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ABS Global is equipped with the finest people, technology, research, quality, and genetics.
We have the ability to ensure that the long-term direction of your herd is on track and to make
your breeding program a success. Together we can accomplish your goals.
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+15.1 CED, +125.5 YW, +161 SAPI, +96 $Ti +18.6 CED, +121.5 YW, +158 SAPI, +93 $TI

For a full data set, progeny photos, and more, visit Bull Search at

ABSbullsearch.ABSglobal.com or contact your local ABS Representative.

Profit from Genetic Progress | 800.ABS.STUD | ABSglobal.com £2025 ABS Global, All Rights Resarved.
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| WE’VE GOTYOUR BACK! -

3 | M3 MONEY MAKER

ii% ASA: 3978845 | Eagle x Beacon | Purebred Simmental

MONEY MAKER is undoubtedly the most unique and popular blaze-faced bull in the business! He offers
10 EPDs or indexes in the top 1% and will make immense genetic advancement in one generation,

CE BW WW YW ADG MCE Milk MWW Stay Doc CW YG Marb BF REA Shr APl Tl

196 -41 121.71923 44 99 30.7 91.5 17.8 171 746 -.45 46 -068 1.7 -49 194.8 1235

1 1 1 1 1 5 10 1 3 4 1 2 15 5 1 - 1 1
| e el ol - | From Bielenberg Simmentals and Heartland, IA

1smi48 ELECTRIFY

ASA: 4220293 | Captivate x Verdict | Purebred Simmental

ELECTRIFY is the sire that will move the red population forward for quality and genetic merit! Study his
data closely, he ranks in the top 207% or better for most traits and is highlighted by breed-leading

4 oredictions for CE, BW, MCE, APl and T1.
18 -32 863 1357 31 10.8 26.7 69.8 183 13.5 32.5 -.36 .39 -0046 1.07 -.35 172.7 97.9
- 2 3 25 20 15 2 25 20 20 30 55 55 20 90 20 - 10 10
From Rydeen Farms, MN; Crosshair Simmental Ranch, ND and Trauemicht Simmentals, NE
. 115 LEVERAGE
ASA: 4532793 | Confidence x Premier | Purebred Red Angus
LEVERAGE is the $130,000 sale topper and one of the most sought after Red Angus sires to sell in 2025.
- His combination of elite EPDs and phenotype are hard to match. He excels for Calving Ease, Growth and all

the carcass traits of Marbling, REA and CW.

CE BW WW YW ADG MCE Milk MWW Stay Doc CW YG Marb BF REA Shr APl T
174 48 80.3 1293 .31 9.6 248 649 137118392 .15 99 .04 .29 - 17361049
10 3 40 35 30 15 40 40 65 60 45 99 3 99 99 - 10 2

From Bieber Red Angus, SD; Bottomley Cattle Company, NC; Ludvigson Stock Farm, MT: and JL Morris Farm, GA

7mN805 POIVERCAT

ASA: 4354128 | Wildcat x FIREBALL | Purebred Angus

As an outcross for many, POWERCAT offers exceptional genetic value for traits that pay the bills. If you

truly want to change cattle, sires like POWERCAT will make it happen. His top rankings for multiple traits

will take you to the next level.

214 -5 9251615 .43 10.3 29.6 758 12.924.6108.7 -13 192 006 174 - 2169 120
1 45 10 3 1 10 10 5 70 1 1 70 1 9 1 - 1 1

From Gardiner Angus Ranch, KS; Ogeechee Angus Farm, Travis Bunch and Tall Timber Angus, GA and Deer Valley Farm, TN
¢
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Postville, lowa
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North Central Region

Matt Aggen (2026)

27133 146th St

Harmony, MN 55939 e 701.866.3544
mattaggen@hotmail.com

Troy Marple (2026)

9450 Michaels Rd

Westmoreland, KS 66549 ¢ 785.250.0522
troy.j.marple@gmail.com

Tim Clark (2027)

1999 18th St NW

Turtle Lake, ND 58575 ¢ 701.799.7752
Tim.Clark@hubbardfeeds.com

Loren Trauernicht (2028)

901 E Pine Rd

Wymore, NE 68466 ¢ 402.230.0812
mtrauernicht@diodecom.net

Eastern Region

Brandi Karisch (2026)

648 Polly Bell Rd

Starkville, MS 39759 ¢ 225.717.3324
mbkcattle@gmail.com

Scott Trennepohl (2026)

6591 W 625 N

Middletown, IN 47356  765.620.1700
sttrennepohl@yahoo.com

Chris Ivie (2027)

PO Box 264

Summertown, TN 38483 « 931.215.0316
iviejc@usit.net

Mark Smith (2027)

304 Moeller Rd

Picayune, MS 39466 ¢ 601.310.6695
smith5785@bellsouth.net

Western Region

Quin LaFollette (2026)

1476 Hwy 14A

Powell, WY 82435 ¢ 307.899.3553
Quin@Blacksummitcattle.com

Chad Cook (2027)

PO Box 174

Walsh, CO 81090 « 719.529.0564
bridlebitsimm@gmail.com

Maureen Mai (2028)

427 Peaceful Way

Bonners Ferry, ID 83805 ¢ 208.660.2726
rymocattle@gmail.com

Ryan Thorson (2028)

1725 Road 261

Glendive, MT 59330 ¢ 406.694.3722
ryanthorson7@gmail.com

South Central Region

Greg Burden (2026)

890 VZ CR 2205

Canton, TX 75103 e 405.780.0372
greg.gbcattle@gmail.com

Victor Guerra (2027)

PO Box 92

Linn, TX 78563 * 956.607.5515
vgg03@aol.com

Greg Walthall (2027)

1051 NE 500 Rd

Windsor, MO 65360 ¢ 660.525.9921
gregwalthall@gmail.com

Joseph Hensgens (2028)

136 Deer Park Ln

Rayne, LA 70578 ¢ 985.992.9119
joehensgens@yahoo.com
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FALL PRODUCTION SALE

Od- é@lf‘ 25 10678 FM 757, Winona, TX

1:00 PM ATTHE RANCH, WINONA, TEXAS

60 SIMMENTALAND SIMANGUS™ BULLS
* 13-24 months of age
* Most are Al Sired by some of the top Simmental
and SimAngus™ sires in the industry

70 SIM MENTAL AND SIMANGUS™ FEMALES
3N1s, Breds and Pairs, including Mature Cows
e Open Yearling Heifers ready to breed
e Many are Al Sired and selected out of the heart of
the 7P program

25 SIMBRAH FEMALES

e Pairs and Breds, plus Open Heifers ready to breed
Most are 2 Simmental Y2 Brahman heifers
resulting from the mating of productive 7P Ranch
Simmental cows to elite Brahman sires

e sn Most are registered with the American Simmental
REDHILL BURLEY 99J I . 38 Association and also eligible to be Golden Certified
2 & ¢ reglsgered with the Ameﬂcan B!ahﬁ'ian Breeders

ASW‘:’I.I.AS
EMINENCE AVE13 KBHR ALLAMERICAN G104 - CDI MAVERICK 3358
MCKELLAR UPWARD 8416 - MR 7P D290 - MR 7P H270 +

SHSF FREIGHTLINER D10 - WS ZENITH 255

| BE'SURE T0 ALSO ATTEND THE
F1 SIMBRAH SUMMITON FRIDAY,
OCTOBER 24, ATTHE RANCH.

- Jared Murnin

7 "SALEMANAGEMENT  MartyRopp  406:5817835 |
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FroMm THE EDITOR

by Lilly Platts, managing editor

Social media is the number
one way many people take in
and share information, both
important and trivial. This has
been especially true for the beef
industry and agriculture. We
have all heard that we need to
“tell our story,” and while I do
believe in that message, I see
some fundamental holes in our industry’s understand-
ing of how social media works. This leads to a lot of
misunderstanding, and undermines our ability to tell
that story. This issue of SimTalk includes pieces on indus-
try advocacy, and I would like to kick things off by
sharing some tips for navigating social media, either as a
viewer or as an active participant.

| behave online as a representative
of the beef industry, even when
I’m not engaging in conversations
about beef. | have many online
connections who know very little
about beef production, and

| keep that in mind.

I'm going to dive right in with an agriculture-adja-
cent story of what not to do. A few months back, a video
came across my Facebook feed of a man beating a horse
on the ground. It was awful, and whoever took the
video did the right thing by gathering some hard evi-
dence. Here’s where things went south: the video was
put up on social media with the intention of “bringing
justice” to the situation. I don’t know if the man got in
trouble, but I do know that the video was shared hun-
dreds of times by concerned people. Captions expressed
unhappiness for what he was doing, and called for
action. That might sound like community in action, but
because social media is fueled by likes, shares, and com-
ments, each person helped spread a negative image
across the world. I believe things like this have a nega-
tive impact on the beef industry. We have to remember
that only 2% of our country’s population is involved in
agricultural production, and the other 98% associates
cowboy hats with ranching. That video could have eas-
ily just been shared with law enforcement, the man’s
employer, or whoever else could actually do something.
This same thing happens when animal activists share
videos, or an article full of misinformation is published.

6 SmMTALK

It doesn’t matter if your personal caption condemns the
content of a post — sharing simply gives it attention and
spreads the message further. Just because you have a
reaction to something doesn’t mean you should share it,
or engage with it.

How we show up in the comment section also mat-
ters. When we come across a comment that concerns us
(misinformation, general negativity, fighting, etc.) our
first instinct might be to jump to the rescue, or join in on
the negativity if we agree. Please take a beat before you
do this. If someone asks a genuine question about a beef
industry topic you might share an answer using your
firsthand experience and facts. This cannot start with
calling them “ignorant,” or anything mean. If you get
the impression that a commenter isn’t open to talking,
your time is probably better spent just scrolling along. If
you feel an urge to join in on negativity — ragging on
someone or something, criticizing something without
facts or context, or just being nasty — ask yourself if you
would say the same thing in real life. The answer is
probably no, which means you need to move along.

I behave online as a representative of the beef indus-
try, even when I'm not engaging in conversations about
beef. I have many online connections who know very lit-
tle about beef production, and I keep that in mind. If you
spread hate and negativity, or share misinformation
about anything, it harms your credibility and can do
damage to the industry we all care so much about.

I interviewed Andrea Flemming for this issue, a com-
mercial SimGenetics breeder from Minnesota who is an
expert in navigating this online world. I first came across
Andrea’s social media content years ago, and am struck
by her ability to navigate beef industry conversations
and have a positive impact. This issue also includes a
recap of ASA’s strong representation at the Beef
Improvement Federation Symposium, as well as Part II
of Sean McGrath’s Ranching Roadtrip series. Please look
for the upcoming Late Fall SimTalk, and take care!

ST
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Sunday, September 21, 2025
1:00 PM csT | Shelbyville, IL
Selling Simmental & SimAngus™

Fancy Open Heifers, Bred Females,
Donors, Steers and One Herd Sire

L : v i S
ASA¥ 4541746 | BD 1-18-25 | 275N ASA# 4539174 | BD 2-12-25 | N531
Purebred by Berwick Purebred by Coping with Destiny

L g I i

ASA 45641748 | BD 1-17-25 | 117N ASA# 45391751 BD 2-6-25 | 561N
Purebred by Next Level 3/4 by County O

ASA# 4539682 | BD 1-29-25| N725
Purebred by Coping with Destiny

ASA# 45391811 BD 3-20-25 | N556
Purebred by FC Something About Serena

3/4 by SC Pay the Price
Bred to WLSF Firehouse 91K

Gy ¥ i g
ASA# 4377056 | BD 1-21-24 1 137TM
Purebred by SO Remedy

Bred to WHF/JS/CCS Woodford

-._;.,, rod 2 - by -
ASA# 4472693 | BD 12-25-23 1 025L
Purebred by Wheatland 3-D

Bred to Sexed W/C Executive 187D

ASA# 4484693 | BD 5-10-24 | 79M
Purebred by Double Up
Bred to Lover Boy

ASA# 4356760 1 BD 1-12-24 | 5M
Purebred by MFR Dreamboat
Bred to PHFC United We Stand

PSR
ASA# 410620180 | BD 2-3-22 | K318

Purebred by W/C Bank On It
Bred to WINC All Right

ASA# 3880161/ BD 1-18-21] J590
Purebred by Oracle
Relentless Heifer Calf Due Early January

ASA# 4310189 | BD 2-6-22 | K34
Purebred by Quantum Leap
Bred to FRKG Victory

SALE CONSULTANTS

ASA# 4549295 | BD 10-15-23 | L67
Purebred by MR SR 71 Right Now
Bred to BAS Money Maker

SALE STAFF

GUEST CONSIGNORS Travis Farms

Hillstown Farms Rodney, 618-843-5264 Roger Allen ...... 715-684-9222  Cody Lowderman R I N C K E R

Joey, 618-978-0531 Huenefeld Simmental Farms David Guyer........ 812-243-1676  Auctioneer SIMMENTATLS

JR Simmentals 402-764-0981, Matt Larry Martin.. ... 217-433-0242  309-313-2171 Giiit. P Bt Eait. Taca R

Jess, 217-248-8447 815.238-6641, Steve Greg Miller... . ... 608-778-8785 Dan Naughton e I
i 217.304-6502 Curt: 217-871-57411 curt@rincker.com

Fox Creek Cattle Emily Ivey Doug Parke ...... 859-421-6100 Brent: 217-246-3550 | brent@rinck

618-843-3276, Travis 865-254-2998 Drew Hatmaker . . . 423-506-8844 Austin Rincker B TEIRGULE LR

AL Double J Ranch Ryan Haefner. ... 815-499-0522 217-825-5248 f

Jeff and Justin Lewis Dale Jr., 715-965-1356

Adam Swigart . . .. 309-826-3809
217-251-2400, Jeff

217-690-6845

217-251-5020, Justin

Black Diamond Genetics
Larry, 217-433-0242

Reiny Way Acres
Kent, 715-573-7891

Brandon Rutledge . 217-369-6729

Emily Ivey. ....... 865-254-2998
Dalton Lundy .. ... 502-727-6898
Bob Dwyer........ 309-337-1404

Zach Rincker ’EFCII Bid online at CCl.Live

VIEW SALE DETAILS AND REQUEST A CATALOG AT: | i
RINCKER.COM | ILLINIELITESALE.COM @af'




Farming, Fitness,

Beef Industry Advocacy

by Lilly Platts

Andrea Flemming’s videos and content on
Instagram and Facebook have gained her
over 66,000 and 12,000 followers respectively,
and she is frequently called on to speak about
agricultural advocacy at industry events. The
fifth-generation Minnesota cow-calf producer
and farmer didn’t set out to become an online
influencer, but originally started her account
to post workout videos and hold herself
accountable. She soon found an audience
online, sharing about her daily life in agricul-
ture, and tips and inspiration for physical
health. Flemming and her family run a diversi-
fied commercial cow-calf operation, utilizing
SimGenetics, DNA testing, and technology.

From the Farm to the Screen

Like many young people in rural America, Andrea
Flemming grew up dreaming of being a veterinarian.
She pursued an animal science degree at South Dakota
State University, and applied for veterinary school the
spring before graduation. A letter sharing that Flemming
hadn’t been accepted into vet school turned her future
plans upside down. She hadn’t considered returning
home to the family farm, but started spending more
time there during that final spring semester. This time
of uncertainty is when she also started sharing about
agriculture online. “I convinced my dad to co-sign a loan
to buy some bred heifers, so I would go home on the
weekends during that spring semester and share on
Instagram,” Flemming recalled. “I have always been
obsessed with cattle so it was an easy thing to talk about.”

Fitness had also been a big part of Flemming's life,
and she decided to start sharing about that as well. “I

was really into fitness in college, but after I received the
denial from vet school I'lost that routine. On January 1,
2018, I drew a line in the sand, and I said that if I posted
on social media then I wouldn’t give up on myself.”

Flemming started sharing workout content to keep
herself accountable, and also noticed an uptick in interest
in her farm-related content. The name “thatfitagvocate”
was born from this combination. She kept posting, and
noticed that her content was reaching people. “Instagram
stories were brand new, and I was getting questions
from people who had found my account through the
explore page. It became very apparent that the discon-
nect between ag and the general public was bigger than
I knew,” Flemming shared.

Ajob in agricultural sales filled some of her time after
college, and she kept posting about her life online. “I
realized I could share more of my ag story and advocate
for the industry. I did not intend for it to go anywhere,
and just figured that if I could share with a few people
that would be good,” she said.

In September of 2019, Flemming responded to a seg-
ment on the Ellen Degeneres Show advocating for not
eating meat, posting a letter addressed to the talk show
host online. In the post Flemming said, “I'm challeng-
ing Ellen to talk to a real livestock producer, in fact she
should visit a few. I'm also challenging you to write a
letter, post a video or response, send her an e-mail,
tweet at her, whatever you have to do to show her the
world we love and live for. Share this or other posts and
never stop educating. Do what we gotta do to support
the industry we love and live for.”

This post went viral, reaching thousands of people
across the internet. Flemming has since turned her
online presence into a business that perfectly comple-
ments her work on the family farm. By documenting



While agricultural facts are important to know,
Flemming found that people are the most responsive
to honest storytelling. “I didn’t want to share just stats,
and I wanted to give people a behind-the-scenes look at
what things look like,” she explained. “Stories are how
you make connections and how you get people to step
back and have an honest conversation.”

T R 2 - Sy s -l s R T 2
Flemming shares about the triumphs and hardships of calving
through her social media channels.

Flemming has also found value in sharing about
other aspects of her life. “It's important to know your
audience can be multifaceted. I have a group of follow-
ers who are producers themselves, and we have a lot of
conversations. We learn and we grow from each other.
There are new producers who aren’t as involved in
agriculture as heavily, but they have a positive impact,”
she said. “Then there is a big group to the side who
followed me from one cute reel I shared, or storytelling.
For anyone who wants to start doing this it's important
to not zone in and put yourself in a box. A lot of the
time, I bring people in from other content. Those things
that are out of the box are what bring in people who are
not involved in agriculture.”

The internet can be unforgiving, and agriculture is a
common target. Flemming has learned that sometimes
not saying anything is the most impactful strategy. “I
always focus on the moveable middle,” she said. “It’s
so easy to get heated about it, and there is no point in
digging back at someone who comes at you in a nasty
way,” she explained.

Flemming brings people into her daily life as a farmer
and beef producer, and isn’t afraid to share the messy,
less glamorous side of the business. Long, muddy days

working cows, cold days in the calving barn, and the
disappointment of losing an animal are a reality that
she teaches her audience about. She also emphasizes
her family’s focus on caring for their livestock. “The
number one concern of consumers is animal care,” she
said. “In the end, if you don’t care for your livestock
they don’t produce for you. Any way we can get that
message across is a win. It’s really important that each of
us in the industry help people understand what we do.”

Thousands of people have been reached by Flem-
ming’s content, but she still values real interactions the
most, emphasizing that having a small number of fol-
lowers online doesn’t decrease a producer’s impact. “It’s
the little things that can create the most connection with
producers,” she shared. “Be willing to be open, and be
willing to answer questions.”

Real Life on the Farm

The stories, facts, tips, and information Flemming
shares online come directly from her daily life as a
farmer and beef producer. Alongside her parents, Ster-
ling and Denise Severtson, her brother, Kris, and
husband, Nathan, Flemming runs a fully diversified
beef business, raising cattle from birth through finish.
Their farming operation produces the feed required to
feed out these animals, which are sold as finished fat
cattle. The family utilizes summer grass, as well as a
confinement facility, which helps with the extreme
mud that can plague the area.

The farming and animal care responsibilities are split
up among each family member. Flemming explained,
“My mom and I are more engaged in calving and ani-
mal care. My dad is more mechanically inclined, so he
does a lot of feeding. We’ve leaned into our strengths,
and lean on each other as things come up.”

TR : ‘\-"f-sk,-\:- R e i
Severtson Farms takes cattle through the entire production
process, from birth through feeding.

(CONTINUED ON PAGE 10)
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Farming, Fitness, and Beef Industry Advocacy

(CONTINUED FROM PAGE 9)

Flemming enjoys animal husbandry,
as well as collecting and analyzing data.

USE BRINK FLECKVIEH

TO COMPLEMENT BRITISH BREED & BRAHMAN INFLUENCED HERDS

Flemming has taken the lead on data collection
and submission. Severtson Farms utilizes commercial
genomic testing, as well as the Performance Beef soft-
ware, and tracks data throughout the business. “I really
like data,” Flemming shared. “When you track all of
your data you can see where you can improve. In those
harder years it’s really important to know what your cost
of gain is. If you don’t have the data you have no clue.”

Simmental genetics have become an important tool
at Severtson Farms. The family has been utilizing cross-
breeding for many years, and switched to SimGenetics
bulls around the time that Flemming returned home to
the farm. “It’s helped on the maternal side of things,
and also on the other side we’ve seen an improvement
in frame, growth, and finishing,” she shared.

Flemming shares about crossbreeding, the challenges
of raising commercial cattle, and the outcome of their
breeding decisions on social media. Flemming is honest
about the things that work, and changes they plan to
make in the future. “As a commercial producer, hetero-
sis is free money,” she said.

To follow Flemming’s journey in agriculture, and
learn more about sharing your story online, search
@thatfitagvocate on Instagram, visit www.facebook.com/
thatfitagvocate, or follow her blog at thatfitagvocate.com.

ST

| CONGRATULATIONS!. }

Dual Purpose Accelerated Maternal and Terminal Performance

ADDED POUNDS = MORE $S$S$

CONGRATULATIONS TO LAURYN LINK ON HER CHAMPIGN
LIVE & CARCASS PERFORMANCE BEEF. WELL DONE!

: MORE PERFORMANCE!

| {  HARVEST AGE 15 1/2 MONTHS

| 1605 LBS. AT HARVEST 6.18.2025
MORE MUSCLE! 14.9" RIB EYE

GRADE: CHOICE | BACKFAT: .74"

YIELD GRADE: 3.8

--CALCULATED BY IOWA STATE UNIVERSITY

CHECK OUR CUSTOMER PROGENY
DATA ON OUR WEBSITE!

BRINK

PRESTONBRINK@GMAIL.COM
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| ADG 5.36# FOR 180 DAY TEST PERIOD K

WWW.BRINKGENETICS.COM

23098 GUNDER RD, ELKADER, IA 52043

JERRY: 563-245-2048 OR 563-880-1470 CELL
‘GENETICS JBRINK@ALPINECOM.NET « PRESTON: 663-880-2075

'Dubuque
“ County Fair

Champione e
Lot formance Geey




'BULL & FEMALESALE
SEPT 25 20253, IONE, CA

1 US|mAngus & 40 SimAngus™ &
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A Ranching Road Trip, Part 2

by Sean McGrath

This is part two 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.

On the Road Again —
An Environmental and Livestock Tour

The environmental part of ranching is a personal
passion, and one of my favorite pieces of the puzzle. It
is a tremendous blessing to work in a place where you
can step out of your door in the morning and have your
breath taken away by a sunrise, a bird song, or a -45°
windchill.

Ranching is an amazingly simple business. Sunlight,
and hopefully rain, falls on plants, plants grow, cows
eat the plants, cows grow, repeat. This simplified roadmap
provides us with a good set of stops along our journey.

One of the most important realizations that I have
come to is that we need Mother Nature, but she does not
particularly need us. That is a humbling statement, and I
believe that from this place of humility, great things can
be achieved. Farming and ranching are about fostering
life and that is also the key goal of Mother Nature.

Ranching is really about capturing as much sunlight
and water as possible, and we need as many leaves of
different shapes and sizes as possible to do that. Although
the appearance may be different, this principle applies
to a Southwestern desert as much as a Florida Panhandle
or upstate New York. This puts an emphasis on biodiver-
sity (more types of leaves at more levels) and healthy
plant populations that have time to recover from graz-
ing. More leaves on desirable plants also equates to more
grazing, which means more carrying capacity, and more
cash flow.

A simplified example of an adaptive grazing system
is shown in Figure 1 below. The pastures are the same
size with the same number of cows but a greatly
increased rest period for the plants.
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three weeks
of rest

continuous use
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Figure 1. A pasture with two cows in it for four weeks

(2x28 = 56 Grazing Days). By subdividing the pasture and
moving the cows every week, we still get 56 Grazing Days,

but we allow every plant in the pasture three weeks of recovery
time, resulting in a healthier and more vigorous stand,
increasing carrying capacity over time.

three weeks
of rest

three weeks
of rest

This is a tourist drive-by view of grazing management.
If we were to stop and stay at this destination for a month,
we would just start to dig into the deeper connection
between plant, soil, and animal, and how they are inter-
connected; but for brevity’s sake, healthy plants build
healthy soil and healthy animals.

Ranchers and farmers are often divided into two
camps: forage-centric and cow-centric. In road tripping
terms, it is a bit like the Ford vs. Chevy argument. Forage-
centric producers spend a lot of focus on the grazing
paradigm, often with great success, but may not worry
as much about the genetics they are applying to the
grazing situation. Cow-centrists often focus on tremen-
dous genetics or cattle management and have pastures
that look like golf greens with mole hills. The optimal
path for most of us is likely much closer to the middle.
The goal of a manager should be to allow Mother
Nature to help in putting the cow in a position where
she can be successful. Conversely, this means selecting
for a cow that will help Mother Nature along that path.

Every ranch will have their own solutions that will
vary across environments, land prices, and management
styles, but there are some common threads. One is that
every time we augment or try to change the environ-
ment, we will add cost to the farm or ranch. A second is
that sometimes, when we augment or try to change the
environment, we will add revenue and potential profit
to the farm or ranch. Perhaps the most important part



of this concept and the resulting mindset is that we need
goals and accountability.

One of the key points on the environmental part of
this road trip is stopping to take souvenir photos so
that we can remember where we have been. On our
ranch, we use photopoints as a key and easy part of
our rangeland monitoring. These photopoints are pic-
tures that are taken annually at the same location and
roughly the same time of year. They provide documen-
tation of the condition of our pastures and ecosystems.
The importance of this is that it automatically creates
the ability to look at changes over time, but it also
forces accountability as a manager for both good and
bad choices.

The other monitoring piece that we use is a calendar.
At our house it is in the form of a complex app and
software, but it is still a calendar. We record things like
dates and number of cows going into a pasture and
when they leave. From this we can calculate yield (cow
days per acre), rest periods (how long between grazing
for plants to recover), and other items of note. For
example, I might write down that I put 100 cows on the
North Field May 1, and I moved them out May 31. One-
hundred cows for 30 days is 3,000 cow days. If the
North Field is 45 Acres, I have grazed 67 cow days per
acre (3000/45 = 66.6).

We have talked a bit about keeping a travel diary
and managerial accountability, but at our ranch we also
firmly believe in “aCOWntability.” We are likely a bit
extreme on our operation, but we use a tool called the
Orange Tag of Death (OTOD). For our management
style and our environment, we use the criteria that if
we touch a cow for any reason other than vaccination
or artificial insemination, we install an orange tag and
the cow is removed from the herd. Over the years there
is a strong association between cows that I have bred
beyond the capacity of our environment and the OTOD.
Every operation needs to decide how much they are
willing to augment their environment to optimize
expression of the genetics in their cow herd. If we have
a high-rainfall, high-forage-availability racetrack envi-
ronment, we might drive a Formula 1 cow with the full
awareness that she will get there fast but take a lot of
premium gas. If we have a dirt trail that is 300 miles to
the closest filling station, we might want a cow thatis a
little slower and more fuel efficient. One of the simplest
tools for figuring out what model of cow we want is to
think about sires that have worked well and look up
their EPD. Then buy more cattle that are similar. It also
helps to think about sires that have not worked on our
personal road trip, look them up, and treat them as
extremes or ranges of EPD to avoid.

We also can’t overlook training in this equation. Cat-
tle are extremely adaptive animals, but we can’t expect
cattle with no experience in a specific environment to
compete out of the gate with cattle that are attuned to a
management system.

The beauty of the environmental part of our sustain-
ability road trip is that it can be more than sustaining. In

my personal experience, there can be a self-reinforcing
loop that results in more forage, higher yields, improved
ecological processes, and increased cow numbers and
productivity. As we make progress, we can continue to
tweak genetics and forage management and create a
better system that makes the trip a little easier, less work,
and a lot more fun. Most farmers and ranchers are “doer
environmentalists” and this piece of the sustainability
road trip allows us to do and create with no right answers
and the opportunity for continual improvement and
discovery. Real, long-term wealth resides with Mother
Nature as our traveling partner.

The final stage of our trip is the people part. It is one
of — if not the most — important part of the sustain-
ability voyage, and often the most complex.

Key Points

e Producers often fall into two categories: Forage-
centric (primary focus on forage, grazing, and
rangeland health), or cow-centric (primary
focus on genetics and cattle management).
The optimal focus likely falls in the middle.

e FEvery time we augment or try to change the
environment, we will add cost to the farm or
ranch. Sometimes, when we augment or try to
change the environment, we will add revenue
and potential profit to the farm or ranch.

e Documenting the condition of pastures and
ecosystems with annual photos forces
accountability for good and bad choices.

e A calendar — simple or advanced — is critical
for tracking pasture yield, rest days, and other
metrics.

e Meticulously recording cow performance and
culling based on your operation’s unique envi-
ronment is critical for improving sustainability.

ST

Sean McGrath is a rancher and
consultant from Vermilion, Alberta.
Sean’s consulting practice focuses
on genetic improvement of beef
cattle and includes work with sev-
eral breed associations and their
breed improvement programs.
Other key focuses are range
management, forage crops, and
general ranch management. In
2023, McGrath received a Contin-
uing Service Award from the Beef Improvement Federation.
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Monday, October 13, 2025

y at Hofmann Simmental Farms
Clay Center, Kansas

Sale time 1:00 pm cdt - Lunch at noon

CSelling 75 Simmental, SimAngus ™ & Angus Females
Fall pairs | Opens | Spring breds All reds are non-dilute

Sires represented include: Hilger One, Cardinal, Imperial, Proclamation, Stone Cold, KBHR Cimarron, T] Gold,
KBHR Global, KBHR Charger, CLRS Guardian, Tehama Tahoe, Southern Charm, Musgrave Exclusive, and more!
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(lay Center, Kansas Atwood, Kansas Leonardville, Kansas
Ph. 785-630-0933 (c) | 785-944-3674 Ph. 785-626-4212 (c) | 785-626-9056 Ph. 785-293-2613 (c) | 785-293-2484 ()
hsfcows@gmail.com Heath.kleinranch@gmail.com burgmanfarms@twinvalley.net
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Represented «: Annual BIF Symposium

by Lilly Platts

More than 400 beef producers, academics,
and industry representatives attended the
organization’s 57th Annual Research Sympo-
sium and Convention in Amarillo, Texas.
BIF’s mission is to help improve the industry
by promoting greater acceptance of beef
cattle performance evaluation. The American
Simmental Association and SimGenetics
were well represented at the 2025 event, with
highlights including the Seedstock Producer
of the Year and the Pioneer Award.

Editor’s note: Honoree bios courtesy of BIF.

River Creek Farms Named BIF
Seedstock Producer of the Year

The Beef Improvement Federation (BIF) recognized
River Creek Farms, Manhattan, Kansas, as the 2025 BIF
Seedstock Producer of the Year on June 12 during the
group’s annual research symposium in Amarillo, Texas.
This national award recognizes a producer’s dedication
to improving the beef industry at the seedstock level.

River Creek Farms Inc. is a family-owned seedstock
cattle operation in the heart of the Kansas Flint Hills.
Established in 1890, the farm has deep agricultural roots
spanning multiple generations and a reputation for
producing high-quality SimAngus genetics built to
work in real-world conditions. The registered cow herd
was founded in 1970 by Joe Mertz and utilizes some of
the first Simmental genetics imported into the US. Soon
after, River Creek Farms became an early member of the
American Simmental Association (ASA). Today, the
operation is managed by Joe and his son, Abram.

The current cow herd consists of 800 cow-calf pairs,
including 500 registered Simmental and SimAngus
cows and 300 commercial recipients dedicated to the
embryo transfer (ET) program. Crossbreeding is a key
focus to enhance hybrid vigor while complementing
the predominantly Angus-based cow herds of their
customers. Advanced reproductive technologies,
including artificial insemination (AI) and ET, play a
crucial role in accelerating genetic progress, with
hundreds of embryos transferred annually. Each year,
River Creek Farms markets 200 Simmental and SimAn-
gus bulls, with most selling at the annual spring bull
sale the second Wednesday in February.
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Angie Denton (left) of Drovers (sponsor) presents the BIF
Seedstock Producer of the Year award. Accepting the award are

(L-R) Dani, Abram, Joe, and Kim Mertz.
At right is Dr. Gordon Jones, BIF President.

“A strong desire for progress drives the Mertzes to
raise the bar on quality year after year,” says Matt Tea-
garden, Kansas Livestock Association chief executive
officer. “Following their annual bull sale, the family
closely analyzes every data point from each lot to deter-
mine which traits their customers place the highest
value on. As customer priorities shift over time, River
Creek Farms adapts its program to meet demand. Their
tremendous record-keeping and organizational skills
have been paramount to maintain the volume of data
they’ve compiled over the years.”

Beyond the cow herd, the Mertz family farms 3,000
acres of corn, soybeans, and select cover crops to sup-
port the seedstock operation’s sustainability. Precision
ag technology is leveraged to maximize efficiency across
both farming and cattle operations. Additionally, Abram
and Dani Mertz own and operate LivestockDirect, a
seedstock marketing business that helps more than 400
seedstock producers market their bull sales annually.




Dr. Wade Shafer Receives BIF Pioneer Award

The Beef Improvement Federation (BIF) presented
Wade Shafer, PhD, of Bozeman, Montana, the BIF Pio-
neer Award June 12 during the group’s annual research
symposium in Amarillo, Texas. The Pioneer Award
recognizes individuals who have made lasting contri-
butions to the improvement of beef cattle and honors
those who have had a major role in acceptance of per-
formance reporting and documentation as the primary
means to make genetic change in beef cattle.

Shafer joined the American Simmental Association
in 2003 and brought with him a PhD from Colorado
State University and practical experience building eco-
nomic selection indexes for his own herd. He led the
development of two whole-life-cycle indexes, launched
a whole-herd reporting system, and transitioned ASA’s
genetic evaluation into the genomic era. In 2010, Shafer
co-founded International Genetic Solutions, which
now includes more than 23 million animals from 23
breed organizations — the largest genetic evaluation
system in the world.

Throughout his career, Shafer’s focus has always
been on improving genetics across the entire beef
industry. He served as Executive Vice President of ASA
beginning in 2013 and guided significant growth while
prioritizing service to commercial cattle producers. He
defended independent genetic evaluation during a

patent challenge, and maintained the integrity of
expected progeny differences (EPD) and indexes.
Shafer’s leadership and vision have been widely
praised by industry peers, who describe him as humble,
principled, and driven by service to the beef industry.

Dr. Wade Shafer receiving the 2025 BIF Pioneer Award.
Pictured with Dr. Shafer is Dr. Gordon Jones, BIF President.

BIF President, Outgoing President, and Industry Collaborators

Dr. Gordon Jones completed his term as BIF Presi-
dent. His family’s Red Hill Farms raises Simmental,
SimAngus, Red Angus, Charolais, and Angus cattle,
in addition to purebred sows and row crops. The Jones
family was recognized as the 2024 BIF Seedstock Pro-
ducer of the Year. Longtime Simmental breeder and
promoter Gordon Hodges became BIF President.
Hodges has served on the American Simmental
Association Board of Trustees, and spent many years
working in the SimGenetics seedstock business.

The Association is also well-represented on the BIF
Board of Directors. Dr. Ryan Boldt, International
Genetic Solutions lead geneticist; Dr. Ken Odde, Direc-
tor of ASA’s SimSpecialist and Feeder Profit Calculator
Programs Director; and Jon Irvine, Irvine Ranch, will be
representing the Simmental breed over the next year.
Bruce Holmquiest, General Manager of the Canadian
Simmental Association will also serve on the BIF Board.

ST

The 2025-2026 Beef Improvement Federation Board of Directors.
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BUILD, BREED, ACHIEVE

— BUILD YOUR SYSTEM. ACHIEVE YOUR GENETIC IMPROVEMENT GOALS. ——

-6 Steps to Achieve Your Genetic Goals-
1. Clearly define breeding objectives

2. Use whole herd reporting g

3. Properly define contemporary groups

L Commit to thorough and accurate data collection
* and reporting on economically relevant traits

5. Use index-based selection

6. Incorporate genomics __;rﬂ

GENOMIC TESTING SYSTEM
TO REACH YOUR GOALS



“You do not rise to the level of your goals.
You fall to the level of your systems.”  *$SimGenetics

PROFIT THROUGH SCIENCE

— - James Clear' Atomic Habits American Simmental Association

TUTAL HERD ENRULLEMENT

CHR facilitates DNA testing on entire cow herds to
improve female trait predictions, improve all genomi-
cally enhanced EPD, and establish parentage markers
on the entire cow herd for easier parent verification
in future calves.

1 Genotype all animals within a contemporary group 2 Genotype males and females

-

3. Incorporate genomic enhanced predictions into selection decisions as early as possihle



Behavioral Insights
into Beef Cattle Feed «nd Water Intake

by Lilly Platts

The Beef Improvement Federation held its
annual symposium in June of 2025. Beef
producers, professionals, researchers, and
breed association representatives gathered
from across the country to discuss the latest
in beef cattle production. The educational
presentations covered a variety of topics,
many of which were applicable to the com-
mercial industry. The following is a summary
of the first presentation in the technical
breakout, “Advancements in Efficiency and
Adaptability.”

Dr. Elizabeth Dressler shared about her graduate
research project: “The heritability and variance
component estimation for feed and water intake behav-
iors of feedlot cattle.” Feed is the largest cost across
livestock operations, accounting for up to 70% of the
cost of beef production. The production and processing
of this feed is also the largest contributor to greenhouse
gas emissions in the beef industry.

Water is a less discussed but equally important factor
in beef production. Many areas of the Western United
States have been plagued by drought in recent years.
Dressler shared, “Approximately 21% of cattle in the
United States currently are in an area that is being
affected by drought.”

This number varies based on a number of factors,
and in October of 2024, 92% of cattle were in an area in
some stage of drought. “Water can become especially
critical during those periods of time,” Dressler said.

Improving feed efficiency and better understanding
water intake are frequently discussed, but like many
things in the beef industry, the wide variety of scenarios
in which cattle are raised and fed makes it challenging
to identify a simple or broad solution for reducing feed
and water intake.

Dressler shared that while feed intake data is com-
monly measured, the behavioral patterns of cattle
eating and drinking is less understood. New technol-
ogy is making it easier to measure the feed and water
intake of individual animals, as well as their behavior
when eating and drinking.

Dressler explained that her research involved identi-
fying the behaviors that are important to measure and
understand, and then estimating the heritability and
variance of these traits. A genome-wide association
study was performed to identify areas of the genome
associated with intake behaviors. The variations in
bunk management and season were also evaluated.

Feed and water intake data was collected at the
Willard Sparks Beef Research Center at Oklahoma State
University, with 830 crossbred steers on test, split into
seven groups from 2014-2018. These cattle were split
into pens, with each including six feed bunks and one
water bunk located in the shade. An Insentec system
was utilized at each feed bunk to measure intake. Each
animal was processed the same, and given 21 days to
acclimate to the feed bunks. Following this acclimation
period, feed and water intake data was collected on
each animal.




At the end of the study, Dressler analyzed the actual
feed and water intake, as well as five behaviors: total
number of visits to the bunk per day; amount ate or
drank in one session; amount of time spent at a bunk in
one session; amount ate or drank divided by the time
spent at the bunk in one session; and the interval, or
amount of time, between two sessions.

Dressler found that on average, the cattle visited the
water bunk two more times per period in the summer,
and drank nine kilograms more when compared to the
winter. In the winter, cattle drank more quickly and
waited longer to return to the bunk between sessions.
In cold weather, the cattle also drank at a faster rate. In
the summer, cattle ate slightly more feed per session in
the summer, and spent longer between visits to the feed
bunk. In the winter, cattle made three more visits to the
feed bunk per period than in the summer.

Behavior was also analyzed based on bunk manage-
ment. Cattle were evaluated with an “ad libitum” bunk,
meaning they were fed as much and as often as desired.
A “slick” bunk protocol, or only feeding when the bunk
was completely empty was also analyzed. With constant
access to feed, the cattle visited the bunk more times,
spent more time there, and visited the water bunk more
frequently as well. With the slick bunk, the cattle ate
and drank more quickly, and spent longer at the bunk
in one session, suggesting a “scarcity mindset,” and
desire to optimize the available feed.

Using this data, Dressler analyzed the heritability of
the behavioral traits and intake based on genomic data.
Dressler shared, “Water intake is moderately heritable.”

New technology is making it
easier to measure the feed and
water intake of individual animals,
as well as their behavior

when eating and drinking.

Dressler also shared the phenotypic and genomic
correlations for the measured data and behaviors. “If
the scenario was to select for lower dry matter intake,
that would also lead to fewer visits to the feed bunk, a
slower intake rate, and a longer interval between vis-
its,” Dressler said.

What does this data say about potential selection for
feed intake, or management in the feedlot? “Phenotypi-
cally, we found that season and bunk management does
have an impact on feed intake and intake behaviors. The
heritability of those feeding and drinking behaviors was
moderate to high,” Dressler said.

Feed intake and efficiency are typically viewed
through the lens of how well cattle convert feed to
pounds, and Dressler’s research offers another view.
“Selection to decrease dry matter intake or daily water
intake can be done, but those reductions will have to
come from a reduced desire to consume, especially in
grazing or situations where you can’t restrict access,”
she said.

This research and data may not be directly applicable
to producers, but is an important piece in the larger
research surrounding feed intake. “Selection for a
behavioral trait in this industry isn’t likely or feasible,
but it provides information, and an additional route for
viewing these things,” Dressler concluded.
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Opposite: Cattle display different feeding behavior
and intake under different feed bunk protocols.

Below: Water intake is becoming an increasingly
important intake to measure in beef cattle as drought
persists across the US. Photos by Hannah Wine.




INDUSTRY UPDATE

Heat Stress in Cattle Costs Real Money
University of Missouri Extension

Cattle rid their bodies of heat in three ways — radia-
tion, convection, and evaporation. “If your cattle can’t
use all three methods, they’ll overheat fast,” says Eric
Bailey, University of Missouri Extension state beef nutri-
tion specialist.

Summer heat knocks weight off calves and pounds off
milk, Bailey says. Losses come in the form of less gain,
weaker fertility, and other health issues. “Heat stress
costs real money,” he says.

Producers can reduce heat stress by providing ade-
quate shade, proper fly control, access to water, and the
right choice of pasture grass.

Tall Fescue Pastures Turn Up the Heat

Cattle grazing on tall fescue grass when temperatures
rise is a recipe for disaster.

Toxic endophytes in fescue can turn up the cattle’s
body heat. Their efforts to keep cool can melt profits. But
there are practical fixes that keep weight and profits
steady, Bailey says.

Most fescue pastures in the Fescue Belt carry endo-
phytes that make toxic ergot alkaloids, which mess with
your cattle’s ability to stay cool, he says. These toxins
tighten blood vessels, cut blood flow to the skin, and pre-
vent heat from escaping. They make it hard for cattle to
sweat and pant, essential tasks to rid their bodies of heat.
Ergot alkaloids also delay shedding by lowering pro-
lactin. This leaves cattle with shaggy coats that trap
summer heat.

Summer temperatures, especially heat waves, make
cattle on fescue vulnerable to problems. Normally, cattle
can tolerate temperatures of 31 C or 88 F. Cows likely
consume enough ergovaline by Memorial Day to make
heat stress worse during the summer.

Small Amounts Cause Big Losses

Even ingesting small amounts of ergot alkaloids can
result in reduced weight gain and smaller calves, less
milk, lower fertility, and lighter wallets, says Bailey. He
offers these suggestions on avoiding losses from heat
stress:

* Rotate toxic tall fescues with other grasses such as
clover, or interseed pastures with nontoxic novel-
endophyte fescue to dilute.

e Consider investing in full pasture renovation on the
worst fields.

* Provide supplemental feed in the range of 0.5% to
1.0% of bodyweight per day to dilute ergovaline in
the diet.

Maintain Good Fly Control

If you have cows on tall fescue, pay special attention
to fly control. “If your cattle are on toxic tall fescue and
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they are crowding together to dodge flies, the deck is
stacked against them,” Bailey says.

Cattle tend to bunch up to avoid flies, especially sta-
ble flies that attack their legs. They congregate in the
middle of the pasture and avoid the field edges where
flies gather most. Bunching traps heat, cuts radiation
and convection in half, and raises humidity significantly.
“In severe cases, cows quit radiating heat and actually
begin to heat up even in the shade,” Bailey says.

Here’s the fix:

* Drag pastures to break up manure, which is a
breeding ground for flies.

e Use fly tags, traps, or parasitic wasps to cut fly num-
bers.

¢ Finally, rotate pastures to break fly life cycles.

Give Your Herd Shade

Bailey gives guidelines to discourage bunching and
encourage cattle to space out in pastures:

e Provide 20-30 square feet of shade per cow.
e Provide portable shade structures that allow airflow.

* Place water troughs 50-100 feet apart to encourage
animals to spread out.

Finally, radiation and convection need cool surround-
ings and airflow to work, says Bailey.

“They fail when it’s hot and crowded. Evaporation is
the last line of defense in a heat wave, but humidity and
fescue toxins can cripple it,” he says.

Less Beef Meets Summer Beef Demand
Derrell S. Peel, Oklahoma State University Extension

The summer doldrums between Independence Day
and Labor Day usually means slack beef demand.
Indeed, the Choice boxed beef cutout dropped from the
end of June to a current (July) weekly average of
$386.75/ cwt., down from the recent high of $394.19/ cwt.
However, boxed beef prices remain 19.1% above this
time last year and have averaged 12.6% above one year
ago each week in the first half of the year (Figure 1).

Higher average boxed beef prices reflect generally
strong beef demand coupled with declining beef produc-
tion, especially in the second quarter of the year. Total
beef production is down 1.7% year-over-year through
the first half of the year, but is down 4.8% in the second
quarter. Fed (steer + heifer) slaughter was down 6.3% in
the second quarter, leading to a 4.1% year-over-year
decrease in fed beef production. Total cow slaughter con-
tinued lower, down 11% in Q2 leading to an 8.5% drop in
nonfed beef production for the period.

Despite typical midsummer seasonal weakness, all beef
primals are priced above year-ago levels with the rib pri-
mal up 7%, loin primal up 19.3%, chuck primal up 20.2%,

CONTINUED ON PAGE 28
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The Simmental female can handle any environment.

She’s built to last in heat, fescue or high altitudes.
And thanks to the breed’s built-in adaptability, you can

match Simmental genetics to your environment - SimAngus),

SimAngus HT, Simbrah or proven Simmental genetics.

|
Longer-lasting replacement heifers — gentle and consistent,
with calves that give the heterosis boost commercial
cattlemen need to stay profitable.

STAND STRONG
SIMMENTAL

406-587-4531 simrﬁental.org



GENETICS TO IMPROVE YOUR CATTLE...
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The decision you make
today will influence
the next 20 years.
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BREED EFFECTS FOR COW

MATURE WEIGHT (MWT)" §

Angus | 0

Charolais -20 Ib. |

Hereford } -39 Ib. :
Simmental 741b. :

Big cows/come with big feed bills.

SimL'nental influenced cows are an average 74 Ib. lighter
at maturity than Angus-sired counterparts, according to a
ecent U.S. Meat/Animal Research Center study. ad

While Simmental is sized for more efficient gains, 20-year
genetic trendlines also show the breed offers reliable
calving ease, early growth and ¢ow longevity.

That’s a balanced herd built/for profit. |

- STAND STRONG
" SIMMENTAL

406 587- 4531 o S|mmer|1tal org

*USMARG, Zimmerman, M., et al. “Breed and hetemtlc effects for mature weight in beef cattle,”
J. of Anim. Sci., Vol. 99, 2021, "Ad]tjsted for sire sampling, Angus was the heaviest at maturity
among the 16 breeds evaluated. Solutions are deviations from Angus. YW EPDs were extracted
from genetic evaluations conducted in 2019. Estimate of MWT differences at 6 years of age.
“The study considered 108,857 weight records from 5,156 crossbred cows sired by 787 bulls.
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Figure 1. Boxed Beef Cutout Value

Choice 600-900 Lbs., Carcass, Negotiated, Weekly
$ Per Cwt.
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and the round primal up 16.4% year-over-year. Brisket,
short plate, and flank primals are also sharply higher year-
over-year. Prices for both lean and fatty trimmings
continue to push higher with declining beef production.

Cattle prices dropped in late June but bounced this
past week on stronger Feeder and Live cattle futures.
Oklahoma auction feeder prices were higher for all
weights with calves up $10-$15/cwt. and feeder cattle
up $5-$15/cwt. The five-market fed cattle price aver-
aged over $235/ cwt., pushing up close to the mid-June
highs. Boning cows (average dressing) averaged
$165.84/cwt.

Is Herd Rebuilding Happening...
and Where?

Derrell S. Peel, Oklahoma State University Extension

The January 1, 2025, beef cow inventory was 27.86
million head, down 0.5% from the previous year. Was
2025 the smallest cow herd inventory for the current cat-
tle cycle? It is looking more likely that it might be the
low. Herd growth this year depends on the amount of
cow culling relative to the supply of bred heifers that
will enter the herd during the year. Although the inven-
tory of bred heifers was record low, beef cow slaughter is
down 16.2% for the first 21 weeks of the year, indicating
a low level of cow culling that might allow for a frac-
tional increase in the beef cow herd this year.

Where would beef cow herd growth be most likely if
it is beginning? January data showed that seven of the
top ten beef cow states had beef cow inventories that
were unchanged or were up slightly. Missouri had two
percent more beef cows while Texas, Oklahoma, Mon-
tana, and North Dakota were up one percent
year-over-year. Kansas and Florida had the same num-
ber of beef cows as the year prior. Moreover, while the
total beef replacement heifer inventory was down one
percent year-over-year, several states had heifer invento-
ries that were up, including Kansas, up three percent,
and Oklahoma and South Dakota, up two percent from
the previous year. Montana, Missouri, North Dakota,
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Wyoming, and Florida had beef replacement heifer
inventories unchanged from the prior year. It would
appear that a number of major beef cow states are inter-
ested in herd rebuilding.

However, forage conditions continue to be a limiting
factor in some regions. The latest Drought Monitor
(June) shows that the central and northern Plains and
much of the Rocky Mountain regions are still struggling
with drought.

Current reported range conditions show that 51% of
Montana and 42% of Nebraska pastures and ranges are
in poor to very poor condition. Additionally, 38% of
Wyoming and 24% of South Dakota ranges are in poor to
very poor condition. Texas reports 30% poor to very
poor pastures, confined to the southwest part of the
state. At the other extreme, Missouri reports just one per-
cent of pastures in poor to very poor condition, along
with Oklahoma at six percent. Among the top ten beef
cow states, Kentucky also reports just five percent of pas-
tures in poor to very poor condition. Drought is not a
factor across much of the Gulf Coast, Appalachian, and
Southeast regions (with the exception of Florida).

Though there is no data confirmation yet, it seems
likely that heifer retention may be underway in several
areas including the Southern Plains and areas in the East.
However, it is doubtful that much aggressive restocking
or herd rebuilding is in progress in several major beef
cow states from Nebraska north and west. In total it is
likely to still be a slow pace of herd rebuilding.

Rural America is Facing
a Mounting Labor Crisis

by Taylor Leach, Bovine Veterinarian

The American labor market is reaching a critical turning
point that could tighten labor availability in rural indus-
tries and slow growth across the US economy. A new
quarterly report from CoBank’s Knowledge Exchange
warns that demographic shifts and recent policy changes
may start impacting businesses as soon as late 2025.

From livestock and crop operations to food processors
and rural cooperatives, this labor shortage is becoming
especially noticeable in the heart of America’s farmland.
Many producers are already struggling to fill roles, and the
challenge is expected to intensify in the coming months.

“Barring an unforeseen change in labor force partici-
pation rates or immigration policies, the pool of
available workers is set to shrink sharply in the next few
years,” says Rob Fox, director of CoBank’s Knowledge
Exchange. “The problem will be even more serious in
states with slower population growth in the Upper Mid-
west, Corn Belt, and Central Plains.”

Demographic Pressures Mount
Fox says the warning signs have been building for

CONTINUED ON PAGE 32
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years. Labor force participation has steadily declined,
birth rates have dropped, and immigration policy has
become more restrictive. Between 2022 and 2024, nearly
nine million immigrants arrived in the US, driven by
global humanitarian crises and relaxed federal rules.
While that influx temporarily eased labor constraints,
Fox says it only masked deeper, long-term trends.

US fertility rates have fallen from 2.12 children per
woman in 2007 to 1.62 in 2023, meaning fewer young
people are entering the workforce just as the last of the
Baby Boomers retire. In addition, labor force participa-
tion has slipped from a peak of 67% in 2000 to 62% today.
Nearly 2.5 million working-age Americans have left the
labor force in the past eight months alone.

“There is no single reason people are stepping away,”
Fox explains. “It's a combination of rising caregiving
responsibilities, job skill mismatches, mental health chal-
lenges, and higher disability rates. These are complex
issues that won’t be resolved overnight.”

Shrinking Workforce Hits Agriculture Hard

The effects are already being felt across rural America.
Farms, food processors, equipment dealers, and cooper-
atives are struggling to find and keep the workers they
need to maintain daily operations. Seasonal labor has
become harder to find, and full-time positions, especially

BuildingtStrongiHerdss @nerSimmen taltatiasiime

szlﬂCK
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those requiring specialized skills or long hours, are
increasingly difficult to fill.

In regions with slower population growth, such as
the Upper Midwest and Central Plains, the challenge is
even more acute. These areas often lack the population
inflows that help offset workforce losses elsewhere in
the country.

While labor has been tight for several years, Fox
warns that conditions are poised to deteriorate further.
“What we are facing is not just a cyclical labor issue; it’s
a structural one,” he says.

Border encounters have dropped sharply since
August 2024, signaling a steep decline in immigration.
Combined with rising political pressure to increase
deportations, the agricultural labor pool could shrink
even more in the months ahead.

“Immigration has long been a key pillar supporting
the rural workforce,” Fox notes. “Without a steady flow
of new workers, farms and agribusinesses will have to
get creative, either by increasing wages, automating
tasks, or changing how they manage production.”

Technology Offers a Path Forward

In response, more agricultural businesses are turning
to technology to help offset the labor gap.

CONTINUED ON PAGE 36
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ASA# 4191110 « FB SM ¢ Red ¢ Heterozygous Polled

Pilot

Sire: Panzer
WUCHTL

M Maverick is a calving ease sire.
B Maverick goes back to the Panzer European sire.
M Outcross genetics for most herds in the USA.

Prostock Hickory 7053T

Dam: Porters Minki BM33

Porters Minki MG33

M Heterozygous polled

Semen: $35/unit (10 unit minimum) $25 per unit for orders over 100 units.
For semen contact owners. Commercial discounts available.

KULP

938 Power Road
Manheim, PA 17545
717-823-2161 — Anne
717-278-6399 — Dave

GENETICS kulpgen@aol.com
kulpgensimmentals.com
Trait | CE BW WW YW ADG DMI MCE MILK MWW STAY DOC CW YG MARB BF REA $GN $SAPI $TI
EPD | 2.8 59 668 856 .12 - 5.5 35.0 683 121 106 200 -53 -01  -113 .91 - 90.1 62.4
ACC | .18 .20 .20 .19 .19 - .15 A7 A7 1 15 .16 12 13 .10 14 -
% 80 75 75 20 95 - 20 35 55 85 40 45 65 30 80 40 - 90 80

fichor DLUONGO

691L

iy

FGAF Barbarella 839L

B Anchor D is a high $API and calving ease sire. B Striking dark red coat color.
M Semen is certified CSS and approved for export to most countries.
M Outcross genetics for most herds in the USA.

EPD as of 7.18.25

ASA# 4357539 ¢ FB SM  Red ¢ Horned

Prostock Hugo 7052T
Sire: FGAF Barbosa 707X

Black Gold Fort Knox 12F

Dam: Anchor D Annette 691H

Rocking R Annette

Semen: $35/unit (10 unit minimum) $25 per unit for orders over 100 units.
For semen contact owners. Commercial discounts available.

KULP

938 Power Road
Manheim, PA 17545
717-823-2161 — Anne
717-278-6399 — Dave

GENETICS kulpgen@aol.com
kulpgensimmentals.com
Trait | CE BW ww YW ADG DMI MCE MILK MWW STAY DOC CW YG MARB BF REA $GN $API $TI
EPD | 123 45 904 1421 .32 1.14 124 41.2 86.3 18.6 7.2 409 -46 .06 -.114 .97 .044 1354 83.8
ACC | .23 .34 .30 .32 .32 A7 .19 .18 .25 13 15 .19 13 12 1 .16 .23
% 5 45 3 1 1 99 1 2 1 10 85 1 95 10 80 25 1 1 1

Sire: Anchor D Raptor 392C

EPD as of 7.18.25

ASA# 4384127 * FB SM ¢ Red * Heterozygous Polled
Virginia Maximus

Anchor D Ziley 3927

Simmeron Mr Royal 3R

Dam: Simmeron Heidi 6H

LFS Antique 6Y

M Simmeron Lannon is a high $API and calving ease sire. B Heterozygous polled.
M Semen is certified CSS and approved for export to most countries.
M Outcross genetics for most herds in the USA.

Semen: $35/unit (10 unit minimum) $25 per unit for orders over 100 units.
For semen contact owners. Commercial discounts available.

KULP

938 Power Road
Manheim, PA 17545
717-823-2161 — Anne
717-278-6399 — Dave

GENETICS kulpgen@aol.com
kulpgensimmentals.com
Trait | CE BW wWw YW ADG DMI MCE MILK MWW STAY DOC CWwW YG MARB BF REA $GN $API $TI
EPD | 7.2 51 885 1406 .33 139 6.6 38.6 82.8 18.6 8 50. -.46 =17 -125 .97 .034 1141 74.8
ACC | .22 .34 .30 .32 .32 .18 .18 .20 .25 12 .26 .20 14 .15 12 .18 .24
% 35 60 4 1 1 99 10 10 2 10 75 1 95 95 45 25 1 10 10

EPD as of 7.18.25
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“The key to addressing labor scarcity always lies in
innovation,” Fox says. “Al and robotics are no longer
limited to the factory floor. They are increasingly being
used in fields, dairies, and food plants.”

Arecent Gallup poll found that nearly one in five work-
ers already uses artificial intelligence in some form each
week. At the same time, the cost of robotics has dropped
by nearly half in the past decade, making automation more
accessible for a broader range of farms and agribusinesses.

CoBank’s report notes that many farm supply cus-
tomers are using new tools to increase efficiency,
improve decision-making, and free up time for employ-
ees to focus on higher-value responsibilities.

Planning for What Comes Next

As producers look toward 2026, a combination of
labor constraints, volatile input costs, and shifting policy
landscapes will continue to shape decision-making. Fox
thinks adaptability will be essential.

“Technology will be critical to agriculture’s future,”
he says. “Al and robotics can help farmers do more with
fewer workers, boosting efficiency and margins. But
investment decisions must be made carefully, especially
in this uncertain economic environment.”

Until clearer policies emerge on trade, labor, and
energy, rural America will need to prepare for continued
pressure. “This is a pivotal moment,” Fox concludes.
“Farms that plan ahead, embrace innovation, and stay
flexible will be best positioned to succeed.”

Experts Encourage
Beef Quality Assurance Certification

Kansas State University Extension

What started as a grassroots effort to reduce injection-
site lesions in beef has evolved into one of the most
comprehensive training programs in the cattle industry.

On their weekly Cattle Chat podcast, the Beef Cattle
Institute at Kansas State University explained how the
Beef Quality Assurance (BQA) program is still relevant
and important today. “Beef quality assurance was a pro-
ducer-initiated program to decrease injection-site lesions
in premium beef cuts,” K-State veterinarian Brian Lub-
bers says. “Since then, Beef Quality assurance has kind
of morphed and grown; it now covers many aspects of
the cattle industry.”

Over the years, BQA has expanded to include training
on antimicrobial stewardship, animal handling, farm
biosecurity, and proper injection protocols. The certifica-
tion, available both online and through in-person
sessions nationwide, promotes industry-wide consis-
tency in animal care and food safety.

The benefits of BQA certification include consistency
in safe meat and safer working conditions, as well as

36 SmMTALK

CONTINUED

consistency between producers and employees working
with beef cattle. Lubbers described the value gained for
workers and producers from the certification. “There are
a lot of things that if I were just to stand next to some-
body in a chute for 15 or 20 minutes, I'm going to forget
a couple of things that they should know, but would
have learned in the module,” Lubbers says. “I can be
assured that the people on my operation that may be
working with cattle in any way have already had that
training whether I have explained it to them or not.”

Another crucial benefit to getting BQA certified lies in
maintaining consumer trust and building industry repu-
tation. “I would love to say 99.95% of our producers are
Beef Quality Assurance verified, because then it demon-
strates a commitment from the entire industry to do
things right,” Lubbers says.

The BQA program is developed by producers, for pro-
ducers. Its voluntary nature reflects the cattle industry’s
dedication to continuous improvement and responsible
practices. Whether a seasoned rancher or a new
employee, BQA equips individuals with practical, sci-
ence-based knowledge to improve cattle management
and protect the reputation of US beef worldwide.

Three Factors Fueling
Americans’ Obsession with Protein

by Tyne Morgan, Bovine Veterinarian

Meat is having a moment, and the craze for more pro-
tein is benefiting protein across the board. The fact that
cattle prices continue to crush records is proof, as well as
the robust demand for pork.

“I'am still bullish on dairy. I'm bullish on beef. I'm bull-
ish on pork and poultry,” says Dan Basse, AgResource
Company. “I think as you think forward, I see the next two
or three years as being the years of protein. It's that side of
the fence in agriculture that’s going to do very well.”

Basse’s optimistic outlook on protein hinges on one
major factor: consumers’ ability to pay for it.

“I'm still bullish on protein, until we see the labor
force start to shrink in the United States, and I start to see
disposable income coming down. Again, there’s not a
period looking backward in history thatI can find where
disposable income on a personal basis has risen this
quickly from 2020 to 2025,” he says.

“Meat protein, not just pork or not just beef, but meat
is having amoment. I'm an economist, so [ have concerns
on the macroeconomic front, but it is exciting to be in an
era where the public’s desire for meat protein is grow-
ing,” says Glynn Tonsor, a professor in the Department of
Agricultural Economics at Kansas State University.

People Are Eating More Protein than Ever Before

Cargill’s 2025 Protein Profile found people are eating
more protein than ever before. The report found 61% of

CONTINUED ON PAGE 40



70% of US consumers said BQA certification increases
their confidence that the beef they eat is safe.”

' 4

/) o e 2 _ . 7 / / /J

-

@) -m"

Visit BQA.org to start and finish your Beef BEEF,
Checkoff-funded BQA certification. Quality A
Assurance
Funded by
the Beef Checkoff

‘National Cattlemen's Beef Association, Responsible Beef Exploration, 2018-2019
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SimAngus-sired steer calves sold through
Superior Livestock Auction in summer 2020 earned
more at sale time than all ether calves:*

It’s no wonder the percentage of SimAngus™ calves
marketed through the industry’s largest video
auction has grown eightfold since 2010.

Want low-risk, high-potential calves with earning potential?
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consumers report increasing their protein intake in 2024,
which is up from 48% from 2019.

According to Cargill, the shift in shoppers’ prefer-
ences toward whole, minimally processed foods, is
giving protein a chance to shine. “It’s really important to
remember the US public wants meat protein,” Tonsor
says. “There are a lot of signs. We are in a pro-protein
environment. I don’t think there are issues. I actually
think there is a celebration about the taste and the eating
experience and so forth for all the major proteins.”

A Slight Shiftin May's
Monthly Meat Demand Monitor

Tonsor also authors what's called the Monthly Meat
Demand Monitor (MDM), which tracks US consumer
preferences, views, and demand for meat. The first half
of the year, the MDM continued to show consumers’
growing demand for protein, but in the report in May, it
did show a slight shift.

“The biggest takeaway from the MDM would be we
have two conflicting patterns,” says Tonsor. “One is that
the public really wants meat protein, but the macroeco-
nomic environment is giving us some pause. So, we
continue to see strong signals that people want protein.
Taste is leading that decision, so that’s good and very
supportive, but we also see lots of uncertainty on the
macro-economic front. So, trade discussions, elevated
unemployment, inflation concerns, and so forth. Those
are not supportive of meat demand, so those are the two
trends that are fighting the way out.”

Tonsor points out the May MDM showed a pullback
in consumers eating away from home, like in restau-
rants, but showed a boost in retail demand, which would
be grocery stores. “Part of that is a substitution away
from restaurants,” he says. “And that’s across the board.
It’s not just pork or beef or chicken. It’s all of them that
we track, so I do think it is a headwind that is growing
here in 2025.”

Tonsor says if confidence in the economy rebounds,
and tariff discussions ease, the restaurant piece of meat
demand could quickly recover, especially considering
we're entering the summer months, where meat demand

is typically higher.
Three Major Drivers behind the Protein Craze

And even with the pause in restaurant demand in
May, Tonsor says the push for consumers to eat even
more protein doesn’t seem to be going away, and it’s
being driven by three major factors. “More people are
having meat as an ingredient rather than the center of
the plate. So, it's coming across as more convenient. It's
an input,” Tonsor says. “Also younger folks in particular
are quite physically active, and their demand for protein
and that broader lifestyle is elevated.”
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Those two factors are strong drivers of meat demand,
especially in the younger crowd. But another supportive
piece of the growing demand for protein is related to
weight loss drugs. “We have a GLP-1 effect, so Ozempic,
Mounjaro, and so forth, in the MDM. We put out a report
earlier this year, showing around 15% of the US public is
using a GLP-1,” Tonsor says. “That’s a higher end, but
that’s what we estimate. And if you are on those prod-
ucts, you're actually consuming beef, pork, and chicken
more frequently.”

He says all of those things add up to support the
growth in meat demand. “It’s the income and the future
status of consumer finances is mainly the only headwind
at the moment, and that’s why I keep reiterating that
concern,” Tonsor says.

Demand Is what's Pushing Cattle Prices
to New Highs

It's not just the hog industry that’s benefiting from the
strong demand, both domestically and with exports.
Cattle prices continue to crush records. But according to
one veteran cattle analyst, it’s not historically tight cattle
numbers pushing prices higher — it's the strong
demand. “This price increase that we’re experiencing in
the industry is demand-driven,” says Randy Blach, CEO
of CattleFax. “Our per capita supplies were flat last year.
They’re going to be flat again this year. And yet we’ve
had a market that’s gone up. That’s all been demand-dri-
ven with what we’ve seen throughout the industry.”

The incredible demand is pushing beef demand to its
highest level in nearly 40 years. “Beef demand is at a 37-
year high,” he says. “And I think when people think
about demand, obviously quality has been the key to
that. We’ve seen the quality of the animals being pro-
duced has increased substantially.”

As record-high cattle prices also push the cost of beef
higher, that would push consumers to eat more pork and
chicken in the past. But it’s a trend Tonsor is not largely
seeing this time around. “We see some of that, but not
nearly as much as you might think. So, there’s less of that
adjustment than historically we would have seen,” Ton-
sor says. “This is 100% Glynn’s opinion, but I think
habits are a little stickier. The persistence of an item in
your meal is a little stickier than in the past. Meat is an
ingredient, not just the center of the plate. Higher beef
prices have not elevated chicken demand as people have
expected, and I think it’s because of the consumer substi-
tution effects, they exist, but they’re not as strong as they
were 20 years ago.”

As consumers crave more protein, it’s a bright spot for
all livestock with many hopeful this isn’t just a trend but
a permanent fixture on consumers’ plates.

CONTINUED ON PAGE 44
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. . SimGenetic Sale Catalog
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®

Volume discounts available

3 head — 3% off total purchases
4 head — 4% off total purchases
5 head or more — 5% off total
purchases
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ASA Publication, Inc., has text
messaging tools that provide
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you and the bull buyer.

Deliver reminders and announcements regarding your sale.
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Protect Your Livestock:
Signs of New World Screwworm

by Jennifer Shike, Bovine Veterinarian

Lizeth Olivarez doesn’t know if people will have the
stomach to deal with New World Screwworm (NWS).
She’s a sixth-generation rancher who runs cattle in
the US and in Mexico at Las Bendiciones Ranch in Reali-
tos, Texas, and Rancho El Cuellareno in Guerrero,
Tamaulipas.

Although she hasn’t experienced it herself, she has
grown up hearing story after story about NWS from
both her grandfather and father who dealt with NWS
when the deadly fly struck in the 1960s. With reports of
NWS in seven states in Mexico, the US continues to bol-
ster its defenses to keep the pest out.

“The first time around NWS was eradicated by using
sterile flies dropped from planes in a box that looked
like a Big Mac burger box with a target sign on it,” Oli-
varez says. “The only way to eradicate the NWS is with
sterile flies.”

Secretary of Agriculture Brooke Rollins announced a
five-pronged plan to combat NWS on June 18, partner-
ing with Mexican counterparts and using this sterile
insect technology to stop the spread.

“It’s important to clarify we currently don’t have
[NWS] here in the US,” says Russ Daly, Extension veteri-
narian for South Dakota State University.

He admits it’s a strange name for a fly — New World
Screwworm — because it makes you think it's a worm.
“It’s not actually a worm — it’s the larvae of the NWS fly
that deposits its eggs in animals,” he explains. “They can
get big in size, up to two-thirds of an inch. The first per-
son who described them might have thought they look
like little worms. They have ridges that are spiral, and
that allows these larvae to burrow down into the animal.
That's how they get their name.”

The NWS fly lays eggs and larvae in open wounds of
warm-blooded animals. Daly says NWS’s function is
similar (but different) to a maggot. Domestic blow flies
lay their eggs on dead tissue. The resulting maggots feed
on the dead tissue. The difference with NWS is it lays its
eggs on living tissue and will feed on living tissue.

“NWS is not easy to recognize,” Daly adds. “You
really need an entomologist to recognize the fly and the
larvae. For recognizing a problem in the animal, it might
come down to recognizing a larval infestation that is
showing up in unusual circumstances.”

It's not Just a Cattle Problem

Megan Niederwerder, executive director of the Swine
Health Information Center (SHIC), says it’s important to
remember this is not just a cattle disease — it impacts
other livestock species and humans as well.

“The fly can deposit its larvae in any open wounds as
well as surgical sites such as castrations and umbilical
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sites after a newborn animal is born. It can also deposit
its larvae in any mucous membranes,” Niederwerder
says. “Keep an eye on non-healing wounds or wounds
that have a foul odor or bloody discharge.”

She says the animals often feel discomfort and pain
due to this non-healing wound so they may isolate them-
selves and be off feed. “It’s really important to stay
vigilant as we think about increasing awareness and
understanding of what the fly looks like,” Niederwerder
says. “We also need to understand what the clinical signs
may look like as the introduction and incursions in Mex-
ico have increased the risk for the US, too.”

Although the cases in Mexico have been primarily
cattle, she notes there have also been cases in pigs,
horses, sheep, goats, dogs, and even in humans in Mex-
ico. “We really don’t like to think about that human part
of it,” Daly says. “I don’t want to downplay it, but in
people, we would certainly know when we have an irri-
tation or when a fly is on us. But we need to think about
the people who potentially are debilitated and wouldn’t
know they have a fly on them for a long period of time or
that something’s wrong.”

Watch Out for the Unusual

Olivarez urges producers to call their veterinarian
immediately if they suspect NWS. During the 1960s out-
break in the US, she says most ranchers first noticed it
around the umbilical cords of newborn calves. “It
affected ranches the most, especially those that had cattle
out on the range where you need manpower to monitor
for open wounds, cuts, or sores of any kind as well as
cows with newborns since the fly will attack the umbili-
cal cord,” Olivarez explains.

She says it’s not only important to monitor cattle but
also pay attention to wildlife and pets that live on your
property since they could indirectly bring NWS. Daly
challenges livestock producers to pay attention to
unusual situations. If you have an animal that suddenly
has a lot of necrotic tissue that fly larvae (maggots) are
trying to clean up, Daly says that’s a sign producers need
to take seriously.

“If there isn’t a wound or a very good reason why
there would be an infestation of those larvae, that should
tip off animal owners, caretakers, and veterinarians,”
Daly says. “There needs to be some sort of break in the
skin to attract the NWS fly, but that something can be so
minuscule you wouldn’t even notice it.”

He says it could be as small as a bug bite and is often
so tiny producers don’t know how the initial entry even
happened. “NWS does its damage by burrowing into
living tissue,” Daly explains. “But they can be drawn to
the animal through secretions from that minor break in
the skin, and then start to invade the living tissue as well.
In addition, once the NWS sets up the wound and causes
the infestation, normal blow flies then can come in and
get in there, too.”

CONTINUED ON PAGE 50
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The females lay their eggs very quickly, he adds. It
doesn’t take long for the larvae to develop from there.
He says the flies like to deposit their eggs on their “vic-
tims” in the afternoon. “They choose this timing because
when it cools off at night, it helps the development of the
eggs into the larvae,” Daly says. “This all happens
within ten to 12 hours. If you have a fly that gets into a
nick on a pig in the afternoon, for example, by next
morning, there’s larvae starting to burrow in already.”

The fly has a lifespan of 28 days, Olivarez shared with
followers of Texas Farm Bureau on TikTok. “During this
time, NWS can lay eggs four times and lay 300 eggs each
time,” Olivarez says. “If it goes untreated, after three
weeks the larvae will fall and convert to a fly that then
goes looking for another animal to attack.”

Treatment Tactics Aren’t Pretty

If an animal becomes infested with NWS, treatment is
not easy or pleasant. The larvae have to be removed,
Daly explains. “NWS does respond to some insecticides
that we would use for show pigs or horses during the
summer to keep the flies off,” Daly adds. “But in order to
get that animal healed up, the larvae have to be flushed
out and removed by a veterinarian. These infestations
can lead to secondary infections to worry about. And, if
the infestation has gone deep enough, there could be
severe muscle damage or damage to other organs that
are beyond help.”

Treatment products need to be considered, adds Lisa
Becton, assistant director of SHIC. Because of this,
wound care is key during NWS infestation. “If you have
animals that have sores, it's very important to treat that
wound,” Becton says. “You may or may not be able to
use a sealant, whether that’s iodine or antibacterial.
Wound care is very important to help get a wound heal-
ing fast, even if you also have to use antimicrobials for an
animal to help prevent other infections.”

It is treatable, but NWS is a painful event for animals
and humans alike, Becton says. Rapid identification and
action are critical.

Stay Alert, but Don’t Panic

Livestock trade and wildlife migrating due to differ-
ent issues with climate and weather have helped move
the infestation farther north. “The flies actually don’t fly
that far,” he explains. “They typically fly less than ten to
12 miles in their life span. So, they aren’t flying over on
the wind and getting into these new places. It has more
to do with animal movement.”

Fortunately, Daly says NWS is like any other fly in
that they need somewhere to overwinter, so they won't
survive freezing temperatures. However, if they
moved into this region in June or July, they would have
a foothold until the frost. “When we let our guard
down and don’t look for it as much, or don’t use the
sterile flies as often, that’s when things fire up again,”
Daly says.
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He says it’s not time to panic, but it’s important to be
observant. The basics of good animal husbandry
remain the most important thing for producers to focus
on now. “Sometimes it’s much easier said than done,
especially in outdoor raising situations,” Daly says.
“From fly control to monitoring animals, the best way
to snuff something out like this quickly is good obser-
vation and animal care.”

Rotating lonophores to Increase Gain
by Maggie Malson, Bovine Veterinarian

Ionophores like monensin, lasalocid, and laidlomycin
have been readily used within the US, and a recent
research study by Haley Larson, assistant professor of
animal health at K-State Olathe, found rotating through
different molecules could provide added gain benefits.

“They have a multitude of functions,” says Larson of
ionophores, which are molecules that inhibit growth of
certain bacteria. “They help control or prevent coccidio-
sis, and they also have some improvements on feed to
gain.”

Benefits of lonophores

While technically an antibiotic, ionophores do not fall
under the veterinary feed directive as they are not used
in human medicine, and thus can be used for the promo-
tion of gain and feed efficiency of livestock. Within the
US, ionophores are labeled for continuous feeding,
which the FDA defines as at least 14 days. Larson says in
order to have a study that could be easy for producers to
replicate, they chose a 28-day feeding period per
ionophore. This timeframe also gave the rumen time to
adapt. “We need to make sure that they [cattle] have that
full adaptation to one ionophore before you introduce
the next one to shift that population in a different direc-
tion,” Larson says.

Ionophores work by inhibiting or killing certain types
of bacteria in the rumen, which changes the rumen
microbial population. “We get a shift in the fermentation
profile and the end products of fermentation that are
produced that then, in turn, makes the animal more effi-
cient,” explains Phillip Lancaster, K-State professor of
cattle nutrition.

The idea behind rotating them would be to shift the
microbial population and determine if there was a syner-
gistic effect of using two different products or molecules

on that efficiency of rumen fermentation, Lancaster
adds.

Study Background

The study was conducted in a commercial yard in
southwest Kansas on heifers that were limit-fed for a tar-
geted three-pound average daily gain on a growing
ration. Monensin and laidlomycin were rotated through
twice each on a 112-day growing period. “We found that

CONTINUED ON PAGE 54
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those heifers that were on the rotation had an 8.6%
improvement in gain over their monensin-only counter-
parts,” Larson says.

She is continuing to analyze the data, also looking at
methane production from rotating molecules as well.

Got Foot Rot?

Rosslyn Biggs, DVM, Oklahoma State University Cooperative
Extension Beef Cattle Specialist

Foot rot is a common disease affecting cattle. The pri-
mary agent responsible for foot rot is Fusobacterium
necrophorum, a common bacterium of healthy skin. How-
ever, it requires an opportunity to invade deeper tissues
such as injury or wet skin. This bacterium often acts in
conjunction with other bacteria.

Environmental factors play a significant role in the
transmission. Moisture, nutrient deficiencies, and
injuries from walking on abrasive surfaces can compro-
mise skin integrity, facilitating bacterial invasion.
Standing in pens or lots heavily contaminated with mud,
feces, and urine softens the skin, and increases risk. High
temperatures and humidity can also cause the skin to
become more fragile, making it more susceptible to
infection.

Foot rot can affect cattle of all ages, with increased
incidences during or following wet, humid conditions.
The first signs include sudden onset of lameness,
swelling and redness of the tissue between the claws,
and ulcerative type lesions in the interdigital space. The
tissue is often necrotic with a characteristic foul odor.
Swelling is typically evenly distributed around both dig-
its and the hairline of the hoof, leading to separation of
the claws. Affected animals are extremely painful in the
affected foot and may also exhibit a loss of appetite.

Diagnosis starts with a thorough examination of the
foot. It is important to differentiate foot rot from other
conditions causing lameness. Swelling attributable to
foot rot involves both claws, whereas other conditions
often involve only one. Joint infections, sole abscesses,
and sole ulcers may be mistaken for foot rot.

Treatment begins with cleaning and examining the
foot. Antibiotics are the primary treatment. Non-
steroidal anti-inflammatory products should be utilized
for pain relief. Veterinary consultation is necessary in sit-
uations where the animal does not respond quickly to
the initial treatment, as foot rot is likely not the cause of
the animal’s lameness. In cases where deeper foot struc-
tures are damaged, more aggressive therapy may be
necessary.

Foot rot prevention focuses on maintaining interdigi-
tal skin health. This includes providing a well-balanced
mineral program and minimizing environmental condi-
tions that may cause skin or hoof injury. Preventing
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cattle from standing in wet, manure-infested areas is cru-
cial. Footbaths may be helpful for animals in
confinement. A foot rot vaccine is available that may aid
in prevention, but producers should consult their local
veterinarian to determine the best options.

Practical Considerations
for Bovine Castration

Rosslyn Biggs, DVM, Oklahoma State University Cooperative
Extension Beef Cattle Specialist

Approaches to castration should be made with opera-
tional objectives and animal welfare in mind. Producers
should consult with their herd veterinarian for a castra-
tion protocol that includes consideration for animal age,
facilities available, castration method, and pain control.

Calves castrated at younger ages — ideally under
three months — generally experience less stress, recover
quicker, and have fewer complications. Unless a bull calf
is being kept for potential breeding purposes, delaying
castration is unnecessary. If castration must be done on
older animals, it is critical to use appropriate pain control
and consider surgical methods carefully.

Good restraint for bovine castration is essential. Well-
designed working facilities with secure head catch and
squeeze are good choices in most instances. For smaller
calves, restraint can be done in a calf cradle or on the
ground with proper equipment. Beef Quality Assurance
guidelines should always be followed.

The primary methods used to castrate are surgical
removal or elastrator band. The decision on technique
should be made in coordination with the herd veterinar-
ian and consider animal well-being and the recovery
environment. If banding is chosen, animals should be
vaccinated for tetanus prior to the procedure.

Local anesthetic utilized at the time of castration can
decrease the initial pain of castration and help provide
additional pain control for up to five hours after the pro-
cedure. Sedatives may also be combined with local
anesthetics for broader pain control during castration.
Non-steroidal anti-inflammatory drugs (NSAIDS) may
also be added to the plan to provide immediate pain con-
trol along with longer activity. Certain NSAIDS with a
single dose can provide up to 48 hours of pain control.
NSAID formulations include oral, injectable, and topical
applications. For those that band calves, there are now
bands impregnated with the local anesthetic lidocaine,
and provide pain control for more than two weeks after
banding.

Research in providing pain control has been shown to
promote weight gain and feed intake following castra-
tions, and in calves older than seven days decrease the
occurrence of respiratory disease. Pain medications
require veterinary prescription.

CONTINUED ON PAGE 58
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Finalized Ten-Year Sage Grouse Study
Confirms Benefits of Grazing

National Cattlemen’s Beef Association

In June, the University of Idaho released the finalized
results of their ten-year study looking into the impacts
of grazing on greater sage grouse populations. The
study concluded that cattle grazing does not negatively
impact greater sage grouse and can only benefit the
species through building robust habitat, increasing for-
age, and reducing invasive grasses that lead to
catastrophic wildfires.

The National Cattlemen’s Beef Association (NCBA),
the Idaho Cattle Association (ICA), the Public Lands
Council (PLC), and the Idaho Public Lands Council
(IPLC) have all highlighted the benefits of grazing and
pushed back against anti-grazing myths for decades,
making this landmark study an important point of refer-
ence moving forward for anyone questioning the
benefits of grazing on wildlife.

“America’s public lands ranchers knew that livestock
production has supported sage grouse populations since
our ancestors started ranching in the 1800s but we never
had the comprehensive, long-term data to back up what
we all took as common knowledge. This study finally
proves what ranchers have been saying all along — live-
stock grazing benefits wildlife, native grasses, and the
overall landscape. This study also shows that the work
and expertise of local stakeholders, including university
researchers and federal grazing permittees, is crucial for
conserving wildlife populations. Ranchers appreciate
the decade of research conducted by the University of
Idaho to reiterate the benefits of public lands ranching,”
said PLC President Tim Canterbury.

“For years, those with ulterior motives have perpetu-
ated the myth that cattle production negatively
impacted sage grouse populations. Nothing could be
further from the truth and anyone that has worked on a
cattle operation with or without grouse nesting knows
that grazing improves rangeland health, and with it the
wildlife that live on working lands. This study is another
example of how cattle producers are the original conser-
vationists and grazing cattle is a key component to
maintaining the health of America’s treasured natural
resources. Thank you to the University of Idaho for
spending so much time debunking the unscientific myth
that cattle grazing harms native wildlife.” said NCBA
President Buck Wehrbein.

“When the University of Idaho approached us about
the idea of this project, we were supportive. As ranchers
in grouse country, we have been seeing firsthand the
healthy relationship between grouse and cattle for years,
and were intrigued by the idea of having scientific data
to validate what we have witnessed. Knowing the
importance of the study, the Idaho Public Land Council
approached the National Public Lands Council (PLC)
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with a grant application to support the project. With PLC
and Idaho Cattle Association (ICA) support, as well as
many other partners, the ten-year study was completed.
We are not surprised by the results, and believe the
results in this important research will be a critical com-
ponent in future grouse management moving forward.
We commend the University of Idaho and US Geological
service for pushing this across the finish line!” said
Idaho Public Lands (IPLC) Board member and research
partner Darcy Helmick.

“Idaho beef producers are deeply committed stew-
ards of the land and wildlife, managing rangelands with
care, knowledge, and generational experience. Their
responsible grazing practices not only support thriving
ecosystems and native species but also enhance soil
health, promote biodiversity, and reduce wildfire risk —
making beef cattle an essential part of a balanced,
resilient Western landscape. We are pleased that this
research reinforces that lifelong work and that producers
now have this data to substantiate the practice of graz-
ing,” said ICA President Spencer Black.

Background

Last year, preliminary results of this ten-year study, led
by University of Idaho Professor Courtney Conway, were
released confirming that grazing benefits sage grouse
populations and has no negative effects on nesting suc-
cess. The finalized study reiterates the preliminary data
that supports the benefits of grazing including:

e Increasing the biomass and diversity of insect
species for food.

* Reducing the risk of wildfire that can kill sage
grouse and destroy habitat.

e Reducing the volume of cheatgrass and other inva-
sive grasses that degrade the sagebrush biome.

ST



Built to work for years,
not seasons.

At Ri'v_ati’i'-ﬂ_‘-r_r_:gek Farms, we're committed to making sure your investment in our genetics creates a positive econamic return.

RIVER CREEK 5V 20:c . aNuarran, vs

FARMS

J0E MERTZ: 785-458-9494 » 7518-MONTH OLD SIMANGUS™BULLS

ABRAM MERTZ: 785-456-3586 p 250+ REG. AND COMM. BRED HEIFERS
RIVERCREEKFARMS.COM RERE o Chntl




State Marketplace

Colorado

American Simbrah

Breeders

< Altenburg Super Baldy Ranch

Triangle J Ranch

Annual Bull Sale ¢ 150 bulls
3rd Saturday of March

Fort Collins, Colorado

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

BRIDLE BIT SIMMENTALS
ERROLL COQOK & SONS

PO Box 507, Walsh, CO 81090
Chad Cook 719-529-0564
bridlebitsimm@gmail.com
www.bridlebitsimmentals.com

Pine Ridge Ranch
Pine Ridge Ranch
LLC ATHENS, TX

Annual bull and female sale March 23, 2026

Jane and Bill Travis
billtravis@simbrah.com

9876 PLANO RD.
DALLAS, TX 75238

. Cell: 214-850-6308 TR
www.simbrah.com g de

-lﬂg}jj'é'r. Simmen

add

S7011 o Rt

38th Annual

Bull Sale Montrose, CO 81403
March 21, 2026 %~ 970-209-8008 (days)
Loma, Colorado 970-249-5938 (evenings)

Alabama
GREER

Billy & Sandra
FLECKVIEH SIMMENTALS

Phoenix Cattle Company
Fleckvieh and Fleck X Black and Red Angus

: Ruger‘ chager |
PO Bﬂx 596 Louisville, CO 80027 303-550-5592 cows, 1@q cam

Calving Ease + Growth * Docility

.

- Sh__une & Beth Temple
}'l‘i' 850-3082

HIGH All'ﬂI.II]E BULL SM.E . MAI!(H 28, 2026 = LA GARITA, (0

Idaho

LANTING ENTERPRISES
REecisTERED SIMANGUS CATTLE

PRIVATE TREATY SALES

208-§39-4371 OR 208-731-2697
LantingEnTLLC@HoTMAIL.COM
2181B NorTH 2300 East Twix Facrcs, ID 83301

Find us on Facebook:
Greer Fleckvieh Simmental & SimAngus
Greenville, AL + 615 - 804 - 2461

LV AWE) &
Sales Call

A bi-monthly

Accuracy Matters
electronic announcement
of upcoming sales for
ASA Publication advertisers.

Carcass predictions take time
and progeny, accelerate this
process with the CMP.

Y
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carcdata@simmgene.com

o

Illinois

K21 7-854-5200

Rhodes Angus

Owner: Commercially Targeted Seedstock
Jim Berry -

Cattle Manager: .! BERRY
Ben Lehman

563-920-0315 F%S
6502 Rt. 84 South < ——  Cartle

Hanover, IL 61041

815-297-5562 www.wildberryfarms.net

Indiana

Jeff & Leah Meinders
812 498- 2840| Mllan IN

WWW.CLEARWATERSIMMENTAL .COM

KiK Farms LLC

Black & Red Simmentals

Ken & Kristen Isley 317.407.9361 (Ken)
Brownsburg & Thornton, IN  isley.ken2324@gmail.com

Show Heifers, Replacements & Bulls

Iowa

Flint Drake
27910 Centerville Road

La Motte, IA 52054

IRON CREEK 563-580-1053 (cell)

flint@ironcreekcattle.com
www.ironcreekcattle.com




Iowa cont.

RL Fleckvieh Limerock Ranch

Randy, Jen Lehman Family

3251 Brandon Diagonal Blvd = Brandon, 1A 52210-9774
319-521-4389 = 815-990-2312
rllimerockranch @ yahoo.com * www.rllimerockranch.com

Specializing in Fleckvieh-Based SimGenetics

~\| SPRINGER SIMMENTAL

Jeff & Lynda Springer

Michelle, Todd, Eli & Noah Christensen
.Steve, Bri, Paisley & Porter Springer
3119 310th St e 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

-
J

Spring Bull Sale - Saturday, January 24, 2026

Spring Turn-Out Sale - Saturday, April 25, 2026

Dixson Farms, Inc.
Carol Dixson, Kevin Dixson,
& Lyle Dixson, D.V.M.
13703 Beaver Creek Rd + Atwood, KS 67730
785-626-3744 - drlyle@live.com

www.dixsonfarms.com
DX

HOFMAN N Rodney & Kim Hofmann

2244 19th R
Simmental  Uoy Center K5 67432
F A R M ]

785-944-3674
“Proof + Perfarmance = Profir”

sV

SIMMENTAL

www.honestbulls.com

Mike & Celeste Rains + Family
Mason, Macoy, McKellen, Morgan
Mike 785.672-7129 :
McKellen 785.953.05%

RainsSimmental@gmail.com

() . 50

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

Minnesota

BRED FOR

Cattle pany
<" i > +
T Wulf
aomses | BALANCE

STARBUCK, MN - FEBRUARY 13,2026

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

Home: 507-886-4016 N
Matt Aggen ik Meadow Farms
Mobile: 701-866-3544 Simmentals

Home: 507-772-4522 Harmony, MN 55939 ﬁ
Email: mattaggen@hotmail.com  www.oakmfarm.com

Performance with Quality

]

?‘qDEEN FARM&

Est. 1897
Polled Red & Black Simmental Cattle
218.280.1916 (Paul cell) « 218.776.3338 (Farm)
rydeen@gvtel.com = www.rydeenfarms.com
Annual Vision Production Sale in February

Mississippi
LITTLE CREEK CATTLE

2638 Turkey Creek Road
Starkville, Mississippi

Dr. Jason & Nikki Gress
Jason 301.331.1773
Nikki 304.676.7382

info@littlecreekcattle.com
www.LittleCreekCattle.com

Rickey Nicholas
601.818.1456
rrnicholas1152@gmail.com
1152 Rockhill to Brooklyn Road
Purvis, MS 39475

ROCIHILL RANCH

Simmental, Angus, SimAngus™ & Simbrah Cattle

Missouri

3162 Hwy A * Bland, MO 65014
573.437.3751 ¢ 573.437.2507
573.680.9117 cell e khuebler@fidnet.com

LUCAS CATTLE CO.

Registered Simmentals, SimAngus™ & Angus Cattle

Cleo Fields
417-399-7124

Forrest & Charlotte Lucas, Owners

26511 County Rd. 50
Jeff Reed Cross Timbers, MO 65634

417-399-1241 Office 417-998-6512
www.lucascattlecompany.com Visitors Always Welcome

Montana

Hill’s Ranch

Simmentals
Box 186

- Stanford, MT 59479

mmentals 406-566-2479

Bull Sale * Thursday, March 5, 2026

hillssimmentalmt@yahoo.com ¢ www.hillsimmental.com

Little Bitterroot Ranch

Frank & Marilynn Carr
748 Little Bitterroot Rd ® Hot Springs, MT 59845
406-741-2523 * lbrsimmental@gmail.com
Simmental, SimAngus™ - Since 1972  Longevity with Legacy
View data and videos at littlebitterrootranch.com
Sale Day: February 2026 — MT Livestock Auction — Ramsay

Shannon & Jen Carr
820 Little Bitterroot Rd
Hot Springs, MT 59845
Cell: 406.270.2268

Ibriversimmental@gmail.com
Ibriversimmental.com

Bulls of the Big Sky

February 16, 2026

Dale & Paula Miller
Gildford, MT 59525 406-376-3109
www.millersimmental.com “E;‘.;

E TOMO174@Mec-cmenet L7

Bulls of the Big Sky
February 16, 2026
Billings, MT

Watchfor .
our Annual %~

St + Sim-Anguy + Angus  Bull Sale

)

5831 Highway 7, Wibaux, MT "ePruary 9. 2026
406-588-3371 T

nlcsim@midrivers.com ”

www.nelsonlivestockco.com




State Marketplace

Nebraska

FORSTER FARMS
Verlouis Forster Family

74096 Road 434

Just 20 Smithfield, NE 68976-1039

Ph 308-472-5036 Verlouis
308-991-2208 Alan Cell

Email: alan_forster@hotmail.com

“Red and Black, Polled, Pigmented Simmentals”

minutes
off I-80

= J&C =
SIMMENTALS|

Black Simmental Bulls & Females
Purebred to Percentage

Jay & Kim Volk
Clark & Leslie Volk
Jay 402-720-7596 ¢ Clark 402-720-3323

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

J&C Annual Bull Sale -
January 24, 2026

Western Cattle Source
g 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

North Carolina

Selling 400+ Simmental &
SimAngus™ Bulls Annually

Genomically Enhanced EPDs | Scan Data

| mﬂll"! Real Warld Performance | PAP Balls

Cattle Feeding Network
GENETICS

Fhere uatity (ot anf { aluc Jjetlons

&

FRED SMITH COMPANY

CH
EXTRA effort SALE
Saturday » October 18, 2025 « 1 PM
2102 Pritchard Rd. « Clayton s NC

Selling Registered SimAngus
Bulls and Females
Learn more at FSCRanch.com
Fred Smith (919) 422-4092

Bull Sale - Feb. 20, 2026

SPECIALIZING IN BLACK & RED POLLED SIMMENTAL,
SOME FLECK INFLUENCE

Melanie Miller 402-841-1450
Leonard Miller 402-640-8875
Neligh, NE

www.SandyAcresSimmental.com

North Dakota

s

' Travis Bell

701-360-1597
TBELLE@ POLARCOMM.COM

> SIMMENTALS )=
o]

e

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.

Wade & Merri Staigle
Center, ND 701-794-3351

Kevin & Liz Hansen
Ryder, ND 701-758-2571

Annual bull & female sale
February 20, 2026

Triangle ] 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.

Terry Ellingson & Family Phone: 701-384-6225

. x‘%ﬁﬂﬂ 5 meIeCell: 701-741-3045

SN s Ty

5065 125th Ave. NE « Dahlen, ND 58224
tellings @polarcomm.com ¢ www.ellingsonsimmentals.com
Annual Production Sale, January 23, 2026
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e e | e

Kaelberer Family

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

g [Productlon Sale 2nd Tuesday in February] g

Dwight & Susan Keller Family
Luke, Jake & Tess Keller
ROKEN 1575 ssth st., Mandan, ND 58554

Raney 701-445-7350 (home)

e 701-471-5215 (Dwight cell)

701-471-1142 (Luke cell)

701-471-5065 (Jake cell)
kbhr@westriv.com

www.kbhrsimmental.com

| “Simmental Beef on the Cutting Edge!”

Roger, Jeanette,
& Erika Kenner

5606 57th St. NE

Leeds, ND 58346

Phone 701-466-2800
Erika 406-581-1188
erika.kenner@gmail.com

Fax 701-466-2769

KENNE

SIMMENTALS

N

www.kennersimmental.com

| Klain

klainsimmentalranch.com
Ruso, ND

Trey Klain -701-531-2008
KSR Production Sale hosted the first Saturday in February

p: 701,
£:701.447.2478
©: 701.391.9769

e: rustmountainviewranch@hotmail.com
w: www.rustmountainviewranch.com

Roger and Susdn‘ﬁf%f
35500 114th"Ave. NW  Berfhold,"ND
701-453-3157 Roger * 701-453'310
£ email: srf@srt.com S

Genetic Edge Productién Sale
February 5, 2026 * Mandan, ND

Gary Sys
9400 205th Ave. SW
Douglas, ND 58735
701-722-3244

L3
TNT Simmental Ranch
41st Annual “Carrying On” The Genetic Explosion Bull Sale!
Friday, February 13, 2026 ¢ At The Ranch, Lehr, ND
www.tntsimmentals.com DVAuction.com
Shanon & Gabe Erbele  Kevin & Lynette Thompson

Lehr, ND Almont, ND
$701-527-5885 © G 701-426-9445 H701-843-8454 ¢ K701-391-1631
gserbele@hotmail.com kevinandlynette@westriv.com
facebook.com/tntsimmentalranch




Oklahoma
WMMMmmmB

5759 Enville Road

Marietta OK 73448
willissimmentals@arbuckleonline.com
Quality Simmental Breeding Cattle

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

Bobby 580-276-2781 (ph. & fax) Jon 580-795-4601

South Dakota

Benda Simmentals
Jim and Jay Benda
26106 366th Ave.

(T

Black & Red Breeding Stock
Kimball, SD 57355 Jim: 605-730-6703 (Cell)

605-778-6703 Jay: 605-730-0215 (Cell)
www.bendaranch.com  bendaranch@midstatesd.net

Neil Duxbury 605-354-3458 ¢ lay Duxbury 605-461-1494

jackpotcattle@yahoo.com

21060 375th Avenue ¢ Wessington, SD

\___ Bull Sale - February 11, 2026 - Miller, SD J

STAVICK
SIMMENTAL

Veblen, SD
605-237-4663 (Mike)
605-551-9016 (Owen)
stavickx@tnics.com

M stavicksimmental.com

ANNUAL SALE — FIRST THURSDAY IN FEERUARY

Wyoming
BLACH SUNMNMIT

The LaFollette Family
Powell, Wyoming
Quin 307-899-3553 Gavin 307-899-1764
info@blacksummitcattle.com

TRAXINGER " 3o i ndc
SIMME"TAL 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

Christensen x* Dunsmore

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

Annual Production Sale
March 20, 2026 - Wessington, SD z :ﬁﬂ

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

Slmmental Angus -SimAngus

27262 424th Ave.  Emery, SD 57332
Dale: 605-825-4219
Scott: 605-682-9610

Kipp Julson = 605-351-9088
48672 252nd St
Garretson, SD 57030
doublejfarms@ alliancecom.net

www doublejsimmentals com
Double J Farms 52nd Annual
Bull and Female Sale, January 23, 2026
Garretson, 5D

Steve & Cathy Eichacker
605-425-2391 or
605-421-1152

email: es@triotel.net
25446 445th Ave

Salem, SD 57058

P EICHACKER SIMMENTALS

Annual Bull Sale - March 6, 2026

605-778-6185 (H)

605-730-1511 (C) SIM MENTALS

605-778-6414
36220 257th St., Kimball, SD 57355

]
Red Bleedlng Stock —
clayekstrum@midstatesd.net e ekstrumsimmentals.com

WV AW el G Gt eXcou)

Tennessee
MARTIN FARMS

Homarygous Biack & Polled Simenéncal & 5

MartinF:

-m— Sales:

RED HILL FARMS 3rd Sat. of March

HOME OF PRACTICAL GENETICS 3rd Mon. of May
Last Sat. of Dct.
Barl, Sarah & Ty Jones » (615) 666-3098 [
466 Red Hill Road, Lafayette, TN 37083 4§~
RedHillFarms.net » mail@redhillfarms.net E23

Accuracy Matters

Carcass predictions take time
and progeny, accelerate this
process with the CMP.

carcdata@simmgene.com

Whete cattle that pestesm gef the sibbon,

Livestock
Services

Auctioneers and
Marketing

806-983-7226
6945 CR 206
Grandview, TX 76050

Genetics

Al 1 IEN

GENETIC RESOURCES

ALLIED BY REPUTATION.
FOCUSED ON SERVICE.

MARTY ROPP
CLINT BERRY
JULIE MURNIN
ROCKY FORSETH
COREY WILKINS

406-581-7835
417-844-1009
325-370-3103
406-590-7984
256-590-2487

Semen Available on
Today’s Hottest Al Sires

573-641-5270
www.cattlevisions.com

CATTLE
Visions
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RATES & POLICIES

SimTalk is an 81/8 x 107/s-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.

Ad Sales Staff

Space and four-color rates for SimTalk:

Space Rates Non-Contract 2X Contract 4X Contract Four Color
For All Your 1 page $890 $840 $800 $300
Advertising Needs 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

wiah )

Nancy Chesterfield
406-587-2778
nchesterfield@simmgene.com

designed by ASA Publication, Inc.

SimTalk deadlines for publication:

Advertising rates are for camera-ready ads only. Additional design charges will apply to any ad

Rebecca Price
406-587-2778
rprice@simmgene.com

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 SimTualk office by the dates listed above.
SimTalk, which mails by bulk rate, assumes
no responsibility for actual receipt date.

Subscriptions
¢ Domestic $50/year
e First Class $100/year

e All International

Digital Advertising
$150/year (USD)

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.

ASA PUBLICATION, INC.

One Genetics Way
Bozeman, Montana 59718
406-587-2778

register@simmgene.com 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
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Sales Close Ad Materials Camera Ready  Approx Mail Date
Late Fall 2025 Sept 17 Sept 23 Oct 1 Nov 7
January (Winter) 2026  Nov 18 Nov 21 Dec2 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

Send all ad materials to: register@simmgene.com

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.
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TABLE ROCK SIMMENTALS

2NDVANNUAIEPRODUCTIONISALE

NOVEMBER 7TH 2025
ONLINE AND IN PERSON AT THE RANCH, RIRIE IDAHO

RANCH RAISED AT ELEVATION SIMMENTAL AND SIMANGUS™
OFFERING 18 MONTH OLD BULLS
TOP OF THE LINE-AI BRED HEIFERS
OPEN REPLACEMENT HEIFERS
EMBRYD LOTS
OFFERING EMBRYD CALVES OUT OF THE GREAT TJ 14J DONOR!

GERI STORER (605) 595-3726 DVAuction

geri@tablerocksimmentals.com Broadcasting Real-Time Auctions




CALENDAR OF EVENTS

SEPTEMBER

6
10

13

18
21

25
27
27-28

NC Fall Harvest Sale — Union Grove, NC

Trennepohl Farms’ Early Opportunity Sale —
Middletown, IN

Fall Fest International Simmental and Simbrah Sale —
Henderson, TX

Werning Cattle Company’s Pasture Sale — Emery, SD
Rincker Simmentals’ Illini Elite Simmental Sale —
Shelbyville, IL (pg. 7)

Circle Ranch’s Beef Solutions Sale — Ione, CA (pg. 11)
The Seedstock Connection Sale — Lyles, TN (pg. 69)
Simbrah Synergy Sale — Giddings, TX

OCTOBER

4

4
11
11
11
13
18

18
24-25

25
25
25
25

31

Horstman Cattle Company’s Factory Direct Sale —
West Lafayette, IN

Lucas Cattle Company’s Fall Bull Sale —

Cross Timbers, MO (pg. 55)

Madluke Cattle Company’s Crossroads Sale —
Arcadia, IN

New Day Genetics’s Fall Bull Sale — Salem, MO (pg. 41)
Trinity Farms’ Fall Female Sale — Ellensburg, WA
Burlap and Barbed Wire Female Sale —

Clay Center, KS (pg. 15)

Fred Smith Company Ranch’s Extra Effort Sale —
Clayton, NC (pgs. 57, 62)

New Direction Sale — Seward, NE (pg. 62)

Yon Family Farms’ Maternal Roots Fall Female and
Bull Sale — Ridge Spring, SC

7P Ranch’s 50th Annual Production Sale —
Winona, TX (pg. 5)

The Clear Choice Female Sale — Milan, IN (pg. 60)
PSA’s Fall Classic Sale — Waynesburg, PA

Red Hill Farms’ Bull and Females of Fall Sale XI —
Lafayette, TN (pgs. 63, 67)

31st Annual Hokie Harvest Sale — Blacksburg, VA

NOVEMBER

1
1

2

15
15
15
17

22
22

22
28

29

66

Cason Pride & Joy Elite Female Sale — Russell, IA
Irvine Ranch’s Annual Production Sale —
Manhattan, KS (pg. 72)

Triangle J Ranch’s Female Sale — Miller, NE (pgs. 39, 62)
Prickly Pear Simmental Ranch’s Big Female Sale —
Helena, MT (pg. 47)

River Creek Farms’ Fall Bull and Female Sale —
Manhattan, KS (pg. 59)

Table Rock Simmentals’ 2nd Annual

Production Sale — Ririe, ID (pg. 65)

Gibbs Farms’ 20th Annual Bull & Replacement
Female Sale — Ranburne, AL (pg. 71)

MSA Fall Harvest Sale — Springfield, MO

Bickel Brothers’ Simmentals’ Feeder Calf Sale —
Mobridge, SD

Lazy C Diamond Ranch’s Annual Sale — Kintyre, ND
Next Step Cattle Co.’s Annual Sale — Livingston, AL
Strickland Cattle’s 14th Annual Bull and

Female Sale — Glennville, GA

Bichler Simmentals’ 21st Annual Production Sale —
Linton, ND (pg. 49)

C&C Farms’ Clear Vision Fall Sale — Jefferson, GA
Great Lakes Beef Connection Bred Female Sale —
Clare, MI (pg. 43)

Stanley Martins’ Farms Dispersal Sale —

Decorabh, IA (pg. 4)

Heishman Cattle Company’s Black Friday Bull Sale —
Mt. Jackson, VA (pg. 32)

Trennepohl Farms’ Right by Design Sale —
Middletown, IN

SmMTALK

DECEMBER

5
6
6
6
11
12
12
13
13
14

19
20

Yardley Cattle Co’s Focus on the Female Sale —
Beaver, UT

Jewels of the Northland Sale — Clara City, MN
Western Choice Simmental Sale — Billings, MT
T-Heart Ranch and L-Cross Ranch High Altitude
Female Sale — La Garita, CO

University of Tennessee Performance Tested

Bull Sale — Lewisburg, TN

The Midwest Made Elite Female Sale — Prairie City, IA
NDSA'’s Classic Sale — Mandan, ND

North Alabama Bull Evaluation Sale — Cullman, AL
South Dakota Simmental Association’s State Sale —
Mitchell, SD

Trauernicht Simmental’s Nebraska Platinum
Standard Sale — Beatrice, NE

Buck Creek Ranch’s Grand Event Vol. VI — Yale, OK
Griswold Cattle Company’s Classic Female Sale —
Stillwater, OK

JANUARY 2026

9
10

11
15
18
20
20
23
23
24
24

25

Diamond Bar S Bull Sale — Great Falls, MT

Keller Broken Heart Ranch’s Fall Female Sale — Man-
dan, ND (pg. 48)

Bricktown National Simmental Sale —

Oklahoma City, OK

Walking 5 Ranch’s Annual Bull Sale —

Lavina, MT (pg. 31)

The One and Only Simmental Sale — Denver, CO
Franzen Simmental’s Production Sale — Leigh, NE
Powerline Genetics' Arapahoe Sale —

Arapahoe, NE (pg. 53)

Double J Farms’ 52nd Annual Bull and Female Sale —
Garretson, SD (pg. 63)

Ellingson Simmentals’ Annual Production Sale —
Dahlen, ND (pg. 62)

Cow Camp Ranch’s Annual Spring Bull Sale —

Lost Springs, KS (pg. 61)

J&C Simmentals’ Annual Bull Sale —

Arlington, NE (pg. 62)

Triangle J Ranch’s Bull Sale — Miller, NE (pg. 62)

FEBRUARY 2026

2

2

10

46th Annual Gateway “Breeding Value” Bull Sale —
Lewistown, MT (IBC)
Bell Simmentals’ Annual Production Sale —
Fordville, ND (pg. 62)
Long Simmentals’ 6th Annual Production Sale —
Creston, IA
Koepplin’s Black Simmental 38th Annual Bull Sale —
Mandan ND
Begger’s Diamond V Big Sky Genetic Source
Bull Sale — Wibaux, MT
K-LER Cattle Company’s Annual Sale —
St. Charles, MN
Stavick Simmental’s King of the Range Bull Sale —
Veblen, SD (pg. 63)
Kunkel Simmentals’ Annual Production Sale —
New Salem, ND
Gibbs Farms’ 3rd Annual Spring Sale — Ranburne, AL
Klain Simmental Ranch’s Annual Production Sale —
Ruso, ND
Springer Simmental’s Sale of Value Based Genetics —
Decorah, IA
Nelson Livestock Company’s Production Sale —
Wibaux, MT (pg. 61)
Prickly Pear Simmental Ranch’s Bull Sale —
Helena, MT
Werning Cattle Company’s 45th Annual
Production Sale — Emery, SD

CONTINUED ON PAGE 68
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REDHILL 231 A 273B 446F #3517502 REDHILL 672X X004 231 A #2847534
e Gountryman’s Dam Unrivaled in thickness, muscle density and body capacity, 231A adds pounds
 446F’s dam and full sister also sell! and performance without adding frame and mature size. Plus, he has adapted
o ASA Indexes: API: 183.7 ¢ TI: 100.7 to heat and fescue in all phases of development and production. His progeny
o #1 Ranking in Cow Herd: are dense made and thick with loads of capacity and his daughters are clean
- $Ranch 213 (0.1%) uddered, easy fleshing and ideal brood cows.
— $Profit 38,774 (0.0%) o ASA Indexes: API: 171.4 ¢ TI: 97.0
- Cow Fetility 4.02 (0.0%) o $Profit 31,211 (0.2%)
' $Ranch 135 (4.2%)
o $Feeder 251 (0.1%)
EPDs as of 8-1-2025 - -ﬁiow Fertility 2.82 (1.3%) g
¥ . ‘;_-j-""-"xp_ LS8 -

v
f

& ." : Mq 7 ~-'x: eneti; emale
Buise W7, SATURDAY, S s

M’AI!ES .. OT@ 25; 20 5 1% FallSimGanetic Pairs NE ding

oum. CDT « At the Farm = " dam of Genex sire, Burley

g | 1 " I5Bred Red Angus Heifers 3
DVAuction L — _BredSmiG?ﬁ 1B
e oLyt GtitTicatsouncs. 10 Bred ea‘Angus Cows r

30 Commercial Bred ﬁy

Bart, Sarah & Ty Jones * (615) 666-3098
466 Red Hill Road, Lafayette, TN 37083

mail@redhillfarms.net
Gordon & Susan Jones ¢ (270) 991-2663

Visit www.RedHillFarms.net
for information about our sale and
breeding program.

RED HILL FARMS

HOME OF PRACTICAL GENETICS




CALENDAR OF EVENTS

FEBRUARY 2026 (continued)

11

11

11

12

13
13

Jackpot Cattle Co.’s Annual Private Treaty Bull
and Heifer Sale — Miller, SD (pg. 63)

River Creek Farms 36th Annual Production Sale —
Manhattan, KS (pgs. 59, 61)

Traxinger Simmental’s Annual Bull Sale —
Houghton, SD

Lassle Ranch Simmentals’ 33rd Annual
Production Sale — Glendive, MT

11th Annual Modoc Bull Sale — Alturas, CA

Bred for Balance Sale — Starbuck, MN (pgs. 45, 61)

20
20
21

21
25

28-3/7

CONTINUED

R&R Cattle Company’s Annual Production Sale —
Chamberlain, SD

Sandy Acres Simmentals’ Bull Sale —

Creighton, NE (pg. 62)

Flittie Simmental/Schnabel Ranch Simmentals/Lazy J
Bar Ranch’s Joint Production Sale — Aberdeen, SD
Rhodes Angus Open House Bull Sale — Carlinville, IL
C Diamond Simmentals’ Annual Production Sale —
Dawson, ND

Hofmann Simmental Farms’ “Buy Your Way”

Bull Sale — Clay Center, KS

13 TNT Simmentals’ 41st Annual “Carrying On” MARCH 2026
the Explo§ive Differt,ance Sale — Lehr, ND (Pg- 62) 2 S/M Fleckvieh Cattle’s Private Treaty Bull Sale —
14 Kenner Simmentals’ 30th Annual Production Sale — Garretson, SD
Leeds, ND o 4 Klein Ranch’s Heart of the Herd Sale — Atwood, KS
14 Rydeen Farms’ Annual “Vision” Sale — Clearbook, MN 5 22nd Annual Cattleman’s Kind Bull Sale —
15 Trauernicht Simmentals’ Bull Sale — Wymore, NE San Saba, TX
16 Bulls of the Big Sky — Billings, MT (pg. 61) 5 Hill’s Ranch Production Sale — Stanford, MT (pg. 67)
17 Quandt Brothers’ 14th Annual Production Sale — 5 Keller Broken Heart Ranch’s Annual
Oakes, ND Production Sale — Mandan, ND (pg. 62)
18 Hart Simmentals’ 51st Annual Production Sale — 6 Eichacker Simmentals’ Annual Production Sale —
Frederick, SD Salem, SD (pg. 63)
19 Illinois Performance Tested (IPT) Bull Sale — 7 Cason’s Price and Joy Spring Bull Sale — Russell, IA
Springfield, IL 7 Gibbs Farms’ 3rd Annual Spring Sale — Ranburne, AL
20 Dakota Xpress Annual Bull and Female Sale — 7 Powerline Genetics’ PAP-Tested Bull Sale —
Mandan, ND Castle Dale, UT (pg. 53)
20 Illinois Beef Expo Multi-Breed Sale — Springfield, IL 7 Trinity Farms’ Generations of Excellence Sale —
(pg. 62) Ellensburg, WA
ST
Alabama Hlinois RL Fleckvieh Limerock Ranch............ 61
H& Cattle . ............ ... ... .. ... BC Allied Genetic Resources .. .. ... 5,15, 39, 41, Springer Simmental . . .................. 61
GibbsFarms ........ ... .. o i 71 43, 45, 48, 55, 57, 63, 69, 71, IBC Stanley MartinsFarms. . ................. 4
Greer Fleckvieh Simmentals ............. 60 Black Diamond Genetics . ................ 7
FoxCreek Cattle ...........ccovvuunn... 7 Kansas
California Hillstown Farms. . . .........oooeeennn... 7 BurgmanFarms. ...................... 15
BruinRanch................oooiinn 11 Huenefeld Simmentals Farms . ............ 7 CowCampRanch..................... 61
CircleRanch ...............ooonnn. 11 = 7 DixsonFarms, InC...................... 61
Lucas Oil Products .................... 55 Ivey, Emily . .....oi 7 Gardiner Angus Ranch. . ................. 3
Colorado JRSimmentals. ........................ 7 Hofmann Simmental Farms. ... ....... 15, 61
Altenburg Super Baldy Ranch, LLC. .. .. ... 60 Lewis, Jeffand Justin ................... 7 Innovation AgMarketing, LLC ............ 35
Bridle Bit Simmentals . ... ........o...... 60 Rhodes Angus........................ 60 IrvineRanch. ........... ... ... ...... 72
Lechleiter Simmentals . . . . ..o oo oo .. 60 Rincker Simmentals. . ................ 7,60 KIBINRANCH .« o v oo 15
Phoenix Cattle Company. ............... 60 Travis Farms. ... 7 Rains Simmental . ..................... 61
T-HeartRanch . ..........couueinoon.. 60 Wildberry Farms .................o... 60 River CreekFarms .. . ...covvveoo. .. 59, 61
Bunch, Travis. ...t 3 Clear Water Simmentals ................ 60 Great Lakes Beef Connection .. .......... 43
JLMorris Farm. ... 3 KIKFarms LLC. ... 60 Great Lakes Sire Services .. ............. 33
'?ie:'Chse ;:ngus Farm ... 2 lowa GreenValleyFarm ..................... 43
all Timber Angus .. .......ooovviinon.. !
° Bielenberg Simmental . .. ................ 3 JC Simmentals. . ... 43
Idaho Brink GEnetics . . .« oo oo e 10 SalinasFarms ........................ 43
Lanting Enterprises . . .................. 60 Heartland Simmentals . .. ................ 3 SDSimmentals ....................... 43
SalesCall......... ..., 60 lowa State University. . ................. 10
Table Rock Simmentals. . ............... 65 Iron Creek CattleCo. .. ................. 60 CONTINUED ON PAGE 70
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1:00 p.m.
LSofurdoy, Sep’rember 27,2025

B VI ARTIN FARMS

P LYLES, TENNESSE
JUST AN HOUR WEST OF NASHVILLE

Selling Bred & Open Heifers, Cow/calf Pairs,
Service Age Bulls, and elite ET Genetics

OPEN HOUSE SALE PREVIEW
SATURDAY, SEPTEMBER 6, 2025

HA Matriarch 403M e REARSUR9IA AT MARTIN FARMS | LUNCH SERVED
2025 Bred For Balance High-selling Female MF/BMF Nevermore N27] VISIT US AT MARTINFARMSBEEF.COM FOR DETAILS
Offering embryos by Leopold and Marvel. Homozygous Black & Polled 3/4 Blood January -
Never Say Never x MF/BMF Kisses (HillJack) = N
» 5
.
ASA ;
. = ASAIZATS S o THF Mango MK13
Gibbs 9597G Cassia B208 AGh Homozygous Black & Polled Donor Prospect
Selling this homozygous black & polled donor Hook's Eagle x Bold Future Offering a special, elite EPD baldy female
representing the WS Little Sister cow family plus Full sister to Running Springs’ Gigi donor carrying from Toy Hill sired by HA Justice and out of
a bred daughter by Global and embryos by GTO. a Jolene x Bridle Bit Resource ET due in October. a maternal sister to MF/BMF Hilljack.

ASA 3874487 ' AsA 3967615 i ASA 4121500

CLRS Jolene 1105 MF/BMF Stonehenge J11G THF Metody M31H
KBHR Cimarron x CLRS All Xcellence 316 A T) Stone Cold x Hook's Beacon LCDR Anthem x T Journey (Frosty x T) 2B)
Offering one of her best daughters to date Offering this balanced trait, homozygous black Featuring a pick of two fancy, fall-born
sired by Schooley Krown and pregnancies by baldy herd sire, a bred daughter, and his service. Journey daughters plus their prolific donor

TENNESSEE G ke fstocl/ CONNECTIGN

YOUR CONNECTION FOR PUREBRED & HYBRID SEEDSTOCK GENETICS

MARTIN FARMS

Neil Martin S e
CELL 931-623-2634 /L U JE[ B
House 931-670-3646 A ino Sprinos s=c =

Soue 991 01008 Running Spring: gﬁﬁéégz
ceLL 931-580-6821 CATTLE COMPANY

S e Matt Van Slyke, 615-417-6035 MARTY ROPP  (406) 581-7835

infar f@gmail.com :
mastnfarmabeattiomali.co 7509 Nolensville Rd | Nolensville, TN COREY WILKINS  (256) 590-2487



AD INDEX

Minnesota

Bred ForBalance...................... 45
Clear Springs Cattle Company ........ 45, 61
Eberspacher EnterprisesInc.. .. .......... 47
Oak Meadow Farms . .................. 61
RydeenFarms . ..................... 3, 61
Mississippi

Little Creek Cattle ..................... 61
RockhillRanch. ....................... 61
Missouri

CattleVisions. .. ........... ... ... .. 63
Gerloff Farms. .. ... ..o i 61
Lucas Cattle Company .............. 55, 61
New Day Genetics. . ................... 41
Steaks Alive . ......... ... BC
Montana

Bullsof the BigSky . ................... 61
Gateway Simmental & Lucky Cross. . .. ... IBC
Hill's Ranch Simmentals ................ 61
Little BitterrootRanch ... ............... 61
Little Bitterroot River Simmental .......... 61
Ludvigson Stock Farm. . ................. 3
Miller Simmentals . .................... 61
Nelson Livestock Company.............. 61
Prickly Pear Simmental Ranch ........... 47
Walking5Ranch ...................... 31
Nebraska

ForsterFarms ............ ... ... .. .... 62
J&C Simmentals .............. ... ..., 62
Powerline Genetics ... .............. 53, 62
Sandy Acres Simmental. . ............ 51,62
Sloup Simmentals .. ................... 62
Trauernicht Simmentals. .. ............... 3
TriangleJRanch ................... 39, 62
Western Cattle Source. . ................ 62

North Carolina

Bottomley Cattle Company .. ............. 3
Fred Smith Company Ranch . ......... 57, 62
North Dakota

BellSimmentals. . ..................... 62
Bichler Simmentals . ................... 49
Crosshair Simmental Ranch .............. 3
DakotaXpress............coiieininn.. 62
Ellingson Simmentals .................. 62
Kaelberer Simmentals . ................. 62
Keller Broken Heart Ranch. . .. ........ 48, 62
Kenner Simmentals . ................... 62
Klain SimmentalRanch . ................ 62
RollerRanch ......................... 35
Rust Mountain ViewRanch . ............. 62
SRFSimmentals ...................... 62
SYSSimmentals ............ ... .. ..., 62
TNT Simmental Ranch. ................. 62
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Ohio
SelectSires®, InC. .......... ... ... 3
Oklahoma
EstesRanch.............. .. ... ...... 24
Willis Simmentals. . .................... 63
Pennsylvania
KulpGenetics . ............ ... ... ... 33
South Dakota
3C ChristensenRanch. . ................ 63
Benda Simmentals. . ................... 63
BieberRedAngus ...................... 3
Double J Farms Simmental Cattle. . ....... 63
Eichacker Simmentals. .. ............... 63
Ekstrum Simmentals .. ................. 63
Jackpot CattleCo...................... 63
NLC SimmentalRanch ................. 63
Stavick Simmental. .................... 63
Traxinger Simmental ................... 63
Werning Cattle Company. .. ............. 63
Tennessee
DeerValleyFarm . ...................... 3
MartinFarms . ..................... 63, 69
RedHillFarms . .................... 63, 67
Running Springs Cattle Company . ........ 69
Tennessee Seedstock Connection ... ..... 69
Texas
7PRanch......... .. . i 5
LiveAg™ . ... 15
Monte Christo Cattle Company........... 24
Pine Ridge Ranch, LLC .. ............... 60
Shipman, Jered, Auctioneer ............. 63
Virginia
Heishman Cattle Company . ............. 32
Wisconsin
ABS®Global,Inc. ................... 1,63
DoubleJRanch........................ 7
ReinyWayAcres ........... ..., 7
Wyoming
Black Summit . .......... ... ... L 63
Associations
American Simmental Association . . . .. 2,5,14,
18, 19, 23, 25, 26, 27, 29, 38, 52, 56
American Brahman Breeders Association. ... 5
International Genetic Solutions™
(IGS). i IFC, 34
National Cattlemen’s Beef Association
(NCBA). . oo 37
Livestock Services
ABS® Global, Inc. ................... 1,63
Allied Genetic Resources .. ..... 5,15, 39, 41,
43, 45, 48, 55, 57, 63, 69, 71, IBC
Beef Quality Assurance . . ............... 37

CONTINUED
Beef Checkoff® ....................... 37
Bovabytes™ . ... ... 72
Burlap and Barbed Wire Vol. VIIl ... ....... 15
Calf Crop Genomics (CCG) . .......... 19,25
Carcass Expansion Project (CXP) ......... 19
Carcass Merit Program (CMP) . . . 19, 52, 60, 63
CattleVisions. .. ..., 63
CCLLive. ... 7,32
Cow Herd DNA Roundup (CHR) .......... 19
DVAuction. . . 4, 5, 39, 41, 43, 55, 57, 65, 67, 71
Eberspacher EnterprisesiInc.. . ........... 47
Great Lakes Sire Services . .............. 33
IGS Feeder Profit Calculator™ ... ........ 34
Innovation AgMarketing, LLC ............ 35
International Genetic Solutions™
(IGS). e IFC, 34
LiveAg™ ... ... 15
LiveAuctions.TV. .. ... .. ot 47
Select Sires®, InC. ... 3
Sexcel® ... .. 1
SmartFeed. .. ... ... . 41
Superior Livestock Auction .. ........... IBC

Total Herd Enrollment (THE). . . 19, 29, 56, 61, 63

Miscellaneous
ASA Performance Advocate . ............ 61
ASA Publication, Inc. .. ........... 30, 42, 46
Balance TheScales................. 26, 27
Build, Breed, Achieve. . .............. 18,19
BusinessCard Ads . ................... 30
Calf Crop Genomics (CCG) . ............. 19
Carcass Expansion Project (CXP) . ........ 19
Carcass Merit Program (CMP) .. . . 19, 52, 60, 63
CheckUsQutOnline.................... 2
Cow Herd DNA Roundup (CHR) .......... 19
Digital Promotion Is Crucial

ToYourBusiness. ................... 14
FemalesFirst......................... 23
Grow Your Connection. . ................ 42
If Beefis Your Business . .. .............. 19
IGS Feeder Profit Calculator™ . .......... 34
Know.OrGuess. . .............ovvivn.. 34
Lucas Oil Productsinc. ................. 55
More Per Head Period . ... .............. 38

SimGenetics Profit Through Science . .. 14,19,
23,26, 29, 38, 52, 56

SimTalk. . ......... ... .. . 46
There Are No MagicBeans .............. 29
Total Herd Enrollment (THE). . . 19, 29, 56, 61, 63
Trust The Original . .. ........ ... ... ... IFC
Your Data. Their Future.. . ............... 56



EPDs current 8,/1/2025.
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20 ANNUAL BuII & Replacement Female Sale
RANBURNE, AL |\ 2 11:00 AM CST

185 Fall Yearling Simmental and Smﬂngus ™ Bulls - 1'50 Bred & Open Replacement Females

SCHOOLEY HAGGARD A4TIH x CLRS HOMELAND 327K KBHR SCREENSHOT K167 x GIBBS 91306 WIDE ROAD CCR BEDROCK 5171 x REDHILL 672X X004 231A
CE WW YW ST MARB RE SAPL ST CE WW YW STAY MARB RE SAPL ST CE  WW YW ST MARB RE SAP ST
7 9 W8 8 119 060 W3 M 16 9 15 1 05 106 4 w04 A & 129 2 108 027 90 104

BIBES CULMNATION x SOUTHERN FORTUNE TELLER GIBBS SIGNATURE 2510K x HOOK S EAGLE 6 GIBBS KINGPIN 1140 x EGL CINCHED 116F
CE WW YW STY MARB RE SAPL ST CE WW YW SAY WARB RE SAPL ST CE WW YW SIAY MARB RE SAP ST
8 9% ©9 17 07 09 1 18 @B 00 6 18 04 i 2 05 6 9% 10 18 08 061 B 105

—

. 4596M SN 4437090 3/aSM1/4AN 4R 4089M: ] 37993 SIA
JC MR PONTIAC DTI4K x GIBBS 3133A MOUNTAINEER LCR RESERVE KENNY ROGERS x HOOK " S EAGLE 6E
CE WW YW SAY MRB RE P ST CE WW YW SIY MARB RE P ST CE WW YW SY MARB RE SO N

5 0 56 23 078 068 15 15 14 107 113 17 02 133 44 9 16 14 189 14 075 129 15 16

WHERE (24106 {pe. MEETS (oes khumanice Ce&gﬁﬂﬁn@ ouy
o  ipgs  2THANNALPRODUGTIONSULE

Marty Ropp 406-581-7835 : 2118 County HeadZJ Ranbume Alabama 352?3
s " facebooksom/ghtsfarmssimangus SR8 | Doug Giobs 404772264 - radley Gibs 404. 9042914 - SamYoung 770.710-4588
Jared Murnin 406-321-1542 acehpo .leqm,-’gl armssimangus nug ibhs radley Gibhs m Young

www.alliedgeneticresources.com

B00K. GALLOR TEXT.BRADLEY 404.004-2914 OR SAM770-710-4588




IRVINE RANCH

21st Annual Sale | November 1, 2025

100 Bulls
30 Females

Less Feed. .. More Geef

Powered by Bovabytes!™ - Irvine Ranch'’s
exclusive patented technology
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GATEWAY sm%NTAL
~ LUCKY CROSS
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CONSISTENCY - COMMON SENSE
The tools and the genetics are more available today than ever to make cattle
better and life easier.

46™ Annual Gateway

“Breeding Value” Bull Sale
Monday, February 2, 2026 at Noon, mst
Offering 250 Bulls at the Ranch near Lewistown, MT

MM/ Z;W ‘Z:-W It's not just a bull or a breed - it’s a PROGRAM.

% l

‘--"" SIMMENTAL & LUCKY CROSS J-'—‘

Whichever direction
you are going, they cross.

Jimand Tom Butcher
Jim 406-350-0467 - Tom 406-350-0979
Logan 406-350-1417 - Brock 406-350-1242
Chris Miller and Larry Hagenbuch
jimbutcher58@gmail.com
2109 Joyland Road, Lewistown, MT 59457
www.gatewaysimmental.com

(1)
Livestock Auction

SRNEFICIRE ALL NEW PUREERED PLATFORM

OURCES




e
e -

S‘A H'oyﬁbout

Good Iooks, good genetlcs,‘ =N
good attitudes. Oir herdbulls
and dams give us good
foundations for tw next
generation.

Thank you H&O cé&ue of
Athens,Alabama for choosing
your seedstock from bur herd.

Just good cattle. W5

Steaks*Alive ..
John and Jeanne Scorse
417-437-0911 or417437—4434

|5corse@steaksa[we.com
We've spent

mixing enehcs T at
will work for you






