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Tracking feed intake has become increasingly 
important. Read more in the article "Selecting 

for Feed Efficiency in Beef Cattle" on page 32. 
Photo by Paige Wallace Photography, Winterset, IA.
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We sell bulls every month of the year. 
90% of our bulls sell from $3,000-5,000.

Every year we sell our bulls at private
treaty on a first come, first serve
basis. Each year there are bull
calves selected while they are still
nursing their mothers. As of today,
this one is still for sale. There has
never been a better time to sell
your old bulls and you will be hard
pressed to find a young bull out of
a better mama!

On November 21, 2020, you will
have the opportunity to own
this herd-building female! 
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When I first hired-on with
the American Simmental
Association, it was 2018 —
the 50th anniversary year.
The rallying cry to celebrate
that momentous occasion
was “Embrace the Past,
Imagine the Future.” What 
a great summary statement
of 50 years of continued
improvement looking for-
ward to the next 50 years!
ASA continues to embody

that rallying cry today — and I would argue that
not only are we imagining the future of the beef
cattle industry, we are shaping it.
   This issue of SimTalk manifests this idea of not
abandoning the things we’ve learned in the past
while embracing cutting-edge genetic improvement.
I penned an article about postpartum interval
impacts on cow stayability. This may seem like
baseline knowledge we’ve known since forever —
but many of our forebears in the industry made
researching these “always-known” phenomena
their life’s work. In applied animal science, there

FROM THE EDITOR By Rachel Endecott, Ph.D., Managing Editor
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are three legendary individuals known as “The
Three Bobs” — Bob Bellows, Bob Staigmiller, and
Bob Short, who spent long and fruitful careers at
the USDA-ARS Fort Keogh Livestock and Range
Research Laboratory in Miles City, Montana. Many
of the “knowns” in the beef cattle industry that we
find in textbooks were discovered by this amazing
team of individuals in a rural southeastern Mon-
tana cowtown. 
   Randie Culbertson, Ph.D., wrote a great overview
about measuring feed efficiency and how that data
can feed into (no pun intended) the genetic evalua-
tion and assist in making more accurate selection
decisions. She also touches upon the idea of resid-
ual feed intake, which was first described by Robert
M. Koch in 1963 but made a resurgence in the
early part of this century. Its utility is still debated
in academic circles today.
   We continue to blend the old and new in a Carcass
Merit Program (CMP) update from Lane Geiss. This
long-standing program at ASA is a perfect example of
a combination of the traditional approach of progeny
testing and a newer method of genomic testing to
yield valuable information about young sires. Speak-
ing of genomic testing, be sure to check out the new
Calf Crop Genomics research project we’re embark-
ing upon. Don’t hesitate to contact us if you think
this might be a fit for your operation.
   Finally, Jackie Atkins, Ph.D., summarized the
exciting changes that will be implemented into the
IGS genetic evaluation later this year. Much hard
work has gone in to making these updates to
improve the accuracy of our growth trait EPDs. 
   Recently, Jackie and I were interviewed for a
Working Ranch Radio piece. Jeff “Tigger” Erhardt
asked our thoughts regarding traditional selection
compared to using genomically-enhanced EPDs.
Boy, talk about another wonderful opportunity to
blend the old and new! The opportunity to make a
selection decision that balances phenotypic traits
you desire with the comfort of having greater EPD
accuracy as if that animal already has a dozen or
more progeny? Sign me up.
   In the age of big data, it can be easy to forget
those who have come before us and paved the way
to the exciting future that’s unfolding. The beef
cattle industry has been and continues to be built
by people who did and do their best with the infor-
mation they had and have at hand. Folks in the
“old days” weren’t wrong, they were simply doing
the best they could with the information they had
at hand. Don’t we owe it to those who’ve come
before us to continue that legacy? ST

Rachel Endecott, Ph.D.

Z ZFILEGONIA
CATTLE COMPANY

Red and Black 
Heat Tolerant SimGenetic Cattle 
Simbrah – SimAngus™HT – SimAngus™ and Simmental

Beth Mercer
Home/Office: 254-984-2225

Cell: 956-802-6995

Joe Mercer
327 CR 459
Lott, TX 76656

www.filegoniacattle.com  •  bethmercer1974@gmail.com

Our Cattle are bred to take the 
HEAT, 

HUMIDITY
and 

INSECTS 
in challenging environments 

while maintaining
fertility, performance 
and carcass quality.

Bulls and Replacement Heifers
for Sale Private Treaty.

Call us or see our website for details.

PERFORMANCE
R E C O R D S

ASA
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DOB: 9-5-17 • ½ SM ½ AN Bred Female
Hook’s Xavier x TNT Dual Focus
Due to calve in November to Hook’s Beacon son

E186

DOB: 1-15-19 • ½ Simmental ½ Angus Bull
Quaker Hill Rampage son x B/R Destination,
going back to Rains Limit Up on the dam’s side

G35

E195

DOB: 10-2-18  • F1 Simbrah Bred Female
Mr Kallion 1352 x Gibbs Crimson Tide
Due to calve in November to our Angus 
herdsire, McKellar Investment

F244

DOB: 10-27-18 • F1 Simbrah Bred Female
Mr Kallion 1352 x Dikeman’s Sure Bet
Due to calve in November to our Angus herdsire,
McKellar Investment

F333

Saturday, 
October 31, 2020
1:00 PM – Females Sell First

Lunch at 12:00 Noon
At the Ranch, Tyler, Texas

Located one mile south of I-20 on FM 757
Midway between Tyler and Longview

Selling
    40  Simmental and SimAngus™ Bulls
            • Yearlings to Two-Year-Olds 

    60   Simmental and SimAngus™ Females
            • Breds and Pairs with 5 Open Simmental heifers

and 5 Open SimAngusTM heifers ready to breed 
this Fall

  100  F1 Simbrah Heifers — Bred, Born and 
Raised at 7P Ranch

            • Breds and Pairs with 5 Open F1 Simbrah heifers 
ready to breed this Fall

              • These are 1/2 Simmental 1/2 Brahman heifers resulting
from the mating of productive 7P Ranch Simmental
cows to TWO elite Brahman AI sires – Mr Kallion 1352
and JDH King of Clubs Manso

              • The Disposition is Excellent on these cattle
              • Most are registered with the American Simmental

Association and also eligible to be Golden Certified
registered with the American Brahman Breeders
Association

Go to www.CattleInMotion.com
to view on-line catalog and videos of 
our sale AND for live broadcast with 
internet bidding available on sale day.

www.7PRanch.com
Call us today for your catalog

Auctioneer:
Mark Tillman • 210-216-6754 • TX LIC# 9642

Sale Consultants:
Warren Garrett • 903-316-2889
Bruce Van Meter, Impact Marketing 
and Management, Inc • 770-547-1433

Marty Ropp • 406-581-7835

DOB: 10-8-18 • F1 Simbrah Bred Female
Mr Kallion 1352 x ES Dakota
Due to calve in November to our Angus herdsire,
McKellar Investment

F269

DOB: 1-23-19 • ½ Simmental ½ Angus Bull
CCR Boulder x JC Mr National, going back to
Mytty In Focus on the dam’s side

G57

DOB: 9-7-17 • SimAngus Bred Female
Mr NLC Entrepreneur x Mytty In Focus
Due to calve in January to Hook’s Beacon son

DOB: 10-20-17 • ½ SM ½ AN Bred Female
CCR Frontier x TNT Finale
Due to calve in December to our 
Full Fleckvieh herdsire
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by Lilly Platts

   The Blew family has been raising cattle in Kansas
for five generations. The family’s history with the Simmental
breed began in the 1980s with many of the traditional blood-
lines that solidified the breed’s place in the US. The business
has ebbed and flowed with industry changes, and today, CJ,
his brother, Russell, and their families run a commercial 
operation based on Red Angus genetics. CJ Blew is an advocate
for International Genetics Solutions, and through his commit-
ment to the cattle industry, he has become an industry leader
with important insight into the future of the intersection
between seedstock and commercial philosophies. 

Living on Leased Land
    The most notable element of the Blew
operation is that just over 95% of the land
they run cattle on is leased. This comes with
many challenges, but has also allowed the
family to expand so quickly that their cattle
and genetics can barely keep up with the
room they have to grow. “We’re somewhat
atypical, in that we don’t have the home 
place that has been in the family forever 
that can be the base,” Blew explains. 
    The Blew family decided to use this model
based on the cost of land in their area.
Castleton is the ranch’s home base, and like
many places in the US, rangeland has high
market value for hunting, fishing, and farm-
ing. The cost of leasing allows them to run
enough additional cattle that the profit and
opportunity for expansion outweighs the
benefit of owning more land. Blew does plan
to move toward purchasing more land in the
future, but currently is continuing to focus
on sustaining the leased land. 

    Despite not owning the land, the Blew family has been recognized
for environmental efforts, and is extremely committed to improving
every piece of land they utilize. “We have to be able to differentiate
ourselves in some way for the landowners. We couldn’t do what we do
without the land, and the relationships we have with our land own-
ers,” Blew says. “So, the approach we take with the leased land is that
we do own it, and that it will be in our family forever. We utilize every
tool we can to meet the environmental and stewardship objectives
that we have to improve the land. Whenever there is an opportunity 
to work with a landowner who wants to improve their land long-term,
then it’s going to be a good relationship. It’s one of the reasons we
have been able to grow — we have demonstrated that we can come 
in and use good stewardship.” 

    For young people wanting to get into the cattle business, or simply
expand, the cost of land can be the number one barrier. The Blew
family’s business model is appealing for anyone dealing with the
dilemma of wanting to grow, and according to Blew, being able to
lease land simply takes seeking out opportunity. “The first thing is,
don’t be afraid to go where the opportunities are. We’re spread out
quite a bit because we’re willing to do that. They won’t all be close to
home” Blew explains. “Have a plan and write it down if you need to,
and then build a team. It’s about building those people around you
who will help you be better. It’s the people you go to for advice, and
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The Blew Family has forged a unique
path through the cattle business, 
running their cattle almost entirely 
on leased land while still dedicating
their time to environmental steward-
ship, and focusing on data collection
in their cow herd. 

the people you depend on. Sometimes you may actually pay for it 
with a consultant, but find people who can be your trusted advisors.” 
    Relying on leased land to sustain the entire business does come
with challenges. Blew says, “We try to get long-term agreements when
we can, but they don’t all come with that. We’ve gone through plenty
of frustrating situations where you work your tail off, fixing a place up
and cleaning it up, and then they sell it or you lose it.” He continues,
“It used to really bother us, to put that much work into something
and then watch it go, and I think we finally just came to grips with 
the fact that this is what we do. We really are in the land rehabilita-
tion business. We couldn’t do what we do without leased land. I have
to continuously give credit to our land owners because they give us
the opportunity to do what we do.” 

Balancing Growth and Data
    Data and EPDs are something Blew believes in wholeheartedly.
Currently, due to the opportunity to expand the cow herd, he is hav-
ing to take a more general approach to genetic selection, which comes
with challenges and important lessons as a commercial producer.
“Through IGS, we have EPDs on every one of our cows which is really
cool, and I’ve been able to pull that information out in the past when

we chose our replacement heifers to sort,”
Blew explains. “Right now, the fact is that 
we have been growing so fast that I haven’t
really been able to do that. But I also know
that’s our goal, and what we are going to 
get to. We want to have more information 
in our hip pocket to go make those decisions
going forward.” 
    In addition to the commercial operation,
Blew has found a steady market for Red
Angus replacements, which means they 
have had to incorporate some seedstock 
philosophy into their commercial operation.
Whether a female is going to stay in his own
herd, or go into someone else’s, he balances
maternal selection with the requirement 
that the genetics are conducive for a quality
final product. Blew explains, “If we weren’t
expanding, we would have around 25% that
we wouldn’t keep based on our criteria. For
us, we want to maintain the maternal traits,
which will come first, but we also want to put
pressure on carcass traits and end product
merit. That’s where we have been heading
with bull selection, and I would take the
same approach with our heifers.” 
    This dedication to data has laid a founda-
tion that currently allows Blew to use a 
more general selection process for the pur-
pose of expanding. Selecting heifers currently
includes removing the bottom end, and then
placing extreme emphasis on fertility. Blew
says, “We will do a pelvic measure and get a
reproductive tract score, and when we do
that — including our freemartins and every-
thing else — there are around 20% that fall
out. Those cattle go, and then we literally 
just set the rest up for AI.” He continues, “We
pull heats, and time AI anything that doesn’t
come in, and we put cleanup bulls in for 60
days. We pull the bulls, and 30 days later we
ultrasound. Any of the open females we find
at the 90-day mark go to the feed yard along
with the initial 20% we pulled off and didn’t
breed. Those cattle all go to the feed yard
together. With ultrasound, we find out which
females conceived in the first 30 days, which
is all of the AI breds, plus we’ll have a small
percentage that were bred with the first heat
of natural service.” 
    If the ultrasound shows that a female was
bred in the second half of the 60-day expo-
sure, she will be sold as a bred heifer. While
the current process doesn’t rely as heavily 
on data as Blew would like, the emphasis on
fertility is something he will continue forever.
“We will get to the point where we will use
EPDs and take the bottom end of that bell
curve off. We will still continue to breed a lot
of heifers moving forward. I’m a firm believer
in exposing a lot of heifers, continuing to put
more pressure on fertility, and selecting the
most fertile females.” 
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    Blew continues, “I love the fact that the
two breeds I would want to use are on the
same database. I think that’s beneficial. I
also think there are benefits to IGS in just
the sheer amount of data.” 
    While data reporting from commercial
producers is something Blew encourages, 
he also explains that seedstock businesses
have all of the tools to do so at their finger-
tips, leaving very little excuse for not reporting
all of their data. “I think we need to put pres-
sure on breeders to be more data-centric,”
Blew says. “I think we need more data, the
data needs to be good, and we need to make
sure that we’re evaluating and expressing
that data in accurate terms.” 
   Blew continues, “More data is obviously

better, and I am surprised by the number 
of seedstock breeders who think weaning
weights are a lot of data. I don’t think we’ve
exhausted our efforts to try and get our
direct members and registered seedstock
producers to turn in every bit of data 
they can, like mature cow weights and 
hip heights. I think we have a ways to go,
and an opportunity to get more from the
producers expected to do that.” 

    As a commercial producer, convenience
traits are something Blew also puts a lot of
pressure on. “Looking at the EPDs, we would
look at calving ease, heifer pregnancy, and
stayability, and then I would start to move
into the carcass traits. We’re going to con-
tinue to put pressure on our quality grades,
so marbling will be important to us. Our 
cattle have to yield also. On the sire’s side, 
I want a bull that’s in the top 10% for mar-
bling, and the top 25% for ribeye, when I
think about end product merit.” 

Moving Forward Together
    Simply gaining more data is something
Blew believes can really accelerate progress
for commercial producers, and he also
believes this responsibility needs to go back
to seedstock businesses. “The total herd
reporting thing is huge, and I think some
people don’t understand how big of a deal
that is. The fact that you get all of the data on
every cow is a big thing, because it helps the
accuracy of your EPDs,” Blew explains. “I can
give a vote of confidence to the IGS database.
If we don’t have a good process or evaluation,
then it won’t be something we can utilize or
that we trust to utilize.” 

CONTINUED FROM PAGE 9
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The Blew family retains
ownership of the cattle
that don't stay in the
breeding program, and the
subsequent performance
and carcass data they
obtain is an important
piece of their operation.  

The Blew 
family operation

has gained a 
reputation for

raising and 
marketing 

high-quality 
bred heifers. 

CONTINUED ON PAGE 12
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    Blew also retains ownership 
on his calves as part of a sire test pro-
gram, which in addition to submitting
performance data, requires obtaining
carcass data. “If we’re making the kind
of cattle that we think we’re making or
that we want to make, then we really
need to be retaining ownership on them
to maximize those premiums,” Blew
explains. “When we started, my intention
was to have cattle that would grade 70%
choice or better, and be yield grade 1 and
2. Today our goal is to be 50% Prime or
better, and still be yield grade 1 or 2. We
still have some work to do on the yield
grades, but we are extremely close to
achieving the 50% prime quality grades.”

An Industry for the Future 
    Blew attended college at Hutchinson
Community College, where he studied 
agriculture and was a part of the livestock
judging program. He met his wife, Beckie,
who works full time on the ranch, during this
time. Blew had a handful of cows on leased
land, and coming back to the family business
and expanding with his brother simply made
sense. Their three children, Cole, Caylee, and
Claire, are all involved with the ranch, and
Blew’s parents still serve as supporters and
mentors for the operation. 
    The benefits of being in the cattle business
far outweigh the challenges for Blew. “If it
wasn’t rewarding we wouldn’t do it,” Blew
says. “I go back to some of the stewardship
stuff, and what we can do for the land. We
know they’re not making any more of it, so 
if we can put effort into that and watch that
change, I think it’s really rewarding. On the
cow side, it’s the same thing. I really like the
genetic side — the art of breeding cattle. That
part of it is fun. I also know that people have
to eat, and we have the capability to take
beef, the most nutrient-dense protein, and
make it the most enjoyable eating experience
too. Knowing that gives me comfort that we
will always have something to sell and there
will be a demand for it.” 

The Blew Family, left to right: Luke, Russell, CJ, 

Beckie, Claire, Caylee, and Cole. 

Photo credit: Kansas Livestock Association

Data collection is extremely important for the Blew operation.

CONTINUED FROM PAGE 10
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                                            first-calf heifers would
calve in the first 21 days of the calving season, breed
back in the first 21 days of the breeding season, and
continue to have a calf at about the same time each year
of her productive life. The world is definitely not perfect,
and some cows will not maintain a yearly calving interval
and end up leaving the herd due to inability to conceive
in a timely manner. What has to happen after calving 
for a cow to be ready to re-breed?
    After calving, cows go through a period of temporary
infertility known as postpartum anestrus. Cows will 
not experience estrous cycles during this time. Another
common term associated with this phenomenon is post-
partum interval, which is the time from calving to the
subsequent conception. Postpartum interval plays an
important role in determining a cow's calving interval, 
or the number of days from calving date in one year to
calving date the next year. To maintain a 365-day calving
interval, a cow must have a postpartum interval of 80-85
days. If a shorter calving interval is desired to move the
cow up in the calving cycle, she must have a postpartum
interval of less than 80-85 days.
    Several factors can influence the length of the post-
partum anestrous period, including: uterine involution,
short cycling, suckling effects, and nutritional status. 
    Uterine involution is the regression of the uterus in
both structure and function to a status that is capable 
of carrying another pregnancy. This entails the uterus
returning to a non pregnant size, shape, and position,
shedding all fetal membranes, and the repair of uterine
tissues. This process is completed in approximately 
20-40 days post calving if no complications arise.
    The first ovulation postpartum often occurs without
visual signs of the cow being in heat and is often followed
by abnormal function of the corpus luteum (CL). Normal

By Dr. Rachel Endecott, Director of DNA Research Management

TimingisEverything
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CL lifespan takes up 14–18 days of the
typical 21-day estrous cycle of a beef
cow. The short estrous cycles experi-
enced by cows overcoming postpartum
anestrus are characterized by a CL lifes-
pan of 10 days or less. This is thought 
to be due to high levels of prostaglandin
production and metabolism by the
uterus during uterine involution.
Prostaglandin is responsible for regres-
sion and death of the CL in a normal
estrous cycle, but at the elevated levels
described, that regression and death 
of the CL is premature. If fertilization 
of the egg from this ovulation were to

occur, maternal recognition of pregnancy would fail 
as CL regression would take place too soon, and the
embryo would be lost.
    A nursing calf can be a factor in the length of time a
cow takes to return to cyclicity. One might assume that
the energy demand of lactation is the major issue at play
in this case, but it is actually the suckling effect and
presence of a calf. Suckling triggers a complex system 
of brain and hormone responses that result in lack of
ovulation.  Frequency of suckling has shown to have a
threshold influence on postpartum fertility. Suckling
sessions of two or less per day promote return to cyclic-
ity while sessions of greater than two per day tend to
cause postpartum anestrus. It has been suggested that
the maternal bond between the dam and calf plays an
important role in this phenomenon as well. This may 
be due to the cow seeing, smelling, or hearing her calf 
or all of the above!
    Plane of nutrition is an important part of cattle man-
agement throughout the production cycle. Pre-calving
nutrition is probably more important than post-calving
nutrition in impacting postpartum interval length. Cows
with inadequate energy reserves typically have several
follicular waves before a successful ovulation. Without
ovulation, no CL forms and estrous cycles are not initiated.
Due to the dramatic increases in nutrient requirements
during late gestation and early lactation, intervention to
improve cow condition during times of the year when
nutrient requirements are lowest (post weaning, for
example) will result in the most efficient use of nutrients
by the cow at a lower cost.
   Many different factors interact to impact the postpar-
tum anestrous period in beef cows. This post-calving
period of temporary infertility can’t be avoided, but
through an understanding of the systems at play, it 
can be managed to ensure reproductive success during
the breeding season.

In a perfect world,

Four common management factors can
improve a cow’s breeding-back period 
and her stayability in the herd.
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    For the first time in Beef Improvement Federation (BIF)
history, an engaged group of 1,200 attendees from all seg-
ments of the beef cattle industry gathered online for the 2020
BIF Annual Meeting and Research Symposium, June 8-12.
The conference was hosted on the Zoom webinar platform, and
following the educational sessions, the presentations and PDF
slides were archived on YouTube for later viewing.
    Each day covered varying sessions such as applications of
technology and utilization of big data. The depth and breadth 
of the industry was apparent throughout the meeting, as topics
ranged from learning about low-pass sequence data in genetic
evaluation to cow milk production compared to calf size.
    On June 8, BIF announced new directors and officers. Joe
Mushrush, Strong City, Kansas, was introduced as the 2020-2021
BIF president, and Matt Perrier, Eureka, Kansas, is the new vice
president. New directors elected to serve on the BIF board were
producers John Irvine, Manhattan, Kansas, former ASA Board of
Trustees member; Troy Marshall, Burlington, Colorado; and Joy
Reznicek, West Point, Mississippi. New association representa-
tives elected were Shane Bedwell, American Hereford
Association; Kelly Retallick, American Angus Association; and
Matt Woolfolk, American Shorthorn Association.
    Bob Weaber, Kansas State University professor and a former
Director of Performance for the American Simmental Associa-
tion, was announced as the new BIF Executive Director. Weaber
will be taking the reins from Jane Parish, Mississippi State Uni-
versity, who served as executive director from 2015-2020. 

    Rounding out the group of Simmental representation on 
the BIF Board are Dr. Jackie Atkins, ASA Director of Science and
Education; former ASA Board Chairman Gordon Hodges, Hamp-
tonville, North Carolina; and Simmental breeder, Gordon Jones,
Bowling Green, Kentucky. 

BIF Releases New Wiki-based Guidelines
for Performance Evaluation 
    Since its establishment in 1968, the primary purpose of BIF
has been to bring standardization to performance testing and
evaluation. In keeping with this mission, BIF recently unveiled
the latest version of its Guidelines for Uniform Beef Improve-
ment Programs. After nine printed editions, the Guidelines have
been reinvented in a web-based Wiki format, which can be found
at http://guidelines.beefimprovement.org.
    The new Wiki-based BIF Guidelines are divided into three
principal sections: 1) Data Collection and Processing; 2) Genetic
Evaluation; and 3) Selection and Marketing. In addition, there
are sections about BIF and a “Useful Pages” section that con-
tains an invaluable “Essential Reading” list for producers
interested in delving deeper into all things related to the objec-
tive evaluation of beef cattle. There are also “hot links” in most
sections of the Guidelines, which leads producers, industry
personnel, and academics to explanations of related subjects.
    The need for industry standardization is just as important as
it was in 1968 when BIF was founded. The new online Wiki
version of BIF Guidelines will allow for more rapid updates as
the guidelines are improved.

2020 Beef Improvement Federation Meeting
An unprecedented event, beef industry leaders and producers

gathered virtually for the 52nd BIF meeting.

BIF Guidelines are now available in an online format that allows 
for more rapid updates.

16 SIMTALK
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Save The Date for BIF 2021
The 53rd Annual Beef Improvement Federation Meeting 
and Research Symposium will be held June 22-25, 2021, 

in Des Moines, Iowa.

Donnell Brown Receives 
Continuing Service Award
    The Beef Improvement Federation
(BIF) presented Donnell Brown, Throck-
morton, Texas, a BIF Continuing Service
Award on June 10 during the group’s
annual meeting and symposium online.
Continuing Service Award winners have
made major contributions to the BIF
organization. This includes serving on
the board of directors, speaking at BIF
conventions, working on BIF guidelines,
and other behind-the-scenes activities.
As BIF is a volunteer organization, it is this contribution of time
and passion for the beef cattle industry that moves BIF forward.
    Brown owns and manages the R.A. Brown Ranch seedstock
division, along with Kelli, his wife. R.A. Brown Ranch consists 
of Angus, Red Angus, and SimAngus cattle and sells genetics
across the country. Donnell and Kelli are fifth-generation ranch-
ers, and work closely with their sons, Tucker and Lanham,
to continue the tradition of raising and merchandising top 
quality seedstock.

The Yon Family

Donnell Brown

18 SIMTALK

Yon Family Farms named 
Seedstock Producer of the Year
    The Beef Improvement Federation (BIF) recognized Yon
Family Farms, Ridge Spring, South Carolina, as the BIF Seed-
stock Producer of the Year Award on June 10 during the group’s
annual meeting and symposium online. This national award is
presented annually to a producer to recognize their dedication
to improving the beef industry at the seedstock level.
    Kevin and Lydia Yon are first-generation cattle producers who
grew their business from 100-head operation to 1,500 cows and
thousands of acres of crop, pasture, and timber land. They host
two production sales a year, and each February, the family sells
200 registered bulls and 100 females, and market another 300
bulls and 100 females in an October sale. Listening to the needs
of their customers, they have introduced Simmental and Bran-
gus genetics to their Angus-based cow herd to provide a broader
bull offering.   

2020 Beef Improvement
Federation Meeting

CONTINUED FROM PAGE 16
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THE is tailored for 
any producer: 
• Who needs EPDs on the whole 
calf crop to make informative 
selection decisions, or

• Who collects data on the 
whole calf crop but has 
minimal registrations, or

• Who only needs EPDs for 
replacement heifer selections, or

• Who runs cows that are registered,
commercial or other breeds.

For more information contact a THE specialist at 
406-587-4531 ext. 704 or by email the@simmgene.com.

Designed to gather production, longevity, and 
fertility data on the whole cow herd.

Herds that 
participate in THE:
• Are included in the world’s
largest multi-breed genetic 
evaluation.

• Receive more informative EPDs.

• Improve cow records and
develop pedigrees.

• Have access to free online 
data submission, reports, 
management software, and
genetic trends.
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    Calf Crop Genomics, a recent program launched by the
American Simmental Association in collaboration with
Neogen®, offers a 50% off GGP-LD  genomic test including
parentage ($25 compared to $50 equivalent test) to partici-
pating breeders who test their entire calf crop.  Genotyping
entire birth groups is important to 1.) use genomically-
enhanced EPDs (GE-EPDs) for selection decisions 
2.) reduce selection bias in genomic predictions, and 
3.) increase the volume of genotyped animals for future
improvements to genetic predictions. The latter two points
make any singular genomic test in the future better for all
members using genomics.

How can members benefit from partici-
pating in the Calf Crop Genomics?
1.)  Half-off testing and much more complete informa-
tion to make selection decisions. Genomic testing is
most valuable in cattle with low-accuracy EPDs and

when used to make selection decisions.  By testing the
entire candidate pool of males, females, or both, breeders
can make more informed selection decisions earlier in an
animal’s life, saving valuable resources spent developing
bulls and heifers.

2.) Additional money back with complete weight 
trait and carcass records. Complete calf-crop pheno-
typic records also improve EPD predictions.  The Calf
Crop Genomics project offers a $5 rebate if 90% of the
birth group in a breeder’s possession have birth, wean-
ing, and yearling weights. Furthermore, if carcass records
are submitted on the terminal calves, breeders can qualify
for a $15 rebate.

3.) Parentage included. The current error in parentage
is estimated at 7%. Large scale testing will reveal and
help correct pedigree errors, resulting in more accurate
EPD predictions. 

By Drs. Jackie Atkins and Rachel Endecott

Background
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Empowering members with better selection tools.

4.) Easier future parentage testing. For calves that are
developed into seedstock, their parentage markers will
already be on file making future parentage calls on their
calves easier. 

5.) Additional trait testing optional. Trait testing is 
considerably less expensive when coupled with 
genomic tests.  These add-ons are available at the 
current GGP-LD prices.

What are the results of the Calf Crop
Genomics test?
    Members will receive GE-EPDs and parentage on each
calf they test plus any add-on tests they requested. The Beef
Improvement Federation states that genomic testing is best
used in conjunction with other predictors of genetic merit
(phenotypic records, pedigree, etc.). The ASA does not
return molecular breeding values alone (not incorporated
into EPDs).  In order to receive a GE-EPD, animals must
first have an EPD.  Total Herd Enrollment (THE) offers
options that provide EPDs on the entire calf crop (Options
A, C, and D [females only]).  Members who are not in 
THE can receive EPDs by registering the calves.  

Do members have to genotype all their
calves to qualify for the reduced rate? 
    In order to qualify for Calf Crop Genomics pricing,
members must submit DNA on a complete birth group.
Since heifer and bull calves are evaluated separately,
you can submit all your heifers OR all your males OR both,
born in the same season.  There is a 10% cushion to give
a little room for deceased animals, but the goal is to cap-
ture genomic information on the entire calf crop before
selection decisions are made.  For example: if you have 
20 male calves born in the spring, then you will need to
submit at least 18 male DNA samples to qualify.  

Can members order other tests (like 
coat color and horned/polled) in addition
to the genomic and parentage tests?
    Yes, the same add-on DNA test options available with
GGP-LD will be available with the Calf Crop Genomics
project.  Members need to indicate additional traits to 
test on the order form submitted to the ASA.  

What do members need to participate in 
Calf Crop Genomics? 
• Tissue Sampling Units (TSUs) collected for all calves
• An ASA number for each calf  
• An electronically-submitted DNA order form
• A signed project agreement form 

• Since the results of the test are genomically enhanced
EPDs, calves will need to have EPDs in order to
receive a GE-EPD.  See page XX to see if EPDs are
available on your calf crop.

When will I have results for my herd?
    If all goes smoothly, there will be a 6 to 8 week turn-
around time from the time the samples are sent to receiving
GE-EPDs.  If samples are mislabelled or incomplete infor-
mation is sent, this will increase the turnaround time. 

What types of DNA samples are accepted
by the lab?
    The only type of sample accepted for this research
project is Tissue Sampling Units (TSUs).  The TSUs are 
$2 each for the sampling units and an applicator is
$40.00.  The member is responsible for all shipping 
costs associated with sending kits.  

Is parentage included?
    Yes, this test includes parentage markers.  As long as
the parents have SNP parentage markers on file with the
ASA and the progeny has parents listed on their pedigree
in Herdbook, the parents can be verified.

How does the rebate work?
    $5 Weight Trait Rebate
    There is a weight trait rebate where members receive a
$5 rebate after they submit 90% of the birth group weights
at birth, weaning, and yearling age on animals in their
possession at those times. This will require a current
inventory is maintained with the ASA (either updating
disposal codes if members are in THE or sending a list 
of culled cattle to the ASA if members are not in THE)  
*If terminal calves are later harvested and carcass records
are in Herdbook, they will count towards the 90% thresh-
old for yearling phenotypes.

    $15 Carcass Rebate
    Calves that are later harvested can qualify for a $15
rebate once the carcass record is entered into Herdbook.
The potential number of terminal calves within the birth
group must be pre-approved prior to testing or the mem-
ber may not be guaranteed the $15 rebate. 

*Animals will only qualify for one phenotypic rebate.

Where can I find out more information?
www.simmental.org/ccg

Who should I contact with more questions?
Email researchdna@simmgene.com or call 406-587-4531.
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Best Practices to Receive the 
Most Accurate Genetic Predictions.

26 SIMTALK

Jackie Atkins, Ph.D. Matt Spangler, Ph.D.

Bob Weaber, Ph.D. Wade Shafer, Ph.D.
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Total Herd Enrollment (THE)
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Best Practices for Genomic Testing

1

2

3

Cow Herd DNA Roundup (CHR)

Carcass Expansion Project (CXP)   
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Following is a list of 2017 Carcass Merit Program (CMP) bulls, 
with 2018 born calves.

Bull Class of 2017 Results

    Of all the performance programs offered to the American
Simmental Association (ASA) membership, the Carcass Merit
Program (CMP) is the hallmark program for unbiased, commer-
cial data collection. Certainly, its primary mission is to gather
rare carcass data on the progeny of young bulls, but the CMP
also brings in mature cow records and replacement female data
as well as novel trait data such as feed intake. The test has seen
notable improvements over the years such as new commercial
herds signing on, partnering with feedlots to get feed intake data
on some of the calves, and adding genotyping tests to all of the
terminal progeny. These improvements provide enhanced value
back to the owners of the CMP bulls and any breeder who uses
those genetics in their breeding program.

    At its core, the CMP is designed to work with and incentivize
commercial herds to use Simmental genetics and provide a basis
for data collection and research. Understandably, the cooperat-
ing herds direct their program and are given the driver’s seat for
breeding decisions. A list of nominated sires are compiled for
each participant and they select the bulls they would like to use
in their breeding program. Multiple bulls are placed to ensure
proper statistical design.
    The class of 2017 had 38 bulls sampled in 9 herds. A total 
of 3,342 calf records were reported and of those, 565 carcass
records were reported. 
    This year, a couple of promising enhancements were made.
All of the sires represented in this class of bulls will have a
research Low-Pass Sequence panel performed. This test is the
most robust research panel as it imputes to the full genome
rather than relying on selected markers. Since the CMP bulls 
are high-use animals, this test is incredibly important for
advancements in marker discovery. 
    The CMP continues to be a driving force for quality data
collection and analysis of the industry’s top young Simmental
sires. Anyone interested in participating can learn more at
www.simmental.org .

2914314     3C BEAU NS 4332B BZ                        PB SM              30               7           15.3     20.3     38.7    -0.52     0.23     -0.112    1.12    151.8    74.6
                                                                                                                                                            0.69       0.35       0.63     0.47       0.58        0.49        0.57

3164799     ASR WESTERN JUSTICE D616              PB SM              31             14           14.5     19.1     24.1    -0.47     0.05     -0.109    0.8      138.7    73.1
                                                                                                                                                            0.56       0.26       0.61     0.47       0.54        0.51        0.56

2912227     BAR CK NO EQUAL 4118B          1/2 SM 1/2 AN        9                6           20.8     16.4       3.9    -0.07     0.97     -0.013    0.06    183.5    89.8
                                                                                                                                                            0.69       0.34       0.71     0.54       0.67        0.6          0.68

3043241     BAR CK/TBEF BALANCE 5186C    1/2 SM 1/2 AN       33             17           15.8     17        49.6    -0.08     0.61      0.038    1.08    154.8    79.4
                                                                                                                                                            0.62       0.31       0.73     0.56       0.72        0.66        0.71

3112013     CCR PAY DIRT 2340C                   1/2 SM 1/2 AN       44             22           10.1       9.6     47.0    -0.03     0.67     -0.017    0.46    140.1    89.2
                                                                                                                                                            0.62       0.29       0.71     0.54       0.67        0.61        0.67

3111909     CCR PAYDAY 0320C                    1/2 SM 1/2 AN       39             13           10.4     14.0     55.2     0.07     0.39      0.005    0.42    128.5    78.2
                                                                                                                                        0.67       0.33       0.65     0.48       0.55        0.49        0.6

3111910     CCR PAYWEIGHT 0327C              1/2 SM 1/2 AN       46             14           10.9     10.6     56.4     0.03     0.38     -0.017    0.37    123.4    79.0
                                                                                                                                                            0.69       0.33       0.68     0.5         0.61        0.54        0.63

3152346     CDI MAINLINE 265D                   3/4 SM 1/4 AN       16             12             8.3     23.7     39.7    -0.41     0.13     -0.095    0.95    136.2    76.8
                                                                                                                                        0.63       0.28       0.65     0.48       0.62        0.47        0.62

3178338     CDI PRIME EXAMPLE 310D       3/4 SM 1/8 AN 1/8 AR   25               6           12.1     19.4     34.8    -0.49     0.06     -0.103    1.05    140.6    75.4
                                                                                                                                        0.59       0.31       0.61     0.45       0.56        0.48        0.56

By Lane Giess, Director of Commercial & Nontraditional Data Programs

     ASA                                                                             # of     #ofCarcass                                                                                          
  Number             Name                                Breeds       Progeny    Records       CE     Stay     CW    YG     Mrb        BF      REA     $API     $TI
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     ASA                                                                             # of     #ofCarcass                                                                                          
  Number             Name                                Breeds       Progeny    Records      CE     Stay     CW    YG     Mrb        BF      REA     $API     $TI

2735675     CLRS AUSTIN 878 A                    3/4 SM 1/4 AN       32             10           15.4     26.7     19.4    -0.38     0.4       -0.076    0.73    163.8    76.1
                                                                                                                                                            0.56       0.36       0.59     0.45       0.56        0.47        0.55

3097854     CLRS DIVIDEND 405D                         PB SM              46             25           10.9     18.5     36.9    -0.26     0.13     -0.066    0.66    140.0    78.6
                                                                                                                                                            0.72       0.32       0.69     0.52       0.63        0.56        0.66

3080731     EAGLE PASS CONVERSION         3/8 SM 5/8 AN       33             15           18.7     17.2     45.0    -0.05     0.75      0.003    0.64    167.8    90.9
                                                                                                                                                            0.67       0.33       0.65     0.5         0.62        0.56        0.62

3025430     ES LOADOUT CA11-2 **                     PB SM              12               7             8.6     15.3     64.7    -0.67    -0.19     -0.144    1.67    110.5    68.0
                                                                                                                                                            0.56       0.33       0.56     0.44       0.53        0.45        0.55

2912279     GAMBLER 5-3                             5/8 SM 3/8 AN       33             12           20.7     18          9.2    -0.11     1.1        0.003    0.38    193.7    91.6
                                                                                                                                                            0.64       0.3         0.68     0.52       0.66        0.59        0.64

2676362     GIBBS 1084Y TUX & TAILS **                PB SM              23               5             6.5     15.5     24.5    -0.47    -0.11     -0.078    1.06    107.3    62.4
                                                                                                                                                            0.58       0.31       0.57     0.43       0.51        0.44        0.54

2722999     GIBBS 2698Z BIG JOHN *                   PB SM               9                8             8.2     16.9     46.7    -0.46     0.13     -0.101    1.11    128.9    74.3
                                                                                                                                                            0.57       0.35       0.62     0.46       0.55        0.45        0.59

2722668     GIBBS 2905Z MR CLEAN             1/2 SM 1/2 AN       38             17           10.0     18.8     28.0    -0.12     0.64     -0.003    0.59    150.9    80.1
                                                                                                                                                            0.57       0.26       0.65     0.49       0.62        0.54        0.59

2968336     GIBBS 4340B NIGHTHAWK         5/8 SM 3/8 AN       44             25             9.3     15        47.5    -0.08     0.67      0.005    0.79    145.4    84.5
                                                                                                                                                            0.6         0.24       0.68     0.52       0.64        0.56        0.64

2968383     GIBBS 4478B RELEVANT **                  PB SM              27               7           11.3     18.7     31.5    -0.48     0.12     -0.109    0.93    135.1    71.1
                                                                                                                                                            0.56       0.29       0.58     0.44       0.54        0.46        0.55

3104722     GIBBS 5063C HOME RUN           5/8 SM 3/8 AN       40             27           18.4     17.8     40.2    -0.15     0.11     -0.03      0.64    136.4    69.8
                                                                                                                                                            0.62       0.33       0.66     0.51       0.66        0.57        0.62

3104991     GIBBS 5121C MOUNTAIN MAN    1/2 SM 1/2 AN       22             14             7.7     15.2     26.2    -0.29     0.24     -0.074    0.54    121.3    74.1
                                                                                                                                                            0.52       0.28       0.6       0.47       0.6          0.51        0.58

3104364     GIBBS 5381C AJAX                     5/8 SM 3/8 AN       22               9             5.5     16.6     33.5    -0.25     0.72     -0.059    0.64    142.9    81.2
                                                                                                                                                            0.56       0.25       0.6       0.46       0.54        0.46        0.58

2854180     HOOK`S BEACON 56B                       PB SM              41             18           17.2     20.3     38.7    -0.54     0.7       -0.047    1.7      188.9    97.6
                                                                                                                                                            0.86       0.55       0.77     0.58       0.78        0.68        0.74

3132748     HOOK`S DROVER 13D                1/2 SM 1/2 AN       31             17           16.1     12.8     51.9     0.05     0.18      0.023    0.58    128.4    76.4
                                                                                                                                                            0.54       0.32       0.66     0.51       0.62        0.58        0.62

2942929     IR FULLY LOADED B16                  1/2 SM 1/2 AN       31             20           17.3     13.4     16.9    -0.05     0.54      0.024    0.44    145.6    73.6
                                                                                                                                                            0.65       0.32       0.66     0.5         0.62        0.54        0.63

3169708     KBHR/TBEF DELUXE D001            1/2 SM 1/2 AN       37             14             8.6     13.4     58.0    -0.06     0.94     -0.022    0.66    162.4  101.0
                                                                                                                                                            0.59       0.31       0.69     0.53       0.65        0.61        0.65

3133113     KOCH BIG TIMBER 685D                     PB SM              27             12           16.9     17.7     34.7    -0.19     0.34     -0.042    0.6      158.8    83.8
                                                                                                                                                            0.8         0.36       0.69     0.52       0.64        0.57        0.66

3036869     MCDF DUAL PREMIUM 571C       1/2 SM 1/2 AN       27             17             7.0     17.9     38.3    -0.05     0.85     -0.008    0.47    151.6    79.2
                                                                                                                                                            0.56       0.29       0.6       0.46       0.58        0.5          0.56

3191784     NIGHTVISION ADV D4371          5/8 SM 3/8 AN       48             33           16.3     17.9     18.9    -0.36     0.75     -0.043    0.93    168.9    88.0
                                                                                                                                                            0.61       0.32       0.69     0.52       0.63        0.56        0.65

2749844     OVAL F ALL TIME A322                        PB SM              29             13           11.0     17.2     43.9    -0.43     0.14     -0.113    0.92    135.7    79.0
                                                                                                                                                            0.66       0.36       0.67     0.5         0.62        0.55        0.62

3163401     RC XCEED 063D                          1/2 SM 1/2 AN       49             25           12.8     15.8     47.3     0.1       1.33      0.004    0.2      194.1  104.6
                                                                                                                                                            0.65       0.32       0.68     0.51       0.63        0.55        0.63

3164369     SCHIEFELBEIN GRIZZLY 7596 **   1/2 SM 1/2 AN        5                2           11.4     16.1     37.2    -0.22     0.08     -0.026    0.85    123.0    73.2
                                                                                                                                                            0.48       0.32       0.53     0.42       0.5          0.44        0.52

3191680     SPECIAL EVENT ADV D3022        3/4 SM 1/4 AN       32             24           13.1     15.1     36.9    -0.41    -0.06     -0.111    0.78    115.8    72.5
                                                                                                                                                            0.54       0.29       0.63     0.49       0.61        0.55        0.6

3022434     TJ DARKHORSE 452C *                1/2 SM 1/2 AN       17               3           17.1     19.6     31.8    -0.03     0.41      0.022    0.55    153.8    75.2
                                                                                                                                                            0.68       0.34       0.62     0.46       0.6          0.44        0.59

3148116     TJ DIPLOMAT 294D                      1/2 SM 1/2 AN       73             30           12.0     19.2     42.7    -0.1       0.6       -0.006    0.69    156.2    84.8
                                                                                                                                                            0.74       0.28       0.7       0.53       0.68        0.58        0.66

2891336     TJ MAIN EVENT 503B                  1/2 SM 1/2 AN       40             14           12.8     16.9     43.1    -0.38     0.18     -0.087    0.95    134.8    82.3
                                                                                                                                                            0.76       0.46       0.76     0.56       0.7          0.63        0.72

3041151     W/C RAPID FIRE 2101C              1/2 SM 1/2 AN       46             18             9.4     15.0     56.7    -0.08     0.66      0.001    0.86    143.6    77.5
                                                                                                                                                            0.65       0.28       0.66     0.48       0.6          0.52        0.59

3115609     WS RED MOON D76                          PB SM              33             13           17.2     10.6     29.5    -0.45     0.21     -0.106    0.85    136.8    78.7
                                                                                                                                                            0.67       0.14       0.63     0.47       0.52        0.48        0.6

      * Used in previous CMP year
      ** Used in following CMP year
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The commercial programs offered by 
the American Simmental Association (ASA)
are an effort to provide genetic tools to the
largest sector of the beef industry— the cattle
operations.  These efforts are supported through
multiple ASA programs and the world’s most
comprehensive beef genetic database.  The 
three pillars to ASA Commercial Programs are
the:  Total Herd Enrollment — Commercial
option (THE-CM), Cow Herd DNA Roundup
(CHR), and the IGS Feeder Profit Calcula-
torTM (FPC). These programs allow commercial
producers to maximize the genetic awareness
surrounding their program and to make better
management and selection decisions.

Each of these programs are designed to offer
assistance at three key management moments 
in commercial operations; Breeding, Heifer
Selection, and Weaning. This article will
briefly dive into how each program functions.

Total Herd Enrollment —
Commercial

The THE-CM is the foundation to these pro-
grams and allows participants to fully capitalize 
on the true genetic awareness of their cow herd.
This is a whole-herd  reporting program that helps
isolate the known genetic potential of every female
owned.  The industry’s best metric for understand-
ing genetic merit on individual animals is through
an expected progeny difference (EPD).  Simply 
put, an EPD describes the difference in production
value for a given trait compared to other cattle.
These are all calculated through pedigree relation-
ships and performance records — and genomics 
if desired. Selection indexes take that one step fur-
ther by combining multiple economically relevant
EPDs along with industry costs and thresholds 
into a prediction model.  Seedstock breeders
undoubtedly use EPDs and selection indexes to
make mating decisions.  Why shouldn’t commercial
producers have the same technology?

Follow this link to learn more about THE-CM:
www.simmental.org/commercial

by Lane Geiss, Director of Commercial 
and Nontraditional Data Programs
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9ST-ASA Commercial Programs Building Block 2pg 4c.qxp_Layout 1  8/12/20  1:49 PM  Page 2



Cow Herd DNA Roundup
The CHR is an opportunity to push the 

accelerator on female genetic awareness.  Every
cattleman knows which cow is his best producer,
but do they know right away which replacement
heifer will fill that role?  The field of genomics
allows us to gain a better understanding of a young
heifer’s genetic potential even before she starts 
producing.  This technology uses known regions 
on the bovine genome that impact specific eco-
nomically relevant traits.  For example, longevity in
cattle is known once they’ve been in production
for almost a generation, but producers would hope
to know that information before they invested time
and money in replacements.  Through genomics,
we can use known genetic markers to give an 
indication of whether a female may last in the 
herd longer (or shorter) than others.  The CHR 
will provide years of information before you have
to invest years of time. 

Follow this link to learn more about CHR:
www.simmental.org/chr

IGS Feeder Profit 
CalculatorTM

While the other two programs are focused
around the cow herd, the FPC is centered around
where commercial producers make ends meet.
They’ve invested a lot of time and money into not
only their cow herd, but also their bull battery
because they know the role genetics play in the
end product.  They’ve also invested in their manage-
ment protocols to ensure the feeder calves they
raise will stay healthy and perform in the feedlot.
These investments help producers stay profitable
and build a more valuable feeder calf, but are their
buyers aware of their commitment?  The FPC is a
third-party view of the profit potential on a calf
crop through the understanding of genetics, 
health, and management.  Buyers want low-risk,
high-potential calves with earning potential.  
Producers want to highlight that their calves fit
potential buyer’s needs.  As opposed to traditional
marketing slogans and empty statements let’s 
provide true awareness.  We can Know or Guess.
Choose Know. 

Follow this link to learn more about the FPC:
www.internationalgeneticsolutions.com

ST
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animal with lower feed intake for a certain level of perfor-
mance. Although RFI is not phenotypically correlated to
performance traits, there is genetic correlation. Selection
for lower RFI would impact other performance traits such
as weaning and yearling weight. 
    There are also significant disadvantages to RFI. First,
RFI has a tendency to favor slower growing animals
which may not be the most profitable animal. RFI is the
result from a multiple regression model (requiring statis-
tical software to compute) where the variables included
in the model can vary depending on the testing facility
and could affect the ranking of animals within a contem-
porary group. In addition, the actual RFI value can only
be compared to other animals included in its calculation
and cannot be directly compared to RFI values from dif-
ferent tests or locations. 

Feed Intake:
    Feed intake is defined as the measure of actual feed
consumed by an animal and as a result, can be compared
across different tests. Conceptually, FI is easy to under-
stand and doesn’t require any additional calculations. An
increase in FI simply means that the animal consumed
more feed and vice versa. However, FI is not a measure 
of efficiency since it gives no indication of an animal’s
performance but is significant in the calculation of feed
efficiency traits such as RFI. FI intake is influenced by
many physiological factors and is correlated to perfor-
mance traits such as average daily gain. As a result, 
as an animal’s body size increases, so does FI.

By Randie Culbertson, Ph.D. 
IGS Lead Geneticist

   Cattle producers have become increasingly aware
of the need to improve feed utilization in beef cattle.
It is reported that feed costs are the largest expense to
cattle producers accounting for 50 to 70% of total pro-
duction costs. When corn prices approached $7 per
bushel, the price of feed accounted for 80% of production
costs for many feedlot operations. Decreasing feed costs
without sacrificing animal performance would have a
large economic impact on beef operations. The question
then remains, how?
    In the context of selecting cattle who are more feed
efficient there is a large debate over what is the best 
phenotype, how to incorporate it into a breeding program
or genetic evaluation, and what impacts selection would
have on other performance traits. The two phenotypes at
the center of this debate are feed intake (FI) and residual
feed intake (RFI). 

Residual Feed Intake:
    Residual feed intake is defined as the difference
between what the animal’s actual measured feed intake
was compared to his expected intake given his level of
performance. A negative RFI represents an animal who
ate less than what he was expected to eat, and a result
would be considered to be a more feed efficient animal. 
    Some of the advantages to RFI are that it is a measure
of feed efficiency since it accounts for the animal’s level 
of performance and has no phenotypic correlation to
traits included in its calculation (i.e. average daily gain).
Therefore, selecting for lower RFI would select for an

SELECTING FOR FEED EFFICIENCY
INBEEFCATTLE
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So why the debate?
    The question of incorporating FI or RFI into a breeding
objective is an ongoing debate. The reduction of FI should
not be the sole objective of a breeding program, instead,
selection for improved feed efficiency could be achieved
by simultaneous selection for all traits that influence
production profitability rather than individual trait selec-
tion. This can be accomplished through selection based
on an economic index with appropriate weighting for
performance traits as positive and feed intake as nega-
tive. As a result, feed efficiency would not have to be
explicitly calculated and genetic selection for improved
production efficiency could be achieved through simulta-
neous selection for all traits that influence profitability
rather than individual trait selection. 

Example of Residual Feed Intake (RFI) for two steers
from the same feeding trial.
                                         Steer A            Steer B
    RFI                                    -4.90                   -3.09

    Average Daily Gain           2.48 lbs/day        4.35 lbs/ day

    Average Feed Intake*       22.33 lbs/day      29.20 lbs/day

    Final Test Weight              915 lbs                1300 lbs

Steer A is considered the more feed efficient animal based
on his RFI (lower number is better) but he is also much
smaller than steer B with an average daily gain that is
about half. Although steer A might save you money with
lower feed costs, he might not be as profitable given his
small size.  RFI doesn’t take into account other produc-
tion traits that may affect profitability.  
Using an index that includes FI, average daily gain,
and carcass traits is the best way to select for prof-
itable genetics.
* Feed intake reported on a dry matter basis.

Conclusion: To maximize profit, use FI in an index with
other economically relevant production traits (i.e. average
daily gain and carcass traits) to advance your genetic
prowess in the commercial industry. At the end of the day,
your breeding objective shouldn’t be just the reduction of
feed but the increased profitability of your customers’ cattle.
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To advance your genetic
prowess in the commercial
industry and to maximize

profit, use feed intake in an
index with other economically

relevant production traits.
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“Thank you to the AJSA for putting on this high-quali-
ty and educational event. I’ve enjoyed every minute
and look forward to watching this program grow. 
I will totally do this again!”
– Audrey Redalen, program participant, MN

“Many thanks to the entire staff at the American
Junior Simmental Association who put forth so much
effort to make this opportunity possible for me and
all the other young people who have been involved 
in this opportunity. Thank you!”
– Madeline Smith, program participant, KY

“I just wanted to start my last monthly summary by
saying thank you. Thank you for having this awesome
program for me to participate in my senior year of
high school. I have enjoyed every minute of it, and 
I am excited to watch this program grow and have
hundreds of participants in the upcoming year.” 
– Carlye Rodenbeck, program participant, TX

“Thanks to you all at AJSA! It’s been a great experience!
Mitchell said to me last night, “now that my last write
up is done, I’m gonna miss it!” Kudos to you all!” 
– Jen Vaad, program parent, CO

“Thank you for all your hard work making this 
happen and working through all the kinks for us! 
– Brady Wulf, program participant, MN

“I have enjoyed the competition and learned so 
much over the past months.” 
– Ella Fischer, program participant, MO
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2021 AJSA Steer
Profitability Competition
The AJSA Steer Profitability Competition (SPC) is designed to provide junior 

members mean ingful exposure to the opportunities and challenges associated with
cattle feeding. The SPC will not only allow participants to measure and compare 

the profitability of their own animal(s), but of greater importance, it will introduce
young beef enthusiasts to peers, mentors, industry advocates, and experiences that
are exceedingly difficult to acquire for any beef producer. Participants in the SPC

program will be powerful voices as they transition from junior membership 
to adult participation within the beef industry.

Animal Requirements
1. Steers only
2. Entrant must by an AJSA member
3. Animals must be entered in the ASA database
4. One parent on file in the ASA database
5. Birth date range: 1/15/20 to 4/15/20
6. Weaning date range: 8/15/20 to 10/15/20
7. Castration must occur prior to weaning
8. Steers must weigh 500 - 750 lbs at delivery
9. Steers must be polled or dehorned
10. Any breed composition welcome provided

they meet rules 1-9

Contest Guidelines
1. Entry fee of $65/ head

2. Feedlot placement approximately November 1

3. All decisions at the discretion of feedyard

4. Harvest will occur approximately May 2021

5. Participation in monthly e-meetings

6. Entrant will receive reports on:
a. Monthly feed and health bill
b. Final feedyard data
c. Final carcass performance data

Animals must be entered by 10/2/2020. 
Go to: juniorsimmental.org to register or find more information.

CONTEST DETAILS:
1) All steers on GrowSafe feed intake system throughout
the entire project.

2) Individual intake and gain information on all steers.
3) Monthly weights on all steers.
4) Steers will be fed at University of Missouri Beef
Research & Teaching Farm in Columbia, MO.

5) A monthly newsletter highlighting SPC details, 
industry news and steer performance.

6) Monthly bill detailing specific expenses on each steer.

Winners will be announced at the 2021 National Classic Awards Banquet.  
Awards will be granted for the top three animals overall, 

top three pen of 3 overall, and top monthly write-up participant.

Continued 
This Year
Different feedback formats 
each month

n Short essay questions with prompts

n Infographic or social media post

n 1/2 to 1 page summary

n Short online quiz tailored to 
participant age
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By the International Genetic 
Solutions Science Team

1. A new definition of contemporary
groups based on the age of the dam.

    Regardless of how users designate contemporary
groups (CG), all calves born from first-calf dams will 
be placed into a separate CG from calves out of mature
cows. Given the vast majority of producers actually man-
age this age group separately, it is reasonable to define
their calves as their own CG. Handling these as separate
CG will reduce the environmental noise caused by differ-
ent management strategies and biological constraints 
for this age group. 

2. Milk modeling updates.
    The magnitude, and even direction, of the correlation
between weaning weight direct and milk, has been long
debated in scientific circles. In fact, there is a wide range 
of estimates that exist in the scientific literature. Given
that, the science team developed a model that assumes
milk and weaning weight direct are independent (i.e.,
genetic correlation of 0). In addition, with some of the
other proposed updates, it was discovered that the evalua-
tion solved more effectively when genomics were removed
for Milk EPDs. In light of this discovery, the IGS Milk EPD
will not use genomic information for the time being.

3. Different variances for different sexes.
    Males usually have a higher growth potential than
females simply due to gender. As a consequence, the
variation associated with their weights also tends to 

be greater. This difference in the amount of variation
between the sexes are set to a male scale in the 
up-dated growth trait predictions. 

4. New DNA Marker subset.
    As the number of genotyped animals has increased,
so has our ability to estimate marker effects and identify
subsets that are more predictive. Relative to growth
traits, a new (and larger) subset of markers has been
identified to add more accuracy to EPD.

5. Accounting for different birth weight 
collection methods.

    When we began looking into growth trait data, we
discovered that not all birth weights followed expected
amounts of variation. Some of the examples of reduced
variation included weights rounded to the nearest 5
pounds,  reduced variation when hoof tapes were used,
and likely-fabricated data with little to no variation.
Some of these data are useful, but they are clearly on 
a different scale and need to be treated appropriately.
Dr. Bruce Golden developed a way to use machine
learning to recognize unique features of each class 
of birth weight observation and predict how it was
obtained. By accounting for the various categories, 
the genetic evaluation is still able to use submitted
records that fall out of biological expectations for 
most scenarios, while more accurately accounting 
for different practices of collecting the weights. 

36 SIMTALK

Updates toGrowth 
Trait Predictions

   The genetic evaluation 
is constantly evolving with
updates to models as new 
science is discovered and 
new technologies are available.
One area under recent scrutiny
is the prediction of growth
traits (birth, weaning, and
yearling weights, and milk). 
The International Genetic 
Solutions (IGS) Genetic 
Evaluation Science Team is
implementing the following five
areas of improvement for the 
prediction of growth traits.
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Results of Updates to Growth Model 
    With these proposed changes, a considerable amount
of work went into testing if the new models  improved
growth trait predictions. One of the most common 
procedures for evaluating updates to EPD systems is 
to exclude a certain portion of the phenotypes available,
run the evaluation, and compare the correlation of the

EPD from two systems to the phenotypes that were
removed from the evaluation (higher correlation is bet-
ter). For these updates, this procedure was used where
all animals born after 2018 were excluded from the 
evaluation system and then comparisons between the
current growth trait EPDs and the updated EPDs were
made to this phenotypic information. The results for
each of the analyses are presented in the following table. 

Pearson correlation between parental average EPDs and excluded phenotypes 
from animals in the IGS genetic evaluation that were born in 2018 or later. 

        Trait                             Updated Evaluation             Previous Evaluation
        Birth Weight                              0.52                                        0.50
        Weaning Weight                       0.38                                        0.34
        Yearling Weight                        0.45                                        0.37

   The results in the table above show the evaluation
updates had higher correlations to phenotypes than
the previous growth trait models. This equates to more
precise EPDs for Birth, Weaning, and Yearling Weight. 

    An additional trait that is evaluated with the growth
analysis is the Milk EPD. A Milk EPD represents the
genetic difference in calf weaning weight based on the
maternal environment provided by the dam. Due to the
nature of this trait being the maternal component of
weaning weight, a different validation strategy must be
used to evaluate the updated predictions. To evaluate
the updated Milk predictions an expected weaning
weight for the excluded animals was formed using 
the following equation:

    This predicted weaning weight was then correlated
with the excluded weaning weight phenotypes. Again,
the updated predictions of Milk had higher correlations
compared to the previous Milk EPDs (0.42 vs. 0.39,
respectively). These results show that the updated 
predictions more precisely predict the weaning weight 
of an animal than the currently published evaluation. 

    Breeders may notice reranking of animals with the
release of the growth trait updates.  While the change
may be unsettling, the end results by every measure
have shown an improvement in the precision of the
growth trait predictions.

Predicted Weaning Weight = Calf WW EBV + Dam’s Milk EBV

ST
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Have You Checked Out 
Active Herd?

Easy access: Import existing active animal
groups or create new pasture
groups and animal records.

Stay current: 
Add updated performance data:
actual birth, weaning, and yearling
weights; calving ease scores; and
import information directly into
Herdbook for most accurate 
EPD updates.

Save time:
Directly register cattle by 
moving informal pasture groups
and records into an ASA job for
data submission.

Save money: Active Herd is free with 
ASA membership.

Track your 
management
data:

• Herd health treatments
• Breeding, pregnancy, calving
• Weaning and yearling weights 
and measurements

• Inventory and historical/active 
pastures

Log into herdbook.org, 
go to “Herd Mgmt”, and 
select “Active Herd”. 

To access:

Digitally manage
your herd records
and import them
directly into
Herdbook when
you’re ready.
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www.missourisimmental.com

L
Cleo Fields 
417-399-7124

Brandn Atkins 
417-399-7142

Jeff Reed 
417-399-1241

Forrest & Charlotte Lucas, Owners
RT 91 Box 1200

Cross Timbers, MO 65634
Office 417-998-6878
Fax 417-998-6408

Visitors Always Welcome

LUCAS CATTLE CO.

www.lucascattlecompany.com

Registered Simmentals, SimAngusTM & Angus Cattle

3162 Hwy A • Bland, MO 65014
573.437.3751 • 573.437.2507

573.680.9117 cell • khuebler@fidnet.com

www.gerloffcattle.com

www.coloradosimmental.com
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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

www.breedingcattlepage.com/
Simmental/iasimmassoc/

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

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

641-330-6654
sprinsim@iowatelecom.net

WWW.SPRINGERSIMMENTAL.COM

Mike & Cathy Stoltey Family
374 Promise Lane  •  Plummer, ID 83851
208-686-1515 (H)  •  208-699-2335 (M)
plrlivestock@gmail.com

Promise Land Ranch
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www.northdakotasimmental.com

SYS SIMMENTALS
Gary Sys

9400 205th Ave. SW
Douglas, ND 58735

701-722-3244

SRF Simmentals
Roger and Susan Finke family

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

email: srf@srt.com

SRF SimmentalsSRF Simmentals
Roger and Susan Finke family

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

email: srf@srt.com

Edge of the West Bull & Female Sale
February 9, 2021

Edge of the West Bull & Female Sale
February 9, 2021

5606 57th St. NE
Leeds, ND 58346

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

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

Roger, Jeanette, 
& Erika Kenner

www.kennersimmental.com

KENNERKENNER
SIMMENTALS

SIMMENTAL CATTLE
6322 Highway 35

Adams, North Dakota 58210
Joe: 701-331-0344 • Mark: 701-331-3055

jpbata@polarcomm.com

“BBS”
THE MARK OF

...QUALITY...

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

KAELBERER SIMMENTALS

www.oklahomasimmental.com

Dave & Debbie Umfleet
20858 West 10th St N • Haskell, OK 74436

918-693-9420 • davelazyu@aol.com

Lazy U
Ranch

Simmental & SimAngusTM Bulls & FemalesSimmental & SimAngusTM Bulls & Females

Willis SimmentalsWillis Simmentals

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

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

Jon 580-795-4601

5759 Enville Road
Marietta OK 73448

willissimmentals@arbuckleonline.com

Quality Simmental Breeding Cattle

www.washingtonsimmental.org

Mike & Paulette Forman
509-968-4800

Robb & Debbie Forman
509-201-0775

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

Angus
SimAngusTM

Simmental
Trinity Farms

Generations of Excellence Sale...first Saturday in March

555555555555555555555555555555555555555
55555555555555555555555555555555555

Terry Ellingson & Family

Annual Production Sale, January 22, 2021

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

www.mnsimmental.com

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

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

Harmony, MN 55939
www.oakmfarm.com

Performance with Quality
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www.nesimmental.com
(

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

Triangle J Ranch
Darby & Annette Line

35355 Arrow Road • Miller, NE 68858
308-627-5085 Darby Cell
Just 30 minutes of I-80
www.trianglejranch.com

Annual Production Sale
last Sunday in January

www.illinoissimmental.com

Cattle Manager:
Ben Lehman
563-920-0315

Owner:
Jim Berry

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

Commercially Targeted Seedstock

“Red and Black, Polled, Pigmented Simmentals”

FORSTER FARMS
Verlouis Forster Family
74096 Road 434
Smithfield, NE 68976-1039
308-472-3086 Verlouis
308-991-2208 Alan Cell
www.forsterfarms.com

Just 20 
minutes 
off I-80

402-641-2936 Cell

Nick and Andrea 
303 Northern Heights Drive • Seward, NE 68434
a.sloup@juno.com  •  www.sloupsimmentals.com

Join us at the Farm, October 10, 2020
for our 26th Annual Production Sale.

SIMTALK 43

www.breedingcattlepage.com/
TNSimmAssoc/

Black Simmental Bulls & Females 
Purebred to Percentage

J & C
SIMMENTALS

JCJC

Jay & Kim Volk
Clark & Leslie Volk
Bob & Jeanette Volk

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

J&C Annual Bull Sale –
January 30, 2021

Jay 402-720-7596 • Clark 402-720-3323

JD Anderson 
Arapahoe, NE
308-962-6146

powerlinegenetics.com
powerlinegenetics@gmail.com

www.ohiosimmental.com
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Semen Available on
Today’s Hottest AI Sires

866-356-4565
www.cattlevisions.com

2626 Second Avenue South
Great Falls, MT 59405
800-227-8774
406-453-0374
406-452-5153 Evenings
406-453-0510 Fax

www.universalsemensales.com

NIVERSAL SEMEN 
SALES, INC.

unisemen@universalsemensales.com

www.kansas-simmental.com

Joe Mertz 785-456-9650
Bob Mertz 785-456-9201
Harold Mertz 785-456-9605
7160 Zeandale Road
Manhattan, KS  66502

www.rivercreekfarms.com

29th Annual Production Sale
February 10, 2021

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

www.dixsonfarms.com
DX

Dixson Farms, Inc.
Carol Dixson, Kevin Dixson, 

& Lyle Dixson, D.V.M.

Dixson Farms, Inc.

Ralph Brooks
Cassidy Swicegood

7440 Lake Elbo Rd.
Manhattan, KS 66502

C: 785-556-0385

Cow Camp RanchCow Camp Ranch
Kent, Mark and Nolan Brunner
3553 Upland Rd.
Lost Springs, KS 66859-9652
785-466-6475 Kent
785-466-1129 Nolan
785-258-0173 Mark
nolan@cowcampbeef.com

Spring Bull Sale – Friday, February 5, 2021.

Jane and Bill Travis
billtravis@simbrah.com

www.simbrah.com

9876 PLANO RD.
DALLAS, TX 75238

Office: 214-369-0990
Cell: 214-850-6308

Pine Ridge Ranch
Pine Ridge Ranch

Pine Ridge Ranch
ATHENS, TXLLC

www.ncsimmental.com

44 SIMTALK

Annual
Production Sale 
March 19, 2021

Simmental
Angus

SimAngusTM 

Steve & Mary Gleason • Jake, Becky, Ben, Joe & Sam
12410 Blazingstar Rd • Maple Hill, KS 66507

Phone: 785-256-6461 • Steve: 785-640-8060 • Jake: 785-640-8062
www.Sunflowergenetics.com 
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www.southdakotasimmental.com

Clay Ekstrum
605-778-6185 (H)
605-730-1511 (C)
John Ekstrum
605-778-6414

South Dakota’s 
Source for Outcross

Performance
Simmentals!

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

clayekstrum@midstatesd.net  •  ekstrumsimmentals.com

46 SIMTALK

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

21060 375th Avenue  •  Wessington, SD

Bull Sale – Wednesday, February 10, 2021, at the ranch

Hill’s Ranch
Simmentals

Box 186 
Stanford, MT 59479

406-566-2479

hillssimmentalmt@yahoo.com • www.hillsimmental.com

Bull Sale • March 2, 2021

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

Watch for 
our Annual 
Bull Sale 
April 12, 2021.

Peck Simmentals

William & Marianne Peck
129 Yellowstone Trail • Whitehall, MT 59759

406-287-5669 • pecksimm@gmail.com
www.pcksimm.8m.net

Offers Registered SimAngus™ Bulls

Homozygous Black
Homozygous Polled

from the genetics of Hooks Baltic 17B

TRAXINGER
SIMMENTAL Mike and Terri Traxinger

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

Mike’s cell: 605.294.7227
mtrax@nvc.net

www.traxinger.com 

Reds, Blacks • Bulls and Females
Private Treaty Sales

ASA# 050664
Gary and LeeAnn Hafner
Alan and Jenny Hafner
PO Box 1769
23 Nelson Lane
Plains, MT 59859
406-826-3765 or 503-931-6815

Email: 3HSimmental@gmail.com

Sale: Sales on farm by private treaty

Producer of Simmental and SimAngusTM

cattle for the commercial cattleman. 

Betsy Senter
Bonnie Noziska

Burke, SD
605-835-8420

Black Simmental and SimAngusTM Breeding Stock

Selling bulls and heifers private treaty.

www.bandbsimmentals.com

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

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

NLC

3
C

Annual Production Sale
March 19, 2021 • Wessington, SD

Christensen H Dunsmore

Steve & Cathy Eichacker
605-425-2391 or 

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

25446 445th Ave
Salem, SD 57058

Annual Bull Sale • March 5, 2021

Benda Simmentals
Jim and Jay Benda

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

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

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

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

According to the National Association of
Animal Breeders, Simmental ranks second
for semen sales compared to all other beef
breeds and in recent years, the percentage
of semen sold in the US from Simmental
bulls has grown by 33%. 

$API increased 28% and $TI increased 21% 
in the last 20 years.  This translates to an
average increased profit of $3,440 per bull
when used to sire replacement heifers and
harvesting remaining calves or $1,498when
all calves are harvested.     

$API

28%

$TI

21%

Compare the profit potential of two Simmental bulls using $API

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

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

Breeding 25 females/year

Used for 5 years

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

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

                                                                 Difference     =      $7,500

1
2
3

1 2 3

$All Purpose Index ($API) 
predicts cow herd profitability using valuable traits
like cow longevity (STAY) and calving ease while

keeping pressure on terminal traits.

1 2 3

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

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

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

50 SIMTALK

Water Into Swine: US Using Less
Water For Livestock Than in 1960
by Scott Schrage, University of Nebraska, Lincoln

   Six decades after pouring water into its livestock
production, the United States is investing relative
drops in the bucket to produce its meat, milk, and
eggs, says a recent analysis from Nebraska’s
Daugherty Water for Food Global Institute.
   Relying on data from the US Department of Agri-
culture and other sources, the team analyzed the
annual US outputs of beef, pork, poultry, and milk
from 1960 to 2016. The researchers also estimated
the yearly amounts of water invested in each class
of livestock: the rainfall and irrigation needed to
grow grains and other livestock feed; the drinking
water those livestock consumed; the water used to
clean the animals and their living quarters.
   By dividing the annual weight of each livestock
product by the volume of water needed to produce
it, the researchers then calculated water productiv-
ity, a per-animal measure of how efficiently US
producers converted water into food.
   They found that US water productivity for all six
livestock products — beef, pork, chicken, turkey,

milk, and eggs — improved incrementally but sub-
stantially across the 56-year span. The United
States produced milk about five times more water-
efficiently in 2016 than in 1960; pork nearly four
times more efficiently; chicken, turkey, and eggs,
collectively, about three times more efficiently; and
beef about twice as efficiently. Annual water invest-
ments in that US livestock dropped 36% from 1960
to 2016, the study reported.
   Nebraska’s Mesfin Mekonnen, the study’s lead
author, said the projected rise in global population
— from an estimated 7.7 billion to nearly 10 billion
people by 2050 — will continue to demand
improvements in water efficiency.
   “Globally, we see that the population is growing,
income is improving, and with that, the demand for
livestock products is increasing,” said Mekonnen,
research assistant professor with the Water for
Food Institute. “When comparing a livestock prod-
uct to a nutrient-equivalent crop product, livestock
demands more water. So with the increase in
demand for animal products, there will be more
water demand, creating more pressure on the 
limited available water.”

CE BW WW YW ADG MCE
12 .8 80 124 .27 9

Milk MWW DOC CW YG
34 74 12.9 29.6 -.57

MB BF REA $API $TI
.14 -.13 1.03 149 83

CE BW WW YW ADG MCE
19 -3.9 76 119 .27 16

Milk MWW DOC CW YG
21 59 13.3 72.6 .22

MB BF REA $API $TI
.46 .08 .73 115 73

EPDs as of 8.10.20

His Sons Sell!

His Sons Sell!
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INDUSTRY
UPDATE
CONTINUED

   The recent improvements in
water productivity, Mekonnen
said, likely stem from a few fac-
tors. A combination of selective
breeding, genetic engineering,
and supplements have increased
the sheer size of the average live-
stock, he said, generally resulting
in more food from each animal.
   But similar efforts have also
improved the efficiency with
which livestock convert their
own feed — usually grains,
grasses, or their byproducts —
into meat, milk, and eggs. While
the total weight of US livestock
products increased 48% over the
56-year period, the weight of
their feed rose by just 8%, the
study found. And many of the
grains that constitute livestock
feed have themselves been bred
or modified to require less water
than they did a few decades ago,
directly reducing the industry’s
water footprint.
   Though the water efficiency of
beef improved the least among
the livestock products — beef
cattle account for nearly half of
the US livestock industry’s water
footprint — Mekonnen empha-
sized the importance of context
when evaluating consequences
for the environment and food
security. Many cattle, particu-
larly those in the Nebraska
Sandhills, forage on grasses 
that are inedible by humans 
and grown on rangelands ill-
suited for other crops.
   Mekonnen did cite the diets 
of grain-fed cattle and other
livestock as targets for further
improving water productivity.
The team reported that swapping
out some corn and soybean for
so-called distiller grains —
byproducts of the grains distilled
for biofuels and other purposes
— could improve the water pro-
ductivity of milk by roughly 20%,
pork by more than 10%, and beef
and poultry by about 5%.
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Because distiller grains can 
contain more protein and pro-
vide more energy than corn and
soybean meal, they might also
indirectly improve water produc-
tivity via livestock growth,
Mekonnen said.
   “It creates the awareness that
we need to look at the full supply
chain when we talk about live-
stock or other products — from
feed production to the final out-
put,” he said. “We cannot say,
‘This is enough.’ There is a need
to keep on improving.”
   The team detailed its findings 
in the journal Environmental
International. Mekonnen
authored the study with the 
late Arjen Hoekstra, formerly of
the University of Twente, along
with Nebraska’s Christopher
Neale, professor of biological
systems engineering and director
of research at the Water for Food
Global Institute; Chittaranjan
Ray, professor of civil and envi-
ronmental engineering and
director of the Nebraska Water
Center; and Galen Erickson,
Nebraska Cattle Industry 
Professor of Animal Science.

Meat Perspectives: 
Here Today, 
Gone Tomorrow
By Kerri Gehring and Jeff Savell

Originally published by MEAT-
POULTRY/www.meatpoultry.com 
   For those in the beef industry,
the fact that beef is larger and
heavier than it was in the past 
is not breaking news. Cattle are
heavier, making carcasses weigh
more. Subprimals are larger 
and heavier, making retail cuts
larger. This trend began about
40 years ago, and we do not
know where it will end. However,
we do know that developing
effective merchandising strate-
gies to help retail and foodservice

INDUSTRY
UPDATE
CONTINUED
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channels deal with how best to
market beef is imperative to all 
of the stakeholders in the 
supply chain.
   Although the exact starting
point for when the move to heav-
ier cattle and carcasses began is
unknown, it is clear that by the
mid-1970s, there was a slow and
gradual increase. It is interesting
that this is the same point where
the greatest amount of beef, at
least on a per-capita basis, was
being produced. Whether these
two items are related is not fully
understood. A slow decline in
cattle inventory began, and the
sheer amount of beef produced
would be much lower today if it
had not been for the fact that
heavier weights helped offset
fewer cattle.
   In the days before the advent
of boxed beef, carcasses, fore-
quarters, and hindquarters were
shipped first by refrigerated rail
cars and then by refrigerated
trucks to markets where beef
was cut into wholesale and retail
cuts. There were preferences 
for certain weights, grades 
and types of beef depending 
on what customers wanted. All
beef found a home regardless of
its shape and size, but market
prices were impacted if too many
or too little of certain types were
produced. From a weight stand-
point, major purchasers of beef
had a range in carcass weights
they would accept.
   Few innovations in the 
beef industry have impacted
where and what form beef is
processed than what boxed
beef did. The early adopters 
of boxed beef became today’s
major beef companies, and
what began in earnest in the
1960s definitely changed how
beef is marketed today.
   The pioneers of boxed beef
simply cut carcasses into whole-
sale cuts. IBPs 7-box style

INDUSTRY
UPDATE
CONTINUED
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INDUSTRY UPDATE     CONTINUED

CattlePak had boxes for each round, loin, and
chuck with one box for both ribs. This began the
shift from distribution in the carcass form to vac-
uum-packaged boxed beef. While this style of
marketing began with boxing beef, the next ver-
sions of cutting beef based on weight became 
more evident.
   With boxed beef, the opportunity to purchase
subprimals rather than primals allowed retail and
foodservice segments to specialize in the type of
beef they utilized rather than having to find a home
for a wider variety of beef cuts. Additionally, beef
packers began expanding the array of products
offered to their customers. Fabrication rooms
became larger and more complex, and the types 
of beef being fabricated changed.
   During the 1980s, packers often sorted
carcasses by weights. The lighter carcasses, usu-
ally 600 to 750 pounds, would be used to produce
bone-in products, and the heavy carcasses, usually
750 to 900 pounds, would be used to produce
boneless products. Moving to more boneless beef
was one way to battle heavier weights of cuts while
ensuring that box weights remained reasonable, 
at least initially.
   The retail sector likely played an important role
in the next evolutionary steps of boxed beef. Tradi-
tional cuts of arm, blade, and 7-bone steaks and
roasts no longer appealed to consumers because 
of their sizes and price points. Changes in fabrica-
tion paved the way for innovation and increased
demands for shoulder clods, chuck rolls, inside
rounds, bottom rounds, and eye of rounds. The
old-school cuts can still be found in some ethnic
markets and custom locker orders, but the retail
beef case of today looks so much different than it
did decades ago. The move to even more subprimal
products has allowed for or maybe even encour-
aged the increase in beef carcass sizes and weights.
A visit to any of the major beef plants today reveals
complex layouts of boning, trimming, and packag-
ing lines where carcasses are broken into more
products than ever.
   The National Cattlemen’s Beef Association 
created new cutting styles focused on the ribeye,
strip loin, and top sirloin butt. These Beef Alterna-
tive Merchandising styles feature combinations of
marketing individual muscles with some of them
actually split in half for the loin end of the ribeye 
or for the entire strip loin or cut into many more
pieces for the top sirloin butt. Some of the challenges
associated with merchandising beef this way are
the increased labor required to transform these
subprimals into retail cuts and the potential for
additional yield loss. Ultimately, retail prices must
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INDUSTRY UPDATE                                                                           CONTINUED

cover these issues, therefore, demand will have to
remain high enough for new and innovative cuts 
to become commonplace.
   While individuals in our generation may mourn
the loss of the cuts we grew up with such as the 
7-bone steak, round steak, and arm roasts, the
next potential cut on the endangered list is the 
T-bone/Porterhouse steak. This iconic beef cut
may suffer the same fate as traditional chuck and
round cuts because of its massive size, weight, 
and cost. Today’s beef is merchandised much 
differently than yesterday’s beef, and innovation 
in cuts and consumer demand will continue to
influence the types of cuts found in retail markets. 

So You Want to Build a Slaughter Plant?
By Lacey Newlin, High Plains Journal

   In light of the recent increase in retail beef prices
and decrease in cattle prices, many cattle produc-
ers have expressed interest in starting up small
beef processing facilities that do not undercut 
the rancher and provide consistent prices for con-
sumers. Davey Griffin, Texas A&M professor and

Extension meat scientist, said he has been amazed
at the number of producers looking into this
option. “It is just astronomical the number 
of inquiries we’re getting about starting a plant,
getting these cattle through the system, and 
just serving customers as well,” he said.
   However, starting a meat processing facility is not
without hoops to jump through, including multiple
layers of government oversight and health regula-
tions. “One of the things that makes the US system
the safest system in the world in terms of food
safety is our inspection service that started back in
1906 with the Federal Meat Inspection Act,” Griffin
said. “The 1967 Wholesome Meat Act amended the
1906 act and included state inspections.”
   Griffin said plants can fall under four inspection
regulations. For a federally inspected plant, the
facility must have functioning Sanitation Standard
Operating Procedures to make sure the plant is
clean and able to produce healthy and safe prod-
ucts before an animal ever enters the facility. He
said it also must have a functioning Hazard Analy-
sis and Critical Control Point plan. Federally
inspected plants inspect livestock antemortem,
during slaughter, and postmortem.
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INDUSTRY UPDATE     CONTINUED

   State inspected plants operate under a coopera-
tive agreement with the US Department of
Agriculture Food Safety and Inspection Service.
States’ programs must enforce requirements “at
least equal to” those imposed under the Federal
Meat and Poultry Products Inspection Acts and the
Humane Methods of Slaughter Act of 1978. Griffin
described state-inspected plants as at more of a
localized level than federally inspected plants. Addi-
tionally, products produced under state inspection
are limited to intrastate commerce, unless a state
opts into an additional cooperative program, like
the Cooperative Interstate Shipment Program.
   Griffin pointed out that not every state has a
state inspection program. A little more than half 
do, some of those states include: Iowa, Kansas,
Missouri, Montana, South Dakota, North Dakota,
Texas, and Oklahoma. Some plants process meat
and poultry and some just process meat. In the
event your state does not have a state program, 
the plant has to be federally inspected.
   Another type of plant is called custom exempt.
Griffin said a custom exempt operator slaughters
livestock belonging to someone else and processes
the carcasses and parts for exclusive use of the
owner, members of the owner’s household, non-
paying guests, and household employees. It cannot
be sold or donated to a charity or a food bank. 
Griffin said custom exempt operators often 
process game meat, so they are usually busy 
during hunting season.
   “It’s a way that you can be in the business 
and harvest animals for someone else,” Griffin
explained. Two major guidelines for custom 
exempt harvesting include: no livestock may be
slaughtered that result in food unfit for human
consumption and products must be marked “not
for sale”. Griffin said there can be more than one
owner of a live animal and, in fact, many producers
sell quarters or halves to customers, however the
plant must have names of those individuals prior 
to harvest. USDA or the state inspection program
still has authority over these types of plants and
they make sure the plant is clean and sanitary as
well as audit records. However, for custom exempt,
inspectors are not always present during every
phase of harvesting.
   Finally, there is retail exempt, which really has
more to do with stores than it does slaughtering 
of animals. “Meat inspection regulations provide a
retail store exemption for businesses that further
prepare meat and meat food products for sale to
consumers,” Griffin said.
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   These stores may include brick and mortar 
or online commerce, but must have sales to con-
sumers through the location. These customers
must include household consumers and other-
than-household consumers such as hotels,
restaurants, and similar institutions. Sales to 
other than household consumers cannot exceed
25% of the total consumer sales or currently be
greater than $75,700 annually. Only federally 
or state inspected materials can be sold to
consumers if destined for interstate commerce/
state inspected for intrastate, and accurate 
records must be maintained.

Show me the money!
   After hearing the types of plants to choose from,
the next natural question is how much money will
it take to open one of these plants? “Just as heads
up, you need a lot of money to start a small plant,”
said Rob Maddock, North Dakota State University
animal science professor. Although he warned of
the high costs associated with processing plants,
Maddock also acknowledges the need for them. 
“We lost a lot of our small processing or locker
plants and it’s really something I think we need,”
Maddock said. “It helps move some of the beef

along. When you get down to it, the small plants
don’t move that much beef, but it’s a good option
for a lot of producers.”
   Maddock said when people think of small plants,
they are expecting to process around 20 beef, 40
pigs and 60 lambs a week. He said a medium-sized
operation can process 100 to 1,000 beef per week.
Then we get into the big plants that handle any-
where from 1,000 to 5,000 beef a day.
   “Depending on what you want to accomplish,
your feasibility and business plan is going to be
very different,” Maddock said. “It’s a good idea to 
do a lot of thinking about what you want to accom-
plish and maybe even hire some people to consult
on getting into this business.”
   Maddock said on average, it will cost about $400
per square foot for greenfield construction. That
price includes permits, site prep, utilities, property,
building, refrigeration, and other costs for a small
20 head per week plant. Building includes kill floor,
coolers, freezers, processing area, office space,
inspector office, break rooms, retail sale area, dock,
and pens. However, estimates will depend a lot on
where the plant is built. Depending on the needs 
of the plant, it would need to be between 3,000 to
4,000 square feet. According to Maddock, the cost
to build a 3,000 square foot plant at $400 a square
foot, would cost $1.2 million.
   To repurpose an existing commercial building,
Maddock estimates it will cost $150 per square
foot. However, it could be up to $450 per square
foot in higher-cost areas. Maddock recommends
using a contractor that has built food facilities
before as there are specific requirements plants
must meet to be inspected.
   The next cost is for equipment for slaughter and
processing, which includes rails, hand tools, cook-
ers, smokers, and grinders. Maddock estimates 
this equipment to cost $300,000 to $400,000 for a
small plant. He said sometimes used equipment is
available, but it is higher maintenance in the long
run. Cost of labor is another aspect that cannot 
be neglected when it comes to cost and experience
of employees.
   “As far as labor, when you get started you are
going to want someone who knows what they are
doing,” Maddock said. Maddock estimates a small
plant will need one plant manager with experience
in processing and business, hourly clerical personnel
that could be outsourced, two to three production
employees initially, but if the plant is successful 
it could require seven to eight people — especially 
for value-added processing.

KINGMAN, INDIANA
ASA# 285919

Drew McGurk, Owner: 765-585-0696
Tamiko McGurk, Owner: 765-585-1208

Sean Alexander, Herd Manager: 812-621-7903
2309 W. Clark Road • Kingman, IN 47952

www.knappercattle.com
knappercattle@wildblue.net

Consignors to:  
Horstman’s Factory Direct Female Sale

Saturday, October 3, 2020, West Lafayette, IN 
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Published four times annually with a special edition Breeder
Directory, SimTalk is a glossy, full-color publication with a 
circulation of 40,000+ targeting 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.
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One Genetics Way
Bozeman, MT 59718 USA
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   An additional cost is pre-occupational capital
expenses, which includes design of the facility,
blueprints, consulting, utility prepayments, soil
tests, and environmental impact. This will equal
about 20% of the overall plant, property and equip-
ment, or PPE fees, so for a small plant it would
require $300,000 in pre-occupational capital.
Any meat left on the bone?
   After considering capital investment and related
expenses, the next reasonable question is if start-
ing a small plant can actually make any money.
Maddock broke it down as to what it could cost to
process an animal and how much to sell it for. He
said the all-in cost for slaughtering and processing
a beef will be around $500 per head, $150 per pig,
$120 per lamb. Maddock noted this price is two to
three times what it costs Tyson to slaughter each
species. This cost is without taxes, interest, depre-
ciation, or profit. Maddock recommended adding
35% to the cost to provide for potential profit and
account for taxes, interest, and depreciation. After
adding in the taxes, interest, depreciation, or profit, 
it would cost $675 per head of beef to maintain a
viable business model.
   “For a 1,300-pound steer at $1.12 per pound,
that steer is going to cost $1,456,” Maddock
explained. “Then throw in $675 for slaughter costs,
total cost per animal will be about $2,131, assum-
ing no credit for the drop of hides, offal, bone, or
fat, unless you can find some special marketing
such as smoking meats or making pet treats.”
   A 1,300-pound steer, after a 62% dress, will
have a hot carcass weight of about 806 pounds.
That 806-pound carcass will have about a 60% 
cut yield, so you will end up with about 484
pounds of meat to sell off that steer. Maddock 
said $2,131 to slaughter the animal with 484
pounds in meat, would mean you need to charge
$4.40 per pound for all cuts of meat on average. 
He said not to use current beef prices since they 
are so unrealistic for projections; he recommended
using historic beef prices.
   At this point, future processing plant owners
need to consider which business model to use.
With custom plants, livestock producers are
responsible for the selling of the animal and/or
product. The meat business does not pay for live-
stock, only charges for slaughter and processing
and potentially storage. Inspected plants that are
privately held buy the cattle and sell the meat.
The Packers and Stockyard Act requires that all
livestock must be paid for within 24 to 48 hours
of delivery. He also explained the model of a co-op
or member-owned plant. It is more flexible in pay-
ing for livestock with shared profits and risks.

   Another option Maddock highlighted is to hire
an existing processor to do the slaughter and pro-
cessing, but sell the meat yourself as a retail item. 
It would be considered retail exempt, so operators
would need a business license, tax ID number
and mostly likely a local health department per-
mit. Maddock said margins tend to be pretty tight
and chain space can be an issue. “You don’t make
a heck of a lot of money doing this, unless you’re
in a heavily populated area and people are willing
to pay a lot of money for meat,” Maddock said.
“Generally if you make an extra 200 bucks a
head, that’s what people are looking for. So it’s
really about marketing.”
   So there you have it, the basic set-up for a small
beef processing plant and estimates for needed
capital. “If you’re still interested, do a feasibility
study so you know what you’re getting into,” Mad-
dock said. “The good ones should include livestock
availability, market potential, capital needs, equip-
ment, labor, building drawings, potential business
models, cash flow projections, and eventual return
on investments. If it’s feasible, you can pull
together a business plan and hire an expert to help
you with this. People who do this for a living have a
pretty good idea of what to expect and if you walk
in blind, you’re going to miss a lot of things.”

Rx Required
US Food and Drug Administration is continuing 
the phasing-in of a law that requires a prescription
for any antibiotic use in animals raised for human
consumption

By Susan Himes, Feedlot Magazine 

   No longer will producers who need injectable
antibiotics for their cattle be able to just grab 
them at their local feed store or order them online.
   Producers should be aware that the US Food 
and Drug Administration (FDA) is continuing the
phasing-in of a law that requires a prescription 
for any antibiotic use in animals raised for human
consumption, as well as for all companion animals.

Prescriptions, Livestock and Your Vet
   A prescription is already required for most
antibiotics delivered to livestock, and the remaining
three categories of injectable antibiotics available
over-the-counter will soon be joining the list of
medically important antimicrobials that require 
a veterinarian’s prescription.
   “It will cause a little bit of difficulty because 
producers who want and need to use antibiotics 
are going to have to work with their beef cattle or
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Contact lgiess@simmgene.com for more 
information regarding both programs.

u Free semen on the nations top herd sire prospects
u Free genetic evaluation (EPDs and Selection
Indexes) on your cowherd

u $60 paid per CMP sired carcass record
u DNA tests performed on terminal calves

*This is a structured young sire test so please 
inquire about qualifications and expectations.

We would like to work with you on your sire-identified, terminal calves.

u Free 50K DNA test on all sire-identified 
terminal calves with carcass data

u DNA Parentage included
u Allflex Combo kits (Dangle tag, EID and TSU) 
provided at no cost

*This is an ongoing research project, participants 
are limited so please inquire about availability.
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livestock veterinarians and develop a veterinary
client-patient relationship in advance of any dis-
ease issues,” said Joe Paschal, Ph.D., AgriLife
Extension livestock specialist, Corpus Christi, Texas.
   Paschal recommends producers should, if they
haven’t already, develop a relationship with a local
veterinarian to be prepared for these changes. Peo-
ple should also be aware that these laws apply to
companion animals like horses.
   “This means that your veterinarian knows who
you are, knows the kind of livestock you are raising
and what you are doing with them, understands
your management, and that you agree if they come
out to diagnose an illness and use an antimicrobial
to treat a disease or illness, you will follow their
directions including dosage, duration and
withdrawal,” he said.

FDA Rules And Regulations
   The FDA’s Center for Veterinary Medicine stated
a two-year phase-in period would be allowed once
the FDA Government Guidance document is final-
ized. A draft version is currently available online.
   The FDA has had a law in place since 2017,
which made most antibiotics administered to live-
stock by prescription only. These new guidelines
further extend the need for veterinarian oversight
by including the remaining injectable antibiotics.
   “The amount of antibiotics used by agriculture
has been dropping in recent years,” said Thomas
Hairgrove, DVM, AgriLife Extension specialist, Col-
lege Station, Texas. “The producers I’ve spoken
with don’t seem concerned that these remaining
injectables will now require a prescription too.”
   After a peak in 2015, FDA studies show antibi-
otic use has declined. In 2017 alone, use of
medically important antibiotics dropped 33%.
   Tylosin, penicillin, and tetracyclines are among
some of the more popular antibiotics still available
over the counter as injectables – for now. In 2018,
the FDA published a five-year plan for phasing out
all antibiotics without a veterinarian’s prescription.
The plan should be fully implemented by 2023,
although compliance is expected as soon as 2020.

Practicing Good Biosecurity
   “In the long run, practicing good biosecurity,
correctly diagnosing illnesses, and the proper pre-
scription of the right antibiotic may help shorten
the incident of the disease, improve the productiv-
ity or return of the health of the animal, and 
reduce overall antibiotic use in livestock, pets, 
and in humans,” said Paschal.

   Since some antibiotics are used in both livestock
and humans, the FDA’s concern is that antibiotic-
resistant bacteria could develop more quickly from
the widespread use of certain antibiotics that are
medically important to humans — negatively 
affecting both humans and animals.
   “Antibiotic resistance is not new, penicillin was
discovered in the late 1920s and widely used in
humans by the 1940s,” said Paschal. “By 1950, the
first case of resistance was discovered in humans.
This is a step in the right direction to protect these
valuable compounds to prevent diseases.”
   The greater the use of antibiotics, across all
species, the greater the number of antibiotic-resis-
tant bacteria or “superbugs” that can develop.
   “Although the percentage of antibiotics used in
agriculture is declining, we want to continue to use
them judiciously and intelligently,” said Hairgrove.
“Data shows ag is responding in a positive way, 
and I think our industry is doing a heck of a job.”

Beef’s Greatest Talent 
is Protein Upcycling
By Lacey Newlin, High Plains Journal

   “There are some really highly educated people
out there who are actively against the beef industry,”
said Tryon Wickersham, associate professor of ani-
mal nutrition at Texas A&M University. “I don’t
think there is going to be anything we can do to
change that. I think they will be against everything
we do, no matter how we do it, but that doesn’t
mean we shouldn’t mount a defense or stop edu-
cating the consumers about the value we bring 
to their plates.”
   Wickersham spoke recently at the Oklahoma
State University Beef Conference in Stillwater,
Oklahoma, in a presentation called “Beef’s job title.”
He says beef’s job title is to be a protein upcycler,
which means to improve the value of protein.
   Wickersham says, on average, it takes 770
pounds of corn to get a beef animal ready for
slaughter. Corn is the primary source of human-
edible protein, or HEP, we feed and the main
competition for food sources between cattle and
humans. HEP does not necessarily mean tasty 
protein, but it is protein a person could consume.
For example, grass is a source of non-HEP. Soy-
bean meal, though we would not want to consume
it, is a great source of HEP. Some people challenge
agriculture for raising corn-fed cattle and believe
we should be feeding all that corn to humans.
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Will additional trait or 
condition tests be ordered?

Will the animal have a large 
impact in your herd?

Is the animal a current or 
potential AI Sire or Donor Dam?

GGP-uLD $33
GGP-LD $50

GGP-LD or higher

Yes

NoGGP-HD $90
Adding a genomic test to your
decision is like knowing:

 25+   calving ease scores

 25+   weaning weights

    15   stayability records

      8   marbling scores

      6   ribeye area measurements

Which genomic panel 
is the right choice?
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   “If we didn’t feed corn to cattle, we wouldn’t 
compete with humans for that much food,” he said. 
“To justify corn-fed beef, we have to be able to 
say it is a better use of corn to feed it to cattle
instead of children.”
   He says children are used in his model because
they have high amino acid requirements and they
grow rapidly. The 770 pounds of corn we normally
feed to one beef animal would meet the indispens-
able amino acid requirements of three children,
according to Wickersham. Indispensable amino
acids must be consumed in a diet to meet your 
protein requirements. If a child does not consume
them, growth will be stunted.
   “We don’t think a lot about stunting in the
United States, but it’s a real problem in the world,”
Wickersham said. “The world is not deficient in
calories, it’s deficient in protein and other micronu-
trients and beef happens to be a really good source
of those things. If you want to be a vegetarian in 
the United States you can, and you can meet your
requirements and not be deficient, but not everyone
is in the United States.”
   Wickersham says corn is also high in calories,
so those children would have to consume a lot
more calories to meet their amino acid needs. In
fact, it would be essentially impossible for a child
to eat enough corn to meet their requirements.
   On the other hand, if we feed the corn to cattle,
through the value of protein upcycling we could
feed 17 children and easily meet their protein
requirements by feeding that one beef animal 
the 770 pounds of corn. Furthermore, ruminants
can utilize sources of biomass that other meat-
producing animals, such as fish, pigs, and
chickens, cannot.
   “We’re really dependent on ruminal microbes 
to convert low-quality sources of protein into a
more valuable source of indispensable amino
acids,” Wickersham said. “Our animals can eat
things that those other animals can’t and convert
them into steak.”

Balancing The Pillars of Sustainability

   Another method Wickersham uses to measure
protein upcycling is net protein contribution or
NPC. It estimates how a production system is con-
tributing to meeting human protein requirements.
Wickersham says this metric does allow us to
address social sustainability. Sustainability is built
on three pillars: social, environmental, and eco-
nomic sustainability. Wickersham says producers
cannot pick just one pillar to focus on, they must
balance them all.

   “The beef industry does a really good job of
addressing economic sustainability because
everyone wants to stay in business,” he said. 
“We think about environmental sustainability
indirectly as a result of improving economics.
However, we rarely think about social sustain-
ability of beef cattle production.”
   According to Wickersham, methane production
and HEP consumption are inversely related. The
more HEP we feed cattle, generally methane pro-
duction goes down. Conversely, if we feed them 
less HEP, methane goes up.
   “We want them to balance each other,” Wicker-
sham said. “We don’t want to go too far down on
NPC. We want to have something counterbalancing
and pushing against NPC, so we are making the
best decisions for the environment too.”
   Another important figure is protein quality ratio
or PQR, which determines if we are improving the
protein quality of the product produced. As an
example, the input PQR of corn is 36.8 and the
output of beef is 112, by the end of the process, 
the beef animal has improved the protein quality
three-fold. Wickersham says corn is about as bad
as you can get when it comes to HEP and PQR and
beef is at the best. Beef is a fixed biology; we cannot
change the amino acid profile for the output. We
can, however, change the input.
   “We want the protein produced to be better 
than the protein we fed,” Wickersham explained.
   Wickersham says we can determine if beef is
competing with humans for HEP if we multiply HEP
by PQR which will equal the NPC. If it is one or
above, it is contributing to the human protein sup-
ply. Beef is usually around three, but at times it
rises or falls, depending on phases of the beef cycle.
   Wickersham says beef has a really great story to
tell, but most of the time we fail to tell that story
very well. He says NPC is a useful tool for defining
the value of beef production systems.
   “It gives us social sustainability and allows us to
tell a compelling story that beef cattle are produc-
ing improved-value protein,” Wickersham said. “It
also gives us an environmental sustainability and
efficiency of nutrient utilization and provides us a
way of capturing the benefit of having cows grazing
our pasture. That brings value to humans. We are
taking that grass that we have no way to utilize and
turning it into steak.”
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Glenn Selk: Shorten Breeding Season
to Produce Uniform Calf Crops
by Glenn Selk, Oklahoma State University Extension

   In low-margin businesses such as cow/calf
ranching, taking advantage of every profit-enhanc-
ing tool in the tool box is important to long term
success and survival.
   Well-defined 60-day breeding and calving sea-
sons will pay off in heavier and more uniform
groups of calves to sell at marketing time.  If a
small cow operation can market a sizeable number
of calves together in one lot, it will realize a greater
price per pound (on the average) than similar calves
sold in singles or small lots.  Proof of this concept
has been reported in at least 5 different states.
Studies in Kentucky, Arkansas, Texas, Oklahoma,
and Arizona have shown advantages in sale price
for uniform lots of calves compared to singles and
small lots (5 or less).
   Usable data were collected on 15,473 lots of
feeder cattle sold at auction in eastern Oklahoma
and Oklahoma City.  Data were collected at 14
locations during October 1997. The number of
head in a sale had a significant positive effect on
sale price.  Lots with 10 or more steers sold for
$7.14/cwt over the price of steers sold as singles. 
   The premium for multiple head sale lots held for
heifers but held at about $4.00/cwt.  Multiple head
lots that were not uniform sold for approximately
$2.00/cwt less than uniform lots for steers and
heifers. Although this data is now 23 years old, 
the concept remains just as important in 2020 
as it did in 1997.
   Results from OQBN (Oklahoma Quality Beef
Network) sales in 2010 illustrated that the advan-
tage may be on the increase.  Lots of 10 calves
averaged about $8.00/cwt more than similar
calves sold one head at a time.  This advantage
increases up to truck-load size lots of 40-60 
head where sale price increases were noted as
much as $12.00 – $13.00/cwt as compared to 
similar cattle sold as singles. 
   A premium for uniform, multiple head lots is
generally attributed to the convenience of filling
orders for cattle of a specified description on the
part of an order buyer.  Also, larger, uniform lots
may indicate a single point of origin for the cattle
leading to less stress and fewer health problems 
as may be associated with pen of cattle put together.
   Small cow/calf operations can take advantage of
these price differentials by achieving 60-day breed-
ing seasons so that the calves are born in a short
period of time and are of similar age and weight at

sale time.  This stresses the need for cows in good
body condition at calving and fertile bulls used 
only in short breeding seasons. 

USDA Proposes Strengthened 
Organic Enforcement Rule
   The Organic Trade Association (OTA) welcomed
the US Department of Agriculture’s efforts to boost
the integrity of the global organic market through
its Strengthening Organic Enforcement proposed
rule, which is soon to be published in the Federal
Register.
   The agency proposed amending the USDA
organic regulations to strengthen oversight and
enforcement of the production, handling, and sale
of organic agricultural products. The proposed
amendments are intended to protect integrity in 
the organic supply chain and build consumer 
and industry trust in the USDA organic label by
strengthening organic control systems, improving
farm-to-market traceability, and providing robust
enforcement of the USDA organic regulations.
   OTA said the Strengthening Organic Enforce-
ment proposed rule is the largest single piece of
rule-making since implementation of the National
Organic Program regulations and will fundamen-
tally transform the oversight and enforcement of
organic production worldwide.
   OTA, on behalf of its members, said it has been
in the driver’s seat with Congress in the 2018 farm
bill debate leading up to this historic rule-making,
as several proposed requirements are the outcome
of OTA’s priorities and successful legislative work
in the 2018 farm bill, such as closing the loophole
on uncertified handlers by requiring certification
and mandating electronic certificates for all imports.
In addition to its advocacy for the farm bill provi-
sions, in November 2018, OTA submitted comments
to USDA regarding its top priorities for boosting the
integrity of the global organic market, identifying 15
areas where improvements are needed to strengthen
the global organic control system.
   The trade group said it supports strong public-
and private-sector measures to protect against
fraud, deepen transparency across the organic sup-
ply chain, and ensure consumer confidence in the
organic seal. Alongside updates to the regulation,
OTA recently launched a member-driven, industry-
wide Fraud Prevention Solutions Program in which
organic businesses can enroll to deter and eliminate
organic fraud.
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Participants receive: 
u $60 for each AI-sired calf with carcass information
u Free semen on top young herd sires
u Free ASA Genetic Evaluation on your cowherd
u Free genotyping on terminal progeny
u Keep any or all replacement females

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

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

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

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

Program under the Commercial tab.

EGL GLACIER 48G 
ASA# 3655913

CMP Class of 2020 
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SimTalk is an 8 1/8 x 10 7/8 inch publication produced by the Register, the official publication
of the American Simmental Association. Published four times annually, SimTalk is a glossy,
full-color publication with a circulation that targets commercial users of SimGenetics.

Advertising in SimTalk provides a unique opportunity to brand and trademark your program to
thousands of potential customers. If you are serious about communicating with the commercial
beef business, consider an advertising presence in every one of our four annual issues.

Rates and Policies

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

               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                 Mail Date
Late Fall 2020                Sept 21                 Sept 25                Oct 8                    Oct 23
January 2021                 Dec 4                   Dec 11                  Dec 18                 Jan 13
March 2021                   Jan 20                  Jan 30                  Feb 10                  March 2
Early Fall 2021               July 23                 July 30                 Aug 12                 Aug 30

Space and four-color rates for SimTalk: 

A non-refundable fee of $50.00 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.

Advertising materials (including photos) must 
be in 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 
that is designed by ASA Publication, Inc.

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

Terms
All accounts are due and payable when invoiced.
Interest charges of 1.5 percent per month 
(18 percent 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 truthfulness
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 which are false or misleading. SimTalk
assumes no responsibility for the accuracy and
truthfulness of submitted print ready ads. Advertis-
ers shall indemnify and hold harmless 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 Associ-
ation. 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.

One Genetics Way
Bozeman, Montana 59718

406-587-2778 • Fax 406-587-9301
register@simmgene.com

Ad Sales Staff

Nancy Chesterfield
406-587-2778

nchesterfield@simmgene.com

Rebecca Price
406-587-2778

rprice@simmgene.com

For All Your 
Advertising Needs

Subscriptions

• Domestic $50/year 
• First Class $100/year 
• All International 
$150/year (US)

ASA PUBLICATION, INC

ASA/SimTalk Membership Directory 2021 Deadlines for Publication:

                                    May 3                  May 11                 May 24                June 15

78 SIMTALK

ST 9-20 Rates and Policies.qxp_Layout 1  8/18/20  8:44 AM  Page 2



9.20 YTags fp 4c.qxp_Layout 1  8/13/20  1:28 PM  Page 1



CALENDAR

CONTINUED ON PAGE 82

80 SIMTALK

SEPTEMBER
         5   North Carolina Fall Harvest Sale — Union Grove, NC
         5   Midwest Fleckvieh Event, Osawatomie, KS
       12   Kentucky Simmental Fall Sale — Lexington, KY
       16   Gonsalves Ranch Bulls Eye Breeders Angus and SimAngus Bull Sale —

Modesto, CA (pg. 52)
 18-19   Keith Franck Complete Fleckvieh Simmental Dispersal — Waverly, IA (pg. 73)
       19   ETSSA and HOTSSA Fall Fest Sale — Henderson, TX
       19   Family Matters Sale — Auburn, KY (pg. 81)
       20   Illini Elite Sale — Shelbyville, IL (pg. 19)
       20   Mertens Cattle Company Dispersal Sale — Watertown, SD (pg. 54)
       24   Circle Ranch Beef Solutions Bull Sale — Ione, CA (pg. 17)
       24   Three Cedars Farms’ 1st Annual Open House/Private Treaty Sale — 

Sedalia, MO (pg. 37)
       26   Ferguson Show Cattle's Rare Vintage Simmental Sale — Jefferson, OH (pg. 67)
       26   Head of the Class Sale — Louisburg, KS (pg. 59)
       26   The Seedstock Connection Sale — Franklin, TN (pg. 21)
       26   Synergy XIII — Giddings, TX

OCTOBER
         3   Buckeye’s Finest Sale — Zanesville, OH (pg. 85)
         3   Factory Direct Sale — Lafayette, IN
         4   WSA Midwest Fall Round-Up Sale — Lancaster, WI
         9   Ladies of the Lone Star Sale — Grand Saline, TX
         9   Red River Farms’ Production Sale — Grand Saline, TX (pg. 55)
       10   Magnolia Classic — Starkville, MS (pg. 13)
       10   New Direction Sale — Seward, NE (pg. 43)
 13-14   RA Brown Ranch’s 46th Annual Bull and Female Sale — 

Throckmorton, TX (pg. 5)
       16   Buckles and Banners Sale — West Point, IA
       17   Fred Smith Company Extra Effort Sale — Clayton, NC (pgs. 44, 53)
       17   Freedom Run Farm – Oktoberfest Fleckvieh Sale — Saline, MI (pg. 62)
       17   Indiana Performance Tested Bull Sale — Springville, IN
       17   MN Beef Expo – White Satin On Ice and All Breeds Sale — Minneapolis, MN
       24   Cattlemen's Preferred Sale — Ratcliff, AR
       24   Clear Choice Female Sale — Milan, IN
       30   26th Annual Hokie Harvest Sale, Virginia Tech — Blacksburg, VA
       31   7P Ranch’s 45th Annual Production Sale — Tyler, TX (pg. 7)
       31   Genetic Opportunity Sale — Albemarle, NC
       31   High Ridge Farms’ Genetic Opportunity Sale — Albemarle, NC (pg. 56)
       31   Pennsylvania Fall Classic Sale — Waynesburg, PA
       31   Red Hill Farms’ “Bulls and Females of Fall VI” — Lafayette TN (pgs. 43, 88)
       31   Yon Family Farms Fall Sale — Ridge Spring, SC

NOVEMBER
         1   Hawkeye Simmental Sale — Bloomfield, IA
         1   Triangle J Ranch’s Annual Female Sale — Miller, NE (pg. 75)
         2   Hanel’s Black Simmentals’ Female Sale — Courtland, KS
         2   Harriman Santa Fe Annual Bull Sale — Montrose, MO (pg. 40)
        7   Cason’s Pride and Joy Elite Female Sale — Russell, IA
         7   Hilltop Simmentals’ Dakota Ladies’ Bred Heifer Sale — Worthing, SD (pg. 83)
         7   Irvine Ranch 16th Annual Production Sale — Manhattan, KS (pg. 90)
       14   Deer Creek Farm’s Annual Bull Sale — Lowesville, VA
       14   Gibbs Farms’ Bull and Replacement Female Sale — Ranburne, AL (pg. 89)
       14   SK Cattle’s Complete Simmental Dispersal Sale — Aberdeen, SD (pg. 58)
       15   Houck Rock Creek Ranch’s Fall Private Treaty Bull Sale — Allen, KS
       16   Bichler Simmentals’ Production Sale — Linton, ND
       20   Heartland Simmental Performance with Class Sale — Waverly, IA
       21   9th Annual Strickland-Driggers Bull Sale — Glennville, GA
       21   Best of Both Worlds Sale — Newark, OH
       21   Callaway Cattle Company’s 8th Annual AffordaBULL Sale — Carrollton, GA
 21-24   LMC and Friends Giving THANKS Online Sale VI — www.lamuneca.com
       21   Southern Cattle Company Bull Sale — Marianne, FL
       21   Stanley Martins Farms’ Herd Reduction Sale — Decorah, IA (pg. 4)
       21   Timberland Cattle’s Fall Bull Sale — Vernon, AL
       27   Chestnut Angus Female Sale — Pipestone, MN
       28   Felt Farms’ Foxy Ladies Sale — West Point, NE
       28   Right By Design Sale — Middletown, IN
       30   WLB Livestock Complete Dispersal — Douglas, MB
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DECEMBER
         5   Jewels of the Northland — Clara City, MN
         5   Montana’s Choice Simmental/SimAngus™ Sale — Billings, MT
         5   Next Step Cattle Company’s 8th Annual Bull Sale — Livingston, AL
         5   T-Heart Ranch’s Fall Female Sale — LaGarita, CO
       12   Hartman Cattle Company’s Customer Appreciation Sale — Tecumseh, NE
       12   NDSA Annual Showcase/Sale — Mandan, ND (pg. 84)
       12   North Alabama Bull Evaluation Sale — Cullman, AL
       13   Trauernicht Simmental Nebraska Platinum Standard Sale — Beatrice, NE
       19   South Dakota Source Sale — Mitchell, SD

JANUARY 2021
       15   Diamond Bar S Bull Sale — Great Falls, MT
       18   National Western “The One – Volume XXVII” Sale — Denver, CO
       19   Powerline Genetics’ Bull Sale — Arapahoe, NE
       22   Ellingson Simmentals’ Annual Production Sale — Dahlen, ND (pg. 42)
       23   Forster Farms 42nd Annual Production Sale —  Smithfield, NE
       30   Double J Farms’ 47th Annual Private Treaty Bull Sale — Garretson, SD (pg. 46)
       30   J&C Simmentals’ Annual Bull Sale — West Point, NE (pg. 43)
       31   Triangle J Ranch’s Bull Sale — Miller, NE (pgs. 43, 75)

FEBRUARY
         1   APEX Cattle “Heterosis Headquarters” Bull and Bred Heifer Sale — 

Dannebrog, NE (pg. 23)
         1   Gateway Simmental 41st Annual “Breeding Value” Bull Sale — 

Lewistown, MT (pg. IBC)
         3   Begger’s Big Sky Genetic Source Bull Sale — Wibaux, MT
         3   Lazy C Diamond Ranch’s Production Sale — Kintyre, ND
         4   Hart Simmentals’ Power Bull Sale — Frederick, SD
         4   Stavick Simmental’s Annual Sale — Veblen, SD (pg. 46)
         5   Cow Camp Ranch’s Annual Sale — Lost Springs, KS (pg. 44)
         5   Kunkel Simmentals’ Annual Bull and Bred Female Sale — New Salem, ND
         6   39th Annual Klain Simmental Ranch’s Production Sale — Ruso, ND
         6   Powerline Genetics’ PAP Tested Bull Sale — Castle Dale, UT
         6   Prickly Pear Simmental Ranch’s Bull Sale — Helena, MT (pg. 50)
         6   Value Based Genetics Sale — Decorah, IA
         7   Hartman Cattle Company’s Simmental Bull Sale — Tecumseh, NE
         8   Dakota Power Bull Sale — Valley City, ND
         9   Edge of the West Production Sale — Mandan, ND (pg. 42)
       10   Jackpot Cattle Company’s Bull Sale — Wessington, SD (pg. 46)
       10   River Creek Farms’ Spring Bull Sale — Manhattan, KS (pg. 44)
       11   Lassle Ranch Simmental’s Annual Bull Sale — Glendive, MT
       12   Bata Brothers/Bell Family 23rd Annual Bull Sale — Rugby, ND
       12   Bred For Balance Sale — Starbuck, MN
       13   Kenner Simmentals’ 25th Annual Production Sale — Leeds, ND
       13   Mississippi/Dixie National Simmental Sale — Jackson, MS
       13   Rydeen Farms’ 23rd Annual “Vision” Sale — Clearbrook, MN (pg. 42)
       15   Bulls of the Big Sky — Billings, MT (pg. 46)
       15   Houck Rock Creek Ranch’s Spring Private Treaty Bull Sale — Allen, KS
       15   Iowa Simmental “Mark of Excellence” Sale — Des Moines, IA
       16   QBVJT Power By Design Sale — Oakes, ND
       19   32nd Annual Power Bull Sale — Carstairs, AB
       19   Dakota Xpress Annual Bull and Female Sale — Mandan, ND (pg. 42)
       19   R&R Cattle Company’s Annual Production Sale — Chamberlain, SD
       19   Sandy Acres’ Bull Sale — Neligh, NE (pg. 43)
       20   7P Ranch’s 27th Annual Spring Bull and Female Sale — Tyler, TX
       20   Dixson Farms, Inc., Private Treaty Sale — Atwood, KS
       20   Nebraska Cattlemen’s Classic Simmental Sale — Kearney, NE
       20   Yon Family Farms Spring Sale — Ridge Spring, SC
       21   Bred For Balance Annual Sale — Starbuck, MN
       24   C Diamond Simmentals’ Annual Production Sale — Dawson, ND
       25   Illinois Performance Tested Bull Sale — Springfield, IL
       26   Mid-America Simmental Sale — Springfield, IL
27-3/6   Hofmann Simmental’s “Buy Your Way” Bull Sale — Clay Center, KS

MARCH
         1   Hanel’s Black Simmentals’ Black and White Bull Sale — Courtland, KS
         1   Sweet 16 Online Bull and Female Sale — www.lot1.com
         2   Hill’s Ranch’s Bull Sale — Stanford, MT (pg. 46)
         3   Klein Ranch’s Annual Production Sale — Atwood, KS
         4   Brink Simmentals’ Phone Auction — www.brinkgenetics.com (pg. 86)
         4   Keller Broken Heart Ranch’s Annual Sale — Mandan, ND (pg. 42)

CALENDAR                   CONTINUED
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82 SIMTALK

CHECK US 
OUT ONLINE

www.simmental.org

Have you 
visited 
simmental.org 
lately?
The main page of the 
website has a new look
highlighting ASA spotlight
articles, industry news, and
easy to navigate location 
for articles in a series.

simmental.org 
makes it easy for you.  

Sections include:
© Industry News and Events
© ASA Spotlight
© EPD FAQs
© Women of ASA
© Down to the Genes 
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Alabama
Gibbs Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 89
Mobley, Col. Luke, Auctioneer . . . . . . . . . . . . . . . . . . 44

California
Bruin Ranch. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 17
Bulls Eye Breeders . . . . . . . . . . . . . . . . . . . . . . . . . . 52
Circle Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 17
Gonsalves Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . 52
Red River Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . 55

Colorado
Altenburg Super Baldy Ranch, LLC. . . . . . . . . . . . . . 40
Bridle Bit Simmentals. . . . . . . . . . . . . . . . . . . . . . . . . 40
Lechleiter Simmentals . . . . . . . . . . . . . . . . . . . . . . . . 40
Phoenix Cattle Company. . . . . . . . . . . . . . . . . . . . . . 40
T-Heart Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40
Top Dollar Angus . . . . . . . . . . . . . . . . . . . . . . . . . . . . 37

Idaho
Promise Land Ranch . . . . . . . . . . . . . . . . . . . . . . . . . 40

Illinois
Allied Genetic Resources . . . . . . . . . . . 6, 7, 15, 23, 44, 

. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 75, 88, 89, IBC
Bauer Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . 19
Boitnott Family Cattle. . . . . . . . . . . . . . . . . . . . . . . . . 19
Bramlet Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . 59
Dwyer Cattle . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 67
Fox Creek Cattle . . . . . . . . . . . . . . . . . . . . . . . . . . . . 19
Haven Hill Simmentals. . . . . . . . . . . . . . . . . . . . . . . . 43
Hillstown Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 19
Illini Elite . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 19
JR Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 19

Lemenager Simmentals. . . . . . . . . . . . . . . . . . . . . . . 59
Lewis, Jeff and Justin . . . . . . . . . . . . . . . . . . . . . . . . 19
Ogle Show Cattle. . . . . . . . . . . . . . . . . . . . . . . . . . . . 19
Rhodes Angus . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 43
Rincker Simmentals. . . . . . . . . . . . . . . . . . . . . . . . . . 19
Russell Land and Cattle. . . . . . . . . . . . . . . . . . . . . . . 19
Ryan Cattle Co. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 59
Schick/Haefner Cattle Co. . . . . . . . . . . . . . . . . . . . . 59
Travis Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 19
Wildberry Farms Simmental Cattle . . . . . . . . . . . . . . 43

Indiana
Knapper Cattle. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 64
Peaceful Valley Farm. . . . . . . . . . . . . . . . . . . . . . . . . 19
Clover Valley Simmentals . . . . . . . . . . . . . . . . . . . . . 81

Iowa
Brink Genetics . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 86
Hadden Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . 59
KFFC Simmental . . . . . . . . . . . . . . . . . . . . . . . . . . . . 73
RL Fleckvieh Limerock Ranch . . . . . . . . . . . . . . . . . . 40
Springer Simmental . . . . . . . . . . . . . . . . . . . . . . . . . . 40
Stanley Martins Farms. . . . . . . . . . . . . . . . . . . . . . . . . 4
Top Genomics . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 15

Kansas
Brink Genetics . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 86
Brooks Simmental Ranch . . . . . . . . . . . . . . . . . . . . . 44
Cow Camp Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . 44
Dixson Farms, Inc.. . . . . . . . . . . . . . . . . . . . . . . . . . . 44
Gold Bullion . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 44
Head of the Class . . . . . . . . . . . . . . . . . . . . . . . . . . . 59
Hofmann Simmental Farms. . . . . . . . . . . . . . . . . . . . 44
Irvine Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 90

River Creek Farms. . . . . . . . . . . . . . . . . . . . . . . . 11, 44
Sunflower Genetics, LLC. . . . . . . . . . . . . . . . . . . . . . 44

Kentucky
DP Sales Management, LLC . . . . . . . . . . . . . 59, 81, 83
Family Matters . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 81
KenCo Cattle Company . . . . . . . . . . . . . . . . . . . . 59, 81
Rocking P Livestock . . . . . . . . . . . . . . . . . . . . . . . . . 55

Michigan
Freedom Run Farms . . . . . . . . . . . . . . . . . . . . . . . . . 62

Minnesota
Eberspacher Enterprises, Inc. . . . . . . 52, 54, 55, 56, 58
Oak Meadow Farms . . . . . . . . . . . . . . . . . . . . . . . . . 42
Rydeen Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42

Mississippi
Little Creek Cattle . . . . . . . . . . . . . . . . . . . . . . . . 13, 40
Magnolia Classic . . . . . . . . . . . . . . . . . . . . . . . . . . . . 13
Rockhill Ranch. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40

Missouri
Cattle Visions. . . . . . . . . . . . . . . . . . . . . . . . . . . . 23, 44
Gerloff Farms. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 40
Harriman Santa Fe . . . . . . . . . . . . . . . . . . . . . . . 33, 40
Haase SimAngus. . . . . . . . . . . . . . . . . . . . . . . . . . . . 33
Lucas Cattle Company . . . . . . . . . . . . . . . . . . . . 40, 80
Steaks Alive . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . BC
Three Cedars Farms . . . . . . . . . . . . . . . . . . . . . . . . . 37
Wallace Cattle Company . . . . . . . . . . . . . . . . . . . . . . 55
Windsor Livestock Auction. . . . . . . . . . . . . . . . . . . . . 33

CONTINUED ON PAGE 86
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Montana
3H Simmental Ranch. . . . . . . . . . . . . . . . . . . . . . . . . 46
Bulls of the Big Sky . . . . . . . . . . . . . . . . . . . . . . . . . . 46
Gateway Simmental & Lucky Cross. . . . . . . . . . . . . IBC
Hill’s Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 46
Miller Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . 46
Nelson Livestock Company . . . . . . . . . . . . . . . . . . . . 46
ORIgen . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 44
Peck Simmentals. . . . . . . . . . . . . . . . . . . . . . . . . . . . 46
Prickly Pear Simmental Ranch . . . . . . . . . . . . . . . . . 50
Universal Semen Sales, Inc. . . . . . . . . . . . . . . . . . . . 44

Nebraska
APEX Cattle. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 23
Forster Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 43
J&C Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . . 43
Neogen® Genomics. . . . . . . . . . . . . . . . . . . . . . . . . . 71
Powerline Genetics . . . . . . . . . . . . . . . . . . . . . . . . . . 43
Sandy Acres Simmental. . . . . . . . . . . . . . . . . . . . . . . 43
Sloup Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . 43
Triangle J Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . . 75

North Carolina
Fred Smith Company Ranch . . . . . . . . . . . . . . . . 44, 53
High Ridge Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . 56

North Dakota
Bata Brothers. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42
Bichler Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . 42
Dakota Xpress . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42
Ellingson Simmentals . . . . . . . . . . . . . . . . . . . . . . . . 42
Kaelberer Simmentals . . . . . . . . . . . . . . . . . . . . . . . . 42
Keller Broken Heart Ranch . . . . . . . . . . . . . . . . . . . . 42
Kenner Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . 42

North Dakota Simmental Association . . . . . . . . . . . . 84
Rust Mountain View Ranch . . . . . . . . . . . . . . . . . . . . 42
SRF Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42
SYS Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42

Ohio
Ferguson Show Cattle . . . . . . . . . . . . . . . . . . . . . . . . 67
Rolling Hills Farms Simmentals, LLC. . . . . . . . . . 43, 85
Select Sires®, Inc. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3

Oklahoma
Elmore Cattle Services . . . . . . . . . . . . . . . . . . . . . . . 55
Lazy U Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42
White Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42
Willis Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . . 42

South Dakota
3C Christensen Ranch. . . . . . . . . . . . . . . . . . . . . . . . 46
B&B Simmental Cattle . . . . . . . . . . . . . . . . . . . . . . . . 46
Benda Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . . 46
Double J Farms Simmental Cattle . . . . . . . . . . . . . . . 46
Eichacker Simmentals . . . . . . . . . . . . . . . . . . . . . . . . 46
Ekstrum Simmentals . . . . . . . . . . . . . . . . . . . . . . . . . 46
Hilltop Simmentals. . . . . . . . . . . . . . . . . . . . . . . . . . . 83
Jackpot Cattle Co. . . . . . . . . . . . . . . . . . . . . . . . . . . . 46
Mertens Cattle Company. . . . . . . . . . . . . . . . . . . . . . 54
NLC Simmental Ranch . . . . . . . . . . . . . . . . . . . . . . . 46
SK Cattle . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 46, 58
Stavick Simmental . . . . . . . . . . . . . . . . . . . . . . . . . . . 46
Traxinger Simmental . . . . . . . . . . . . . . . . . . . . . . . . . 46
Werning Cattle Company. . . . . . . . . . . . . . . . . . . . . . 46

Tennessee
KenCo Cattle Company. . . . . . . . . . . . . . . . . . . . . . . 81

Martin Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . 21, 43
Red Hill Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . 43, 88
Running Springs Cattle Company . . . . . . . . . . . . . . . 81
Tennessee Seedstock Connection . . . . . . . . . . . . . . 81
Tylertown Simmental . . . . . . . . . . . . . . . . . . . . . . . . . 81
Water’s Edge Farm . . . . . . . . . . . . . . . . . . . . . . . . . . 81

Texas
7P Ranch. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 7
Allflex® Livestock Intelligence . . . . . . . . . . . . . . . 11, 49
B.R. Cutrer Incorporated . . . . . . . . . . . . . . . . . . . . . . 57
Bovine Elite, Inc. . . . . . . . . . . . . . . . . . . . . . . . . . . . . 23
Brahman Country Beef . . . . . . . . . . . . . . . . . . . . . . . 57
Brahman Country Genetics . . . . . . . . . . . . . . . . . . . . 57
Brush Country Bulls . . . . . . . . . . . . . . . . . . . . . . . . . . . 6
Filegonia Cattle Company . . . . . . . . . . . . . . . . . . . . . . 6
Ladies of the Lone Star . . . . . . . . . . . . . . . . . . . . . . . 55
Pine Ridge Ranch, LLC . . . . . . . . . . . . . . . . . . . . . . . 44
R. A. Brown Ranch . . . . . . . . . . . . . . . . . . . . . . . . . . . 5
Ranch House Designs, Inc. . . . . . . . . . . . . . . . . . . . . 57
Reavis Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2
Red River Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . 55
Schwake Cattle Service. . . . . . . . . . . . . . . . . . . . . . . 73
Shipman, Jered, Auctioneer. . . . . . . . . . . . . . . . . . . . 44
Smith Genetics . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 2
Turkey Creek Cattle Company. . . . . . . . . . . . . . . . . . 55

Washington
Trinity Farms . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 42

Wisconsin
ABS® Global, Inc. . . . . . . . . . . . . . . . . . . . . . . . . . 1, 46
Accelerated Genetics® . . . . . . . . . . . . . . . . . . . . . . . . 3
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