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866.741.8323 | www.HaydenOutdoors.com

South Divide Grassland
$1,890,000 | 1,512 ACRES

CHASE COUNTY, NE
TODD SIVERSON 308.882.8303

South Platte River Hunting Pasture
$1,642,000 | 547 ACRES

KEITH COUNTY, NE
CLAY OWENS 308.882.8171

Hitchcock Cty. Grassland Tract 3
$747,600 | 712 ACRES

HITCHCOCK COUNTY, NE
CLAY OWENS 308.882.8171

Cronkhite Farm
$7,160,000 | 2,036 ACRES

JONES COUNTY, SD
JEFF GARRETT 605.641.0574

Double Nickel on the Niobrara 
$42,500,000 | 34,617 ACRES | CHERRY COUNTY, NE

DAX HAYDEN 303.619.6774 | CLAY OWENS 308.882.8171

Wildcat Hills Farm & Feedlot
$13,000,000 | 6,318 ACRES 

BANNER COUNTY, NE
CLAY OWENS 308.882.8171 

Medicine Creek Ranch
$15,500,000 | 19,317 ACRES

CHERRY  COUNTY, NE
DAX HAYDEN 303.619.6774

Bobtail Creek Ranch
$2,350,000 | 1,773 ACRES 

HITCHCOCK COUNTY,  NE
CLAY OWENS 308.882.8171 

Hitchcock Cty. Grassland Tract 1
$676,200 | 644 ACRES

HITCHCOCK  COUNTY, NE
CLAY OWENS 308.882.8171

Plainview Farm & Pasture Tracts
$180,000 - $440,000 | 40 - 80 ACRES

PIERCE COUNTY, NE
JUSTIN HERTZEL 402.416.3847

Hitchcock Cty. Grassland Tract 4
$431,350 | 454 ACRES

HITCHCOCK COUNTY, NE
CLAY OWENS 308.882.8171

Hitchcock Cty. Grassland Tract 2
$351,750 | 317 ACRES

HITCHCOCK COUNTY, NE
CLAY OWENS 308.882.8171

Beaver Creek Farm & Hunt
$200,000 | 30 ACRES
NANCE COUNTY, NE

AARON BAUMANN 402.984.1690
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New Listing

New Listing

New Listing

New Listing

New Listing



The First Hydraulic 
Corral and still 
the Largest!

Rawhide ProcessorRawhide Processor

• Pull on highway at speed limit.

• Fits through any gate your 
pickup will.

• Stable on uneven terrain.

• Permanent sheeted 
adjustable alley.

• Transport wheels are permanent, 
no sliding off the axles and rolling 
out of the way.

• Wheels on each panel and electric 
over hydraulic jack eliminates 
lifting—saves time.

• Frame gates for sorting.

Rawhide Portable Corral
900 NORTH WASHINGTON ST., ABILENE, KS 67410

785.263.3436
www.rawhideportablecorral.com

3 Sizes
Available!

by John McDonald
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PERFORMANCE 
DOESN’T LIE.

Sweet Bran in the diet leads to greater energy intake. We stand by that 

because the performance proves it. Over multiple trials, cattle have 

shown an 8.63% increase in average daily gain when Sweet Bran is added 

to dry-rolled/high-moisture corn diets, and a 2.19% increase when  

Sweet Bran is added to steam-flaked-corn-based diets. That means 

improved performance, lower cost of gain and increased profit.

sweetbran.com

Increase in Average Daily Gain 
Compared to Non-Sweet Bran Diet

Sweet Bran 
Dry-Rolled /High-

Moisture Corn

 8.63% 
INCREASE

 2.19% 
INCREASE

Sweet Bran 
Steam-Flaked 

Corn
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	EVP Perspective
By Pete McClymont
Nebraska Cattlemen Executive Vice President

Investing in 
Membership

In early November, I announced the addition of two high-quality individuals 
as crucial Nebraska Cattlemen team members. Jessica Rudolph of Gothenburg 

and Steven Stettner of Palmer rose to the top of a deep pool of applicants and 
were off ered positions devoted to membership recruitment and retention. 

Entering the process, I hoped to fi nd one talented individual to lead Nebraska 
Cattlemen’s renewed membership eff orts. In these current challenging times, 
fi nding one, let alone multiple, qualifi ed candidates is a signifi cant task. When 
two talented applicants with diff erent strengths and backgrounds proved their 
value in the interview process, it truly was a moment where I recognized we 
couldn’t let these two individuals slip away. 

Nebraska Cattlemen membership is an integral component of the fabric that 
makes up Nebraska. We are cattle and beef producers but, ultimately, we are in 
the people business. Steven and Jessica come to us with fi rsthand experiences in 
and passion for membership and the cattle industry. Adding Jessica and Steven 
to an already existing talented, experienced staff  creates even more value in your 
investment in Nebraska Cattlemen – now and into the future. 

Read more about Jessica and Steven, and please join us in welcoming these 
two highly qualifi ed individuals. Thank you for your membership.

Jessica Rudolph is Nebraska Cattlemen director of membership-retention. She 
recently graduated from the University of Nebraska where 
she  focused 
on agricultural 
communica-
tions, ag eco-
nomics  and 
a g r i c u l tu r a l 
entrepreneur-

ship. She is active in her family’s 
cattle operation where she works 
alongside her parents in day-to-day 
management decisions.

Jessica began her duties Nov. 22 
and can be reached at (402) 475-
2333 or jrudolph@necattlemen.org.

Steven Stettner is Nebraska 
Cattlemen director of membership-recruitment. He previously 
served as the regional organization director of Pennsylvania 
Farm Bureau and is an integral part of his family’s beef cattle 
operation. He is a graduate of Nebraska College of Technical 
Agriculture with a degree in applied science in agriculture 
production systems and the University of Nebraska-Lincoln 
where he earned a bachelor’s degree in agricultural engineer-
ing. CONTINUED ON PAGE 8

“Working for Nebraska Cattlemen 
has been a dream of mine for 

as long as I can remember. I am 
thrilled I have been granted the 

honor of working for Nebraska beef 
producers. My previous experiences 

in working for associations like 
Nebraska FFA as a state offi cer and 
Nebraska Farm Bureau gave me a 

passion for members. I cannot wait 
to serve the members of Nebraska 

Cattlemen.”
– Jessica Rudolph
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The best neck access available and the easiest to use head control on the market? Finally, neck extenders that fix problems instead of 

creating them. With top-mounted cylinders that pull the neck extenders into position and infinite adjustments, The General has Neck 

Extenders like no other.

BUT GEAVERA

NECK EXTENDERS THAT ARE 

ANYTHING 

1-866-383-7827 | ARROWQUIP.COM
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	 Leader’s Letter
By Bill Rhea, Arlington
Nebraska Cattlemen President

Challenges, Successes 
and More to Do

EVP PERSPECTIVE • CONTINUED FROM PAGE 6

“I’m so excited to be able to apply my knowledge and skills to 
serve Nebraska’s cattle industry. The investment producers 

make through their membership in Nebraska Cattlemen makes 
an unbelievable impact on all Nebraskans. I look forward to 
serving the membership of such a highly effective group.”

– Steven Stettner

My year as Nebraska Cattlemen president has been one of many challenges, 
many successes and many things to keep working on. I have enjoyed 

meeting people across the state when we have been able to have functions in 
this COVID-19 era.

The successes include getting all our priority measures passed this year. The 
Nebraska Cattlemen Board of Directors designated five bills as priority measures 
at the state legislature for the first half of the 107th Nebraska Legislature. Of those 
five bills, we were able to weigh in with seasoned veteran testifiers and multiple 
first-time members in the hot seat. Thanks to the hard work of members across 
the state helping us follow through on the good work done at the Capitol by these 
members, Nebraska Cattlemen was able to advance all five priority measures 
through final reading. All five were also signed by the governor.

The next big success was the effective management of Nebraska Cattlemen 
finances through the ups and downs of the COVID era. Nebraska Cattlemen staff 
worked through the challenges of the pandemic programs, shifting finances and 
other issues to keep the budget on track. We have recently hired three outstand-
ing individuals to increase Nebraska Cattlemen membership and to meet the 
mandates and goals of the current Nebraska Cattlemen Strategic Plan. 

Probably the most talked-about challenge was the discussion around price 
transparency and packer concentration. Nebraska Cattlemen members continue 
serving on the National Cattlemen’s Beef Association Market Triggers Working 
Group that is looking at cash trade levels. This is a highly contentious issue and, 
if the triggers fail, we may look for mandatory government enforcement. As this 
group continues to monitor data against this framework, we will keep a seat at 
the table and respond according to Nebraska Cattlemen member policy.

Increasing packer capacity has also been an issue of importance. Nebraska 
Cattlemen has worked to assist in keeping all parts of the beef supply chain vi-
able and successful for the next generation of cattlemen.

My presidency concludes after giving nine years to the Nebraska Cattlemen 
Board and committee representation, following eight years of Nebraska Beef 
Council service. It is always good to see how far the beef industry has come in 
consumer demand. Domestically and globally, we have record beef prices fueled 
by this demand, yet we still have challenges to overcome in the beef supply chain 
to feed this demand.  NC 
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High Powered Dark Cherry Red Bulls
Registered Yearlings and Coming Two's

- Sires -
Red Eagle - Tango - Cactus Jack

WS All A�oard - Polled Prairie Fire

-Your Dark Red Herd Sire Headquarters-

MACKLEY SIMMENTALSMACKLEY SIMMENTALS
AND SIMANGUS

THE "DYNAMITE" BRANDTHE "DYNAMITE" BRAND

TOP OF THE LINE RED GENETICS

WS A�� AB
ARD B80

TWG TANG
 156D

EG� GCC RED EAG�E

E7194

C-4C-4

P R I V A T E  T R E A T Y  B U L L S
- F R E E  W I N T E R I N G  -  D E L I V E R Y  A R R A N G E M E N T S -

Contact Gary Mackley
79230 Highway 40

Arnold, NE 69120

Home: (308) 848-2634

Cell: (308) 636-8512

-Breeding Simmental Cattle Since 1969-

5 O T H  Y E A R  A S  A  M E M B E R  O F  T H E
A M E R I C A N  S I M M E N T A L  A S S O C I A T I O N  - A S A # 1 7 4 8
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Doing Good in the Good Life
Incoming Nebraska Cattlemen President Hails 

from Third-Generation Sandhills Ranch

By Micky Burch, Nebraska Cattleman Senior Writer

North of the Nebraska High-
way 2 Sandhills Journey 
Scenic Byway sits the un-

incorporated community of Purdum. 
Unique in its own right because many 
unincorporated communities don’t 
have zip codes, Purdum not only has 
digits, but also has a post offi  ce, a true 
mercantile, a well-drilling and mainte-
nance company, a church and several 
ranches. The few community residents 
– of which there are said to be nine if 
one is being liberal – joke amongst each 
other that Purdum is an hour from any-
where. One of those lifelong residents 
is Brenda Masek.

While her mailing address and main 
activities are in Purdum, the Bestol and 
Masek Ranch is located in southeast 
Cherry County, famous for being the 
least populated county in the United 
States, with more acres than Rhode 
Island.

It was in 1957 that Brenda’s paternal 
grandparents purchased the original 
portion of the ranch, located just seven 
miles northwest of Purdum. Later that 
same year, Brenda’s parents, Earl Be-
stol Jr. and Claudia Knag of Alliance, 
were married. In 2007, they celebrated 
their golden wedding anniversary with 
friends and family at the ranch where 
they’d made their living and raised 
their children, Wayne, Kay Lynn and 
Brenda.

“In the days of my grandfather there 
were Herefords grazing the ranch, but 
that changed to black cattle for as long 
as I can remember,” Brenda reminisces. 
“In my grandfather’s day and into my 
father’s ranching days, steer calves ran 
on these hills until they were 2 years 
old before they were sent on train cars 
to the Omaha Stockyards. They didn’t 
breed heifers until they were 3 years 
old.”  

This was a common practice in the 
1960s when Nebraska corn and feed 
production was a fraction of what it is 
today, serving as a reminder of just how 
far agriculture has come and the many 
advancements that have been made to 
continue to feed an expanding world.

Over the years, Earl and Brenda 
added Hereford influence back into 
the herd through the development of 
Angus-Hereford F1 crosses. While no 
red, white-faced bulls have roamed 
their pastures since, through artifi cial 
insemination (AI) used on the ranch 
since the late ‘80s, multiple black, 
white-faced mother cows have been 
developed. More recently, the addition 
of Balancer (Gelbvieh-Angus cross) 
bulls have added hybrid vigor. Cur-
rently, the commercial cow herd calves 
in the spring and Brenda utilizes AI for 
replacement heifer development.

It’s no surprise Brenda has such a 
strong hand in the genetic manage-

ment of the cow herd – it’s something 
she’s been doing for more than 30 
years. 

“I can track some of my cattle today 
back to the two cows I started my FFA 
project with as an eighth grader,” she 
explains. “Dad bought a pot load of bred 
cows around that time. Two of them 
were small white crosses of some kind 
and he gave them to me to start my 
FFA project.” 

In addition to FFA, the Junior Stock 
Growers organization was also a large 
part of Brenda’s young life. She served 
as the fi rst state president of the Junior 
Nebraska Cattlemen organization in 
1988 – the year of the merger when 
Nebraska Cattlemen was formed.

While Brenda has spent her entire 
life, sans her college years, on the 
ranch, that wasn’t necessarily her plan. 
After starting college at the University 
of Nebraska-Lincoln and majoring in 
ag journalism with an emphasis in 
advertising, she switched her major at 
the end of her junior year to general 
ag with a minor in range management. 

“Shortly after the start to my senior 
year, a long-time employee of our 
ranch passed away in a tragic accident,” 
Brenda explains. She opted to take 
incompletes in all her courses for the 
academic year and went home to work 

CONTINUED ON PAGE 12
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cedartopranch@yahoo.com•Facebook: Cedar Top Ranch 
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on the ranch until the start of the next 
fall semester.

From there, the next year and a half 
was split between taking classes in Lin-
coln and working on the ranch, which 
meant driving some 250 miles one way. 
She spent her fi nal semester taking cor-
respondence courses from the ranch to 
work at home during calving season 
and complete her bachelor’s degree. 

“Dr. Ted ‘Daddy’ Doane and Dr. Jim 
Gosey in the animal science depart-
ment, and Chuck Butterfield in the 
agronomy department moved heaven 
and earth to get me home for calving 
season,” Brenda reminisces. “There was 
a bank in Purdum at that time and it 
was the only place that had a new thing 
called ‘the internet’ that we used to 
correspond so I could fi nish my degree.”

With Brenda’s mind now fi rmly made 
up to come back to the ranch full time, 
she and her parents seized the oppor-
tunity to take a workshop together on 
campus while she was still enrolled at 
the university called “Returning to the 
Farm.” As a family, they learned more 
about each other’s personal qualities, 
and short- and long-term operation 
goals and created a transition plan. 
As a result of this workshop, Earl and 
Claudia formed an LLC and started do-
ing some estate planning. 

“This program was very worthwhile, 
not only at the time, but it helped 
build the foundation for the working 
relationship with my parents over the 
next quarter century,” Brenda says. 

In 2013, the ranch lost an important 
partner when Claudia passed after 
a short bout with a very aggressive 
cancer. The following year, Earl, a 
2010 Sandhills Cowboy Hall of Fame 

inductee, leased the LLC to Brenda, 
sold her his cows and retired from the 
daily ranch responsibilities. He still 
lives on the ranch and enjoys driving 
the Sandhills.

While extending her college career 
came with its challenges, it also came 
with some surprises. 

“I met my husband when I went back 
to college after the year at the ranch,” 

Brenda says. “I was defi nitely not look-
ing for a relationship when I met him 
– I was all about getting my degree and 
getting back to the ranch, and didn’t 
have the time or the inclination for 
any distractions.” But Dave Masek was 
persistent and even moved to Halsey to 
start his construction company when 
Brenda made her fi nal move home. 
They married on New Year’s Eve 1994.

Brenda and Dave don’t work together 
day to day, but he’s very supportive of 
her occupation and gifted her an ultra-
sound machine for their 25th wedding 
anniversary. 

“I’ve been manually preg checking 
cows since the late ‘90s and have had 
both of my shoulders rebuilt,” she ex-
plains. “By the end of pregging season, 
I was having a lot of tendonitis on my 
elbow.” To help alleviate the physical 
stress of preg checking, Dave came up 
with this gem. 

“He has always been a very good gift 
giver and he didn’t falter with this,” 
she says.

Masek Construction builds and 
remodels residential and commercial 
buildings, and takes on most construc-
tion jobs. Dave and his brother, Mark, 
built the new Nebraska Cattlemen offi  ce 
building in Lincoln. Along with a prop-

Brenda and Dave Masek met while 
Brenda was attending the University of 
Nebraska-Lincoln. Dave moved to Halsey 
to start his construction company when 
Brenda moved back to the ranch. Photo 
courtesy of Brenda Masek.

Brenda’s mother, Claudia, was very active 
both in the community and Nebraska 
Cattlewomen, and Brenda credits the 
unfailing example her mother set as the 
primary reason for her involvement today. 
Photo courtesy of Brenda Masek.

Brenda and her father, Earl Bestol, Jr., are 
the current owners of Bestol and Masek 
Ranch. Earl Jr.’s parents purchased the 
original portion of the ranch, located 
seven miles northwest of Purdum, in 1957, 
making Brenda the third generation on 
the ranch. Photo courtesy of Linda Tehon.

DOING GOOD IN THE GOOD LIFE • CONTINUED FROM PAGE 10

CONTINUED ON PAGE 14
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"This program was very worthwhile, not 
only at the time, but it helped build

the foundation for the working
relationship with my parents over

the next quarter century."
— Brenda Masek
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erty inspection business and being a real estate agent with 
Agri Affi  liates, he’s taking his additional duties as Brenda’s 
chauff er during her Nebraska Cattlemen presidency seri-
ously, introducing himself as Hoke. “I’m just here driving 
Miss Daisy,” Dave says with a smile.

Daily, Brenda works with two full-time employees and 
occasionally one or two seasonal employees or interns. 

“We also have a wonderful neighboring relationship in 
our community where we pitch in and help each other 
during spring and fall cattle work or whenever it’s needed,” 
she boasts. 

The daily routine changes with the seasons, but includes 
haying sub-irrigated meadow ground annually and upland 
hay when it’s feasible. The work is always done keeping in 
mind the bigger goal of producing a better product in the 
beginning that delivers the most effi  cient end product. 

“We want to make the best animal protein to feed the 
world in the most effi  cient way,” she states.

Effi  ciency, she says, means being fl exible because not every 
year is the same. For example, she says, “Traditionally, I sell 
the majority of my steers through a livestock auction market, 
but last year I sold the majority privately, and it was a very 
positive experience.”

That philosophy has also led her to leadership positions 
within her community and state. Following her Junior 
Stock Growers involvement and college, Brenda remembers 
maintaining her Nebraska Cattlemen membership dues, 
but mostly being busy working on the ranch. Then, in the 
early 2010s, Loretta Hamilton asked her to work with Craig 
Miles and Marc Erickson to revitalize the Sandhills Affi  liate. 

THE DEVINE RANCH
2,700± acres • $6,250,000

A historic and beautiful 
combination ranch close to Oconto.  

LashleyLand.com

CUSTER COUNTY RANGE 
AND HOME

1,081± acres • $1,800,020
An all contiguous ranch with gorgeous  

canyon views.  
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Brenda vaccinates calves at preconditioning last July at her 
ranch in Cherry County. While the daily routine changes with 
the seasons, the work is always done while keeping in mind the 
bigger goal of producing a better product in the beginning that 
delivers the most effi cient end product. Photo courtesy of Linda 
Teahon. 
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THE VETERINARY TOOLBOX
Supplies, Rules and Plans to Prepare for Veterinary 

Emergencies and Urgencies
By Micky Burch, Nebraska Cattleman Senior Writer

My parents were married 
May 21, 1977, and as was 
customary, they received 

a set of travel luggage in a salad-bowl-
era shade of green that can still be 
seen on reruns of That ‘70s Show. In 
approximately 1996, my dad took the 
smallest suitcase, probably intended 
for toiletries, from the luggage set and 
wrote “CATTLE HEALTH” on the top 
with a black marker. This served as his 
herd veterinary toolbox up until last 
year when, much to my mom’s relief, 
the handle broke and she purchased 
him something she considered more 
appropriate for Christmas.

On any given day, one could open 
this DIY vet box and fi nd syringes and 
needles in a variety of sizes; a castrat-
ing knife; an 8-inch curved needle with 
heavy suture thread; small, curved 
needles with dissolvable thread; a 
thermometer; scalpels; a needle holder/
scissor combination tool; and LA-200. 

Most commonly, my dad, a cowman 
of 45 years, treats respiratory, eye or 
foot issues in the fi eld, but on occasion 
could deal with a vaginal prolapse while 
calving on pasture.

“The one thing that is absolutely 
essential to have in the toolbox is an 
appropriate way to restrain that animal 
for safe treatment – both for the safety 
of the animal and the people that are 
involved,” says Becky Funk, DVM, Great 
Plains Veterinary Educational Center, 
Clay Center. “It doesn't have to be fancy 
or complicated, but it does need to be 
reliable and safe.”

While these supplies may work in 
one man’s personal vet box, Funk em-
phasizes that those particular products 
considered “essential” to an operation 
depends entirely on the individual and 
their production setting and goals. 

“Regardless of which products those 
are, each producer should have a set of 
standard treatment protocols that are 

followed for diff erent scenarios, and ex-
ceptions to those protocols need to be 
discussed with their veterinarian,” she 
stresses. “Using any product in a man-
ner not directed on the label is illegal 
for a producer to do without veterinary 
direction, so that is something impor-
tant to keep in mind when making 
treatment decisions in the fi eld.”

Rule No. 1 in Funk’s book is for pro-
ducers to establish a veterinary-client-
patient relationship (VCPR) with their 
veterinarian. “For both routine day-to-
day operation and emergency treat-
ment, having a veterinarian involved 
will only become more critical going 
forward,” Funk points out. Additionally, 
Funk says, there are legal restrictions to 
what veterinarians can do for patients 
without a valid VCPR.

Assessing Ailments
Even with a good working relation-

ship and VCPR, Funk expects an emer-
gency call from clients at some point. Becky Funk, DVM, says that supplies considered “essential” to an operation depends 

entirely on the individual and their production setting and goals. Some producers may 
keep calving supplies in their vet box to process calves born on pasture.

CONTINUED ON PAGE 18
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“Emergencies happen to everyone,” 
she points out. “While we can’t elimi-
nate them, we can have a plan.” 

Part of that plan is being able to as-
sess the emergency accurately. Funk’s 
Rule No. 2 is that not all emergencies 
are created equal. A true emergency, 
she says, will have characteristics like 
major trauma, severe bleeding/blood 
loss, exposed bones, dystocia, a sys-
temic disease that demonstrates rapid 
progression or severe/intractable pain. 

Basically, a true emergency demon-
strates imminent danger of loss of life 
or permanent damage to the animal.

A veterinary urgency, on the other 
hand, certainly needs to be addressed, 
but, as Funk explains, needs attention 
in hours – not minutes. While there 
may be trauma, it doesn’t result in 
loss of function or change in mental 
activity. Urgencies may include minor 
lacerations, lameness not involving ob-
vious fractures or limb displacement, or 

systemic diseases that don’t appear to 
compromise respiratory function or to 
be progressing rapidly. However, Funk 
warns producers to keep a watchful eye 
on veterinary urgencies because they 
can transition to emergencies.

Next are what Funk calls “I just no-
ticed it” emergencies – problems that 
simply go unnoticed until they are ad-
vanced. This may happen, for example, 
if the stock is out on pasture, making 
it difficult to lay an eye on every single 
animal. Noticeably aged wounds, lumps 
and bumps, and chronic injuries and 
wounds fall into this category.

“These problems are generally dif-
ficult to manage and are unfruitful to 
address as emergencies,” Funk explains. 

Finally, there’s the emergency of 
convenience, which happens when an 
incident may rise to emergency status 
because it’s a convenient time for the 
owner to seek care. Emergencies of con-
venience may or may not have been an 
emergency initially, and now that care 
is being sought, still may or may not 
qualify as an emergency. Emergencies 
of convenience may be incidences like 
long-term weight loss, extended peri-
ods of lameness, symptoms of systemic 
disease or possible dystocia.

Regardless of the type of emergency, 
Funk warns producers that a call to 
her office will lead to Rule No. 3: the 
emergency will be triaged, which means 
you will be asked for information about 
your emergency to help determine the 
order, or rank, in which your emergency 
will be handled at her clinic. The infor-
mation given by the producer will help 
determine if it’s a true emergency, an 
urgency, if it was just noticed or if it’s 
a convenient time for the producer to 
bring the animal in to the clinic. The 
more accurate the producer can be in 
the description of the ailment, the bet-
ter prepared the veterinary staff will be 
when receiving the animal.

Funk recommends getting to know 
the veterinary doctors and staff not 
only as part of a VCPR, but also as part 
of preparing for an emergency. “Your 

Supplies for the Cow Delivering a Calf
•	 Bucket for warm water and 

disinfectant

•	 Disinfectant – cow friendly to put 
in warm water bucket (ask vet for 
suggestions)

•	 Surgical scrub to use for disinfectant 
(cow friendly like Nolvasan or 
Betadine, ask vet for help) 

•	 OB sleeves 

•	 OB chains (2)

•	 OB handles (2)

•	 Lubricant 

•	 Calf puller (if necessary) 

•	 Calf puller bag (for storage and to 
keep sanitary) 

•	 Warm water source to fill bucket for 
cleaning pulling equipment

•	 Plastic cup to get water and 
disinfectant from the bucket to clean 
the cow

Supplies for the Calf Following Birth
•	 Iodine for the navel 

•	 Syringes for vaccination/medication 

•	 Needles for vaccination/medication 

•	 Vaccinations/medications that fit 
into vaccination protocol suggested 
by vet 

•	 Portable de-horning paste (if 
applicable) 

•	 Ear tag applicator 

•	 Ear tags 

•	 Ear tag marking pen 

•	 Old towels to clean and warm the calf

Supplies for the Calf That Won’t Nurse
•	 Stainless steel bucket to collect cow 

colostrum or mix colostrum replacer 

•	 Colostrum replacer

•	 Milk replacer 

•	 Electrolyte powder 

•	 Esophageal feeding tube with tubing 
bag 

•	 Calf bottle with screw-on nipple

Supplies for Clean-Up
•	 Bristle brush for calving equipment 

•	 Wire whisk for calf bottles

Additional Helpful Items
•	 Calf claim product

•	 A long-acting tetracycline in the case 
of a retained placenta 

CALVING KIT CHECKLIST

CONTINUED ON PAGE 24

THE VETERINARY TOOLBOX • CONTINUED FROM PAGE 16

Keeping a list of vital supplies handy is important during calving season. Below 
is a supply and equipment checklist from BioZyme/VitaFerm, curated from 
igrow.org. 

“For most cow-calf producers, calving season is the time you’re virtually 
guaranteed to have an emergency of some sort, so put some thought into how 
those scenarios need to be handled and what your particular comfort level is with 
dealing with emergencies,” Becky Funk, DVM, advises. “Some producers are quite 
comfortable sorting out difficult dystocias, for instance, and keep a very complete 
calving kit on hand that can do everything short of a surgical intervention, while 
others prefer to allow their vet to handle these situations and maintain [only] 
basic calving supplies.”
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SALESALE
MON JAN 17 MON JAN 17  12:30PM 12:30PM

OSHKOSH NE OSHKOSH NE 

230 Bulls
100 Hereford Heifers 

Right off Van Newkirk Replacements

3 Loads Fancy F1 Baldy heifers
Have Not been Topped 

Sired by Top End Van Newkirk Bulls 
(See website for details)

www.vannewkirkherefords.comwww.vannewkirkherefords.com

Joe Van newkirk 308-778-6049       
kolby Van newkirk 308-778-6230

Van Newkirk HerefordsVan Newkirk Herefords
--- Since 1892 ------ Since 1892 ---

Lot 1Lot 1

Lot 25Lot 25

Lot 148Lot 148

Lot 48Lot 48

Lot 78Lot 78

Lot 91Lot 91

Lot 37Lot 37
BW 1.7 WW 66 YW 110 M 33 M&G 67 REA .58 

IMF .36 CHB 146
BW 1.1 WW 64 YW 104 M 35 M&G 67 REA .27

 IMF .36 CHB 116
BW 3.9 WW 61 YW 106 M 34 M&G 64 REA .41

 IMF .37 CHB 135

BW 1.8 WW 64 YW 106 M 34 M&G 66 REA .64
 IMF .49 CHB 163CHB 163

 BW 3.7 WW 63 YW 101 M 36 M&G 68 REA .58 
IMF .28 CHB 138

  BW 3.3 WW 63 YW 107 M 34 M&G 65 REA .25 
IMF .13 CHB 112

BW 2.5 WW 61 YW 108 M 35 M&G 66 REA .42 
IMF .21 CHB 142

WE
KNOW
FEED.
Trust the experts at Ward Laboratories for accurate 
and swift results for your feeding program.
Trust the experts at Ward Laboratories for accurate 

Calculating a precise diet to stretch forages until spring 
turnout starts with forage and feed supplement testing.
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Winter Weather Outlook
By Al Dutcher, Associate Nebraska State Climatologist, Nebraska State Climate Office

La Niña conditions have re-
formed in the Equatorial Pacific 
for a second consecutive year, 

but the temperature anomalies in this 
region are forecast to peak at about 50 
percent of last winter’s maximum of 
1.7° C below normal. Using temperature 
anomalies as a strength classification, 
this year’s event will be considered 
weak if the anomaly remains between 
0.50 and 0.99° C below normal. Last 
winter’s moderate event (-1.00 to 
-1.99° C) pushed the upper end of the 
temperature range at 1.7 to 1.8° C below 
normal.

The biggest question going into 
this winter is whether the anomalous 
precipitation pattern that developed 
across the High Plains last winter will 
be replicated once again. Based on pure 
statistics, last winter should have trend-
ed toward below-normal temperatures 
and above-normal moisture across the 
northern High Plains (Montana, North 
Dakota and South Dakota). However, 
the primary storm track created a split-
flow pattern that favored the southern 
stream, and subsequent storm activity 
passed through the southern half of the 

High Plains region (Texas, Oklahoma, 
Kansas and southern Nebraska).

Looking back at historical La Niña 
events that were of equal or greater 
magnitude than last winter’s event, 
it appears that one out of every four 
events develops this split-flow pattern. 
So even though the Northern Plains 
typically sees colder and stormier win-
ters about 70 percent of the time, it is 
not guaranteed. Strong atmospheric 
ridging across the western third of the 
United States pushed surface systems 
either northeastward over the top of 
the ridge or southeastward into the 
southern Great Basin where they were 
directed eastward by the southern jet 
stream.

A persistence forecast would argue 
for similar conditions to develop this 
winter. However, this fall, a more active 
storm pattern has developed to our 
west than last winter. In addition, the 
east to northeast movement of these 
systems directed the subsequent sur-
face lows toward the Central and North-
ern Plains. Across the eastern Dakotas 
and western Minnesota, cumulative 
2021 fall precipitation totals exceeded 

what was received from September 
2020 through April 2021.

In addition to the increased storm 
activity for our northern neighbors, an 
atmospheric river event inundated the 
Pacific Northwest southward through 
central California during the second 
half of October. The term “atmospheric 
river” is just fancy terminology for a 
thin ribbon of water vapor that has 
tropical origins interacting with low 
pressure moving into the western 
United States and enhancing rainfall.

In fact, these atmospheric river 
events produce as much as 50 percent 
of the water supply for areas west 
of the Continental Divide, according 
to the National Oceanic and Atmo-
spheric Administration (NOAA). In 
addition, historically, 80 percent of 
the flood damage can be directly tied 
to atmospheric river events. When all 
atmospheric river events are analyzed 
together, January is the most common 
month for development.

What is unusual about this fall’s 
atmospheric river event was how early 
it developed. You have to go back to 

NOAA’s Climate Prediction Center official national winter temperature and precipitation outlooks issued Oct. 21, 2021.

CONTINUED ON PAGE 22
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Why the BoviBox?
"We were pleased with the BoviBox product. Calves had consistent
consumption at weaning and most importantly they started eating the
BoviBox and their ration right away." - Rusty Kemp, Nebraska Rancher

choose a protein supplement

that works just as hard as you do�

      100lb Biodegradable, Edible Packaging

Availa4 Mineral

Bov iBox

Won't Melt or Soften

Aggressive Price Point

Increase Feed Efficiency

Increase Protein
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2018 to see such a strong event develop 
during the late fall. So much snow fell 
in the California Sierras during the 
2018-19 winter, that spring runoff  led 
to the Oroville Dam failure. It also led 
to heavy snowfall accumulations across 
the northern two-thirds of Nebraska 
and subsequent fl ooding due to the 
development of a bomb cyclone in early 
March 2019.

NOAA’s analysis of winter (December 
through February only) snowfall pat-
terns from historical La Niña events 
indicate that above-normal snowfall 
anomalies are most likely across the 
central and northern High Plains dur-
ing weak La Niña events. The eastward 
extent of these anomalies includes 
the upper Mississippi River valley and 
the western Great Lakes region. As the 
events get stronger, statistical analysis 
by NOAA suggests that the positive 
snow anomalies shift toward the 
northern High Plains, Red River Valley 
and headwater region of the Missis-
sippi River.

Below-normal La Niña winter snow-
fall anomalies are most concentrated 
across the western half of the south-
ern High Plains region (Kansas, Okla-
homa, Texas, eastern Colorado and 
eastern New Mexico). There is a slight 
northward extent to these negative 
anomalies into the southern half of the 
Nebraska Panhandle and the western 
tier of counties bordering Colorado in 
the southwest part of the state. The 
strongest La Niña events typically 
expand these snow-defi cit areas into 
the northern Panhandle, along with 
areas west of a line from North Platte 
to McCook.

I expect to see a robust precipitation 
pattern across the eastern two-thirds 
of Nebraska this winter, with north-
central and northeast Nebraska having 
the highest odds that these conditions 
will develop. However, winter is not just 
about precipitation. The harshness of 
our upcoming winter will depend on 
how often Arctic air will move from 
northern Canada southward into the 

contiguous United States and how long 
each of these events last.

If our fall weather is an indication of 
what may come this winter, then vari-
ability will be the key player. In simple 
layman’s terms, I would not be shocked 
if Nebraska experiences periods of very 
active weather whenever these atmo-
spheric river events develop across 
the western United States. Normal to 
above-normal temperatures would be 
expected in advance of and during their 
passage across the central High Plains. 
Once they pass east of the state, the in-
tensity and longevity of cold air moving 
south out of Canada will be a function 
of whether these systems can merge 
with the Hudson Bay upper air low to 
carve out deep upper air troughs over 
the eastern half of the United States.

The past few winters have seen deep 
upper air troughs develop over the 
eastern half of the United States dur-
ing late January through early March. 
This is consistent with short-term 

CONTINUED ON PAGE 24

WINTER WEATHER OUTLOOK • CONTINUED FROM PAGE 20
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Lee Leachman, Managing Partner
Jerrod Watson, Bull Customer Service: (303) 827-1156

Semen Division: 970-444-BULL (2855) 
Office: (970) 568-3983 • www.leachman.com

Only High $Profit Bulls Will 
Reduce Your Cow Herd Costs!

Lee 
Leachman

“Our $Profit index is the only tool in the 
industry that will allow you to increase 
output without having cow size and 
feed costs spiral out of control. Our 
system finds the efficient cattle. We will 
not buy a bull for use in our program 
without having $Profit. $Profit will help 
you build a more profitable herd – 
I guarantee it!”

Join us for 
these upcoming sales!

Leachman Early Bird Sale
200 Age-Advantaged Bulls 

January 12-13, 2022
Online at                                   .co

Leachman Spring Sale
500 Stabilizer Bulls & 200 Females

March 27-28, 2022
Leachman Bull Barn • Fort Collins, CO

Go online to www.leachman.com or call (970) 568-3983 
to order your catalogs today! 

January 12-13, 2022
Online at                                   .co

All bulls sell 
with a first breeding 
season guarantee

LCC_2021_12_Nebraska Cattleman_1-2, 4C_Early Bird & Spring Sales.indd   1LCC_2021_12_Nebraska Cattleman_1-2, 4C_Early Bird & Spring Sales.indd   1 11/8/2021   4:14:27 PM11/8/2021   4:14:27 PM



24      Nebraska Cattleman      December 2021

“Nobody says, ‘no’ to Loretta Hamilton,” 
Brenda laughs. “The three of us took it 
very seriously.”

At the end of 2012, Brenda had spi-
nal surgery and was in recovery for 
three months, which gave her a bit of 
a break from ranch work and a prime 
opportunity to focus on rebuilding the 
Sandhills Affiliate and reconnecting 
with the state organization.

Part of the reason Brenda was keen 
on taking Hamilton up on her request 
was because her parents set such a 
good example of involvement, be it 
community or beyond. 

“Being a fire department director is 
something I did from my father’s lead,” 
Brenda says, noting there is no fire sta-
tion in Purdum – there are eight fire 
trucks housed by ranches throughout 
the district, including one at the Bestol 
and Masek Ranch. She is also involved 
in the community church.

Brenda’s mother, Claudia, was a 
Nebraska Cattlewomen leader whose 
passions and interests leaned toward 
promotion and education. While 
Brenda has always been attracted to 
policy and the political side, she credits 
her mother as the primary reason for 
her involvement in Nebraska Cattle-
men. Going into her presidency, Brenda 
wants to focus on bringing the different 
sectors of the cattle industry together 
to work toward a common goal.

Since helping to reinstate the Sand-
hills Affiliate, Brenda has served as its 
president, Nebraska Cattlemen Region 
2 Member Services vice chairman twice 
and sat on the Nebraska Cattlemen Ex-
ecutive and Finance Committee prior to 
becoming an officer. She has also been 
recognized as a Nebraska Cattlemen 
Top Hand for membership recruitment. 

Brenda steps into her role as 2022 
Nebraska Cattleman president dur-
ing the Nebraska Cattleman Annual 
Convention in Kearney in December. 
By the grace of God and with a ribeye 
steak she goes.  NC 

trends across Nebraska that indicate a 
strong February cooling over the past 
30 years. The second-most-significant 
winter trend across the state is a strong 
increase in liquid equivalent December 
precipitation, albeit with warming 
temperatures. This has led to more rain 
events vs. snow events, but has led to 
an increase in soil moisture recharge 
due to a movement toward soil surface 
freezing later in the winter.

If we are to see a reversal of this 
trend toward the first half of this com-
ing winter, a large snowstorm and/or 
blizzard will need to develop across the 
northern High Plains so that it acts as 
a reinforcement of Arctic air moving 
southward. Otherwise, lack of snow 
cover will make it easier to moderate 
the air mass (warm it up) before it 
reaches Nebraska and tilt the odds that 
the cumulative impact of daily winter 
temperatures will create a winter that 
will have average to above-average 
temperatures.

Bottom Line
It appears that this winter will be 

more active than last year across the 
Northern Plains. Precipitation events 
will depend on the frequency of storm 
activity moving into the northern half 
of the U.S. West Coast. As these sys-
tems move east, the intensity of cold 
air that filters in behind the systems 
as they pass east of us will depend on 
whether they can merge with the Hud-
son Bay low and carve out deep upper 
air troughs over the eastern half of the 
United States.  NC 

THE VETERINARY TOOLBOX • CONTINUED 
FROM PAGE 18

veterinarian needs to know what ani-
mals you have and what your routine 
management practices are. They should 
have access to the health history of 
your animals,” she says. 

On the flip side, she points out, “You 
should be familiar with their emer-
gency protocols so when you need care, 
time isn’t lost trying to figure out how 
to contact them. Open communication 
can be a tool to avoid an emergency all 
together.”

Additional preparations producers 
can make are to either be prepared to 
transport animals to the clinic or to 
restrain the animal at their location. 
This is especially true for what Funk 
calls “predictable emergency” – periods 
like calving, weaning, spring turnout or 
breeding. 

“Conversations with your veterinar-
ian about how to prepare for these 
periods are helpful,” Funk says. “Know 
your comfort level dealing with situa-
tions and when to call for help.”

It’s important to put some thought 
into your veterinary toolbox. It could 
contain supplies, treatments to use in 
the field that you’ve discussed with your 
veterinarian or a list of phone numbers 
to call in an emergency. It could be a 
fancy, custom-made cattle veterinary 
box, a tackle box intended for fishing 
or a pea-soup green suitcase swiped 
from an aging luggage set. In the nearly 
four-decade span of my memory, I don’t 
recall that little suitcase being used for 
its originally intended purpose very 
many times. No, it was destined for 
bigger things. It may not have traveled 
worldly – or even out of the tri-county 
area – but it’s certainly seen a thing or 
two in its day.  NC 

DOING GOOD IN THE GOOD LIFE • CONTINUED 
FROM PAGE 14

WINTER WEATHER OUTLOOK • CONTINUED 
FROM PAGE 22

"Emergencies happen 
to everyone. While we 
can’t eliminate them, 
we can have a plan.”
– Becky Funk, DVM Expect to see a robust 

precipitation pattern 
across the eastern two-
thirds of Nebraska this 

winter, with north-
central and northeast 
Nebraska having the 

highest odds that these 
conditions will develop.
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Free Safety Training Resources for 
Cattle Workers (English and Spanish)

www.unmc.edu/publichealth/feedyard/resources/
Contact us with your training needs: agcenter@unmc.edu

- Agricultural Tailgate Trainings
- Animal Care Training
- Feedlot Flickr Photo Gallery
- Feedyard Safety Roundtable Summary 
- National Ag Safety Database 
- Safe Cattle Processing & Handling
- UNL - UNL Feedlot Worker Safety webinar
- Ag Safety and Health YouTube Channel

“Working Bull”
HAYNES CATTLE CO. 14TH ANNUAL

ANGUS  SALE
Tuesday, February 22, 2022 • 1 PM

Ogallala Livestock Auction • Ogallala, Neb.

For further information, contact: Gale & Cynthia Haynes • Office: (970) 854-3310 • Cell: (970) 520-3374
cowsrus@pctelcom.coop • 61284 CR 14 • Holyoke, CO 80734 • Bulls are located at 
Stateline Ranch, 15 miles southeast of Holyoke, CO, or 25 miles west of Imperial, NE.
Check out our website at www.HaynesCattleCo.com

Tehama 
Patriarch F028 is 
a power bull with 
double digit CED! 
Foot quality, end 
product merit and 
maternal value all 
rolled into one.

Watch the sale and bid live online.

SELLING 130 
REGISTERED ANGUS BULLS
Sires represented include:
• Tehama Patriarch F028 (18981191)
• Basin Payweight 1682 (17038724)
• HAYNES Outright 452 (17925323)
• HAYNES Breakout 9153 (19545006)
• HAYNES Canyon Rim 8112   

(19234277)
•  Musgrave 316 Exclusive (18130471)

• First breeding season 
guarantee and sight unseen 
purchases are guaranteed

• Free delivery to 
surrounding states

• All bulls sell with complete 
health including trich testing

• Ask about our “On Ranch 
Inspection” discounts that 
are in addition to volume and 
repeat buyer discounts!

• Scanned carcass information 
available early February at 
HaynesCattleCo.com

• All sale bulls have genomic 
enhanced EPDs using 
GeneSeek’s GGP-LD tests, 
allowing our customers to make 
faster genetic improvements

• 100% AI from industry 
leading sires

• Bulls developed on native range, 
WITHOUT CREEP FEED—athletic 
and active, ready to work in big 
country!

• Many heifer bulls in the offering 
and ALL ARE COW MAKERS!

Buy ’em Your Way!

Haynes 7.25x4.875 4c-NE Ctlmn (F028).indd   1Haynes 7.25x4.875 4c-NE Ctlmn (F028).indd   1 11/8/21   10:20 AM11/8/21   10:20 AM
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Improving Cattle Market Outlook
By James Robb, Senior Economist Emeritus, Livestock Marketing Information Center,

and Elliott Dennis, Ph.D., Livestock Extension Economist, University of Nebraska-Lincoln

It's easy to classify 2021 as disap-
pointing. Still, below the surface, 
some important positive signposts 

emerged. Specifi cally, the foundation 
was set for a cyclical downturn in U.S. 
beef output, and the demand (domestic 
and foreign) for cattle products was 
robust. In 2022, tighter beef (meat) sup-
plies and improved demand for cattle 
by packers should translate into year-
over-year gains for fed cattle prices. 
Combining higher fed cattle prices with 
a normal 2022 Midwest growing season 
(consequently moderating feedstuff 
costs) should give an added boost to 
yearling and calf prices in 2022.

The Bad and the  
Good of 2021

Nebraska cattle producers faced 
many challenges in 2021, from both 
the markets and Mother Nature. A 
partial list is:
1. Due to constrained animal harvest 

levels, in large part due to limited 
labor availability and COVID-19-re-
lated processing plant throughput 
constraints, by historical standards, 
wholesale beef prices were unprec-

edentedly high compared to those of 
fed cattle, which remained in check.

2. Higher feedstuff  costs skyrocketed 
feedlot cost of gains and capped calf 
prices, largely driven by low corn 
stocks-to-use ratio and drought 
conditions.

3. On a national level, drought acceler-
ated beef cow herd liquidation and, 
at times, pressured cull cow prices.

4. Late winter and early spring storms 
hit many cow-calf operations, hurt 
animals' performance in feedlots 
and delayed fed cattle marketing 
schedules.
Was anything good? The economic 

answer is yes. Underlying demand di-
mensions for the industry were much 
more positive than expected through-
out 2021. In order of importance, those 
were:
1. Domestic consumer demand for beef 

was outstanding; by some measures, 
the best in decades.

2. The value of non-meat items pro-
duced by an animal (hide, variety 
meats, etc.) surged, driven mainly by 
export markets.

3. Beef export tonnage consistently 
beat forecasts and was record large.

4. Beef benefi ted from high competing 
meat and poultry prices.

Looking Ahead:  
Drivers in 2022

The new year is forecast to bring 
more and more consumers back to 
restaurants. Wage rates may continue 
to increase and should at least keep 
pace with infl ation. In aggregate, U.S. 
economic growth should remain posi-
tive, though the rate of gain is expected 
to moderate from that achieved during 
2021's fi rst two quarters of pandemic re-
bound. From a beef perspective, we look 
for U.S. consumer demand to remain 
historically strong, even if it moderates 
some compared to 2021.

U.S. beef (meat) export tonnage in 
2022 may slip slightly from the record-
high of 2021. That would be the normal 
economic consequence of high beef 
prices. Still, beef exports are forecast to 
be the second highest ever. Further, the 
dollar value of beef and byproduct sales 
may set another all-time high.

Wholesale beef-to-fed-price relation-
ships may remain outside historical 
bounds into 2022. That relationship 
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can remain outside historical bounds 
into 2022 due to lingering supply chain 
issues. But as the year progresses, we 
expect the trend will be toward further 
normalization. A driver will be tighten-
ing fed cattle supplies.

The U.S. calf crop shrank during 2021. 
Nationally, the beef cow herd cyclically 
peaked with the Jan. 1, 2020, count by 
USDA's National Agricultural Statistics 
Service. Based on female slaughter year-
to-date and the relatively large number 
of heifers on feed as of Oct. 1 of this 
year – as of Jan. 1, 2022, the inventory is 
projected to be the smallest since 2016.

Overall, U.S. beef production in 2022 
is forecast to decline about 2 percent 
compared to 2021. If realized, that will 
be the fi rst year-over-year drop since 
2015.

U.S. crop and forage prospects, posi-
tive or negative, will be key to year-
ling and calf prices in 2022. "Normal" 
responses by farmers and trendline 
national yields would suggest corn 
prices that are well below the peak 

levels of 2021. Volatile corn prices will 
quickly adjust feeder cattle futures and 
cash prices.

The Bottom Line: 
Prices and Profi ts

So, what does this all mean for profi ts 
along the supply chain? First, packers 
should continue to have large profi ts 
by long-term standards but should 
moderate.

Feedlots will have fewer animals 
on feed. Improved demand for their 
slaughter-ready animals will ultimately 
lead to higher fed cattle prices. The larg-
est year-over-year gains will likely be 
during the fi rst half of 2022 because the 
comparisons are against depressed lev-
els of 2021. For the calendar year, unless 
another black swan event hits the ani-
mal processing sector, the fi ve-market 
average fed steer price is forecast to be 
in the low to mid $130s per hundred-
weight. That would be a year-over-year 

jump of about 10 percent. Peak prices 
may occur in April and May.

Uncertainty in feedstuff  costs and 
spring pasture conditions may keep a 
lid on yearling and calf prices during the 
fi rst few months of 2022. Our current 
forecast is that yearling and calf prices 
will exceed 2021 throughout the year. 
Yearling and calf prices could peak in 
the fourth quarter of 2022, assuming 
a typical Midwest corn crop. A 500- to 
600-pound steer calf at weaning in the 
fall of 2022 could easily average $20 per 
hundredweight above 2021.

Cow-calf operators will face higher 
production costs but stronger calf 
prices. Estimated typical rancher return 
over cash costs plus pasture rent is pro-
jected to be the best since 2017.

Given the uncertainties inherent in 
the market and tight margins produc-
ers have faced, watch for risk manage-
ment opportunities. But remember, in 
periods of cyclically tightening cattle 
supplies, prices typically strengthen 
year over year.  NC

IMPROVING CATTLE MARKET OUTLOOK • CONTINUED FROM PAGE 28
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                       Introducing...

uper Blow-Hard Bunk CleanerBlow-Hard Bunk Cleaner

•   Never miss a feeding
•   New design
•   26” diameter fan 
•   Units all self-contained
•   Works in bunks of any shape
•   Most powerful bunk cleaner on the market
•   Fan speed 3200 RPMS (speed created MPH)
•  Fly spraying attachment available
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MLS Tubs: 
 Your Multi-Tool Supplement Solution(s)

MLS Territory ManagerMidcontinent Livestock Supplements

Proven Performance 

mlstubs.com

® ®

info@mlstubs.com

Critical Nutrition 24/7 

Reduce Time &
Labor Spent

Feeding 

Increase Forage
Utilization

Molly Folot (970) 218-1185
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Focusing on Quality with Performance
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Brian, Tiffany, Reagan & Mckinley Stoller
35789 Highway 6 • Palisade, Nebraska 69040

(308) 285-3313 • (308) 737-6213
bearmtnangus@msn.com • www.bearmountainangus.com

Join Us, WednesdayJoin Us, Wednesday
January 27, 2022January 27, 2022

Selling 140 Angus Selling 140 Angus 
Bulls Bulls (Yearlings & Coming 2’s)(Yearlings & Coming 2’s) 

developed on a high roughage 
diet

Also selling sons of
• Stellar  • Rainmaker
• Patriarch • Justified
• Plus One  • Rangeland
• No Doubt • Lone Star
• Quarterback
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Leased Agricultural Land Brings 
Challenges and Opportunities

By Amy Hays, Educator, Noble Research Institute, and Caitlin Hebbert, Livestock Consultant, Noble Research Institute

The 2017 Census of Agriculture 
showed a signifi cant rise in the 
number of leased grazing land 

acres. Approximately 30 percent of land 
used for ranching is leased. Of the rented 
acreage, most is owned by non-operator 
landowners. This is in contrast to the 
past, when land available for rent was 
often held by active operator landown-
ers who were not using the land in their 
operations at the time.

This shift has brought opportunities 
and challenges. As land prices have 
skyrocketed during the last 25 years, 
the cost of acquiring land has been a 
barrier to new and beginning farm-
ers as well as a signifi cant problem for 
tenured operators who want to expand 
their grazing lands. As the amount of 
rental land has increased, it is important 
to look ahead and begin to understand 
how rental lands play a role in produc-
tion agriculture at a rate previously not 
seen, particularly for new and beginning 
operators who may have to rely mostly 
on rental lands until they have enough 
capital to aff ord the high cost of land 
ownership.

This article will concentrate on some 
of the human dimension factors that are 
in play with leased lands.

Challenges for New and 
Beginning Ranchers

The United States is facing a signifi -
cant challenge in recruiting and retain-
ing replacement farmers and ranchers. 
The number of new farmers and ranch-
ers and the generational transfer of land 
to younger family owners is not keeping 
up with the number of operators who 
are retiring from farming and ranching. 

For more information about this trend, 
visit www.noble.org/replacing-farmers.

According to the U.S. Department of 
Agriculture, the number of replacement 
farmers has been shrinking since 1985 
for various reasons, including loss of 
returning rural generations, lack of new 
beginning farmers and ranchers, and 
early fi nancial failure of new operations. 

An increasing number of rental acres 
has potential to help support those try-
ing to enter farming and ranching. The 
lower capital cost of rentals makes new 
operations possible but does not neces-
sarily set them up for success because of 
several underlying factors:
• Support from lending institutions 

– The uncertainty of the tenure of 
leases creates a new risk factor for ag-
ricultural lending institutions because 
many rentals are only done yearly. 

• Short-lease tenure – Many non-
operating landowners do not want 
to lease multiple years. Some of the 
hesitation comes from uncertainty 
in their continued ownership of the 
land and if there is a desire to lease it 
multiple years.

• Fear of confl ict – Both the lessors and 
lessees do not have much guidance or 
structure around confl ict resolution.

• Stewardship principles – The lessor 
and lessee may not share the same 
stewardship goals.
Leased lands might be one of the 

only alternatives for new and beginning 
ranchers or those who wish to grow 
their operations. As the number of non-
operator landowners grows, the number 
of potential acres available for lease may 
grow. However, it is important to note 
that there is no certainty that those 
lands will become available for lease. 
This may pose another problem with 

CONTINUED ON PAGE 34
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fallow and idle lands not being available 
or used for agriculture production.

Building Strong Lessor-
Lessee Relationships

Rental lands are appealing for starting 
or expanding operations, but there are 
challenges that go along with building 
lessor-lessee relationships. One promi-
nent challenge that may arise is the 
presence of confl icting goals. If you want 
to lease land, and continue to do so for 
years to come, you’ll have to learn to be 
fl exible and to adapt. 

Be willing to shape your operation on 
that property to, fi rst and foremost, meet 
the goals of the landowner, then priori-
tize some of your goals. Producers who 
lease land can often get this backwards. 
Putting yourself in the shoes of the land-
owner will go a long way toward meeting 
both. This doesn’t mean sacrifi cing your 
goals entirely but rather considering the 
landowner’s goals fi rst and being willing 
to shape your operation to benefi t the 
lessee-lessor relationship in both the 
present and long term.

We have seen some cases where 
rental costs were lowered because of the 
lessee helping the lessor meet manage-
ment goals. For example, a lessee who 
has a planter handy could set food plots 
for a lessor with wildlife goals. This 
would off set what it would have cost for 
the lessor to hire someone, so they could 
lower rental costs. It’s also well-known 
that it’s hard to fi nd a good lessee. If 
you make yourself a good lessee, it can 
incentivize lower lease prices just to 
keep you around.
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Holdrege, NE 
308-995-6573 

Alma, NE 
308-928-3100

Holstein, NE 
402-756-5374 

Phillipsburg, KS 
785-302-0921

Now Available!
Maximize grass production by 
reducing weed competition.

Visit us at rangeandpasture.com
Under normal field conditions this product is non-volatile. Do not harvest forage for hay within 7 days of DuraCor™ herbicide 

application. Cutting hay too soon after spraying weeds can compromise the weed control. Wait 14 days prior to cutting grass hay 
to allow for maximum herbicide activity. Label precautions apply to forage treated with DuraCor and to manure and urine from 
animals that have consumed treated forage. Consult the label for full details. ®TMTrademarks of Dow AgroSciences, DuPont or 

Pioneer and their affiliated companies or respective owners.DuraCor is not registered for sale or use in all states. Contact your 
state pesticide regulatory agency to determine if a product is registered for sale or use in your area. 

Always read and follow label directions. ©2020 Corteva CR356 400 315 (03/20) 010-58932

Follow us on Facebook @ CortevaPastures 
Follow us on Twitter @ CortevaPastures

Follow us on Twitter @ Air_Tractor

LITTLE WHITE RIVER RANCH

Nicely improved cattle ranch and 
recreational property. Grass hillsides, 
pastures, dryland farm ground, and 
tree-covered river bottom. Very good 
deer and turkey hunting, fishing, and 
recreational opportunities. $5,500,000

WWW.HALLANDHALL.COM

SALES   |   AUCTIONS   |   FINANCE   |   APPRAISALS   |   MANAGEMENT

VIEW MORE REGIONAL 
LISTINGS ONLINE

MUD SPRINGS RANCH

Mud Springs Ranch is located in Morrill 
County, Nebraska, and consists of 8,308± 
total acres. The ranch has complete 
year-round operational capacity or a 
summer range unit and includes a fully 
functional headquarters. $4,233,732

MCCORD RANCH

The McCord Ranch consists of 1,342± 
deeded acres located in Jefferson County, 
Nebraska. The ranch is highlighted by 
Rose Creek and includes 254.83 acres 
of tillable farm ground and over 1,000± 
acres of native pasture. $4,200,000

CRAVEN RANCH

The 320± acre Craven Ranch is located 
approximately four miles west of Newport, 
Nebraska. The ranch consists mostly of 
high-producing sub-irrigated hay meadows 
complete with a full headquarters, 
roping arena, and corrals. $1,250,000

MALLES RANCH

The Malles Ranch is located on the western 
fringes of the iconic Sandhills of western 
Nebraska and consists of 5,368± acres. 
The ranch is a solid year-round ranch with 
a carrying capacity of 325 cow/calf pair 
and all supporting livestock. $3,995,000

BISMARCK TRAIL RANCH

Luxury working ranch with a tremendous 
set of first-class improvements including 
two luxurious homes. A high-end 
investment asset currently leased out 
for 2,500 yearlings, 1,200 pairs, 1,000 
wild horses, and farming. $41,150,000
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Leasing Land to   
Try New Ideas

Despite the diffi  culties, leased lands 
may provide a solution for a critical 
need in the very near future of aff ord-
able production lands that can be used 
to build new enterprises. Leased lands 
may be used as a bridge to reduce the 
fi nancial risks of starting enterprises or 
to fi ll in gaps for enterprises that need 
to rely on them during times of drought 
or enterprise growth.

Leased lands can also provide some 
freedom to build operations with new 
mindsets or values that some operators 
feel are not available to them on lands 
that are currently owned or passed 
down. It is not uncommon for there to 
be a diff erence in views on family opera-
tions in pathways to land stewardship. 
For some operators, leased lands may 
be a way to test and try diff erent man-
agement principles. Although it feels 
like an uncomfortable situation to be 
in, sometimes there is a diff erence in 
“old ideas” and “new ideas” that makes 
leased lands attractive to producers. It’s 
usually not a situation of right or wrong, 
but rather support or risk aversion 
between family operators. Sometimes 
both parties would like to test ideas off  
the family lands.

Dealing with Diff erent 
Perspectives

Diff erent generations often have a 
diff erent look at many things, includ-
ing their views on stewardship, the 
defi nition of sustainable and their phi-
losophies about ecological principles. 
We refer to some of those diff erences 
as their “agro-environmental ethos,” 
meaning they have come to the table 
with diff erent feelings about their place 
in agriculture and the environment. 

Diff erent generations may feel very 
diff erently about their obligations as 
land stewards, such as the ways they 
want to use the lands, the ways they 
want to implement management and 
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their views on food. Thoughts may 
not be the same between parents and 
children or parents and grandchildren. 
This can also be the same with diff erent 
generations in leased-land relationships. 
The same human confl ict issues can 
present themselves on leased lands as 
well as family lands.

It’s important for everyone involved 
to understand that even on leased lands, 
these conversations still need to happen 
so that everyone understands each oth-
er’s views. A really good way to get all of 
that out on the table is to have manage-
ment plans so you can talk about why 
you want to stock at a certain number 
or why you want to use prescribed fi re. 
Having a plan tells the story about why 
you want to make the decisions. Both 
lessees and lessors should have manage-
ment plans. Those plans help guide the 
stewardship principles you want to ad-
here to. Many confl icts happen because 
nobody has a plan that can be explained 
to the other party; instead “plans” are all 
stored away in minds and translated as 
feelings instead of strategy.

Opportunities for 
Stewardship on  
Leased Lands

One of the misconceptions about 
leased lands is that non-owner operators 
do not care about the land they lease 
and that non-operator landowners are 
only interested in getting paid and not in 
the management and long-term care of 
the property. American Farmland Trust 
recently released a report on a survey 
“Understanding and Activating Non-
Operator Landowners: Non-Operator 
Landowner Survey Multi-State Report” 
at farmlandinfo.org/publications/under-
standing-and-activating-non-operator-
landowners/ that helped put some of 
those misconceptions aside. The main 
outcome of the report was that both 
parties can and do have stewardship 
values that guide their rental and leasing 
of lands. The following takeaways from 
the report can provide insight to both 

lessors and lessees who are interested 
in maintaining stewardship principles 
as a goal.
• Lessors: Actively seek lessees who 

share the same principles. Put stew-
ardship principles and expectations 
into the contract as well as ways to 
monitor and create accountability for 
lessees to maintain long-term sustain-
ability for rented lands. Stewardship 
and conservation tools as well as 
fi nancial and technical support are 
still available on rented lands.

• Lessees: Ask for multiple-year leases 
to build sustainability in practices 
and economics. Develop forage, graz-
ing and livestock management plans, 
even on rented lands.

• Both: Establish clear communication 
options and plans, especially for con-
fl ict management. Make clear who 
covers what expenses and costs.

The Future of  
Leased Lands

The upward trend in leased lands 
was seen in both the 2012 and 2017 
Census of Agriculture. If there is no sig-
nifi cant change in trends in the buying 
of agriculture lands, we anticipate that 
the 2022 Census of Agriculture will see 
a continued upward number of lands 
owned by non-operating landlords as 
well as an increasing percentage of 
production lands that are leased for use.

In the future, we anticipate that more 
resources will be available to help solve 
these challenges. Potential solutions 
could include information on managing 
and leasing contracts, how to fi nd avail-
able leased lands, ways to advertise for 
like-minded lessees and managing risk 
for leased lands. In any case, both les-
sors and lessees will have roles to play 
in defi ning the sustainability of those 
landscapes in the near future.
Editor’s Note: We extend our thanks to 
the Noble Research Institute for sharing 
this article with Nebraska Cattleman. 
For more information about the Noble 
Research Institute or to learn more, visit 
www.noble.org.  NC
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Protecting clients’ interests with honesty and integrity.

PETERSON BEEL, LLPPETERSON BEEL, LLP
Business and Estate Planning • Licensed in Nebraska and South Dakota

Toll Free: (855) 588-4LAW  
www.petersonbeel.comwww.petersonbeel.com

114 East 3rd Street 
Valentine, NE 69201

118 E. State Street
Atkinson, NE 68713

Three locations

to serve you!

Offering not just sound legal advice, 
but also generations of 

experience in agriculture.

We provide family business transition, 
estate and business planning services 
for family ranches, farms and feedlots 

across north-central Nebraska. 

418 Main St., Suite 3
Winner, SD 57580 
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Andy Downs, MT - “Best investment we ever made! Easy on the 
calves and great for the cows too. We rave about the calf catcher 
to everyone!  Marvin Schultis, NE - "Great Workmanship!"
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Back in the Ring

In 2020, many of our favorite events 
were cancelled – concerts, fairs, 
weddings and the list goes on. For 

livestock producers, that list also in-
cluded several livestock shows. Shows 
including the National Western Stock 
Show were cancelled all together, while 
other events like the American Royal, 
Black Hills Stock Show and Nebraska 
Cattlemen’s Classic went on with some 
alterations, such as reduced capacity. 

Amidst all the uncertainty caused by 
COVID-19, a new livestock show, Cattle-
men’s Congress, also made its debut, at-
tracting livestock producers from across 
the country.

For the industry, livestock shows are 
about more than simply exhibiting 
cattle. These events are prime oppor-
tunities for producers to market their 
genetics and network with other produc-
ers and allied industry representatives.

By Jessie Topp Becker, Nebraska Cattleman Managing Editor

With life mostly back to normal, 
many of these events were back in ac-
tion this fall, and producers are ready to 
be back in the ring at more shows in the 
coming months. The following are just 
a handful of shows that are preparing 
to host producers and their livestock, 
just like they have for many years.  NC 

Oklahoma City, Okla., Jan. 1-16, 2022 Denver, Colo., Jan. 8-23, 2022

Fort Worth, Texas, Jan. 14-Feb. 5, 2022

Rapid City, S.D., Jan. 28-Feb. 5, 2022

Kearney, Feb. 12-20, 2022

Des Moines, Iowa, Feb. 12-20, 2022
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Nebraska 
Cattlemen  

Events
Have you seen all the social media 
posts Nebraska Cattlemen has 
been making? The communication 
team has been working hard 
to highlight the events that 
Nebraska Cattlemen has hosted. 
You will find social media posts 
on Facebook, Twitter, Snapchat 
and Instagram. Here are a few 
posts you will want to watch for: 
Market Monday, which highlights 
the previous week’s market 
commentary; Herd It Hear, a 
post that shares recent podcasts 
that you might want to listen to; 
and Member Spotlight, which 
highlights Nebraska Cattlemen 
members and how they are 
involved in the beef industry.

Staying up to Date

Call for Speakers
We are on the lookout for new 
speakers and topics that will 
stimulate, engage and motivate 
our members. We are looking 
for fresh ideas and inspiring 
new perspectives. Presentations 
should be current and relevant 
to Nebraska producers. Our goal 
is to create a broad range of 
opportunities for our members to 
hear helpful and practical topics. 
No sales pitches, please!

Over the next year, there 
are several opportunities for 
speakers at meetings across 
the state including  affiliate 
meetings; Nebraska Cattlemen 
Midyear Meeting; and local, 
regional and state education 
meetings.

We look forward to your 
submission. Submit your proposal 
by completing the form on the 
Nebraska Cattlemen		
website.  NC 
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	 Nebraska Cattlemen Foundation

NCF Endowment Updates
The Nebraska Cattlemen Foundation 
(NCF) provides grants annually 
to professors and instructors 
through the Nebraska Beef Industry 
Endowment and the Nebraska Range 
and Conservation Endowment. 
These grants honor professors 
and instructors who are providing 
cutting-edge research and/or 
student instruction in beef industry-
related or range management and 
conservation-related areas. In 
December 2020, the NCF  awarded a 
Nebraska Beef Industry Endowment 
grant to Mark Goes at Southeast 
Community College and a Nebraska 
Range and Conservation Endowment 
grant to Dirac Twidwell, Ph.D. Below 
are reports on how they utilized the 
grants within their programs.

Mark Goes, Professor of 
Agriculture Business and 
Management Technology, 
Southeast Community College

It is with great pride and humility 
that I wish to thank the Nebraska Cat-

tlemen Foundation 
for the Nebraska 
Beef Industry En-
dowment Award. 
A great  deal  of 
thought went into 
the decision for the 
expenditure of the 

funds. Realizing that the award was 
for teaching excellence and revering 
the values of experiential learning, I 
chose to facilitate participation in the 
2021 Cattle Industry Convention & 
NCBA Trade Show in Nashville for four 
Southeast Community College (SCC) 
livestock production students. Attend-
ing the convention is no small endeavor 
with the cost of time and money, and 
it requires a commitment to become 

part of something bigger than yourself. 
I believe that we can best shape the 
perceptions of our producers at younger 
ages and create behaviors that can be-
come lifelong habits.

Thanks is due as well to SCC as I was 
allowed to leverage the Foundation 
Grant against SCC funds to help cover 
the students’ registration, travel and 
lodging expenses. 

The students enjoyed witnessing 
the change of culture from Nebraska 
to Nashville and, on the fi rst day, they 
received a world-class education at the 
Cattlemen's College. They continued 
the week observing policy being shaped 
at committee meetings and were enter-
tained and inspired in the general ses-
sions. Of course, the trip would not be 
complete without perusing the many 
booths at the expansive trade show. 
The closing activity at the Grand Ole 
Opry was certainly a memory-creating 
event, and when the students were able 
to network with the many infl uential 
folks at the Nebraska Cattlemen Recep-

tion, they created connections that will 
hopefully last a lifetime.

Key roles of a foundation are edu-
cation, research and promotion. It is 
my intent that the gracious grant of 
those endowment funds served well to 
educate those students directly. Their 
observation of research fi ndings and 
the instruction for application of those 
discoveries should help them to pro-
duce more beef more effi  ciently. Having 
experienced this event, they should 
be poised to confi dently promote our 
cattle industry more eff ectively into 
the future and hopefully become per-
manent fi xtures within the Nebraska 
Cattlemen and the National Cattlemen's 
Beef Association. For this I off er you my 
greatest "Thanks!"

Dirac Twidwell, Ph.D., 
Associate Professor of 
Agronomy and Horticulture 

and Rangeland 
Ecologist, 
University of 
Nebraska

Since receiving 
the Nebraska Cat-
tlemen Foundation 
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The future is a connected market. Allflex Digital ID products make it easy to collect cow
herd data for many decisions on your ranch. Plus, an industry-wide installed base of
panel readers, wands and EID tags enables digital connection of seedstock and cow-calf
production to feed yards and beef processors. This ecosystem helps ranchers validate
quality in feeder cattle while gaining insight into finishing performance, grade and yield.  800.989.TAGS | www.allflexusa.com

We Help You Bring It All Together

Connecting your operation just got easier. 
The UTT3S – Smooth. Simple. Safe.
Connecting your operation just got easier. 
The UTT3S – Smooth. Simple. Safe.

LDI “East Place” Yard
•  15,000 permitted capacity
•  Highway 275 access east of Wisner

LDI “Driftwood” Yard
•  12,000 permitted capacity
•  Southwest of Wisner

FOR SALE
Louis Dinklage Feedlots

Two historic reputation feedlots at Wisner, Neb.,  
in the heart of Nebraska cattle feeding country!

Cuming County Nebraska
•  Designated “livestock friendly”
•  No. 1 livestock county in Nebraska
•  Top feed producing area
•  Proximity to 5 ethanol plants
•  5 packer outlets available

Contact us for more information at 402-375-3385 or info@midwestlandco.com 

Marion Arneson
402-369-1428  

Galen Wiser
402-375-0962

Dave Ewing 
402-375-9086 

Jerry Lewis 
402-380-8323 
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Range and Conservation Endowment 
Award, I have released new scientifi c 
material that provides better guidance 
for addressing woody encroachment 
across America’s grasslands. For the 
fi rst time, we have scientifi c guidance 
that helps land managers assess and 
eliminate the underlying ecological 
risks that make grasslands vulnerable 
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to encroachment. For too long, our 
management philosophy has followed 
a “command and control” approach 
that reacts to the problem and simply 
hasn’t kept pace with the rate of grass-
land loss to encroachment in the Great 
Plains. This guide off ers a new approach 
that confronts risks to grasslands in 
a way that effi  ciently, eff ectively and 

more economically manages grassland 
resources.

The new science guidance has been 
inspired by a new Great Plains Grass-
lands Initiative in Nebraska, Kansas, 
South Dakota and Oklahoma – led by 
new technical guidance and program-
matic change within the U.S. Depart-
ment of Agriculture (USDA) Natural 
Resources Conservation Service (NRCS). 
Nationally, the USDA NRCS used the 
science as the basis to release improved 
national guidance on the management 
of woody encroachment, recognizing 
it as one of the two primary threats 
to rangelands in the Great Plains in 
the NRCS Working Lands for Wildlife’s 
Great Plains Grasslands Biome Frame-
work for Conservation Action. This 
science guide also comes on the heels 
of new technology in rangelands that 
provides the fi rst-ever monitoring plat-
form to track vegetation change across 
U.S. rangelands (Rangeland Analysis 
Platform).

I am using the funds from the Ne-
braska Range and Conservation Endow-
ment Award to hold a series of trips 
in Nebraska’s rangelands and write a 
publication on how new rangeland 
technology and scientific strategies 
are fostering large-scale, collaborative 
private lands grassland conservation 
initiatives.

You can use the following websites 
to learn more about how efforts in 
Nebraska are being adopted as part of 
state and national rangeland conserva-
tion eff orts:
• New Science Guide: https://wlfw.

rangelands.app/great-plains/wood-
land-expansion/

• Rangeland Analysis Platform (RAP): 
http://rangelands.app

• New NRCS Grassland Biome Frame-
work: https://wlfw.rangelands.app/
great-plains/

• New NE NRCS Great Plains Grasslands 
Initiative (GPGI): website in develop-
ment  NC



December 2021      Nebraska Cattleman      41

The thing that
brings us together. Ends December 31, 2021 11:59Pm CST
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THROUGH THICK
AND THIN.
When a bank is with you 
and understands the peaks 
and valleys of Agriculture, 
those small details mean 
everything.

/agribusiness

Member FDIC

	 NCIG
By Jeff Willis
NCIG Director

Agriculture and
Ransomware

The Federal Bureau of Investiga-
tion (FBI) has shared reports of 

criminals increasingly using ransom-
ware to aff ect the food supply chain and 
cause issues for the agriculture indus-
try. Specifi cally, ransomware attackers 
have created disruptions for farms and 
ranches, producers, processors, markets 
and even restaurants. Ransomware at-
tacks can lead to severe fi nancial loss 
and productivity declines, in addition 
to theft of intellectual property and 
personally identifi able information. The 
attacks may even cause reputational 
harm.

Ransomware is a form of malicious 
software used by cyber criminals. After 
gaining access to a victim’s network, 
they launch a ransomware attack that 
encrypts the victim’s systems and data. 
The criminals then demand a ransom 

in return for a decryption key. In some 
cases, even when a decryption key 
is provided, not all the data can be 
restored.

Many have heard of the JBS Foods 
cybersecurity event that occurred ear-
lier this year. The company shut down 
fi ve of its U.S. plants in response to an 
organized attack. Even with immediate 
action and the ability to resolve many 
of the issues because of their cybersecu-
rity protocols, redundant systems and 
encrypted backup servers, JBS still paid 
the equivalent of $11 million in ransom.

While JBS Foods is considered the 
world’s largest meat supplier and may 
appear to be a more worthwhile target 
for a cybersecurity attack, that is not 
always the case. Criminals and hackers 
are attacking small to mid-sized com-
panies because they think they are less 

prepared to prevent and respond to an 
attack. Also, the size of your operation 
does not mean your data is not valu-
able. They are looking for personally 
identifi able information (PII), protected 
health information (PHI) and payment 
card industry (PCI) information, all of 
which can be bought and sold on the 
black market. Or they understand that 
the data is vital to your operation and 
may have a high probability of receiving 
the ransom payment.

At FNIC, our clients are unfortunately 
not exempt from this criminal enter-
prise. In 2020, we had fi ve times more 
cyber claims recorded than in 2018 
and 2019. In 2019, the average reme-
diation costs for a ransomware attack 
were more than $761,000. In 2020, the 
costs more than doubled to $1.85 mil-
lion. There is no discrimination in the 
cyber world. If they can get through 
your door, they will let themselves in.

Fortunately, for our clients, many had 
cyber policies in place for these claims. 
Cyber liability insurance can cover costs 
associated with cyber attacks and they 
provide a range of coverages, including:
• Business income loss
• Ransom payments
• Costs to replace/restore electronic 

data
• Notifi cation costs

Many policies include cyber risk 
management tools that can protect an 
organization before an event occurs. 
In addition, they can provide access 
to information technology and cyber 
legal experts who can provide advice 
and assistance before, during and after 
an attack.

NCIG’s team can 
work with you to 

create a cyber liability 
program specifi c to 
your operation. We 

get to know you, your 
operation and your 

exposures as we fi nd 
innovative solutions.

CONTINUED ON PAGE 44
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Kevin & Teresa Keyes
42511 W North Loup Rd | Brewster, NE
Kevin’s Cell: (402) 677-0512
Frank Utter: (308) 880-0159
keyesangus@gmail.com
www.keyesangus.com

Selling 50 2-year-old, ranch-raised, purebred Angus bulls and 150 commercial heifers 
bred to Bear Mountain Justify at the ranch near Brewster, Nebraska. 

Visit our website for more information and pictures to come
— www.KeyesAngus.com —

ANNUAL PRODUCTION sale
Keyes Angus

saturday, february 12, 2022
Brewster, NEbraska
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In addition to insurance, there are 
measures organizations can take to 
secure their data. One specifi c measure 
that can greatly reduce attacks is mul-
tifactor authentication (MFA). MFA is a 
security method that requires the use of 
two or more authentication factors to 
verify a user’s identity. MFA adds a layer 
to the login process that helps confi rm 
that users are who they claim to be. It 
also helps keep systems safe even if one 
set of credentials (such as a password) 
has been compromised.

NCIG’s team can work with you to 
create a cyber liability program specifi c 

NCIG • CONTINUED FROM PAGE 42

email:calvorachael@yahoo.com
www.calvofamilyredangus.com
email:calvorachael@yahoo.com

87762 446th Ave.
Bassett, NE 68714
Joe: 605-830-2210
Rick: 402-760-1274

Inaugural Online Female Sale

December 17-19, 2021
AN ELITE GROUP OF REGISTERED RED ANGUS BRED HEIFERS

A.I. bred to Duff Red Blood 18114, Calvo Ripped in Red 1F, Calvo Chino 102F, 
Red Hill Julian 84S, Calvo Forager 57E and Julians Heritage 111F

Plus 150+ COMMERCIAL HEIFERS
Call/Text/Email to request a catalog!

Calvo Blockade 15E x OCC Red Grazer 610Z Calvo Blockade 15E X OCC Grazer 610Z

Calvo Tritan 64E X Calvo Julian 50B OCC Red Grazer 610Z X Beckton Halfmanhustler R588

In Pursuit of Perfection

A Sample of the Offering…

to your operation. The program that 
works for JBS Foods is diff erent than 
the program that will work for you. We 
get to know you, your operation and 
your exposures as we fi nd innovative 
solutions. For more information about 
cyber security and how cyber insur-
ance can help, contact Jeff  Willis, NCIG 
director, at NCIG@necattlemen.org or 
(402) 861-7045.
About NCIG: NCIG was established as a 
partnership between Nebraska Cattle-
men and FNIC, formerly The Harry A. 
Koch Co., to provide you, Nebraska’s 
beef producers, with risk management 
services specifi c to the work you do. 

This joint venture is a valuable benefi t 
for current and new Nebraska Cattle-
men members. With NCIG, you have 
access to a variety of leading carriers to 
provide a vast selection of products at 
competitive rates. Our team of licensed 
professionals provides support with 
claims, loss control, safety and compli-
ance. You also have access to personal 
and employee health insurance options, 
including access to a direct primary care 
program powered by Strada Healthcare. 
Learn more at nebraskacattlemen.org/
ncig or by contacting Jeff  Willis, NCIG 
director, at NCIG@necattlemen.org or 
(402) 861-7045.  NC
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AnnualAnnual 
“Performance = Premiums”“Performance = Premiums”

Production Sale held Production Sale held 
1st Week in February1st Week in February

Brent Frederick
51026 886 Rd., Verdigre, NE 68783

email:  frederickangus10@gmail.com
Find us on FaceBook

Freder i ck Freder i ck 
Angu sAngu s

**2 year breeding 
**2 year breeding 

guarantee on bulls!!

guarantee on bulls!!

**Bred Females for sale now 

**Bred Females for sale now 

private treaty
private treaty

               
      

               
      

We have Dealers in Nebraska 
 

Atlanta, Madrid, Gothenburg,  
Hay Springs, Norfolk, & Deshler 

 
Call for one in your area 

605-835-8790  www.rancherslivestockequipment.com 

This is the Calving Pen you want. Safe and easy to use. 

 

Supply and staffing issues affect us 
too. Get yours ordered today so you 

have it when you need it. 

“Just wanted to let u guys know that your calving pens are a great product. We purchased 4 of them this year. It has made 
our operation a lot simpler and safer. It went from a two man job to pull a calf to one, mainly because of the safety factor. 
Thanks for a great product. “       Andrew / Academy SD 

Calving Pen 
8’ x 11’ heavy duty calving pen 

Nursing gates on both sides of cow 
Auto-locking curved gate 

Fully sheeted sides—calms cows 
All gates open 

Removable back post 
Maternity pen, Sick pen, AI tub 

Headgate sold separately 
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	Consider This

	 Legislative Update
By Ashley Kohls
Vice President of Government Affairs

A Look at Ongoing 
Legislative Eff orts

The first half of the Nebraska 
legislative session may have 

adjourned sine die (with no appointed 
date for resumption) almost six months 
ago, but there’s been no shortage of ar-
eas to focus on in the interim. For those 
not following along with redistricting 
and other interim eff orts, we’ll take 
you through a quick overview of what’s 
been happening since May.

Redistricting: The Nebraska Leg-
islature successfully completed its 
constitutional redistricting duties and 
concluded its special session with a 
sine die adjournment. A revised map 
of Nebraska’s congressional districts 

(LB1) was passed with the support of 
35 members. Here is the summary of 
the changes to each of Nebraska’s three 
congressional districts.
• CD1: The 1st Congressional District, 

represented by Rep. Jeff  Fortenberry 
(R-Neb.), will now include the Sarpy 
County cities of Papillion and La Vista 
(each previously part of the Second 
District).

• CD2: The 2nd Congressional District, 
represented by Rep. Don Bacon (R-
Neb.), will now include all of Saun-
ders County.

• CD3: The 3rd Congressional District, 
represented by Rep. Adrian Smith (R-

Neb.), now includes Thurston, Burt, 
Washington and Otoe counties.
A new legislative map (LB3) was 

also passed on fi nal reading with the 
support of 37 members. The most 
signifi cant changes pertain to Legisla-
tive District 36 (currently consisting of 
Custer, Dawson and northern Buff alo 
counties). LB3 relocates District 36 from 
its western location into Sarpy County, 
while Custer County shifts into District 
43, Dawson County into District 44 and 
northern Buff alo County into District 
41. District 36 is currently represented 
by Sen. Matt Williams of Gothenburg.

Bills containing new maps for the 
Nebraska Public Service Commission 
(LB5), Nebraska Supreme Court (LB6), 
Nebraska State Board of Education 
(LB7) and the University of Nebraska 
Board of Regents (LB8) were also passed 
prior to the legislature’s adjournment. 
All bills referred to above have been 
signed by Gov. Ricketts and will go into 
eff ect after the 2022 election.

State Level Tax Reform: During the 
107th Nebraska Legislature interim, 
Nebraska Cattlemen Past President 
Ken Herz testifi ed on behalf the Ne-
braska Ag Leaders Coalition on LR261 
(Revenue Committee) Interim Study to 
examine the structure and administra-
tion of and compliance with taxes. The 
hearing’s intent was for the Revenue 
Committee to examine, through invited 
testimony, the structure and admin-
istration of and compliance with (1) 
individual and corporate income taxes; 
(2) fi nancial institution and insurance 
premiums taxes; (3) state and local sales 
and use taxes; (4) real and personal 
property taxes; and (5) any other taxes. 
Highlighted during this testimony was 
the importance of ensuring that all tax 
reform must include equal reductions 
of tax levies for property tax.

There has also been considerable ac-
tion pertaining to issues of importance 
for Nebraska Cattlemen members on 
the federal level.

Cattle Markets: With only hours to 
spare, Congress passed legislation in 
early October to avoid a government 

CONTINUED ON PAGE 48
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4 Color
Rueter’s Red Power

June 2020

Council Bluffs, Iowa – (712) 366-5221
Neligh, Neb. – (402) 887-5638 

Sioux City, Iowa – (712) 266-3832
Carroll, Iowa – (712) 792-9294

Elkhart, Iowa – (515) 367-3054

Grand Junction, Iowa – (515) 738-2571

Osceola, Iowa – (641) 223-8171

www.rueterco.com

Rueters Red Power_1-4 vert, 4c_NC0620.indd   1Rueters Red Power_1-4 vert, 4c_NC0620.indd   1 5/4/2020   12:05:56 PM5/4/2020   12:05:56 PM
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Masonic Easter Star 
Home for Children

December 2021

Masonic-Eastern Star 
Home for Children

A home away 
from home 

for children in need. 

Fremont, NE 68025 
402-721-1185 

www.meshc.org

Masonic-Eastern Star 
Home for Children

Merry 
Christmas

    from the 

 Rawhide Wrangler 4-H Club!

Harley – Rawhide Wrangler 
4-H Club’s 2021 4-Her of the Year

Masonic-Eastern Star Home for Children_1-4, 4C_NC1221.indd   1Masonic-Eastern Star Home for Children_1-4, 4C_NC1221.indd   1 11/3/2021   2:01:32 PM11/3/2021   2:01:32 PM
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shutdown. The continuing resolution, 
which funds the government through 
Dec. 3, passed the Senate 65-35 and 
cleared the House on a 254-175 vote. 
The measure temporarily extends 
authority for the Livestock Manda-
tory Reporting program through Dec. 
3. Also, during the month of October, 
Rep. Dusty Johnson (R-S.D.) and Rep. 
Henry Cuellar (D-Texas) introduced the 
Cattle Contract Library Act in the U.S. 

House of Representatives. This legisla-
tion would establish a cattle contract 
library under the Market News Division 
of the U.S. Department of Agriculture’s 
Agricultural Marketing Service. Rep. 
Adrian Smith (R-Neb.) is also an original 
cosponsor.

Cow Tax: In September, Rep. Mark-
wayne Mullin (R-Okla.) published an 
op-ed criticizing the federal spending 
bill and asserting it includes a methane 

emissions fee on agricultural emissions. 
To put it simply, his claims were not 
accurate. The House draft of the spend-
ing bill did not include any sort of fee 
or tax on methane emissions from 
agriculture. It did, however, require the 
imposition of a fee on methane from 
petroleum and natural gas systems.

Federal Tax Provisions: To date, no 
changes have been made to stepped-
up basis, Section 1031 like-kind ex-
changes or the federal estate tax rates 
in the budget reconciliation process. 
However, negotiations in Washington, 
D.C., remain ongoing and there is still 
a chance that harmful amendments 
could be added back into the bill dur-
ing further consideration. This means 
continued eff orts are needed to fully 
protect cattle producers from massive 
tax hikes on an annual basis and at the 
time of generational transfer. Nebraska 
Cattlemen will remain laser focused on 
ensuring federal tax policy supports 
generational transfer of family-owned 
farms and ranches.

WOTUS: In June, the U.S. Environ-
mental Protection Agency (EPA) and 
the U.S. Department of the Army an-
nounced their intent to revise the 
definition of “waters of the United 
States” (WOTUS) under the Clean Wa-
ter Act through two rulemakings: fi rst, 
a foundational rule that will propose 
to restore longstanding protections 
and a second rulemaking process that 
builds on that regulatory foundation. 
Later in June, the agencies announced 
stakeholder engagement opportunities, 
including the agencies’ intent to host 10 
regionally focused roundtables. EPA and 
Army announced a process for stake-
holders to submit nomination letters to 
the agencies to potentially be selected 
for one of these 10 geographically fo-
cused roundtables. Each roundtable 
must include diverse perspectives and 
highlight the experience of individual 
participants with the definition of 
“waters of the United States.” Nebraska 
Cattlemen is working with industry 
stakeholders in Nebraska and region-
ally to submit multiple proposals. NC
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Amber’s NC sales ad
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When advertising your production sale 
in Nebraska Cattleman magazine, you receive a

FREE sale listing online and in the magazine.

FREQUENCY & PRINT-READY DISCOUNTS AVAILABLE
Please contact Amber Coleman to reserve space:

acoleman@necattlemen.org  |  402.340.1588

Ad reservation for the 
February Cow-Calf issue is 

open now – space reservation 
deadline is Dec. 24 with 

ad copy due Jan. 1, 2022.

FEBRUARY EDITORIAL TOPICS
Post-Partum Nutrition • Prepping for Irrigation

Ogallala Aquifer: Keeping It Healthy and Full  
Pasture-to-Plate Phenomenon • Calving Chronicles 

Feeder Profit Calculators
Facilities Upkeep and Maintenance

SALE 
CALENDAR 

LISTINGS

Amber Ad NC Sales_1-4 hrzt, 4C_NC1221.indd   1Amber Ad NC Sales_1-4 hrzt, 4C_NC1221.indd   1 11/10/2021   1:39:03 PM11/10/2021   1:39:03 PM
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 Nebraska Cattlemen
Mead Cattle Company

; 30,000-head capacity
; 4½ miles of covered pens
; Outside pens for starting cattle
; Pen sizes for 65 to 185 head
; Located in the middle of corn    

 country & near five major packers.

BUCK WEHRBEIN, Feedlot Manager
Cell: 402/443-6224

BRAD YOUNGERS, Assistant Manager
Cell: 402/443-6910

1344 COUNTY ROAD 10, MEAD, NE 68041
JUST 25 MILES WEST OF OMAHA

Office:  402/624-2995
Fax:  402/624-6395

Call us 
about 

our 
financing 

program!

 Calendar
December
1-3 Nebraska Cattlemen 

Convention, Kearney
3 Schurrtop Ranch Angus & 

Charolais Bull Sale, McCook
4 Leachman High Altitude Sale, 

Loma, Colo.
4 Lonesome River Ranch Annual 

Production Sale, Anselmo
4 Pharo Cattle Company Bull 

Sale, Valentine
5 Morrill County Beef & Wine 

Christmas Celebration, 
Bridgeport

7-9 Nebraska Ag Expo, Lincoln
8 Gill Red Angus Fall Bull & 

Female Sale, Timber Lake, S.D.
9 Burwell Cattlemen Affi liate 

Meeting, Ericson
13 Cross Diamond Cattle Co. 

Annual Sale, Bertrand
17-19 Calvo Inaugural Online Female 

Sale, Dvauction.com
21 Tipton Ranch Retirement 

Dispersion, Ogallala

2022
January
1-16 Cattlemen’s Congress, 

Oklahoma City, Okla.
8 Carl Dethlefs & Sons Annual 

Production Sale, Rockville
8-23 National Western Stock Show, 

Denver, Colo.
12-13 Leachman Early Bird Sale, 

SmartAuctions.co
14-Feb. 5 Fort Worth Stock Show & 

Rodeo, Fort Worth, Texas
17 Platte Valley Cattlemen 

Monthly Meeting, Columbus
17 Van Newkirk Herefords Sale, 

Oshkosh
27 Bear Mountain Angus Bull Sale, 

Palisade
28-Feb. 5 Black Hills Stock Show & 

Rodeo, Rapid City, S.D.

February
1 Frederick Angus Production 

Sale, TBD 
1-3 Cattle Industry Convention & 

NCBA Trade Show, Houston, 
Texas

2 Seevers Angus Annual 
Production Sale, Burwell

www.dodgemfg.com     
Call Today!  402-693-2221

2021  Nebr. Cattlemen  3.578” x 4.75”

Follow us on:

www.dodgemfg.com     
Call Today!  402-

Portable Brute Stealth

5 Makovicka Angus Blue River 
Gang Production Sale, Rising 
City

7 Cuming County Feeders 
Membership Meeting, Beemer

7 Mike Sitz Angus Ranch Bull 
Sale, Burwell

9 Jindra Angus Annual Production 
Sale, Clarkson

12 Keyes Angus Annual Production 
Sale, Brewster

12  NC PAC Gala, Clarkson
12 Thayer County Livestock 

Feeders Banquet, Deshler
12-20 Iowa Beef Expo, Des Moines, 

Iowa
12-20 Nebraska Cattlemen’s Classic, 

Kearney
14 Fawcett’s Elm Creek Ranch 

Annual Production Sale, Ree 
Heights, S.D.

15 Cedar Top Ranch Maternal 
Empire Bull Sale, Burwell

22 Haynes Cattle Co. Angus Bull 
Sale, Ogallala

March
18 TD Angus Next Generation 

Herd Sire Sale, North Platte
27-28 Leachman Spring Sale, Fort 

Collins, Colo.
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	 BQA
By Jesse Fulton, M.S.
Extension Educator and Director of
Nebraska Beef Quality Assurance

The U.S. Cattle Industry 
Feedyard Audit Tool

The U.S. cattle industry has long 
upheld the highest standards 

in animal care and well-being, while 
providing a safe, high-quality prod-
uct to consumers. The standards set 
by the Beef Quality Assurance (BQA) 
program have laid the foundation 
for a robust and prosperous industry 
that is committed to doing the right 
thing. However, sometimes holding an 
active BQA certification and “saying” 
you are following BQA guidelines just 
isn’t enough because of those who do 
so under false pretenses. Therefore, 
verification of actual certification and 
implementation is now here.

Auditing is one of the most talked-
about topics throughout the beef 

industry. Participation in an industry-
wide, third-party audit allows feedyard 
operations to demonstrate and quan-
tify their commitment to animal care, 

and a safe and abundant food supply. 
Beef consumers want to be able to 
verify that best-management, safety 
and welfare practices are being fol-
lowed. While a third-party audit can 
demonstrate transparency, credibility 

and compliance with BQA industry 
standards, it is just one component 
of a comprehensive commitment to 
maintain and enhance customer and 
consumer trust in beef.

With the increasing demand for 
third-party audits, there was a need 
expressed by National Cattlemen’s 
Beef Association (NCBA) feedyard and 
packer/processor members for the de-
velopment of a singular audit tool that 
much of the feeding industry could 
align to, preventing the creation of 
multiple audits that producers would 
have to endure.

In 2017, the Cattle Health and Well-
Being (CHWB) Committee at the Cattle 
Industry Summer Business Meeting 
assigned a task force to investigate the 
feasibility of developing such an audit. 
In 2018, the CHWB Committee assigned 
a task force of beef industry stakehold-
ers to develop a workable and credible 
industry feedyard audit tool that would 
level the playing field and serve as a 
foundation for the industry’s feedyard 
operators. This group of diverse in-
dustry stakeholders included feedyard 
owners and managers, veterinarians, 
animal scientists, packers, Extension 
agents, BQA educators and trade as-
sociation representatives.

The feedyard audit task force objec-
tive was to establish a common set of 
practices and criteria that any cattle 
feedyard audit must include to be con-
sidered both comprehensive and in 
agreement with BQA standards. The 
audit needed to be applicable to all 
feedyards, independent of operation 
size, facility/housing type, cattle type 
or geographic location.

In the fall of 2020, the U.S. Cattle 
Industry Feedyard Audit was released. 
This audit was certified through the 
Professional Animal Auditor Certifi-
cation Organization (PAACO). With 
the audit being PAACO certified, only 
PAACO-certified auditors will be able 
to officially conduct an audit using the 
U.S. Cattle Industry Feedyard Audit tool. 
To learn more about PAACO, visit www.
animalauditor.org. 

CONTINUED 〉
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Eisenmenger Farms, Inc.

August 2015

“Big yard features, small yard attention.”

Eisenmenger Farms, Inc.
Joe Eisenmenger, General Manager ▪ Cell: (402) 920-0665
Customer Relations & Cattle Procurement
John Eisenmenger, Yard Manager ▪ Cell: (402) 920-1933 

Eisenmenger Farms, Inc.
▪  9,000 head capacity
▪  Within 100 miles of six packers – 
    three of them major

▪  Within 60 miles of four ethanol plants 
▪  Grain banking capabilities of corn
▪  Feed financing capabilities

26708 385th St. ▪ Humphrey, NE 68642 ▪ Phone: (402) 923-0401 ▪ Fax: (402) 923-0404

Feedyards engaging in 
an industry-wide, third-

party audit show the 
responsibility they take to 
meet the expectations of 

beef customers.
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Grand Island (800) 652-9381
Lexington  (800) 652-9334

Palisade (800) 652-9320

dead stock removal service  

www.darpro.com

Market Place
Black & white

Nebraska Cattleman
August 2011

Commercial Cattle Feeders of Central Nebraska

E-mail: darrfeedlot@darrfeedlot.com

Please visit our website: www.darrfeedlot.com

John J. Schroeder Craig Uden
General Manager Cattle Procurement

Phone: (308)324-2363 Fax: (308)-324-2365
Phone: (308) 324-2363 • Fax: (308) 324-2365

e-mail: darrfeedlot@darrfeedlot.com
Please visit our website: www.darrfeedlot.com

42826 Rd. 759
Cozad, NE 69130-5114

John J. Schroeder
General Manager

Craig Uden
Cattle Procurement

Commercial Cattle Feeders of Central Nebraska

1 COLUMN X  2”
Black & White

Nebraska Cattleman
December 2014

Yellow Calf Studio ~ Linda Egle

Sculpture by Linda Egle
YELLOW CALF STUDIO

Linda Egle
Thedford, NE
Phone: 
308-650-0855
Email: 
yellowcalfstudio@gmail.com

Sculpture by Linda Egle

www.lindaegle.com

 Cattlemen's Marketplace

Another important note is that, al-
though NCBA owns the audit tool, feed-
yard auditing will only be conducted 
through business-to-business activity. 
NCBA will not be conducting any audits 
or have a part of any audits. The audit 
tool should be seen just as it is, a tool 
on the shelf that can be picked up and 
utilized by any organization.

The U.S. Cattle Industry Feedyard 
Audit was built based on BQA principles 
and includes key standards of animal 
care that are directly related to animal 
health and welfare that contribute to a 
safe beef supply. There are two major 
components of this complete audit 
tool: review of documents (protocols 
and records) and feedyard observations. 
Auditors will review documented pro-
tocols, records and potentially conduct 
employee interviews to verify protocols 
are being followed. 

Auditors will also conduct observa-
tions of home pens, hospital pens, 
specialty pens, handling facilities and 
animal observations, both in pens and 
during processing. Results from the au-
dit can provide information back to the 
feedyard to drive continuous improve-
ment and measure the eff ectiveness by 
which the operation implements BQA.

The Cattle Industry Feedyard Audit 
was created as a basis for packers and 
beef customers to verify that a feed-
yard follows and adheres to industry 
best practices as outlined in the BQA 
program. Feedyards engaging in an 
industry-wide, third-party audit show 
the responsibility they take to meet the 
expectations of beef customers.

The Nebraska BQA program wants to 
ensure Nebraska feedyards are prepared 
for third-party audits such as the U.S. 
Cattle Industry Feedyard Audit. Because 
of this, Nebraska BQA is actively de-
veloping protocol and record-keeping 
templates for feedyard operations to 
utilize in preparation of an audit in the 
case that they are not currently keeping 
the necessary documentation.

To see the U.S. Cattle Industry Feed-
yard Audit, visit ncba.org/producers/
feedyard-audit.

To learn more about Nebraska BQA, 
visit bqa.unl.edu.  NC
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FROM OUR FAMILY TO YOURS!

“For unto you is born this day in the city of 

David a Savior, which is Christ the Lord.” 

Luke 2:11

FROM OUR FAMILY TO YOURS!

“For unto you is born this day in the city of 


