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A SimGenetics bull prospect on fall pasture  
at Quandt Brothers Cattle Company,  

Oakes, North Dakota.  
Photo by Addison Rall, Addison K Creative.

CHECK US
OUT ONLINE

www.simmental.org

Have you  
visited  
simmental.org  
lately?
The entire website has a 
new look highlighting cattle 
sales, industry events, 
ASA’s programs, marketing 
opportunities, and breeders’ 
resources. 

simmental.org  
makes it easy for you.    

Breeders’ resources include 
information on:
© SimGenetics 
© Simple trait selection 
© Genetic improvement 

tools 
© Frequently asked 

questions
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6    SIMTALK

   I hope this issue of SimTalk
finds everyone well. This time 
of year is always busy for the 
team here at ASA, and I am con-
stantly in awe of how much our 
small but mighty group pulls 
off. I would venture to say that 
“lean and mean” could be used 
to describe us, and I am really 

proud to be a part of such a hardworking, dedicated 
group of people.  
    In August, I had the pleasure of attending ASA’s 
annual Fall Focus event. My colleague Callie Cooley 
spearheaded the organization of the event, and did a 
wonderful job. The Missouri Simmental Association 
pulled out all the stops, and their Show-Me State Show-
case was simply impressive. The governor, University of 
Missouri president, and the Missouri director of agricul-
ture all spoke, and made it very clear that agriculture is a 
central focus in their state. The Simmental breed is a 
huge part of registered and commercial herds in Mis-
souri, and it was really encouraging to see so many 
SimGenetics producers in the same room.  

    The Saturday educational session featured experts 
from Missouri and beyond. I have sat through many 
symposiums, and to be honest, it can be hard to sit in a 
chair and pay attention all day. This year’s speakers 
really knocked it out of the park, and the entire day was 
fun and engaging. A highlight for me was Dr. Charlie 
Martinez and his interactive bull selection simulation. 
Dr. Martinez has been studying bull selection behavior 
using eye tracking technology, and to give a very brief 
overview, each participant sits down in front of a com-
puter that first calibrates itself to follow your eyes on the 
screen (this feels a lot like being at the eye doctor). Then 
it asks you questions about your general behavior, like if 
you are risk averse, or if you are indecisive. After that, 
you read through a scenario, and finally go through sev-
eral sets of bulls to pick the best option for that scenario 
based on their $API and $TI. Several computers were set 
up on Saturday, and attendees took the test throughout 
the day before Dr. Martinez presented.  
    I wasn’t planning to participate since I was occupied 
with ASA duties, but they needed three final people at 
the end of the day to reach their quota so I ended up 
taking the test. I was sitting next to ASA Board chair-
man Victor Guerra, and also had one of Dr. Martinez’s 
graduate students watching over my shoulder. To be 
honest, I was a little nervous. I’ve been immersed in all 
things Simmental and beef cattle for a while now, and if 
I failed this test I was going to question some of my life 
choices — fortunately, I got them all right and even got 
the bonus!  
    I plan to share about Dr. Martinez’s study in a future 
issue of SimTalk, and he mentioned the possibility of 
using the data he gathered during Fall Focus for his own 
piece since over 100 people participated. I hope that 
happens, and either way I look forward to sharing 
about it in the future.  
    This issue includes educational content from Dr. Alli-
son Meyer, who presented about the implications of 
cow herd nutrition on fetal development during Fall 
Focus. We all know that proper nutrition is important 
during pregnancy for cows and people alike, but Dr. 
Meyer’s presentation really drove home how critical it 
is. Producers spend a significant amount of time and 
money on sourcing the best genetics, but this potential 
cannot be reached if a female doesn’t get the nutrition 
she needs during pregnancy. The annual Performance 
Advocate feature is also in this issue, which highlights 
producers who are dedicated to submitting important 
data to ASA. Please take a moment to read Callie Coo-
ley’s update on the upcoming Sire Source as well — we 
are thrilled to be expanding the audience for that publi-
cation, and if you have any interest in advertising a bull 
please reach out to the team!

ST

FROM THE EDITOR
by Lilly Platts, managing editor

Scan this QR code to learn 
how SimGenetics have 
influenced Curran’s herd.
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8    SIMTALK

by Lilly Platts 

   For sixteen years, the Performance Advocate Program (PA) has recognized cattle 
producers who maintain a commitment to data reporting. The 2025 program 
marked the sixth year under new guidelines, developed to identify the dedicated 
data-reporting that fuels ASA’s genetic evaluation.  
   A Driven Performance Advocate submits records on at least 10 of the 14 traits, 
and 90% of the contemporary group. A Dedicated Performance Advocate submits 
records on 90% of the contemporary group, and records on 8 of the 14 traits.  
   Performance Advocates listed here are for the fall 2023 and spring 2024 calf 
crops. The operations featured below have submitted data on at least 8 of the 14 
traits, and represent operations that are committed to data reporting.

Performance Advocate Program
Sixteenth Yearenters

PA Recognizes Dedicated and Driven Data-Reporting Operations

Joe Davis Cattle • Westminster, South Carolina

Joe Davis is dedicated to tracking, recording, and analyzing data 
throughout his operation.

grandsired, and her great-grandsire is Simmental, she 
will be bred to a Simmental bull. This system helps to 
maintain a consistent breed composition, and maintain-
ing different groups of females also lends well to the 
intensive rotational grazing system Davis utilizes.  
    Data collection, submission, and analysis have been 
central to the program from the beginning. Davis enjoys 
numbers, and tracks progress throughout each element 
of the business. Carcass data collection has been impor-
tant to the program for many years, and Davis has seen 
his cattle’s performance improve consistently. In recent 
years, his finished cattle have maintained a carcass 
weight over 900 pounds without seeing any Yield 

Davis carefully manages his pastures through intensive  
rotational grazing, and rarely needs to feed hay in the winter. 

    Joe Davis has had cattle for many years, but officially 
got “into the cattle business” in 2001 when he retired 
from Duke Energy. Since then, Joe and his wife, Mandy, 
have built their cow herd using a detailed crossbreed-
ing plan, which includes Simmental genetics. The 
three-way cross — Angus, Brangus, and Simmental —  
is tracked and planned by using a “three-color system.” 
Bulls are sourced from Gibbs Farms, Yon Angus, and 
Hunt’s H+ Brangus. Each animal at Davis Cattle is 
tagged to indicate her breed makeup, and grouped 
based on this breed composition. Breeding decisions are 
made to optimize heterosis using this three-generation 
system; for example, if a female is Angus-sired, Brangus 
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(continued on page 10)

Grade 5s, which is difficult to do. Fertility has also 
improved through the crossbreeding system, with high 
AI-conception. Davis has been submitting DNA on his 
cattle for some time, and through generations of parent-
age confirmation he is able to turn bulls out within 24 
hours of AI breeding, which means many females that 
don’t breed by AI are still caught on their first heat. This 
shortens the calving season, and improves management. 

Double J Farms • Garretson, South Dakota

L–R: Jana, Kipp, Robert, and Betty Julson. 

sale, and Double J Farms also markets cattle by private 
treaty. Double J Farms has enrolled their cow herd in 
Total Herd Enrollment for some time, and also partici-
pates in more recent programs like Cow Herd Roundup 
and Calf Crop Genomics. Through an intensive AI and 
embryo transfer program, the calving season has been 
shortened to 30 days. The cow herd is entirely homozy-
gous polled and black, with a group of red cattle that 
are also homozygous polled. Their return customers are 
evidence of the program’s success, and Double J Farms 
has become a leader in producing high-performance 
cattle with good dispositions. Kipp has served the Sim-
mental breed in many capacities, including as a member 
of the South Dakota Breeds Council, and on the South 
Dakota Simmental Association Board of Trustees. 

These detailed records and planning don’t stop at the 
cow herd. Davis maintains a genetic plan, farm and 
feed plan, genomics plan, and production plan, and if 
adjustment is made in one area, he always considers 
what else it will affect. Davis’s son, Jackson, lives on the 
farm, alongside his wife and kids who work on the farm 
as they are able. Mike Hall, who has worked with Davis 
for many years, continues to serve as farm manager.

The Julson family has been raising Simmental cattle  
in South Dakota since the 1970s. 

    Bob and Betty Julson became members of ASA in 
1974, establishing the DJF prefix. In 1991 their son, 
Kipp, started his own herd of Simmental cows with the 
KRJ prefix, and in 1994, he started his custom AI and 
semen business with ABS; this year, he will breed 3,400 
cows for his customers. Today, Kipp and his wife, Jana, 
continue the family business, raising and selling high-
quality SimGenetics seedstock. The ranch is located 
along Split Rock Creek, known as “the creek that thinks 
it’s a river.” The family place also includes Devil’s 
Gulch, which is famous for serving as a hiding place  
for Frank and Jesse James.  
    The Julson family will hold their 52nd annual bull 
and female sale on January 23, 2026. They run their sale 
independently, and customers will have the opportu-
nity to bid live through DVAuction. Bulls and females 
are sold into programs across the country at the annual 
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Performance Advocate Program Enters Fifteenth Year
(continued from page 9)

Quandt Brothers Cattle Company • Oakes, North Dakota

The Quandt family has several generations  
involved with the operation. 

Cattle holds an annual sale in February, offering around 
100 bulls and 30 bred heifers. Their customers source 
growth bulls with strong structure, frame, and eye 
appeal, and the offering fits the needs of a variety of 
customers. The Quandt family is focused on growing 
their sale and customer base, while diversifying the 
operation. Throughout, they remain focused on always 
prioritizing quality over quantity. Data collection and 
submission provides a strong baseline for evaluation, 
breeding decisions, and improvement. “We focus on 
raising sound, functional, high-quality cattle that will 
work for our customers,” Jocelyn shared. “It is always 
our goal to listen to what our customers are telling us, 
good or bad. That truly is the only way we get better.”  

Quandt Brothers Cattle sells SimGenetics bulls to commercial 
customers in North Dakota and beyond. 

Roller Ranch • Hewitt, Minnesota

    Brent and Jenny Roller are first-generation farmers 
and ranchers. They purchased their farm in 2011, and 
started building their family business and cow herd. 
Their sons, Blake (10) and Bryce (7), are growing up on 
the farm, and help with everything from building fence 
to feeding cows. In 2020, the Rollers decided to shift 
from backgrounding steers to raising registered Sim-
mental seedstock, purchasing 40 registered heifers and 
breeding them to the top sires in the industry. With this 
strong foundation, they have continued building the 
program, using a strict culling system. Today, they run 
around 120 head of registered cows, utilizing four donor 
cows and three herdsires. This year, they have 45 bred 
heifers and plan to keep most to continue growing the 

    The Quandt family has been involved in the cattle 
business for generations. Dora Sleeter, who was born 
in Germany in 1861, traveled to the US at the age of 22, 
homesteading a field near where the main farm is 
located today. She married Ernest Washner, and their 
daughter, Edith, married Christopher Quandt in 1928. 
They had five children, and their son, Walter, carried  
on the family business, marrying Berny Super in 1957. 
They raised nine children, and all five of their sons stayed 
on the farm. Since then, the business has changed and 
grown, and the latest generation has taken the reins, 
including Jason, John’s three sons, Justin, Nathan, and 
Stephen, and Jason’s oldest son, Gabe. In 1980, Walt 
began using Simmental bulls to add maternal and 
growth traits to the cow herd. Around 15 years ago, 
Jason started using AI to breed commercial cows to 
purebred Simmental bulls. Around the same time, the 
family started purchasing purebred cattle and using 
embryo transfer to build the seedstock program.  
    Today, the cow herd includes purebred Simmental 
and percentage SimAngus cattle; the Quandt family’s 
ideal cross is ¾ Simmental, ¼ Angus. Quandt Brothers 

The Roller family started their herd with 40 heifers,  
and have since built a herd of SimGenetics seedstock.
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(continued on page 12)

Brent and Jenny Roller’s sons, Blake and Bryce,  
help out with many tasks on the family farm. 

program. AI and embryo transfer are utilized through-
out the program.  
    As first-generation producers, the Roller family has 
put in many long days building their operation from 
scratch. Fortunately, they are beginning to see this pay 
off and have held two successful bull sales. Their third is 
scheduled for April 1, 2026, collaborating with Innova-
tion AgMarketing. Each bull sold must pass a Breeding 
Soundness Exam, and they follow a strict vaccination 
and herd health protocol. Since founding the seedstock 
herd, the Roller family has valued data collection. Each 
animal in the herd has a genomic test, and both Total 
Herd Enrollment and the Calf Crop Genomics program 
are utilized to track valuable traits. With two sales under 
their belt, the Roller family is hearing positive things 
about their bulls. “We have heard great feedback about 
our bulls, and specifically, their sound structure, feet 
and leg structure, and docility,” Jenny shared. 

Slayton Farms • West Plains, Missouri

Marge and Barry Slayton.

with ASA, with breed compositions ranging from pure-
bred to percentage Simmental. Their primary focus is 
still on solid red cattle, with 90% of the herd being red. 
The Slaytons utilize AI and embryo transfer technology, 
and keep heifers back each year. Fall calving works well 
in Missouri, and their cow herd will start calving mid-
August. The top bull calves are marketed with New Day 
Genetics, in cooperation with Allied Genetic Resources. 
The Slaytons are original members of the New Day 
group, and Barry has served as a manager for ten years. 
“The data has always intrigued me and we try to report 
as much as possible,” Barry shared. “We started DNA 
testing as soon as it was available to receive genomi-
cally enhanced EPD. We currently use Data Genie to 
help make recommendations for our operation. Slayton 
Farms’ goal is to make each generation better, and the 
data helps us achieve that.”  

    Barry and Marge Slayton, who celebrated 55 years of 
marriage this year, own and operate Slayton Farms near 
West Plains, Missouri. Of those over five decades of mar-
riage, the Slaytons have been in the cattle business for 
around 45 years, and have farmed for 51 years. In 2009, 
they started in the registered Simmental and Red Angus 
business in order to breed the solid red SimAngus bulls 
they had been seeking for their commercial cow herd. 
They also became involved with ASA, appreciating the 
Association’s science-based approach.  
    The farm consists of around 400 acres of pasture in 
fescue and other productive grasses. The mix of cool 
and warm season grasses allows for grazing year-round 
using an intensive rotation system. Cattle are registered 

The Slaytons largely focus on red genetics.

 ST_F_Performance Advocate 2025.qxp_Layout 1  10/3/25  10:17 AM  Page 5



Performance Advocate Program Enters Sixteenth Year
(continued from page 11)

Zane and Mary Jo Wicks • Richardton, North Dakota

The Wicks family’s main herdsire, Reflex. 

of their EPD profiles. Zane focuses on balancing top-
tier EPD profiles with strong maternal traits in the cow 
herd — cows are easy-fleshing, sound, fertile, and main-
tain strong phenotype. Until recently, the family mostly 
sold yearling bulls, but they have recently switched to 
selling two-year-olds in order to relieve stress on the 
cow herd, and themselves. In line with this shift, they 
moved calving from February to May, which works 
better with North Dakota’s long, snowy winters. “We 
feel that by offering long-aged bulls, we are producing 
a better product that has made it to the top of the herd 
through our screening process. We are producing a 
more mature bull we can take pride in, that will hold 
up for our customers. Our goal is a better product, and 
happy customers,” Mary Jo shared.  
    Their 2026 sale will be held on February 24, 2026,  
at the ranch. 

L–R: Mya Wicks, Shane and Josie Forster,  
and Mary Jo and Zane Wicks.

    Zane and Mary Jo Wicks, along with their daughters, 
Mya and Josie, and son-in-law, Shane Forster, raise Sim-
Genetics cattle in west-central North Dakota. Zane 
grew up working on his family ranch near Red Owl, 
South Dakota. He later worked the ring at bull sales, 
and became interested in the seedstock business. He 
started his own operation in 2005, raising SimAngus 
bulls, and the Wicks family has been at their current 
location since 2004.  
    The Wicks family has been enrolling their cow herd 
in Total Herd Enrollment since the program’s begin-
ning, and became involved in the Cow Herd Roundup 
program in 2024 with the goal of improving the accuracy 

    �  Calving ease
    �  Birth weight
    �  Weaning weight
    �  Yearling weight
    �  Yearling hip height  
    �  Ultrasound
    �  Docility scores
    �  Genomic test on birth group

    �  Feet and leg score
    �  Mature cow weight
    �  Mature cow body condition 
        or Mature cow hip height
    �  Cow herd genomics
    �  Udder score
    �  Feed intake data  
        (coming soon)

Traits Reported to ASA

12    SIMTALK

photo by Caroline Wild
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    BREEDER                                                                SEASON        TOTAL TRAITS 
    Bridle Bit Simmentals                  Walsh, CO                  2024 S                    13 
    Clear Springs Cattle Co.             Starbuck, MN            2024 S                    13 
    Rock Hollow Farm                       Alachua, FL                2024 S                    12 
    Massey Farms                              Burlington, NC           2023 F                   11 
    Red Hill Farms                             Lafayette, TN             2024 S                    11 
    Andy Kratzer                                Marquette, KS           2023 F                   10 
    Circle M Cattle                            Burlington, NC           2023 F                   10 
    Joe Davis Cattle                           Westminster, NC        2023 F                   10 
    Mairs Livestock                           Ironton, MO               2023 F                    10 
    Kirlin Simmentals                         Avoca, MN                 2024 S                    10 
    Konesky, Joseph                          Sand Coulee, MT      2024 S                    10 
    University of Illinois                     Baylis, IL                    2024 S                    10 
    CLM Ranch                                  Olean, MO                  2024 S                    10 
    Double B Acres                            Sterling, OH               2024 S                    10 
    Toad Holler Simmentals              Olean, MO                  2024 S                    10 
    Riveredge Farms                          Chilton, WI                 2024 S                    10 

    Andy Kratzer                                Marquette, KS           2024 S                     9 
    Deer Creek Farm                         Roseland, VA             2024 S                     9 
    J-C Simmentals                           Clare, MI                    2024 S                     9 
    Lassle Simmentals                       Glendive, MT             2024 S                     9 
    Lovaas Ranch                              Yellville, AR                2024 S                     9 
    McDonald Farms                         Blacksburg, VA          2024 S                     9 
    Quandt Brothers                          Oakes, ND                 2024 S                     9 
    Roller Ranch                                Hewitt, MN                20924 S                    9 
    Roth Farms                                  Sterling, KS                2024 S                     9 
    Slayton Farms                              West Plains, MO        2023 F                     9 
    Anderson Land and Livestock    Pilot Rock, OR           2023 F                    8 
    B&B Simmental Cattle                 Burke, SD                  2024 S                     8 
    BGibbs Farms                              Ranburne, AL            2023 F                     8 
    Double J Farms                           Garretson, SD            2024 S                     8 
    Eakins, Roger                               Jackson, MO             2023 F                    8 
    Fauth Ranch Simmentals            Lavina, MT                 2024 S                     8 
    Gibbs Farms                                Ranburne, AL             2023 F                     8 
    Green Valley Farm                       Charlotte, MI              2024 S                     8 
    Kellers Broken Heart Ranch        Mandan, ND              2024 S                     8 
    Miller Simmental                         Gildford, MT              2025 S                     8 
    Nichols Farms                              Bridgewater, IA          2023 F                     8 
    McCracken Livestock                  Kansas City, KS         2023 F                     8 
    Six Cedars Farm                          Macon, MO                2024 S                     8 
    Wicks, Zane                                 Richardton, ND          2024 S                     8 

Dedicated  
Performance  
Advocate

Driven  
Performance  
Advocate
(reported 10 or more traits)

(reported 8 to 9 traits)

ST
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by Lilly Platts

Cow size is a constant topic of conversation 
in the beef industry, and the ideal weight 
varies by environment and program. The 
energy required to sustain a female through-
out each yearly cycle not only matters for the 
cow herself, but also for the calf she pro-
duces. When resources are tight due to 
drought or the economy, producers are faced 
with tough decisions. A pregnant cow can 
withstand a lot, but it is imperative that her 
energy requirements are always met in order 
for her to produce the highest-performing calf 
possible. Dr. Allison Meyer, Associate Profes-
sor of Physiology and Ruminant Nutrition at 
the University of Missouri, shared about the 
relationship between cow size, nutrition, and 
calf needs during the 2025 Fall Focus Educa-
tional Symposium in Columbia, Missouri.

Meyer first challenged producers to figure out  
what their own females weigh, and to consider 

that muscle — which is often more present in crossbred 
cattle like SimAngus — is heavier than fat. “As we con-
sider cow size, I want to challenge everyone, before 
throwing the first stone, to figure out what your mature 
cows weigh,” she said. “Your cows weigh probably 
more than you think they do if you don’t weigh them  
a lot, or your customer’s cattle weigh more than they 
think they do, because your breed still has muscle in it. 
That’s why we like them.”  
    Finding the ideal cow weight, which strikes the  
balance between input and output, can be tricky. 
Thriftiness is often prioritized, but if cow size is too 
small, calf size at weaning will also decrease. Meyer 
explained that by thinking about cows like factories, 
producers can determine whether or not their females 
are too big for their environment. “A cow’s job is to 
hang around for a long time and make as many prod-
ucts, or calves, as she can. When we think of it in terms 
of a factory, we don’t necessarily think that a big factory 
that makes a lot is a bad thing. It depends on what you 
are making,” she explained.  
    Evaluating the obvious external measures, like weight 
or frame size, doesn’t offer the full picture of cow effi-
ciency. Muscle mass and nutrient utilization are also 

important. Muscle adds weight, and more weight 
requires more nutrient intake; however, muscle is also 
critical in times of stress. “Muscle is the place where you 
can put extra protein,” Meyer shared. “We can’t store 
protein just anywhere in the body, but when cows are 
hungry or go through periods of time where they don’t 
get enough nutrients, they can pull from their muscle.”  
    During pregnancy and lactation, this nutrient reser-
voir can be critical. “They can give their little fetus, or 
their udder, those amino acids,” Meyer added.  
    In her research, Meyer has found that cattle with thin 
muscle cannot withstand stress. Because of this, she 
encourages producers to keep in mind that the pendu-
lum on cow size can swing too far in either direction. 
“I think that cows can get way too little, just as they can 
get way too big,” she said.  
    Cow-calf producers are beholden to the weather, and 
in many areas of the US, drought has greatly diminished 
resources. Too much moisture can also create challenges 
for females — grass might look abundant, but the pro-
tein in forages is often diluted with excess moisture. 
Across the country, volatile weather creates nutritional 
challenges for beef cows. “We have to keep in mind that 
a cow is regularly in situations where she is stressed 
because of the amount of nutrients she gets,” Meyer said.  
    Despite this challenge, producers are consistently 
working to maximize genetic potential, which can only 
be realized if a female isn’t stretched too far nutrition-
ally. “Her calf has the genetics to do so much, and that 
can only happen if it has nutrients,” Meyer shared. 

Making Most
Genetic Potential Nutrition

First-calf heifers are still developing during pregnancy,  
making proper nutrition critical for both them and their offspring. 

Your Herd’s
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“Her job as a factory is to give nutrients to her calf, and 
the only period of the calf’s life that she can do that is 
from the time it’s conceived to the time it’s weaned.”  
    Meyer shared that while individual seedstock produc-
ers may do everything they can to meet their cow herd’s 
nutritional needs, and ultimately maximize the genetic 
potential of calves, there are many producers who either 
aren’t able to do so, or who do not have the knowledge 
to do so. Testing hay is an easy, affordable step that many 
producers skip. “We’re currently dealing with really 
weird conditions, so sometimes we think that our forage 
is great when it isn’t. Many people have genetic informa-
tion on every animal on the place, but haven’t done a hay 
test in decades,” Meyer said. “Not every hay bale that 
looks good actually has the right numbers.”  
    Often, producers don’t realize they aren’t fully meet-
ing the nutritional needs of their cow herd during 
gestation. “I know that many times when we don’t feed 
cows well, it’s by accident. I’m not casting blame on this 
situation, but I want us to think about the nutrients a 
calf needs from the time it’s conceived until the time 
that it’s weaned.”  
    Much of Meyer’s research focuses on cow needs in  
the late stages of pregnancy. Nutritional requirements 
increase during this time, but don’t always align with the 
standard yearly schedule many producers follow. “The 
problem with that is that we’ve actually selected calving 
seasons primarily to give more nutrients to that cow 
actually when she’s milking, and when we need to get 
her rebred, which means that many times she doesn’t 
have as much of an opportunity to eat as many nutrients 
when she’s in her late pregnancy,” Meyer explained.  
    Physical appearance can also skew feeding decisions, 
and producers often don’t realize that a cow was under-
conditioned until after she has calved. “Sometimes we 
also imagine that when she’s full and she has a big fetus 
in her, that she has a little more condition on her than 
she does,” Meyer said.  
    This mistake can be hard to reverse, especially in the 
resulting calf. Cows naturally prioritize where nutrients 
go, and while the cow will sacrifice herself for as long 
as possible, a fetus may be shortchanged in order for a 
cow to continue maintaining her own body. “Now, we 
know that cows generally pull from themselves first,” 

Meyer said. “They’re kind of the ultimate martyr, but 
there is a limit because they need to keep themselves 
alive. It is bad for their calf if they are dead or if they 
can’t make milk, so they do start to limit their calf and 
their ability to make milk.”  
    In a USDA-funded study, heifers were either fed to 
their nutrient requirements during pregnancy, or only 
to 70% of their protein and energy needs. The females 
and their offspring were evaluated based on a number 
of criteria. Overall, if cows were not given enough to eat, 
their calves didn’t receive enough nutrition. Decreased 
birthweights were also observed, which is not a posi-
tive outcome when the lower weight is due to nutrition. 

(continued on page 18) 

Above: Dr. Allison Meyer sharing about the importance  
of cow herd nutrition during Fall Focus 2025. 

Below: The variation in available resources like grass  
throughout the year can make it challenging for producers  

to always meet their cow herd’s nutritional needs.
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“If we change the fetal growth trajectory, bad things can 
happen. We can change fetal development, their vigor, 
their cold tolerance, and all kinds of things like that,” 
Meyer explained.  
    Meyer emphasized that the only correct way to 
decrease birthweight is through genetics, not nutrition. 
There is a misconception that feeding a cow “too well” 
can cause calves to have large birthweights, but Meyer 
shared that this cannot happen. “You actually cannot 
feed birth weight into a calf that its genetics didn’t have 
the potential for,” she said.  
    In the experiment, calf vigor was measured in the 
two groups of females based on the amount of time it 
took for calves to stand up after birth. Meyer shared, 
“We found that if the dams were nutrient restricted in 
this study [their calves] took longer to attempt to stand, 
and longer to stand.” 
    These calves weighed less through weaning, and 
Meyer shared that skeletal differences and a smaller 
ribeye area were also observed. These changes could be 
attributed to a number of factors — from getting less 
nutrients in utero, to the lower-quality colostrum their 
mothers produced; the females fed at 70% were put on 
a diet that met their nutritional needs at 100% after giv-
ing birth, but colostrum is produced before birth. Even 
on a full diet, these cows and calves weren’t able to catch 
up to their counterparts.  
    Differences were observed in the restricted females 
well past the first calf cycle. “We found that even though 
we had been managing them together since we weaned 
their first calf, and really we were feeding them simi-
larly since they gave birth to their first calf, that they 

still were smaller if they had been nutrient restricted in 
the first pregnancy. They weighed less throughout their 
second pregnancy, the rest of their second pregnancy, 
and through their second lactation,” Meyer explained.  
    These females also had less muscle mass and smaller 
frame scores, which could be viewed as beneficial in 
certain programs, but Meyer cautioned that low muscle 
means these females won’t have the reserves to with-
stand environmental challenges. “What we do to a 
heifer, especially during her first pregnancy and lacta-
tion, does affect her forever. We expect her to grow 
about 20% of her mature body weight while she’s preg-
nant. But many times we think she’s developed because 
she’s pregnant, and I think that’s really wrong. I think 
we need to consider that she’s still being developed all 
the way through her first pregnancy, and probably until 
we’ve weaned her first calf,” Meyer shared.  
    Meyer also explored the implications of the current 
cattle market. Even newborn calves are worth a substan-
tial amount, which means that getting them through the 
first three weeks of life isn’t only important from an 
animal husbandry standpoint, but also because of value. 
Additionally, because feedyards are asking more of cat-
tle with the goal of larger finished weights, making sure 
calves are healthy from the beginning is more important 
than ever. Meyer concluded, “We don’t necessarily have 
to make cows bigger to make their calves have the 
potential to be bigger. We can just manage them better 
so that their calves can meet their genetic potential to do 
those things. What is the point of having great genetics 
if you don’t realize that genetic potential because a cow 
didn’t have the inputs she needed?”

Making  Most  Your Herd’s Genetic Potential  Nutrition
(continued from page 17)

SimGenetics producers from Missouri and beyond taking in Meyer’s presentation.

ST
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70 Yearling Simmental and SimAngus™ Bulls 
Three 16-Month-Old Bulls, 25 Open Yearling Heifers, and 20 Embryos

Other sires include: KBHR Honor H060, TNT Comfort Zone J328, R Plus Yuma 9087G, R Plus Estevan 2162K, 
HCC Whitewater 9010, Gibbs 9114G Essential, TERS Kodiak 206K, Wheatland Bull 680S, R Plus Uppercut 6103D, Schooley 
Krown 28K, CLRS Guardian 317G, THSF Lover Boy B33, KS Calibrate K209, Bridle Bit Resource G9117 and Hooks Eagle 6E.

Miss R Plus 3007A    ASA# 3979131 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
  7     3.6      74     115    .25      7       25        62         .05      .96    111    73 

Donor cow, dam to several lots.

LBRS Genesis G69    ASA# 3603651 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
  9     2.8     114    173     .7       4       24        81          1        .98    189   120 

Adj. WW: 767 lbs.    Adj. YW: 1,325 lbs.

Ellingson Ace J183    ASA# 3940088 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
  7     3.5     108    167    .36      3       30        84         .24      123    118    93 

Adj. WW: 929 lbs.    Adj. YW: 1,641 lbs.

TNT Assurance J455    ASA# 3942173 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
  8     2.7     115    180    .41      5       31        88         .23     1.12   145    98 

Adj. WW: 833 lbs.    Adj. YW: 1,490 lbs. 

Bridle Bit Recharge K256    ASA# 4058272 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
 15   -2.1     85     137    .32     9.5      30        73         .67     1.34   180   103 

Adj. WW: 728 lbs.    Adj. YW: 1,232 lbs.

RF Caliber 014G    ASA# 4017365 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
  4     6.7     111    172    .39      3       18        73        -.06     1.08   112    86 

Adj. WW: 893 lbs.    Adj. YW: 1,538 lbs.

Hook`s Galileo 210G    ASA# 3563620 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
 18   -2.4     90     140    .31     12      36        81        1.22     .67    208   115 

Adj. WW: 714 lbs.    Adj. YW: 1,329 lbs.

KBHR Revolution H071    ASA# 3789458 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
 12    1.5     107    163    .35     4.7      23        77         .43     1.16   165   104 

Adj. WW: 799 lbs.    Adj. YW: 1,518 lbs.

LCDR Anthem 33K    ASA# 4113686 
 CE   BW    WW    YW   ADG  MCE  MILK   MWW   MARB   REA   $API   $TI 
 15     -1     100    158    .36      8       21        71         .67     1.09   182   109 

Adj. WW: 805 lbs.    Adj. YW: 1,341 lbs.

Selling:

www.ellingsonsimmentals.com or www.simmental.orgEPD as of 8.26.25

Friday, January 23, 2026 • 1:00 pm CST 
Sale Location: At the farm, Dahlen, ND

Bulls will be SEMEN TESTED and GUARANTEED BREEDERS.

Guest Consignor:
Strommen Simmentals, Arthur, ND • 701-967-8320

Terry Ellingson & Family 
Phone: 701-384-6225 

Cell: 701-741-3045 
5065 125th Ave. NE • Dahlen, ND 58224 

email: tellings@polarcomm.com

For catalogs and information:

The catalog and updated information 
(homozygous polled test, ultrasound  

and scrotal measurements)  
will be available online.
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Ranching Road Trip
by Sean McGrath

The People Path 
    On our ranching road trip, the map always leads us 
back to the people involved in and supporting the opera-
tion. A part of the word agriculture is “culture,” meaning 
rooted in people. I have never seen an operation where 
the return on investment of investing in people doesn’t 
result in the absolute highest rate of return. 
    One of the unique parts of most farms and ranches  
is that they are family owned and run, even if they are 
structured as a corporation. This can be a double-edged 
sword, with incredible vision and commitment that is 
hard to achieve outside of a deeply rooted family struc-
ture, but it also can result in business decisions potentially 
deeply impacting family dynamics and vice versa. 
Gerald Weinberg stated, “no matter what the problem 
is, it’s always a people problem.” I believe this is true, 
but it is also true that every opportunity is also a peo-
ple’s opportunity. 

The Triple A Test 
    All of us have skills and preferences that lead us to 
choose certain options or prefer doing certain jobs on 
the ranch. The beauty of a team approach is that it allows 
us to stay in our strengths and augment our strengths 
with the talents of others around us. That said, it is 
important to recognize and work to understand those 
areas that may be a personal or team weakness. One of 
the best ways I have found to do this on our ranch is the 
AAA test. AAA is short for Anxiety, Avoidance, and 
Anger. There are always aspects of farming and ranch-
ing that create anxiety. An example could be dealing 

with debt load and payments. This may indicate a bene-
fit to training in business management and cash flow 
planning. Or, maybe on your ranch folks get mad when 
they are sorting cows together. In this case, anger may 
be a prompt to attend stockmanship or cattle handling 
seminars. Or, perhaps the entire discussion surround-
ing death, succession, and handing the ranch down to 
the next generation is being avoided. Again, following 
the AAA test criteria, pursuing professional assistance 
in this area might be a very proactive step for the busi-
ness and the people involved. 

Knowledge and Trip Planning is Power 
    One of the key roles of people involved in any ranch-
ing road trip is planning the route, having an idea where 
they can stop for gas, and making sure the spare tire has 
air. This is a broad analogy, but the planning process is 
extremely important. As anyone working on a farm or 
ranch knows, any plan A usually is somewhere around 
plan X, Y, or Z by the time it comes to completion, some-
times daily. While any plan may change en route, the 
simple act of planning and acknowledging pitfalls and 
things we have no control over allows us to adapt much 
more quickly and with a result that is usually closer to 
our targeted destination. 
    This is a big part of the first two articles in this series. 
Using the planning process to target success can be a 
tremendous stress reliever, even when things go off 
track. For example, having a drought plan lets us more 
quickly respond to drought situations in a measured and 
proactive way. Having a marketing plan lets us pull the 
trigger when conditions are right to be profitable or to 
manage risk when markets shift. Building a succession 
plan creates an opportunity for the next generation and 
generations beyond. I believe honesty, open communica-
tion, and the planning process builds family cultures that 
are resilient and adaptable to future challenges and more 
importantly opportunities in the industry. 
    I will be the first to confess that I have been incredibly 
blessed in our operation to have an older generation 
focused on continual learning and improvement with a 

This is part three of a three-part series. It aims 
to outline an approach to ranching that may 
provide a framework for your own operation. 
There will be common themes throughout, 
and it may wrap around on itself, as we 
broach the interconnectedness of various 
aspects of ranching.

 ST_F_Ranching Road Trip Part 3.qxp_Layout 1  10/3/25  8:59 AM  Page 2



SIMTALK    21

willingness to hand over the reins. That said, communi-
cation and the people part is still a massive undertaking, 
and we are probably on plan Z from where we started. 

Getting Lost 
    The hardest part of the “people path” is usually 
admitting to the fact that we may be lost and stopping 
to ask for directions. It is also true that although most  
of our parents instilled the importance of honesty in  
us, the person in the mirror is often the most difficult 
person to be truly honest with. 
    The people path can be winding, and issues such as 
addiction, mental health, debt/weather stress, and 
unresolved conflict are real. If you are in a situation 
where you find yourself traveling down a dark alley  
or someone you love may be suffering, please reach  
out for help and directions. The 988-suicide emergency 
number, a trusted friend, physician, or any of the  
rm help resources are all available. There are great 
resources available at https://www.domore.ag/ as 
well. There is nothing wrong with needing to use a  
map or checking the GPS to get recentered. Please ask 
for help. Remember there are a lot of other people in 
the car on this road trip with you who love you and 
want the best for you. 

(continued on page 22) 

Good communication is essential for the success of family-run 
farms and ranches. The family nature of the cattle business 

makes it unique, and presents both challenges and benefits.
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A Ranching Road Trip, Part 3
(continued from page 21)

Please check out these services for mental health 
care in agriculture. Note that this list is not compre-
hensive, but a sample of what is available to farmers 
and ranchers across the country.  

AgriSafe  
agrisafe.org  
    The AgriSafe Network, a nonprofit organization, 
represents health professionals and educators who 
strive to reduce health disparities found among the 
agricultural community. Services include everything 
from mental health care to pesticide and chemical 
safety. The AgriSafe Learning Lab includes webi-
nars and a long list of courses on a variety of farm 
and ranch safety topics. Their 24/7 hotline is 833-
897-2474.  

American Farm Bureau Farm State of Mind  
fb.org/initiative/farm-state-of-mind 
    The American Farm Bureau Farm State of Mind 
campaign builds awareness to reduce stigma and 
provides access to information and resources that 
promote farmer and rancher mental health wellness. 
Their directory includes an in-depth list of resources 
across the country, which can be sorted by state. 
The site also includes valuable resources, including 
warning signs of suicide, research, and more.  

Farm Aid  
farmaid.org  
    Farm Aid maintains a mental health care hotline 
— 1-800-FARM-AID (1-800-327-6243) — which 
can be reached Monday through Friday from 9 AM
to 9 PM Eastern time, and 6 AM to 6 PM Pacific time. 
The Spanish hotline is available Monday through 
Friday from 9 AM to 5 PM Eastern time, and 6 AM to  
2 PM Pacific time. 

Rural Health Information Hub  
ruralhealthinfo.org/topics/farmer-mental-health 
    The Rural Health Information Hub shares a num-
ber of resources, as well as helpful explanations 
about the stressors farmers and ranchers face. 
Their site also provides several options for call in 
helplines, programs, and examples of successful 
programs across the country.

Sean McGrath is a rancher and consultant from Vermil-
ion, Alberta. Sean’s consulting practice focuses on 
genetic improvement of beef cattle and includes work 
with several breed associations and their breed improve-
ment programs. Other key focuses are range 
management, forage crops, and general ranch manage-
ment. The ranching operation consists largely of native 
grasslands and is operated with Sean’s wife Tanya and 
family. The ranch is focused on year-round grazing and 
deploys several advanced technologies. The ranch sells 
commercial cattle and seedstock, as well as environmen-
tal goods and services. In 2023, McGrath received a 
Continuing Service Award from the Beef Improvement 
Federation. In 2014 the ranch won the Provincial and 
National Environmental Stewardship Award.

Scan the QR code to explore  
Ranching For Profit financial education.  

ST

People Pull It Together 
    Throughout this series we have discussed the role  
of vision, financial planning/management, land and 
livestock, yet it is the people involved in and interacting 
with the operation who help to pull all the pieces 
together. In other words, the people involved are 
responsible for driving the car. Continual learning and 
communication are keys to enjoying the journey in agri-
culture, but we also need time (and to remember) to fill 
our own personal tanks with fuel. The beef industry is 
changing rapidly, but at its core it is really a people 
business. Best of luck on your trip!
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by Lilly Platts, photos by ASA intern Chloe Tolar

The Missouri Simmental Association helped kick off  
Fall Focus 2025 with a full day showcasing the 

state’s rich beef cattle industry. Early in the morning  
of Friday, August 22, producers from Missouri and 
beyond boarded buses for the Trowbridge Livestock 
Center on the University of Missouri (MU) campus.  
    Dr. Bryon Wiegand, professor of Animal Science at 
the University of Missouri, opened the morning session 
by covering MU’s animal science program. The under-
graduate enrollment in animal science at MU is expected 
to be over 500 students in the 2025–2026 academic year, 
and continues to grow. Many of these students are on 

the pre-veterinary medicine track. The animal science 
department is currently constructing a state-of-the-art 
meat processing and teaching facility, which will fur-
ther expand their ability to educate future professionals 
in agriculture.  
    Cyndi Young-Puyear, with Brownsfield Ag News, pro-
vided an overview of Missouri’s agricultural production. 
Missouri ranks third in the nation for cow-calf produc-
tion, just behind Texas and Oklahoma, with 1.864 million 
head of beef cows, up 34,000 compared to last year. The 
state is also home to 60,000 dairy females, and 90,000 
head of cattle on feed. “This strong cow presence under-
scores Missouri’s vital role in the beef cattle industry,” 
Young-Puyear shared.  
    The majority of these cow-calf operations are small, 
family-run farms with a modest average herd size of 36 
cows. The state is losing farm ground and family opera-
tions to consolidation, mirroring the nationwide trend. 
Despite this, Missouri’s beef industry is still driven by 
small family farms. “The base of the industry continues 
to rely on thousands of family-owned ranches, 88 per-
cent of which are still operated by families,” Young- 
Puyear shared.  
    Demographically, Missouri also mirrors the nation, 
with the average age of producers at almost 58. Fewer 
than ten percent of producers in the state are under the 
age of 35. While this presents a challenge, Young-Puyear 
shared that there are some bright spots, including the 
46,000 farmers with less than ten years of experience. 
Women make up one-third of the state’s agricultural pro-
ducers, and there are 16,000 veterans helping grow food.  

Dr. Bryon Wiegand, professor of Animal Science at the University  
of Missouri, discussed MU’s highly respected agricultural program.

Show-Me State

24    SIMTALK

Missouri is third in the nation for cow-calf 
production, and a leader in the Simmental 
breed. The Missouri Simmental Association 
hosted a full day of education on the state’s 
rich beef cattle industry, kicking off Fall 
Focus 2025.
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    The Simmental breed has an especially strong pres-
ence in the Show-Me State. Missouri’s climate is varied, 
but thanks to an average annual rainfall of 35–50 inches, 
producers across the state can expect around 200 grazing 
days per year. Many of the families raising SimGenetics 
cattle in Missouri have been involved for generations. 
Young-Puyear shared, “Over the decades, Simmental 
genetics have become deeply woven into the fabric of 
Missouri’s beef cattle industry.”  
    Fescue is present in many Missouri pastures, pre-
senting challenges for cow-calf producers. The fungal 
endophyte in toxic tall fescue produces ergot alkaloids, 
which restrict blood flow. This restricted blood flow 
leads to poor nutrient delivery to hair follicles, which 
can cause delayed hair shedding. Missouri summers 
can be hot and humid, so this delayed shedding, or 
rough hair coat, can lead to serious heat stress, weight 
loss, and a lowered productivity. Simmental cattle are 
known for adaptability to fescue, but still, genetic 
progress is needed to improve this issue, which costs  
the beef industry one billion dollars annually.  
    Dr. Jamie Courter, assistant professor and State Beef 
Extension Specialist at MU, provided an update on 
innovations in fescue tolerance research and genetics. 
Hair shedding is an economically relevant trait that is 
moderately heritable. Hair shedding scores, when 
reported to universities and associations, help tie this 
trait to specific genetics that are either tolerant or resis-
tant to fescue. Courter shared that collecting these 

scores should be handled in the same manner as any 
trait. She also emphasized that hair shedding and hair 
coast are two entirely different measures. Cattle can 
have somewhat curly hair, straight hair, thick hair, etc., 
much like people; what matters isn’t the texture of the 
hair, but how efficiently it sheds each spring.  
    Age impacts hair shedding, which means that older 
cows should not be viewed the same as heifers. Selection 
decisions should be made based on these age groups, 
either focusing on young animals, or older females. 
“Younger cows will always on average have higher hair 
shed scores than their older counterparts,” Courter said.  
    Management is extremely important in hair shedding 
— nutrition, stress, and parasites can draw energy away 
from hair shedding. For producers, especially in areas like 
Missouri, to fully understand their herd’s hair shedding 
status, management needs to be in order. MU maintains 
a database of 11,000 hair shedding scores, available for 
public viewing.  
    Next, Dr. Teagan Schnurbusch, assistant Extension 
professor and State Extension Specialist in Meat Science 
at MU, shared about her beef-on-dairy research. In 2018, 
the industry saw a major uptick in the number of dairy-
cross cattle entering the feed yard, and in 2024, there 
were more beef-on-dairy calves in the feedlot than 
straight dairy, signifying an overall shift in the industry. 
Dr. Schnurbusch and her team studied the carcass dif-
ferences among dairy, beef-on-dairy, and beef cattle.  

(Continued on page 26)
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    The study included SimAngus-sired calves and 
straight dairy calves that were fed under a uniform 
protocol, using a Growsafe system to measure feed 
intake. The cattle were harvested at MU’s meat lab, and 
wet-aged. Using an advanced imaging system, the team 
analyzed various attributes of each steak, including 
size, shape, and quality. Steaks were also placed in a 
simulated meat case to observe differences in color, 
which often impacts consumer choice on grocery stores 
shelves. The SimAngus, dairy-cross cattle had a shorter, 
more compact carcass, and ribeye size was notably big-
ger than the straight dairy cattle. At the time, these 
SimAngus, dairy-cross cattle would have earned $300 
more per head than their straight dairy counterparts, 
which would be even more in today’s market. In a sec-
ond study, the team added 100 percent SimAngus steers 
and heifers to the study. In the end, the straight beef 
cattle were notably more fat, demonstrating the differ-
ences in how dairy cattle carry fat.  
    MU is continuing beef-on-dairy research. Graduate 
student Annika Donlick presented a preview of her 
upcoming study, which will analyze phenotypic differ-
ences of beef and dairy animals. A survey of dairy 
producers showed that while many animals they are 
selecting for will enter the feedlot, carcass traits are 
usually not considered. Calving ease and milk, which 
are of course important for dairy producers, continue  
to be the priority, even for animals they know will be 
terminal. Donlick’s research will further explore this, 
with the goal of better understanding the impact of sire 
genetic merit on beef-on-dairy calves.  
    The morning session closed with three guests who 
are extremely influential in Missouri agriculture. Chris 
Chinn, Missouri director of Agriculture, spoke about 

the overall impact of agriculture in the state. Agricul-
ture is a 93.7 billion dollar industry in Missouri, and 
ranks in the top ten for many commodities. The state’s 
Boothill region grows a variety of crops, including rice, 
cotton, peanuts, and melons. The rolling grass hills of 
the state are home to a variety of livestock operations. 
Chinn discussed the future of the American Food Group 
beef plant, which at full capacity, will be able to process 
2,400 head of cattle today. Historically, Missouri has not 
had a strong cattle feeding presence due to the distance 
required to get fat cattle to a processor, and this new 
facility aims to change that.  
    Next, MU president Dr. Mun Choi welcomed the 
crowd to Missouri. Choi shared about the University’s 
students, programs, and the importance of the School 
of Agriculture. He also discussed other areas where MU 
stands out, including in cancer research. “It is my great 
honor to be here and welcome you,” Choi said.  
    The final guest for the morning was Mike Kehoe, 
Missouri’s governor. Elected in 2024, Kehoe is just  
getting started in his work for the state, but has empha-
sized the importance of agriculture from the beginning. 
A cattle producer himself, Kehoe shared about how the 
cattle industry has had a positive impact on his own life. 
“My journey in agriculture has been incredible. Through 
all my business opportunities… none of that taught me 
how to make decisions like agriculture did,” Kehoe said. 
“I am very passionate about the agriculture industry.”  
    Please watch for the November Register, which will 
include further coverage of Fall Focus 2025.

(Continued from page 25)

L–R: Victor Guerra, ASA Board chairman; Dr. Jon DeClerck, ASA EVP; Chris Chinn, Missouri director of Agriculture;  
Mike Kehoe, Missouri governor; and Wayne Vanderwert, Missouri Simmental Association.

Showing Off  Show-Me State

26    SIMTALK

ST

 ST_F_Showing Off the Show-Me State.qxp_Layout 1  10/3/25  9:10 AM  Page 4



10.25 Clear Springs Bred For Balance fp 4c.qxp_Layout 1  10/3/25  11:02 AM  Page 1



28    SIMTALK

2026 Sire Source:

by Callie Cooley, ASA Publication Business Manager

Sire Source has been a trusted reference for 
cattle producers since its initial release over 
15 years ago. Since then, it has expanded in 
size and evolved with the times. 

Last year’s refreshed format was a resounding  
success, combining sire listings with educational 

content that readers could immediately apply to their 
operations. Building on that momentum, the 2026 edi-
tion is expanding its reach and impact in a big way. 
    For the first time, the print edition will be mailed 
directly to all SimTalk subscribers, which includes over 
40,000 ASA members, commercial producers, universi-
ties, and industry professionals. That’s a fivefold 
increase from the previous 8,000, giving all sires 
included unprecedented visibility with a nationwide 
audience actively seeking genetics. The value doesn’t 
stop with the printed edition. Every bull listing is also 
added to simmental.org, where it remains accessible for  
a full year after the release of the print publication. 

For the first time, the print edition 
will be mailed directly to all  
SimTalk subscribers, which 

includes over 40,000 ASA members,  
commercial producers, universities, 

and industry professionals.

Deadlines 

Ad sales close: March 2, 2026 
Ad materials due: March 9, 2026 

    Also new this year, Sire Source will be released as a 
stand-alone publication, allowing for more desirable 
delivery timing and even greater reader engagement. 
While the deadlines may feel early, don’t let that deter 
you. Participating in this issue ensures that your sires 
are front and center in the most widely distributed 
edition yet. 
    Advertising is open to all breeders whose bulls 
meet the Sire Source guidelines*, regardless of ASA 
membership. To get started, email Nancy Chesterfield 
(nchesterfield@simmgene.com) or Rebecca Price 
(rprice@simmgene.com), or give them a call at  
406-587-2778. 

* Bulls must be registered with the ASA and have all required 
DNA testing completed to qualify as approved AI sires.

    Sire Source is no longer just about introducing the 
newest sires to the industry, and it certainly isn’t just 
another semen catalog. Exposure here can open doors 
in unexpected ways. Beyond semen sales, it’s about 
building recognition for your program. The right pro-
ducer may see your genetics in Sire Source and decide  
to attend your bull sale next year or connect with you 
on a future purchase. Whether you’re highlighting new 
sires or proven sires with staying power, this publica-
tion gives advertisers the platform to reach both current 
and future customers. 
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Depreciation and Opportunity Interest 
are Large Cow-calf Costs  
with Today’s Market Prices  
by Aaron Berger, Nebraska Extension  
    The recent, sharply higher prices have been a financial 
benefit for those owning cows. Being able to capitalize 
on increasing calf prices and to sell a weigh-up cow for 
more than it costs to develop or purchase one has made 
for excellent times financially for cow-calf producers.  
    However, the recent increase in price has also drasti-
cally increased two hidden, non-cash costs that impact a 
cow-calf producers’ cost of production. These two costs, 
which are especially pronounced in today’s current mar-
ket environment, are depreciation and the opportunity 
cost of interest on the market value of the cow.  
    Depreciation is a non-cash expense that producers 
will not receive an invoice for, but it is a real cost. Unless 
the rocket-like trajectory of the cattle prices continues, 
which historically seems unlikely, prices will eventually 
moderate and decline. Even if market prices remain 
steady, the current price structure for cows has drasti-
cally increased cow depreciation and the opportunity 
cost of interest on cow value.  
    To put this in perspective, consider that a $4,000 bred 
heifer today will become a $2,000 weigh-up cow at cur-
rent market prices. (If weigh-up prices decline in the 
future, the bred heifer purchased now will be worth even 
less when she leaves the herd.) If that bred heifer is in 
production for five years before she leaves the herd — 
exceeding the industry average — the annual deprecia-
tion is $400, excluding any death loss. The cow that dies 
is fully depreciated as she has zero value when she leaves 
the herd. Assuming an average cow value of $3,000 over 
her productive life, with a 2% death loss per year, the 
annual cost is $60 per cow per year. Cow death loss, plus 
depreciation, totals $460 per year for each of the five 
years that the cow is expected to be in production. 
    Consider also the opportunity cost of interest on the 
asset value of the cow. For the sake of this example, an 
interest rate of 6% is used, which is midway between 
what a producer could expect to get in terms of return on 
investment if the money were placed in a certificate of 
deposit at 4%, and the cost of borrowing money at 8% to 
purchase the cow. If opportunity cost is calculated, 
assuming an average cow value of $3,000 per year at an 
interest rate of 6%, this is $180 per year. 
    Combining the $180 of opportunity cost of interest on 
the average cow market value together with the $460 of 
cow depreciation, results in a total of $640 per cow per 
year. If the cows wean, on average, an 88% calf crop per 
cow exposed to breeding, this is $727 per calf produced 
in depreciation and opportunity cost. If the producer 
receives an average of $420/cwt for weaned calves with 
an average calf weight of 525 pounds ($2,205/head), one 
third of total revenue generated would be needed to 
cover cow depreciation and opportunity cost.  

continued on page 32

    The cow-calf producer will not get a physical notice for 
either cow depreciation or the opportunity cost of inter-
est. However, depreciation is the value that is being lost 
as the cow eventually ages out of the herd, dies, and/or 
as market prices decline. Opportunity cost is the expected 
return on the capital invested in the cow that could have 
been generated from an alternative investment. 
    Things for a cow-calf producer to ponder under cur-
rent market conditions:  
    1. Recognize the different categories of cost economi-

cally that are in unit cost of production for a 
cow-calf enterprise, including both depreciation 
and opportunity cost of interest on cow value.  

    2. Understand how increasing cow prices impact the 
economic cost of producing a pound of weaned calf.  

    3. Consider ways to get replacement cows into the 
herd at a lower cost and capture higher prices for 
cows when they leave the herd to reduce deprecia-
tion costs.  

    4. Recognize that home-raised replacements likely don’t 
cost $4,000 to produce, but this is their market value, 
as they could be sold to someone else at that price. 

    5. Evaluate ways to capitalize on cow value. All 
income from home-raised cows held for more than 
two years is taxed at a capital gains rate when sold. 
Financially, these sales can have significant tax 
advantages as there is no self-employment tax on 
this income. Capital gains income is also taxed at a 
lower rate when compared to ordinary income, 
such as that from calf or yearling sales.  

    Cow-calf producers who recognize the economic cost 
of both cow depreciation and opportunity interest have 
taken the first step needed to address it. Once a producer 
sees the significance of these costs, they can then begin to 
consider what opportunities are available to reduce them.  

Beef-on-Dairy Crosses Are a Practical 
Alternative for Stocker Programs 
by Paul Beck, Oklahoma State University Extension  
    Calf supplies are expected to be tight this fall. The US 
beef cow herd is the smallest since the early 1960s, and 
calf crops continue to shrink. Stocker operators will need 
to look for alternative sources of grazing cattle. 
    One option is beef-on-dairy crosses. Each year, US 
dairies produce more than four million calves for beef 
production, and a growing share are dairy cows bred to 
beef sires. These crossbreds typically outperform 
straight dairy calves in growth, feed efficiency, and car-
cass value. 

    Oklahoma State University has studied how beef-on-
dairy crosses perform in both stocker and finishing 
systems. 
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    • In one trial, steers were finished either as lightweight 
calves (100 days old) or after 217 days of stocker 
grazing. Grazed calves gained 2 lbs/day while graz-
ing and entered the feedlot at heavier weights and 
had improved carcass traits, but also consumed 
more feed than calves placed directly on feed.* 

    • A commercial-scale study in western Oklahoma 
compared beef-on-dairy calves to native beef calves. 
Dairy-beef crosses gained less during grazing than 
native beef calves on native range and entered the 
feedlot lighter but compensated during finishing to 
reach heavier slaughter weights.* 

    • In another wheat pasture study, 100-day-old light-
weight beef-on-dairy crosses struggled early, 
gaining only 0.75 pounds per day in the first month 
compared to 2.5 pounds for beef calves. Gains 
improved with time — gaining 3.3 lbs/day later in 
the grazing season (from day 84 to 140) — and over 
the 140-day grazing period they gained an average 
of 2 lbs/day compared to 2.75 for beef calves. 

    The slower start on pasture is often due to previous 
management and new environment. Unlike beef calves 
raised alongside their dams, dairy-beef calves don’t 
learn grazing behavior early in life. When they leave the 

dairy, many are unfamiliar with hay, group housing, 
open pastures, or even water sources. 
    A two- to three-week receiving period is critical. This 
time allows calves to adjust to new feeds, learn to graze, 
and develop herd behavior before turnout. Once 
adapted, their grazing performance improves and 
becomes more competitive with beef calves. 

    With tight beef calf supplies, beef-on-dairy crosses are 
becoming an important option for stocker operators. 
They require careful management at receiving and early 
grazing, but they finish well in the feedlot and produce 
high-quality carcasses. These calves are likely to play a 
growing role in the US beef supply. 
*Grote et al., 2024 

Generic vs. Pioneer Drugs for Cattle: 
Should You Care? 
by Andrea Bedford, Bovine Veterinarian  
    Medication use is an essential part of maintaining 
health, productivity, and welfare in dairy and beef cattle. 
From treating mastitis on a dairy to managing respira-
tory disease in a feedlot, veterinarians and producers 
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rely on a range of pharmaceuticals to keep herds healthy. 
However, with many drugs available in both pioneer 
and generic forms, the question arises: Is there a mean-
ingful difference between the two? 
    For veterinarians and producers, the decision 
involves more than just the label. Understanding the 
approval process, economics, and practical considera-
tions behind generic and pioneer drugs can help guide 
responsible choices that support animal health, food 
safety, and economic sustainability. 

    Pioneer drugs are the original products developed by 
a pharmaceutical company that have an approved new 
animal drug application (NADA). They are protected by 
patents, which give the company exclusive marketing 
rights for a period of time. This exclusivity allows the 
manufacturer to recoup the significant investment made 
in research, development, and regulatory approval. 
    Generic drugs enter the market once those patents 
expire and have an approved abbreviated NADA 
(ANADA). A generic contains the same active ingredi-
ent, in the same dosage form and strength, and is 
administered through the same route as its brand-name 
counterpart. In other words, a generic drug must deliver 
the same therapeutic effect as the brand-name drug. 
    The key differences often lie in the inactive ingredi-
ents, such as stabilizers, preservatives, or carriers, that 
can vary between products. These differences generally 
do not affect stability or efficacy, but may influence char-
acteristics such as palatability or ease of administration. 

    Both pioneer and generic veterinary drugs are regu-
lated by the FDA’s Center for Veterinary Medicine. 
However, the approval pathways differ: 
    • Pioneer drug approval requires a company to sub-

mit an NADA. This includes extensive studies to 
prove the product’s safety for the target species, its 
effectiveness against the labeled condition, toler-
ance in the animal, food safety data (residue studies 
for milk and meat), and environmental impact. 
These studies often involve large clinical trials and 
can take years to complete.  

    • Generic approval follows the ANADA process. 
Instead of repeating all of the brand-name drug’s 
trials, the generic manufacturer must prove bioe-
quivalence — that the drug behaves the same way 
in the animal’s body as the original product. Gener-
ics must also demonstrate consistent manufacturing 
practices and establish withdrawal times for milk 
and meat.  

    The result is that generics are held to rigorous stan-
dards of safety and efficacy. They are not weaker or 
inferior, they simply follow a more streamlined approval 
process as the groundwork has already been laid by the 
pioneer product. 
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    One of the most notable differences between pioneer 
and generic drugs is cost. For producers, generic options 
can significantly reduce the cost of herd-level treatment, 
which is an important factor when treating dozens or 
hundreds of animals. For veterinarians, cost can influence 
prescribing practices and client satisfaction. Offering 
effective but more affordable treatment options might 
improve compliance and strengthen the veterinarian- 
producer relationship. In the long term, the availability of 
generics supports more sustainable herd health pro-
grams, particularly for common or recurring conditions. 

    Does it work? vs. Did it work here? When speaking on 
generic drugs, one of the key distinctions Dr. Nora Schrag, 
from Kansas State University, pointed out was the differ-
ence between whether a drug works and whether a drug 
worked in a specific production environment. 
    “‘Does the thing in the bottle work’ is a fundamen-
tally very different question than ‘did it work,’” Schrag 
says. “‘Did it work’ includes the stuff in the bottle, but it 
also includes the people who are getting the stuff in the 
bottle into the critter, it includes the critters, it includes 
the weather, it includes everything else.” 

    Outcomes are influenced not just by the drug but also 
by management. Measuring whether a drug worked in a 
particular production setting requires keeping good 
records, monitoring success rates, and comparing farm 
outcomes to peer benchmarks. 
    While generics and pioneer drugs are equivalent in 
active ingredient and expected efficacy, a few practical 
points deserve attention: 
    • Perception: Some producers might be skeptical, per-

ceiving pioneer products as more trustworthy. 
Veterinarians play a critical role in reassuring clients 
with evidence-based guidance.  

    • Formulation differences: Rarely, a difference in inac-
tive ingredients might influence animal tolerance or 
ease of use.  

    • Compliance and stewardship: Regardless of 
whether pioneer or generic, observing label direc-
tions, withdrawal periods, and judicious 
antimicrobial use principles remains essential.  

    The choice of what drug to use should be a collabora-
tive effort between veterinarians and producers. 
    • Veterinarians should evaluate both clinical needs 

and economic considerations. Recommending a 
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generic is often appropriate, but being prepared to explain the science 
behind equivalency helps build producer confidence.  

    • Producers should recognize withdrawal times and responsible use 
requirements apply equally to both drug types. Partnering with veteri-
narians ensures choices align with herd health goals and regulatory 
compliance.  

    • Both parties must consider not only cost, but also judicious antimicro-
bial use, animal welfare, and food safety when selecting products.  

    Both generic and pioneer drugs are indispensable tools for managing cat-
tle health. FDA’s rigorous approval process ensures generics are just as safe 
and effective as their pioneer counterparts. Generics offer producers signifi-
cant cost savings that support sustainable operations. Working with their 
clients, veterinarians can help guide drug choices to ensure effective treat-
ment while promoting stewardship and trust. 
    In the end, the decision is not about brand loyalty but using evidence-
based judgment to balance animal health, food safety, and economics. 
Together, these values benefit both the beef and dairy industries. 

Minimizing Shrink to Maximize Profit 
by Chevy-Lynn Vaske, Kansas State University Extension  
    Every pound counts at the sale barn — and sometimes, the weight loss 
happens long before calves ever hit the scale. For cattle producers, shrink 
isn’t just a biological response to stress; it’s an invisible drain on profit mar-
gins that can be managed with the right timing and techniques, according to 
K-State beef cattle experts. 
    K-State veterinarian Brad White explains shrink as the weight loss that 
occurs between gathering calves at home and their final weigh-in at the scale. 
“In general, I expect calves to lose weight if they’re sitting in a new environ-
ment, new water source, just transported and everything else,” says 
veterinarian Bob Larson. “So even though it might be easiest for me to take 
calves on the day that’s most convenient for me, in order to address shrink, I 
think it’s better to move that transport to the sale as late as possible.” 
    There are also economic implications associated with shrinkage. “You 
think about a 500-pound steer; you know, every 1% difference in shrink is 
five pounds.,” Larson says. “And so you add a couple more percentages of 
shrink, and the amount of money we are talking about is easily offset by hir-
ing somebody to help me gather them.” 
    Proper cattle handling techniques play a critical role in minimizing weight 
loss during the marketing process, the experts emphasize. “We feel stressed 
because we have things to do, and we start rushing and pushing the cattle 
harder. We start losing those low-stress handling principles in the process,” 
beef cattle nutritionist Phillip Lancaster says. “Now that they are stressed, 
they have an increase in urination, defecation, and they start losing fluids 
and losing weight quicker.”  
    For producers concerned about shrink, online auction platforms may offer 
a useful alternative. 
    “One tool that producers have is methods that limit the amount of time the 
calves spend in the marketing system, such as marketing online,” Larson says. 
    The specialists concluded that shrink represents an invisible cost that 
doesn’t appear on invoices but significantly impacts producer profitability, 
making proper management essential for maximizing returns. 

INDUSTRY UPDATE                             CONTINUED
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High Beef Prices Continue into Fall 
by Derrell S. Peel, Oklahoma State University Extension 
    The USDA Choice boxed beef cutout was $404.77/cwt. 
last week, down from the year-to-date peak of 
$413.60/cwt. in the first week of September. The current 
boxed beef value is 31.7% higher than one year ago, with 
all primal values higher year-over-year. Rib primals are 
up 31.5%; loin primals, up 31.4%; round primals are 
31.5% higher; and chuck primals are up 34.6% from last 
year. Brisket, short plate and flank primals are also up 21–
35% year-over-year. Across forty wholesale cuts reported 
by USDA, 20 products are up more than 20% year-over-
year and the average increase across all 40 is 32.8% over 
last year. The only product down from one year ago is 
short ribs, which are almost exclusively an export prod-
uct and weak due to decreased beef exports. 
    Prices for 90% lean trimmings were $434.05/cwt. last 
week, down slightly from the previous weekly high of 
$435.31/cwt. and up 17.1% year-over-year. Fifty-percent 
lean trimmings are priced at $159.89/cwt., up 30.9% 
from last year. A 7:1 ratio of 90s to 50s makes an 85% lean 
mix with a price of $399.78/cwt. for wholesale ground 
beef value, up 17.7% from one year ago.  
    USDA recently released the August retail meat prices 
showing that the all-fresh beef price was another record 
high at $9.18/lb., up from last month and up 12.6% year-
over-year — over $1/lb. higher than one year ago 
(Figure 1). Retail pork prices dropped slightly from last 
month and are up 2.2% from last year, while retail broiler 
prices were fractionally higher this month and up 1.9% 
year-over-year. 

    Beef prices remain strong and beef demand is robust 
despite the availability of favorably priced alternative 
proteins. Moving into the fall, consumer demand shifts 
from a summer grilling focus to crock pot cooking and 
increased restaurant visits. This may slightly change rel-
ative values among beef products, but beef product 
demand continues strong at all levels. 

    Retail beef prices continue to increase relative to broiler 
and pork prices. Figure 2 shows the beef-to-broiler and 
beef-to-pork retail price ratios since January 2023. The 
ratios have continued to increase and are at record levels 
in August 2025, with a ratio of 3.69 for beef-to-broiler 
prices and 1.83 for beef-to-pork. The beef-to-broiler ratio 
has increased 10.5% in the past year and is up 24.3% since 
January 2023. The beef-to-pork ratio has increased 10.2% 
year-over-year and 22% since January 2023. 
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Rebuild Your Cow Herd  
with Proper Heifer Development 
University of Missouri Extension 
    “Proper heifer development is key to a successful cat-
tle herd and profitable operation,” says Patrick Davis, 
University of Missouri Extension livestock field special-
ist. As herds rebuild from drought or old cow turnover 
due to favorable prices, heifer development is taking 
place to build the next cow herd. Also, as cattle produc-
ers look to buy replacement heifers, this can be a way to 
add value to your cattle operation. 
    Davis provides some management strategies to con-
sider in heifer development to produce a female that will 
be successful to you and your customer’s operation. 
“Nutritional management is important to heifer devel-
opment,” says Davis. Manage heifers to 55% to 65% of 
their mature body weight prior to the breeding season. 
This range depends on animal type and environment. 
Body condition score (BCS), which evaluates animal 
condition or fat cover on a 1 to 9 scale, is linked to heifer 
energy status and reproductive performance. Manage 
heifer BCS at a 5 to 6 prior to the breeding season to 
achieve optimum pregnancy rates. 
    “The prebreeding exam is important to heifer develop-
ment,” says Davis. This exam is done by a veterinarian 

continued on page 46

INDUSTRY UPDATE                                                                           CONTINUED

through rectal palpation 30–60 days before the breeding 
season to help determine if the heifers are reproductively 
sound to become pregnant during the breeding season. 
The prebreeding exam includes measuring the pelvic 
area (PA) and evaluating the reproductive tract (RT), 
which is scored on a 1 to 5 scale, with 1 being infantile 
and 4 and 5 being mature enough to become pregnant. 
For optimum heifer pregnancy rates, heifers should have 
an RTS of 3 or greater. PA (pelvic width x height) mea-
surement determines if the heifer’s pelvis is large 
enough to pass a calf with ease. Based on Missouri Show 
Me Select (SMS) Replacement Heifer Program require-
ments, heifers need to measure a PA of at least 150 square 
centimeters at prebreeding. Heifers with smaller PA can 
be re-measured at pregnancy check within 90 days of the 
start of the breeding season, but must measure 180 at this 
time. If heifers fail both measurements, they should be 
culled. Davis suggests utilizing this protocol along with 
breeding heifers to a calving ease sire to reduce calving 
difficulty issues. 
    “Use genomic testing to retain heifers with optimum 
genetics for you and your customer’s operation,” says 
Davis. Further, if you are planning to sell these replace-
ment heifers, this information helps in marketing and may 
lead to premiums. Davis suggests using the proper test 
based on the heifer breed and desired information.  
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    Davis suggests using artificial 
insemination (AI) to breed replace-
ment heifers because of the many 
benefits to you and your customer’s 
operation: 
    • AI-bred heifers typically sell at 

a higher value compared to nat-
ural service (NS) bred heifers. 
This is probably due to confi-
dence in the genetic quality of 
the calf and calving date. 

    • AI-bred heifers will calve ear-
lier in the calving season, which 
means calves should be older 
and heavier at weaning than 
their NS counterparts. 

    • AI-born calves have better 
genetic quality than NS calves. 
When selecting AI bulls, it is 
important to use sires that are 
high-accuracy for the traits that 
are important to you and your 
customer’s operation. This 
increases the likelihood that AI-
sired calves will perform better 
than NS-sired calves in these 
operations. 

    “Use an estrus synchronization 
protocol and have a good plan in 
place if you plan to utilize AI,” says 
Davis. “Heifer breeding season 
should be relatively short,” he adds. 
Use a 60-day or less breeding sea-
son, and cull any open heifers 
following the breeding season. This 
promotes retaining highly fertile 
heifers since they are more likely to 
conceive and become pregnant in 
the short breeding window. This 
also increases heifer likelihood of 
rebreeding and being retained in the 
herd after their first calf is weaned. 
Calves of these heifers will be born 
earlier in the calving season, which 
increases their chances of being 
older and heavier at weaning. 
    “Pregnancy check and cull open 
heifers at approximately 90 days 
after the beginning of the breeding 
season,” says Davis. This allows for 
fetal sexing the calf and a more accu-
rate calving date to be determined 
for you and your customer’s opera-
tion. The quicker these open heifers 

INDUSTRY
UPDATE
CONTINUED
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INDUSTRY UPDATE                                                                           CONTINUED

are identified and sold, the more valuable they are to the 
feed yard. Also, operation profitability is improved by 
not wasting feed resources on open heifers. 
    “Work with your veterinarian to develop a proper 
vaccination and parasite control program to help heifers 
develop to their full potential,” says Davis. 
    “These strategies mentioned above have helped the 
SMS Replacement Heifer Program be successful and 
provide a reliable source of replacement heifers for over 
25 years,” says Davis. Furthermore, it helps Missouri cat-
tle operations add value through the sale of bred 
replacement heifers. 

USDA Announces Plan to Address 
Rural Veterinary Shortage 
by Andrea Bedford, Bovine Veterinarian  
    Recently, Secretary of Agriculture Brooke Rollins 
announced the Rural Veterinary Shortage Action  
Plan that will expand the support available for rural 
veterinarians. “Rural veterinarians are vital for the 
agricultural economy in the United States. Our farmers 
and ranchers rely on these critical services to prevent 
the transmission of animal disease, protect our food 
supply, and support America’s rural economy,” said 
Rollins during a press conference at Mississippi State 
University’s College of Veterinary Medicine. “As the 
number of rural food animal veterinarians continues to 
decline, USDA is putting farmers first to ensure we 
build back our first line of defense in our animal food 
production system: the rural veterinarian.”  

    According to the AVMA, the number of companion 
animal veterinarians has increased by 22% over the past 
decade; however, the number of mixed animal and food 
animal veterinarians has decreased by 15%. Meanwhile, 
the national cattle inventory was only down 2.5 million 
head, or approximately 1%, in January 2025 compared 
with January 2015, as reported by the USDA’s National 
Agriculture Statistics Service. USDA has designated at 
least one rural area in nearly every state as having unmet 
veterinary needs. 
    Recent efforts to increase the number of rural veteri-
narians have included state and federal repayment 
programs, as well as program development at veterinary 
colleges to attract students. While these programs have 
been generally successful, they were not intended to 
comprehensively address the lack of veterinarians in 
rural areas. 

    The Rural Veterinary Shortage Action Plan encom-
passes five actions to address the challenge of the 
growing veterinarian shortage. 

    1. Enhance and streamline veterinary grant programs. 
The USDA will be making changes to the Veterinary 
Medicine Loan Repayment Program and the Veteri-
nary Services Grant Program to streamline 
applications and increase funding. 

    2. Analyze rural veterinary shortages to better under-
stand the need. For improved federal and state 
policy decisions, data on the scope of the rural vet-
erinary shortage will be collected and analyzed by 
the USDA Economic Research Service. 

    3. Recruit and retain USDA veterinarians. The USDA 
will explore special pay rates, increased tuition 
reimbursements, and recruitment bonuses for fed-
eral veterinarians. They hope to make federal 
service more attractive and create a direct pipeline 
into public service for veterinarians. 

    4. Catalog federal resources available to veterinarians 
for starting a practice. As opening a veterinary clinic 
in a rural area can be cost prohibitive, the USDA will 
catalog relevant programs (including rural develop-
ment programs) to better inform veterinary schools 
and graduates. 

    5. Work with and listen to stakeholders, including vet-
erinary schools, to understand the barriers to entry 
and increase recruitment from rural areas. Very few 
veterinary students come from rural backgrounds 
or express interest in production animal practice. 
Next month, the USDA will hold listening sessions 
with stakeholders to determine what additional 
actions can be taken to stimulate interest in rural 
veterinary practice. 

    Through this action plan, USDA hopes to address the 
rural veterinarian shortage, thus strengthening the abil-
ity to deal with animal health threats, foodborne 
illnesses, and complex trade barriers, as well as protect-
ing the safety of the US food supply chain. 

Three Steps to Prepare  
for Winter Feeding of Livestock 
University of Missouri Extension  
    Now is a good time to review winter feeding plans, 
according to University of Missouri Extension livestock 
specialist Eric Meusch. “Forage growth has come to an 
end, so making sure producers have what they need to 
feed their livestock though the winter is important,” 
Meusch said. “These three basic steps and a sharp pencil 
can help them determine if they are ready for winter.” 

    Knowing how much feed you will need to get to 
spring green-up is the first step. Cows will eat about 3% 
of their body weight in dry matter each day. Dry cows 
will consume a little less. Lactating cows, growing 
calves, sheep, goats, and horses will eat a little more. 
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This means that a 1,000-pound cow would need about 30 
pounds of dry matter intake a day. 
    If hay being fed is 85% dry matter, the cow would 
need 35 pounds of the hay to meet the 30-pound dry 
matter intake requirement. In this scenario, 50 cows 
would need 1,750 pounds of hay a day. If those 50 cows 
average 1,300 pounds, rather than 1,000 pounds, they 
will need about 2,300 pounds of hay a day. 
    “If we are going to feed those 50 1,300-pound cows 
hay from January 1 until April 10 (99 days), they would 
consume almost 114 tons of hay. The key word being 
‘consume,’” said Meusch. Handling, storing and feeding 
hay can lead to considerable waste. “If we assume a total 
rate of waste to be 20%, we need to have 137 tons of hay 
on hand to meet our needs.” 
    With some minor adjustments, these calculations can 
be made for any type, class, size, or number of livestock, 
he said. Whether it is one horse, 50 cows, or 150 sheep, it 
is important to think through what your animals will 
need to consume over the winter to make sure there is 
enough feed on hand. 

    When you have a good estimate of your animals’ 
needs, the next step is to take stock of how much forage 
(pasture, hay, etc.) you have. Evaluate your pastures and 

INDUSTRY UPDATE                                                                           CONTINUED

determine how much grazing you can do before you will 
need to feed hay. The more days you can spend grazing, 
the fewer days you will need to feed hay. 
    Hay bales don’t come in standard weights, so it is 
important to determine how much the hay bales weigh. 
Bale weights vary even if they are the same size. 
Depending on the density, a 4-by-5-foot round bale 
might weigh anywhere from 750 to 950 pounds, which is 
a difference of more than 20%. In our example, 137 tons 
would require 365 750-pound bales but only 288 950-
pound bales. 

    In this part of the country, stockpiled fescue pasture 
can make excellent winter feed, Meusch said. If cattle on 
pasture can meet their daily intake requirements (the 
pasture is not less than four inches in height), the nutri-
tional quality will usually meet their needs. But hay can 
vary greatly in nutritional quality, and it’s important to 
supplement any nutrients the hay is lacking. 
    This can be done by testing the hay and developing a 
supplemental ration to fill in the gaps. Mixed grass hay 
in Missouri often tests sufficient for crude protein but 
insufficient in total digestible nutrients (TDN, the mea-
sure for energy). If the cows in our example are 
fall-calving cows with young calves, they need a diet 
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that is more than 60% TDN. If our hay is 55% TDN, we 
would need to provide a higher-energy supplement to 
make up for what the hay is lacking. “Hopefully, follow-
ing these basic steps can help you determine how well 
you have planned for feeding your livestock this win-
ter,” said Meusch. 
    Livestock prices have been high, but it’s still important 
for producers to control their winter feed. If you find you 
don’t have enough hay on hand to get through the win-
ter, it’s much cheaper and easier to buy now than it will 
be in late winter. Another option is to sell livestock so 
your animals’ needs better match your feeding budget. 
    In the end, one of the best ways to control winter feed-
ing costs is through better pasture and grazing 
management, Meusch said. The more days animals 
graze, the more producers can reduce the need for hay 
and supplements. 

Texas A&M Researchers  
Study Diet’s Impact  
on Salmonella Prevalence in Cattle 
by Megan Bennett, Texas A&M University College of Veteri-
nary Medicine and Biomedical Sciences 
    Salmonella is one of the leading causes of foodborne 
illnesses in the United States, according to the Centers 
for Disease Control and Prevention, and can spread to 
people from a variety of foods, including beef. Under-
standing how and why cattle become infected with 
Salmonella is an important part of fighting this major 
public health concern. 
    Researchers at the Texas A&M College of Veterinary 
Medicine and Biomedical Sciences (VMBS) are addressing 
this problem from a new angle by studying how diet and 
feeding schedules impact Salmonella infections in cattle. 
    Their recent study, published in the American Society 
for Microbiology’s Microbiology Spectrum journal, 
found that high-starch diets can potentially lower Salmo-
nella prevalence in cattle, especially within the lymph 
nodes — organs that are often embedded in fat trims 
included in ground beef products. 
    “Lymph nodes may be present in fat trimmings that 
are used to balance lean-to-fat ratios in ground beef 
products,” said Yesica Botero, a fourth-year biomedical 
sciences PhD student. “This is a food safety concern 
because Salmonella can hide inside lymph nodes, where 
surface cleaning or treatments do not reach. As a result, it 
can still be present in ground beef.” 
    Feedyard cattle are typically fed a high-energy, grain-
based diet designed to promote rapid growth and 
efficient weight gain. Understanding the role that a high-
starch diet potentially plays in reducing Salmonella
prevalence could have major impacts on the beef cattle 
industry, providing ranchers with new options for con-
trolling the spread of bacteria within their herds. 

    The Texas A&M project was designed to study feedlot 
cattle that Dr. Kendall Samuelson, from West Texas A&M 
University, was examining in a separate project to see 
whether high-starch diets and feeding schedules impact 
liver abscess formation. 
    “We aimed to understand the factors that contribute 
to the presence and distribution of Salmonella in feedlot 
cattle,” said Dr. Gizem Levent, a VMBS assistant profes-
sor in the Department of Veterinary Integrative 
Biosciences. “There aren’t many studies focusing on 
understanding how diet and management changes 
impact Salmonella.” 
    Botero and Levent took samples of feces, hides, lymph 
nodes, and soil from Samuelson’s cattle pens over a 
period of more than seven months. They found that 
while there was little difference in Salmonella populations 
between cattle with scheduled versus erratic feedings, 
the level of starch in the diet made a notable impact. 
    “We saw a reduction in Salmonella, especially in the 
lymph nodes, when cattle were fed a high-starch diet,” 
Botero said. “High-starch diets typically cause a lower 
pH in the rumen, which may be what reduces Salmonella
prevalence in the gastrointestinal tract and, subse-
quently, in lymph nodes. 
    “Findings from Dr. Samuelson’s original study sug-
gested that high-starch diets may also correlate with a 
higher incidence of liver abscesses,” she said. “This is 
something we would like to explore further in upcoming 
studies by testing different starch concentrations in the 
diet to find one that does not harm cattle health — such 
as by increasing the risk of liver abscesses — but still 
helps lower Salmonella levels.” 

    In addition to studying how different levels of starch 
impact liver abscesses and Salmonella, Levent and Botero 
are planning to dive even deeper into the data to study 
the specific serotypes, or genetic profiles of Salmonella, 
observed in their samples. 
    “We want to do a follow-up study with more in-depth 
analysis of the dynamics of the Salmonella population,” 
Botero said. “By looking at the genetic profiles, we can 
better understand which serotypes are present, how they 
might respond to antibiotics, and whether they carry 
genes that make them more likely to survive or spread in 
the environment.” 
    Fortunately, what they have seen so far from the feedlot 
samples does not indicate a high presence of Salmonella or 
serotypes resistant to antibiotics. “The overall Salmonella
population found was not resistant to antibiotics of public 
health concern, which is good news for public health,” 
Levent said. “But we will definitely keep screening for 
resistance so that we can better understand what makes 
resistant populations exist in the environment.” 

INDUSTRY UPDATE                                                                           CONTINUED
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1/2 SimAngus™3/4 SimAngus™

EPD as of 7/31/25

HIGH $API

NEW NEW

5/8 SimAngus™ 3/4 SimAngus™ 3/4 SimAngus™ 1/2 SimAngus™

3/4 NAILE and 
NWSS Champ

3/4 SimAngus™ 3/4 SimAngus™ 3/4 SimAngus™ 3/4 SimAngus™

3/4 SimAngus™ 3/4 SimAngus™

% BULLS

LCDR Anthem 33K 
By HHS Entourage 
EPD:  CE: 15   $API: 182   $TI: 109

KSU Bald Eagle 53G 
By Hook`s Eagle 6E 
EPD:  CE: 16   $API: 193   $TI: 105

CLRS Guardian 317G 
By Hook`s Beacon
EPD:  CE: 15   $API: 193   $TI: 109

Gibbs Culmination 2411K
By LBRS Gene205 
EPD:  CE: 15   $API: 205   $TI: 121

KBHR Revolution H071 
By HHS Mr 847D 
EPD:  CE: 13   $API: 164   $TI: 104

KBHR Keynote K229 
By CLRS Guardian 
EPD:  CE: 18   $API: 236   $TI: 121

OMF Rest Assured J18 
By OMF Epic E27 
EPD:  CE: 16   $API: 166   $TI: 84

TERS Kodiak 206K 
By Gibbs Essential 
EPD:  CE: 18   $API: 175   $TI: 91

HLTS/CLRWTR Ahead of Time K1
By ES Right Time FA 110-4 
EPD:  CE: 17   $API: 163   $TI: 92

CLRWTR Clear Advantage H4G
By LLSF Vantage Point F398 
EPD:  CE: 14   $API: 151   $TI: 95

Bar CK Red Empire 9153G 
By IR Imperial 
EPD:  CE: 17   $API: 170   $TI: 92

KBHR Charger K102 
By Mr SR Red October 
EPD:  CE: 17   $API: 197   $TI: 103

HA Magnifique 72L 
By Hook`s Galileo 210G 
EPD:  CE: 23   $API: 215   $TI: 108

Schooley Krown 28K 
By KBHR Revolution H071 
EPD:  CE: 13   $API: 166   $TI: 105

LLSF Vantage Point F398 
By CCR Anchor 9071B 
EPD:  CE: 13   $API: 114   $TI: 84

W/C Style 69E 
By Style 9303 
EPD:  CE: 13   $API: 133   $TI: 76

Reckoning 711F 
By W/C Relentless 32C 
EPD:  CE: 6   $API: 106   $TI: 66

W/C Fort Knox 609F 
By W/C Bankroll 811D 
EPD:  CE: 10   $API: 133   $TI: 86

LTS Succession 29J 
By W/C Relentless 32C 
EPD:  CE: 13   $API: 94   $TI: 64

WHF/JS/CSS Woodford J001
By EGL Firesteel 
EPD:  CE: 14   $API: 141   $TI: 81

CLRS Jet Black 706J 
By Redhill 231A 
EPD:  CE: 15   $API: 150   $TI: 89

Harkers Medicine Man 0105L
By SO Remedy 
EPD: CE: 6   $API: 91   $TI: 73

TSN Architect J618 
by GAR Home Town 
EPD:  CE: 15   $API: 176   $TI: 101

Hook`s Galileo 210G 
By Bridle Bit Eclipse 
EPD:  CE: 18   $API: 208   $TI: 114
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Semen available on the best  
Angus and Clubbie sires too.

www.cattlevisions.com

Call for your free book

Entire lineup online at:

573-641-5270

EPD as of 7/31/25

NEW NEW

Reserve Show 
Bull of the Year

Featured high-seller 
to Ferguson in 

Werning’s ‘24 sale!

NEW HOTTIES

PROVEN

GCC Night Owl 3104L 
By Rocking P Private Stock H010 
EPD:  CE: 19   $API: 170   $TI: 89

FRKG Classic 948K 
By SO Remedy 7F 
EPD: CE:  14   $API: 121   $TI: 76

LLSF Dauntless K07 
By HPF/HILL Uprising C104 
EPD:  CE: 11   $API: 102   $TI: 64

WINC All Right 213K 
By OMF Epic 
EPD:  CE: 12   $API: 136   $TI: 82

SFI High Velocity K7F 
By WLE Copacetic E02 
EPD:  CE: 14  $API: 116   $TI: 77

W/C Satisfy 161L 
By Mr SR 71 Right Now E538 
EPD:  CE: 13   $API: 140   $TI: 89

I Reckon 043J 
By Reckoning 711F 
EPD:  CE: 9   $API: 123   $TI: 75

JWC Western Feel 354M 
By OMF Journeyman 
EPD:  CE: 9   $API: 122   $TI: 77

Only One 905K 
By SFI Platinum F5Y 
EPD:  CE: 9   $API: 95   $TI: 65

LLW CARD Compass 086K  
By LLW CARD True North G71 
EPD:  CE: 13   $API: 128   $TI: 83

TL On the Run 106K 
By Second Chance 
EPD:  CE: 9   $API: 111   $TI: 75

Wheatland 3-D 1142J 
By CKCC LD Dimension 8965 
EPD:  CE: 8   $API: 118   $TI: 76

THSF Lover Boy B33 
By HTP/SVF Duracell T52 
EPD:  CE: 13   $API: 141   $TI: 90

Holtkamp Clac Change Is Coming 7H
By WLE Copacetic E02 
EPD:  CE: 9   $API: 100   $TI: 75

Rocking P Private Stock H010
By WLE Copacetic E02 
EPD:  CE: 15   $API: 145   $TI: 87

SSC Shell Shocked 44B 
By Remington Secret Weapon 185
EPD:  CE: 17   $API: 120   $TI: 72

WLE Black Mamba G203  
By WLE Copacetic E02 
EPD:  CE: 16   $API: 136   $TI: 83

WHF/JS/CCS Double Up G365
By W/C Double Down 
EPD:  CE: 11   $API: 94   $TI: 70

LLSF Pays To Believe ZU194 
By CNS Pays To Dream T759 
EPD:  CE: 10   $API: 126   $TI: 79

LCDR Patriot 8K 
By Mr Entourage 
EPD:  CE:12   $API:164   $TI: 101

W/C Night Watch 84E 
By CCR Anchor 9071B 
EPD:  CE: 18   $API: 149   $TI: 84

Mr SR 71 Right Now E1538 
By Hook`s Bozeman 8B 
EPD:  CE: 15   $API: 145   $TI: 93

W/C Cyclone 385H 
By W/C Bankroll 811D 
EPD:  CE: 13   $API: 141   $TI: 79
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There Are No Magic Beans
Keeping your family on the ranch 
takes more effort than ever.

Whether you are a serious seedstock 
producer (regardless of breed type) 

or a progressive, data-conscious 
commercial outfit - now is your 

time to receive the most credible 
genetic tools in the business, at 
the best prices, and no drama. 
Your kids and grandkids need 

the best tools available. 
It is time to make the 

tough decisions. 

the@simmgene.com
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The American Simmental Association  
is proud to sanction high-quality Purebred Simmental, 
Percentage Simmental, Fullblood Simmental, and  
Simbrah Progress Through Performance (PTP) shows 
throughout the country. The PTP program is designed 
to promote multi-level progress within the SimGenetics 
industry. PTP shows effectively combine the assessment 
of statistical data, such as EPD and actual measurements, 
with traditional phenotype evaluation.

PTP Judges
PTP approved judges have been deemed as  
respectable and knowledgeable cattle evaluators by  
the ASA Board of  Trustees Activities & Events (A&E) 
Committee. View the PTP approved judges list at: 
www.simmental.org. 

Following along with PTP Shows?
Complete results at: 
www.simmental.org > Programs > Ring of Champions

Mark Your Calendars for 
2025–26 National PTP Open Shows 

Visit event websites for show schedules.

American Royal
October 2025 
www.americanroyal.com 

North American International 
Livestock Exposition
November 2025 
www.livestockexpo.org 

Cattlemen’s Congress
January 2026 
www.cattlemenscongress.com 

National Western Stock Show
January 2026 
www.nationalwestern.com 

Fort Worth Stock Show
January 2026 
www.fwssr.com 

Dixie National Livestock Show
February 2026 
www.dixienational.org
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Only the National PTP Shows involved in  
the National Show rotation are eligible for  
ASA PTP RING OF CHAMPIONS 2025–2026.  

Shows include: 2025 American Royal 
                       2025 North American International 

Livestock Exposition 
                       2026 Cattlemen’s Congress 
                       2026 National Western Stock Show 
                       2026 Fort Worth Stock Show 
                       2026 Dixie National Livestock Show 

Award Divisions  
u Purebred Simmental Female and Bull of the Year
u Percentage Simmental Female and Bull of the Year
u Simbrah Female and Bull of the Year
u Percentage Simbrah Female and Bull of the Year
u Fullblood Simmental Female and Bull of the Year
If fewer than three animals earn points at multiple events, no winners will be recognized. 

If fewer than three shows recognize a breed division, that division will be excluded.

Qualifications 
u Exhibitors must be active members  

in good standing with the American  
Simmental Association 

u Animals and their exhibitors must abide by the  
rules of the show(s) in which they participate 

u All ASA Ring of Champions award winners must 
be genotyped before awards are given 

Additional information
PTP Coordinator  
Chance Ujazdowski 
920-740-7536 
chanceu@simmgene.com 
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Participants receive: 
u $200 for each AI-sired calf with carcass information 

u Free semen on top young herdsires 

u Free ASA Genetic Evaluation on your cow herd 

u Free genotyping on terminal progeny 

u Keep any or all replacement females 

Become a Carcass Merit Program test herd today 
*The CMP is a structured young sire progeny test. Participating cooperator herds will random 
sample their cow herd with CMP semen, and the resulting male (or female) progeny will be  
harvested with individual carcass data gathered. ASA Staff will work with cooperator herds  
to provide bulls that fit the general criteria of your management program; however, only bulls 
nominated into the CMP program may be used. Producers are encouraged to be somewhat 
proficient in Microsoft Excel for accurate and consistent record-keeping. 

The American Simmental Association Carcass 
Merit Program (CMP) is the beef industry’s most 
demanding and informative young sire test. The  
program is a hallmark of ASA breed improvement 
for economically relevant carcass traits. Commer-
cial producers play an integral part in this project. 

Questions, contact cmp@simmgene.com for 
more information regarding this program.

To learn more about the CMP visit  
www.simmental.org, then click Carcass Merit 

Program under the ASA Programs tab.

ES Jack Red LG11 
ASA# 4257936 

CMP Class of 2025
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Breed                 Mature Cow Wt. 

Hereford                      1,419 
Angus                            1,410 
Red Angus                   1,409 
Simmental                   1,404 
Source: USDA MARC

Simmental genetics 
bring calving ease,  
early growth, and  
cow longevity while 
keeping feed costs  
at a minimum.

Compare the profit potential of two Simmental bulls using $API

Just like an EPD, compare two bulls to see the expected  
difference in profit.  Bull B is likely to result in direct  
revenue and expense savings of an additional $7,500  
over the course of five years.  Plug in your numbers  
for       ,       , and        to compare your potential earnings.  

Bull A’s $API = $120 and Bull B’s $API = $180 

Breeding 25 females/year 

Used for 5 years

Bull         $API                 # Females               # years using                 Profit 
                                           per year                      the bull                   Potential  
A          $120      X           25           X               5              =     $15,000 

B          $180      X           25           X               5              =     $22,500 

                                                                 Difference     =      $7,500 

1
2
3

1 2 3

$All Purpose Index ($API)  
predicts cow herd profitability using valuable traits 

like cow longevity (STAY) and calving ease while 
keeping pressure on terminal traits.

1 2 3

Simmental cattle bring marbling and growth without  
too much fat. Simmental genetics perfectly complement  
British strengths and weaknesses for an ideal carcass.  

Trait                                            Simmental rank compared  
                                                   to other Continental breeds 
Marbling                                                         First 
Carcass Weight                                         Second 
Back Fat                                                       Second 
Post Weaning Gain                                      First 
Source: USDA MARC 

$Terminal Index ($TI)  
predicts profitability when all calves are harvested.

Maternal Trait Genetic Trends 
Purebred Simmental in past 20 years Terminal Trait Genetic Trends 

Purebred Simmental in past 20 years

u $API increased 27% and $TI increased 26% 
in the last 20 years.  This translates to an 
average increased profit of $3,375 per 
bull when used to sire replacement 
heifers and harvesting remaining calves 
or $2,000 when all calves are harvested.$API

27%

$TI

26%

Did You Know? 
u According to the National Association of Animal Breeders, 

Simmental ranks second for semen sales compared to all 
other beef breeds, and in recent years, the percentage of 
semen sold in the US from Simmental bulls has grown by 35%.  
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State Marketplace

Colorado
Illinois

Indiana

Iowa

Phoenix Cattle Company 
Fleckvieh and Fleck x Black and Red Angus

Roger Schager  
PO Box 596  Louisville, CO 80027   303-550-5592   cows_1@q.com

74    SIMTALK

Cattle Manager: 
Ben Lehman 
563-920-0315

Owner: 
Jim Berry

6502 Rt. 84 South 
Hanover, IL 61041 
815-297-5562 www.wildberryfarms.net

Commercially Targeted Seedstock

American Simbrah 
Breeders

Idaho

Jane and Bill Travis 
billtravis@simbrah.com 

www.simbrah.com

9876 PLANO RD. 
DALLAS, TX 75238 
Cell: 214-850-6308

Pine Ridge Ranch
Pine Ridge Ranch

Pine Ridge Ranch
ATHENS, TXLLC

Flint Drake 
27910 Centerville Road 

La Motte, IA  52054 

563-580-1053 (cell) 
flint@ironcreekcattle.com 
www.ironcreekcattle.com 

Altenburg Super Baldy Ranch 
Triangle J Ranch

Willie Altenburg 970-481-2570 
Darby Line 308-627-5085

Annual Bull Sale • 150 bulls 
3rd Saturday of March 
Fort Collins, Colorado 

Jeff & Lynda Springer 
Michelle, Todd, Eli & Noah Christensen 

Steve, Bri, Paisley & Porter Springer 
3119 310th St • Cresco, IA 52136 

641-330-6654 
sprinsim@iowatelecom.net 

WWW.SPRINGERSIMMENTAL.COM 

Kansas
Cow Camp Ranch 
Kent, Mark and Nolan Brunner 
3553 Upland Rd. • Lost Springs, KS 
785-466-6475 Kent 
785-466-1129 Nolan 
785-258-0173 Mark 
nolan@cowcampbeef.com

Spring Bull Sale – Saturday, January 24, 2026 
Spring Turn-Out Sale – Saturday, April 25, 2026
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Minnesota

Missouri

Montana
Dr. Lynn Aggen 
Office: 507-886-6321 
Mobile: 507-421-3813 
Home: 507-886-4016

Matt Aggen 
Mobile: 701-866-3544 
Home: 507-772-4522 
Email: mattaggen@hotmail.com

Harmony, MN 55939 
www.oakmfarm.com

Performance with Quality

3162 Hwy A • Bland, MO 65014 
573.437.3751 • 573.437.2507 

573.680.9117 cell • khuebler@fidnet.com

www.gerloffcattle.com 

Mississippi

5831 Highway 7, Wibaux, MT 
406-588-3371 
nlcsim@midrivers.com  
www.nelsonlivestockco.com

Watch for  
our Annual  
Bull Sale  
February 9, 2026 

Joe & Kim Mertz 785-458-9494  
Abram & Dani Mertz 785-456-3986 
7160 Zeandale Road 
Manhattan, KS  66502

www.rivercreekfarms.com

35th Annual “Built to Work” 
 SimAngus Bull Sale, February 11, 2026

L
Cleo Fields  
   417-399-7124 
Jeff Reed  
   417-399-1241

Forrest & Charlotte Lucas, Owners 
26511 County Rd. 50  

Cross Timbers, MO 65634 
Office 417-998-6512

LUCAS CATTLE CO.

www.lucascattlecompany.com   Visitors Always Welcome

Registered Simmentals, SimAngusTM & Angus Cattle

13703 Beaver Creek Rd • Atwood, KS 67730 
785-626-3744 • drlyle@live.com 

www.dixsonfarms.com 
DX

Dixson Farms, Inc.
Carol Dixson, Kevin Dixson,  

& Lyle Dixson, D.V.M.

Dixson Farms, Inc.

Hill’s Ranch 
Simmentals

Box 186  
Stanford, MT 59479 

406-566-2479

hillssimmentalmt@yahoo.com • www.hillsimmental.com

Bull Sale • Thursday, March 5, 2026

SIMTALK    75

Nebraska

“Red and Black, Polled, Pigmented Simmentals”

FORSTER FARMS 
Verlouis Forster Family 
74096 Road 434 
Smithfield, NE 68976-1039 
Ph 308-472-5036 Verlouis 
308-991-2208 Alan Cell 
Email: alan_forster@hotmail.com

Just 20  
minutes  
off I-80

Black Simmental Bulls & Females  
Purebred to Percentage

J & C 
SIMMENTALS

JCJC

Jay & Kim Volk 
Clark & Leslie Volk 

20604 US Hwy 30 • Arlington, NE 68002 
volkjk@aol.com • www.jandcsimmentals.com

J&C Annual Bull Sale –  
January 24, 2026 

Jay 402-720-7596 • Clark 402-720-3323

Nebraska continued on page 76

Frank & Marilynn Carr 
748 Little Bitterroot Rd  •  Hot Springs, MT 59845 

406-741-2523  •  lbrsimmental@gmail.com  
Simmental, SimAngusTM – Since 1972 • Longevity with Legacy 

View data and videos at littlebitterrootranch.com 
 Private Treaty Sale Starting January 5, 2026

Little Bitterroot RanchLittle Bitterroot Ranch
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State Marketplace

North Carolina

North Dakota

(
)

JF
Western Cattle Source 
             Jock & Brenda Beeson 
             100 Wohlers Drive 
             Crawford, NE 69339 
             308-665-1111 (home) 
             308-430-2117 (mobile) 
             308-430-0668 (mobile) 
             Email:wcsbeeson@bbc.net

SRF Simmentals 
Roger and Susan Finke family 

35500 114th Ave. NW • Berthold, ND 58718 
701-453-3157 Roger • 701-453-3105 Todd 

email: srf@srt.com

SRF SimmentalsSRF Simmentals 
Roger and Susan Finke family 

35500 114th Ave. NW • Berthold, ND 58718 
701-453-3157 Roger • 701-453-3105 Todd 

email: srf@srt.com
Genetic Edge Production Sale 

February 5, 2026 • Mandan, ND

5606 57th St. NE 
Leeds, ND 58346 

Phone 701-466-2800 
Erika 406-581-1188 

erika.kenner@gmail.com 
Fax 701-466-2769 

Roger, Jeanette,  
& Erika Kenner

www.kennersimmental.com

KENNERKENNER
SIMMENTALS

76    SIMTALK

SYS SIMMENTALS
Gary Sys 

9400 205th Ave. SW 
Douglas, ND 58735 

701-722-3244

402-641-2936 Cell 

Nick and Andrea  
303 Northern Heights Drive • Seward, NE 68434 

sloupsimmentals@gmail.com  •  sloupsimmentals.com

Join us at the Farm, October 18, 2025 
for our 30th Annual Production Sale.

Triangle J Ranch
Darby & Annette Line

35355 Arrow Road • Miller, NE 68858 
308-627-5085 Darby Cell 
www.trianglejranch.com

 Bull Sale last Sunday in January  
and Female Sale first Sunday  

in November. 41st Annual “Carrying On” The Genetic Explosion Bull Sale! 
Friday, February 13, 2026 • At The Ranch, Lehr, ND

Shanon & Gabe Erbele 
Lehr, ND 

S 701-527-5885 • G 701-426-9445 
gserbele@hotmail.com

Kevin & Lynette Thompson
Almont, ND 

H 701-843-8454 • K 701-391-1631 
kevinandlynette@westriv.com

www.tntsimmentals.com       DVAuction.com

TNT Simmental Ranch

facebook.com/tntsimmentalranch

5065 125th Ave. NE  •  Dahlen, ND 58224 
tellings@polarcomm.com • www.ellingsonsimmentals.com

Terry Ellingson & Family

Annual Production Sale, January 23, 2026

Phone: 701-384-6225 
Cell: 701-741-3045

Nebraska cont.

4241 County Road 85 • New Salem, ND 58563 
701-400-7323 Conner • 701-220-3124 Claye

Kaelberer Family  
Simmentals

Production Sale 2nd Tuesday in February
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South Dakota

Neil Duxbury 605-354-3458  •  Clay Duxbury 605-461-1494 
jackpotcattle@yahoo.com 

21060 375th Avenue  •  Wessington, SD

Bull Sale – February 11, 2026 – Miller, SD

Benda Simmentals 
Jim and Jay Benda

Black & Red Breeding Stock26106 366th Ave. 
Kimball, SD 57355 
605-778-6703 
www.bendaranch.com

Jim: 605-730-6703 (Cell) 
Jay: 605-730-0215 (Cell) 
bendaranch@midstatesd.net

Tennessee

Wyoming

Livestock 
Services

Genetics

Auctioneers and 
Marketing

NLC Simmental Ranch 
Rick & Nalani L. Christensen  
Dunsmore & NaLea, Chase & Swayzee 
21830 372nd Ave • Wessington, SD  57381 
605-458-2425 • 605-354-7523 cell 
605-350-5216 cell

3C Christensen Ranch 
John Christensen, Cam & Tyler Fagerhaug 
37273 216th Street • Wessington, SD  57381 
605-458-2218 home • 605-458-2231 fax 
605-350-1278 cell 
458-350-2018 Cam

NLC

3 
C

Annual Production Sale
March 20, 2026 • Wessington, SD

Christensen H Dunsmore

Clay Ekstrum 
605-778-6185 (H) 
605-730-1511 (C) 

John Ekstrum  
605-778-6414

South Dakota’s  
Source for 
Outcross 

Performance 
Simmentals!

– Specializing in Hard to Find  
Red Breeding Stock –36220 257th St., Kimball, SD 57355 

clayekstrum@midstatesd.net  •  ekstrumsimmentals.com 

Steve & Cathy Eichacker 
605-425-2391 or  

605-421-1152 
email: es@triotel.net 

25446 445th Ave 
Salem, SD 57058

Annual Bull Sale • March 6, 2026

TRAXINGER 
SIMMENTAL Mike and Terri Traxinger 

11176 – 406th Avenue 
Houghton, SD  57449 
Home: 605.885.6347 

Mike’s cell: 605.294.7227 
mtrax@nvc.net 

www.traxinger.com 

Reds, Blacks • Bulls and Females 
Private Treaty Sales

Semen Available on 
Today’s Hottest AI Sires

573-641-5270 
www.cattlevisions.com

Oklahoma
Willis Simmentals

Bobby  580-276-2781 (ph. & fax)

10 miles east on Hwy. 32,  
1/4 mile north on Enville Road.

Jon  580-795-4601

5759 Enville Road 
Marietta OK 73448 

willissimmentals@arbuckleonline.com 

Quality Simmental Breeding Cattle

Willis Simmentals

SIMTALK   77
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78    SIMTALK

CALENDAR OF EVENTS

continued on page 80

OCTOBER 
       31   31st Annual Hokie Harvest Sale — Blacksburg, VA 

NOVEMBER 
         1   Cason Pride & Joy Elite Female Sale — Russell, IA 
         1   Irvine Ranch’s Annual Production Sale — Manhattan, KS 
         2   Triangle J Ranch’s Female Sale — Miller, NE (pg. 76)
         5   River Creek Farms’ Fall Bull and Female Sale — Manhattan, KS (pg. 5) 
         7   Table Rock Simmentals’ 2nd Annual Production Sale — Ririe, ID 
        8   Gibbs Farms’ 20th Annual Bull & Replacement Female Sale —  

Ranburne, AL (pg. 87)
         8   MSA Fall Harvest Sale — Springfield, MO 
       13   Bickel Brothers’ Simmentals’ Feeder Calf Sale — Mobridge, SD 
14–16   Boyle Ranch’s Red, White and Beautiful Fleckvieh Female Sale —  

www.auctions.boyleranchfleckvieh.com (pg. 86)
       15   Lazy C Diamond Ranch’s Annual Sale — Kintyre, ND (pg. 29)
       15   Next Step Cattle Co.’s Annual Sale — Livingston, AL (pg. 67)
       15   Strickland Cattle’s 14th Annual Bull and Female Sale — Glennville, GA (pg. 41)
       17   Bichler Simmentals’ 21st Annual Production Sale — Linton, ND (pg. 63)
       19   Anderson Cattle Company’s Online Simmental Female Sale —  

www.dvauction.com (pg. 71)
       22   C&C Farms’ Clear Vision Fall Sale — Jefferson, GA 
       22   Great Lakes Beef Connection Bred Female Sale — Clare, MI (pg. 51)
       22   Stanley Martins’ Farms Dispersal Sale — Decorah, IA (pg. 4)
       23   Windy Creek Cattle Company’s Female Sale — Spencer, SD (pg. 73)
       28   Heishman Cattle Company’s Black Friday Bull Sale — Mt. Jackson, VA (pg. 84)
       29   Nolan and Bagby’s Breeding for the Future 14th Bull and Female Sale — 

Rockfield, KY (pg. 40)
       29   Trennepohl Farms’ Right by Design Sale — Middletown, IN 

DECEMBER 
         5   Yardley Cattle Co’s Focus on the Female Sale — Beaver, UT (pg. 15)
         6   Jewels of the Northland Sale — Clara City, MN (pg. 45)
         6   Western Choice Simmental Sale — Billings, MT (pgs. 59, 61, IBC)
         6   T-Heart Ranch and L-Cross Ranch High Altitude Female Sale —  

La Garita, CO (pgs. 42, 43)
      10   Keller Broken Heart Ranch’s Replacement Bred Heifer Dispersal — Mandan, 

ND (pg. 33)
       11   University of Tennessee Performance Tested Bull Sale — Lewisburg, TN 
       12   The Midwest Made Elite Female Sale — Prairie City, IA 
       12   NDSA’s Classic Sale — Mandan, ND (pg. 44)
       13   North Alabama Bull Evaluation Sale — Cullman, AL 
       13   South Dakota Simmental Association’s State Sale — Mitchell, SD 
       14   Trauernicht Simmental’s Nebraska Platinum Standard Sale —  

Beatrice, NE (pg. 47)
       19   Buck Creek Ranch’s Grand Event Vol. VI — Yale, OK 
       20   Griswold Cattle Company’s Classic Female Sale — Stillwater, OK 

JANUARY 2026 
         5   Little Bitterroot Ranch’s Private Treaty Sale (Beginning) —  

Hot Springs, MT (pg. 75)
         9   Diamond Bar S Bull Sale — Great Falls, MT 
       10   Keller Broken Heart Ranch’s Fall Female Sale — Mandan, ND (pg. 33)
       11   Bricktown National Simmental Sale — Oklahoma City, OK 
       15   Walking 5 Ranch’s Annual Bull Sale — Lavina, MT (pg. 61)
       18    The One and Only Simmental Sale — Denver, CO 
       20   Franzen Simmental’s Production Sale — Leigh, NE 
       20   Powerline Genetics' Arapahoe Sale — Arapahoe, NE (pg. 79)
       23   Double J Farms’ 52nd Annual Bull and Female Sale — Garretson, SD (pg. 77)
       23   Ellingson Simmentals’ Annual Production Sale — Dahlen, ND (pgs. 19, 76)
       24   Cow Camp Ranch’s Annual Spring Bull Sale — Lost Springs, KS (pg. 74)
       24   Forster Farms’ 47th Annual Production Sale — Smithfield, NE 
       24   J&C Simmentals’ Annual Bull Sale — Arlington, NE (pg. 75)
       25   Triangle J Ranch’s Bull Sale — Miller, NE (pg. 76) 
       26   APEX Cattle’s Annual “Heterosis Headquarters” Bull and Female Sale — 

Dannebrog, NE (pg. 7)

FEBRUARY 2026 
         2   46th Annual Gateway “Breeding Value” Bull Sale — Lewistown, MT (IBC)
         2   Bell Simmentals’ Annual Production Sale — Fordville, ND (pg. 76)
         2   Long Simmentals’ 6th Annual Production Sale — Creston, IA
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ST

FEBRUARY (Continued) 
         3   Koepplin’s Black Simmental 38th Annual Bull Sale — 

Mandan ND 
         4   Begger’s Diamond V Big Sky Genetic Source  

Bull Sale — Wibaux, MT 
         5   K-LER Cattle Company’s Annual Sale —  

St. Charles, MN
         5   Genetic Edge Production Sale — Mandan, ND (pg. 76)
         5   Stavick Simmental’s King of the Range Bull Sale — 

Veblen, SD (pg. 77)
         6   Kunkel Simmentals’ Annual Production Sale —  

New Salem, ND 
         6   Silver Dollar Simmentals’ 2nd Annual Bull Sale — 

Rugby, ND (pg. 76)
        7   Gibbs Farms’ 3rd Annual Spring Sale — Ranburne, AL 
         7   Klain Simmental Ranch’s Annual Production Sale — 

Ruso, ND 
         7   Springer Simmental’s Sale of Value Based Genetics — 

Decorah, IA 
         9   Nelson Livestock Company’s Production Sale — 

Wibaux, MT (pg. 75)
        9   Prickly Pear Simmental Ranch’s Bull Sale —  

Helena, MT 
       10   Kaelberer Ranch Production Sale —  

Mandan, ND (pgs. 46, 76) 
      10   Werning Cattle Company’s 45th Annual  

Production Sale — Emery, SD 
       11   Jackpot Cattle Co.’s Annual Private Treaty Bull and  

Heifer Sale — Miller, SD (pg. 77)
       11   River Creek Farms 36th Annual Production Sale —  

Manhattan, KS (pg. 75)
       11   Traxinger Simmental’s Annual Bull Sale —  

Houghton, SD 
       12   Bar CK “Profit Sharing” Bull Sale — Culver, OR 
       12   Lassle Ranch Simmentals’ 33rd Annual  

Production Sale — Glendive, MT 
       13   11th Annual Modoc Bull Sale — Alturas, CA 
       13   Bred for Balance Sale — Starbuck, MN (pgs. 27, 75)
       13   TNT Simmentals’ 41st Annual “Carrying On” the 

Explosive Difference Sale — Lehr, ND (pg. 76)
       14   Kenner Simmentals’ 30th Annual Production Sale — 

Leeds, ND 
       14   Rydeen Farms’ Annual “Vision” Sale —  

Clearbook, MN (pg. 23)
       15   Trauernicht Simmentals’ Bull Sale — Wymore, NE 
       16   Bulls of the Big Sky — Billings, MT (pgs. 65, 75)
       17   Quandt Brothers’ 14th Annual Production Sale —  

Oakes, ND 
       18   Hart Simmentals’ 51st Annual Production Sale — 

Frederick, SD 
       19   Illinois Performance Tested (IPT) Bull Sale —  

Springfield, IL 
       20   Dakota Xpress Annual Bull and Female Sale —  

Mandan, ND (pg. 76)
       20   Illinois Beef Expo Multi-Breed Sale — Springfield, IL 
       20   R&R Cattle Company’s Annual Production Sale —  

Chamberlain, SD 
       20   Sandy Acres Simmentals’ Bull Sale —  

Creighton, NE (pg. 76)
       21   Flittie Simmental/Schnabel Ranch Simmentals/Lazy J 

Bar Ranch’s Joint Production Sale — Aberdeen, SD 
       21   Rhodes Angus Open House Bull Sale — Carlinville, IL 
       25   C Diamond Simmentals’ Annual Production Sale —  

Dawson, ND 
28–3/7   Hofmann Simmental Farms’ “Buy Your Way”  

Bull Sale — Clay Center, KS 

MARCH 2026 
         1   Windy Creek Cattle Company’s Bull Sale —  

Spencer, SD (pg. 73)

         2   S/M Fleckvieh Cattle’s Private Treaty Bull Sale — 
Garretson, SD 

         4   Klein Ranch’s Heart of the Herd Sale — Atwood, KS 
         5   22nd Annual Cattleman’s Kind Bull Sale —  

San Saba, TX 
         5   Hill’s Ranch Production Sale — Stanford, MT (pg. 75)
         5   Keller Broken Heart Ranch’s Annual  

Production Sale — Mandan, ND (pg. 76)
         6   Eichacker Simmentals’ Annual Production Sale —  

Salem, SD (pg. 77)
         7   Cason’s Price and Joy Spring Bull Sale — Russell, IA 
         7   Gibbs Farms’ 3rd Annual Spring Sale — Ranburne, AL 
         7   Powerline Genetics’ PAP-Tested Bull Sale —  

Castle Dale, UT (pg. 79)
         7   Trinity Farms’ Generations of Excellence Sale — 

Ellensburg, WA 
       12   B&B Simmental’s Bull and Heifer Auction Sale — 

Gregory, SD 
       13   Powerline Genetics’ March Edition Bull Sale —  

Arapahoe, NE (pg. 79)
       14   Carcass Performance Partners’ Bull Sale —  

Lucedale, MS 
       14   Gonsior Simmentals’ 26th Annual “In the Heartland” 

Sale — Fullerton, NE 
       19   Brink Genetics’ Spring Bull and Heifer Sale —  

Elkader, IA (pg. 50)
       20   3C Christensen Ranch and NLC Simmental Ranch 

54th Annual Production Sale — Wessington, SD (pg. 77)
       20   Black Summit Annual Bull Sale — Powell, WY (pg. 49)
       20   Colorado Select Bull Sale — Fort Collins, CO (pg. 74)
       21   Lechleiter Simmentals’ Annual Bull Sale —  

Loma, CO (pg. 74)
       21   Ohio Beef Expo Eastern Spring Classic Sale —  

Columbus, OH 
       21   Red Hill Farms’ More Than a Bull Sale XXI — 

Lafayette, TN (pgs. 77, 88)
       21   TeKrony Brothers Simmental’s 14th Annual  

Bull Sale — Clear Lake, SD 
       23   Bridle Bit Simmentals’ All Terrain Bull Sale —  

Walsh, CO (pg. 74)
       25   Diamond H Ranch’s Annual Production Sale —  

Victoria, KS
       28   Clear Choice Bull Sale — Milan, IN (pg. 74)
       28   Heishman Cattle Company’s Blue Ridge  

Classic Sale — Mt Jackson, VA (pg. 84)
       28   T-Heart Ranch’s High-Altitude Bull Sale —  

La Garita, CO (pgs. 42, 43, 74)

APRIL 2026 
         1   Roller Ranch’s 3rd Annual Bull Sale —  

Hewitt, MN (pg. 31)
         4   McDonald Farms’ 23rd Annual “Pick of the Pen”  

Bull Sale — Blacksburg, VA 
         4   Belles and Bulls of the Bluegrass — Lexington, KY 
         4   The Gathering at Shoal Creek —  

Excelsior Springs, MO 
       15   Trennepohl Farms’ Top Ten Sale — Middletown, IN 
       17   Trennepohl Farms’ Turn-Out Time Sale —  

Middletown, IN 
       25   Clear Choice Customer Sale — Milan, IN (pg. 74)
       25   Cow Camp Ranch’s Spring Turn-Out Sale —  

Lost Springs, KS (pg. 74)

MAY 2026 
         2   Stars and Stripes Sale — Hummelstown, PA 
       16   Mississippi/Alabama Simmental State Sale —  

Cullman, AL 
       18   Red Hill Farms’ Maternal Monday Online Sale — 

www.redhillfarms.net (pg. 77)

CALENDAR OF EVENTS                             CONTINUED
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SimTalk is an 81/8 x 107/8-inch publication produced by the Register, the official  
 publication of the American Simmental Association. Published four times annually, 

SimTalk is a glossy, full-color publication with a circulation that targets commercial 
users of SimGenetics. Advertising in SimTalk provides a unique opportunity to brand 
and trademark your program to thousands of potential customers. If you are serious 
about communicating with the commercial beef business, consider an advertising  
presence in every one of our four annual issues.

               Space Rates          Non-Contract           2X Contract            4X Contract           Four Color 

                   1 page               $890                     $840                     $800 $300 
                2/3 page               $760                     $730                     $700 $200 
                1/2 page               $510                     $480                     $460 $150 
                1/3 page               $380                     $370                     $350 $100 
                1/4 page               $260                     $250                     $230 $75 
                1/8 page               $150                                                      $50 
            3-inch mini               $115                                                      $30 
            2-inch mini                 $85                                                      $15 
            2-inch card               $289/year, 4 insertion $60 
            1-inch card               $220/year, 4 insertions $40

A non-refundable $50.00 fee will be assessed 
if a client does not meet deadlines or if the 
client commits to advertising and cancels 
after the deadline or if the ad must be 
dropped to ensure on-time publication. 
Ad materials (including photos) must be in 
the SimTalk office by the dates listed above. 
SimTalk, which mails by bulk rate, assumes 
no responsibility for actual receipt date.  

Digital Advertising 
The ASA offers a variety of digital advertising 
options. For more details, visit simmental.org. 

Layouts & Proofs 
Every effort will be made to provide proofs on 
all ads, if all ad materials arrive in the SimTalk
office prior to the deadline and a correct email 
address or fax number is provided. 

Terms 
All accounts are due and payable when 
invoiced. Interest charges of 1.5% per month 
(18% APR) will be added to accounts 30 days 
past due. If an account becomes 60 days 
delinquent, all ASA Publication, Inc., work 
may be suspended until full payment is 
made. After review by the ASA Executive 

One Genetics Way 
Bozeman, Montana 59718 

406-587-2778 
register@simmgene.com

ASA PUBLICATION, INC.

Send all ad materials to: register@simmgene.com

Space and four-color rates for SimTalk: Ad Sales Staff

For All Your  
Advertising Needs

Subscriptions
• Domestic $50/year 
• First Class $100/year  
• All International  

$150/year (USD)

Nancy Chesterfield 
406-587-2778 

nchesterfield@simmgene.com

Rebecca Price 
406-587-2778 

rprice@simmgene.com

RATES & POLICIES

Committee, ASA privileges may be denied to 
those with accounts over 90 days delinquent. 

Advertising Content 
SimTalk and its staff assume no responsibility 
or obligation to verify the accuracy and truth-
fulness of advertising copy submitted to 
SimTalk. However, SimTalk reserves the right 
to reject any advertising copy or photo which 
SimTalk deems unsuitable for publication for 
any reason, including copy or photographs 
that are false or misleading. SimTalk assumes 
no responsibility for the accuracy and truth-
fulness of submitted print-ready ads. 
Advertisers shall indemnify and hold harm-
less SimTalk for any claims concerning 
advertising content as submitted. Advertising 
containing pedigrees or statements regarding 
performance must conform to records kept by 
the American Simmental Association. Copy 
deviating from official records may be changed 
as necessary without advertiser consent. 

Editorial Policy 
Opinions expressed are the writers’ and not  
necessarily those of SimTalk. Photographs are 
welcome, but no responsibility is assumed for 
material while in transit or while in the office.

ST

SimTalk deadlines for publication:

                                       Sales Close          Ad Materials          Camera Ready     Approx Mail Date

January (Winter) 2026     Nov 18               Nov 21                   Dec 2                  Jan 12 
March (Spring) 2026         Jan 16                Jan 21                   Jan 30                March 9 
Sire Source 2026             March 5             March 9               March 13              April 20 
Early Fall 2026                 July 20               July 23                  July 31                 Sept 8 
Late Fall 2026                  Sept 17              Sept 22                 Sept 30                 Nov 6 

Advertising rates are for camera-ready ads only. Additional design charges will apply to any ad 
designed by ASA Publication, Inc.
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