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FroMm THE EDITOR

by Lilly Platts, managing editor

Hello! I hope the end of 2024
treated everyone well, and that
the next year is shaping up
to be fun and successful. This
issue of SimTalk is focused
on arguably the biggest issue
facing our industry, and agri-
culture as a whole: generational
turnover and labor. Debt, the

cost of land, and consolidation are just a few things
preventing young people from getting their footing
in our industry. As the age gap continues to widen, it’s
more important than ever to figure out how to set
young people up for success.

Debt is an issue for most Americans, and ag produc-
ers are even further reliant on it. The American Bankers
Association and the Federal Agricultural Mortgage
Corporation (Farmer Mac) recently released their 2024
Ag Lender Survey, and their findings were pretty grim
— lenders believe that just over half of borrowers will
be profitable in 2024. That number was 78% in 2023.
A Drover’s article summed up the findings, and shared
that beef producers generally have a brighter outlook,
which is good news. But overall, the people growing

Scan this QR code to learn how
Larry Becker uses genetic selection
tools and carcass data to make
continued improvement to his herd.
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our food are not in a great financial position. Farming
and ranching is stressful without having to worry about
money, and again, the people responsible for growing
our food shouldn’t be struggling financially.

According to the American Farmland Trust, 40% of
agricultural land is going to be in transition in the next
15 years. Corporate and foreign land ownership is on
the rise, and land is generally too expensive to justify
purchasing for ag use. Where I live, productive grass
and cropland is being covered in tract housing at an
alarming rate. When my husband and I started house
shopping, we both felt strongly about not purchasing a
new build in a subdivision. For one, with our pack of
dogs we need a little space. Beyond that, I knew that
even though we can’t stop the growth, I would have felt
a pang of guilt if every time I stepped out my front door
I could actually see farm ground being eaten up. There
is absolutely nothing wrong with living in one of these
subdivisions, and there are so many factors at play that
are out of our individual control, but as this land is in
transition, developers are going to be first in line,
money in hand.

For existing producers, finding labor is a challenge.
According to the American Farm Bureau Federation, 2.4
million agricultural jobs go unfilled each year. Small
communities have been shrinking, leaving less options
for farm labor. Many rural towns used to be vibrant,
self-sufficient communities, but young people have left
for better opportunities. I totally understand and sup-
port people who choose to move away — having to take
a full day to go to the grocery store, being snowed in,
sticking your kids on the bus knowing they’ll spend
several hours there each day — there are a lot of reasons
why rural living can wear on people. For ag operations,
not having enough labor puts a huge strain on people
physically, mentally, emotionally, and financially. There
are also a lot of wonderful things about these small com-
munities, and revitalizing the ag labor pool could really
help bring towns back to life.

Now that I have sufficiently bummed you out, here’s
the good news. There are young people like Seth and
Kali Flower who have started their own operations from
scratch. They are featured in this issue, and I am really
excited that I get to share their story. There are also orga-
nizations like New Acres, which is focused on solving
the ag labor crisis. Founder Marty Ropp spoke at Fall
Focus 2024, and I knew immediately that we needed to
cover the issues his organization is trying to solve. Peo-
ple from outside of our agricultural communities can
find really meaningful work in ag — we just need to
find them and open the door.

This issue also includes more coverage of the end
product conversations that took place at Fall Focus
2024, as well as a piece by Dr. Wade Shafer about the
Milk EPD.
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First-Generation
Foundation

by Lilly Platts

Seth and Kali Flower are first-generation
seedstock producers with a passion for
Simmental cattle, family, and the beef indus-
try. Building meaningful relationships with
mentors, seeking education, and thinking
critically about each decision they make
has allowed the young Minnesota couple
to find their footing in the business.

he generational gap, turnover of land, and rising

input costs are just a few of the issues facing the beef
industry, and many young people are choosing a differ-
ent path. Getting started has never been easy, but today,
whether young people are transitioning onto an existing
operation or starting their own, there is little margin for
error. Enter Seth and Kali Flower, a young couple from
Benson, Minnesota, who haven’t let these barriers scare
them away from chasing their dream. What started with
one Simmental cow has grown into Cottonwood Cattle,
an up-and-coming, highly respected seedstock business.
Their journey in the cattle business is both inspiring and
informative for the next generation.

It All Starts with One Cow

Seth and Kali met during college. Kali grew up in a
farming community in northern Minnesota. Her mom
worked at the local grain elevator, and early on, Kali
thought about attending veterinary school. After con-
sidering the years of school and debt that career path
requires, she landed on agronomy, graduating with a
degree from South Dakota State University. For seven
years, she has held a sales agronomy position with
Hurley and Associates, a grain and livestock marketing
company that partners with farm families to build
a lasting legacy through tailored marketing plans.

Seth grew up on the family farm, participating in
4-H and FFA. When Seth was in the sixth grade, his
father, John, passed away; this left a huge hole in his
life, but his family and the farm were there to catch him
and his mom, Rhonda. He returned to the farm after
graduating from Ridgeway College. His 87-year-old
grandfather, Luverne, and his uncle raise row crops,
and also run a herd of commercial Hereford cows.
Today, Seth’s brother, Shane, and his wife, Madisen, live
on the family farm; Kali and Seth are just up the road.



Shane, Madisen, Rhonda,

Seth, Shay, and Kali Flower.

Opposite page: The business name,
Cottonwood Cattle, was inspired by the trees
that grow across the Flower family farm.
Below right: Heterosis and growth drew Seth
and Kali to the Simmental breed.

Kali didn’t grow up around cattle,
but took to the business quickly after
meeting Seth. She became interested in
genetics, and started thinking about
how to improve the family’s cow herd.
“We were facing a lot of struggles, and
things that we didn’t like about the
cow herd. There were days where it
felt like things were just not going well, and we knew
there had to be a better way to do this,” she recalled.

A problem-solver by nature, Kali started thinking
about the big changes they could make to turn the cow
herd around. Her childhood neighbors, Paul and Lois
Rydeen, came to mind. “As we thought about what to
do, and who we should maybe buy new genetics from,
I had this gut feeling,” she said.

From her college dorm room, Kali started studying
the catalog for an upcoming Rydeen Simmentals sale.
She called Seth, who was quickly on board with the
plan. After studying the offering and setting a budget,
they landed on a bred heifer. A red female with tag
Y76 became the foundation of their program. “She
was the cornerstone of our herd. She was truly our
start in the Simmental breed, and allowed us to grow,”
Kali shared.

Buying a single cow wasn’t going to change the cow
herd, or their path in the business overnight, but it set
the tone for their future together. Seth and Kali are pas-
sionate about the beef industry, and knew early on that
building something with legs was going to require
thinking ahead.

The seedstock business can be hard to break into,
but thinking about their larger vision, it simply made
sense to take the leap. “We knew we needed to gener-
ate additional revenue. We also knew that we had the
tools in front of us to better an industry, and to help
commercial cow-calf producers because we’ve walked
their shoes,” Kali said. “We love it, and we love the
genetic side of it.”

Studying genetics, DNA testing, and the opportunity
to build relationships with customers really appealed to
them. Seth added, “I want to be there to help that cus-
tomer buy the bull that fits their program. I don’t want
to just run my cows. I want to help improve commercial
producers” cows too.”

“l want to be there to help that
customer buy the bull that fits their
program. | don’t want to just run
my cows. | want to help improve
commercial producers’ cows too.”

With the commercial customer in mind, Seth and
Kali have focused on breeding balanced, productive,
efficient bulls. They have a four-year-old daughter,
Shay, which also makes docility a major priority in their
program. “She is around these cattle every day, so docil-
ity is obviously important,” Kali shared.

Their customers have a variety of operations, with
many working full time and running cows on the side,
which means docility, calving ease, fleshing ability, and
low maintenance are also extremely important for them.

(CONTINUED ON PAGE 12)
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A First-Generation Foundation

(CONTINUED FROM PAGE 9)

Above, L-R: Purchased from Rydeen Simmentals, Y76 is the foundation of Cottonwood Cattle.
Hook’s Charisma 103C has been extremely influential in the Cottonwood Cattle program.

Cottonwood Cattle has committed to selling their
bulls by private treaty for the time being, taking advan-
tage of the opportunity to personally connect with each
customer, and ensure that each person gets the best pos-
sible bull for their program. “This will be our third year
hosting an open house the third weekend in January,”
Seth shared. “I can walk out with potential customers to
look at bulls, and just have a conversation. Private treaty
can be difficult, because it’s such a long process, but it’s
really rewarding when you finally sell the last bull out
of the pen for the year. We’ve had good success with it
over the last couple years.”

Customer relationships are important for all seed-
stock producers, and are absolutely essential for new
businesses. “I believe that at the end of the day, yes, we
are in the cow business, but we’re just as much in the
people business. We take that very seriously,” Kali said.

Building on the Foundation

Since the purchase of Y76, Seth and Kali have been
tirelessly dedicated to growing and improving their
cow herd. AY76 daughter, tag A22, became one of their
first donor cows, producing several standout daughters
herself. “They’re really productive, efficient cattle. The
longevity in them has clearly paid for themselves over
and over. They’re just really problem-free cows that are
pretty easy to fall in love with,” Kali shared.

Smart genetic decisions have helped them grow.
Smart financial decisions have also been extremely
important. Most agricultural operations operate with
some debt, which varies widely based on the type of
commodity, land ownership, equipment needs, and
more. Kali’s work with Hurley and Associates involves
helping farmers and ranchers understand their finan-
cial situation, and how to plan for their future. This
work has informed her own decisions as a producer.



Above, L-R: The Flowers will feature a group of four Genesis full brothers out of 103C at this year’s open house,
including 412M, pictured here. Seth and Kali’s daughter, Shay, has taken an early interest in cattle.

Seth and Kali decided early on to run a really tight
ship when it came to their finances. “We were pretty
young when we started, we didn’t have a ton of money,
and had just bought a house. I grew up in a fairly con-
servative household, and debt was kind of a bad word,”
Kali recalled.

“In farming, we know that that’s not the reality. But
Seth and I really operated under the mindset that if we
couldn’t go out and write a check for it, we weren’t
going to buy it. And I'm still proud to say that we’ve
developed and put together all of our cows without a
loan,” she added.

The Performance Beef software, which is largely
marketed toward feeders, has been an important tool.
The cloud-based program connects to a bluetooth scale
head, tracking the exact amount of feed being used
every day. “One of the big areas we found where we
were spending a ton of money was just putting feed
in front of the cattle, especially in the winter when it’s

cold, and not knowing if they’re getting what they
need. With the software, we’ve dialed in not only our
management practices, but we’ve saved a ton of money
in terms of feed costs. At the end of the day, we know
what we need to get out of these bulls to make it worth
our time,” Kali explained.

While all of their decisions have been well-thought-
out, Seth and Kali admit that there have been plenty of
missteps and learning opportunities. “Breeding cows
and selecting bulls early on was trial by fire,” Kali said.
“We didn’t know what we liked yet, or how we were
going to fit into the business. We made some breeding
decisions that we look back on and wonder what we
were thinking, but we learned a lot from that.”

Now with nine years under their belt, Seth and Kali
have a very clear vision of what they want to do in the
business, and agriculture as a whole. “We have a focus,
and we know where we want to fit in,” Kali said. “We’ve
settled on who we are, what we want to be, and what

(CONTINUED ON PAGE 16)









A First-Generation Foundation

(CONTINUED FROM PAGE 13)

we're going to stay away from. We’re driven to breed
cattle that balance eye appeal and EPD, to better serve
our customers and the beef industry as a whole. Find-
ing our place feels really rewarding.”

“We’ve settled on who we are,

what we want to be, and what we’re
going to stay away from. Finding our
place feels really rewarding.”

Meaningful Mentors

Kali and Seth are both quick to credit people who
have helped them find their footing in the cattle busi-
ness. Seth’s grandfather, Luverne, has allowed them to
manage a group of his cows while building up their
own herd. The cow herd and management has been
slowly transitioning to them, which has allowed Seth
and Kali to build their business, and also call on family
for advice. “Grandpa is a very instrumental person for
us. He’s been around to lend that helping hand for a
while, but now it’s just on us basically,” Seth shared.

16 SmTAaLk

Three bulls Seth and Kali offered for sale in 2023.

Paul and Lois Rydeen continue to provide advice
and support to Seth and Kali. Fellow young breeder,
Travis Wulf (Clear Springs Cattle Company), has also
been extremely helpful. Seth shared, “I grew up with
Travis. We're the same age, and when his family
switched to the Simmental breed, it was around the
same time that we purchased our first cow.”

Kali added, “If we need someone to give us a real-
world, honest opinion, Travis is the first person we
ask. We may or may not take his advice, but it’s that
kind of feedback that makes us all better. High tides
raise all ships.”

Tom Hook has been another valuable mentor. They
recently purchased a standout female from Tom, tag
103C, successfully flushing her for the last two springs.
Unfortunately, she was struck by lightning, which was
a big hit. Tragedies like this happen frequently in the
cow business, and Tom helped them shift their per-
spective on the situation. “Seth and I were really down
in the dumps after we lost her. She was an older cow,
and we talked to Tom about it and he said that even
though it’s unfortunate, and not fun, maybe what this
does is force you to move on to the better genetics that
you have out of her,” Kali reflected. “I just can’t say
enough good things about how Tom bred and sees
cattle, and I can’t say enough good things about his
mentorship either.”

The Hawkins family has also provided a lot of sup-
port. Early on, when Seth and Kali needed more bulls



“Cottonwood Cattle is what it is
today because of an ongoing list of
people who have influenced us,
mentored us, and helped us.”

to justify creating a catalog, they quickly
jumped on board, partnering in the Cotton-
wood Cattle sale. Since then, they have been
friends and constant supporters. “They’ve
been big cheerleaders of ours,” Kali reflected.
“Their friendship, support, and partnership
hasn’t gone unnoticed.”

Mentorship, and being open to feedback,
have helped Seth and Kali progress in the
business. “Cottonwood Cattle is what it is
today because of an ongoing list of people
who have influenced us, mentored us, and
helped us,” Kali said.

Keeping an open mind, thinking critically
about how each decision will affect their
future, and hard work day in and day out have
allowed Seth and Kali to successfully launch
Cottonwood Cattle. Being first-generation
seedstock producers has come with plenty of
challenges, but has also allowed them to curate
every aspect of their business. “Although we
talk about how hard it can be, there is also
something very fun about it too. We started
with a blank slate, and we aren’t trying to
uphold the expectations of a program that has
been around for many years. We have gotten to
build the program we want, with the cattle we
love and believe in. There is something really
cool about that,” Kali shared.

Seth and Kali’s decision to start raising
SimGenetics seedstock wasn’t just personal.
They also see the breed, and the principles of
crossbreeding and science, as being important
for the future of the whole industry. “The
breed offers something so tremendous in
terms of heterosis. It's important to under-
stand the benefits of that, and producers need
to know they are leaving money on the table

Kali, Seth, and their daughter, Shay.

without it,” Kali explained. “If we can educate more producers
on the value that provides, in my mind, that’s a win. I want
producers to have a fantastic experience with the Simmental
breed, and hopefully we can keep them as Simmental customers,
not just as Cottonwood Cattle customers.”

ST
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Opening - Door
« Careers i~ Agriculture

by Lilly Platts

Producing food, from beef to vegetables,
requires a significant amount of labor.
Statistics show a concerning shortage
of labor, which poses a serious threat
to the future of agriculture. New Acres
has set out to help close gaps and solve
this issue.

gricultural operations are labor-intensive, and
while family members play an important role on

farms and ranches, many businesses require additional
help. Many of these jobs go unfilled each year, placing
the burden on owners and current employees. Tradi-
tionally, people who grow up in agriculture seek work
in the industry, and employers look for hires with expe-
rience in the field. Opening the door to people outside
of the industry could help fill jobs, and strengthen the
future of agriculture.

New Acres is a newly founded nonprofit organiza-
tion that hopes to make these connections, and help
ensure that America’s farms and ranches are adequately
staffed. Marty Ropp presented about this venture dur-
ing Fall Focus 2024, sharing that the idea came to him
several years ago after many conversations with pro-
ducers who needed help but couldn’t find it.

According to the American Farmland Trust, around
40% of agricultural land will be in transition in the next
15 years. Development is one of many challenges facing
current landowners as the next generation attempts to
step in, and keeping land in agricultural production is
going to be critical in the coming years. Additionally,
current operators are already struggling to fill jobs
and profit each year. The American Farm Bureau has
reported that around two and a half million agricultural
jobs go unfilled each year. “I thought that number was
high,” Ropp said. “To me, that is a frightening number.”

The labor market in agriculture varies widely by
region and industry, and Ropp explained that while
every producer in the beef industry may not be feeling
this strain, it's an overarching issue that likely does
affect a neighbor, customer, or friend. “We're talking
about the aggregate here,” Ropp explained. “We're not
talking about a specific industry, or specific region of
the country.”

The traditional labor pool in agriculture largely
includes young people who grew up in or around the
industry. Small town connections, family, and friends
are frequently tapped to fill open positions. Changes in
rural demographics have diminished the labor force in
agriculture. “This generation, and even the last genera-
tion, had two kids instead of six, and the neighbor who
used to have a farm or ranch sold it, so their kids are
also no longer in the community.”



Every job expects a prospective employee to have
adequate experience, but as Ropp explained, rethinking
this will likely be necessary to fill jobs. “If you're look-
ing to hire a young person who kind of knows their
way around a tractor, maybe knows a little about ag
technology, or knows how to set a corner post, there
are very few options,” Ropp shared.

Rural demographic shifts impacting agriculture are
a part of the larger rural development issue in the US.
Many young people have chosen to move away from
rural areas to seek opportunity, leaving jobs in agricul-
ture and beyond unfilled. Businesses have fewer
customers, more labor challenges, and many are unable
to stay open. Fewer businesses give rural community
members fewer options, further pushing people out.
The repercussions touch every piece of a rural commu-
nity, from education to agriculture. This cycle can be
devastating once it starts. “The larger ag industry is
beginning to realize and understand that this is a rural
development problem, too,” Ropp said.

The beef industry is one piece of agriculture in the
US, and Ropp emphasized the importance of looking at
the issue from a wider lens. Issues affecting agricultural
production are typically addressed by government
programs, but Ropp explained that with collaboration,
individuals and organizations within agriculture could
make progress independently.

Welcoming Newcomers

Each year, consumers become increasingly interested
in learning about where their food comes from. Recently,
there has been an increased interest in rural life, thanks
in part to popular media, and also because of increased
flexibility in remote work and a desire for a slower life.
Ropp believes that this cultural shift could be harnessed

The repercussions [of rural
development issues] touch every
piece of a rural community, from
education to agriculture.

This cycle can be devastating
once it starts.

to fill empty roles in agriculture. Additionally, many
young people are raised on the outskirts of cities, and
while they may not have actual experience in agricul-
ture, they also don’t have any desire to move into the
city. Ropp believes many talented young people go
unnoticed. “By promoting the lifestyle, rural communi-
ties, and a sense of belonging to a generation struggling
to find that, some of the best could be to come,” he said.

Filling these roles with people from outside of the
industry will require an overall shift in expectations,
and attitudes about potential employees. Agriculture
has changed significantly, which is also advantageous
for young people lacking actual experience in the
industry. “The more technology, the less traditional
experience they have to have,” Ropp explained.

Filling jobs in agriculture is also going to require
effort on the part of the employer. Ropp believes that
traditional methods for finding help — like hanging a
flyer at the sale barn — aren’t going to cut it anymore.
“If you have a job that’s important to your operation or
business, you need to be willing to promote that job,
showing all of the possibilities. Make the job look fan-
tastic,” Ropp said.

(CONTINUED ON PAGE 22)

Below: Young people from outside of the agricultural community can find meaningful work on farms and ranches.
Photo by Rick Raef, Working Ranch Photography.




Opening the Door to Careers in Agriculture

(CONTINUED FROM PAGE 21)

If ajob isn’t filled by someone local, an employer
may offer it to someone from out of town. Asking
someone to move to a new, rural area can be a big ask,
especially if they have a family. Ropp encourages
employers to share as much as they possibly can about
the area through videos and photos. Discussing the
area, schools, housing, and more will attract quality
employees, and foster community.

Employer practices also need to be current in order
to attract long-term, quality employees. Agricultural
operations have been allowed to get away with offering
extremely low pay, not offering benefits, or expecting
employees to work unreasonable hours. While the job
may get done, employees don't stay, costing the business
money in the long run. Ropp encourages employers to
consider what can be done so that employees aren’t
showing up solely because they need a paycheck.
“These folks are not you, and they are not your kids.
They’re employees. If they went to work for someone
else, or went to work in a different industry, they
wouldn’t be expected to work a hundred hours a
week,” Ropp explained.

22 SIMTALK

The New Acres website, newacres.com, was recently
launched, and now includes an in-depth job board.
Ropp explained that through partnerships with indus-
try leaders, corporations, and organizations, New
Acres will exist to fill in the gaps in communication
preventing many young people from finding careers in
agriculture. While many online agricultural job boards
do exist, Ropp said that their focus will also be larger,
directing job seekers to organizations within agricul-
ture, allowing them to then use existing job boards and
networks to find job opportunities.

Job postings will be shared directly on newacres.com,
which has an introductory questionnaire for job seek-
ers, asking about the type of agriculture they would like
to work in, experience level, and location. The site will
then filter existing job opportunities.

Agriculture offers many rewarding career opportuni-
ties in the field, and by opening the door to new people
and evaluating current practices, there are endless
opportunities to improve and strengthen the future
of food production.
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Ranch/Sal Cit Ph
anchi>ale Y one Plan to attend Montana’s

MSA Banquet & Western Choice Simmental Sale Billings, MT 559-696-4941 . .
3H Simmental Plains, MT 406-826-3765 Choice Sale, the following
AOK Simmental Chinook, MT 406-945-8222 events, or contact
Begger's Diamond V Ranch Wibaux, MT 406-796-2326 Montana Simmental
Black Summit Cattle Powell, WY 307-899-3553 Association members to see
Bromenshenk Farms Billings, MT 406-656-7173 what they have to offer you!
Cole & Ashley Morrison Great Falls, MT 406-403-3738
Donsbach Lazy 3L Ranch Miles City, MT 406-853-2828
Emmons Ranch Olive, MT 406-436-2277
Fauth Ranch Simmentals Lavina, MT 406-860-9351
Finke Simmentals Berthold, ND 701-453-3105
Forseth Livestock LLC Fairfield, MT 406-590-7984
Gateway Simmentals Lewistown, MT 406-538-9695
Genie Genetics Roy, MT 559-696-4941 Board of Directors
Kate Koch Molt, MT 406-580-7458 —
Koch Cattle Roberts, MT 406-860-0659 President:
Rocky Forseth
Laird Simmentals Philipsburg, MT 208-608-3210 Fairfield, MT
Lassle Simmentals Glendive, MT 406-486-5584 406-590-7984
Little Bitterroot Ranch Hot Springs, MT 406-741-2523 rockyforseth89@gmail.com
Little Bitterroot River Simmental Hot Springs, MT 406-270-2268 Vice President:
Miller Simmental Gildford, MT 406-376-3109 Logan Butcher
Nelson Livestock Company Wibaux, MT 406-588-3371 Lewistown, MT
Rolling Hills Ranch Polson, MT 406-239-7483 logan. buteh 6 @gmail.com
Rymo Cattle Co Bonners Ferry, ID 208-660-2726 —
Stroh Cattle Company Glendive, MT 406-941-0670 Secretary/Treasurer:
Table Rock Ranch Ririe, ID 605-595-3726 Leoma Donsbach
Walking 5 Ranch Broadview, MT 406-667-2251 559-6};’6-4941
Wight Ranches Hall, MT 406-241-9578 cattledatagenie@gmail.com
Wolenetz Ranch Baker, MT 406-975-6334






Aan Examination - Milk EPD

by Dr. Wade Shafer, ASA EVP

The Milk EPD is used by many producers
in selection and breeding decisions. How is
the EPD calculated, and how accurate is it?
High-producing cows don’t always possess
a top-end Milk EPD, and the opposite sce-
nario is sometimes true. Why? A cow’s milk
production ability may be very different from
the genes she possesses for the trait.

ver the last several years | have fielded too

many calls to count from breeders feeling that Milk
EPD do not do justice in gauging their herd’s genetic
milking ability. Though you may not be one of the
many breeders who have voiced reservations about
Milk EPD to me directly, I suspect you may have had
qualms with them from time to time. In talking with
people of other breeds, this sentiment is not unique to
Simmental breeders. Though many breeders may ques-
tion the validity of milk EPD, they are without a doubt
the best predictor we have of animals’ genetic level
for milk. That said, when we scrutinize the situation,
breeders’ skepticism about Milk EPD is understand-
able. In the following paragraphs I will explain why
EPD gauge genetic level for milk as accurately as possi-
ble and offer up my opinions as to why breeders often
question their validity.

Breeders seldom question Milk
EPD on sires — rather, doubt
tends to permeate when cows in
their herd wean big calves yet

have lower-percentile Milk EPD.
|

To understand a widely held belief, it usually helps
to get at the root of it. What is at the core of breeders’
misgivings about Milk EPD? From my experience,
breeders seldom question Milk EPD on sires — rather,
doubt tends to permeate when cows in their herd wean
big calves yet have lower-percentile Milk EPD. On the
surface, their skepticism seems justified. It just seems
logical that high-producing cows should have upper-
end Milk EPD. It turns out there are solid reasons why
a top-producing cow does not necessarily possess genes
for high levels of milk production — and, therefore,
should not have high-level Milk EPD.
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To gain some perspective, let’s take a look at factors
affecting the measurement we use to gauge milking
ability: weaning weights. Obviously, we do not have
the latitude to measure milk directly, as does the dairy
industry. Even if we could, the trait we are concerned
with in the beef business is the pounds of weaned calf
expected from a cow due to the genes she possesses for
milk and mothering ability, which we can compute
using weaning weights. From a cow’s genetic perspec-
tive, the weaning weight of her calf is affected by her
own milk genes and half of her weaning weight genes
(the calf carries half of her genes). This fact is the reason
Maternal Weaning Weight EPD is calculated as Milk
EPD+% Weaning Weight EPD. Beyond that, there are
non-genetic factors affecting the calf’s weaning weight,
such as age of its dam, stocking rate, weather, creep
feed, and many other non-genetic effects we are not
able to distinguish.

Due to the myriad of factors affecting weaning
weight, using actual and / or adjusted weaning weights
and/ or ratios will not serve us well in predicting an
animal’s genetic value for milk production. One glaring
shortcoming of these statistics is that they do not parti-
tion weaning weight into separate growth and milk
components — an obvious requisite for assessing milk
genetics. Beside that monumental failing, weights and
ratios do little to nothing when it comes to sifting
through the non-genetic influences on weaning weight,
and they ignore information on relatives.

Because the methodology used to calculate EPD
(Best Linear Unbiased Prediction or BLUP) allows us
to parse weaning weight by the factors that impact it,
EPD permit us to zero in on an animal’s genetics for
milk, independent of all the other factors. This is
accomplished by leveraging the sophisticated statisti-
cal techniques of BLUP on the 6 million+ weaning
weights in our database. These features make EPD
vastly superior to other methods of gauging milk
genetics. After extolling the virtues of EPD, how is it
that we can have cows that wean heavy calves with
poor Milk EPD (and vice versa)? One obvious reason
is that these cows may be weaning heavy calves via
exceptional growth genes they pass to their calves. Just
look through ASA’s database and you will find plenty
of animals that have low Milk EPD but high Maternal
Weaning Weight EPD due to their extreme growth.
Remember, Maternal Weaning Weight EPD = Milk
EPD+%2 Weaning Weight. A typical retort to this asser-
tion is “how could the calf express exceptional growth
if the cow did not give loads of milk?” Though high
levels of milk certainly help a calf express its growth



Photo taken by Nancy Shirley at McDonald Farms, Blacksburg, Virginia.

potential, a calf gets a significant amount of its nutri-
ents from sources other than milk, particularly after
the first few months.

Another plausible cause for a heavy weaning calf out
of alow Milk EPD cow is simply that she produced lots
of milk. In these circumstances, our genetic evaluation
is telling us that the reason for the souped-up milk pro-
duction is likely non-genetic in nature. This is a big pill
to swallow, as we tend to assume that a heavy milking
cow must be genetically outstanding for milk produc-
tion; however, since milk production is only low to
moderately heritable we should not be surprised to
have heavy milking cows that are below average geneti-
cally, and vice versa. 1

From a genetic evaluation
standpoint, milk’s meager heritability
means that it takes more data

to move Milk EPD and improve
accuracies than it does with

more heritable traits.

From a genetic evaluation standpoint, milk’s meager
heritability means that it takes more data to move Milk
EPD and improve accuracies than it does with more
heritable traits (e.g., growth and carcass). Since a cow is
quite limited in the number of calves she can have natu-
rally, unless she has numerous daughters (typically
only possible for donor cows) and they have many
calves, or her sire or maternal grandsire change dramati-
cally for milk, a colossal shift in her milk EPD from
where she starts is not in the cards. A big jump in accu-
racy is just as unlikely.

These limitations do not in any way imply fault with
EPD; the limitations are simply a function of biology.
Low heritability and small numbers of offspring are not
conducive to accurate estimation. Always keep in mind,
however, even though a cow’s Milk EPD may not be
highly accurate, research has clearly shown that they
are far and away the most accurate estimate of her
genetic merit for milk.

1 In our population we have estimated the heritability of milk to be
16%. This means 84% (100% - 16%) of the differences in milk produc-
tion between cows during a lactation are due to non-genetic factors —
and that is after we remove differences due to age and contemporary
group (i.e., herd, pasture). Given these circumstances, it is easy to see
that a cow’s milk production ability may be very different from the genes
she possesses for the trait.
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Considerations
ror Beef o Dairy

by Lilly Platts

Conventional beef cattle and dairy animals,
which are primarily Holstein, both contribute
positive carcass traits, from tenderness and
flavor to muscling. When crossed, fed, and
managed well, a beef-on-dairy animal can
outperform traditional beef animals in the
feedlot and on the rail.

Beef-on-dairy is a hot topic in the beef industry
today. Both industries can benefit greatly from
this collaboration, but harnessing the advantages of
both beef and dairy cattle requires genetic considera-
tions, and ultimately, overcoming several issues in fed
Holstein cattle.

Dr. Dale Woerner, Texas Tech University, discussed
beef-on-dairy opportunities and challenges at Fall
Focus 2024. Woerner has studied the challenges and
benefits of beef-on-dairy cattle extensively through
research and carcass evaluation.

To produce milk, dairy females obviously must be
bred to eventually lactate. Sexed semen has allowed for
dairy producers to narrow down their selection deci-
sions, but a large number of bull calves are still born.
These steers are fed for beef production, but because
they aren’t beef cattle, the final product can be less
desirable. Breeding these dairy females to beef bulls
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can add significant value to feeder calves, and also
increase profitability in the feedlot.

Worner explained that the collaboration started with
beef producers “renting” dairy females as recipients.
This has shifted to producing crossbred beef-on-dairy
animals. “Ultimately, today we’ve transitioned those
cattle, which once really looked exclusively like black-
and-white Holstein steers and heifers, to crossbreds,”
he explained. “We don’t know exactly how many of
those cattle are coming in because some of them go
incognito. In fact, that was the intention from the
beginning — to hide them in the beef mix — but we
think there is somewhere north of three million of
these cattle coming into the market.”

Some producers were ahead of the beef-on-dairy
trend many years ago, but Woerner shared that the
noticeable shift took place around 2017. “We saw a
sharp transition of beef semen sales into dairies,
replacing dairy semen sales,” Woerner said.

This was due to several factors. “The evolution
of sexed semen had a lot to do with this, as well as
genomic data on the cow side, allowing dairy producers
to make better selections for milk production. Ultimately,
we started to see more beef semen going to dairies,”
Woerner shared.

Dairy genetics are prevalent
in feedlots, typically blending
in with their beef cattle
counterparts.



Holstein cows may not look like the most likely candidates for raising high-quality beef, but crossing these females
with conventional beef bulls can offer many benefits. Photo by Briana Hicks.

Beyond improved technology, industry pressure also
caused this uptick in beef semen sales. “Tyson Foods,
formerly IBP Brand, made a very distinct decision to no
longer take Holstein steers,” he added.

Dairy cattle present a number of challenges in the
feedyard and on the rail, from carcass composition to
liver abscesses and yield grade. Genetically, these cattle
have been bred for generations to produce milk, not
meat. “In conventional cattle produced for beef, we
emphasize things like growth rates, dressing percent-
age, muscle to bone ratio, steak shape, and the bright
cherry red color of beef we’re all familiar with,”
Woerner said.

While dairy cattle lack many of these traits, they
do offer more predictability. “Dairy cattle offer genetic
consistency,” Woerner explained.

Dairy cattle are physiologically and biologically dif-
ferent from conventional beef animals. They produce
more internal fat, which also means they produce more
marbling on average. Holstein-beef cross animals are
more feed-efficient than purebred Holstein animals.
Carbon, and producing carbon-neutral products, is a
priority for many companies, and improving the feed
efficiency of Holstein feeder calves through crossbreed-
ing presents several opportunities for both industries.

“Ultimately, what we see are carcasses from crossbred
cattle [beef x dairy] that are much better than purebred
Holstein. They’re producing carcasses that are a little
fatter externally, but that are producing bigger ribeyes,
and are more muscular. In the feedlot setting, they’re
more efficient, converting more feed to gain at a more
efficient rate,” Woerner explained. “They have an
improved yield grade, slightly over that of purebred
Holstein, because of the larger ribeye area.”

It would make sense to jump to the conclusion that
these animals graded lower than beef calves, but
Woerner explained that this isn’t the case. “They had

the same level of quality and marbling. It's also worth
noting that dairy cattle are leaner than conventional
cattle externally, and they produce more marbling on
average. These cattle bring very positive attributes to
the table,” he added.

Holstein and Holstein-cross cattle carry more internal
fat, which doesn't translate to the standard yield grading
system. “Packers know that these cattle still don’t yield
as well, which is why they’re continually discounting
them based on yield grade,” Woerner shared.

Dairy cattle are genetically more predisposed to pro-
duce marbling compared to conventional beef animals,
which has also been demonstrated through introducing
dairy genetics into beef herds. “The distribution of quality
grade is improved with beef-on-dairy cattle in compari-
son to conventional cattle, but it’s slightly decreased
compared to that of Holstein cattle. So, these crossbred
cattle don’t grade quite as well as purebred Holstein
cattle, but they do grade better than conventional beef
on average,” Woerner explained.

Tenderness and flavor are also areas where Holstein
beef outshines the average conventional beef animal.
Woerner said, “The fatty acid composition is different
in these dairy crossbred cattle than it is in conventional
cattle. They're producing more fat, including marbling,
that tastes a little more like butter from a chemical
standpoint.”

Color is one of the biggest things influencing con-
sumer choice in the grocery store. Bright red meat looks
more fresh to the consumer’s eye, and is preferred over
darker-colored beef. Holstein beef is darker in color by
nature, meaning that for many years, the product
couldn’t be placed next to conventional beef. Scientifi-
cally, this darker color does not indicate a lower quality
product, or any food safety issues, but these packages

(CONTINUED ON PAGE 32)
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(CONTINUED FROM PAGE 31)

of beef would remain on the shelves. Fortunately, cross-
breeding has helped solve this issue.

The shape of various cuts of beef have also been a
challenge for Holstein beef. Long, skinny steaks and
other odd-shaped cuts don’t look as appealing as a
conventional cut of beef, and are also not desirable for
restaurants. Beef genetics improve these things, making
the crossbred beef more appealing to consumers.

Every beef-on-dairy cross is not created equal, which
Woerner also discussed, using a series of photos that
included “short,” muscular, conventional beef cattle,
as well as tall, “skinny” dairy cattle. From visual
appraisal, most would assume that the carcass yield
and quality would vary widely among these animals.
What Woerner has found is surprising: The animals all
weighed the same live, and yielded the same ribeye
area, despite their huge phenotypic differences.

However, when these carcasses were graded for
yield, there were noticeable differences. Dairy cattle
have more bone than conventional beef cattle, as well as
more internal fat. This causes purebred Holstein cattle
to have major discounts on the rail. However, when
these animals are crossed with beef, and managed
correctly, the yield grade often outperforms that of
conventional beef.

Beef-on-dairy feeder calves, bred and managed correctly, can be
efficient in the feedlot, and produce a high-quality end product.
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Yield grade is a frequently discussed and debated
topic in the beef industry. Many are pushing to change
and improve the yield grading system, which would
affect the performance of Holstein genetics. “Instead of
using ribeye area and fat thickness measurements taken
at the twelfth and thirteenth rib interface, our sugges-
tion is that we begin to look more at whole carcass
muscularity, and carcass composition and confirma-
tion,” Woerner explained.

Using a three-dimensional image of a beef carcass,
Woerner demonstrated the different things that could
be measured and graded on a carcass, as opposed to
just using ribeye area and fat thickness. Addressing the
audience of beef producers, he emphasized, “You need
to start building cattle that fit systems like this better,
that have true muscularity in the round and in the
chuck, and that are not single-trait focused. Something
like this will replace yield grade, and it will happen
quickly if we have our way.”

Other technologies like CAT scanning will likely be
utilized to develop beef-industry-specific tools for
improving yield grade measurements. Combined with
artificial intelligence, there are many ways that technol-
ogy can better measure yield grade in the future, and
Woerner believes it’s only a matter of time before the
current system is replaced entirely.

Yield grade technology will likely move faster than
solving another issue for Holsteins in the feedlot: the
high instance of liver abscesses. Woerner explained that
Holstein cattle not only have a higher instance of liver
abscesses, but also more severity. He has also observed
that cattle with severe liver abscess also display issues
in other parts of the body, including the lungs and
diaphragm. “We really have started to question the
relationship between the lungs and the liver,” Woerner
explained. “The animals with severe liver abscesses
also have lung issues at some point in their life, which
becomes an animal health discussion. What we see is
that BRD [Bovine Respiratory Disease] is associated
with higher levels of liver abscesses in all of our data,”
he added.

Liver abscesses are an infection, which engages the
animal’s immune response, which has a domino effect
throughout the body. This could include increasing
susceptibility to lung infection. This in turn affects the
animal’s circulation and ability to fight infection.
Woerner is unsure which issue comes first, but notes
that the data shows a relationship. Liver abscesses are
an issue for a number of reasons, and simply from a
performance standpoint, animals with hidden health
issues don’t do as well in the feedlot.

Woerner concluded that Holstein cattle have a lot to
offer, from tenderness and flavor to consistency. Over-
coming issues like red meat yield and liver abscesses
can make beef-on-dairy crosses even more beneficial
to the industry.
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INDUSTRY UPDATE

Enhancing Reproductive Success
in the Cow-Calf Herd

by Rosslyn Biggs, DVM, Oklahoma State University

Reproductive management is at the foundation of a
successful cow-calf herd. However, enhanced reproduc-
tive technologies are not readily incorporated, as seen in
the results of the 2017 USDA National Animal Health
Monitoring System Beef Cow-Calf Study. Results of this
study indicated, of heifers bred for calving in 2017, 76.8%
were bred only by bulls, and 15.1% were bred by a com-
bination of artificial insemination and bull breeding. Of
cows bred for calving in 2017, 92.9% were bred only by
bulls, and 5.5% were bred by a combination of artificial
insemination and bull breeding. Estrus synchronization
was utilized in only 7.3% of all operations.

As producers approach breeding season, plans should
be developed to fit the needs of the operation in coordi-
nation with veterinary input. Breeding soundness
evaluations and pregnancy detections should be stan-
dard in all breeding herds. Reproductive technologies,
when used appropriately, improve herd health, effi-
ciency, genetics, and overall profitability. Enhanced
reproductive protocols can be utilized for operations
incorporating artificial insemination as well as exclu-
sively bull-bred herds.

Estrus synchronization involves manipulating the
estrous cycle of heifers and cows so that a large group of
females come into heat at the same time. Various hor-
mone-based protocols are used to achieve estrus
synchronization, making it easier to manage breeding
and improve pregnancy rates.

By synchronizing estrus, producers can breed multi-
ple cows simultaneously, potentially reducing the time
and labor required for heat detection and insemination.
Although this technique is most often used in conjunc-
tion with artificial insemination to maximize
reproductive efficiency, advantages can also be seen in
bull-bred herds. Estrus synchronization allows for more
precise timing of calving.

Artificial insemination (AI) is one of the most widely
used reproductive technologies in the beef industry. Al
allows producers to access superior genetics, enabling
them to improve a variety of traits in the resulting calf
crop. Moreover, Al reduces the need for keeping a large
number of bulls on-site, thereby lowering bull mainte-
nance costs, decreasing disease transmission, and
improving animal and human safety.

Great resources exist for producers seeking to integrate
or improve their reproductive strategies. Notable exam-
ples are those provided by the Beef Reproduction Task
Force. The task force offers a variety of free resources,
including webinars, synchronization protocols, and deci-
sion tools such as the Estrus Synchronization Planner and
AI Cowculator. More information on these resources
can be found at www.beefrepro.org.
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McDonald’s USA, Syngenta,
and Lopez Foods Collaborate
to Help Grow US Beef Sustainability

by Jamie Sears Rawlins, Bovine Veterinarian

McDonald’s USA; Lopez Foods, a multi-protein pro-
ducer and long-term supplier to McDonald’s; and
Syngenta North America, a leader in agricultural tech-
nology, announced that they are collaborating to
increase feed efficiency, a move that aims to reduce
greenhouse gas (GHG) emissions released per pound of
meat produced, as part of efforts to improve the overall
sustainability of beef production.

The partnership leverages Syngenta’s Enogen corn,
an exclusive in-seed innovation, shown to increase feed
efficiency in cattle and thereby help reduce emissions
intensity compared to other corn.

“At Syngenta, we're convinced improving the sus-
tainability of the global food system can be accelerated
through innovation and collaboration,” says Justin
Wolfe, President of Syngenta Seeds. “We're proud of the
great attributes of our Enogen corn, and how our work
can help enable McDonald’s and their beef supply chain
to deliver impact.”

“McDonald’s is starting with a priority ingredient
for our company — beef,” says Kendra Levine, Director
of US Sustainability for McDonald’s. “We believe the
innovative collaboration with Syngenta is an opportu-
nity to help us make progress toward our science-based
climate targets.”

The science behind Enogen corn is an alpha amylase
enzyme that quickly converts starch to usable sugars,
thus delivering more energy to cattle while being easily
digestible. University research has shown that feeding
Enogen as silage or grain can improve feed efficiency by
about 5%, according to Syngenta.

Life-Cycle Assessment (LCA) shows potential for
environmental savings resulting from this increased effi-
ciency, including lower emissions of greenhouse gases
and lower use of land, energy, and water per unit of pro-
duction. Specific findings show that, per 1,000 head of
beef cattle, this collaboration could potentially achieve
annual savings of:

e 196 tons carbon dioxide equivalent (CO2e) in GHG

reduction

e 69-acre reduction in land use for growing feed

¢ 6 million fewer gallons of water used

e 231 thousand kilowatt-hours energy savings

e McDonald’s plans to scale this program to help
deliver over 164,000 metric tons CO2e per year.

CONTINUED ON PAGE 40
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We Might Not Like It, But We Need
to Evaluate Overheads...

by Scott Clawson, Oklahoma State University

Cattle prices in 2023 and 2024 have ranged from good
to great depending on if your glass is half empty or half
full. Adding to this, feed grains have been getting pro-
gressively cheaper since the start of 2023. And finally,
Oklahoma has put together two productive hay seasons
back-to-back. Cheaper feed and hay along with strong
calf and cull prices all pave the way for some profitable
years (keeping our fingers crossed that the drought con-
ditions are short-lived). Yet, as I have traveled to talk to
livestock groups across the state, it hasn’t felt as rosy as
one would have thought. Take 2018, for example. A
phrase I hear repeatedly is that it just costs more to do
business than it ever has. That is something we can all
agree on. It seems to cost more to do everything these
days. If we subtract these earlier-mentioned issues from
the profit math, that leaves overhead expenses as a likely
culprit for the less-than-rosy outlook.

Overheads can be explained in many ways. I like to
describe them as all the things that we need to take care
of the cattle, but that doesn’t go into the cattle. For exam-
ple, a bale of hay is not overhead. But, all the things
it took to get the bale in front of the cow likely is. The

Hook"s Eagle 6E

Square B True North 8052
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tractor, baler, rake, truck, hay bed, repairs, labor, etc., all
are a part of our overhead expense. Costs that fall into
the overhead category tend to not follow a normal “com-
modity trend.” More specifically, when we enter
drought and hay supplies are already tight, we can
expect hay prices to climb. We expect hay prices to stay
high until we have a good hay-growing season and ade-
quate supply returns. Most overhead items don’t behave
like this. They tend to have a slow but steady increase in
cost over time.

Category % increase since August 2014
Repairs 39%
Trucks 23%
Tractors 28%
Other Machinery 73%
Building Materials 56%
Interest 55%
Taxes 54%
Wages 59%
Family Living CPI 32%

USDA-NASS Agricultural Prices
https://usda.library.cornell/edu/concern/publicationsc821gj76b?locale=en
Calculations by author

CONTINUED ON PAGE 44

OPEN HOUSE and BID-OFF BULL & FEMALE SALE
Saturday February 15, 2025 - 12:30 PM (CT)

ANGUS BULLS SELL SIRED BY

Square B True North 8052, E&B Plus One, Basin Payweight 1682
Basin Rainmaker 4404, Schiefelbein Endgame 99, KG Justified 3023

SIMANGUS™ BULLS SELL SIRED BY

Hook " s Eagle 6E, KBHR High Road E283, Gibbs 91146 Essential
KBHR Bold Ruler H152, Hook * s Beacon 56B, Mr NLC Upgrade U8676

ANGUS HEIFERS SELL SIRED BY

Rhodes Justified 211, Rhodes Justified 249

SIMANGUS™ HEIFERS SELL SIRED BY

Hook s Eagle 6E, KBHR Bold Ruler H152, Hook * s Beacon 56B
Gibbs 91146 Essential, Mr NLC Upgrade U8676, S F Cowboy H1
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Don’t get me wrong, there is a degree of overhead that
is required to care for the cow herd. That will vary
among ranches based on goals, labor, and resource avail-
ability. Minimizing overhead costs is difficult. Just be
aware that the decisions made to repair, replace, or
upgrade these assets will impact our profitability for
many years. As the cost of these items that we need to do
business with continues to increase, be especially aware
of how to stretch each dollar a little further.

Denver Voters Reject
Slaughterhouse Ban

by Jennifer Shike, Bovine Veterinarian

Denver residents rejected Ordinance 309 to ban
slaughterhouses in the city. Denver, a hub of lamb pro-
cessing for the state and nation, represents 15% to 20% of
US lamb harvest capacity. It also provides many jobs in
one of the city’s poorest neighborhoods.

“Activists from New Orleans and California used
dark money from out of state to try and shut down this
local company, but they lost to Colorado workers, farm-
ers, ranchers and restaurateurs,” Ian Silverii, campaign
spokesperson for “Stop the Ban. Protect Jobs,” said in a
statement. “We have one message for those who tried to

44 SMTALK

CONTINUED

come to our city and our state to run their experiment to
upend the lives of so many hardworking people: it was a
bad idea.”

According to the Denver Post, at 11:30 pm, 64.6%
opposed the slaughterhouse ban, with very little change
in the split for and against throughout the evening.
Opponents of the ban declared victory Tuesday night
and Pro-Animal Future, which put the question on the
ballot, issued a statement appearing to concede on both
measures, the article said.

“This was a bold campaign, and no one said changing
the status quo was going to be easy,” Pro-Animal Future
spokesperson Olivia Hammond said in a statement.
“Over a hundred thousand meat eaters voted for a
world without slaughterhouses, and that’s a foundation
we’ll continue building on. Voters aren’t used to seeing
animal rights on the ballot, and we are paving the way
with this campaign.”

The measure titled “Prohibition of Slaughterhouses”
tried to outlaw “the construction, maintenance, or use
of” any meat processing facilities in Denver beginning
January 1, 2026, as well as “require the city to prioritize
residents whose employment is affected by the ordi-
nance in workforce training or employment assistance
programs.”

CONTINUED ON PAGE 48
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This ban put 160 jobs at stake and according to one
study, at least $215 million in economic benefits, which
could be as high as $860 million, counting indirect factors.
In addition, the ban also threatened more than 2,700 jobs
including independent ranchers, truckers, distributors,
retailers, butchers, and restaurant owners and employees,
according to a Colorado State University study.

“Stop the Ban, Protect Jobs” raised money from an
array of donors including Superior Farms, the American
Sheep Industry Association, the National Pork Produc-
ers Council, the National Cattleman’s Beef Association,
Visit Denver, the Colorado Livestock Association,
United Food and Commercial Workers International,
Conscience Bay Research, LLC, Political Action Trust,
and the Colorado Livestock Association.

Voters also rejected Ordinance 308, which would ban
the manufacture, distribution, display, sale, or trade of
certain animal products within Denver city limits, with
limited exceptions, such as for Native American cultural
uses or for cow leather. Had the ordinance passed it
could have affected sales of cowboy and other hats made
of beaver, rabbit, or hare hides, as well as fly-fishing
lures that include animal fibers. The Denver Post
reported the ordinance reported nearly 58% of voters
opposed the fur ban.

Three States Undertake Joint Project
to Prepare for Foreign Animal Diseases

Foot-and-mouth disease is a severe and fast-spreading
viral disease that can affect all cloven-hoofed animals.

The disease was discovered in the US in 1870 but was
eradicated in 1929, according to the USDA Animal and
Plant Health Inspection Service. The disease is present in
nearly 70% of cloven-hoofed animals worldwide., but it
hasn’t made a return to the US — yet.

Three States Involved

The goal of a new project led by Oregon State Univer-
sity (OSU) Extension Service is to create a fast-acting
information network among Cooperative Extension live-
stock specialists and veterinarians in the departments of
agriculture in three western states — Oregon, California,
and Idaho — to prepare for foreign diseases such as foot-
and-mouth.

Sergio Arispe, OSU Extension livestock and range-
land field faculty in Malheur County and associate
professor in the College of Agricultural Sciences, has
been awarded nearly $75,000 to work on the project.

The grant, provided through the Western Extension
Risk Management Education Center through USDA’s
National Institute for Food and Agriculture, comes at a
good time, Arispe states, considering the recent develop-
ment of highly pathogenic avian influenza crossing over
into the nation’s dairy cattle population.
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The project aims to mitigate profit, production, and
financial risk to cattle producers in the case of a foreign
transmitted animal disease, such as foot-and-mouth, by
collaborating with state veterinarians and Beef Quality
Assurance coordinators and trainers to increase training
and certifications. The goal is to reach at least 500 cattle
producers across the three states, Arispe says.

“Train The Trainer”

The Beef Quality Assurance program, developed by
the National Cattlemen’s Beef Association, is meant to
promote safe and wholesome beef. Major beef packing
plants require best practices, taught through the Beef
Quality Assurance curriculum, to inherently mitigate
risks and maximize profits for cattle producers.

The project is using a “train the trainer” model for
Cooperative Extension employees who can further
broadcast the information through their networks to cat-
tle producers before a potential outbreak. The training
will include presentations and updates to the current
Beef Quality Assurance curriculum. The trained Cooper-
ative Extension agents from these workshops will go on
to present at state cattlemen’s association meetings and
work locally with producers.

“The Extension personnel in these three states then go
out and amplify that message, through Extension publi-
cations, workshops, and presentations to cattle
producers,” Arispe says. “The local agents have more
trust in the community, and they have more contacts.”

He says increasing the dissemination of information
will help cattle producers be prepared for a foreign ani-
mal disease outbreak.

Mitigate Risks

“Foot-and-mouth disease is the most transmissible
disease to all cloven-hoofed animals worldwide,” Arispe
says. “Our efforts would be the same for trying to miti-
gate production risk, market risk, and financial risk for
foot-and-mouth disease, but it could be for any foreign
animal disease that may come. The same approach and
the same measures would be appropriate.”

He adds, “So the question at hand is: If there was a
foreign animal disease that came to the US like foot-and-
mouth disease, what would that process look like for
cattle producers, and what would happen to transport?”

A key aspect to this project is educating producers on
the local, state, and national protocols if there is a foreign
disease, he says. “At any given time there are about three
million animals on our highways, or in our planes or
boats,” Arispe says. “There will be at least a 72-hour
national standstill declared by the USDA for all cloven-
hoofed animals if foot-and-mouth disease is ever found
in the US. A lot of producers don’t know that, and that’s
only the beginning.”

CONTINUED ON PAGE 52
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Biosecurity Plans

The team will also be available to work with produc-
ers to create an enhanced biosecurity plan, which can
clear them for transportation in the event they are in a
high-risk area of a foreign disease. This would prevent
some of the financial issues a producer would incur if
they were unable to transport their livestock offsite.

“Our efforts aim to have enhanced biosecurity plans
complete for at least 20% of the confined cattle popula-
tion within each state,” Arispe says.

“This project aims to provide a basic overview and
proactive activities and measures that people can take to
mitigate production market and financial risks, and the
process by which cattle producers can resume business,”
he adds.

Winter Management Option
for Weaned Calves
by Karla H. Wilke, Bovine Veterinarian

Many spring-born calves weaned in the fall are back-
grounded through the winter prior to grazing summer
grass or feedlot entry. There are many management

options to consider for weaned calves depending on feed
resources, labor, and subsequent management strategies.
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Cornstalk residue and winter range

Cornstalk residue can be a very economical forage
resource in the northern Great Plains region. However,
both cornstalk residue and dormant winter range can be
very low in energy and protein, making it necessary to
provide some supplement to achieve targeted gains. A
research experiment conducted in eastern Nebraska
reported a loss of body weight in 500-pound calves
receiving only mineral supplementation while grazing
cornstalks. Calves supplemented with 3.5 pounds of a
mixture of corn, molasses, and urea only gained a half
pound per day, while calves supplemented with three
pounds of dried distillers grains gained 1.3 pounds per
day. This suggests the calves needed supplemental
rumen undegradable protein, as well as energy while
grazing cornstalk residue. Similarly, 450-pound calves in
the Texas Panhandle grazing dormant native range
gained a half pound per day without energy or protein
supplementation, but gained 1.4 pounds per day when
supplemented with 2.5 pounds of dried distillers grains.
In the Sandhills of Nebraska, 600-pound steers have
been reported to gain one pound per day when supple-
mented with two pounds of dried distillers grains while
grazing winter range.

CONTINUED ON PAGE 56
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Selling 150 Black Simmental,
SimAngus™ and

Angus Bulls

Wednesday, February 5, 2025 ¢ 12:30 PM — At the Ranch — Wibaux, MT

30 Purebreds, 105 SimAngus™, 15 Angus Sell.
50 are 18-month-old fall-borns, ALL ARE Black and
Polled, most are homozygous black and polled.

Two-year-old heifer

COW EFFICIENCY AT ITS FINEST: Sensibly ized and eficent

The basis of any good breeding program is the mother cow. Our motto is: “THE RANCHER COMES FIRST.” Every breeding decision we make is to improve
our customer’s bottom line. BEGGER’S DIAMOND V RANCH provides the perfect blend of COW SENSE, COMMON SENSE and SCIENCE. We know the value of
a good mother cow; she must be fertile, efficient and problem-free. She must have the staying power to produce a valuable calf year-after-year on her own, with
no extra assistance in the environment mother nature provides. She must possess a low-maintenance, easy-fleshing body type that requires little or no extra input.
She has to have a problem-free udder and have a good gentle attitude with a set of feet and legs that will serve her until she exits your program at a ripe old age.

< We are your source for homozygous black and polled Simmental, SimAngus™, Angus genetics, the top 150 bulls out of 275 sell.

< Many Y2 & % brothers sell in volume enabling you to assemble like bred genetics that are predictable and consistent.

« From a program that does the day-to-day work. We calve, feed, and work around our cattle every day, so we know our cows if they become problematic.
They won't see next year and their only way out is through a packing plant.

< We are straight shooters. We honestly try to answer and meet our customer’s questions, needs and concerns.
Our bulls come with a complete 100% satisfaction warranty. If there is a problem we will make it right.

< We provide free bull keep until April, along with a free breeding soundness exam and free delivery, for the first 500 miles on purchases over $5,000.

« Every bull walks through the sale ring enabling you to see what you are buying. Some pictures and videos just don’t represent cattle as they should.

Raising cattle that work for the cow-calf producer, the feeder, and the packer, while providing an enjoyable eating experience for the consumer should be every cattle producer’s
goal. Ranchers work hard and should expect their cattle to do the same. There are no shortcuts with today’s high inputs; your cattle have to be profitable and efficient. Blending
EPD and genomic traits requires discipline, common sense, and patience. It doesn’t matter how impressive the EPD are or the size of calf at weaning. Cattle that lack efficiency
and require extra labor and costly inputs are not desirable. This is why common sense and an experienced eye still play a major role in every breeding decision we make.
EXTREMES ARE EASY TO ACHIEVE. BALANCE TAKES DISCIPLINE, PATIENCE, AND A LIFETIME OF EXPERIENCE TO PERFECT.

Bill Begger: 406-796-2326 / John Begger: 406-956-0151
darbegger@gmail.com / 482 Custer Trail Road / Wibaux, MT 59353

Look for us on Facebook beggersdiamondvranch.com
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Annual forages and cover crops

In integrated cropping and livestock regions, planting winter annuals
such as oats, triticale, or rye after corn silage harvest can provide high-qual-
ity winter grazing for weaned calves. Research in Nebraska has shown
550-pound calves gain between 1.5 and two pounds per day when grazing
oats or a mix of oats and radishes from November to January.

On the southern plains, wheat pasture grazing is a common practice dur-
ing the winter. Research from Texas A&M evaluated supplementing grazing
steers (400 pounds) with three pounds of dry rolled corn or dried distillers
grains. The calves supplemented with dry rolled corn gained similarly to
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the non-supplemented calves (2.86
pounds per day), while the calves
supplemented dried distillers grains
gained 3.08 pounds per day. It is
important to note that after the feed-
lot phase, performance and carcass
characteristics were not different
across grazing treatments.

Total mixed ration in a dry lot

For producers with integrated
livestock and farming operations
and limited pasture acres, growing
calves on a total mixed ration may
be a viable option. Silages (corn and
annual forage) and distillers grains
are typically cheaper energy sources
than hay. Another advantage of
feeding a total mixed ration is that
the nutrient density and intake can
be controlled better than in a graz-
ing situation, and can result in not
only the targeted gain, but also more
uniformity in body weight of the
calves at market. Additionally,
research has shown that calves
placed on a finishing ration shortly
after weaning are more profitable
than those first placed on a growing
ration. This is something to consider
if the producer plans to retain own-
ership through finishing.

Compensatory Gain
and Marketing Strategies
Supplementation strategies
should always be evaluated based
on the price of supplement, includ-
ing transportation and labor,
against the value of the gain derived
from the supplementation on a
yearly basis.

Research has shown cattle back-
grounded to gain 1.5 pounds per day
will maintain a weight advantage
through the finishing phase over cat-
tle backgrounded to gain less than
one pound per day. Even though cat-
tle restricted during backgrounding
experience compensatory gain once
they are placed on a higher plane of
nutrition, they typically only com-
pensate about 37-38%, meaning they
continue to have lighter body weight
than cattle backgrounded to gain 1.5
pounds per day.

CONTINUED ON PAGE 60



FORSTER FARMS

46th Annual Simmental Production Sale

JANUARY 25, 2025

SMITHFIELD, NEBRASKA -+« 1:00 PM

SELLING EXCEPTIONAL LOTS

90 Simmental/SimAngus™ Bulls
30 Bred Heifers
20 Open Heifers

An outstanding performance-bred

group of purebred and percentage cattle.
Qver 3/4 are black, and the balance are
solid red or red baldy . . . hard to
match this balanced-performing set

N Forster-bred stock!
FF Revolution M2072 FF Guardian M1877 of Forster-bred stoc

5/8 Blood SimAngus™ Purebred Simmental B (]
KBHR Revolution H071 x FF Ms Absolute H1434 CLRS Guardian 317G x FF Got Game F1177 geinusiiogatareatiiun:hl

CE BW WW YW ADG MCE Mik MWW MB REA $API $TI

CE BW WW YW ADG MCE Milk MWW MB REA $API $TI
1125 108 171 39 8 18 68 .52 .79 155 99

2.9 104 15 33 6 24 72 .39 1.08 165 100

FF Burley M1860
5/8 Blood SimAngus™
Redhill Burley 99J x FF Ms Premier F1360
FF Bald Eagle M1757 FF Getcha Some M1777 CE BW WW YW ADG MCE Mik MWW MB REA SAPI $TI
5/8 Blood SimAngus™ 5/8 Blood SimAngus™ 10 15 93 145 33 6 26 71 48 .88 153 94
TSN Bald Eagle K011 x FF Ms Style E957 Felt Getcha Sum G113 x FF Ms After Shock E777
CE BW WW YW ADG MCE Milk MWW MB REA $API $TI CE BW WW YW ADG MCE Milk MWW MB REA $API $TI
I3aiy 9074136297 9 25 69 39 .84 145 88 a5 Simmisd 3.2 U0, 484 .18/ /HeE 79 All bulls carry a first breeding
season guarantee.
All animals in the sale are BVD tested
"~ For more information, contact:
74096 Road 434
Smithfield, NE 68976-1039
Alan 308-991-2208
Kevin 308-325-2093
Verlouis 308-472-3086
email: alan_forster@hotmail.com
AUCTIONEER:
EE Bald Eagle M1/ EF Emmett M2014 Tracy Harl * 402-469-3852
3/4 Blood SimAngus™ 5/8 Blood SimAngus™ Like us on Facebook
TSN Bald Eagle KO11 x FF Master J1520 Felt Emmett 831J x FF Ms United H1688 o n
CE BW WW YW ADG MCE Milk MWW MB REA $API $TI CE BW WW YW ADG MCE Milk MWW MB REA $API $TI check out our new website: ForsterFarms.com
16NESIRL06 . 165,361 #0L “28 78, "354.98 " 1628101 O SN 03 E3 OR) SRR O I = 2.0 65~ 236 578 1258886

Sale Day Phone: 308-991-2208

EPD as of 12.4.24









InDUSTRY UPDATE

Summary

Some producers retain calves through winter while
others may continue to graze summer grass with them,
selling in the fall. Other producers may retain ownership
through the finishing phase. Therefore, targeted gain and
backgrounding resources should be evaluated against
marketing strategies and the calf value. However, target-
ing adequate gain (one to 1.5 pounds per day) to develop
structural and muscle growth during the winter is advan-
tageous regardless of marketing strategy.

Heifer Percent Mature Body Weight
at Breeding

What does it mean for pregnancy rates
and calf performance?

by Josie Crouch, Kacie McCarthy, and Travis Mulliniks, Uni-
versity of Nebraska—Lincoln

To remain in the herd, it is crucial for a replacement
heifer to conceive and maintain pregnancy. However,
since females within a herd offset input costs with a live
calf born each year, focus should not only be placed on
pregnancy rates as a yearling, but subsequent pregnancy
rates as a cow.
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The traditional recommendations have heifers reach-
ing 65% of their mature body weight by breeding to
maximize pregnancy rates. However, multiple studies
across various regions have shown heifers developed as
low as 48% mature body weight at breeding showed no
impact on reproduction.

These studies have been conducted over three years
or less, which may limit the ability to interpret results.
However, developing heifers to a lower percentage of
mature body weight at breeding could potentially serve
as a management strategy to reduce input costs without
sacrificing performance. This study determined how dif-
fering heifer percent mature body weights (50, 55, 60, 65,
and 70%) at breeding affected heifer performance, calf
performance, and subsequent pregnancy rates.

This study used data collected from 2005 through
2019 at the University of Nebraska, Gudmundsen Sand-
hills Laboratory using 1,434 March- and May-calving
Red Angus x Simmental crossbred heifers and cows.

Conclusions and Implications

During the development period, it is crucial to make
management decisions that focus not only on initial per-
formance, but also on how subsequent performance may
also be impacted (e.g., plane of nutrition, high versus
low rate of gain, natural service versus artificial insemi-
nation). Producers should consider developing heifers in
a way that optimizes reproductive performance and best
encompasses the goals of their operation, rather than
striving for a specific target weight.

Calculations

The average herd mature body weight from the
March- and May-calving herds were calculated by the
average body weight of five, six, and seven-year-old
cows at weaning, with weight being adjusted to a com-
mon body condition score of five. The average weights
for March and May cows were 1,107 and 1,072 pounds,
respectively.

To determine heifer actual-mature-body-weight per-
centages within the breeding groups, heifers’ recorded
body weights at breeding were divided by their respec-
tive herd average mature body weight. March-calving
heifers were at an average of 60% mature body weight at
breeding, with a range of 42% to 85%. Heifers in the
May-calving breeding ranged from 46% to 92% mature
body weight at breeding with an average of 67%.

A retrospective regression analysis was conducted on
percent of estimated mature body weight to determine
predicted responses of initial pregnancy rates, subse-
quent pregnancy rates (two-, three-, four-, and
five-year-old cows), and calf production at differing
heifer mature body weight percentages. Differences in
calving season, year, and when the heifer was born in the
calving season were all accounted for in the statistical
analysis.

CONTINUED ON PAGE 64
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Table 1: Summary of impacts percent mature body
weight (BW) at breeding has on performance.

Percent Pregrate Pregrate Pregrate Calve
Mature (initial)a (2-y-0)b (8-,4-, first21
BW 5-y-0) c d
70 85 92 - 65
65 85 90 - 65
60 83 87 - 76
55 80 82 - 77
50 73 75 - 75

a. Heifers at a greater percent of mature BW at breeding (60-70%) had greater
initial pregnancy rates.

b. Heifers at a greater percent of mature BW at breeding (60-70%) had greater
pregnancy rates as a two-year-old.

c. Heifer mature BW percentage at breeding had no impact on pregnancy rates
as a three-, four-, five-year-old.

d. Heifers at a lower percent of mature BW at breeding (50-60%) had a greater
percent calve in the first 21days.
Results

See Table 1 for specific numbers associated with each
group of heifers. In general:

e A greater percentage of mature body weight at
breeding showed higher pregnancy rates as heifers
and as two-year-olds.
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e Percent mature body weight of heifers at breeding
had no impact on subsequent pregnancy rates after
two years of age.

e Heifers at a lower percentage of mature body
weight at breeding had a greater percent that
calved in the first 21 days of the calving season.

e As heifer percent mature body weight increased,
subsequent calf birth and weaning body weights
increased, by 1.2 pounds and five pounds, respec-
tively, per 5% body weight at breeding.

Investigating the Cause
of Cattle Abortions

When to involve your veterinarian
and what happens next?

by Matt Hille, DVM, MS, PhD Diagnostic Veterinary Pathol-
ogist and Nebraska Extension Specialist, and David Steffen,
DVM, PhD, DACVP Diagnostic Veterinary Pathologist

Confirming pregnancy in the herd is an important
milestone in the overall cow-calf production system, but
there’s still a lot that needs to go right before you're
admiring next year’s weaned calf crop. Unfortunately,
reproductive losses can still happen between confirma-
tion of pregnancy and calving. Beef producers and
veterinarians often refer to any death loss before calving
as an “abortion,” but in reality, true abortions only make
up a portion of this loss. It is important to define some of
the terms regarding reproductive losses:

e Early embryonic death: Loss of pregnancy in the
period from conception to maternal recognition of
pregnancy (implantation). This occurs approxi-
mately 17 days after initial fertilization.

e Late embryonic death: Fetal losses that occur from
recognition of pregnancy (about 17 days post con-
ception) until about six weeks post conception.

e Abortion: Fetal losses from six weeks of gestation
to calving.

Important Messages

e Determining the cause of embryonic losses early in
gestation is extremely difficult since the losses
often happen well before we're aware there is an
issue. Developing an overall herd health plan with
your veterinarian can improve the recognition of
preventable reproductive losses, and enable pre-
ventative management strategies. Special attention
should be made regarding the nutritional status of
the herd, reproductive health of the bulls, record-
keeping, and a proactive vaccination schedule to
combat infectious causes.

e Average annual abortion rates can vary widely
from ranch to ranch. Use your own previous years’
experiences with your herd to help you decide

CONTINUED ON PAGE 68
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when abortions reach an abnor-
mal level. If in doubt, call and
discuss the situation with your
veterinarian to determine if
investigating the losses is war-
ranted.

It is not practical to investigate
every suspected abortion due
to the associated costs. Con-
firming suspected cases as true
abortions, as opposed to death
loss due to a difficult birth or
failure of a live calf to thrive is
the first step in determining
whether further investigation
is warranted.

Diagnostic workups for abor-
tions historically have low rates
of success in determining a
definitive cause. However, rul-
ing out causes of abortion via
negative test results can provide
valuable diagnostic data. There
is always value in knowing
what did not cause increased
abortions in your herd.

Tips for beef producers dealing
with suspected aborted calves:

e Remove the dead calf from the

pasture or pen to prevent pre-
dation.

Keep the carcass cool until it
can be examined by your vet-
erinarian or shipped to the
diagnostic lab.

It may be desirable to freeze
back select samples from early
losses to be available if the
threshold for action is reached.

When possible, obtain the
expelled placenta in addition to
the fetal carcass. Placenta is a
valuable sample if additional
diagnostics are pursued, and
increases the likelihood of a
diagnosis in abortions caused
by infectious agents.

Ingestion of pine needles in
excess can cause abortions in
cattle. Historically this has been
a difficult diagnosis to make
beyond speculating based on the
history of access and potential

CONTINUED ON PAGE 72



36TH ANNUAL BULL SALE

Annually offering 100+ bulls!

>

It is our unwavering goal to produce

cattle that will positively impact our customer's
operations for generations to come!

2

e

Q%_%%TJC@ oy
Graham Blagg - (530) 913-6418 ¢ ;Eém m a' leeAg

Auctioneer: Jered Shipman - (806) 983-7226 L L 3 .
Tim Anderson - (605) 682-9343 Tom Keams - (308) 763-1394 | Zach Keams - (308) 360-1783

INNOVATIONAGMARKETING.COM KEARNSCATTLECO.COM GV Ve ACcoN









InDUSTRY UPDATE

ingestion. Recently, we have been able to test aborted fetuses and con-
firmed this as the cause in a number of abortion cases in areas of
Nebraska where cows have access to pine needles. If you suspect this
may be the case in an abortion, let your veterinarian know. The sample
of choice to test for pine needle abortion is thoracic fluid from the
aborted fetus.

Pre-breeding considerations to minimize reproductive losses

Reproductive losses that take place earlier on in gestation usually do not
result in an observed lost embryo or fetus. These cows will most often pre-
sent as open or late bred cows at preg check, depending upon if they
returned to heat. Diagnosing these cases can be difficult (if not impossible)
since the inciting factor happened weeks or even months before the issue is
identified. Early reproductive management practices can be essential in min-
imizing these losses. It is important to ensure cows are in adequate condition
by the start of breeding season. Pregnancy is a physiologic luxury, and will
only happen and / or be maintained when the nutritional and physiologic
needs of the dam are met, and continue to be met throughout the pregnancy.
There is a strong correlation of body condition with conception rates and
being on the “gain” trend if entering breeding can mitigate these early losses,
particularly in second-calf heifers. Low body condition score and marginal
nutrition is a common cause of infertility and early losses up to about six
weeks. Routinely evaluating, recording, and addressing body condition
scores in your cows before breeding and during early gestation is crucial.
This type of methodical approach can provide useful data to troubleshoot
reproductive losses when consulting with a veterinarian or herd nutritionist,
should they occur.
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Another important pre-breeding
management tool is to ensure breed-
ing soundness exams are performed
on bulls each year. Approximately
10% of adult beef bulls will fail a
breeding soundness exam each year.
The timing of these exams is impor-
tant. Testing bulls too early in the
year creates potential for infection,
fever, or injury prior to turnout. It is
recommended to re-test newly pur-
chased bulls, even if tested prior to
purchase, for the same reason. Test-
ing bulls immediately before
turnout can be problematic as well if
there is not adequate bull power
available if there is an unexpected
failure rate. This means when to test
bulls will vary from ranch to ranch.
The ideal scenario would be to test
bulls as close to turnout as possible,
but leave enough time to find
replacement bulls if needed. This
will also allow bulls to be re-tested if
they failed due to a treatable issue.
Performing breeding soundness
exams in the breeding pasture,
where bulls that pass the exam exit
the chute and immediately join cows
works great; until it doesn’t. I have
personally had several instances
where the producer had more bulls
fail the exam than they anticipated,
and they were left short on bull
power with minimal options for
immediate quality replacements.
Some very basic discussions early
on with your veterinarian surround-
ing breeding management can help
minimize these issues.

When to be concerned
about abortions

Normal rates for reproductive
losses in cattle can vary substan-
tially between operations based on
anumber of factors, including farm-
specific management, time of year,
breed composition, and geographic
region. Therefore, the number of
abortions that should be cause for
concern will vary, and published
thresholds of acceptable losses
range widely from around 2-8%.
You will need to develop a thresh-
old for concern based on past
experiences. Typically, we suggest a

CONTINUED ON PAGE 76
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2-2.5% rate of mid- to late-term abortions to be expected
for the average herd in Nebraska. Regardless, knowing
your own herd and your management strategies should
help define your action threshold. If in doubt, it is never
abad idea to discuss losses with your veterinarian early
on and potentially even hold samples to allow for a ret-
rospective look if more abortions occur. Your
veterinarian works with numerous producers in the
area, and may have insight into ongoing losses across
many herds that may help explain your own. The cost-
benefit ratio and a willingness to act upon any findings
are important to consider before sending specimens to
the lab for further diagnostics. Investigating reproduc-
tive losses when it is not warranted or without
predetermined goals and action plans can be financially
inefficient. Waiting too long to investigate loses oppor-
tunity for earlier interventions and potentially
mitigating further losses. Thus, having a defined herd
reproductive plan developed with your veterinarian
can ensure sample preservation and avoid the pitfalls of
diagnostic inefficiency.

Recording data such as breeding dates, pregnancy
dates, and birth dates of calves can be helpful in address-
ing reproductive failure. This data will allow
retrospective calculations of pregnancy rates over 21-day
intervals and can help identify periods in early gestation
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where bull factors might be impacting the calf crop.
Healthy breeding bulls can cover for “bad” bulls for a
short period, but can also start to fail from overuse, and
this type of data can help provide a clue. Clues toward
an early bull failure may help guide future bull-to-cow
ratios or the number of cleanup bulls to use in subse-
quent years. This can allow you to optimize the usage of
bulls to moderate cost, but prevent catastrophic infertil-
ity and also return to your ideal calving window if it has
been prolonged over time.

When a dead near-term calf is found, it is important to
distinguish whether the case represents abortion, a still-
birth, or perinatal death. A prolonged or difficult birth
(dystocia) that goes unnoticed can resemble a late-term
abortion. Also, a live calf that dies before rising and nurs-
ing can appear as an abortion or a stillbirth. The list of
differential causes in these cases can be quite different.
Meconium or fecal staining on the skin (giving rise to a
brown-yellow discoloration) is an indicator of fetal dis-
tress since calves will defecate in utero during a dystocia.
If you see this, it is suggestive that the particular death
was possibly due to a dystocia that wasn’t noticed.
Swelling of the face, neck, and tongue of the dead calf are
also indications of dystocia. In the absence of these signs,
a postmortem exam (i.e., a necropsy) by your veterinar-
ian can be beneficial.
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3/4 SimAngus™
W/C Fort Knox 609F LTS Succession 29) W/C Night Watch 84E Rocking P Private Stock H010
By W/C Bankroll 811D By W/C Relentless 32C By CCR Anchor 9071B By WLE Copacetic E02

EPD: CE: 10 $API: 135 $TI: 85

EPD: CE: 13 $API: 94 $TI: 63

EPD: CE: 18 $API: 139 $TI: 83

EPD: CE: 16 $API: 140 $TI: 84

SSC Shell Shocked 44B

By Remington Secret Weapon 185
EPD: CE: 17 $API: 127 $TI: 75

THSF Lover Boy B33

By HTP/SVF Duracell T52
EPD: CE: 12 $API: 146 S$TI: 90

HA Magnifique 72L

By Hook's Galileo 210G
EPD: CE:22 $API:211 $TI: 108

FRKG Classic 948K

By SO Remedy 7F

EPD: CE: 13 $API: 119 $TI: 74

ACLL Fortune 393D

By MR TR Hammer 308A ET
EPD: CE: 10 $API:85 $TI: 66

LLW CARD Compass 086K

By LLW Card True North G71
EPD: CE: 14 $API: 125 $TI: 82

Only One 905K

By SFI Platinum F5Y
EPD: CE:9 $API:94 $TI: 63

Mr SR 71 Right Now E1538

By Hook's Bozeman 8B
EPD: CE: 15 $API: 137 $TI: 92

3/4 NAILE and

NWSS Champ

HOF New Era 1882)

By CLRS Guardian
EPD: CE: 10 $API: 187 $TI: 101

SFI High Velocity K7F

By WLE Copacetic E02
EPD: CE: 13 $API: 112 $TI: 76

Reckoning 711F

By W/C Relentless 32C
EPD: CE:7 $API: 100 $TI: 64

GCC Night Owl 3104L

By Rocking P Private Stock HO10
EPD: CE: 18 $API: 167 $TI: 90

KBHR Revolution HO71

By HHS Mr 847D
EPD: CE: 15 $API: 173 $TI: 104

SC Pay the Price C11

By CNS Pays to Dream T759
EPD: CE:7 $API: 120 $TI: 78

HLTS/CLRWTR Ahead of Time K1

By ES Right Time FA 110-4
EPD: CE: 17 $API: 168 $TI: 93

W/C Relentless 32C

By Yardley Utah Y361
EPD: CE: 10 $API: 106 $TI: 72

New |

3/4 SimAngus™
WBF Undisputed L078 Holtkamp Clac Change Is Coming 7H W/C Cyclone 385H LLSF Vantage Point F398
By: KBHR Hartland H100 By WLE Copacetic E02 By W/C Bankroll 811D By CCR Anchor 9071B

EPD: CE: 15 $API: 181 $TI: 92
EPD as of 11/14/24

EPD: CE: 11 $API:95 $TI: 71

EPD: CE: 11 $API: 136 $TI: 81

EPD: CE: 13 $API: 112 $TI: 84



WS Revival B26
By LLSF Uprising 2925
EPD: CE: 10 S$API: 102 S$TI: 66

LLSF Pays To Believe ZU194

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

LLSF Dauntless K07

By HPF/HILL Uprising C104
EPD: CE: 14 $API: 108 $TI: 64

WINC All Right 213K

By OMF Epic

EPD: CE: 14 $API: 136 S$TI: 85

Reserve Show

Bull of the Year

KSU Bald Eagle 53G

By Hook's Eagle 6E
EPD: CE: 15 $API: 191 $TI: 106

WLE Black Mamba G203
By WLE Copacetic E02

EPD: CE: 16 $API: 131 $TI: 80

| Reckon 043)

By Reckoning 711F
EPD: CE: 10 $API: 119 $TI: 73

W/C Express Lane 29G

By Rubys Turnpike 771E
EPD: CE: 10 $API: 133 $TI: 88

CLRWTR Clear Advantage H4G

By LLSF Vantage Point F398
EPD: CE: 15 $API: 157 $TI: 97

Schooley Krown 28K

By KBHR Revolution H071
EPD: CE: 15 $API: 168 $TI: 103

LCDR Favor 149F

By LCDR Witness 541C
EPD: CE: 7 $API: 146 S$TI: 97

LLW Card Merit 03H

By TL Ledger
EPD: CE: 10 $API: 114 $TI: 72

Featured high-seller
to Ferguson in
Werning's 24 sale!

TL Ledger 106D
By Profit
EPD: CE: 10 S$API: 115 $TI: 69

W/C Satisfy 161L

By Mr SR 71 Right Now E538
EPD: CE: 13 $API: 130 $TI: 88

OMF Rest Assured J18

By OMF Epic E27
EPD: CE: 16 $API: 170 $TI: 85

LLSF Favored One H98

By LCDR Favor
EPD: CE:7 $API: 133 $TI: 95

Wheatland 3-D 1142)

By CKCC LD Dimension 8965
EPD: CE:9 $API: 120 $TI: 75

WHF/JS/CCS Double Up G365

By W/C Double Down
EPD: CE: 11 $API: 101 $TI: 72

TJ 50K 485H

By TJ Teardrop
EPD: CE: 10 $API: 147 $TI: 82

Mr Ishee Triple Trailblazer 018H

By KOCH Big Timber 685D
EPD: CE: 14 S$API: 147 $TI: 80

EPD as of 11/14/24

Second Chance 601H

By VCL Foresight
EPD: CE: 8 $API: 103 $TI: 75

CDI Innovator 325D

By TJ Main Event 503B
EPD: CE: 12 $API: 128 $TI: 91

W/C Style 69E

By Style 9303
EPD: CE: 14 S$API: 133 $TI: 74

Call for your free book

573-641-5270

Entire lineup online at:
www.cattlevisions.com

Semen available on the best
Angus and Clubbie sires too.
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One important component of a necropsy is to deter-
mine if the calf died in-utero or shortly after birth.
Inspecting the lungs can give important clues, as a live
calf will usually take a breath and inflate the lungs.
These inflated lungs will often appear lighter pink com-
pared to the darker red seen in collapsed or non-inflated
lungs. Partial or fully inflated lungs indicate either an
issue with birthing or a failure to thrive after birth, and a
necropsy can help to correctly characterize these calves.

Perinatal losses (death shortly after birth) can be due
to dystocia and result in an oxygen-deprived calf being
born alive. They can also be due to inadequate nutrition
during the last trimester of pregnancy. The losses can be
the result of vitamin and /or mineral imbalances, partic-
ularly if the majority of gestation takes place in a dry lot
with stored feed or byproducts being fed. It is critical to
properly account for loss of nutrients in stored feeds in
these non-grazing situations. A necropsy will often allow
proper characterization of the death, but will rarely have
gross abnormalities that provide definitive diagnosis. If
indicated, your veterinarian may recommend further
diagnostics in an attempt to narrow down the possibili-
ties or determine a cause for the losses.

The diagnostic laboratory is useful to evaluate infec-
tious causes of abortion, inherited anomalies, and some
nutritional aspects that can impact birth rates and calf
survivability. The causes within these groups are numer-
ous, and detailing each specifically is outside the scope
of this discussion. But, by either submitting the entire
aborted fetus or submitting samples from specific tissues
to the diagnostic lab, veterinary diagnosticians can look
to confirm or rule out some of the more common causes.

Diagnosticians at the laboratory will review the case,
order appropriate tests, and aid in the interpretation of
the results. Including a complete history improves the
chances of obtaining a definitive diagnosis and can keep
costs down. Most diagnosticians are happy to discuss
the case prior to investigation to help guide sample col-
lection. The more common tests performed include
microscopic examination of the tissues, bacterial culture,
and toxicological or nutritional analysis of fetal tissues.
PCR tests are also common and allow for highly sensi-
tive detection of small amounts of nucleic acid from
viruses or bacteria known to cause bovine abortions. The
results are interpreted in context with the goal to assist
your veterinarian in treatment or preventative manage-
ment in the herd.

Unfortunately, the majority of abortion workups in
veterinary diagnostic labs result in a diagnosis of “idio-
pathic abortion,” which is a fancy way of saying we
don’t know what caused the abortion. The poor success
rate of obtaining a definitive diagnosis for abortions is
likely due to a number of factors. One of these factors is
that some of these cases are not true abortions. There are
undoubtedly cases pursued as abortions that are dysto-
cias, failure to thrive, or due to nutritional or stress
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factors not evident in routine lab examinations. Working
cows that are very near full-term can induce physiologic
stress, causing endogenous steroids to be released that
result in pregnancy termination. The same type of stress
can happen in extraordinary weather events like snow
storms. These types of abortions leave no detectable evi-
dence in the tissues of the fetus and end up being
classified as idiopathic if examined in the lab. The cost of
an abortion workup varies by laboratory, but it is not
uncommon to end up with several hundred dollars in
testing fees. This highlights the importance of working
with your veterinarian to establish thresholds for inter-
vention, a diagnostic sampling plan, and to establish
goals for using the diagnostic data obtained.

Receiving a diagnosis of an “idiopathic abortion”
does not necessarily mean the investigation was not use-
ful. As veterinarians and veterinary diagnosticians, our
goal is to promote herd health and help inform manage-
ment decisions. Some causes of abortions in cattle can
cause abortions rates of 50% or more, and ruling out
these causes with negative test results can provide value.
That is, sometimes knowing what did not cause the
abortion is as important as knowing what did cause
the abortion.

Feedlot Inventories
and Heifer Dynamics

by Derrell S. Peel, Oklahoma State University

The latest Cattle on Feed report showed that feedlot
inventories on November 1, 2024, were 11.99 million
head, equal to one year ago. Feedlot inventories have
been about equal to the previous year for each of the past
14 months. October feedlot placements were 105.3% of
year ago levels, slightly higher than pre-report expecta-
tions. Placements in October were likely enhanced by
early movement of feeder cattle in October. In Okla-
homa, October auction volumes were up by 45.2% over
year-earlier levels. Auction volumes dropped sharply in
November. The larger, earlier fall run of calves likely
means that auction volumes will be smaller for the
remainder of the year. Total feedlot placements this year
have been 1.1% less year-over-year.

Feedlot marketings in October were 104.7% of last
year. However, October 2024 had one additional busi-
ness day compared to last year, so daily average feedlot
marketings were equal to one year ago. Total feedlot
marketings this year have been down slightly, just 0.1%
less than last year.

Recent slaughter data for October showed that heifer
slaughter was 32.5% of total cattle slaughter for the
month. The 12-month moving average of heifer slaugh-
ter was 31.8% of total slaughter for the past year. With
just two months of data left in 2024, this is a good esti-
mate of the annual value of heifer slaughter as a percent

CONTINUED ON PAGE 84
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Where we're also In
the people business.

Cattle Company

nday, March 2, 2025 Jeremy, Betharty, Cash & Emerson Lehrman
. - Jeremy: (605) 530-5909 | Cash: (605) 270-4848
pencer, SD Find us on Facebook!

oﬁf Through Performance WW

A/
—
AR
%

_a;ff
: e




Breed Mature Cow Wt.

Angus
Red Angus
Simmental

# Females # years using Profit

per year

the bull Potential
$15,000
$22,500

Difference $7,500

Trait

Marbling

Carcass Weight
Back Fat

Post Weaning Gain

27%

$API

Simmental rank compared
to other Continental breeds

First
Second
Second

First







INnDUSTRY UPDATE

of total cattle slaughter. This estimate is included in Fig-
ure 1 (shown in red) and shows that heifer slaughter
rates continue to increase. The 2024 heifer percentage of
total cattle slaughter is likely to be the highest level
since 2004.

Cattle cycle herd dynamics depend on the dynamics
of female cattle, including both cull cows and heifers.
Declining cull cow rates is often the leading indicator of
producer herd rebuilding intentions. Beef cow slaughter
is down 17.9% year-over-year in the first 45 weeks of
2024. This is projected to result in an annual culling rate
of about 10%, roughly equal to the long-term average
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and down from the recent high of over 13% in 2022. Dur-
ing herd expansion the cow culling rate typically drops
below 9% for three to four years.

The biggest component of herd expansion is heifer
retention. The heifer slaughter rates in Figure 1 indicate
that no heifer retention is occurring yet. Heifer retention
usually lags changes in cow culling. Herd expansion
results in decreased heifer slaughter rates similar to the
1991-1996, and the 2014-2017 periods. Current heifer
slaughter rates suggest that the beef cow has continued
to decrease in 2024 and that prospects for herd expan-
sion in 2025 are very limited.
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WE ARE BLESSED, TO BE A BLESSING.

Thank you to all of our customers, friends and family for a
phenomenal 2024. Happy New Year from Black Summit -
May you prosper in 2025.

Please join us for our annual bull sale on Friday, March 21.
We are offering 90 SimAngus™ bulls developed on “THE

HILL” Z/OIW g;?}a@lef <oipce

BLACH SUMMIT

),
/ 7, ’,
The LaFollette Family /é/ éc”?@ (ﬂﬁé’ fééﬂf /%?fﬂiﬂz /ﬂﬂffé&?%éﬁ%
Powell, Wyoming &/
Quin 307-899-3553 Gavin 307-899-1764 Miie MartyRopp  406-581-7835
info@blacksummitcattle.com .. CoreyW|Ik|nls 256-590-2487
VISIT US ONLINE OR REQUEST A SALE BOOK GENETIC RESOURcCEs -ared Murnin 406-321-1542

BLACKSUMMITCATTLE.COM www.alliedgeneticresources.com


















BSUM Summit 303L
ASA# 4206364

CMP Class of 2024

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

Participants receive:

¢ $200 for each Al-sired calf with carcass information
® Free semen on top young herdsires

@ Free ASA Genetic Evaluation on your cow herd

® Free genotyping on terminal progeny

@ Keep any or all replacement females

Become a Carcass Merit Program test herd today

*The CMP is a structured young sire progeny test. Participating cooperator herds will random
To learm more about the CMP visit sample their cow herd with CMP semen, and the resulting male (or female) progeny will be
. s . harvested with individual carcass data gathered. ASA Staff will work with cooperator herds
www.simmental.org, then click Ca,rcass Merit to provide bulls that fit the general criteria of your management program; however, only bulls
Program under the Commercial tab. nominated into the CMP program may be used. Producers are encouraged to be somewhat
proficient in Microsoft Excel for accurate and consistent record-keeping.
Questions, contact cmp@simmgene.com for

more information regarding this program.
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50 years of raising Simmental cattle
Annual Production Sale ¢ Monday, February 10, 2025 - 1:00 PM

Selling 60 Simmental and SimAngus™ bulls at
Kimball Livestock Exchange, Kimball, SD

OTHER SIRES INCLUDE:
Bridle Bit Resource, JC Pontiac, Gibbs Broad Range,
KBHR High Road, GW Copperhead,
TJ Gold Strike, KBHR Revved Up

Contact us for a sale catalog.
Free wintering of bulls until April 1 and semen test.
Bulls had no creep feed.
Cattle pictures can also be viewed at: www.bendaranch.com

Jim & Jay Benda

Sale broadcast live on | /’—\\ U@m@j@ E&@m@m SDM@D@@E@HS

26106 366th Ave, Kimball, SD 57355
email: bendaranch@mldstatesd net » www.bendaranch.com
Home: 605-778-6703 + Jim Cell: 605-730-6703 + Jay Cell: 605-730-0215
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Lincoln CounLy FaLrgrounds North Platte Neb Bl

90 Black SlmAngusTM Bulls
70 Red SlmAngusTM Bulls

PRACTICALITY.
FUNCTIONALITY.

Folerodh:

« First Breeding
~ Season Guarantee

Jiiy
<

* Free li)elive'r"}r tol
Nebraska and
Surrounding States '

» Genomically
Enhanced EPDs _

$250 Sale Credit - e
for Viewing the '«
Bulls at the Ranch o
§/fPrior to the Sale " [/

SEY Tyrell and Deandra Rousey (308) 530- 9279
4570 N Homestead Rd » North Platte, NE 69101 |

WWW*] RUUSEYSImAngus com + K3/ RouseY51mAngus:;‘-.Q!T Q,!’i g’ a
’/JJJ//////// L) KRR el






























Raising Simmental since 1968, Charolais
since 1958. We would like to thank our
new and returning customers.

DCR Mr Mighty Mac M054

ASA# 4441606 BW WW YW Milk
BD: 02/02/2024 -1 98 146 31

Adj. 205 WT: 900 Ibs. e WWR: 114 MWW  $API  $TI
Sire: GW Hilger One 454H 80 155 98
Dam: DCR Ms Vanderbilt K103

DCR Mr Master Jack M078

ASA# 4441526 BW WW YW Milk
BD: 02/05/2024 1 91 146 27
Adj. 205 WT: 838 Ibs. « WWR: 106 MWW  $API  $TI
Sire: BCLR Jackson 19975 72 134 89

Dam: DCR Ms Gizzmo Red K325

DCR Mr Midnight-Ride M099

ASA# 4441747 BW WW YW Milk

BD: 02/07/2024 2.7 102 154 29
Adj. 205 WT: 891 Ibs. e WWR: 112 MWW  $API  $TI
Sire: BC1 Structure J111 81 147 94

Dam: DCR Ms Resource J376

DCR Mr Maximus-Prime M227

ASA# 4441565 BW WW YW Milk
BD: 02/23/2024 24 102 163 31
Adj. 205 WT: 862 Ibs. « WWR: 109 MWW $API  $TI
Sire: KS Vanderbilt G220 82 136 92
Dam: DCR Ms G110 Galaxy J538

EPD as of 12.2.2024

DCR Mr Mad Hatter M288

ASA# 4441604 BW WW YW Milk

BD: 03/01/2024 .6 92 142 29
Adj. 205 WT: 850 Ibs. e WWR: 107 MWW  $API  $TI
Sire: Bridle Bit Resource G9117 74 159 94

Dam: DCR Ms Impact K109

DCR Mr Megatron M315

ASA# 4441757 BW WW YW Milk

BD: 03/04/2024 16 97 141 23
Adj. 205 WT: 887 lbs. e WWR: 112~ MWW  $API  $TI
n 138 91

Sire: DCR Mr Hang Over H238
Dam: KS Ms Bases Loaded E401

DCR Mr Marksman M357

ASA# 4441688 BW WW YW Milk

BD: 03/07/2024 43 98 154 24
Adj. 205 WT: 873 Ibs. e WWR: 110 MWW  $321  $TI
73 144 88

Sire: TJ High Calibre 556B
Dam: DCR Ms Denial G78

DCR Mr Maximilian M388

ASA# 4441734 BW WW YW Milk
BD: 03/09/20224 22 95 146 22
Adj. 205 WT: 826 Ibs. e WWR: 104 MWW $API  $TI
Sire: LCDR Diligence 215J 69 150 91
Dam: DCR Ms Denial G152

WW\W: d ',Oil I|f;’a liMS:com

45th Annual
Production Sale ’

Tuesday,
March 4, 2025 =

1:30 p.m. CST

Kist Livestock, Mandan, ND

! SM Toﬁ C,'wd»a

| for Botf. Breed!

65 Simmentals
95 Charolais

4 Open Females
from both breeds

Otfer Sires:

Bridle Bit Resource G9117
DKSR Mr Batman H290
DCR Mr Gizzmo Red G380
DCR Mr Hang Over H238
DCR Mr Hard Impact H69
Hook's Full Figures 11F
DCR Mr Killian K70
TRB Mr FF Kim K37F
CHSR General 87)

Mr GD Hard Rock F834

\ Simmental Ranch

3991 36th St.
New Salem, ND 58563
Charles & Pamela Doll

701-843-8673
dollboyz@westriv.com

Harlan & Jodie Doll

701-843-8771

David & Donna Doll

701-843-7947

dollfarm@westriv.com

¥



TJSC H-Town 131L

STCC Tecumseh 058 x TJSC Diamond 312H
ASA# 4274275 e Black  Polled

2024 NWSS Champion Bull by STCC Tecumseh

RJ Trust Fund 212K
W/C Bankroll 811D x Hara's Kim Kardashian 1C
ASA# 4147173  Black ® Polled

Exciting, NEW, 3/4 Bankroll x Broker x Harietta
for elite type!

Walsh Against The Odds
Bet on Red x WLE Big Deal
ASA# 4256400 * Red ® Homo Polled

ATO has foot size, excellent design & body
dimension! His dam was a popular champion
for Walsh, WI.

SAS Black Majic L334
SRH Hannibal x Silver Lake Gold Digger
ASA# 4265277 e Hetero Black  Homo Polled

$55,000 high-seller at Springer Simmentals 2024.
Add mass & outcross pedigree.

1! SIF SMJ Payroll 7245)

. W/CBankroll 811D x Profit

ASA# 3992818  Red e Polled

Exciting combination of look, power, pedigree!

i

Only One 905K

SFI Platinum F5Y x TLLC One Eyed Jack
ASA# 4132878 Black, Polled

Added hair, flexibility, rib & eye appeal!

LLSF High Profile J903
WI/C Executive Order 8543B x
PSCS Alley's Lady 902G ET

ASA# 4062764 e Hetero Black ® Homo Polled

Outstanding balance and look! 2023 MO State
Fair Champion!

SFIS Unstoppable J3
W/C Bankroll 811D x SFIS Crystal Gayle
ASA# 3969316 e Heterozygous Black e Polled

Awesome son of famous donor Crystal Gale that'll
improve depth, profile & structure!

= WHF/JS/CCS Woodford J001
* EGL Firesteel 103F x WHF Summer 365C
ASA# 4068398 ¢ Homo Black ® Homo Polled

{  3/4Simmental. NEW and exciting calving ease
and outcross pedigree with outstanding pheno-
type out of fantastic donor Summer 365C!

Revelation 2K

TL Revenant 35 x CSCX Bandwagon 513A
ASA# 4153090 e Black ® Polled

$200,000 exciting outcross to improve all!

LLSF Vantage Point F398
CCR Anchor x Uprising x Quantum Leap’s Dam
ASA# 3492381 e Hetero Black e Homo Polled

3/4 Lead-off Bull in the 2019 NWSS Percentage
Champion for Lee.

Felt Perseverance 302F

W/C Executive Order 8543B x Rubys Rhythm 7231
ASA# 3493800 e Hetero Black ® Homo Polled
Perseverance is a new, exciting baldy Executive
Order son with tremendous maternal genetics
behind him. The first dozen calves out of him have

been born light and easily out of first calf heifers.

~ LCDR Affirmed 212H
" EGL Firesteel 103F x WS Miss Sugar C4
ASA# 3812282 ¢ Homo Black ® Homo Polled

! Use him to make those next generation Purebreds.
| Excellent foot shape and depth of heel.

WHF/JS/CCS Double Up G365
W/C Double Down x WHF Summer 365C
ASA# 3658592

Double Up is by proven calving ease sensation
Double Down out of the legendary WHF/Steen-
hoek multiple time champion WHF Summer 365C.

JBSF Berwick 41F
Rocking P Legendary C918 x JBSF 402B
ASA# 3462584  Black  Polled

Newly available and producing extremely
valuable progeny across the nation!

HL Tommy Boy K65
CLRS Guardian 317G x HL Ms Smooth Criminal E174
ASA# 4167626 * Homo Black ® Homo Polled

Blaze Calving ease Guardian son at Echard, IA,
and Heartland.

-

= G e

Wood Ruthless 151H
" Relentless x High Regard x Aubreys BlackBlaze Il
ASA# 3878993 ® Homo Black ® Homo Polled

Exciting outline and build with phenomenal
' cow families on both sides!

EPD as of 11.14.24
i g i
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ZTGC Just Cuz 52K
W/C Night Watch 84E x ZTGC The Blaze
ASA#: 4063644  Black ® Homo Polled

Jared Werning's new & exciting balanced sire
for profile & function!

e
LT,
-]

GOE Lets Roll 749)

W/C Bankroll 811D x W/C RJ Miss 8543 6105D
ASA# 4141350 e Hetero Black ® Homo Polled

Lots of neck extension in a complete package!

TSN Architect J618
G A R Home Town x TSN Miss Cowboy D350
ASA# 3928828 ¢ Homo Black ® Homo Polled

The most exciting calving ease SimAngus™
in the land with top % ranks in every trait!




TJSC Coping with Destiny 9K
WLE Copacetic E02 x TJSC Diamonds Destiny 134C
ASA# 4103854 e Black  Polled

2023-2024 dominante Grand Champion!

Rocking P Private Stock HO10
WLE Copacetic E02 x Rubys Wide Open 909W
ASA# 3775641 ¢ Homo Black ® Homo Polled

Private Stock was the 2022 Fort Worth Cham-
pion Bull and the 2021 NAILE Champion Bull.

il . - -

%
02!

| CLRS Guardian 317G
' Hook's Beacon 56B x CLRS Always Xcellent
ASA# 3563436 ® Homo Black ® Homo Polled

Guardian was the $85,000 selection in the 2020
“Bred For Balance” Sale. He's the breed’s #1
$API Purebred and #2 Marbling Purebred!

KJK1 38 Special 801) *

JSUL Something About Mary 8421 x
R Built To Believe 801F

ASA# 3972780 e Hetero Black e Hetero Polled

Cool profiled SAM son with a cool face backed
by a great cow family!

573-641-5270
www.cattlevisions.com
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SO Remnant418) *° ¥
SO Remedy 7F x STCC Ms Persistant 7161
ASA## 4035943 # Black e Polled

Great Remedy son who was Reserve Champ at
NAILE & Cattlemen'’s Congress!

W/C Bet On Red 481H
W/C Fort Knox x W/C Relentless
ASA## 3808091 e Red ® Homo Polled

Griswold's red bull purchase from the
2021 Werning sale!

CLWTR Clear Advantage H4G
LLSF Vantage Point F398 x Miss Sugar C4
ASA# 3858588 ¢ Homo Black ® Homo Polled

Exciting, new sire that's ultra-complete out of
one of the hottest donors!

W/C Red Bird 269)
W/C Bankroll 811D x W/C Miss Angel 2870Z
ASA## 3974327 # Red ® Homo Polled

Red Bird is the $90,000 Brandon Bird & Jared
Werning owned HOT red sire by Bankroll &
National Champion ANGEL!

W/C Express Lane 29G
Rubys Turnpike 771E x Hooks Shear Force 38K
ASA# 3644933 e Homo Black ® Homo Polled

Complete Turnpike son at
Western Cattle Source, NE!

SWSN Cash Flow 81E
Profit x MR CCF Vision
ASA# 3348420 e Black ePolled

Cash Flow sired some of Hartman's and
Vogler's high selling lots this past year!

SAS Infra-Red H804

All Aboard x Erixon Bitten

ASA# 3803257  Red ® Homo Polled

One of the hottest red bulls to sell in 2021!

BAS Money Maker J801
Hook's Eagle 6E x BAS Miss Beacon F801
ASA# 3978845 ¢ Homo Black ® Homo Polled

Exciting herdsire at Heartland, 1A!
HIGH $API WITH GREAT BUILD!

Bar CK Red Empire 9153G

IR Imperial x CDI Verdict

ASA# 3766616 ® Homo Polled

High-selling bull at BAR CKs 2021 Sale! Top 1%

ES Right Time FA110-4
Welshs Dew It Right 067T x ES A110
ASA# 3481590 » Homo Black ® Homo Polled

Newly available power, phenotype and
marketability sire!

{ WHF Entourage H450
KCC1 Exclusive 116E x
WHF Delilah 45D by TJ Main Event

! ASA¥# 3924201  Hetero Black e Homo Polled
WHF & Boyert's exciting new herdsire!

Lo o
i
T

ALL/FCF Hot Topic 099H
Profit x FCF Phyllis 532
ASA# 3926810 e Hetero Black ¢ Homo Polled

Hot Topic was the 2021 NAILE Grand Champion
% Bull! His dam is one of the hottest Angus
donors in the world!

RP/CMFM John B J104
HPF Quantum Leap Z952 x RP/BCR Stylish Love F158
ASA# 4109070 e Hetero Black ® Homo Polled

Current 2023 Champion PTP % Bull! Champ at
Ft. Worth, OKC, Am Royal!

iRl
raT
ik i

S&S TSSC Limitless 041H (1/2)

Conley No Limit x WS Revival
ASA# 3776857  Black e Polled
Calf champion at 2020 NAILE and 2021 Royal!

EPD as of 11.14.24
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SPRINGCREEK IRONSIDES QB MS D613 LRS FALCON 442G QB MS J153
DCR BENCHMARK F113 QB F840 Sold to Scott Braun Sold to G & D Simmentals

Sold to Werning Catitle Co.

JASON QUANDT 701.710.0080 | GABE QUANDT 701.408.9154
WWW.QUANDTBROTHERS.COM




Yearly Bull and Female Sale Every Spring

ROLLER SIMMENTAL RANCH

Brent Roller 218-849-7414 Jenny Roller 320-491-7284
email: Brent@rollerranch.com
60611 260th St, Hewitt, MN 56453










State Marketplace

American Simbrah
Breeders

Pine Ridge Ranch
Pine Ridge Ranch

LLC ATHENS, TX

Jane and Bill Travis
billtravis@simbrah.com

9876 PLANO RD.
DALLAS, TX 75238

Cell: 214-850-6308

www.simbrah.com

Alabama

Colorado

< 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

132 SmTALK

Phoenix Cattle Company
Fleckvieh and Fleck x Black and Red Angus

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

Idaho

Illinois

Owner: Commercially Targeted Seedstock
Jim Berry

Cattle Manager:
Ben Lehman
563-920-0315

6502 Rt. 84 South
Hanover, IL 61041

815-297-5562 www.wildberryfarms.net

Indiana

Iowa

Flint Drake

27910 Centerville Road
LaMotte, IA 52054
563-580-1053 (cell)
flint@ironcreekcattle.com
www.ironcreekcattle.com




Iowa cont.

Minnesota

Jeff & Lynda Springer

Michelle, Todd, Eli & Noah Christensen
Steve, Bri, Paisley & Porter Springer
3119 310th St @ Cresco, 1A 52136
641-330-6654
sprinsim@iowatelecom.net

WWW.SPRINGERSIMMENTAL.COM

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

Performance with Quality

Matt Aggen

Mobile: 701-866-3544

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

Kansas

Cow Camp Ranch
Kent, Mark and Nolan Brunner
3553 Upland Rd. ¢ Lost Springs, KS
785-466-6475 Kent

785-466-1129 Nolan

785-258-0173 Mark
nolan@cowcampbeef.com

Spring Bull Sale - Saturday, January 18, 2025

Spring Turn-Out Sale - Saturday, April 26, 2025

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

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 12, 2025

Mississippi

Missouri

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

LUCAS CATTLE CO.

Registered Simmentals, SimAngus™ & Angus Cattle

Cleo Fields Forrest & Charlotte Lucas, Owners
417-399-7124 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
406-566-2479

Bull Sale - Thursday, March 6, 2025

Little Bitterroot Ranch

Frank & Marilynn Carr
748 Little Bitterroot Rd * Hot Springs, MT 59845
406-741-2523 + Ibrsimmental@gmail.com
Simmental, SimAngus™ - Since 1972 * Longevity with Legacy
View data and videos at littlebitterrootranch.com
Sale Day: February 4, 2025 - MT Livestock Auction — Ramsay

Watch for
our Annual
Bull Sale

5831 Highway 7, Wibaux, MT February 10, 2025

406-588-3371
nlcsim@midrivers.com ﬁ
www.nelsonlivestockco.com
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State Marketplace

Nebraska

FORSTER FARMS
Verlouis Forster Family
74096 Road 434

Smithfield, NE 68976-1039

f:;tu%gs Ph 308-472-5036 Verlouis
off 1-80 308-991-2208 Alan Cell

Email: alan_forster@hotmail.com
“Red and Black, Polled, Pigmented Simmentals”

|J&C S
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 25, 2025

402-641-2936 Cell
Nick and Andrea

303 Northern Heights Drive ® Seward, NE 68434
sloupsimmentals@gmail.com ¢ sloupsimmentals.com
Join us at the Farm, October 18, 2025
for our 30th Annual Production Sale.

Triangle ] 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.
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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)
v Email:wcsbeeson @bbc.net

North Carolina

North Dakota

Kaelberer Simmentals

Claye and Michelle Kaelberer and Family
4215 County Road 85 ¢ New Salem, ND 58563
701-220-3124 (cell) » 701-843-8342 (home)

Edge of the West Bull and Female
Production Sale each February

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

NNE

SIMMENTALS

B

www.kennersimmental.com

Terry Ellingson & Family Phone: 701-384-6225

. x‘%ﬁﬂﬂ 5 meIeCell: 701-741-3045

PN . P

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

Annual Production Sale, January 24, 2025

(o) (P S
SRENSTMmentals
Hoger and Susan Finlee family
33599 [4ih Avz, 019 » Bzrinold, 11D 58713
7914333157 Rouyzr » 791435331035 Tudd
2muils sri@sricom
fihe West Bull & emalz Salz

Februmy 9, 2021

Gary Sys

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

TNT Simmental Ranch

40th Annual “Carrying On” The Genetic Explosion Bull Sale!
Friday, February 14, 2025 ¢ At The Ranch, Lehr, ND
www.intsimmentals.com DVAuction.com
Shanon & Gabe Erbele Kevin & Lynette Thompson

Lehr, ND Almont, ND
$701-527-5885 * G 701-426-9445 H701-843-8454 » K 701-391-1631
gserbele@hotmail.com kevinandlynette@uwestriv.com
facehook. i Iranch




Oklahoma
Willis Simmmentals

5759 Enville Road
Marietta OK 73448
willissimmentals@arbuckleonline.com
Quality Simmental Breeding Cattle

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

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

South Dakota

Neil Duxbury 605-354-3458 ¢ (Alay Duxbury 605-461-1494
jackpotcattle@yahoo.com
21060 375th Avenue * Wessington, SD

K Bull Sale - February 12, 2025 - Miller, SD )

TRAXI"GEB Reds, Blacks ¢ Bulls and Females
. Private Treaty Sales
Benda Slmmenta|$ P SIMME"TAI- Mike and Terri Traxinger
Jim and Jay Benda B 11176 — 406th Avenue
i Houghton, SD 57449
26106 366th Ave. Black & Red Breeding Stock Horge: e
Kimball, SD 57355 Jim: 605-730-6703 (Cell) Mike’s cell: 605.294.7227
605-778-6703 Jay: 605-730-0215 (Cell) mtrax@nvc.net
www.bendaranch.com  bendaranch@midstatesd.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 21, 2025 - Wessington, SD
NLC Simmental Ranch
Rick & Nalani L. Christensen Tennessee

Dunsmore & NaLea, Chase & Swayzee
21830 372nd Ave ® Wessington, SD 57381
605-458-2425 * 605-354-7523 cell
605-350-5216 cell

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

email: es@triotel.net
25446 445th Ave

Salem, SD 57058

EICHACKER SIMMENTALS o

Annual Bull Sale » March 7, 2025

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

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

— Specializing in Hard to Find
Red Breeding Stock —

clayekstrum@midstatesd.net * ekstrumsimmentals.com

Washington

gus

'F Trinity Fowms Smangs

Simmental

Generations of Excellence Sale...first Saturday in March
Mike & Paulette Forman Robb & Debbie Forman
509-968-4800 509-201-0775

2451 Number 81 Rd. Ellensburg, WA 98926
www.trinityfarms.info ¢ Email: trinity@fairpoint.net

Wyoming

Livestock
Services

Auctioneers and
Marketing

Genetics

Semen Available on
Today’s Hottest Al Sires

573-641-5270
www.cattlevisions.com
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CALENDAR OF EVENTS

JANUARY

10 Diamond Bar S’s Annual Bull Sale — Great Falls, MT

12 Bricktown National Simmental Sale — Oklahoma City, OK

16 Walking 5 Ranch’s Annual Bull Sale — Lavina, MT

18 Cottonwood Cattle’s Private Treaty Bull Showcase — Benson, MN (pg. 113)

18 Cow Camp Ranch’s Annual Spring Bull Sale — Lost Springs, KS (pgs. 5, 133)

19 The One and Only Simmental Sale — Denver, CO

21 Cattle Connect at Franzen Simmentals — Leigh, NE (pg. 91)

21 Powerline Genetics’ Arapahoe Sale — Arapahoe, NE

24 Double J Farms’ 51st Annual Bull and Female Sale —
Garretson, SD (pgs. 49, 135)

24 Ellingson Simmentals’ Annual Production Sale — Dahlen, ND (pg. 134)

25 Forster Farms’ 46th Annual Simmental Production Sale —
Smithfield, NE (pg. 57)

25 J&C Simmentals’ Annual Bull Sale — Arlington, NE (pgs. 56, 134)

26 Triangle J Ranch’s Bull Sale — Miller, NE (pgs. 116, 134)

27 APEX Cattle’s Annual “Heterosis Headquarters” Bull, Bred Heifer and Fall
Pair Sale — Dannebrog, NE (pgs. 14, 15)

27 Reck Brothers-N-Sons’ Genetic Advantage Production Sale —
Blakesburg, IA (pg. 33)

31 Drake Simmental’s Bull and Female Sale — Centerville, IA (pg. 102)

FEBRUARY

43rd Annual Klain Simmental Production Sale — Ruso, ND (pgs. 105, 134)
Blue River Gang’s 38th Production Sale — Rising City, NE (pg. 35)
Ekstrum Simmentals’ Annual Bull Sale — Kimball, SD (pg. 139)
Loonan Stock Farm’s 50th Annual Production Sale — Corning, IA (pg. 106)
Ruby Cattle Company’s Annual Production Sale — Murray, IA
Springer Simmental’s Sale of Value Based Genetics — Decorabh, IA (pg. 73)
Stockmen’s Source Bull Sale — Wellfleet, NE (pg. 25)
Hartman Cattle Company’s 11th Annual Simmental Bull Sale —
Tecumseh, NE
Kline Simmental Ranch’s Annual Sale — Hurdsfield, ND (pgs. 74, 75)
44th Annual Gateway “Breeding Value” Bull Sale — Lewistown, MT (I1BC)
Bell Simmentals’ 9th Annual Bull and Female Sale — Fordville, ND (pgs. 83, 134)
Long’s Simmentals’ Annual Production Sale — Creston, IA (pg. 126)
Koepplin’s Black Simmental’s 37th Annual Bull Sale — Mandan, ND (pg. 72)
Little Bitterroot Ranch and Laird Simmental’s Joint Sale —
Ramsay, MT (pgs. 133, 137)
Begger’s Diamond V Big Sky Genetic Source Bull Sale — Wibaux, MT (pg. 53)
K-LER Cattle’s Annual Production Sale — Saint Charles, MN (pg. 92)
Rust Mountain View Ranch’s Bull Sale — Mercer, ND
Stavick Simmental’s Annual Sale — Veblen, SD (pgs. 130, 135)
Kunkel Simmentals’ Annual Production Sale — New Salem, ND (pg. 117)
Schooley Cattle’s Annual Production Sale — Bloomfield, IA (pgs. 70, 71)
Silver Dollar Simmentals’ 1st Annual Production Sale — Rubgy, ND
Kenner Simmentals’ 29th Annual Production Sale — Leeds, ND (pgs. 62, 63)
Oak Meadow Farms’ Annual Production Sale — Cresco, IA (pg. 93)
RL Fleckvieh Limerock Ranch’s 42nd Annual Bull and Bred Female Sale —
Brandon, IA (pg. 52)
8 Rousey SimAngus™ Annual Bull Sale — North Platte, NE (pg. 111)
8 Rydeen Farms’ 27th Annual “Vision” Sale — Clearbrook, MN (pgs. 23, 133)
10 Benda Ranch Simmentals’ Annual Production Sale — Kimball, SD (pg. 99)
10 Dakota Power Bull and Female Sale — Hannaford, ND
10 Nelson Livestock Company’s Annual Bull Sale — Wibaux, MT (pgs. 107, 133)
10 Prickly Pear Simmental Ranch’s Bull Sale — Helena, MT (pg. 37)
11 Edge of the West Production Sale — Mandan, ND (pgs. 65, 134)
11 Werning Cattle Company’s 44th Annual Production Sale —
Emery, SD (pgs. 54, 55)
12 Jackpot Cattle Co.’s Annual Private Treaty Bull and Heifer Sale —
Miller, SD (pg. 135)
12 River Creek Farms’ 35th Annual Production Sale — Manhattan, KS (pgs. 19, 133)
12 Traxinger Simmental’s Annual Bull Sale — Hougton, SD
13 Lassle Ranch Simmentals’ 32nd Annual Bull Sale — Glendive, MT (pg. 61)
14 Bred For Balance — Starbuck, MN (pgs. 10, 11, 133)
14 Jared Werning Cattle’s Annual Production Sale — Parkston, SD (pg. 125)
14 Modoc 10th Annual “Tried and True” Bull Sale — Alturas, CA
14 TNT Simmentals’ 40th Annual “Carrying On” the Explosive Difference
Sale — Lehr, ND (pgs. 131, 134)
15 Dixie National Simmental Sale — Jackson, MS
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www.simmental.org

Have you
visited
simmental.org
lately?

The entire website has a
new look highlighting cattle
sales, industry events,
ASA’s programs, marketing
opportunities, and breeders’
resources.

simmental.org
makes it easy for you.

Breeders’ resources include

information on:

4 SimGenetics

4 Simple trait selection

4 Genetic improvement
tools

4 Frequently asked
questions

138 SmTaLk

CALENDAR OF EVENTS  covmmo

Double T Simmental’s Annual Production Sale — Turtle Lake, ND (pg. 119)
Flittie Simmental/Schnabel Ranch Simmentals/Lazy J Bar Ranch’s Joint
Production Sale — Aberdeen, SD (pg. 84)

Rhodes Angus Open House Bull Sale — Carlinville, IL (pg. 40)

Yon Family Farms’ Spring and Bull and Female Sale — Ridge Spring, SC
CK Cattle & Wager Cattle’s Annual Production Sale — Highmore, SD (pg. 89)
Trauernicht Simmental’s Nebraska Platinum Standard

Bull Sale — Beatrice, NE (pg. 39)

Bulls of the Big Sky — Billings, MT (pgs. 112, 133)

TC Reds & Weis Cattle’s Annual Production Sale — Saint Ansgar, IA
Quandt Brothers’ 13th Annual Production Sale — Oakes, ND (pg. 128)

Hart Simmentals’ 50th Annual Power Bull Sale — Frederick, SD (pg. 41)
Illinois Performance Tested Bull Sale — Springfield, IL

Wilkinson Farms’ Breeding for the Future Sale — C-B Sale Facility (pg. 142)
Dakota Xpress Annual Bull and Female Sale — Mandan, ND (pgs. 42, 134)
Michigan Beef Expo Friday Night Lights Genetics Sale —

East Lansing, MI (pg. 64)

Multi-Breed Simmental Sale — Springfield, IL

R & R Cattle Company’s Annual Production Sale — Chamberlain, SD (pg. 7)
Sandy Acres Simmental’s Bull Sale — Creighton, NE (pg. 134)

Hilltop Simmental’s Bull Sale — Worthing, SD

Hofmann Simmental Farms’ “Buy Your Way” Bull Sale —

Clay Center, KS (pg. 85)

Lyman Livestock’s Bull Sale — Salina, UT (pg. 127)

Michigan Beef Expo Breed Sales — East Lansing, MI (pg. 64)

Raatz Farms’ Production Sale — Mitchell, SD (pg. 43)

Barker Cattle Company’s Annual Sale — Burley, ID

Meyring Cattle Co.’s Inaugural Production Sale — Alliance, NE (pg. 86)
Rural Route 5 Farm’s Production Sale — St. Johns, MI

TSN Simmental’s Bull Sale — Platte, SD (pg. 96)

C Diamond Simmentals’ Annual Production Sale — Dawson, ND (pg. 58)
Felt Farms’ Bull Sale — West Point, NE

MARCH
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Cason’s Pride and Joy Bull Sale — Russell, IA (pg. 45)

Gibbs Farms’ Spring Bull and Female Sale — Ranburne, AL (pg. 147)

KY Beef Expo Simmental Sale — Louisville, KY

Missouri Select Genetics Sale — Keytesville, MO

Moriondo Farms & MM Cattle Company’s Spring Bull Sale —

Mount Vernon, MO

Powerline Genetics’ PAP-Tested Bull Sale — Castle Dale, UT

Trinity Farms’ Generations of Excellence Sale — Ellensburg, WA (pgs. 77, 135)
Gold Bullion Group’s 23rd Annual Bull Sale — Westmoreland, KS (pg. 114)
Illini Elite Spring Bull and Female Sale — Shelbyville, IL (pg. 141)

Windy Creek Cattle Company’s Production Sale — Spencer, SD (pg. 81)
Hanel’s Black Simmentals’ Annual Production Sale — Courtland, KS

S/M Fleckvieh Cattle’s Private Treaty Bull Sale — Garretson, SD (pg. 146)
Doll Simmental Ranch’s 45th Annual Production Sale — Mandan, ND (pg. 121)
Klein Ranch’s Heart of the Herd Sale — Atwood, KS (pg. 115)

21st Annual Cattleman’s Kind Bull Sale — San Saba, TX

Hill’s Ranch Production Sale — Stanford, MT (pg. 124)

Kearns Cattle Company’s 36th Annual Bull Sale — Rushville, NE (pg. 69)
Keller Broken Heart Ranch Annual Production Sale — Mandan, ND (pgs. 51, 134)
Eichacker Simmentals’ Annual Bull Sale — Salem, SD (pgs. 47, 135)

C&C Farms’ Clear Visions Spring Sale — Jefferson, GA

Carcass Performance Partners 23rd Annual Bull and Female Sale —
Lucedale, MS

Gonsior Simmental’s Production Sale — Fullerton, NE

Great Lakes Beef Connection Bull Sale — Clare, MI (pg. 46)

Yardley Cattle Company’s Annual Bull Sale — Beaver, UT

Brink Fleckvieh’s Spring Bull and Heifer Sale — Elkader, IA (pg. 120)
Powerline Genetics’ March Edition Bull Sale — Arapahoe, NE

Buck Creek Ranch’s Bull Sale — Yale, OK

CO Select Bull Sale — Fort Collins, CO (pg. 132)

MCA/MSU Bull Evaluation Sale — Remus, MI (pg. 60)

OSA’s Eastern Spring Classic Sale — Columbus, OH

Red Hill Farms’ “More Than a Bull XX” Bull Sale — Lafayette, TN (pgs. 135, 148)
Rockin H Simmental’s Production Sale — Canby, MN

Bridle Bit Simmentals’ All Terrain Bull Sale — Walsh, CO (pgs. 118, 132)
Western Cattle Source’s Annual Bull Sale — Crawford, NE (pg. 110)



21
21
21
22
22
22
24
26
28
29

29

3C Christensen Ranch and NLC Simmental Ranch 54th
Annual Production Sale — Wessington, SD (pgs. 97, 135)
Black Summit Break Out Bull Sale — Powell, WY (pg. 83)
Sunflower Genetics’ Annual Sale — Maple Hill, KS (pg. 76)
The Clear Choice Bull Sale — Milan, IN (pg. 132)
Lechleiter 35th Annual Bull Sale — Loma, CO (pg. 132)
T Heart Ranch’s High Altitude Bull Sale —

La Garita, CO (pgs. 95, 132)

McEntire Red Angus’ Spring Production Sale —
Sweetwater, OK

Diamond H Ranch’s Annual Production Sale —
Victoria, KS (pg. 101)

6th Annual Great Northern Bull and Female Sale —
Clear Lake, MN (pg. 103)

2nd Annual Blue Ridge Classic Spring Sale —
Edinburg, VA

Wildberry Farms’ Annual Production Sale —

Hanover, IL (pg. 145)

APRIL

Henry’'s Fork Cattle Company’s Private Treaty

Bulls for Sale — Rexburg, ID

Big Country Genetics Bull Sale — Cody, WY

McDonald Farms’ Annual “Pick of the Pen”

Bull Sale — Blacksburg, VA (pg. 2)

Belles and Bulls of the Bluegrass — Lexington, KY
The Gathering at Shoal Creek — Excelsior Springs, MO
Thomas Ranch’s 53rd Annual Bull Sale — Harrold, SD
Hilbrands Cattle Co.’s Passion 4 Perfection Sale —
Clara City, MN

Lucas Cattle Company’s Bull Sale — Cross Timbers, MO
New Day Beef Genetics’ Bull Sale — Salem, MO

19

19
25

26

26
26

26

MAY
3

17
18

RS&T Simmentals’ Performance and Pounds

Bull Sale — Butler, MO

Southeast Classic Sale — Greenwood, FL
Crosshair Simmental’s Production Sale —
Napoleon, ND

Classic Farms’ 6th Annual Spring Fever Sale —
Weston, WV

The Clear Choice Customer Sale — Milan, IN (pg. 132)
Cow Camp Ranch’s Spring Turn-Out Sale —

Lost Springs, KS (pg. 133)

Heartland Performance with Class Production Sale —
Waverly, IA

Stars and Stripes Sale — Hummelstown, PA
Mississippi/Alabama Simmental Sale — Cullman, AL
Red Hill Farms’ Maternal Monday Online Sale —
www.redhillfarms.net (pg. 135)

JUNE

4-7

JULY

6-12

AJSA Eastern Regional Classic — Harrisonburg, VA

AJSA National Classic — Madison, WI

SEPTEMBER

6

NC Fall Harvest Sale — Union Grove, NC

OCTOBER

11

Trinity Farms’ Fall Female Sale — Ellensburg, WA

ST
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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,
SimTall 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

For All Your
Advertising Needs

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

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

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

e All International
$150/year (USD)

ASA PUBLICATION, INC.

One Genetics Way
Bozeman, Montana 59718
406-587-2778
register@simmgene.com

140 SmTaLk

Space and four-color rates for SimTalk:

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

Classified Ads $2.00/word, $24.00 minimum, must be prepaid

SimTalk deadlines for publication:

Sales Close Ad Materials Camera Ready Approx Mail Date
March (Spring) 2025 Jan 17 Jan 22 Jan 31 March 7
Early Fall 2025 July 18 July 24 Aug 1 Sept 8
Late Fall 2025 Sept 17 Sept 23 Oct 1 Nov 7
January (Winter) 2026  Nov 18 Nov 21 Dec 2 Jan 12

ASA/SimTalk Membership Directory 2025 deadlines for publication:

April 16

April 25

May 7 June 13

Send all ad materials to: register@simmgene.com or Fax: 406-587-9301

A non-refundable $50.00 fee will be assessed
if a client does not meet deadlines or if the
client commits to advertising and cancels
after the deadline or if the ad must be
dropped to ensure on-time publication.

Ad materials (including photos) must be in
the SimTalk office by the dates listed above.
SimTalk, which mails by bulk rate, assumes
no responsibility for actual receipt date.

Design Charges

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

Layouts & Proofs

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

Terms

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

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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