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Elevate to a more valuable female.

For over a decade, Red Angus females have
commanded more at auction than all other breeds,
including Angus. According to Superior Livestock data,
Red Angus heifers brought nearly $17/cwt more —
that equates to a $92/head premium
on a weaned replacement female.

To learn more about
industry-leading
stayability, visit

RedAngus.org

REB ANGUS

RANCH TESTED. RANCHER TRUSTED.
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Registered dietitian wants beef on her side

By Kylene Scott

Diana Rodgers, a registered dieti-
tian, real food nutritionist and sus-
tainability advocate who lives near
Boston, Massachusetts, spoke at the
recent Kansas Livestock Association
Convention in Wichita, Kansas.

Rodgers spent 18 years living on a
working farm, and now runs a clinical
nutrition practice and hosts the Sus-
tainable Dish podcast. Her most recent
work is helping shift the focus away
from the anti-meat narrative. In the 10
countries shes been in this year, she’s
seen the idea of carbon tunnel vision
being played out throughout the world.
She recently returned from Egypt and
was astounded what she encountered.

“(I was the) only dietitian that was
pushing for inclusion of animal source
foods,” she said. “Is amazing to see
the nutrient deficiencies worldwide and
just line that up with the nutrients that
are available in meat, not plants, and yet
you have all these people who are uned-
ucated in livestock and in nutrition,
saying that we need to eat less meat for
healthier people and a healthier planet”

Diana Rodgers (Journal photo by
Kylene Scott)

Rodgers said cattle are unfairly
vilified nutritionally, environmentally
and ethically. She’s finding her way to
push back.

“My main goal is to shift young
women, young urban women,” Rodg-
ers said. “These are the ones who are
the reducers”

She defines reducers as those who
want people to reduce their consump-
tion of animal proteins.

“The good news is the average
lifespan of a vegan—the average
length of time is only three and a half
months,” she said. “And then they're
going to become sick or have some
other reason why they’re going to start
eating meat again and then they're
going to be your biggest advocate”

Adults are allowed to do some
“funky things” with their own nutri-
tion, but Rodgers said no mother wants
to jeopardize the health of her child.

“If we can get to them and let them
know that kids absolutely need the nutri-
ents in beef for cognitive development;”
she said. “They cannot get B12 from
plant source foods and in vitro deficien-
Cy can cause permanent brain damage in
children. Really, really serious stuff”

According to Rodgers, in order to
get the right amount of iron into a kid
theyd have to eat 10 bowls of spinach
as opposed to a small piece of meat.
Policy makers worldwide have “carbon
tunnel vision” and people over focus on
just carbon emissions and nothing else.

“They’re not looking at water cycle,
soil health, biodiversity, eco toxicity,

workers’ rights,” she said. “People will
say ‘Oh, all the workers in the slaugh-
terhouses—that’s why I'm not eating
meat’ But it’s like what about the chil-
dren that are picking your tomatoes in
Florida? So much more human rights
abuses happen in the produce indus-
try than meat industry”

Unfortunately programs like meat-
less Monday or vegan Fridays in places
like New York City public schools are
not only taking meat off the plate for
at-risk kids, but homeless ones as well.

Making decisions on what’s healthy
enough for school children to eat, and
proclaiming meat is bad just doesn’t
sit well with her.

Rodgers is concerned about nutri-
ent deficiencies across the country and
worldwide, along with the influence cer-
tain “scientific” studies have on influenc-
ers and others in the health industry.

“No research has shown a direct
cause between red meat and disease,”
she said. “Meat is also not just protein,

See Rodgers, page 39
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Commissioner details animal health efforts

By Kylene Scott

Justin Smith, animal health com-
missioner for the Kansas Department
of Agriculture updated attendees
about the work the animal health divi-
sion has been doing at the Animal
Health & ID committee meeting at the
recent Kansas Livestock Association
Convention held in Wichita, Kansas.

Smith said animal health wise 2022
has been “pretty quiet” so far. Tricho-
moniasis is something that always gets
attention, and this year was no different.

“Again, its one of those diseas-
es, unless it’s on your place probably
doesn’t impact you a whole lot,” Smith
said. “But obviously if you have it, it’s
a huge impact for those operations”

In Kansas there were three coun-
ties that had positive trichomoniasis
cases. Last year there were three big-
ger ranches that had a large number
of cows spread out over a large area
that ended up with positive cases.
Smith advised to not let your guard
down on trichomoniasis just because
of negative tests.

High pathogenic avian influenza

Smith also discussed highly patho-
genic avian influenza and the impact
it can have in the agriculture industry.
As of the end of November, HPAI has
been the largest foreign animal dis-
ease outbreak in the world.

“Today we've surpassed the num-
ber of birds last week that had been
affected. We're up to 52.5 million birds
that have been affected by this disease;”
he said. “That doesn’t count all the
wildlife out there right now that are
truly seeing the impact of this virus”

In years prior, avian influenza has
caused a loss in the commercial flocks
much like it has done in 2022, but this
time around the wild bird population
is taking a huge hit as well. Same with
the backyard flocks.

“lowa leads the nation, but a lot of
that is because theyve had three now
over 5 million-head layer facilities
come up positive. They had 15 million
birds die in all three facilities”

Smith said with the facilities under
quarantine for avian influenza, it’s
troubling. But the bright spot is the

247 & 26" HEAVY PIPE BUNIKS

26" LIMITED STOCK

20’ LENGTHS | 20,000 SOLD

405-350-8555 | YUKON, OK

WWW LIFETIMEFEEDBUNKS.COM

Justin Smith. (Journal photo by Kylene
Scott)
control zones have been released while
the facilities are still locked down.
“We've been able to release the
control zone which is important in the
state because then that allows us—we
can show we'e free of it,” Smith said.
“And then countries can start to trade
with us. We've had country’s start to
embargo a lot of our poultry products
and frankly those are your pet foods.
The pet food industry has been
impacted the most and whenever
there is a positive control zone coun-

tries shut the U.S. off for trade. Smith
does expect the cases to increase
because of wild bird migrations.

Traceability

As foreign animal disease out-
breaks happen more often, traceabil-
ity becomes even more important. As
well the number of animals moving in
and out of the state, both legally and
illegally, has been increasing. Smith
said the animal numbers they track
are those who come into the state on
a certificate of veterinary inspection,
or CVIL. Animal movement numbers
are much higher than what they have
recorded simply because in some
instances paperwork isn't necessary
for transport across state lines.

Part of traceability is tagging ani-
mals. KDA has a number of official ID
tags available to producers through its
no-cost RFID program. In 2020 KDA
and the US. Department of Agricul-
ture collaborated to provide ear tags
at no cost to accredited veterinarians.

See Animal health, page 39
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Animal health
Continued from page 38

Smith said they’ve slowly been work-
ing through 287,000 tags, and there is
some uncertainty as to how far into
the future this program will be avail-
able. To receive these free tags, reach
out to your private veterinarian for
placing the order.

KDA is also working to move to
electronic CVT certificates and docu-
mentation. There’s an app available—
some cost and others don't provide
the necessary information. Smith said
they’ve been working on an app and
partnered with some other states on it.

“This one is a is a CVI system that’s
going to be offered for free to the
states (who) have built it with some
money that was available to them,”
Smith said. “Its going to be offered
for free. Can be laptop based or it gets
through mobile systems as well. So
there’s both components there”

Smith is pleased at the app, which
has been out the last six months, that
Kansas has the most veterinarians in
the nation using it.

i
| i

Biosecurity planning

Smith said Kansas leads the nation
in leveraging biosecurity planning
and development. The plans are oper-
ational specific and when there’s a dis-
ease event that’s going to impact the
industry, personnel are ahead of the
game. KDA has templates available.

“There is a national template that
was built through all the industries
and that's what theyre based off of;
he said. “They’re operational specific
to how you do some of the things,
but the information is required in the
processes of development is nationally
accepted and that goes a long way”

These documents, exercises and
trainings help when there is a disease
within Kansas or another state, and
tracing of the animals is needed.

Disease investigations

KDA is involved in a number
of foreign animal disease investi-
gations every year, and Smith said
it’s their goal to get the data and
information collected and “get out
of your way.”

“I think this is probably one of

.J |
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our more important things we do,
he said. “And our goal is to make sure
that it doesn’t impact anybody. And
if it does impact you as far as saying,
‘Hey, don't move anything’ That is the
shortest amount of time that we can
make it happen”

Smith has confidence in the
folks at KDA simply because they
continue to have discussions about
the what-ifs and host a foreign
animal disease exercise every fall.

When battling an outbreak, Smith
wants to be the point of the spear
and not the one getting speared.
Smith’s predecessors helped get the

Rodgers

Continued from page 37

not just micronutrients, but its the
most satiating of the macronutri-
ents—means that it fills you up”

Many parts of the world have
little to no access to supplements or
the variety of plants required for a
plant-based diet.

“Beef wins. And just four ounces
of beef is 100% of your B12,” she said.

According to Rodgers, 57% of
the calories on the US. plate are
ultra-processed. As a dietician, shed
rather people get rid of more of the
ultra-processed food than meat.

Ultra-processed foods tend to
win if meat is vilified. They're also
the ones behind companies like
Beyond Meat and Impossible foods
and making a lot of money for tak-
ing something and turning it into a
protein product.

Rodgers is pushing for glob-
al food justice and that all people
deserve access to meat.

“Just because you have access to
your Whole Foods Market and your
goji berries and all the perfect sup-

planning and trainings going, and
now it’s starting to pay off.

“This has put us in there because we
have the ability to practice this every
year about what our response looks like
in a foot-and-mouth disease outbreak
in the state of Kansas,” he said. “There’s
not another state in the nation that does
this on an annual basis”

For more information about the
KDA and the animal health oper-
ations visit agriculture.ks.gov/divi-
sions-programs/division-of-ani-
mal-health.

Kylene Scott can be reached at
620-227-1804 or kscott@hpj.com.

plements that you can take to make
a perfect vegan diet doesn't mean
you get to impose that on other
people that don’t want to,” she said.
She believes it is unethical to be
telling people to eat vegan.

“Meat is uniquely nutritious. There
are nutrients in meat that are difficult
or impossible to find in plants and
they are critical for cognitive devel-
opment; Rodgers said. “Fake meats
don't contribute to food sovereignty
and force restriction of cultural and
moral imperative”

A vegan diet is a privilege that
many people don't have.

“I don't really care if someone
personally wants to be vegan, thats
fine. I do have a little bit of a problem
if they want to feed their kids that
way because I do believe that chil-
dren should have access to meat,” she
said. “That's why I think that they
need to have the choice of whether
or not to eat meat at schools. And
they definitely should not be telling
other people that they have to not eat
meat because they don't like how it
was raised or they don’t understand.”

Kylene Scott can be reached at
620-227-1804 or kscott@hpj.com.
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Calcium boluses: Pick your product wisely
Look for the correct types and amounts of calcium in a bolus

After calving, cows experi-
ence a steep spike in calcium
demand. Milk, including colos-
trum, is rich in calcium, and
cows need to quickly shift their
priorities to adjust for this sud-
den calcium outflow.

Most second- and greater-lac-
tation cows cannot meet this new
calcium demand, which may trigger
clinical hypocalcemia, commonly
known as milk fever, or more com-
monly subclinical hypocalcemia.

“Luckily, there are a number
of bolus products available to
help cows maintain calcium lev-
els after calving,” said Dr. Curt
Vlietstra, DVM, Boehringer
Ingelheim. “But it’s important to
pay attention to what type and
the amount of calcium we’re giv-
ing a cow” He said these differ-
ences can greatly affect that cow’s
comfort and performance.

Look closely at the ingredient list

“Calcium chloride is going to
be the one that’s quickly available,”
explained Vlietstra. “It's absorbed
right out of the rumen, instead of
having to go into the intestines to
provide benefits. Calcium sulfate—
the other form of calcium—we
think of it more as the slower-acting
one. Really, what that does is keep
the cow’s pH low, so that she can
provide some additional calcium
from her body”

You may see the words “aci-
dogenic calcium salts” on the
ingredient list—that simply means
it is a form of calcium that lowers
pH. Calcium carbonate is a much
cheaper calcium option, but Vliet-
stra warns that it actually raises a
cow’s pH. Raising the pH coun-
teracts what youre trying to do
long term.

“There’s research out there that
shows if you supplement a cow with

TOTAL PERFORMANCE
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a form of calcium that raises her
pH, over time, her blood calcium
levels will actually be lower than
a cow that received no calcium,
Vlietstra continued. “It’s important
to give calcium. But then, beyond
that, it’s also about getting enough
of the right forms of calcium with-
out it being too much.”

In addition to looking for the
right forms of calcium, look at the
amounts. A bolus doesn’t need fill-
ers, he said. The fast-acting calci-
um chloride should be about two-
thirds of the bolus, and the lon-
ger-lasting calcium sulfate should
be the other third.

Prioritize comfort at freshening
“It’s also important to look for a
bolus with a fat coating to ensure
the cow’s comfort when dosing,
Vlietstra said. An effective coating
provides both lubrication while the
cow is swallowing the bolus and

protection. “While calcium chloride
and calcium sulfate are excellent for
supplementing calcium levels, they
can irritate the cow’ throat and
stomach if not protected with a fat
coating.

“It’s not physically possible for a
cow to ingest enough calcium in the
first day after she calves,” he added.
“That’s why we need to follow up
with another bolus 12 hours later”

By reading the ingredient labels
for calcium supplements, producers
give their cows a better chance to
live up to their lactation potential.
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Beef producers: ‘Get your house in order’ in 2023

By Linda Geist
University of Missouri Extension

Beef producers should approach
2023 with cautious optimism—
matched with resolutions of good
management and investment in infra-
structure, says University of Missouri
Extension agriculture business spe-
cialist Wesley Tucker.

Optimistically, beef continues to
be in favor with U.S. consumers, and
export demand remains solid, says
Tucker. However, risks of persistent
drought, global trade issues, high
input costs and concerns of inflation
and recession all have the potential to
take a bite out of profits.

For the past eight years, meat
production has continued a steady
growth of more supply, but, thank-
fully, strong demand from consum-
ers pushed prices higher. Tucker says
meat supply growth will slow and
actually go down, leading to even
higher prices on the horizon in 2023.

This will be the fourth consecutive
year of fewer beef cows in production.
Missouri lost 6% of its cow numbers

from January 2021 to January 2022,
according to the USDA National Agri-
cultural Statistics Service. U.S. numbers
mirror declines in other countries.

Drought, high feed and input costs,
and lingering supply chain issues will
likely push this number even lower
in 2023.

The 2022 drought put a bull's-eye
on southwestern Missouri, the state’s
biggest cattle-producing region. Hay
and forage supplies dwindled, push-
ing up prices for feed inputs.

Drought pushed already falling
hay production numbers even lower.
In the past 20 years, producers have
devoted fewer acres to hay and more
to crops. Other factors—such as sup-
ply chain slaughter capacity problems
and even global issues like the Rus-
sian-Ukraine conflict and higher die-
sel prices—can unexpectedly affect
the producer’s bottom line.

During most droughts, the price
of feed goes up, but prices go back
to normal when conditions improve.
However, input costs—equipment,
diesel, fertilizer and labor—likely

won't go down anytime soon simply
because the drought goes away. “If
your operation is highly dependent on
these inputs, profit margins may evap-
orate quickly despite higher receipts,’
Tucker says.

“Now is the time to get your house
in order;” he says. Tucker gives these
tips to combat changing markets.

o Consider herd management prac-
tices. Is early weaning an option to
reduce feed needs? Practices such
as pregnancy checks, sorting into
groups based on nutritional need
and strategic culling will reap big
dividends this winter.

« Compare hay feeders. Research by
former MU Extension beef spe-
cialist Justin Sexten showed nearly
double the waste with open and
poly feeder rings compared to
sheeted rings. Modified cone rings
had far less waste.

o Invest in soil tests. Soil tests help
producers spend their fertiliz-
er dollars where they will get the
greatest return. Carefully evalu-
ate whether it makes better finan-

cial sense to fertilize and invest in

improved forages or buy supple-

mental feed.

o Good grass means green
bucks. Consider who earns the
most consuming your grass—cows
or their calves? Keeping a few less
cows and grazing their calves lon-
ger in times of high grain prices
can reap nice rewards. “We've all
heard the saying, ‘Grass sells better
wrapped in calf hide than cowhide
or, especially, a bale of hay,” Tucker
says. Flexible stocking rates gives
producers more options in unsta-
ble markets.

o Manage cow numbers. Put wheels
under poor performers. Less
is more when there is less to go
around. Avoid overstocking, which
limits options, especially during
tighter markets.

Tucker, MU Extension beef spe-
cialist Eric Bailey and MU Extension
dairy specialist Stacey Hamilton dis-
cuss ways to manage cattle during
uncertain times in a series of videos at
mizzou.us/ForageLivestockHour.
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Do you have a road map to farm or ranch succession?

By Lacey Vilhauer

We hear the phrase, “You can't
take it with you,” referring to money
and possessions, but the same can be
said for farming and ranching opera-
tions. Having a plan for farm or ranch
succession is crucial to ensuring the
enterprise stays in the family another
generation. Coby Buck, director of
strategic accounts at AgriWebb, spoke
on the topic of succession on a recent
webinar and explained his family’s
ranch, Wray Cattle Co. in eastern
Colorado, has prepared for succession
over the last two decades and how
others can take steps to protect the
legacy of their operation.

Buck said his family’s ranch is com-
prised of 800 cow-calf pairs on 10,000
acres. His parents, who are in their 50s
and 60s, own and operate Wray Ranch
and have raised four children on the
operation—one works fulltime on the
ranch and the others have pursued
outside careers.

“My parents are pushing against
that time when you start to think
slowing down might be better for

(Photo by Bailey Alexander.)

your health,” Buck said. “When we as
a family looked at succession and con-
sidered the end result that we wanted,
the end result is to continue ranching
and having that as a primary liveli-
hood of our family base and continue
that legacy we are very proud of.”
Buck said when his family ana-

lyzed their goals and priorities, main-
taining strong, loving and happy fam-
ily relationships was first on their list.

“When land comes up for sale,
it’s largely because there was a major
life event within a family or a sit-
uation where no one knew how to
move forward in the family design,

as opposed to someone simply going
out of business,” Buck said. “By pri-
oritizing family relationships, I think
that helps minimize the biggest risk to
succession and to the continuation of
your operation.”

See Succession, page 47
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Succession

Continued from page 46

Next, the family wanted to ensure
operational economic viability and
maintain a healthy livelihood for
the family.

“Your legacy at the end of the day
doesn’t matter if the ranch can’t stay
in business or people cannot draw
incomes from it”

It was always important to
prioritize the needs of the previ-
ous generation and maintain their
well-being into retirement and pro-
vide good health insurance, hous-
ing, travel and a grandparent life-
style.

“At the end of the day, succession
is effectively inheriting the assets
from the previous generation,” he
said. “With their dedication, hard
work and wherewithal, succession
isn’t a problem and that is some-
thing we should all remand con-
scious of”

Finally, Buck said his family
was working toward an end result
of continuing the livelihood and

legacy of ranching.

How to plan for succession

“We  unofficially  started
succession planning in the mid-
2000s when my siblings and I
became teenagers,” he explained.
“We do annual check-ins, in-depth
reviews every five years and after
major life events, such as births,
marriages, or profession changes.”

Buck said he recommends plan-
ning for succession as soon as possi-
ble. It does not have to be a formal-
ized plan, but ranchers need to be
able to write down goals and create
management plans.

“Looking back, in 1995, my fam-
ily had four small children and
my parents ran about 350 cows on
4,500 acres,” Buck said. “My family
could draw a livelihood off of that
size operation during that time, but
for the next generation it might be
economically unviable to split it
into quarters and have a little over
1,100 acres and 75 cows per family.
If the operation can’t support mul-
tiple families, it’s something to take
note of and look for ways to adapt”

THE BRAND YOU CAN

DEPEND ON.

ALL DAY, EVERYDAY.

Buck said one thing he believes
is crucial is the value of education—
which can be formal or informal
education. He encourages parents
to allow each child to grow their
skill sets and have access to edu-
cation to open up different pro-
fessions if they choose to pursue
outside employment.

“My parents have this policy
where every kid had to leave the
operation for a minimum of five
years to work for someone else,
pursue an education and if they
come back, they know why,” Buck
explained. “The ones that don't
come back to the ranch are an asset
as well, and it avoids the stress
of having multiple families draw
income from one ranch.”

Buck also encourages ranchers
to have an expansionary mindset
and to take risks that can pay off big
in the long run.

“We work very closely with our
bankers to see if it's a risk we can
manage over a longer time span to
expand our operation to hopefully
decrease the succession pressure as
far as continuing to ranch.”

Buck said it is important to
remember ranching is not just phys-
ically intensive, it is also knowledge
intensive.

“Successors have to have the
desire to do the work, intimate
knowledge of the industry and a
deep understanding of how the
property has been managed,” he
said. “Ideally, there should be over-
lap with the previous generation to
build confidence, trust and transfer
of operational knowledge”

Additionally, the generation that
is ascending into ownership needs
to understand fair is rarely equal,
but fair should not be easy. The
most difficult situation is when
most or all of the next genera-
tion aspires to return, but then the
operation cannot support everyone,
which is why it is incredibly import-
ant to make plans and discuss the
future of the farm or ranch.

“Without a succession plan, it is
likely that you are turning an asset
into a liability for the next genera-
tion,” Buck said.

Lacey Vilhauer can be reached at
620-227-1871 or lvilhauer@hpj.com.

HydraBed

Sabetha, KS | 800-530-5624
www.hydrbed.com
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ANGUS & POLLED HEREFORDS
ANNUAL PRODUCTION SALE
April 13,2023 - Torrington Livestock Sale Barn
Selling Two-Year-OId;, PAP ';I'e_s.t__'ed -1__8_'l\{|onth and Yearling Bulls
(OUR!PROGRAM!FEATURES:

DB ICONIC G95 KCE BENNETT SUMMATION

CED: +9 BW: +1.3 WW: +97 YW: +170 M: +30 CED: +13 BW: +.4 WW: +94 YW: +176 M: +33
Marb: +1.64 RE: +.85 $W: +89 $C: +348 Marb: +.87 RE: +1.03 $W: +88 $C: +314

KCE BENNETT RESOLVE G595 NJW 79Z Z311 ENDURE 173D ET
CED: +10.4 BW: -.6 WW: +75 YW: +114 M: +27 CED: +3.9 BW: +4.1 WW: +75 YW: +128 M: +30

Marb: +.57 RE: +1.14 $BMI: +485 $CHB: +201 Marb: +.25 RE: +.86 $BMI: +427 $CHB: +159

ADDITIONAL HEREFORD SIRES:
KBCR 498 FEDERAL 634D - KCF BENNETT TRUST B279 - BG LCC 11B PERFECTO 84F

ADDITIONAL ANGUS SIRES:
GAR GREATER G0OD - EWA TEAMWORK 821 - DEER VALLEY BRIGADE 81247

KODY: 307-575-3519 = JEFF: 307-575-2113 « JIM: 307-534-5141
1929 ROAD 60 = VETERAN, WY 82243 « EMAIL: MCCLUNCATTLE@GMAIL.COM

Customize your
portable corral
by contacting
Rawhide today

785.263.3436

rawhideportablecorral.com

WWW.MCCLUNRANCH.COM



YEAR-ROUND
NUTRITION

STARTS WITH
RAGLAND.

NTAg
5
c© N«y

@ DID YOU KNOW? Thanks to our specially engineered
. gl Raingard® formula, Ragland minerals are known for superior
Ralllﬁal'd moisture resistance —minimal clumping, sustained palatability,
and less waste.

SWEET MAG

Highly-palatable formula proven to counteract
magnesium deficiency in forage.

BREEDER MAX 8%

Supports strong conception rates and milk
production for new calves.

IGRFLY CURB WITH ALTOSID

Palatable larvicide prevents fly and mosquito
reproduction in manure.

BLOCK ’EM WITH CLARIFLY®

Convenient block prevents reproduction of 4
common flies in manure of treated cattle and
horses. With GARLIC.

RABON BLOCKS

Proven-effective block eliminates horn, face,
house & stable fly larvae in manure of treated
cattle and horses.

CIVING NATURE A HELPINC HAND.

888-549-8014 | RAGLANDMILLS.COM




HAYDEN@OUTDOORS

FARM, RANCH & RECREATIONAL REAL ESTATE

Piva Rafter P Ranch Elk Mountain Ranch Trophy Country West
CUSTER COUNTY, ID CIBOLA COUNTY,NM RANDOLPH COUNTY, MO
$13,000,000 | 1410 Ac. $20,735,000 | 7,540 ACRES $18,250,000 | 3,600 ACRES
Austin Callison (208) 870-1757 Greg Liddle 970.946.0374 Allen Treadwell 479.903.4109
Butch Porter 505.290.7160 Jeff Lovan 417.252.1463

Wright’s Farm and Ranch Highland Springs Ranch Rio Ro Mo
WASHINGTON COUNTY, CO ROUTT COUNTY, CO MOFFAT COUNTY, CO
$15,478,500 | 12,459 ACRES $13,500,000 | 2,020 ACRES $13,900,000 | 22,450 ACRES

Rick Kusel 970.554.1762 Dax Hayden 303.619.6774 Rick Kusel (970) 554-1762




Selling 175 RecisTerep AN6us Butts - 30 RecisTeren Ancus HEiFers

Si17z RESILIENT JINDRA SUPERIOR

g

Sitz Stellar 726D x Sitz Top Game 561X Guinness x Jindra- Acclaim
BW 80 - WW 747 BW 78 - WW 976 - YW 1634
BW +0.3 - WW +80 - YW +142 - Mik +23 - $B 153 BW +10 - WW +84 - YW +150 - Milk +23 - $B 190
This Resilient son sells! This Superior son sells! This Assurance son sells! This Pacific son sells!

This Superior son sells! This Exemplify son sells! This No Doubt son sells! This Domain son sells!
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Cattlemen offer tips to top the sale

By Kylene Scott

Four panelists offered tips on how
to help make every dollar count when
it comes to taking calves to market
during the recent Stockmanship &
Stewardship virtual event.

Mike VanMaanen, Eastern Mis-
souri Commission Company; Trey
Patterson, Padlock Ranch Company;
Doug Stanton, IMI Global, a division
of Where Food Comes From, Inc,;
and John Hutcheson, Merck Animal
Health, were on the panel moderated
by Don Schiefelbein, current National
Cattlemen’s Beef Association president.

The cattle industry has changed
over the years, and Schiefelbein tasked
each panelist to detail what has stuck
out to them when it comes to change.

For Stanton it was the “cow who
stole Christmas” in 2003 when a
bovine spongiform encephalop-
athy-infected animal was found in
Washington state. Market access to
Japan was halted after the discovery.
At the time, the Japanese market was
very profitable and the only way back

in was a source verification program.

Don Schiefelbein (Courtesy photo.)

“And we basically had to make
sure that all product that was going
there was verified that it was under
20 months of age,” Stanton said. “We
were one of the first programs in the
U.S. to do source and age verification
under a process verified program with
[U.S. Department of Agriculture]””

Patterson said from the changes in
the systems, producers became more
aware of all the value-added programs
and realized it's about filling the demand
for consumers. On the Padlock Ranch

being in the cow-calf business can be
a tough way to make a living. Costs of
production, market volatility and other
events pushing pricing around make
ranchers find ways to tighten their belt.

“I cant tell you how important
managing risks through marketing
really is to profitability in a business.
Its just really, really important, he
said. “If you think about many of our
operations, and we're no different even
though we have this backgrounding
program where we're carrying calves
over. Most of us in this business pro-
duce calves and theyre ready to be
sold at a particular time of year”

He said cattle producers were able
to navigate market crashes and shut-
downs, but still manage those changes
with diversification in the markets
they produce calves for. Padlock has
a Wagyu program and he can market
to a certain segment compared to
conventional feeder steers and heifers.

“That also creates a diversification
in the timing because were hitting
that fall market with them and also
gives you the opportunity to evaluate

Doug Stanton (Courtesy photo.)

retained ownership,” Patterson said.
“And that’s something that we do all of
the time. If we feel like there is value
in retaining ownership to finish rather
than selling we're gonna look at that”

“There are cash flow considerations,
but it also allows for flexibility down the
road. And the additional tools available to
producers—futures and options, forward
contracts, basis contracts, and long-term
relationships with our customers to help
manage risk on these cattle”

“That sounds pretty complicated,
right?” Patterson said. “But is there
anything more important than find-

See Sale tips, page 53
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Continued from page 52

ing the right channels and working
on this revenue side of the business?”

Patterson and his crew work on mar-
keting all year long, and don't just wake
up one day and decide they need a plan.

“We’re very intentional about
developing these and creating diver-
sification,” he said.

When it comes to the role of live-
stock markets, all sizes of operators are
important. But so are relationships with
producers in the area of the sale barn.

VanMaanen said for those customers
who want to sell in those markets, they
need to understand the care and han-
dling of their livestock once they reach
the market. Employees know how to
sort and weigh for marketing purposes.

“We are good marketing people.
We have lots of contacts for buyers that
we will call and get them to either bid
online as well as buyers in the seats,” he
said. “So it’s very competitive.

Take homes
Patterson said cattle producers of any

John Hutcheson (Courtesy photo.)

size need to develop a marketing plan and
be very intentional about their program.

“You can do that and you can leave
flexibility in your system to respond to
drought and those type of things,” he
said. “We produce some great cattle
in this country, and consumers desire
it. So lets figure out what fits your
systems and be very intentional about
developing marketing programs that
have an ROI in our businesses.”

VanMaanen said no matter what val-
ue-added program livestock are enrolled
in or what phase you want to sell them
or market them at, it's important.

“I'm a firm believer that to keep
our industry healthy you need to mar-
ket as many segments of those as you
can in a competitive auction market

Trey Patterson (Courtesy photo.)

or a competitive bidding situation or
a negotiated trade and to keep our
industry healthy price wise,” he said. I

For Stanton, if a producer isn't
happy with what theyre getting for
their cattle or calves they need to do
some extra legwork.

“If you feel like that you've heard
about some other pricing out there.
You heard about a neighbor that got
better pricing on their cattle and you
feel like your cattle are just as good or
better than theirs, then, do a little bit of
market planning;” he said. “Do a little
bit of research and figure out if you fit
into some of those programs, and then
take that initiative to move forward”

Hutcheson agreed. Producers who
can develop a comprehensive health

and nutrition program will have
calves that are suited for whatever
stage of life they’re headed to next.

“Take care of them on the ranch
and dont forget that taking care of
them starts from when they’re bred all
the way to the point that they’re taken
off the ranch,” he said. “Again, that’s
the comprehensive health program and
know the impacts of that, and nutrition
underpins all of it”

Hutcheson  stressed finding
resources and people who can help
improve your herd and operation.

“T always have the motto of con-
tinual improvement;” he said. “As an
industry, I would continue to try to
improve themselves, whether that’s
to listen to seminars like this or panel
discussions like this but find people
you can talk to and bounce things off”

Finding what works is the difficult
part, but Hutcheson believes it's a
continual process to stay competitive.

He said, “Thinking holistically as a
cattle raiser is the challenge to every-
body out there so we can continually
improve as this industry changes”

Kylene Scott can be reached at 620-
227-1804 or kscott@hpj.com.



KLA TOUCH
AND GO 273

S: Square B True North e
MGS: Baldridge Colonel

BW +2.3, ww +71,Yyw +131,
MILK +34, MARB +.93, RE +.76

PENZ PLAY
MAKER 1617

S: VAR Play Maker 8582 o
MGS: Connealy Copyright
BW +1.4, ww +76, yw +138,
MILK +24, MARB +1.07, RE +.46

KLA RIP 267 PENZ EXPEDITION 1532 PENZ BLOOD QUANTUM 1619
S: SAV Regard 4863 e MGS: SAV Solid Gold 9187 S: SAV Experience 9088 e MGS: SAV Renown 3439 S: SAV Bloodline 9578 e MGS: Penz Recovery 5688
BW +3.0, ww +78, Yw +137, MILK +28, MARB +.32, RE +.83 BW +3.3, ww +77, Yw +137, MILK +25, MARB —.02, RE +.78 BW +3.3, ww +82, Yyw +149, MILK +27, MARB +.42, RE +.40
KLA CHECKERED FLAG 231 PENZ RENOVATE 1507 KLA NO JOKE 26
S: SAV Checkmate 8158 ¢ MGS: SAV Regard 4863 S: SAV Renew 8132 e MGS: EXAR Endurance 3949B S: Hoover No Doubt © MGS: SAV Angus Acres 3205
BW +2.5, ww +79, yw +123, miLk +30, MARB +.05, RE +.58 Bw +1.0, ww +81, yw +142, miLk +23, MARB —.20, RE +.73 BW +1.2, ww +62, yw +115, MILK +24, MARB +.62, RE +.80

& Kelly & Laura Albrecht
awtetee seeewew (980)380-2066

15764 W. Artesian Rd.
ék%B‘E‘G;ﬂIﬂRtéﬂeﬂ P.0. Box 95, \:Isalsgnucka, 0K 73461

albrechtranchangus@gmail.com
www.albrechtranch.com

Jeff & Paula Penz

(580) 920-3925

20443 St. Rd. 22, Caddo, OK 74729
penzangusranch@hotmail.com
www.penzangusranch.com

For your free reference sale booklet, contact anyone in the office of the Sale Manager: TOM BURKE, KURT SCHAFF, CARTER WARD, AMERICAN ANGUS HALL OF FAME,

1

at the WORLD ANGUS HEADQUARTERS, PO Box 660, Smithville, MO 64089. Phone (816) 532-0811 — Fax (816) 532-0851 — E-mail angushall@angushall.com Sr
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Build a Risk Management
Toolbox That Can Do It All EST2 1917

At WSR Ranch Protection, we are your one-stop shop
for all your insurance needs. Count on us to provide
the right tools you will need to properly equip your
Risk Management Toolbox

¢ Pasture, Rangeland and Forage (PRF) Lack of Rainfall
* Livestock Risk Protection (LRP) for Market Volatility
¢ Livestock Mortality

Upcoming projects? . Life and Health Insurance
We have fencing supplies 2 3/8”, 2 7/8, 37, 47, 5” str. o i
pipe. TONS of new secondary round, sq., & rect. * Whole Farm Revenue Protection (WFRP)
tubing. Also carry pipe clamps & sucker rod clips, CONTACT US TODAY!
domestic rebar & wire mesh. wsrins.com | 877-920-8500

COMPETITIVE PRICES CA Lic #0B48084

We Sell: Aluminum & stainless steel, carbon sq. e
tubing, angles, flats, round shaft, sheets, & plates.

We Buy: Scrap iron & metals .

Coffman Liggett ENDORSED BY

coffmani@wsrins.com
(620)947-4323

Ryan Jackson
ryanj@wsrins.com
(802) 393-9976

Years
=

Britney Creamer \

britneyc@wsrins.com
(970) 596-2092

Dodge City, KS
620-225-0568 ¢ 803 E Trail

LIMOUSIN LIM-FLEX

TULL GIRGLE

Limousin Today - Profit Tomorrow




FCS Manufacturing, Inc.

Farm and Commercial Storage

e Overhead Bulk Bins
Smoothwall Hopper Bins

e Standard sizes 8-138 tons or
333-5500 bushels

e Designed for Optimum Cleanout

¢ Call to see what we have in stock!

www.fcsmfg.com ** (620) 427-4200 ** Gridley, KS
Bulk Storage Solutions!

* Reduce spread of disease
* Eliminates man power
* Increase daily rate of gain

* Reduce costly stress of
cattle & infestation

* No product waste

* Improve overall health on
cows and calves

THE

"My favorite thing is |
haven't treated a single
cow for pink eye and it

is very well built. We
bought three and | think

we are going to buy
three more because we
are very happy with the
simplicity and
effectiveness”
-Gabe Ramsey, Falls City
NE

888-256-5544/620-408-6387WWW.USALEWISCATTLEOILERS.COM 'F




YOUR #1SOURCE FOR PAP TESTED GENETICS

confient that yo T" “ E:'A n T ﬂfA N G H

ultimately help your

Tae Coitils

March 25,2023 || LaGarita, CO
Bull Sale 200 BULLS OFFERED

Born, Bred & Developed at 8,000 ft Elevation
SIRE GROUPS INCLUDE: ,

. Every Bull PAP Tested Twice Prior to Sale Da
Hook's Eagle 6E TJ Night Owl 0561H ’ . O
ASA 3253742 ASA 3762024 + Multiple Generations of PAP Testing in Every Pedigree

THR Mountain Time 8441F THR Eagle Mtn 9456G «  Large Uniformed Sire Groups to Increase Consistency
ASA 3424773 ASA 3566194

Al 1 IERN m Shane & Beth Temple
SE===== _ T-HEART RANCH and L-CROSS RANCH
719-850-3082 - 719-850-3083
MartyRopp ~ 406-581-7835 SL.l&‘EchKBu!gNR AN AN

........... vestucicom | 8004227 shane@t-heartranch.com
Corey Wilkins ~ 256-590-2487 - e

ClintBerry  417-844-1009 Josh Staudt ~ 970-227-0729 www.t-heartranch.com vmﬁmmﬁ RANCH

www.alliedgeneticresources.com  Justin Warren 970-367-0035 Follow us on Facebook







I
CUNTINENTAL BREED
]

SMART. RELIABLE. PROFITABLE.

Gelbvieh and Balancer® genetics offer
more pounds of calf weaned, added fertility,
and greater cow herd longevity. cesuen.ors




Don't skimp on the paper.

Not all ‘Angus” bulls are REGISTERED Angus bulls.

Having quality paper is vital.. for you and your bulls. 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.
Invest wisely in a registered Angus bull,

POWERED BY

Look for the REGISTRATION NUMBER. =
Bring the Power of Angus to your herd. ] ANGUS
Angus.org/PBA. Q
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