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Bull sale season is in full swing across the country.
Photo by Luke Bowman.  
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Please google stanleymartinsfarms 
for more information.

We sell bulls every month of the year. 
90% of our bulls sell from $3,000-5,000.
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It’s hard to believe that we
are already in March, well into
calving season, and looking
forward to green grass. As
always, I am extremely proud 
of this issue and the work our
team has put into it. For this
issue’s From the Editor I want 
to veer away from talking
about what we have been up
to and tell a story about a local
beef industry advocacy win.

It’s a story that applies to anyone who raises or eats
beef, and I hope everyone can learn from it. 
   Bozeman, ASA’s home, is growing at a breakneck
pace. Prior to the pandemic the area was growing
quickly, and the increase in remote work and desire 
to leave metropolitan areas has caused the valley to
explode. Big Sky, home to the Yellowstone Club, is
a popular destination for wealthy vacationers, and 
overall, the once quaint little cow town is looking alot
more like a trendy sister to Jackson Hole, or Boulder.

FROM THE EDITOR by Lilly Platts

   This population growth of course means an
increased range of viewpoints, which is something
anti-ag groups have taken notice of. They know 
Bozeman is growing, and that it could be an effective
target for their campaigns. Recently, the Bozeman
Yellowstone International Airport luggage carts became
mobile advertisements for an anti-cattle campaign by
PETA. This space, located beneath the handle of the
cart, was paid for by an advertiser and not part of 
any campaign by the airport itself, but this of course
caught people's attention. 
   Green Mountain Red Angus first posted the photo
of the carts on their Facebook page, calling out the
Bozeman airport for allowing the ad to run in a com-
munity where the beef industry is respected and
important. As of this writing, over 1,400 people shared
the post and more commented on it. I saw it across
friends’ pages, accompanied by outraged captions and
hundreds of comments of agreement. But here is
where the Green Mountain family sets themselves
apart: they went past the trap of just posting on social
media, and contacted the airport, asking to have a
discussion about the advertisements.  They were 
able to have a conversation with management and 
the airport quickly removed the ads, explaining that
they had questioned the ad when it was initially 
presented, tried to stop it, and found they could 
be put in a difficult legal situation. The airport even
shared that their legal counsel has since revisited
their advertising policy and amended it so they are
able to put a stop to ads like this in the future. 
   What are the lessons we can learn from this? 
First, as my friend Morgan, a fellow journalist, said 
in response to the situation, “Quit complaining and
start doing.” The crew at Green Mountain Red Angus
didn’t just post a photo of the ad on Facebook to 
complain. They gained support and then did some-
thing about it in a professional, mature manner. 
   Second, something you will now see if you look on
Facebook is a photo of the blank luggage carts, not
the ad. Why? The folks at Green Mountain know that
sharing the ad, even in disagreement and anger, is
spreading PETA’s message. This is a lesson we all
need to learn. It’s ok to spread awareness, but do it 
in a way that isn’t spreading the wrong message. 
Anti-ag groups don’t care what kind of emotion their
message is being spread with. Every share, click, and
little angry face reaction is online traffic, and with
social media, traffic is the goal. So, if you see some-
thing on social media that you feel strongly about, 
in ag or not, stop before you share it. Send an email,
file a complaint, and call you friends, but don’t just
share things because they make you mad. We’re 
often feeding the opposition without even knowing it. 
   I hope this issue of SimTalk finds everyone well,
and that this story encourages everyone to be
informed, intelligent advocates for our industry.

ST

Lilly Platts

6 SIMTALK

Boyle Ranch

Boyle Ranch Ferrari 156F  •  ASA# 3533307
Multiple sons sell

l Be sure to look for our 
Red, White and Beautiful
Fleckvieh Female Sale 
coming up in November.

Bryan Boyle

Boyle Ranch
Annual Private Treaty Bull Sale

Bryan Boyle
712-870-8666  •  boyle_bryan@yahoo.com
4824 110th Street  •  Washta, IA  51061

www.boyleranchfleckvieh.com
Follow us on Facebook

l Two-year-old, 
18-month-old and yearling 
Fleckvieh bulls available.
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STYLE: A Leadership Program 
for the Industry’s Next Generation 
    ASA is excited to announce SimGenetics Training for
Young Leaders and Entrepreneurs (STYLE) 2022, 
a leadership program for beef industry enthusiasts age 25
to 40. The in-person program will be held in Oklahoma
City, June 17–19, 2022. STYLE intends to develop lead-
ers who better appreciate and understand the complex
environments of the beef industry, who can more effec-
tively serve ASA stakeholders in the future. Attendees 
will focus on the following: 

• Enhanced awareness of their own strengths and
how to leverage these strengths. 

• Gain a more thorough understanding of 
ASA governance.

• Gain insight into the various beef industry
segments.

• Increase engagement regarding the future of ASA
and the industry.

Who should apply for the program? 
Beef and SimGenetic enthusiasts from age, 25 to 40.

What can attendees expect at STYLE? 
The STYLE program has been crafted by an industry
expert in leadership development, and ASA staff.
The structure of the event is a mixture of talks, panels, 
interactive sessions, small group experiences, meaningful
mentorship opportunities, suggested readings, and 
real-life examples of overcoming serious obstacles. 
The content will range from inward-facing personal
assessment to ASA governance, industry trends and
voices, and encouragement by leading figures within 
the beef business.

What does STYLE cost? 
Attendees will be responsible for their travel expenses to
Oklahoma City, lodging, and some meals. The registration
fee is $200/attendee or married couple. This will cover
multiple meals, written resources, session attendance, 
and a visit to the Oklahoma City National Memorial. Upon
attendance, full participation, and completion of the STYLE
program, $200 will be credited back to the ASA account of the
attendee for future use (i.e. registrations, transfers, and THE).
All those who sign up by the early entry deadline of
March 18, 2022, will have their name placed into a 
drawing for two free lodging packages. 

Why did ASA see a need for 
a program like this? 
Responsible beef producers are constantly studying the
future of their operation, the sustainability and adapt-
ability of their business model, and keeping a watchful
eye toward the need for new voices and fresh perspec-
tives. Similarly, ASA trustees and staff intend to steward
the future of ASA and its services for its membership and 
the industry at large. That future is to be most heavily
impacted and determined by young professionals and
families who are presently using and implementing Sim-
Genetics and ASA tools, services, and strategies to grow
their own businesses. It is important to connect with
those producers to better serve their present needs, while
also giving them greater insight into ASA and its mission.
STYLE situates us better today, and serves as a training
ground for insightful leaders tomorrow.

Why is it important to encourage young
producers in our breed to be leaders?
ASA exists to improve beef business profitability through
the honest and clear use of data and facts. Commitment
to that mission has built the “Business of Simmental”
into the most innovative and commercially focused breed
association in existence. This is evident in current suc-
cesses across the industry. However, that mission is also
what allows us to continue to push, to adapt, to accu-
rately self-assess, and to ultimately navigate challenging
times. This is a lofty charge. To maintain this course and
improve, we must have the creativity, ingenuity, commit-
ment, and input of those who will be at the helm over the
next 30 years.

What? STYLE 2022

When? June 17–19, 2022

Where? The Skirvin Hilton, One Park Ave., 
Oklahoma City, OK 73102

Early entry deadline (will make participant 
eligible for lodging drawing): March 18, 2022 

Final entry deadline: April 1, 2022

How to apply: simmental.org/STYLE 

Questions? Please email ckemp@simmgene.com

8 SIMTALK
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Simmental Takes Hold
inTennessee
The University of Tennessee offers seedstock producers
and commercial cow-calf producers a valuable resource. 

by Lilly Platts 

The University of Tennessee’s (UT) Perfor-
mance Tested Bull Sale provides an avenue
for the state’s producers to sell seedstock, and
for local commercial producers to source high-
performance genetics. In recent years, the
number of SimAngus bulls consigned to the UT
Bull Development Program has increased sig-
nificantly, and the competitive sale prices are
proof that buyers are responding well to the
breed. At the 2021 sale, 19 SimAngus bulls
averaged $4,095, with one almost topping the
sale. Comparatively, 47 Angus bulls averaged
$3,980, and four Hereford bulls averaged
$3,450. No single breed is given preference in
the program, but thanks to a group of driven,
progressive seedstock producers, SimAngus is
finding success in the program and throughout
the state. 

A past crowd at the annual UT Performance Tested Bull Sale. 

A Solid Foundation  
    Kevin Thompson has served as the Middle Tennessee
AgResearch and Education Center director for 11 years.
Throughout his education and early career, he was
connected to the UT Bull Development Program. “When
I graduated from the university with my master’s degree
I went to work as a research associate at the center that
I am now the director of,” Thompson explains. “I was
the day-to-day manager of operations for the UT Bull
Development Program for six years.” 
    Thompson then worked for the Tennessee Farm
Bureau Federation, where he was involved in purchas-
ing bulls through the UT Bull Development Program
through his work with producers. His career came full
circle when he became the director of the Middle Ten-
nessee AgResearch and Education Center 11 years ago.

12 SIMTALK
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   Bulls consigned to the UT Bull Develop-
ment Program are on test for just under 
three months, with an intense focus on
performance and a strict culling protocol.
Data is collected on each bull, including
weight gain and carcass ultrasound, and
close attention is paid to how each bull is
holding up. Feet and leg quality and pass-
ing a breeding exam are priorities, and 
any bull that doesn’t score adequately is
removed from the program. Thompson
explains, “Once they pass all of those 
criteria, and they have a good disposition,
they are sold in January. The bulls have 
to jump through a lot of hoops, but we end
up with a bulletproof product these com-
mercial cow-calf producers can take home
and expect nice calves from.” 

A Progressive Program 
   During his time as director, Thompson 

has seen the quality and number of
SimAngus bulls consigned to the program
increase significantly. He says, “There has
been an increase in Simmental and
SimAngus breeders, and the reason for
that is there is a tremendous market for
those bulls in our area from commercial
cow-calf producers.” 
   Thompson says that this increase is 

due to a shift in commercial programs
throughout the state, and the overall
improvement in Simmental genetics.
“Commercial producers realize that from 
a marketability standpoint the breed is
providing genetics that increase pounds
gained while maintaining uniformity of
color,” Thompson explains. “There are a 
lot more solid red and solid black bulls,
and they are able to use those to maintain
a uniform color across their calf crop, and
also increase the yield potential of their
calves. They are also getting some hetero-
sis back in their herd.” 
    Simmental made an appearance at the 
UT Bull Development Program decades 
ago but the original red-and-white genetics
never found popularity. Thompson explains
that for most breeders in the area, issues
with traits like birthweight and color
outweighed the added weaning weight
Simmental offered. However, as the breed
improved and Sim-Angus gained popular-
ity, the breed found its way back to the 
UT program. Thompson says that when he
started as director almost all of the bulls
consigned were Angus. Today, while Angus
is still a large portion of the UT Bull Devel-
opment Program, Simmental-influenced
bulls make up around one-third. “With the

tremendous strides that ASA has made, with overall phenotype
and genetic improvement, it’s made it one of the most popular
breeds in our area,” Thompson says. “It maintains a package that
has the power to grow, maternal characteristics and femininity,
the ability to grade (because we are sending these cattle to the
rail), and it’s in a really uniform package that isn’t changing the
phenotype. They’re still black-hided, but we’re able to get more
pounds on them.” 
   Dr. Troy Rowan, assistant professor and extension specialist 

at UT, interfaces with producers throughout the year, frequently
discussing the benefits of crossbreeding and heterosis. Adding
breeds like Simmental to Angus-based herds is a common con-
versation. “The biggest thing that comes up in all of my extension
work is trying to drive home this idea of crossbreeding and het-
erosis,” Rowan says. “The other thing we’ve made a big emphasis
on is how we shift from revenue-based traits to a more holistic
picture of profitability. How we move to the bigger picture of keep-
ing replacement heifers, and focusing on cow longevity and
fertility, feet and legs, and structurally strong animals.” 

The number of SimAngus bulls consigned to the program 
has increased steadily over the last decade. 

The Middle Tennessee AgResearch and Education Center 
is home to the UT Bull Development Program.
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Simmental Takes Hold in Tennessee

   All of the bulls on test at UT are genomically tested. This addi-
tional data not only helps consignors gauge their genetics, but it
is incentivized by the state through the Tennessee Agricultural
Enhancement Program. Rowan explains that the program kicks
money back to producers who purchase bulls meeting specific
criteria, including genomic testing. If a purchased bull meets 
all of the criteria and has a genomic test, a producer can apply 
to receive a maximum $1,800 “rebate” from the state program. 
Overall, the program is designed to incentivize investments 
that will help producers remain profitable long-term. 

Power in Collaboration  
   According to the Tennessee Farm Bureau, the state had an
inventory of close to one million beef cows and calves in 2021.
Like many southern states, Tennessee’s individual herds are 
typically small, and many producers hold jobs off the farm. 
This means that convenience traits are imperative, and because
most producers only need one or two bulls to cover their cow 
herd it is important that those bulls work efficiently and have
balanced traits. 
   While many herds are small, there are a number of high-
quality seedstock producers in the state. Marketing is one 
challenge of producing seedstock on a small scale, and the UT
Bull Development Program offers a place for these breeders to
develop and market bulls through a proven program. Thompson
says, “It allows breeders who don’t produce the volume of bulls 
to attract a large crowd of commercial cow-calf producers to their
sale to participate in a larger program with a built-in reputation.
Of the bulls that do pass the test — around 20% of the bulls con-
signed end up going home — their ability to make it from point 
A to point B puts them on a different level. Producers are able 
to participate in a program that is greater than they can be 
individually.” 

   Thompson says that friendly competi-
tion drives these breeders. “What really
stands out is they communicate and work
together. There’s a competition there,
which breeds success and increases the
whole. That’s exactly why this group of
producers and their participation in the
UT Bull Development Program has taken
them to another tier. The competition has
built on itself and brought uniformity to
the bulls they have consigned in perfor-
mance, fertility, structural soundness, 
and overall correctness of phenotype.
They take it seriously, study the AI 
catalogs, and do a good job,” he explains. 

A Program for Producers
   Stanley Scott has been participating 
in the UT Bull Development Program for
eight years, and has been a leader in
improving the quality of SimAngus bulls 
in the sale. Scott has a long history with
the Simmental breed, first when he farmed
with his father. Over the years he has
honed his own program to produce high-
quality, top-selling bulls. Scott has been
extremely focused on utilizing AI to
improve genetics, first learning how 
to AI when he was a teenager. 
    Scott first bred his Angus-based cows to
Simmental bulls before the term SimAngus
was coined, and since becoming involved
in the UT Bull Development Program one 
of his goals has been to increase the suc-
cess of the breed at the sale. This goal has
become a reality, with his own bulls doing
well and the number of SimAngus bulls in
the sale increasing overall. Scott recalls, 
“I have topped the SimAngus sale six years
in a row. The second year I had bulls there
I tied for the highest-selling individual. The
sixth year I had the highest-selling bull by
a thousand dollars.” 
   Overall, SimAngus breeders participat-
ing in the program have seen increased
success, and Scott’s trajectory is a great
example of this. He explains that he
focuses on breeding for a variety of 
genetics, catering to the broad base of
commercial customers who come to the 
UT sale. “I spend hundreds of hours every
year studying the bulls I’m going to breed
to the next year,” Scott says. “I breed for 
a variety of bulls, which broadens my 
sales base.” 

A bull Stanley Scott consigned to the 
UT Bull Development Program.
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Stanley Scott has been involved with 
the Simmental breed for decades.

    Scott, who is now retired, spent 40 years working as a lineman.
During that time, he remained focused on improving his cow
herd. Having worked off the farm while working to improve his
cow herd, Scott knows first-hand how important it is to produce
bulls that commercial producers can rely on. He says a focus on
AI has allowed him to create a cow herd that consistently
produces high-quality bulls. “I take a lot of pride in it, and I really
put a lot of labor and work into AI’ing my cows,” Scott explains. 
    Thompson says the overall spirit of competition, collaboration,
and improvement have made the UT Bull Development Program a
success. Each breed, animal, and producer is given a fair opportu-
nity to succeed, and this level playing field also gives commercial
bull buyers a place they can confidently source genetics. Thomp-
son emphasizes that the program is not catered to any individual
breeds or producers, but that the increased success of SimAngus

cannot be ignored. “The Simmental breed-
ers have just been extremely impressive,”
he says. “I have to be unbiased as a part of
UT, but I do have to state that the genetic
improvement these breeders have made
over the years I’ve been involved has been
extremely impressive. My experience spans
all the way back to 1993, and it’s been
impressive to see these breeders grow, see
the pride they have in what they do, and to
see them gain the following of commercial
cow-calf producers. It’s fun to watch. Any
time you see progress in the cattle industry
it’s fun to see.”

Through an intense focus on AI breeding, 
Stanley Scott has improved his cow herd

Stanley Scott spends significant time studying 
which bulls will best fit each cow in his herd.

SIMTALK 17
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by Chip Kemp, director, ASA & IGS Commercial and Industry Operations
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Many have written 
endless articles on the
varying pitfalls of our
chosen profession. In 
the interest of full disclo-
sure, I’m guilty of that
exact thing. But, in

truth, we can boil it down to controlling those
things we can control to set ourselves up to better
navigate the challenges of those things we cannot
control. Complex? Yes. But, at the same time it 
can often be elegantly simple as well.
   The reality is, if I’m addicted to shiny metal 
and wheels this business gets hard. If I’m trying 
to build a profitable beef business while paying
suburban property prices this business gets hard.
In a commodity-based business model long term
profits force to zero. What are you doing to buck
that trend?
   On the other hand, there are some easy and 
evident truths: 
   1) The “short-term cow” is a long-term
problem. Lack of female longevity will cripple an
operation. She can’t make a fancy enough calf or 
a heavy enough calf to make that okay. Lack of cow
“stayability” has become rampant, as many have
forgotten the value of responsible crossbreeding as
they chase terminal benefits without regard for a
whole-enterprise profit picture. Maybe this isn’t
true at your ranch. However, I’d wager that if most
of us did a thorough business analysis, we would
find that we have built an unsustainable business
trajectory by not being honest with ourselves about
the maternal merit of our cow herd. 
   2) Certain truths are nearly never spoken
about in our business. They are taboo. We know
them to be true, but we live in a world where blue
ribbons abound, and as such, everybody bites their
lip and side-steps the truth. One such truth: some
breeds struggle to provide the feedlot performance,
or carcass merit, or consumer measurables that

are presently demanded to get top dollar for feeder
calves. Another truth: NO ONE BREED corners 
the market on all those traits. Additionally,
responsibly crossed cattle prove to be the 
most consistently profitable cattle. I could 
compile numerous academic articles, papers, and
research summaries. But, maybe it is more mean-
ingful when we realize where the industry puts its
dollars. In 2020, calves from Continental sires
(SimAngus and Charolais) topped the large Supe-
rior Livestock Auction summer sales. Or, when 
one dissects the Tri-County Carcass Futurity data
from Iowa, those same sire groups (Simmental-
influenced and Charolais-influenced) generated
terminal calves that garnered larger checks from
the packer than any other sire group. To be clear,
these two things are linked. When feedlots make
more on responsibly crossed cattle, they tend to
pay to get more of those calves into their yard.
Simple business sense.
   3) Neither #1 nor #2 happened by accident.
It takes serious commitment to data collection, and
credible and humble scientists to analyze the data.
You can benefit from those efforts by demanding
multi-breed EPD that allow you to directly compare
bulls of different breed types. Additionally, demand
a credible whole-life-cycle index and a reliable ter-
minal index so that you have the appropriate tools
to fit your management approach. Use the whole-
life-cycle index if you are retaining daughters. If you
purchase your females, put the terminal index to
work. Indexes make the complex straightforward.
   4) Ask your seedstock provider how they 
can help you balance breed complementarity
and heterosis to add female longevity in your 
environment and feeder calf value to your family’s
business. If your seedstock provider ignores these
facts or denies the benefits of crossbreeding to your
commercial program, then ask them to defend their
position. If they can’t suitably do that, then 
why are they your seedstock provider?

Evaluating the basic principles 
of the beef business and profitability
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Simmental Genetic Trends

   These Simmental genetic trends highlight a population with both maternal and 
terminal merit.  Examining the Simmental genetic trends over the last 20 years, we
see an increase in calving ease and stayability, while holding mature size and milk
constant. On the terminal side, post weaning gain, carcass weight, and marbling are 
all trending up. The entire package of a genetic offering for both longevity, calving ease,
growth, and carcass quality promises a unique set of traits to help the commercial cattle
industry be successful.  
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by Drew Lakamp, Walton Berry grant recipient 

Cattle, Computers, and the Climate:

   The environmental sustainability
of beef production has become a 
topic of interest for today’s consumer.
According to the Environmental
Protection Agency (EPA) the 
agriculture sector accounts 
for about 10% of the national 
greenhouse gas (GHG) emissions
every year. Ruminant methane 
production alone accounts for 
about 3% of total GHG emissions.
It’s true that other sectors have
larger GHG footprints (transporta-
tion at 29% and manufacturing at
23% of the national GHG emissions).
Nonetheless, agriculture as a whole,
and the beef industry in particular,
has the potential to position itself 
at the forefront of sustainability.

Environmental Sustainability and Simulation
   Before priorities can be established relative to the environmen-
tal impact of beef production, it is critical to know the current
environmental impact of beef production. The first step is to
define what environmental impact means. Generally, the environ-
mental impact of beef is the use of natural resources (land, water,
etc.) and the amount of GHGs produced in a calendar year, often
expressed per unit of edible beef. However, calculating the actual
environmental impact can be tricky because each cattle operation
is unique.  Further complicating matters is the fact that the envi-
ronmental impact may change from year to year within a single
cattle operation. For example, cattle drink more and consume
more irrigated feedstuffs in hot, dry years than in cool, wet ones.
One way to overcome both these issues and get an accurate esti-
mate of beef’s environmental impact is through simulation.
   A simulation is essentially a computer program that uses
mathematical models that describe how a system (like beef pro-
duction) operates. In combination with real-world data, they can
be used to make predictions or obtain estimates of production
factors or inputs. They generate insight into outcomes of a com-
plex system if a single variable changes, or the implications of a
specific combination of several variables changing together. This
flexibility is the reason researchers at Kansas State University
chose to use a simulation to evaluate the land and water use of
cow-calf operations in the Great Plains.
   Quantifying the environmental impact of a region as large as
the Great Plains was not a simple task. As any producer knows,
different locations require different management. To account for
variability, the Great Plains was divided into 74 regions with simi-
lar weather, forage availability, and cattle types. From there, the
researchers used publicly available information to paint a general

picture of what a cow-calf operation
might look like in each area, with the
goal of establishing starting parameters
to reasonably approximate diversity. For
example, the herds simulated in west-
ern Texas were allocated roughly 35–40
acres per pair to graze and were supple-
mented prairie hay, whereas 7–9 acres
per pair and brome/alfalfa hay supple-
mentation was modeled for herds in
eastern South Dakota. This real-world
information was provided to the simula-
tion which then predicted land and
water use of each area. Three of these
areas are detailed in Table 1. Note, this
was not to compare the environmental
impact of different regions to each
other, but to illustrate the diversity 
seen within the Great Plains. 
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How computer simulations can help 
create a sustainable beef industry

CONTINUED ON PAGE 28The 74 regions in the Great Plains that were simulated 
(Adapted from ArcGIS Online, 2021

Cattle, Computers, and the Climate.qxp_Layout 1  2/11/22  3:06 PM  Page 2



3ST-Altenburg Super Baldy fp 4c.qxp_Layout 1  2/8/22  5:10 PM  Page 1



3ST-ASA No Lightweights black calves (Grant) fp 4c.qxp_Layout 1  2/9/22  8:39 AM  Page 2



3ST-Springer Simm 2 of 4 Big Casino fp 4c.qxp_Layout 1  2/14/22  3:02 PM  Page 1



Table 1:
Natural resources required and methane produced by the average mature cow in various regions of the Great Plains.

                                                                                                                                                      Crop land          Methane
                                            Mature        Drinking water   Irrigation water        Grazing           to grow feed       produced
              Region              weight (lbs.)         (gal./yr.)              (gal./yr.)        (acres/pair/yr.)   (acres/pair/yr.)      (lbs./yr.)

   Once the current environmental impact of the beef
industry was estimated, the next step was to see how
the environmental impact changed as other variables
in the production system were altered. One of these
variables was mature cow weight. The researchers
altered cow weight by adding or subtracting either one

standard deviation or 100 pounds from the average
cow weight. Table 2 shows how the environmental
impact changed as mature weight changed. As could
be guessed, heavier cattle have a larger environmental
footprint than lighter ones.

Resource Use Mitigation

Table 2:
The natural resources required and methane produced by mature cows one standard deviation heavier and lighter than average
in various regions of the Great Plains.

                                                                                                                                                       Crop land             Methane
                                              Mature          Drinking water      Irrigation water           Grazing              to grow feed          produced
                Region                weight (lbs.)           (gal./yr.)                 (gal./yr.)           (acres/pair/yr.)      (acres/pair/yr.)         (lbs./yr.)

   Other variables considered were lactation potential
(high- or low-milking) and supplemental starch base
(corn or sorghum). A few interesting finds resulted
from the study. For instance, light, high-milking cows
required the most supplemental feed. This was likely
because the simulation only allowed the cattle to con-
sume roughly 3% of their body weight in feed per day
and the only way the small, high-milking cows could
get enough energy and stay under the consumption

limit was through an energy-dense supplement ration.
Nonetheless, the lighter, high-milking animals were
also some of the most efficient, requiring the fewest
resources per pound of weaned calf. Also, corn-based
rations required less water overall than sorghum-
based ones. The higher yield and energy density of
corn required less land, which meant less irrigation
overall compared to the less-water-intensive sorghum. 

Cattle, Computers, and the Climate:
How computer simulations can help 
create a sustainable beef industry
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Drawbacks and Challenges
   A simulation is only as good as the data that goes
into it. For the Kansas State simulation, a lot of data
describing forage quality and rations were approxima-
tions. More specific information about what kinds 
of forages are commonly grazed or the formalizations 
of rations delivered to grazing cattle in different areas
would have helped make the simulation results more
accurate. For example, in the tables above, the irriga-
tion requirement for central Texas is much lower 
than the irrigation requirement for the other two
areas. This is partially because cattle in that region
were found to be lighter and therefore required 
less feed overall; however, the primary reason is the
researchers assumed the diet delivered to cattle in
that area consisted mostly of non-irrigated prairie
hay and dry distillers grain (a feedstuff that puts
most of its water footprint on the ethanol industry). 
If the researchers assumed the hay was irrigated 
or other crops were fed, those irrigation numbers
would be radically different.
   In addition, simulations are constructed around
specific assumptions. For example, the simulation
used by Kansas State was based on the amount of
grazing land needed for 100 cattle. However, it could
have used a specified land area — say, 100 acres —
and evaluated the carrying capacity of the land in
terms of a smaller herd of large cows versus a larger
herd of smaller cattle. 

Conclusion
   Computer simulations of cattle operations can be
used to investigate beef sustainability in two major
ways. First, simulations can give a reasonably accu-
rate accounting of the natural resources and GHGs
emitted by the beef industry. Second, simulations
can be used to determine how the beef industry can
become more sustainable by testing several options
for mitigating environmental or economic impact,
and identifying the most effective option. By leverag-
ing the power of simulation, the beef industry has
the opportunity to continue the tradition of respond-
ing to new consumer demands and being leaders in
agricultural sustainability.

About the Author
   Drew Lakamp recently obtained his master’s
degree in animal breeding and genetics from
Kansas State University and was advised by 
Dr. Megan Rolf. Drew is now a PhD student 
in animal breeding and genetics at University 
of Nebraska–Lincoln. In the summer of 2020, 
Drew attended the Summer Institute of Statistical
Genetics using the ASA Walton Berry Grant
funds, and also utilized these funds to purchase
books and other supplies required by the breed-
ing and genetics group for their research efforts.
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“Crossbred steers with a 50:50 ratio of 
Continental European to British breed
inheritance are likely to produce a more optimum
balance between carcass quality grade and
yield grade than crossbred or straightbred steers
that represent either 100% British breed, or 100% 
Continental European breeding.” 
– MARC GPE Progress Report No. 22, USDA

Simmental Angus/Red Angus
Rank vs. Major Rank vs. Major  

Trait Continental Breeds* British Breeds

Marbling Score First Second

Carcass Weight First First
# Retail Product Second First
Weight Gain Feed Efficiency First Second
Weaning Weight Second First
Post Weaning Gain Second Second
Shear Force First First

Across-Breed EPD Table, GPE Rep. 22, MARC, USDA
* Major Continental Breeds — Simmental, Gelbvieh, Limousin, Charolais
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Tips for Managing 
Free-Choice Mineral Intake
by Mary Drewnoski, University of Nebraska–Lincoln

   Free-choice mineral mixes are commonly used 
to provide the mineral that grazing cattle need.
However, ensuring that cattle are getting enough
mineral without overconsuming can be a struggle.
Being on either side of the spectrum can be costly
either in reduced performance due to deficiency 
or in increased feed cost due to overconsumption.
An extra 1 oz per cow per day can cost $4 to $8 
per cow per year. If your mineral mix is designed 
to meet the cows’ needs at 4 oz per day, intake
above this only adds unnecessary cost.
   In most situations, cattle intake of free-choice
mineral is driven by their desire for salt, although
there may be other ingredients that are added to
improve intake such as molasses or even distillers.
Cattle do not have nutritional wisdom and do not
vary their intake of mineral based on their need for
minerals in the mix. Because salt is usually one of
the key drivers of intake, you will observe variation
in intake throughout the year as the cows’ desire
for salt changes. Therefore, salt can be used as a
tool to control intake.
   In most situations, adding some salt to a mineral
mix will cause cattle to eat it. This, along with the
fact that forage is deficient in sodium, is why all
free-choice minerals have salt in them. You may
also notice that mixes with smaller target intakes
usually have more salt than those with greater tar-
get intakes, i.e., 2-oz vs. 4-oz targets. As you start
increasing the salt, you can cause them to start
decreasing their intake because they get their salt
“fix” with less intake. So, if cattle are eating above
your target intake, mixing in more salt at home 
can help reduce intake of the mix. 
   Relatively speaking, salt is cheap and can be a
very cost-effective way to manage mineral intake.
   If you do add extra salt at home, do not include
this salt in your calculation for reaching the target
intake of the mineral mix, as it is diluting the mix.
The goal is to make sure cows reach the target
intake of actual mineral. For instance, if the target
is 4 oz per head (0.25 lb per head) of a mineral mix,
then for 100 cows you are looking for them to con-
sume 25 lbs of the mineral mix per day, or half of a
50-pound bag. If you add 10 pounds of salt to a 50-
pound bag of mineral, you actually want them to
consume 30 pounds total per day to get their target
intake of the actual mineral mix. The easy way to
ensure you are reaching your goal is to track the
amount of mineral mix you feed separate from the
amount of salt you add. It is still a good idea to

record the amount of salt that is being added so
that the amount can be adjusted based on intake
(i.e., increase if still eating too much or decrease
the added salt if not reaching the target intake).
   While providing salt separately can reduce min-
eral intake, it can lead to more variability in intake
of mineral among the herd. Some cows may be eat-
ing the mix while others may only be consuming
salt. Thus, you may not be meeting your objective
even if the “right” amount of mix is disappearing.
Also, you may find that on the whole, the herd is
over- or under-consuming the mix. Providing the
salt separately cancels your ability to use one of
your best tools in controlling intake.
   If weatherization is important, try adjusting loca-
tion of the feeder first. Word of caution, if you are
paying for a mineral mix that has weatherization
because your feeder does not protect the mix from
the rain/wind and you add additional salt, you can
reduce the effectiveness of the weatherization. So,
depending on the type of feeder and the amount of
protection from weather it provides, you may want
to first try moving the location of the feeders to help
control intake. Moving feeders closer to water or
loafing areas can increase intake. Moving them
away from these areas can often reduce intake. 
   You might wonder if you can limit intake by
putting out the amount you want the cows to eat
and not fill feeders again until the prescribed time.
For instance, one could just put out a week’s worth
of mineral mix and not fill the feeder again until the
next week, regardless of whether all the mineral
mix disappeared in the first day or two. It is true
that for some minerals cattle do not need a con-
stant intake, as they can store some of them in
their body and use them at a later time. However,
this is not true for the macrominerals like phos-
phorus and magnesium. But an even bigger
problem with this system is that the boss cows are
likely to be the ones getting most of the mineral.
This means that some of your herd will be consum-
ing more than they need while others are getting
less than they need. When you put out mineral
after they have not had access for a period of time,
they will often overconsume and the boss cows are
going to be the ones that get the first shot. Using
this method to control intake may not result in the
best outcomes.
   We have all been there: we put out mineral and a
week later we check and it is empty. Again, salt is
your friend. If the cows eat the mineral too quickly
and you come back to find an empty mineral
feeder, put out some straight salt for a day to
ensure everyone has met their salt craving. This
will help to reduce them gorging on mineral when
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you put it out. It will also help you get a better 
handle on their normal craving for salt and better
hone in on how much to add to the mix because
they will not be bingeing.  Make sure to take away
the straight salt when you provide them with the
mineral mix the next day. If the feeder was empty
because they over-consumed, then consider either
moving the location and/or adding more salt to 
get intake more in line with the target.
   One last thing to consider is whether you have
enough feeders. A good rule of thumb is one feeder
per 30 cows. This will help make sure that more
timid cows have the opportunity to get access. This
is especially important for larger pastures/range-
land as cows tend to move as a group. This means
they are often in the area with the feeders all at 
the same time. If there is limited accessibility, 
the more timid cows likely will not get their dose.  

One-Third of US Food Not Eaten
   According to a report from the US Environmental
Protection Association, more than one-third of the
food produced in the United States is never eaten,

wasting the resources used to produce it, and 
generating annual greenhouse gas emissions 
equal to 42 coal-fired power plants. The US has 
not yet made significant progress toward its goal,
announced in 2015, to cut in half its food loss and
waste by 2030. The EPA said it prepared the report,
titled “From Farm to Kitchen: The Environmental
Impacts of US Food Waste” to inform policymakers,
researchers, and the public of the environmental
footprints of food loss and waste, and the benefits
that can be achieved by reducing that waste.
   Food is the most common material in US land-
fills, comprising 24% of municipal solid waste, and
most common material incinerated (24%), the EPA
report stated. Globally, uneaten food represents 
8% of greenhouse gas emissions. Addressing food
waste presents opportunities to increase food secu-
rity, foster productivity and economic efficiency,
promote resource and energy conservation, address
climate change, and help feed the world’s growing
population. Decreasing food waste also can lessen
the need for new food production, shrinking defor-
estation, biodiversity loss, greenhouse gas emissions,
water pollution, and water scarcity.

INDUSTRY UPDATE                                                                            CONTINUED
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   The waste of resources each year from uneaten
food encompasses 140 million acres of agricultural
land — an area the size of California and New York
combined; water equal to that used by 50 million
American homes on an annual basis; 778 million
pounds of pesticides; 14 billion pounds of fertilizer;
664 billion kilowatt hours of energy; and 170 mil-
lion metric tons of carbon dioxide equivalent GHG
emissions, excluding landfill emissions.

Winter Supplementation of Beef
Calves: When Supplementation
Doesn’t Pay
by Karla H. Wilke, Bovine Veterinarian
   Spring-born calves are often weaned in the fall,
supplemented through the winter at a low rate of
gain, and then graze summer grass, taking advan-
tage of compensatory gain until feedlot entry. Many
producers assume providing minimal protein sup-
plementation to target approximately 1.0 pound/
day gain during the winter is the most economical
system. However, research data would suggest this
assumption is not the most economical manage-
ment system.

   A study evaluating feeding 450-pound steers 
0, 1.1, 2.3, or 3.4 pounds of dried distillers grains
(DDGS)/d (dry matter basis) while the calves grazed
dormant native range reported a linear gain response
of 0.60, 1.06, 1.41, and 1.72 pounds/day, respec-
tively. However, when the calves were subsequently
allowed to graze high-quality growing forage, the
calves that were not supplemented on dormant
range experienced compensatory gain and had a
similar ending body weight to the calves supple-
mented with 1.1 pound of DDGS (625 pounds for
both treatments). Those non-supplemented calves
compensated 100% compared to the low supple-
mentation level. However, they only compensated
38% and 46% compared with the two higher levels
of supplementation, and those calves maintained 
a weight advantage of 653 and 656 pounds, respec-
tively. Therefore, the producer who spent money 
to achieve only 1 pound/day gain on dormant
range lost money after grazing better quality forage
because those calves weighed the same as the
group that did not incur supplement expense. 
   Supplement expense was optimal when calves
were supplemented with 2.3 pounds of DDGS tar-
geting 1.5 pounds/d gain (regardless if DDGS was

BRINK GENETICS
Proven Full Blood Fleckviehs

BRINK GENETICS
23098 Gunder Road • Elkader, Iowa 52043
Jerry: 563-880-1470 • Preston: 563-880-2075

jbrink@alpinecom.net •
www.brinkgenetics.com

Semen Available
Excellent way to sample our program.
Great cows and top market animals.

Diluter free semen.

Bull & Female Sale
March 10, 2022

Brink Poll Canvas F837 ASA# 3493142
Our proven polled bull, excellent calving, high marbling, performance,
and great young females.

Brink J1067 ASA# 3947920
Our top 2022 young herd sire. High performance, high marbling,
from a top cow family.
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priced high or low) if calves were kept through a
high-quality forage grazing phase. If calves were sold
after winter grazing, supplementing with 3.4 pounds
of DDGS resulted in the best economic analysis.
   In a meta-analysis of six studies, 500-pound
calves were supplemented to target a winter rate of
gain of 0.5 or 1.5 pounds/d. After summer grazing,
the calves supplemented to target the low rate of
winter gain only compensated 37% (weighing 768
pounds), resulting in the calves targeted for a
higher winter rate of gain being heavier at feedlot
entry (weighing 840 pounds). Subsequently, the
calves targeted for high gain in the winter were
heavier at harvest (1,307 pounds vs. 1,230 pounds),
successfully maintaining that weight advantage
through all three phases of production. The eco-
nomic analysis determined that the most profitable
steers were the ones gaining 1.5 pounds/d on 
dormant winter range regardless of whether 
DDGS was priced low or high.
   These study results suggest that targeting winter
gain of 1.5 pounds/day is most likely to result in
added body weight that is maintained throughout
subsequent phases, including summer grazing 
and feedlot finishing, and can be an economical

practice. More importantly, these data suggest 
that spending money to supplement cattle at a 
low rate of gain and having that weight advantage
lost in subsequent phases is costly to producers.

Improving Climate Research
   Six research projects totaling $9 million are
being funded by the US Department of Agriculture,
designed to work toward net-zero emissions in 
agriculture, and for helping communities adapt 
to climate change. Six university research teams
are partnering with the Cooperative Extension 
Service and the USDA Climate Hubs to share 
climate-smart solutions with the agriculture com-
munity. This investment is part of the Agriculture
and Food Research Initiative (AFRI) grants program
for agricultural sciences. AFRI was established by
Congress and reauthorized in the 2018 Farm Bill.
   The six projects, each funded at $1.5 million,
are as follows:
   • The University of California–Davis will develop

stakeholder needs assessments, climate-
smart agriculture training for technical service
providers, regional workshops for farmers and
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ranchers, and student education with 
Extension service-learning opportunities.

   • Pennsylvania State University will create an
education program to help private forests
adapt to and mitigate climate change, prepare
minority owners to take advantage of carbon
market opportunities, and prepare the forestry
Extension workforce to better serve clients in
forest carbon and climate issues.

   • Montana State University will develop
improved educational materials, modes of
communication, and issue expertise that will
help farmers and ranchers to better assess the
sources of past crop and livestock production
losses due to weather and climate disruption,
as well as explore future projections for these
causes of loss.

   • Ohio State University will work to increase
Midwest adoption of regionally scalable
climate-smart activities. The project will
improve shared understanding of needs of 
the Midwest’s diverse stakeholders, develop
shared roadmaps for livestock and cropping
systems, elevate perspectives and voices of
historically underserved communities, and
strengthen climate science infrastructure.

   • The Desert Research Institute Native Climate
project team, based in Reno, Nevada, will
strengthen the role of USDA Climate Hubs in
enhancing Native agroecosystem resilience
through expansion of climate services and 
outreach in the Southwest and Northern
Plains Hub regions.

   • The USDA Caribbean Climate Hub is partnering
with minority-serving universities, including the
University of Puerto Rico and the University of
the Virgin Islands Extension, and nonprofits 
to develop education and Extension programs
aimed at increasing climate literacy and help-
ing land managers to employ climate-smart
agriculture and forestry techniques. 

The Importance of Colostrum
by Mark Z Johnson, Bovine Veterinarian 
   Being ready and prepared before the start of
calving season can make life much easier for cow-
calf producers, and potentially save a calf. By the
time calving season starts, you need everything on
hand that might be necessary, and all equipment
and facilities in working order. Operators need 
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several doses of colostrum or colostrum replacer on
inventory before the start of spring calving season.
   Adequate colostrum intake is extremely crucial
for newborn calves in order to gain passive immu-
nity. Calves born after a prolonged delivery through
the pelvic canal can suffer from severe respiratory
acidosis. Such calves are less efficient at absorbing
colostral immunoglobulins or antibodies even if
artificially fed colostrum. The only disease protec-
tion baby calves will receive is from the passive
transfer of antibodies from the colostrum they
ingest. Colostrum also contains transferrin and
lactoferrin, which bind iron and restrict bacterial
growth. These factors, together with immunoglobu-
lins, help limit growth of bacteria in the gut.
   Colostrum or colostrum replacer will need to 
be administered by bottle suckling or tube feeding
within a few hours of birth for maximal absorption 
of immunoglobulins. The general rule of thumb is
the sooner colostrum is ingested, the better, and
calves will typically stand, walk, and nurse within
one hour after birth. Bottom line: if there is any
question of whether a calf has received adequate
colostrum, then colostrum should be administered
immediately to the newborn. Calves that miss get-
ting timely colostrum ingestion are much more likely

to suffer from calf scours, which can have lifelong
effects on general hardiness and disease resistance.
   Previously obtained colostrum must be kept
frozen to protect the integrity of the large protein
molecules that make up the various immunoglobu-
lins. Fresh colostrum can be stored in one-quart
doses by putting that much in a gallon-size Ziploc
bag. Lay the bags flat to freeze in the freezer. When
the time comes to thaw the colostrum and feed it 
to the newborn calf, the best practice is to thaw it
in a warm water bath at 122 degrees Fahrenheit 
for one hour. Avoid thawing at room temperature 
or in a microwave oven.
   The amount of immunoglobulin ingested is 
a major factor in final blood immunoglobulin 
concentration and disease protection. A practical
rule-of-thumb is to feed 5% to 6% of the calf’s body
weight within the first six hours and repeat the
feeding when the calf is about 12 hours old. For 
an 80-pound calf, this will equate to about two
quarts of colostrum per feeding.
   Commercial colostrum replacers contain more
than 100 grams of immunoglobulin per dose.
Always read the label before purchasing. It is
important not to confuse supplements and replacers.
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Supplements are used to boost antibody protection
a calf gets from nursing and contain just 40 to 60
grams of immunoglobulins, which is not enough to
provide protection in a calf that has not nursed.

Plan to Implement Competition
   The US Department of Agriculture and Depart-
ment of Justice announced a plan of “shared
commitment to effectively enforcing federal compe-
tition laws which protect farmers, ranchers, and
other agricultural producers and growers from
unfair and anticompetitive practices, including 
the antitrust laws and the Packers and Stockyards
Act,” the agencies said in a joint press release. 
Secretary of Agriculture Tom Vilsack and Attorney
General Merrick Garland announced the “state-
ment of principles and commitment” at a recent
joint meeting at the White House. At that meeting,
President Joe Biden discussed $1 billion in federal
investment to benefit small processors. The 
administration is seeking to overcome what the
administration and Congress have identified as 
an anti-competitive level of consolidation among
meat processors by helping numerous smaller
processors to build profitable operations.

   The agencies outlined the following objectives:
Farmers, ranchers, and other producers and grow-
ers deserve the benefits of free and fair competition.
The Justice Department and USDA therefore are
prioritizing matters impacting competition in 
agriculture. The agencies will jointly develop a 
centralized, accessible process for ranchers, farm-
ers, and other producers and growers to submit
complaints about potential violations of the
antitrust laws and the Packers and Stockyards 
Act. The agencies will protect the confidentiality 
of the complainant to the fullest extent possible
under the law, and also commit to supporting 
relevant whistleblower protections.
   The agencies will work together to promote effec-
tive information sharing and case cooperation. Both
agencies commit to vigorously enforce the laws that
protect farmers, ranchers, and other producers and
growers from unfair, deceptive, discriminatory, and
anticompetitive practices. As appropriate, USDA 
will make reports or refer potential violations of the
Packers and Stockyards Act to the Justice Depart-
ment to better enable its antitrust division to pursue
chosen competition-relative cases and to allow the
agencies to collaborate on issues of mutual interest. 

INDUSTRY UPDATE                                                                           CONTINUED
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Consumers Willing to Pay More 
for Red Meat
   Demonstrating the elasticity of pricing in the
meat sector, Kansas State University’s most recent
Meat Demand Monitor logged an increase in con-
sumers’ willingness to pay for beef and pork
products, even as the Consumer Price Index for
meat rose 14.8% in December, compared with 
the same month in 2020.
   For December, consumers indicated they were
willing to pay more for a variety of conventional
meat products, including ribeye steak, ground beef,
pork chop, bacon, and chicken breast. Measured
by willingness to pay in December vs. the month
earlier, chicken breast was the retail product that
logged the largest increase in willingness to pay, at
5.4% increase in December over November levels.
   Retail beef market share increased to 32% in
December from 31% in November. Retail pork mar-
ket share increased to 23% from 21% in November.
   In foodservice, only pork categories — chops and
ribs — logged slight increases in consumers’ will-
ingness to pay. The restaurant market share for
beef dropped to 39% from 41%, while restaurant
pork market share increased to 16% from 15%.

Annual Cow Costs: The Big Three
by Aaron Berger, University of Nebraska–Lincoln

   When looking at annual cow costs and doing 
an economic analysis, three categories tend to
make up the largest percentage of total costs: feed,
labor/equipment, and cow depreciation. Other
expenses occur, such as breeding expenses and
veterinary costs, but they tend to be significantly
less than the “Big Three.” To conduct an economic
analysis, break the ranch into enterprises to under-
stand where value is being created and costs are
occurring. Land ownership, hay production, cow-
calf, and replacement heifer development are four
of the major enterprises on many ranches.

Feed
   When including both grazed feed and harvested
feed, 40–70% of annual cow costs fall into this 
category. If the ranch is owned, the cash cost for
feed may be less; however, when conducting an
economic analysis, grazed and harvested feed from
owned land should be valued at market price. In
other words, the cow-calf enterprise is asked to pay
fair market value for the grass that is grazed and
the hay that is fed. If the land is owned, the market
value of the grass is a return to land ownership.

INDUSTRY UPDATE                                                                            CONTINUED
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The same goes for hay raised on the ranch. What is the market value
for the same quality of hay if you were to sell it off the ranch? The
cow-calf enterprise should be asked to pay that value to the hay
enterprise. If the market value of the grass that cows graze or the hay
they are fed is not being accurately accounted for, then the cow-calf
enterprise may be being subsidized by other enterprises on the ranch.

Labor/Equipment
   When categorizing costs to the cow herd, labor and equipment 
can be lumped together as a category because they often go hand-
in-hand. Equipment is often purchased to reduce labor and labor is

58 SIMTALK

needed to operate equipment.
These two things together are
also often identified as a fixed 
or an overhead cost. Overhead
costs are expenses that don’t
change very much based on the
number of cows in the herd. For
example, if a rancher has 200
cows and leases a neighbor’s
place and is now able to run an
additional 100 cows, they proba-
bly are not going to buy another
pickup, trailer, tractor, or ATV
just because they added another
100 cows. The equipment they
had to care for 200 cows is likely
adequate to care for 300 cows.
Overhead costs related to labor/
equipment tend to be the sec-
ond-largest expense for the cow
herd after feed. When a rancher
is serious about trying to address
annual cow costs, overhead
expenses per cow unit is an area
where there is often opportunity
to improve. Increasing the number
of cows per person/equipment or
aggressively finding ways to
reduce the labor/equipment
needed to care for cows are two
ways to address this expense.

Cow Depreciation
   Cow depreciation is an 
economic cost that is often 
overlooked on many ranches.
The costs associated with getting
a bred heifer into the cow herd
are often hidden because many
ranchers raise their own replace-
ment heifers. In an economic
analysis, the heifer calf’s market
value at weaning is identified
and then all additional costs
from weaning until she enters
the herd as a bred female are
accounted for. A market value is
placed on the heifer at weaning
because that was value gener-
ated by the cow-calf enterprise. 
A market value is also placed on
the bred heifer at the time she
enters the cow herd because that
value minus her weaning value
was value generated from the
replacement heifer development
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enterprise. The heifer calf could have been sold at
weaning or she could have been sold after being
developed as a bred heifer. Knowing the economic
cost of developing a replacement heifer can give
insight into understanding where value is being
created and where costs are occurring on the ranch.
If the market value of a bred replacement heifer is
less than what it costs the ranch to develop her,
buying replacements may be a better option. 
   Cow depreciation expenses can be addressed 
in three ways for a cow-calf enterprise: 

1. Reduce the cost to get a cow into the herd. 

2. Create and capture more value from a cow
when she leaves the herd.

3. Find ways to increase the number of years 
that a cow is productive in the herd. 

   For many ranchers, creatively finding ways to
reduce or even eliminate cow depreciation can be 
a significant way to reduce annual cow costs. An
abbreviated way to calculate the cost of deprecia-
tion to a cow herd inventory that basically remains
constant is to annually compare the market price of
bred females entering the herd to the revenue being
generated by cows leaving the herd. Don’t forget to
include death loss when counting the cows that

leave the herd! If bred heifers have a market value
of $1,500 and cull cows leaving the herd have a
value of $700, this is $800 of depreciation. If a 
cow is in the herd for an average of four years, 
this is a cost of $200/year for cow depreciation.
   Now is a great time to evaluate all of the 
costs associated with the cow-calf enterprise. In
particular take a look at the “Big Three” of feed,
labor/equipment, and cow depreciation. Consider
where there are opportunities to make changes
that could improve profitability in the upcoming
year and develop a plan to implement them.   

Calf Hernia Repair in the Field
by Rhonda Brooks, Bovine Veterinarian 
   Hernias in young calves can often be addressed
surgically in the field. But before taking that step,
Amanda Hartnack says it’s important to evaluate
whether the case you face is one you can correct
with lasting success.
   In simple terms, “you need to know when to cut
and when to run,” says Hartnack, DVM, MS, DACVS,
who spoke on the topic at the 2020 American Associ-
ation of Bovine Practitioners annual conference.
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   If you opt for surgery, you want to do it while the
problem is new and the calf is young. The reason
for that is straightforward.
   “When you fix hernias in a young calf, there’s not
a lot of weight on the abdomen from the rumen and
intestines,” Hartnack explains. “So, you won’t have
as much tension on your incision; your incision is
going to hold a little better, and you’re going to end
up, generally, with a better outcome.”
   The opposite is true as well. Larger animals tend
to have larger hernias, which are more challenging
to address, especially outside the clinic or hospital.
   Here are four additional considerations before
you opt for surgery in the field: 1. Maybe it’s obvi-
ous, but take the time to do a thorough physical
exam. At first glance, some abnormalities look like
simple hernias but are instead something more
complicated to address, such as a Richter’s hernia
or an abomasal fistula. 2. Determine whether the
hernia is non-reducible. Aubrey N. Baird, DVM,
DACVS, Purdue University, says classically, simple
hernias either contain small intestine (enterocele)
or omentum (epiplocele) that is easily replaced in
the abdominal cavity by depressing the hernia sac.
The contents slide with little to no resistance from
the hernia sac into the abdomen. When one

releases the sac, the contents return readily. He
adds that it is important to note the size of the 
body wall when the hernia is reduced. 3. Evaluate
whether infected umbilical structures are present.
If so, in these scenarios, the hernia often requires
more intensive surgery than what you may be able
to accomplish in the field. “You might also end up
in a situation where you need to do more than your
field anesthesia allows you to do,” Hartnack notes.
For an in-field anesthesia, she typically opts for
sedation with a local block or epidural. 4. Consider
the size of the hernia. Most simple hernias success-
fully treated in the field will be no more than four to
five centimeters (three fingers in size) and have a
hernia ring that appears thick and easily palpated,
says Baird.
   Hartnack adds that she recommends not
addressing hernias in the field that are larger than
10 to 15 centimeters. “This depends on what you
feel comfortable with,” she says. “I do recommend
that you run away from hernias that have previ-
ously been repaired. Refer them or tell the rancher
to consider culling that animal. It is important to
consider that hernias may be heritable as well.”
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   When hernias are less than
five centimeters in diameter,
Hartnack says she considers
using abdominal support ban-
dages as a first option rather
than surgery. “In a young Hol-
stein calf, for instance, I’d
recommend trying a belly band
first, because a month isn’t going
to make that big of a difference,”
she notes. “If it works that’s
great — you’ve avoided a surgery
— but if it doesn’t, they’re still not
that big at two months of age.”
   She recommends checking the
band about every two weeks to
see if the animal is tolerating it
well. If so, the hernia usually
heals within about three months.
The downside if the band doesn’t
work is you will have a larger calf
and a larger hernia, usually, to
deal with. “Still, in commercial
calves, this might be a good
option to try before going to a
surgical option,” she says.
   Hartnack often constructs
belly bands out of brown cling
gauze and vet wrap and will put
elastic tape on the edges to keep
the band from sliding. Duct tape
can be applied to the outside to
help keep the area waterproof. 
In bulls and steers, a hole lined
with duct tape can be made in
the band to allow for urination.
Commercial belly bands are 
also available for purchase.
   The number one rule for post-
op hernia success is to restrict
the animal’s movement, says
Hartnack. That usually is easiest
to achieve with a dairy calf. 
With beef calves, she says to not
return them straight to pasture.
Instead, keep them in a small
pen for four to six weeks. Also
consider using an abdominal
bandage for 24 to 72 hours to
provide support. Depending on
the animal’s anatomy and inci-
sion size, an alternative would 
be the use of a stent bandage.

INDUSTRY
UPDATE
CONTINUED
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   Two additional treatment factors to consider are
the use of anti-inflammatory drugs and antibiotics.
“I’ll often use a dose of penicillin at the time of
surgery, especially if it’s just a simple, uncompli-
cated repair with no sign of infection, just to cover
for any contamination—especially if it’s a field
surgery,” she says. “I find that is usually adequate.”
   From a management perspective, Hartnack
instructs clients to gradually re-introduce animals 
to forage over a three- to five-day period to prevent
excessive rumen fill and pressure on the incision.

Importance of Winter Water 
Access for Cattle 
Kansas State University

   Water is an essential nutrient for people and 
animals alike. And while water consumption often
increases on hot days, it is also an important nutri-
ent in the winter, said the experts at the Kansas
State University Beef Cattle Institute on a recent
Cattle Chat podcast episode.
   “A cow typically drinks a gallon and a half of
water per 100 pounds in the summer, but in the

winter that will drop to a half-gallon to three-quar-
ters of a gallon per 100 pounds,” veterinarian Brad
White said. “Still, she is drinking water and produc-
ers need to manage the water supply in the winter.”
   Veterinarian Bob Larson added that easy access
to water is crucial. “The ground around water
sources can get muddy with the changing weather,
making it difficult for the cattle to come up and get
access to the water,” he said.
   Veterinarian Brian Lubbers added: “In the winter,
producers need to make sure the water sources
aren’t frozen.”
   Larson agreed and said cattle cannot be without
water very long without having health challenges.
“Water is the most important nutrient, so in a win-
ter event such as a snow and ice storm producers
need to have a plan on how they are going to get
water to the cattle,” he said. “Producers who use
electricity to keep the cattle waterers open need 
to have a backup generator for the water pumps 
in a power outage.”
   Nutritionist Phillip Lancaster said producers
need to routinely check for electrical shorts in the
tanks. “Sometimes there will be a short that will

INDUSTRY UPDATE                                                                            CONTINUED
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give the cattle a bit of a shock when they drink and they will stop
drinking,” he said. “If the cattle aren’t drinking, they will often stop
eating or reduce the amount of feed they consume, so that is some-
thing to watch for.”
   For producers who routinely take water to the cattle out on 
pasture, the experts stressed the importance of making sure the
transport tanks — as well as the pumps and hoses — were not 
used for ag chemicals.
   “Avoid hauling water in a tank that had herbicides or insecticides
in it, as well as making sure the pumps and hoses weren’t used for
the delivery of any chemicals,” Larson said.
   White added: “Depending on what chemicals were used, a small
amount can cause severe side effects.”
   “When cows have toxicology problems,” Larson said, “they aren’t
just sick; a lot of times they are dead.”

INDUSTRY UPDATE                                                                            CONTINUED
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North Dakota Puts 
Local Beef in Schools
   A program developed by the
Independent Beef Association 
of North Dakota (I-BAND) in
partnership with state agencies
is giving schoolchildren a taste 
of locally grown beef.
   The North Dakota Beef to
School Pilot Program, funded
through a donation from I-
BAND, allows participating
schools to compare beef that has
been raised and processed fully 
in the state to USDA commodity
or commercially available ground
beef they are currently using,
according to the organization.
The aim is to promote the pur-
chase of local beef by school
meal programs.
   John Roswech, operator of
South Forty Beef, a USDA pro-
cessing plant in Mott, ND, delivers
beef to schools in the program. 
He told KFYR-TV: “We actually
received feedback already from 
the chef that it smells like beef. 
It cooks like beef.”
   I-BAND has donated 1,000
pounds of North Dakota-pro-
duced ground beef to 12 schools
across the state, according to
the KFYR report. 
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u Galant, Galleo, Extra,
Landrover, L.Achilles,
Polled Future, Savior,
Sovereign, 65 sires.  
316-799-2477.
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State Marketplace

Colorado
Illinois

Indiana

Iowa

Kansas

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

72 SIMTALK

Cattle Manager:
Ben Lehman
563-920-0315

Owner:
Jim Berry

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

Commercially Targeted Seedstock

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

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.

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 3, 2023

Jane and Bill Travis
billtravis@simbrah.com

www.simbrah.com

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

Pine Ridge Ranch
Pine Ridge Ranch

Pine Ridge Ranch
ATHENS, TXLLC

American Simbrah
Breeders

Idaho

(Continued on page 74)
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Nebraska
Minnesota

Missouri

Montana

(Continued on page 76)

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

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

Harmony, MN 55939
www.oakmfarm.com

Performance with Quality

3162 Hwy A • Bland, MO 65014
573.437.3751 • 573.437.2507

573.680.9117 cell • khuebler@fidnet.com

www.gerloffcattle.com

Mississippi

Hill’s Ranch
Simmentals

Box 186 
Stanford, MT 59479

406-566-2479

hillssimmentalmt@yahoo.com • www.hillsimmental.com

Bull Sale • March 1, 2022

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

Watch for 
our Annual 
Bull Sale 
February 13, 2023

“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

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

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

View data and videos at littlebitterrootranch.com
PRIVATE TREATY

Little Bitterroot RanchLittle Bitterroot Ranch

785-458-9494 
785-456-3986

7160 Zeandale Road
Manhattan, KS  66502

www.rivercreekfarms.com

33rd Annual “Built to Work”
SimAngus Bull Sale, February 8, 2023

L
Cleo Fields 
417-399-7124

Jeff Reed 
417-399-1241

Forrest & Charlotte Lucas, Owners
26511 County Rd. 50 

Cross Timbers, MO 65634
Office 417-998-6512

LUCAS CATTLE CO.

www.lucascattlecompany.com   Visitors Always Welcome

Registered Simmentals, SimAngusTM & Angus Cattle

(Continued from page 72)

State Marketplace

74 SIMTALK

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 28, 2023

Jay 402-720-7596 • Clark 402-720-3323

JD Anderson 
Arapahoe, NE
308-962-6146

powerlinegenetics.com
powerlinegenetics@gmail.com
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State Marketplace

North Carolina

North Dakota
Nebraska cont.

(Continued from page 74)

(
)

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

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 14, 2023

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

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

76 SIMTALK

402-641-2936 Cell

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

sloupsimmentals@gmail.com  •  sloupsimmentals.com

Join us at the Farm, October 8, 2022
for our 28th Annual Production Sale.

(Continued on page 78)

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

Terry Ellingson & Family

Annual Production Sale, January 27, 2023

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

SYS SIMMENTALS
Gary Sys

9400 205th Ave. SW
Douglas, ND 58735

701-722-3244

38th Annual “Carrying On” The Genetic Explosion Bull Sale!
Friday, February 10, 2023 • At The Ranch, Lehr, ND

Shanon & Gabe Erbele
Lehr, ND

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

Kevin & Lynette Thompson
Almont, ND

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

www.tntsimmentals.com       DVAuction.com

TNT Simmental Ranch

facebook.com/tntsimmentalranch

Ohio

Oklahoma

Willis Simmentals

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

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

Jon 580-795-4601

5759 Enville Road
Marietta OK 73448

willissimmentals@arbuckleonline.com

Quality Simmental Breeding Cattle

Willis Simmentals

SIMMENTAL CATTLE
6322 Highway 35

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

Annual Production Sale • February 10, 2023

“BBS”
THE MARK OF

...QUALITY...
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              Virginia Radison 5Z
Sire: Virginia Precision 16C
              Brock Yoda

               FGAF Barbossa 707X
Dam: Anchor D Kael 255C
               Anchor D Ruby Red 198A

CSA# 1219254  •  Full Fleckvieh  •  Horned  •  Red

CSA EPD as of 1.4.22

 EPD

 ACC

 %     

                                  Direct                                          Maternal                                                       Carcass                                   $ Index

 Trait     CE        BW       WW        YW      ADG    MCE     Milk    MWW    Stay     DOC     CW      YG     Marb      Fat       REA     Shr       API          TI

          10.3     2.7       63.7      102.5      –        5.3       43      74.9    17.3    11.6     20.8      –       -.13    -.143     .90       –       113.7     65.6

            .60       .71        .67         .64         –      .027     .14       .32      .26      .51       .51       –        .30       .33       .49       –                         

             20                                                                        2         15                                                                   5

n 100% Full Fleckvieh, Non-Diluter
n Proven across Canada, 
First Time available in USA

n BW: 72 lbs. 
n Top 20% for calving ease
n Stylish and uniform progeny with  
excellent growth

n Excellent udders on daughters
n Sons averaged over $9,000 in 
’21 Crossroads Farms bull sale 
to commercial producers

U.S. Semen available through 
Ruby Lane Farm

John Smith - 979-224-5144
Casey Smith - 979-820-9255
4704 County Road 106
Caldwell, TX 77836 
johncaseysmith@yahoo.com
www.rubylanefarms.com 

Like us on

Crossroad Officer 90H

Crossroad Omaha 74H

Crossroad Octane 15H

Sons of Anchor D Outlook
from Crossroads Farms, 

Shell Lake, SK

Dam – Anchor D Kael 255C

“I would say they are the best Full 
Fleckvieh calves I have ever raised.” 

- Mike McCart, Alliance Simmental Farms, Ontario, CA.
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South Dakota

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

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

21060 375th Avenue  •  Wessington, SD

Bull Sale – February 15, 2023, at the ranch

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

Benda Simmentals
Jim and Jay Benda

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

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

Tennessee

Washington

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

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 18, 2022 • 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 4, 2022

Wyoming

State Marketplace
(Continued from page 76)

78 SIMTALK

Livestock
Services

Genetics

Auctioneers and
Marketing

Semen Available on
Today’s Hottest AI Sires

573-641-5270
www.cattlevisions.com
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Best Practices to Receive the 
Most Accurate Genetic Predictions Jackie Atkins, Ph.D. Matt Spangler, Ph.D.

Bob Weaber, Ph.D. Wade Shafer, Ph.D.

u

u

u

u

u

u

u

u

1

2

3

4

5

6

7

80 SIMTALK
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Total Herd Enrollment (THE)

Best Practices for Genomic Testing

1

2

3

Cow Herd DNA Roundup (CHR)

Carcass Expansion Project (CXP)   

Calf Crop Genomics (CCG)

SIMTALK 81
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CALENDAR

CONTINUED ON PAGE 84

82 SIMTALK

MARCH
         1   Barker Cattle Company's Bull and Female Production Sale — Burley, ID
         1   Doll Simmental Ranch’s 42nd Annual Production Sale —Mandan, ND
         1   Hill’s Ranch Bull Sale — Stanford, MT (pg. 74)
         2   Klein Ranch’s “Heart of the Herd” Sale — Atwood, KS
         3   18th Annual Cattlemen’s Kind Sale — San Saba, TX
         3   Keller Broken Heart Ranch Annual Production Sale — Mandan, ND (pg. 76)
         3   Kearns Cattle Co. 33rd Annual Bull Sale — Rushville, NE
         4   Eichacker Simmentals' Annual Production Sale — Salem, SD (pg. 78)
         4   KSU’s Annual Legacy Sale — Manhattan, KS
         5   Cason's Pride and Joy Bull Sale — Russell, IA
         5   Kentucky Beef Expo Simmental Sale — Louisville, KY
         5   Powerline Genetics PAP-Tested Bull Sale — Castle Dale, UT
         5   Trinity Farms' Generations of Excellence Sale — Ellensburg, WA (pg. 78)
         6   Gateway Genetics Versatility+ Bull Sale — Pierce, NE
         6   Gold Bullion Group’s Annual Bull Sale — Westmoreland, KS
         6   Windy Creek Cattle Company’s Production Sale — Spencer, SD
         7   Hanel’s Black Simmentals’ Black and White Bull Sale — Courtland, KS
         7   Rincker Simmentals’ Sweet 16 Bull Sale — www.sconlinesales.com
         9   R.A. Brown Ranch's Spring Bull Sale — Throckmorton, TX 
       10   Brink Simmentals’ Phone Auction — Elkader, IA (pg. 46)
       10   Schmig Simmental Ranch’s 39th Annual Production Sale — Stockholm, SD
       11   Yardley Cattle Company’s Bull Sale — Beaver, UT (pg. 9)
       12   22nd Annual Gonsior Simmentals’ “In The Heartland” Sale — Fullerton, NE 
       12   Carcass Performance Partners Bull and Female Sale — Lucedale, MS
       12   Dikeman and Huninghake Premium Genetics Simmental 

and Angus Bull Sale — Frankfort, KS
       12   Great Lakes Beef Connection Bull Sale — Clare, MI (pg. 90)
       12   Northwest Select Simmental Sale — Ross, ND
       12   Rains Simmental’s Bulls of the Prairie Sale — Oakley, KS (pg. 50)
       15   Powerline Genetics Arapahoe 2 Sale — Arapahoe, NE
       15   Schrader Ranch SimAngus™ and Charolais Bid Off Sale — Wells, KS (pg. 60)
       16   26th Annual Mid-Kansas Angus and Simmental Breeders Sale— LaCrosse, KS
       18   3C Christensen Ranch and NLC Simmental Ranch 51st Annual Production

Sale — Wessington, SD (pg. 78)
       18   Black Summit’s Break Out Bull Sale — Powell, WY (pg. 47)
       18   Sunflower Genetics’ Annual Production Sale — Maple Hill, KS (pg. 73)
       19   51st Annual Eastern Spring Simmental Sale at the Ohio Beef Expo — 

Columbus, OH (pg. 93)
       19   Altenburg Super Baldy Ranch's 30th Anniversary Annual Bull and Heifer

Sale — Fort Collins, CO (pg. 25)
       19   Dickinson Simmental and Angus Ranch 51st Annual Production Sale —

Gorham, KS (pg. 37)
       19   High-Bred Simmentals and Marple Simmentals Cattlemen’s Choice Sale —

Fredonia, KS
       19   Lechleiter Simmentals’ 34th Annual Bull Sale — Loma, CO (pg. 72)
       19   R&R Genetics’ 12th Annual Bull and Heifer Sale — Tremonton, UT
       19   Red Hill Farms’ “More Than a Bull XVII”, Bull and Female Sale — 

Lafayette, TN (pg. 78, 96)
       19   Rockin H Simmentals’ Production Sale — Canby, MN (pg. 57)
       21   Bridle Bit Simmentals’ All Terrain Bull Sale — Walsh, CO (pgs. 72, 92)
      21   Volk Livestock's Online Sale — www.sconlinesales.com
       22   Superior Beef Genetics’ 21st Annual Sale — Lamar, MO (pg. 34)
       22   Three Cedars Farms' Bull and Replacement Female Sale — www.bigiron.com

(pg. 41)
       23   Diamond H Ranch’s Annual Production Sale — LaCrosse, KS (pg. 43)
       24   Wardensville WV Bull Test Sale — Wardensville, WV (pg. 23)
       24   Western Cattle Source’s Production Sale, Crawford, NE
       25   The Great Northern Bull Sale — Clear Lake, MN
       25   Vertical Edge Genetics’ Annual Production Sale — Bancroft, ID (pg. 64)
       26   Arkansas Bull and Commercial Female Sale — Heber Springs, AR
       26   Southwest VA Bull Test Sale — Wytheville, VA (pg. 23)
       26   T Heart Ranch’s High Altitude Bull Sale — La Garita, CO (pgs. 14-15, 72)
       26   The Clear Choice Bull Sale — Milan, IN (pgs. 31, 72)
       26   Wildberry Farms’ Annual Production Sale — Hanover, IL (pgs. 94-95)
       31   Open Gate Ranch’s 42nd Annual Bull Sale — Simms, MT (pg. 51)

APRIL
         1   CK Bar Ranch’s Bull Sale — St. Onge, SD (pg. 44)
         2   19th Annual “Pick of the Pen” Bull Sale — Blacksburg, VA (pg. 29)
         2   Belles and Bulls of the Bluegrass — Lexington, KY (pg. 39)
         2   Big Country Genetics Bull Sale — Cody, WY
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Breed                Mature Cow Wt.

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

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

Compare the profit potential of two Simmental bulls using $API

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

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

Breeding 25 females/year

Used for 5 years

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

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

                                                                 Difference     =      $7,500

1
2
3

1 2 3

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

keeping pressure on terminal traits.

1 2 3

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

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

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

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

Purebred Simmental in past 20 years

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

27%

$TI

26%

Did You Know?
u According to the National Association of Animal Breeders,
Simmental ranks second for semen sales compared to all
other beef breeds, and in recent years, the percentage of
semen sold in the US from Simmental bulls has grown by 35%. 
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         2   The Gathering at Shoal Creek — Excelsior Springs, MO (pg. 59)
         2   Wisconsin Beef Improvement Association's 65th Performance Selected 

Bull Sale — Platteville, WI (pg. 68)
         6   81st Kansas Bull Test Sale — Green, KS (pg. 7)
         7   Midland Bull Test Sale — Columbus, MT
         8   South Dakota State University Angus and SimAngus™ Bull Sale — 

Brookings, SD (pg. 54)
         9   Hilbrands Cattle Company's Passion 4 Perfection Sale — Clara City, MN (pg. 61)
         9   New Day Genetics' Spring Bull Sale — Salem, MO
         9   The Spring Turnout — Worthing, SD (pg. 33)
       15   Henry’s Fork Private Treaty Sale — Rexburg, ID
       15   VSA Spring SimSensation Sale, — Harrisonburg, VA
       16   Diamonds and Spurs SimGenetic Sale — Bois d’Arc, MO
       16   Pigeon Mountain Spring Beef Builder Bull and Female Sale — Rome, GA
       16   RS&T Herd Bull and Spring Pair Sale — Savannah, MO (pg. 63)
       23   Heartland Performance with Class Production Sale — Waverly, IA (pg. 67)
       23   The Clear Choice Customer Sale — Milan, IN (pg. 72)
       30   Classic Farms’ 3rd Annual Spring Fever Sale — Jackson’s Mill, WV

MAY
         5   Nelson Ranch Production Auction, Glasgow, MT
         5   Powerline Genetics/Seward Cattle Co. High Altitude Bull Sale — Lone Tree, WY
         7   Stars and Stripes Sale — Hummesltown, PA
         9   The Southern Blend Online Sale — www.dponlinesales.com
       14   Banners & Beyond Sale, Clarkesville, GA
       14   Mississippi/Alabama Simmental Sale — Cullman, AL
       16   Red Hill "Maternal Monday" Online Sale — www.dponlinesales.com
       21   3rd Annual Back To Grass Sale — Henderson, TX
       28   Plank Simmental and Red Angus Farm’s Complete Dispersal — 

Crystal, MI (pg. 56)

JUNE
   8-11   AJSA Eastern Regional Classic — Lebanon, IN
 24-30   AJSA National Classic — Madison, WI

JULY
       23   Simmental Breeders’ Sweepstakes Sale — Springfield, MO

SEPTEMBER
         3   North Carolina Fall Harvest — Union Grove, NC
       10   Kentucky Simmental Fall Sale — Lexington, KY
       17   Family Matters Sale — Auburn, KY
       21   Gonsalves Ranch's Bulls Eye Breeders Angus and SimAngus Bull Sale —

Modesto, CA
       22   Circle Ranch Beef Solutions Bull Sale — Ione, CA

OCTOBER
         1   Buckeye’s Finest — Zanesville, OH (pg. 76)
         1   Generation After Generation Sale — Blountville, TN
         8   Ponderosa Farms and Guest 3rd Annual Bull and Commercial Female Sale

— Taylorsville, MS
         8   The New Direction Sale — Seward, NE (pg. 76)
       15   Fred Smith Company’s Extra Effort Sale — Clayton, NC (pg. 76)
       22   Clear Choice Female Sale — Milan, IN (pg. 72)
       22   MN Beef Expo - White Satin Onn Ice and All Breeds Sale — Minneapolis, MN
       29   Bred For Success Sale — Marion, MI
       29   Cattlemen’s Preferred All Breed Bull and Commercial Female Sale — 

Harrison, AR
       29   H2Os Farm's Laser Focused Production Sale — Walkerton, IN
       29   Red Hill Farms’ Bulls and Females of Fall VIII — Lafayette, TN
       29   Yon Family Farms Sale — Ridge Spring, SC

NOVEMBER
         5   Cason's Pride and Joy Elite Female Sale — Russell, IA
         5   Dakota Ladies Sale, Worthing, SD
         5   Irvine Ranch’s 18th Annual Production Sale — Manhattan, KS
         6   Triangle J Ranch’s Female Sale — Miller, NE
       12   Gibbs Farms' 17th Annual Bull and Replacement Female Sale — 

Ranburne, AL
       15   Elliott Livestock and Wild Rose Cattle Company's Bull and Bred Heifer Sale

— Clifford, ND
       20   49th Annual MSA Simmental Sale — Cannon Falls, MN
       26   The Event, Vol. III at Tucker Cattle Company — Pleasant Dale, NE

CALENDAR                   CONTINUED
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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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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
Early Fall 2022               July 22                 July 29                 Aug 12                 Aug 30
Late Fall 2022                Sept 19                Sept 23                Oct 7                    Oct 25
January 2023                 Dec 2                   Dec 9                   Dec 16                 Jan 13
March 2023                   Jan 21                  Jan 28                  Feb 10                  Mar 1

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 2022 Deadlines for Publication:

                                    May 2                  May 10                 May 24                June 14
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EPD as of 11.15.2021

SC Pay the Price C11
Pays to Dream x Trademark  
ASA# 2988788 • Homo black • Hetero polled
Two-time NWSS Grand Champion Bull

Mr CCF Clarified E3
Mr CCF 20-20 x 

Miss CCF Sheza Superstar by Duracell
ASA# 3275273 • Homo black • Homo polled
Backed by the Louisville and Denver Champion
Sheza Bonnie, Clarified offers elite phenotype,
proven genetics, and a balanced EPD profile.

WCL No Limits G302
Mr. CCF 20-20 x American Pride
ASA# 3659712 • Homo black • Homo polled
No Limits is a neat patterned bull out of 
the legendary 20-20!  

$API: 114
$TI: 77

$API: 104
$TI: 76

$API: 119
$TI: 74

GSC GCCO Dew North 102C
Duracell x Dew It Right
ASA# 3141837 • Homo black • Homo polled  
Calving ease combined with tremendous
structural soundness! 2018 Fort Worth 
Champion! 

Felt Perseverance 302F
W/C Executive Order 8543B x Rubys Rhythm Z231
ASA# 3493800 • Hetero Black • Homo Polled
Perseverance is a new, exciting baldy Executive
Order son with tremendous maternal genetics
behind him.  The first dozen calves out of him have
been born light and easily out of first calf heifers.   

LLSF Vantage Point F398
CCR Anchor x Uprising x Quantum Leap’s Dam
ASA# 3492381 • Hetero Black • Homo Polled
3/4 Lead-off Bull in the 2019 NWS S% 
Champion for Lee. 

Longs Pay the Man E16
Pays to Believe x Shear Pleasure
ASA# 3327014 • Homo black • Homo polled 
Great-built, stout, double-homozygous  
Pays to Believe son! 

$API: 114
$TI: 81

$API: 111
$TI: 82

$API: 132
$TI: 87

$API: 112
$TI: 72

WHF/JS/CCS Double Up G365
W/C Double Down x  WHF Summer 365C
ASA# 3658592
Double Up is by proven calving ease sensation
Double Down out of the legendary WHF/Steen-
hoek multiple time champion WHF Summer 365C. 

$API: 117
$TI: 71

$API: 123
$TI: 75

KSIG Steelin His Style 6D
Silveiras Style x Steel Force x SS Babys Breath
ASA# 3130639 • Homo black • Homo polled   
1/2 SimAngus™, calving ease from the 2012
American Royal Champion!  

JSUL Something About Mary 8421
W/C Relentless 32C x JBSF Proud Mary
ASA# 3565879 • Black • Polled
His pedigree, Relentless (Utah x 8543U) x 
JBSF Proud Mary (High Regard x Steel Magnolia),
just solidifies the ability to transmit maternal, in 
fact it shouts it! 

W/C Double Down 5014E
W/C Executive Order X Yardley Utah
ASA# 3336150 • Homo black • Homo polled   
Double Down has now proven himself with scores
of very nice calves, and as expected, has stretched
the necks, yet provides the rib the industry is
demanding in the show room and the pastures. 

GEFF County O 736E
Loaded Up x RAJE/PB Montecito 63W
ASA# 3289219 • Hetero Black • Homo Polled
County O goes back to the Rhythm donor at
Ruby’s! He’s a featured herdsire at Griswold
Cattle Co, OK and is making the right kind!

$API: 117
$TI: 70

$API: 115
$TI: 72

$API: 113
$TI: 72

$API: 116
$TI: 73

OBCC CMFM Deplorabull D148
W/C Executive Order x LazyH/Adkins Blkstr Z15
ASA# 3150188 • Homo Black • Homo Polled
Newly on the open market for 2021!  Deplorabull
is the $100,000 valued herd sire prospect that 
was the talk of Kansas City and Louisville in the
fall of 2016. He was named Bull Calf Champion 
at both the American Royal and the NAILE.

$API: 125
$TI: 75

PBF Red Paint F88
W/C Executive Order x Built Right
ASA# 3500551 • Red • Polled
Hot, red, calving ease bull. 2019 Iowa State
Fair Division Champion!

$API: 118
$TI: 75

VOLK Backdraft CC F810
W/C Executive Order 8543B x JS Flatout Flirty
ASA# 3528566 • Red • Polled
Backdraft owns unrivaled maternal strength,
combining noted breed-leaders “Flatout Flirty”
and “Miss Werning KP 8543U”.  

Mr SR Mic Drop G1534
Mr SR 71 Right Now E1538 x 

JBS Big Casino 336Y
ASA# 3568352 • Homo Black • Homo Polled
A true spread bull with extra MCE, Docility,
Marbling and production profit potential.

$API: 147
$TI: 86

WS Proclamation E202
CCR Cowboy Cut 5048Z x WS Miss Sugar C4
ASA#  3254156 • Homo Black • Homo Polled
Proclamation is one of the ELITE, must-use
superstars!

$API: 167
$TI: 104

Long`s Red Answer H8  
W/C Hoc HCC Red Answer 33B x 

WS Prime Beef Z8
ASA# 3784793 • Red • Homo Polled
Exciting, complete, homo polled, rare Red
Answer son!

$API: 135
$TI: 81

KRJ Dakota Outlaw G974
ASA# 3632499 • Homo Black • Homo Polled
Dakota Outlaw's first calves are “the talk” 
of the country when it comes to fresh genes 
to use in 2022!

$API: 119
$TI: 89

LCDR Affirmed 212H
EGL Firesteel 103F x WS Miss Sugar C4
ASA# 3812282 • Homo Black • Homo Polled
Use him to make those next generation
Purebreds. Excellent foot shape and depth 
of heel.

$API: 173
$TI: 104
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CLWTR Clear Advantage H4G
LLSF Vantage Point F398 x Miss Sugar C4
ASA# 3858588 • Homo Black • Homo Polled
Exciting, new sire that's ultra-complete out of
one of the hottest donors!

SWSN Cash Flow 81E  
Profit x MR CCF Vision
ASA# 3348420 • Black •Polled
Cash Flow sired some of Hartman’s and 
Vogler’s high selling lots this past year!

W/C Bank On It 273H 
PW/C Bankroll 811D x Hooks/ KS Sequoia
ASA# 3808104 • Hetero • Black Homo Polled
Griswold selected him at the $202,000 high
seller at Werning’s 2021 sale!

$API: 170
$TI: 109

$API: 127
$TI: 79

$API: 98
$TI: 71

SAS Infra-Red H804
All Aboard x Erixon Bitten
ASA# 3803257 • Red • Homo Polled
One of the hottest red bulls to sell in 2021!

SAS Big Casino H214 
Drake Poker Face x Erixon Bitten 
ASA# 3803217 • Homo Black • Homo Polled
Big-bodied performance driven baldy!

$API: 147
$TI: 101

$API: 124
$TI: 79

$API: 187
$TI:91

W/C Sugar Daddy 9002H  
CDI innovator x WS Miss Sugar C4
ASA# 3808126 • Homo Black • Homo Polled
Maternal brother to WS Proclamation and LCDR
Impact and Favor. 9002H is the CE leader
Innovator son and higher $API.

S&S TSSC Limitless  041H (1/2)
Conley No Limit x WS Revival
ASA# 3776857 • Black • Polled
Calf champion at 2020 NAILE and 2021 Royal!

CKCC Relevant 0639H  
ES Right Time x WCS Mr Razor
ASA# 3786555 • Homo Black • Homo Polled
One of the few Right Time sons to be availble 
this season. He’s a powerfully constructed, heavy
muscled 3/4 who was the second high seller at
CK/Wager Sale.

RBS Upper Hand H288  
W/C Bankroll 4254F x RBS Uptown
ASA# 3827413  • Hetero Black • Homo Polled
Reck’s 2021 high seller to Hart’s, SD. Reck’s
describe him as impressive a bull they’ve raised.
902# WW combined with excellent feet, joints
and profile!

$API: 161
$TI: 100

$API: 150
$TI: 93

$API: 119
$TI: 77

$API: 102
$TI: 72

W/C Bet On Red 481H
W/C Fort Knox x W/C Relentless
ASA# 3808091 • Red • Homo Polled
Griswold’s red bull purchase from the 
2021 Werning sale! 

$API: 134
$TI: 84

W/C Fort Knox 69H Hardwire
W/C Fort Knox 609F x W/C Relentless 32C
ASA#: 3808092 • Red • Homo Polled
Sloup’s purchase at WC 2021 sale!

$API: 145
$TI: 79

Bar CK Red Empire 9153G 
IR Imperial x CDI Verdict
ASA# 3766616 • Homo polled
High selling bull at BAR CKs 2021 Sale! Top 1% 

CCS/WHF Ol` Son 48F
CDI Innovator 325D x WHF Summer 365C
ASA# 3452997 • Homo Black • Homo Polled
Ol` Son is one of the newest and HOTTEST bulls
on the market! Siring champs for JS Simmental
in his first calf crop!

$API: 134
$TI: 87

Ruby/SWC Gentleman`s Jack
One Eyed Jack x Upgrade
ASA# 3134708 • Homo Black • Homo Polled
Producing extremely sound, deep-sided, high-
quality progeny! His first crop of heifer calves
has produced champions at the highest levels!

$API: 102
$TI: 70

CLRS Guardian 317G
Hook`s Beacon 56B x CLRS Always Xcellent
ASA# 3563436 • Homo Black • Homo Polled
Guardian was the $85,000 selection in the 2020
“Bred For Balance” Sale.  He’s the breed’s #1
$API Purebred and #2 Marbling Purebred!

$API: 211
$TI: 116

W/C Express Lane 29G
Rubys Turnpike 771E x Hooks Shear Force 38K
ASA# 3644933 • Homo Black • Homo Polled
Complete Turnpike son at 
Western Cattle Source, NE!

$API: 138
$TI: 84

EPD as of 11.15.2021

SJW Exit 44 7111E
LLSF Pays to Believe x SVF/NJC Built Right N48
ASA# 3416614 • Homo Black • Homo Polled
The most talked-about new blaze bull across 
the nation!

$API: 114
$TI: 73

Rocking P Private Stock H010
WLE Copacetic E02 x Rubys Wide Open 909W
ASA# 3775641 • Homo Black • Homo Polled
Private Stock was the 2022 Fort Worth Cham-
pion Bull and the 2021 NAILE Champion Bull.

$API: 141
$TI: 79

573-641-5270
www.cattlevisions.com
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Homozygous Black
Homozygous Polled

           Hook`s Black Hawk 50B
Sire: Hook`s Eagle 6E
           Hook`s Crystal 1C

           Sand Ranch Hand
Dam: JHW Ranch Hand 802U
           J502

ASA# 3702548
5/8 SM  5/16 AN  1/16 CS

n Adj. BW: 77 lbs.
Adj. WW: 825 lbs.
Adj. YW: 1,495 lbs.

n Scanned a 
18.24-inch ribeye.

n Calving ease, curve-
bending growth,
with phenotype 
all in one package.

n First calves are hitting the ground. Coming easy with 
birth weights in the low 70 lb. range, then exploding 
with growth in a couple of weeks with tons of vigor.
Up and sucking right away.

n His calves will pound down the scale at sale time, keep
every one of his daughters.

 EPD

 ACC

 %     

                                  Direct                                          Maternal                                                       Carcass                                   $ Index

 Trait     CE        BW       WW        YW      ADG    MCE     Milk    MWW    Stay     DOC     CW      YG     Marb      Fat       REA     Shr       API          TI

           13.1      -.5      97.5   156.2   .37     7.5     23.6    72.3   16.3   19.3   51.6  -.34     .37     -.040    1.31   -.38   149.9   95.1

            .43       .45        .44         .45       .45      .26      .22       .30      .28      .37      .47     .39      .42       .41       .48     .07                       

                                     2            2          3                             10                  1          5       20                              1                  20          4

Semen: $20/unit volume pricing available
Semen available through owner

Watch his video: https://vimeo.com/496125870

Ron Gilliland
8787 Mace Blvd, Davis, CA
916-612-1340
rongilliland7@gmail.com

R/G

Homozygous Black
Homozygous Polled

           TJ Main Event 503B
Sire: TJ Teardrop 783F
           TJ Ms 38W

           S A V Final Answer 0035
Dam: LHT Ms. Answer 47B
           LHT Ms Superior

ASA# 3805540
5/8 SM 3/8 AN

nMassive rib shape.
n Tons of muscle and growth.
n Top 3% WW and top 4% YW.
n Enormous ribeye – 19+ inches at 11 months of age.
n BW: 85 lbs.;   WW: 781 lbs.;   YW: 1,501 lbs.
n Calving ease with explosive growth.
n Gained five plus pounds a day on test.
n He’s the go-to bull to put some middle in your cattle,
deep, soggy, long as a train.

n Super sound-footed moves around like a cat.
n From the now-deceased TJ Teardrop and the 
legendary SAV Final Answer.

n Easy-fleshing Performance Bull.

 EPD

 ACC

 %     

                                  Direct                                          Maternal                                                       Carcass                                   $ Index

 Trait     CE        BW       WW        YW      ADG    MCE     Milk    MWW    Stay     DOC     CW      YG     Marb      Fat       REA     Shr       API          TI

           11.7       .9       95.6   149.6   .34     5.6    32.5   80.3  20.1  15.1    40.5    -.19     .13     -.019     .85    -.34    138.0    86.1

            .43       .48        .46         .47       .47      .22      .15       .26      .28      .38      .47     .37      .43       .40       .44     .02                       

                                     3            4         10                  3          1        10       15                                                  20                               20

Semen: $20/unit volume pricing available
Semen available through owners

Watch his video:
https://vimeo.com/showcase/8123731/video/510989856

Ron Gilliland
8787 Mace Blvd, Davis, CA

916-612-1340
rongilliland7@gmail.com

R/G
Loren & Scott Trauernicht

Wymore, NE
Scott - 402-239-1272 - cell
Loren - 402-230-0812 - cell

www.trauernichtsimmentals.com

EPD as of 1.25.22

EPD as of 1.25.22
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