a bit of - #
wastage unless they grind &

them and add them to a
mixed ration,”
said.

For producers who need to
use this as a feed resource,

Lancaster said they need to _|

supplement the cattle with
protein.
He added: “For cows going

into their third trimester this .

winter, their maintenance

Col. Bill Nance
Licensed & Bonded
Cattle Order Buyer

NanceAuctionService.com

In God we trust! Philippians 4:13

“WNo Mallet How @{7/ % Small,
We Do Them ALL"

Lancaster ¢

requirements are higher so
along with protein they will
also need to be supplemented
with energy as well.”
Additionally, there is a po-
tential health concern with
bales that were made from a
failed corn crop when fed to
the cattle, Lancaster said.
“If nitrogen fertilizer was
put on the crop in the spring
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and then it failed, the plant
may still be holding that ni-
trogen,” Lancaster said.

In that case, producers
will need to test the bales for
nitrates, according to Lan-
caster.
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Vaccinated Every Stock Cow &
Cattle || Saturday | “GRATVAREMP | & Bull Sale|| Goat Sale
Sale || 12:00 Noon | Wpscrtionylin

3rd Tuesday || 4th Tuesday

2nd Sat. of
Each Month

Selling all classes
of cattle

CATTLE USA.m

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
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Hand-Tooled &
Custom Branded
LEATHER SHEATHS
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BONE
TRAPPER

Get your Custom Case knife
with a Branded Sheath for o

about what the knife /~ -
normally costs. - m!:

www.Logo-Knife.com

eherShopUS.com

800-753-6511 keith@cuttingedgeus.com




Make plans now to attend
the 2024 Beef Improvement
Federation (BIF) Research
Symposium and Conven-
tion that will be hosted June
10-13 in Knoxville, Tennes-
see.

The BIF Symposium fea-
tures two and one-half days of
educational programming fo-
cused on improving maternal
traits and efficiency. Monday,
June 10, kicks off with the
Young Producer Symposium
at 1 p.m. followed by the Wel-
come and Scholarship Recep-
tion. Monday evening a Feed-
er Cattle Panel will focus on
capturing value of improved
genetics and health in feeder
cattle production.

Tuesday’s general session
will focus on “Building a bet-
ter cow” and will include pre-
sentations by Dr. Jared Deck-
er, University of Missouri; Dr.
Darrh Bullock, University of
Kentucky; Dr. Bob Weaber,
Kansas State University;
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/(L Midwest's Top

Over 40 Years
of Continuously
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and Dr. Dave Lalman, Okla-
homa State University.

Wednesday’s general ses-
sion theme will continue the
theme of building maternal
excellence and speakers will
include Dr. Christine Baes,
University of Guelph; Dr.
Larry Kuehn, U.S. Meat Ani-
mal Research Center; and Dr.
Mike Coffey, Scotland’s Rural
College.

Tuesday and Wednesday
afternoon technical breakout
sessions will focus on a range
of beef-production and genet-
ic-improvement topics.

For  registration and
more symposium details,
including hotel informa-
tion, visit BIFSymposium.
com. Prior to and during this
year’s symposium, be sure
to follow the event on social
media channels using the
hashtag #BIF2024.

Each year the BIF sympo-

sium draws a large group of §&

leading seedstock and com-

Genet1cs Selected for \ 1
Fescue Tolerance
Balanced Traits
Calving Ease
Fertility
Performance
Carcass

““
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2024 BIF Symposium

mercial beef producers, ac-
ademics and allied industry
partners. The attendance list
is a “who’s who” of the beef
value chain, offering great
networking opportunities

and conversations about the
issues of the day. Program
topics focus on how the beef

industry can enhance value
through genetic improve-
ment across a range of attri-
butes that affect the value
chain.

or 785.284.3454
Email: salesedynahogicom
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Let us keep your grlnde{ up & running!! In today’s ag marh*t with hlgh fEI"tI|I zer & fuel prices pn..ducem

need to get the most out of feed! Grinding hay bales is a great way to increase consumption & nutrition.

Located 45 mi. SE of Kansas City, Mo on 58 Hwy. east at
Modern Kingsville Livestock Auction Center at Kingsville, MO

Make Plans To Attend Our Next
Special Cow & Bull Sale
Saturday - Feb. 17th - 11 am

Seedstock Plus

) Breeding
1 Quality Performance
Polled Herefords

1 A
i Darr -Ag deI{ter

Ynur Brand nl‘lleremrll i
- _ Springfield, /&
]'R JOURNAGAN RAN,-.CHH MO )
':m Missouri S'tatt' |
I._L v nhv 8yl \ -. l

Marty Lueck, manager s 417-948-2669 or 417-838- 1482,
Mountain Grove, MO 65711 » mvlueck@centurytel.net o ]oumaganRanch com

\a

North Missouri Bull Sale

Saturday - Feb. 24th

125 Angus, Balancer & Gelbvieh Bulls! All 18 months old!
This Is a Closed Non-Consignment Sale.

(See ad page 39 of this issue)

All Consigners & Buyers Welcome
Call 816-597-3331 Office

Rick, Jeremy or Jared Anstine

816-258-3421 » 816-716-9288 » 816-878-5229

Website: www.kingsvillelivestock.com ¢ email: anstineauction@gmail.com




Keep up-to-date on industry trends,
legislation, and technology that
could impact your cattle business.

THE MIDWEST CATTLEMAN
3760 NE 1000 Rd.

cattleman@cuttingedgeus.com

Name
Phone:

Address:

City:

State: Zip:
Date:




Midwest Seedstock & Agribusiness Directory =

| Angus || Beefmaster (cont) Gelbvieh

’

((: LEARWATER
Registered Angus Cattle Since 1933
Performance Tested Bulls For Sale
Jim Joann
417-827-0623 417-827-2756

www.clearwaterangus.com
joann.pipkin@gmail.com

BOLLMAN BEEFMASTERS

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

417- 235-2497

REGISTERED
ANGUS
BULLS FOR SALE

CWGC, Inc.

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

l-’i . = _‘.
417-489-5440

WWW.CWCAangus.com 41 gsq 449

HmKIE's Sound Genetics
PRIME Reasonable
A (:fl“l‘ Expectations
ANGUS S R 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

(OuRARAERE
N

Beefmaster

BERACHIAH BEEFMASTERS

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

417- 826-5881

KB Farms

~ Reglstered Beefmasters ~
Bulls & Females For Sale

\620- 252 9002)

I Loftin Beefmasters |

I Polled Beefmaster I
I Bulls |

Ilea MO o 417-827-93911

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 |
FB.COM/MVRBEEFMASTERS |

MOUNTAIS IEW BANGH

Selling top quality Reg. Beefmaster
genetics. Bulls & Females

Annuai ﬁ?oduction 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

HORSEHEAD RANCH

ULTRABLACK &
BRANGUS BULLS &
HEIFERS

v'Delivery Available v Discounts for Veterans!

Call Mike Taylor

918-695-2357

Visit Horseheadranch.net

Talala, OK

Advertise
TODAY!

417-644-2993

m

Charolals

AST CPHROIMS
18-mo-old CHAROLAIS

Crossbred Bulls

Built for Fescue Country.
Bred for Predictability.

Eu“lr..
Available
-

Bob Thom
816. 582£5
Nevada, MO

GELBVIEH

Breeding Age Bulls ¢ Replacement Heifers

Markes Family Farms
Waukomis, OK

580-554-2307

Bulls
&
Females
Black & Red

Smccken Brothers
Celbvieh and Balancer Catde
600 W Hery P, Fresburg, MO 430033
5?3-7:4?9133 ATLAM0LESAY
Ilwarice, Ivfark &£ Markon Stuecken

Creating Superior Beef Genetics “

for Producer Success.

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

J1)

ellls Family
HEREFORDS

——Three Generations Raising ——

No Excuse Herefords

19264 Lawrence 2170 Aurora, Mo
—— 417-466-8679 ———
|1mbellls@m1$0urlstate edu
e N A,

-“.. 2 i
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Muscle — Growth — Efficiency

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

#1 Cross for Angus Cows

Stan & Emily S ChrOCk

660-766-2636 Cattle Company
660-988-1163 Rt 2 Box 27 Greentop, MO




Limousin (cont) Red Poll Shorthorn (cont) Misc. (cont)

www.heartlandhighlandcattleassociation.org

Highland Cattle Registry

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

Red Angus

Home:

417-214-4567

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)

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

£ 20 . M, AR
STRATEGICALLY BREEDING AMERICAN

& CANADIAN RED ANGUS GENETICS

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

MapleOaksRedAngus.com

Reo Pout

"The Balanced Breed”

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

vow Bock Farm
Paleat g':dm:', we
17-755- 2624

ROCkil’l R RanCh Seedstock for Sale

Gary Richter

Guthrie Center, 1A 50115 1 &enity 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

t—MERIDETH
' LAND I,E:I.TII.E Eiﬂg!f

T, A

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

“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.

wiack Simmental Byjfs

SINCE 1993

* Calving Ease
e Attractive

o Athletic

* Sound Footed
* Docile

@@

STEAKS
ALIVE

I 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

CUSTOM SCREENS,
SWING HAMMERS, 4
and Other Parts for Tub j%

|& Horizontal Grinders.
¥ | Haybust

Email: sales@dynahog.com

800.743.3491

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

4% GOBOB
PIPE & STEEL
HAY TRAILERS FOR EVERY NEED

FE = — —_—

-~ i £ e U

Ecomony. High Capacity. Self Unloading.

866-531-8472

GoBobCattleman.com

PORTABLE
AUTOMATIC
LIVESTOCK

FEEDERS

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

7 \5.;?- £y
F

CALL TODAY ORVISIT OURWEBSITE
855.646.7123 - www.solarfeeders.com
Rogers, AR

Sale Cattie Photogra

W L

Business Marketing & quﬂun

AC
www:backroadsprioductions:com s
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Feb 10 Genetic Power Gelbvieh & Balancer Bull Sale, Springfield, MO

Feb10 J&N Black Hereford Sale, Leavenworth, KS

Feb 17 Overmiller Red Angus & Gelbvieh, Smith Center, KS

Feb 24 Missouri Angus Breeders’ Futurity Sale, Columbia, MO

Feb 24 * Post Rock “Cowman’s Kind” Bull & Female Sale, Barnard, KS 785-792-6244
Feb 24 * Seedstock Plus North MO Bull Sale, Kingsville, MO 877-486-1160

Feb 24 * Tegtmeier Pld Hereford 64th Bull & Female Sale, Burchard, NE 402-335-0470
Feb 24 * Twin Ridge Farms Bull & Female Sale, Clinton, MO 660-885-1311

Mar 1 K-State Annual Legacy Sale, Manhattan, KS

Mar 2 * Cason’s Simmental & SimAngus Bull Sale, Russell, IA 641-814-3332

Mar 2 Gibbs Farms Sale, Ranburne, AL

Mar 2 * Judd Ranch Gelbvieh/Balancer/RA Bull Sale, Pomona, KS 785-566-8371
Mar 2 Laflin Angus Ranch Production Sale, Olsburg, KS

Mar 2 * Loving Farms Proven Performance Sale, Pawnee Rock, KS 620-786-2018
Mar 2 * Missouri Select Annual Production Sale, Keytesville, MO 660-621-0121
Mar 2 * Seedstock Plus Arkansas Bull Sale, Hope, AR 877-486-1160

Mar 2 T &S Strnad Annual Charolais Production Sale, Formoso, KS

Mar 3 Gold Bullion Group’s 22nd Annual Bull Sale, Westmoreland, KS

Mar 4 Buck Ridge Cattle Co Bull Sale, Seymour, MO

Mar 4 Lyons Angus Ranch Sale, Manhattan, KS

Mar 5 * Schutte & Sons Pld Herefords 51st Prod Sale, Guide Rock, NE 402-756-3462
Mar 8 Bar S Ranch Production Sale, Paradise, KS

Mar 9 * Hilltop Farms Gelbvieh & Balancer Sale, Carthage, MO 417-529-0081
Mar 9 Sampson Cattle Co Annual Bull Sale, Kirksville, MO

Mar 9 * Seedstock Plus Red Reward Bull & Female Sale, Osceola, MO 877-486-1160
Mar 9 Soaring Eagle of the Ozarks Bull Sale, Springfield, MO

Mar 9 Wright Charolais Bull Sale, Kearney, MO

Mar 10 Flickerwood Angus LLC, Jackson, MO

Mar 13 R.A. Brown Ranch Bull Sale, Throckmorton, TX

Mar 14 BJ Angus Genetics, Manhattan, KS

Mar 14 Henke Angus, Salisbury, MO

Mar 14 McCurry Angus Ranch Bull Sale, Hutchinson, KS

Mar 15 15th Annual SW IA Gelbvieh/Balancer Bull & Female Sale, Creston, IA
Mar 15 Marshall-Fenner Farms Sale, Boonville, MO

Mar 15* Mushrush Red Angus Annual Production Sale, EImdale, KS 620-340-7461
Mar 15 Sunflower Genetics Sale, Maple Hill, KS

Mar 15 Wann Ranch, Poteau, OK

Mar 16 Beef on Forage Beefmaster Bull & Female Sale, McAlester, OK

Mar 16 Bradley Cattle Bull & Bred Female Sale, Springfield, MO

Mar 16 Brinkley Angus Ranch, Green City, MO

Mar 16 Ertel Cattle Co Annual Production Sale, Kirksville, MO

Mar 16 Falling Timber Farms Sale, Marthasville, MO

Mar 16 Mississippi Valley Angus Assoc Sale, Cuba, MO

Mar 16* NE Arkansas Assoc. Sale, Charlotte, AR 580-595-0901

Mar 16* Reds in the Green Hills, Harris, MO 660-748-6350

Mar 16 Valley Oaks Spring Sale, Warsaw, MO

Mar 16* Waukaru ‘The Gathering’ Shorthorn Bull Sale, Rensselaer, IN 219-819-0430
Mar 16* Wild Indian Acres Annual Bull Sale, Carthage, MO 636-236-0306

Mar 17 April Valley Farms, Leavenworth, KS

Mar 17* Briarwood Angus Bull & Female Sale, Butler, MO 660-679-3395

Mar 18* B&D Herefords & Beran Bros. Angus Prod. Sale, Claflin, KS 620-587-3709
Mar 18 Hinkle’s Prime Cut Angus Sale, Nevada, MO

Mar 19 Hinkson Angus Performance Bull Sale, Cottonwood Falls, KS

MING SALES -

Mar 20 Mid-Kansas Angus Breeders’ Sale, LaCrosse, KS

Mar 21 Benoit Angus Production Sale, Esbon, KS

Mar 21 T Bar S Focused on the Future Female Sale, Billings, MO

Mar 22* Barrett Cattle & Mill Brae Ranch Bull Sale, Maple Hill, KS 785-224-8509
Mar 22 Howard County Angus Association Sale, Boonville, MO

Mar 23 3C Cattle Co, Carrollton, MO

Mar 23* 8 Story Farms Charolais Bull & Female Sale, Gallatin, MO 785-672-3195
Mar 23 Arkansas Bull & Commercial Female Sale, Heber Springs, AR

Mar 23 New Haven Angus Annual Bull Sale, Leavenworth, KS

Mar 23* Seedstock Plus South Missouri Sale, Carthage, MO 877-486-1160

Mar 23* Worthington Angus Production Sale, Dadeville, MO 417-844-2601

Mar 24* Silver Genetics Production Sale, Maryville, MO 660-541-0361

Mar 25* Green Springs Bull Test, Nevada, MO 417-448-7416

Mar 25* Oleen Bros Annual Production Sale, Dwight, KS 785-466-1422

Mar 25 SW MO Performance Tested Bull Sale, Springfield, MO

Mar 26* GenePlus Brangus Bull Sale @ Chimney Rock, Concord, AR 877-436-3877
Mar 27 Diamond H Ranch Annual Production Sale, LaCrosse, KS

Mar 28 Sweiger Farms Bull Sale, Maysville, MO

Mar 30 3C Cattle Co, Carrollton, MO

Mar 30* Rogers Cattle Co & Lile Farms Red Angus Sale, Strafford, MO 417-241-1302
Apr 1 Brockmere Farms, New Cambria, MO

Apr 1* Green Garden Angus Annual Prod. Sale, Ellsworth, KS 785-472-3752
Apr 2 Hubert Charolais Ranch Annual Bull Sale, Monument, KS

Apr 4 Hunter Angus Sale, Fair Grove, MO

Apr 5 Meyer Cattle Co Bull Sale, Bowling Green, MO

Apr 6 Four-State Angus Association, Springfield, MO

Apr 6 Gardiner Angus Ranch Annual Production Sale, Ashland, KS

Apr 6 Midwest Beefmaster Bull & Heifer Sale, Exeter, MO

Apr 6 Peterson Farms Charolais Top Pick Sale, Mountain Grove, MO

Apr 6 * Show Me Classic Bull Sale, Windsor, MO 660-527-3507

Apr 6 * The Andras Kind Red Angus Bull Sale, Manchester, IL 217-473-2355
Apr 6 The Gathering at Shoal Creek, Excelsior Springs, MO

Apr 9 * Sydenstricker Genetics Influence Sale, New Cambria, MO 573-581-1225
Apr 11 Pharo Cattle Co Bull Sale, Springfield, MO

Apr 13 Central Missouri Polled Hereford Breeders’ Spring Sale, Cuba, MO

Apr 13 Lucas Cattle Co Sale, Cross Timbers, MO

Apr 13 Ozark & Heart of America Beefmaster Spring Sale, Springfield, MO A
Apr 13 Power Performance Pedigree Sale, Mountain Grove, MO

Apr13 The Renaissance 32nd Anniversary Edition Sale, Strafford, MO

Apr 15* Jim D. Bellis Family Pld Hereford Production Sale, Aurora, MO 417-466-8679
Apr 20 Belle Point Ranch, Lavaca, AR

Apr 20 East Central Missouri Angus Assoc Sale, Cuba, MO

Apr 20* New Day Genetics Spring Bull Sale, Salem, MO 573-453-0058

Apr 27 Aschermann Akaushi Sale, Carthage, MO

Apr 27 Heart of the Ozarks Angus Sale, West Plains, MO

Apr 28* Show-Me Reds Sale, Springfield, MO MissouriRedAngus.com 417-327-7870
May 4 Central States BBU Mid America Futurity & Sale, Locust Grove, OK
May 4* HHCA 13th Spring Highland Cattle Auction, Springfield, MO 417-345-0575
May 4 Soaring Eagle of the Ozarks Female Sale, Springfield, MO

May 6 Gardiner Angus Ranch “Meating Demand” Bull Sale, Ashland, KS

May 10 Wild Indian Acres Mature Cowherd Dispersal, Cuba, MO

Jun 8 * Wallen Prairie Ranch Production Sale, Lockwood, MO 417-808-0296

*LOOK FOR OUR AD IN THE MIDWEST CATTLEMAN*
THIS IS A FREE SERVICE - EMAIL YOUR SALES INFORMATION TODAY!
cattleman@cuttingedgeus.com



Secdstock Plus Spring Sale DPates!
Norith Missouri Bull Sale

February 24, 2024

Kingsville Livestock, Kingsville, MO
Selling 125 BLACK Angus, Balancer
& Gelbvieh Bulls! All 18 months old!

Arkansas Bull Sale REQUEST YOUR
March 2, 2024 CATALOGS TODAY
Hope Livestock, Hope, AR 877-486-1160

Selling 75 Angus, Brangus, Balancer john@seedstockplus.com
& Gelbvieh Bulls! Red & Black!

2 yrolds & 18 months!

Red Reward Bull & Female Sale

March 9, 2024

Wheeler Livestock, Osceola, MO

Selling 50 RED Balancer & Gelbvieh Bulls
& RED females! Registered & Commercial!

South Missouri Bull & Female Sale
March 23, 2024

Joplin Regional Stockyards, Carthage, MO

Selling 125 BLACK Angus, Balancer

& Gelbvieh Bulls! 18 months & yearlings!

Also BLACK females! Registered & Commercial!

* Guaranteed Sight-Unseen Purchases!

e Free Trucking on every bull! No fine print!

o The best disposition & soundness sort!

o Extensive Data & Genomic EPDs!

* All Bulls Are Semen & Trich Tested!

e Over 200 RFI tested bulls sell in these sales!

» Videos of sale bulls on website the week before the sale!
www. dvauction.com or www.seedstockplus.com

Bid & Buy ;- BifAuction

%Together for Industry Exce celj,

% For more information:
( /> 877-486-1160
www.seedstockplus.com

Seedstock Plus ¢mail: john@ seedstockplus.com




MLK CRK 777

% FIVE- STl\II

WUGEAUMIRAL SATTA LN Grin LANUTA B30, 2232

ProS HB GM CED BW WW YW ADG Milk HPG CEM MARB
EPD 104 57 47 15 -23 65 110 028 26 21 5 047
28% 39% 31% 17% 42% 34% 25% 18% 50%

ROGERS RﬁNGH

PRINCETON, MO

Nathan & Carrie Rogers v & Jessi t Sruce & Tzna Ketchum
(660) 748~ 350 (660) 748-835. (408) 778-3819




