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BOVIBOX

Built Different. To Make All The Difference.

Soybean Meal Based

100% Biodegradable
Cardboard

Maximize Pasture Usage
Gain More. Feed Less.
Control Herd Health
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* 30% Crude Protein
* Availa°4 Mineral
* Live Probiotics

( PerforMix  Optional with

NUTRITION SYSTEMS

Elanco

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

Available through
}‘\ l Emmet Storer | (308) 650-1897 | emmet.storer@platformcattle.com

PLATFORM cattle performixnutrition.com
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At Moly Manufacturing, SCAN THE QR CODE

SAFETY is our #1 priority. Tofindtheright [ ki [3]

We work hard to ensure that = ; .cioox Handiing oS

all of our products meetthe =~ Equipment for
your operation! E

highest safety standards.

MOLY

s Manufacturing

CONTACT US FOR MORE INFORMATION
785-472-3388 ¢ support@molymfg.com

WWW.MOLYMFG.COM
“THE INDUSTRY STANDARD IN LIVESTOCK HANDLING EQUIPMENT”
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Are You Meeting Your Cows’
Vitamin A Needs?

A look at how to better meet your cow herd's
vitamin A needs.

Crypto, Blockchain and Selling Beef
with Tokens

Nebraska operation becomes the first in the world
to tokenize a set of feedlot steers.

Marketing Seedstock Females

Selling females can be a unique path to pave; here
are some practical ways to market females that
may be different from selling bulls.

Surviving Sudden, Tragic Operational
Changes

Three Nebraska ranch families share how
they survived the loss of a key person on their
operations.

Not (Quite) Your Grandfather’s
Fertilizer

How manure may be an untapped resource for
your yields and soil health.
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Livestock mortality insurance provides
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be prepared if they die unexpectedly.
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requirements for ballot initiatives.
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Rawhide Processor

by John McDonald
e Pull on highway at speed limit.
e Fits through any gate your e wl\s—"—"F" — -
pickup will. - ] |
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e Stable on uneven terrain.

e Permanent sheeted
adjustable alley.

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

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

e Frame gates for
sorting.

Rawhide Portable Corral

900 NORTH WASHINGTON ST., ABILENE, KS 67410

785.263.3436

www.rawhideportablecorral.com
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HEN Leader’s Letter

By Ken Herz, Lawrence
NC Past President

NC’s Strategic Plan Guides
Organization’s Future

uring the year of my presidency in 2020, several subcommittees or working

groups were formed to make recommendations to the Nebraska Cattle-
men (NC) Board of Directors concerning possible changes to the organization. I
was concerned the process would not have a clearly defined framework and that
there might be some duplicity and/or some conflicting recommendations. I ap-
proached Pete McClymont, NC executive vice president, about my concerns and
suggested that the organization update the strategic plan a year early (NC updates
the plan every four years). My intent was to have an updated strategic plan that
these newly formed groups could utilize to make recommendations to the board.

The current strategic plan is the result of committee members’ hard work,
thoughtful leadership and insight. The strategic plan is meant to be a living
document. Instead of being updated every four years and then put on a shelf
collecting dust, it can be used as a reference source when making decisions,
allocating resources (financial, human and time), and developing policy and
membership programming.

The strategic plan focuses on three key areas: (1) Leadership and Advocacy; (2)
Member Relations and Engagement; and (3) Organizational Structure and Sta-
bility. Without a doubt, the organization’s primary focus is policy and advocacy.
Those are also areas in which Nebraska Cattlemen excels. The staff and leader-
ship have a deep foundational understanding of issues affecting Nebraska beef
producers and advocate very effectively on their behalf. A large majority of beef
producers agree, but a concern is that membership does not engage in policy
discussions at the local level. Engaging more members in the policy development
process underscores NC’s core value and helps members better understand their
membership benefits.

Member relations and engagement is a challenge because of NC’s diverse
membership. Membership spans three generations, so the interests of these
groups and their preferred method of communication can be vastly different. The
perception of the value of NC membership can also vary greatly. Because member
relations and engagement is so important, two new NC staff positions were added:
membership-retention and membership-recruitment, filled by Jessica Rudolph
and Steven Stettner, respectively. The intent is about being more visible within
the beef landscape in Nebraska, including on-site visits to member operations
and among the communities they call home. The information and resources NC
provides for its membership go a long way in creating value, underscoring the
organization’s leadership position and encouraging members to become engaged
advocates for the organization.

Organizational structure and stability is going to require retaining existing mem-
bers and recruiting new ones. NC membership numbers have slowly declined in

CONTINUED ON PAGE 18
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CONGRATULATIONS

to Cixcle 5 Beef on celebrating your 50" Anniversary!

You are an inspiration to the industry.
Thank you for letting us be a part of this milestone!

Agri-Services&
Engineering, Inc.




Are You Meeting Your Cows’

Vitamin A Needs?

By Hannah Speer, Ph.D. Student, University of Nebraska-Lincoln

R il i

f all the vitamins, vitamin A

is the one that is likely to be

deficient in beef cow diets.
It is well-known for its role in vision,
but it is also important for immune
function, especially in young animals.
Cattle can’t synthesize their own vita-
min A so it must be provided in the
diet. In a typical year, cows will get
plenty of vitamin A from green pasture,
so deficiency is rarely a concern. Re-
cent drought conditions over the past
couple of years have resulted in cows
eating more brown forage than green,
which puts cow-calf herds at risk for
vitamin A deficiency. Clinical deficiency
is unlikely to occur in most cases, but
marginal deficiencies can still impact
calf health. Understanding when cows
may be lacking vitamin A in the diet
will help to better meet needs through
supplementation.

Vitamin A in Feedstuffs:
Color Matters

The color of a feedstuff will say a
lot about its vitamin A content. Fresh
green forage contains high amounts
of a compound called beta carotene,
which is used by the cow to make
the vitamin A she requires to support
biological functions. While consuming

fresh green forage, the cow will be mak-
ing more vitamin A than she needs, so
the extra vitamin A is stored in the liver
and later used when dietary vitamin A
intake is low. Beta carotene levels in
stored forages will vary depending on
storage time and conditions, but these
levels rarely fulfill cow requirements,
no matter how green it is. Good green
hay contains 14 times less beta carotene
than fresh green forage, and brown hay
and forages essentially contain no beta
carotene. Grains and grain by-products
also contain very low amounts. Green
corn silage will provide about twice the
vitamin A that green hay can, but this
amount is still well below what the
cow requires. Bottom line: if feedstuffs
aren’t very green, they are not a great
source of vitamin A and supplementa-
tion needs to be provided.

How Much Should You
Supplement and When?

Ensuring cows receive enough vita-
min A in late gestation is very impor-
tant, as it can impact vitamin A concen-
trations in colostrum. The calf is born
with no vitamin A stores and relies on
colostrum to supply the vitamin A it
needs. If a cow’s diet is low in vitamin
A during this time, it will result in low

vitamin A levels in colostrum, which
in turn can cause deficiency in the calf.
This can have negative impacts on calf
health because of vitamin A's role in the
immune system. It is also important
for maintaining tissue lining the gut,
SO a primary symptom of a vitamin A
deficiency in a calf will be diarrhea in
the first two weeks after birth.

Cows’ supplemental vitamin A needs
will vary depending on production sys-
tem. Current recommendations assume
cows are out on green grass for five
months out of the year and have built
adequate vitamin A stores to pull from
to meet their needs. These recommen-
dations will not work for the cow whose
time on green grass has been cut short
and has been consuming stored forages
for a large part of the year or being fed
primarily in confinement. Cows that
have not had the opportunity to build
vitamin A stores are going to require
more supplemental vitamin A.

If cows are currently on green grass,
they are getting more than enough in
their diet to meet their needs and will
get by without any vitamin A supple-
mentation. Moving into fall and winter
and consuming less green grass and
more stored forages, 36,000 IU/day for
pregnant cows is recommended. This
means a vitamin/mineral supplement

CONTINUED ON PAGE 12
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Real Amino Acid Chelates Make A Bigger
Difference Than You Think.

ITRACER
MINERALS
(620) 865-2041 www.tracerminerals.com




STRETCH
your forage.

Lower your cost/head /day using our high energy supplements fortified with
concentrated vitamins, chelated trace minerals, and all natural protein. We
include the top prebiotics and probiotics to promote optimal Gl tract
health and performance. OLS tubs are highly concentrated, meaning a
small intake yields big results. Compare our ingredients and guaranteed
analysis with any other competitive supplement tub!

m Improved Digestibility = m Heavier Weaning Weights
m Better Conception Rates m Stronger Immune System
u Controlled Consumption ® Increased Milk Production

1-877-OLS-TUBS | www.OLSTUBS.com

Own the best. Period.

Great selection, great prices!

* Rugged yet easy-towing

o All aluminum; built to last

* Unmatched versatility and strength
 Unrivaled resale value

railers

24’ 8127 Gooseneck Trailer

Your Featherlite Livestock Trailer Superstore

Rod’s Power Sports %FEATHERLITE
Lincoln, NE « CALL or TEXT (402) 423-6230 (TRAILERS' 111

www.rodspowersports.com Safe. Secure. Smart.

ARE YOU MEETING YOUR COWS’ VITAMIN A
NEEDS? - CONTINUED FROM PAGE 10

fed at 4 ounces per head per day would
need to contain 144,000 IU per pound.
For cows with little to no access to fresh
green forage throughout the year, the
amount of vitamin A supplement need-
ed to ensure adequate vitamin A status
is not well known. Current research at
the University of Nebraska is working
to better define supplementation guide-
lines in such situations. Based on data
so far, our current recommendation is
that at least 90,000 1U/d, or 360,000
[U/1b in a 4-ounce mineral, should be
provided during gestation.

Other Considerations

Vitamin A injections may be benefi-
cial in cases of severe deficiency and
can be a short-term fix; however, they
shouldn’t be used as a replacement for a
good vitamin program. Supplementing
vitamin A through feed will be needed
to replenish stores in the long run.
Injectables are not cost-effective; per
unit of vitamin A, it is much cheaper to
provide an in-feed supplement.

Heat, light and moisture have the
potential to destroy vitamin A in a
supplement. Current technologies have
made vitamin A less susceptible to
damage, but it is still good to minimize
exposure to these elements. If purchas-
ing a supplement in bulk, we suggest
purchasing in the fall/winter when
weather is cooler so vitamin A loss from
the supplement is minimized.

Take-Home Points

Vitamin A supplementation is impor-
tant when intake of fresh green forage
is limited. When the cow has been on
green pasture for a good part of the
year and receives good quality hay for a
short period of time, less supplemental
vitamin A is needed. As the amount of
time spent on green grass decreases,
supplemental needs will increase. To
protect the young calf from vitamin A
deficiency, late gestation will be a key
time to provide adequate supplementa-
tion to your cows. -NG =
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CRYPTO, BLOCKCHAIN AND SELLING

BEEF WITH TOKENS

By Jaclyn Wilson, Lakeside, Owner, Flying Diamond Beef

iven today’s marketing land-

scape, there is a possibility

that you may have Googled
“Is there a Cryptocurrency for Dum-
mies book?” over the last couple years.
You may have also invested in crypto
during that same timeframe and seen
its value roller coaster, which unlike
the “Beyond Meat” trend, is starting to
move upward once again. Cryptocur-
rency, crypto, blockchain, non-fungible
tokens (NFT), bitcoin - all new words
in our vocabulary that seem to be so
far removed from the cattle industry
that they are not even on the same
continent, or are they?

A little over a year ago, [ was ap-
proached about being the first opera-
tion in the world to tokenize a set of
feedlot steers. I will admit I had no clue
what that meant, and Googling the
topic only confused me more. The one
thing that interested me though was
the whole other level of traceability
that tokenization could provide beyond

tagging, U.S. Department of Agricul-
ture (USDA) Process Verified Programs
(PVPs), etc. Let’s start at the beginning.

Three years ago, two others and 1
started a direct-to-consumer (DTC) beef
business called Flying Diamond Beef.
will be the first to admit that it wasn't
the smoothest start to a business. CO-
VID-19 pushed us faster than we would
have liked, and to say we were learning
alot would be an understatement. DTCs
were popping up all over the country
as were packing plant labels that were
using phrases like “ranch raised,” “home
raised” and “locally sourced.” The big-
gest thing we forget when demand is
strong is, can we prove or verify what
we are saying?

An Australian company called Live-
stock Labs was looking for a herd to try
an implantable sensor on. The sensors
would give GPS location, temperature
readings and heart rate, with the capa-
bility to do more in the future. In other
words, the sensors could establish a

Biometric recognition begins with a technician, right, doing a 180-degree scan of the
steer that will later be used to establish pixel points and create a digital recognition

image of that individual.

“proof of life” for an animal. After con-
sulting with multiple entities, including
the state Beef Quality Assurance (BQA)
coordinator, our long-time veterinarian
and the USDA-inspected packing plant
where we get our DTC cattle processed
to ensure that we could recover the
large sensor, we jumped on board. The
sensor would be used in collaboration
with a California-based company called
PlainSight that had been using bio-
metrics to perform inventory control
in facilities, including some within the
meat processing industry. By taking a
scan of the animal’s face they would
be able to utilize the pixel points to
establish proof that the animal was
who we said it was.

On June 7, 2021, we held a media
event at the ranch northeast of Lake-
side. We identified 20 Red Angus steers
that would participate in the project.
The steers had not received any growth
promotants or antibiotics besides

CONTINUED ON PAGE 16
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Dr. Clint Kesterson, center, holds the
sensor that will be implanted into
the steer while technicians enter the
identification information into the
blockchain format.
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RAMP and Sweet Bran work for a reason. By uniquely improving rumen health, RAMP and Sweet Bran

get more energy into cattle through increased energy intake and overall nutrient utilization. And after
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alternatives because nothing else compares.
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CRYPTO, BLOCKCHAIN AND SELLING BEEF WITH TOKENS - CONTINUED FROM PAGE 14

Rumensin. The steers were genomic
tested through Neogen’s Igenity Beef
and selected based on their upper one-
third ranking of the tenderness gene.
Every steer was surgically implanted in
the BQA triangle with a Livestock Labs
sensor, had facial biometrics taken and
was given a unique identifier to market
as a non-fungible token (NFT).

An NFT is a unique token that can
exist on a blockchain and cannot be
replicated. NFTs can represent real-
world items like real estate and artwork
(digital artist Beeple sold a group of
NFT’s for more than $69 million). Each
token contains a non-transferable iden-
tity to distinguish it from another. For
our project, we would have five tokens
available for purchase on each animal:
one for each quarter of beef and one for
the whole animal. Unlike the majority
of NFT sales, instead of just having
a token in a digital wallet, the buyer
would additionally receive the beef
from the steer.

The NFTs could be purchased through
our website www.flyingdiamondbeef.
com or through another one of the enti-
ties. Buyers could use US. currency or

I

Technicians set up the antenna that reads
data from implanted sensors.

bitcoin to purchase the beef. The beef
would be shipped by UPS or Southwest
Cargo anywhere in the United States
Once the steers received the sensors,
they were transferred to a local bison
feedyard to be finished. The sensors’
antennas were also moved and set
up in the new location to continue
to read data. Data readings came in
for a bit and then we started to see
a decrease in data readings from the
steers. A Livestock Lab’s tech came to
determine the issue, but it came down
to a combination of scar tissue that
encapsulated the sensors and the sen-
sors’ battery life. Identifying issues like
this was the purpose of the project - to
try and iron out what works and what
doesn’'t with new technologies. Fortu-
nately, the biometrics were still in place
to identify all the cattle. The cattle were
harvested December 2021 at a small
USDA-inspected plant. Every package
of beef was individually labeled with
the animal’s ID, including all ground
beef, which was single-animal sourced.
If the NFT on the steer was purchased,
the quarter would be delivered to the

CONTINUED ON PAGE 18

Flying Diamond steers on feed after
being implanted with the sensors for this
project.

FULL PRESCRIBING INFORMATION FOR USE IN CATTLE ONLY

Elanco
Increxxa:

(tulathromycin injection)

Injectable Solution

Antibiotic

100 mg of tulathromycin/mL

For use in beef cattle (including suckling calves), non-lactating dairy cattle
(including dairy calves), veal calves, and swine. Not for use in female dairy
cattle 20 months of age or older.

CAUTION: Federal (USA) law restricts this drug to use by or on the order of a
licensed veterinarian. Before using Increxxa, please consult the product
insert, a summary of which follows:

INDICATIONS

Beef and Non-Lactating Dairy Cattle

BRD - Increxxa Injectable Solution is indicated for the treatment of bovine

respiratory disease (BRD) i with lytica,
F ida, Hi: ilus somni, and bovis; and for the
control of respiratory disease in cattle at high risk of developing BRD

i with imi ica, f ida, Hi

somni, and Mycoplasma bovis.
IBK — Increxxa Injectable Solution is indicated for the treatment of infectious

bovine ivitis (IBK) i with bovis.
Foot Rot — Increxxa Injectable Solution is indicated for the treatment of
bovine foot rot (i igi illosi i with Ft [

necrophorum and Porphyromonas levii.

Suckling Calves, Dairy Calves, and Veal Calves

BRD — Increxxa Injectable Solution is indicated for the treatment of BRD
i i ida, H. somni, and M. bovis.

i with M. , P
DOSAGE AND ADMINISTRATION
Cattle
Inject subcutaneously as a single dose in the neck at a dosage of 2.5 mg/kg
(1.1 mL/100 Ib) body weight (BW). Do not inject more than 10 mL per
injection site.

Table 1. Increxxa Cattle Dosing Guide

Animal Weight (Pounds) Dose Volume (mL)
100 1
200 23
300 34
400 45
500 5.7
600 6.8
700 8.0
800 o1
900 102
1000 1.4
See product insert for complete dosing and administration information.
CONTRAINDICATIONS
The use of Increxxa Inj Solution is in animals
previously found to be itive to the drug.
WARNINGS
FOR USE IN ANIMALS ONLY.
NOT FOR HUMAN USE.

KEEP OUT OF REACH OF CHILDREN.

NOT FOR USE IN CHICKENS OR TURKEYS.
RESIDUE WARNINGS
Cattle
Cattle intended for human consumption must not be slaughtered
within 18 days from the last treatment. This drug is not approved
for use in female dairy cattle 20 months of age or older, including
dry dairy cows. Use in these cattle may cause drug residues in
milk and/or in calves born to these cows.

PRECAUTIONS

Cattle

The effects of Increxxa on bovine reproductive performance, pregnancy, and
lactation have not been determined. Subcutaneous injection can cause a
transient local tissue reaction that may result in trim loss of edible tissue at
slaughter.

ADVERSE REACTIONS

Cattle

In one BRD field study, two calves treated with tulathromycin injection at 2.5
mg/kg BW exhibited transient hypersalivation. One of these calves also
exhibited transient dyspnea, which may have been related to pneumonia.
STORAGE CONDITIONS

Store below 25°C (77°F), with excursions up to 40°C (104°F).

100 mL: Use within 2 months of first puncture and puncture a maximum of
67 times. If more than 67 punctures are anticipated, the use of multi-dosing
equipment is recommended. When using a draw-off spike or needle with
bore diameter larger than 16 gauge, discard any product remaining in the
vial immediately after use. 250 mL and 500 mL: Use within 2 months of first
puncture and puncture a maximum of 100 times. If more than 100 punctures
are antici the use of multi-dosing equij ist When
using a draw-off spike or needle with bore diameter larger than 16 gauge,
discard any product remaining in the vial immediately after use.

HOW SUPPLIED TAKE TIME
Increxxa (tulathromycin injection) Injectable

Solution is available in the following package sizes:
100 mL vial

250 mL vial OBSERVE LABEL
500 mL vial DIRECTIONS

To report suspected adverse drug events, for technical assistance or to obtain a copy
of the Safety Data Sheet, contact Elanco at 1-800-422-9874. For additional
information about adverse drug experience reporting for animal drugs, contact FDA
at 1-888-FDA-VETS or http://www.fda.gov/reportanimalae. Approved by FDA under
ANADA # 200-666

Product of China.

Manufactured by: Elanco US Inc, Shawnee, KS 66216

Increxxa, Elanco and the diagonal bar logo are trademarks

of Elanco or its affiliates.

©2021 Elanco. PM-US-21-0268

February, 2021
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IT°3 ALL
ABOUT

BALANGE

CONTROL AND TREAT BRD
WITH LASTING CONFIDENCE.

Balance your BRD protocol and budget with Increxxa™ featuring tulathromycin, the
macrolide antibiotic you can trust to help your cattle breathe easier by fighting BRD.

The addition of Increxxa to the extensive Elanco cattle portfolio provides

yet another way to help combat BRD and help optimize herd health, efficiency and
profit. As with all Elanco products, you can breathe easier knowing Increxxa is held
to the company's uncompromising standards for potency, uniformity and quality.

Indication: Beef and Non-Lactating Dairy Cattle: Treatment of bovine respiratory
disease (BRD) and control of respiratory disease in cattle at high risk of developing
BRD associated with M. haemolytica, P. multocida, H. somni and M. bovis.

IMPORTANT SAFETY INFORMATION (ISI)

Not for human use. Keep out of reach of children. Do not use in animals previously
found to be hypersensitive to the drug. Increxxa has a pre-slaughter withdrawal
time of 18 days. Do not use in female dairy cattle 20 months of age or older.
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Increxxa-

(tulathromycin injection)

Antibiotic

100 mg of tulamromycinlml
For use in beef cattle (includi
suckling calves), non-lactatin

dairy cattle (including dairy Copees.
veal calves, and swine. Not fitsszsn.
in female dairy cattle 20 monua
age or older.

CAUTION: Federal (USA) law ,‘.:;';M{
this drug to use by or on the: n‘,';m
a licensed veterinarian. Tesimtsy
Net Contents: 100mL :‘::gu
Approved by FDA under ANADA
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CRYPTO, BLOCKCHAIN AND SELLING BEEF WITH TOKENS -

CONTINUED FROM PAGE 16

The biometrics process creates pixel points on a digital image, right, representing the
photo taken earlier by technicians, left.

buyer, otherwise individual cuts up
to a whole animal were still available
through the website.

Was the project worth it? Yes and no.
After factoring in the additional time
commitment and labor necessary to
develop the project, it really started to
cut in on the “freebies” At the same
time, there was a lot of positive press,
and a lot of conversations would not
have happened if the project had not
occurred.

Surprisingly, the greatest interest
came from the banking industry. Imag-
ine if a producer could have all their
cattle on blockchain or as NFTs, and
they would be able to take that infor-
mation to the bank. Not only would it
provide verification for things like note
renewals, but fraud transactions would
become almost nonexistent. Is there
a place for blockchain or NFTs in the
cattle industry? Absolutely, but trying
to find how they will fit and where they
will be economical will be the biggest
challenge.

From a traceability standpoint, block-
chain is the future. The ease of entering
EID tags or biometrics on a large num-
ber of animals would increase the speed
of commerce by leaps and bounds. Is
it a stretch to be talking blockchain or
NFT traceability when we are still trying
to get producers to just put in an ear

tag? Maybe, but more and more custom
marketplaces are using the verification
that it provides.

Is there a place for
blockchain or NFTs in
the cattle industry?
Absolutely, but trying

to find how they will fit

and where they will be

economical will be the
biggest challenge.

What has this project done for Flying
Diamond Beef? It has made us confi-
dent that if a consumer ever questions
where our cattle came from or how
they were raised, we can actually prove
that the steak they are eating came
from an animal born and raised on our
ranch. We can prove this with tangible
evidence that it is what we say it is. In
today’s world, that means a lot.

The sky is the limit for blockchain,
especially when we start talking trace-
ability and, specifically, disease trace-
ability. I know we will continue to look
at new programs that will utilize block-
chain and EID tags, because change is
coming and change sometimes can be
a great thing. s Ng=

LEADER'S LETTER - CONTINUED FROM PAGE 8

the past years. While the organization
cannot rely solely on member dues as
a source of revenue, the fact remains
that recruiting members is critical to
NC’s long-term health and relevance.
The larger the membership, the greater
the impact when NC speaks on behalf
of beef producers. At the same time, NC
must find new revenue sources through
programming and partnerships while
maintaining its principles and values.

After giving an overview of the
strategic plan, the question becomes,
“Where do we stand on implementing
the plan?” As stated earlier, NC excels
in leadership and advocacy. I can point
out many success stories, from state tax
reform that resulted in reducing prop-
erty taxes and federal changes through
the Risk Management Agency to the
Livestock Risk Protection policies that
provided affordable risk protection for
livestock producers.

Member relations and engagement
is where the rubber meets the road.
We must communicate with not only
members, but with all beef producers
about the work done in the areas of
policy and advocacy. The Nebraska Cat-
tlemen has a great story to tell. There
are now two additional staff members
to tell this story who are devoted en-
tirely to serving membership. This is
a monumental change that occurred
because of the strategic plan.

There are many areas of the strategic
plan that are either being completed
or are ongoing (some things such
as advocacy can never be marked as
completed). A member survey was
conducted at the beginning of the
strategic plan to get a benchmark of
where we were. Another survey needs
to be done to gauge the improvement
from the time of the first survey. This
process will take some funding, which
has not yet been committed. It is very
important to measure our progress to
see if we are meeting the goals of the
strategic plan. sN@=
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Whatever Land Is To You,
Find It He

Big Red Farms e

Scotts Bluff County, NE | 10,497 Acres | $71,600,000
Dax Hayden 303.619.6774 Justin Moomey 970.219.9173

The Sandhills Ranch ‘Clmarron’Valley Ranch
Kiowa County, Kansas

_BacaCounty, Colorado -
10,122 Acres | $14,790,000 45,039 Acres | $45,000,000
J.C. Bosch 620.282.9572 Dax Hayden«303.619,.677;4

THE BRAND THAT SELLS THE %M

\AVAYA HaydenOutdoors com | 866.741. 8323

e




hile seedstock producers

have become experts at

marketing and selling
bulls, selling females can sometimes be
a different path to pave. Here’s a look at
practical ways to market females that
may be different from selling bulls.

Preparing females for sale requires
advance planning, along with their
planned matings. Darren Richmond,
owner of Richmond Marketing Service/
Richmond Photo Video, offers a unique
perspective for marketing females,
including the importance of planning
ahead.

“For bred heifers, producers need to
plan eight to 12 months in advance,”
Richmond says. “I suggest producers
use Al with heifers bred to bulls in high
demand and popular within the breed,
whether that is based on the expected
progeny differences (EPDs), data or
show ring. It will help them sell and
bring a premium.”

Proper body condition is also impera-
tive to selling females, but takes time.

“Especially with females, you need
those heifers in good condition,” Rich-
mond notes. “A good picture makes an
important first impression, so proper
condition of that animal is a must for
a high-quality picture.”

By Kelsey Pope, Contributing Writer

Once a plan is in place for matings
and body condition, there are different
avenues to consider for selling seed-
stock females.

Whether hosting your own sale and
bringing in other sellers for a larger
offering, or taking part in another pro-
ducer’s sale, consignment sales are a
popular path to securing a premium
for females.

Sloup Simmentals, Seward, has been
marketing Simmental genetics for more
than 40 years. Owner Nick Sloup says
he diversifies and markets females in
several ways because people prefer to
purchase cattle by different means. One
of those ways includes an annual sale
that involves consignors.

“By being diverse it really opens up
the opportunity to meet the needs of
established and new customers,” Sloup
says. “It’s an ongoing challenge to meet
the changing needs of my customers.
Our biggest avenue where we offer bred
females and open heifers is an annual
sale that includes consignors.”

Sloup has successfully marketed his
cattle this way for 27 years. Having
consignors along with the Sloup cattle
provides customers with a choice of
different pedigrees, yet similar quality
cattle.

Unique to Sloup Simmentals is their
offering of open heifers. Nearly 90 per-

el i

cent of his cow herd calves in the fall,
so these open heifers are sold around 13
months of age and are ready to breed.

The Sloups also utilize online sales
and private treaty offerings. In February,
they held a customer appreciation sale
where customers they’ve worked with
over the years consigned females to sell.

“We put a few cattle on this sale, but
a majority were our customers’ cattle,”
Sloup adds. “We had more than 40
consignors this year and are planning
to do it again in 2023”

This sale, and another annual online
sale held in December, are hosted on
DPOnlineSales.com. This online sale
is a timed auction where the lots are
open for a limited time for bidding by
registered bidders.

“When we started the sale in Decem-
ber about six years ago, there were very
few producers using online sales then,
but now it has just exploded and there
are hundreds,” Sloup says. “That’s the
thing that has changed the most. They
are not exclusive anymore, but the
positive is that they are more common,
making it easier for people to bid and
buy cattle from any location.”

CONTINUED ON PAGE 22
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crossbreeding program can help increase the profitability of an operation.
See added profit through greater maternal superiority as well as improved
feed bunk efficiency and heavier, faster-gaining feeder cattle. GELBVIEH.ORG




MARKETING SEEDSTOCK FEMALES - CONTINUED FROM PAGE 20

Like Richmond, Sloup agrees that
good pictures and videos are important
for online sales and video auction.

“You can’t put an average picture on a
sale because the market is so competi-
tive; they better be really good,” Sloup
notes. “Besides the time you have to
plan for photos and video, it’s also an
added expense. Videos are very impor-
tant for video auction, as well, rather
than having cattle come through the
ring.”

Along with selling and promoting
female sales online, Sloup says their
ranch website draws a lot of people who
find them through an internet search.

“Our site is constantly being updated
with sale dates, updates of donors,
all of the matings and bulls,” he says.
“This helps people come directly to the
source of our information.”

Private treaty sales are a way to build
upon relationships with buyers. The
Sloups sell females by private treaty,
especially to those customers with
whom they’ve built relationships over
the past 40 years. They do limit their
private treaty sales to certain times of
the year so they don’t hurt their female
offering in upcoming sales.

Sloup has used all these marketing
avenues not only to sell live seedstock
females, but also embryos, a niche av-
enue to market their genetics.

“For us, when people think of fe-
males, they think of our donors and

contaet: Jewi - (402)358-1470
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“When producers are trying to move registered females,
it's a lot more of a niche market than a bull sale because
everyone with cows needs a bull, but there is a smaller
market for those producers who will want to pay a
premium for registered females.”

— Jemi Nielsen

the embryos they can purchase,” Sloup
adds. “Our embryo market has been re-
ally good. We sell around 500 to 1,000
a year using these different marketing
methods.”

Marketing Females

Marketing services like Heartland An-
gus Marketing owned by Jemi Nielsen,
can simplify the process for selling
seedstock females by creating online
listings, taking professional photos
and videos, and creating digital and
print ads.

Timing is very important in sell-
ing females. Nielsen has experienced
multiple sides of marketing, including
having female sales before the first of
the year and also selling them along
with bulls in the springtime before
they calve.

“It’s amazing how replacement heif-
ers being marketed in the spring right
before breeding were bringing $300 to
$500 more than a commercial heifer
running through the sale barn at the
same time,” Nielsen attests.

A challenge in doing a female sale is
that there is a smaller customer base
to reach.

“When producers are trying to move
registered females, it’s a lot more of a
niche market than a bull sale because
everyone with cows needs a bull, but
there is a smaller market for those pro-
ducers who will want to pay a premium
for registered females,” Nielsen says.

She contends that one of the main
obstacles in selling seedstock females is
the investment in time and money to
register and market them to a smaller
group of producers who are interested
in those females.

When it comes to a sale type, Nielsen
doesn’t have a preference. Her experi-
ence with online auctions has shown
that they can pull several new clients
from long distances or even more lo-
cal producers now used to bidding and
buying online.

“At the same time, don’t discount the
auctioneer who brings the hype the day
of the sale to in-person buyers,” Nielsen

says. = N(;-

the sale.

program.

LOOKING TO BUY FEMALES? CONSIDER:

Know what type of female, genetics or EPD profile you are
looking to buy for your program and have that in mind ahead of

If you don’t know what to look for, ask the breeder questions
about their genetics and how they can complement your

- If the sale is in person but a video auction, take time ahead of the
sale to walk through the females you're interested in.

For any type of sale, understand the terms of the sale, including
details on delivery, guarantees and exclusions.

If you're buying online, register to bid ahead of time.

Create a relationship with the breeder. Customer service is very
important to seedstock producers.
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Cattle Marketing 101.:

Exposure to more buyers increases the odds
of a higher price.

.00 &

The Cattle Range will expose your cattle
to buyers 'All Over Cattle Country'

TCR offers an Effective, Low Cost Marketing Option

Available on the
' App Store

GETITON
i% Google Play

1.806.499.3853 e tcr@cattlerange.com e cattlerange.com

VIRGINIA IS FOR

CerITLE

Cattle Sold Thieugh Virginia Quality Asswred
(VOQA) Sales have [oads of FExtra Value

v All calves are weaned a minimum of 45 days

v 5 way respiratory and 7 way vaccines administered at 4+ months
and 14 days prior to shipment

v’ Calves are certified by a third party and are graded by VDACS
personnel. Calves must be L-1, M-1 or L&M2 with a flesh score
of 4-6

v Heifers are guaranteed open, steers guaranteed against stags, and
all calves are polled or dehorned

v Buyers can bid directly over the phone via Tel-O-Auction

v" One owner and co-mingled loads of preconditioned cattle
grouped in uniform load lots available

v Purple Tag Program Bonus: Calves’ sires verified to be in the
70th precentile or better for yearling weight EPD

v" Gold and Purple Tag Program Bonus: Calves owned at least

120 days by consignor

For more information or to find Virginia
Cattlemen’s Association Sales, visit 7S D
www.vacattlemen. org or \Virginia Cattlemens Association
www.buyvirginiacattle.com

OF AGRICULTURE AND
% CONSUMER SERVICES

or contact Butch Foster 423.360.0434 or \‘ VIRGINIA DEPARTMENT
/

Troy Lawson 540.430.0042

FEMALE DISPERSAL

~SEPTEMBER 30, 2022 ~
AT 10:00 AM

AT THE RANCH, 419627 HWY 266, CHECOTAH, OK
Guest Breeder: Massey Land & Cattle

Thursday, September 29: All Day Viewing of Sale Offering
with a 6:00 Social Gathering at the Sale Facility
Friday, September 30: 10:00 Sale Start
(Serving brunch 9 AM; lunch after sale)

400 Head

Glly - Provew Cowy - Open Hetpery

&%WWMMWWMWWW

FOR MORE INFORMATION:

JEFFRIES RED ANGUS
~Jerry & Tricia Jeffries (918) 638-3317
Kirk Breed, Manager (405) 830- 5279

~Contact in Mexico: Billy Estrada +52 618 815 1495‘
Mailing Address: 419526 East 1070 Road, :
Checotah, OK 74426 =« .

www.Jeﬁ%esCattle.com » ‘,,?VAR,,fri :
; Sale Managed by : i

' KYLE GILCHRIST AUCTION CO
 (641) 919-1077 ‘

B Livestock.AuctxOn :
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SURVIVING SUDDEN, TRAGIC
OPERATIONAL CHANGES

hrough close-knit family re-

lationships, kind neighbors,

caring church families, true
friends and cattle industry members,
and their faith in God, three Nebraska
agriculture families have survived trag-
edy and not only thrived but sustained
the operations long after the unimagi-
nable loss of a spouse/parent.

According to the National Institute
for Occupational Health and Safety,
agriculture ranks among the most
hazardous industries. In 2019 alone,
410 agriculture workers were killed
in work-related injuries. Not only are
these losses devastating personally to
loved ones, but they can leave a busi-
ness gutted from the loss of that per-
son’s operational contributions.

Years after the loss of an integral
person in the operation due to a farm
accident, depression and car accident,
respectively, the Livingston, Lienemann
and Dean families continue to carry
on their respective family legacies and
press on to maintain their operations
located across the state.

By Natalie Jones, Contributing Writer

The Livingston Family

Established near Orchard in 1988 by
Craig and Valerie Livingston, the 88
Ranch specializes in selling private-
treaty purebred Gelbvieh and Gelbvieh-
Angus Balancer bulls and heifers. Work-
ing with their three daughters, Cadrien,
Carlee and Cassie, Craig and Valerie
shared the same dreams and goals of
ranching and being in the seedstock
business. The pair of “crazy eights,”
as Valerie says, started off with rented
acreage and one cow-calf pair in 1988
and, over time, built their herd and land
base along with custom haying, artifi-
cial insemination work and farming.

When Craig Livingston was killed in
a grain bin accident on April 29, 2008,
he left behind his wife, 10-year-old
Cadrien, toddler Carly Jo and 2-week-
old Cassie Jean. The Livingstons already
had plans for planting season, so Valerie
went ahead with planting and car-
ried on the operation as it was for the
first year with the help of her family,
nephew, church family, a neighbor and
a very brave young daughter, Cadrien.

Carlee, Valerie, Cadrien and Cassie Livingston, left to right, continue to operate 88
Ranch, near Orchard, following a grain bin accident that claimed the life of their
beloved husband and father, Craig.

“I distinctly remember sitting down
with mom after the funeral, and her
asking me if [ wanted to stay on the
ranch or not,” Cadrien says. “At that
point I made a decision for my sisters,
because I couldn’t imagine packing up
and moving to town. I was thinking
about my younger sisters and how
[ wanted them to grow up with the
values that come with the ranching
lifestyle.”

Raised on a farm nearby, Valerie was
her father’s right-hand girl and learned
a great deal from him and her late hus-
band, an excellent teacher with whom
she worked side by side on the ranch.

Despite calls, questions and assump-
tions from locals asking when the cows
and land would be sold, the gals of the
88 Ranch persisted, making bull deliv-
eries and getting through that first year.

“I just wanted to prioritize relation-
ships, that was the most important
thing to me,” Valerie says. “I got the girls
involved in 4-H and the horse club, and
we made time to do that as a family.”

The second year after Craig’s pass-
ing, they cash rented out the farm and
did some haying, while continuing
to maintain the cow herd; they also
brought in day labor during weaning
and breeding. The next step for Valerie
was the decision to sell the haying
equipment and purchase feed.

When Craig’s Kids Foundation col-
lected money for the girls, Valerie al-
lowed each of her three daughters to
invest in a bred heifer to build their
own Gelbvieh-Angus Balancer herds.
Running as one combined herd, today,
the four Livingstons have grown their
herd and rented acres while continuing

CONTINUED ON PAGE 26
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REEP THENM COOL
AND KEEP THEM GRAZING

VitaFerm® HEAT® is a line of vitamin and mineral supplements for beef cattle used to reduce heat stress during
temperatures of 70 degrees and above, or anytime cattle are grazing fescue. Contains the Amaferm®advantage
and Capsaicin, both research-proven to lower body temperature, which can improve conception rates and
maintain pregnancy. Includes garlic, a natural insect repellent.

VitaFerm:

Cotept i

KEEP THEM

o)

KEEPTHEM |

VitaCharge

v ¥
v ¥

LEARN MORE

For more information, visit vitaferm.com or contact BioZyme Area Sales Manager Kevin Glaubius at (816) 344-5762.

FERM PERFORMANCE THAT PAYS

available

Designed for Processing Safety... BN o 3

- Enables quick and safe calf catching! scales

- Convenient, step in access of producer! ONE PERSON can now SAFELY and

- Holder secures calf for easy processing! EASILY process calves without concern

- User-friendly inside release of calf to cow! of the protective mother cow!

- Move calves easier with cow following! . |

- Less cow stress, mother can see and smell calf! < A Watch Action Video at / o

e g e oiyg vl |~ sabetyzonecaiscatchers.com——

= ———— Forlocal dealers or to order, call 877-505-0914 today— |

Kathy Danner, NE - "My Safety Zone Calf Catcher is the best FACTORY DIRECT PRICIN A
thing since sliced bread! | find it additionally helpful for bringing in S5 w
a set of twins or a calf that's not nursing well. | LOVE IT!!!" MADE IN NEBRASKA!
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SURVIVING SUDDEN, TRAGIC OPERATIONAL CHANGES - CONTINUED FROM PAGE 24

to sell private treaty, running the opera-
tion together. Cadrien still finds time to
be involved as the ranch’s sale manager,
while working full-time as a risk man-
agement specialist for Gallagher.

In a tragic situation, Cadrien says the
best thing you can do for your family, in
addition to not making rash decisions,
is having conversations with the kids
so that they have input.

“Between all of us, we refused to
give up and kept pushing because it’s
a lifestyle that we really love, enjoy and
want to keep doing,” Valerie says. “We
have to mention God in our lives as He
has been guiding and leading us the
whole way, and He’s never abandoned
us. 'm very thankful for knowing God
and having faith that He'll step in and
fill all those empty voids.”

The Lienemann Family

Torri Lienemann and her children,
Maci, Taylon, Sydni and Skylar, are first-
generation Angus seedstock producers
in Princeton. Shortly after Torri and

the driving force. The Lienemann fam-
ily’s operation consisted of purebred
and commercial spring- and fall-calving
herds, as well as feeding cattle and
farming. On Nov. 24, 2018, Trevor lost
his long-fought battle with depression.

At the time, each of the Lienemann
kids, ages 18 to 24, were busy under-
graduate or graduate students. Maci
was working on her Ph.D. in California;
Taylon was at a ranch in Texas; and
Sydni and Skylar were in their junior
and freshman years, respectively, at the
University of Nebraska-Lincoln (UNL).
Torri was serving as the director of
graduate studies in special education at
Concordia University and as a Lincoln
Public Schools administrator. After
much consideration, she decided to give
up her career in education to focus on
her family and carry on the legacy and
lifestyle they had begun.

“It was not an easy decision,” Torri
says. “I love education, but I knew the
kids wanted to continue Trevor’s legacy.
In order to do that, I needed to focus
on the operation.”

Members of the Lienemann family, left to right, Kale Mueller, Maci (Lienemann)
Mueller, Sydni, Torri, Skylar, Brooke and Taylon Lienemann at their annual spring bull
sale in 2019, fewer than four months after they lost their husband and father.

her late husband, Trevor, were married
in 1992, they purchased six cows that
turned from a hobby into a lifestyle. As
the herd grew, so did the Lienemann
kids’ involvement in the livestock in-
dustry. The family built their operation
from the ground up and, while every-
one played an integral role, Trevor was

The Lienemanns are proud of their
family team approach. After Trevor
passed, everyone took on a different
role to maintain the operation. Torri,
Maci, Sydni and Skylar primarily man-
aged the office work (organization,
finances, marketing, genetic decisions,

CONTINUED ON PAGE 30

PRODUCT INFORMATION
NADA 141-299, Approved by FDA.
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(Florfenicol and Flunixin Meglumine)
Antimicrobial/Non-Steroidal Anti-Inflammatory Drug

For subcutaneous use in beef and non-lactating
dairy cattle only. Not for use in female dairy
cattle 20 months of age or older or in calves to
be processed for veal.

BRIEF SUMMARY: For full prescribing information, see
package insert.

INDICATION: RESFLOR GOLD® is indicated for
treatment of bovine respiratory disease (BRD) associated
with Mannheimia haemolytica, Pasteurella multocida,
Histophilus somni, and Mycoplasma bovis, and control of
BRD-associated pyrexia in beef and non-lactating dairy
cattle.

CONTRAINDICATIONS: Do not use in animals that
have shown hypersensitivity to florfenicol or flunixin.

WARNINGS: NOT FOR HUMAN USE. KEEP OUT
OF REACH OF CHILDREN. This product contains
material that can be irritating to skin and eyes. Avoid
direct contact with skin, eyes, and clothing. In case
of accidental eye exposure, flush with water for 15
minutes. In case of accidental skin exposure, wash
with soap and water. Remove contaminated clothing
Consult a physician if irritation persists. Accidental
injection of this product may cause local irritation
Consult a physician immediately. The Material
Safety Data Sheet (MSDS) contains more detailed
occupational safety information

For customer service or to obtain a copy of the MSDS,
call 1-800-211-3573. For technical assistance or to report
suspected adverse reactions, call 1-800-219-9286.

Not for use in animals intended for breeding purposes.
The effects of florfenicol on bovine reproductive
performance, pregnancy, and lactation have not been
determined. Toxicity studies in dogs, rats, and mice
have associated the use of florfenicol with testicular
degeneration and atrophy. NSAIDs are known to have
potential effects on both parturition and the estrous
cycle. There may be a delay in the onset of estrus if
flunixin is administered during the prostaglandin phase
of the estrous cycle. The effects of flunixin on imminent
parturition have not been evaluated in a controlled
study. NSAIDs are known to have the potential to delay
parturition through a tocolytic effect.

RESFLOR GOLD®, when administered as directed,
may induce a transient reaction at the site of injection
and underlying tissues that may result in trim loss of
edible tissue at slaughter.

RESIDUE WARNINGS: Animals intended
for human consumption must not be
slaughtered within 38 days of treatment
Do not use in female dairy cattle 20 months
of age or older. Use of florfenicol in this
class of cattle may cause milk residues. A
withdrawal period has not been established
in pre-ruminating calves. Do not use in
calves to be processed for veal.

ADVERSE REACTIONS: Transient inappetence,
diarrhea, decreased water consumption, and injection
site swelling have been associated with the use of
florfenicol in cattle. In addition, anaphylaxis and
collapse have been reported post-approval with the
use of another formulation of florfenicol in cattle.

In cattle, rare instances of anaphylactic-like reactions,
some of which have been fatal, have been reported,
primarily following intravenous use of flunixin
meglumine

Made in Germany

Intervet Inc. Roseland, NJ 07068

©2009, Intervet Inc. All Rights Reserved.

May 2009 US 3448_IV
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to target both infection and
fever with a single dose
]

" RESFLOR GOLD'

i, (Florfenicol and Flunixin Meglumine).
Learn more at TargetBRD.com

BRD can lead to permanent lung damage and lower production.’
That puts your profitability at risk. But when you spot the signs, that’s
the time to act with the dual-therapy treatment of RESFLOR GOLD:

Florfenicol - fights all four major BRD bacterial pathogens
Flunixin Meglumine - a non-steroidal anti-inflammatory,
to reduce fever associated with BRD

Together, they produce consistent results and you can see improvement
in as little as six hours. Choose RESFLOR GOLD, the treatment therapy

producers and veterinarians have trusted for over a decade. , e
INDUSTRY-
STANDARD

DUAL THERAPY

IMPORTANT SAFETY INFORMATION: Animals intended for human

consumption must not be slaughtered within 38 days of treatment. This
product is not approved for use in female dairy cattle 20 months of age
or older, including dry dairy cows. Use in these cattle may cause drug
residues in milk and/or in calves born to these cows. A withdrawal period
has not been established in pre-ruminating calves. Do not use in calves

to be processed for veal. For more information, see packaging insert. __ Forenicoland GIOLID
%> Flunixin Meglumine

~(Florfenicol and Flunixin Meglumine)
Antimicrobial /Non-Steroidal Anti-Inflammatory Orug

MERCI MAtiCattle.com - 800-521-5/67 For subcutaneous use in beef and
©2022 Intervet Inc., doing business as Merck Animal Health,

Animal Health  a subsidiary of Merck & Co., Inc. All rights reserved. US-REF-210800001 Not furusgﬁz-::;taalgzgilxgtg;tg; ;l;]nljlx.tlls of age

orolder or in calves to be processed for veal.
NADA 141-299, Approved by FDA
CAUTION: Federal law restricts this drug to use
by or on the order of a licensed veterinarian

Lekeux P. Bovine respiratory disease complex: a European perspective. Bov Pract. 1995;29:71-75.
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DOC RYAN o CAPITOL « AMERICAN FLAG « SOUTHERN CHARM

IF YOUR ANSWER IS, “NEGATIVE, GHOST RIDER!”
HERE’S YOUR CHANCE FOR A FRONT ROW SEAT!

Only the BEST get invited to TOP GUN, the United States Naval Fighter Weapons School. Like the ELITE pilots
invited into the hallowed halls of TOP GUN, Herbster Angus Farms only selects world-class bulls to fill our roster.
MAVERICK is one of those TOP FLIGHT bulls!

MAVERICK adds proven phenotype and breed-leading EPDs to any cow herd and ranks in the top 1% of Current
Sires for Marb, $G, $B, and $C. MAVERICK has continued to become a staple of the industry for siring
performance while continuing to be one of the top marbling sires of the Angus breed.

“The level of consistency with MAVERICK that we have appreciated for the last couple of years is being
carried on still today. We are now beginning to see it within his daughters. We are excited to see the
excellent maternal influence MAVERICK will have on the breed with the neat udders and easy-fleshing his
daughters possess.” — Danny Poss, Scotia, Nebraska
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. is Our Proven Phenotype and EPD Breed Leader

at the Herbster Angus Farms Display, Lot #361
2022 Husker Harvest Days
Grand Island, Nebraska — September 13-15, 2022

AMERICA ¢ PRESIDENT ¢ GOVERNOR ¢ NORTH FACE

Our world-class bulls are collected in accordance to our new industry
standard, 40-million-count semen concentration.

They are all collected at North American Breeders Inc.,
A division of Herbster Angus Farms Inc.

To order semen, contact H ERB S TE
Brittany E. Barker at ANGUS FARMS

brittany@herbsterangus.com or (SO, Charles W. Herbster (402) 801-1420
(402) 440-4205. To order Leading America’s Agriculture™
certificates, please visit Ed and Mandy Raithel, Managers (612) 859-9815
herbsterangus.com and fill out Brittany E. Barker, Executive Vice President
the certificate request form. Falls City, Nebraska ~ www.herbsterangus.com
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SURVIVING SUDDEN, TRAGIC OPERATIONAL CHANGES - CONTINUED FROM PAGE 26

nutrition, customer relations), while
Taylon was in charge of everything
outside of the office (calving, vaccinat-
ing, breeding, haying, daily chores).
Everyone helped outside when needed,
but he was the head cowboy.

“When it came to managing the
cattle, we all knew what and how to
do things, but we didn’t always know
the ‘why’ behind it,” Taylon says. “That
was all Dad. He loved to research, plan
and figure out the best practices for
our area.”

The Lienemanns sought assistance
from experts in the area, from UNL
Extension to their local veterinarian.
They say the best advice they got was
not to change anything for a year but
instead to just keep doing what Trevor
had done.

After mimicking the decisions and
patterns of the operation for the first
year, the family decided it would be
best to simplify the operation, so they
downsized and dispersed the herd in
the fall of 2020. Taylon purchased cattle
from the sale and, today, continues his
father’s dream of raising Angus cattle
with his wife, Brooke, with Torri along-
side them managing the business side.

The Lienemanns’ transition contin-
ues as Taylon leads the family opera-
tion and decides on the direction he
would like to move it - with his wife’s
and sisters’ input of course. Aside from
managing the genetics his father built,
he does artificial insemination, embryo
work and calving for other producers
as well.

For those struggling with depression
like Trevor did, there is hope. The 988
Suicide and Crisis Lifeline provides

.s«&S@*‘ o
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distress. By calling or texting 988, you'll
connect to mental health professionals
within the Lifeline network.

The Dean Family

Nicole (Lapaseotes) Dean had no
interest in pursuing an ag career in col-
lege, despite growing up surrounded by
it as part of the family business. After
college, she returned to her hometown
of Bridgeport and began working for

Jacob Dean, second from left, and his wife, Nicole (Lapaseotes) Dean, right, and their
sons, Waylon, Claycen and Heston, left to right. The Deans took over the family
operation, Coulter Ranch, following the loss of Nicole's mother, Robin Coulter

Lapaseotes, in 2014.

24/7 confidential support to people in
suicidal crisis or mental health-related

MARKETING

Mitchell, S.D.

SELLING

Wednesdays

Thursdays
9 a.m. - Feeder cattle

8 a.m. - Cattle weigh-up
1:30 p.m. - Fat cattle, baby calves and bred cattle

Phone: 605-996-6543 or 1-800-477-5326
Fax: 1-605-996-6491

¥l 1 CattleUSA

Follow us at E-mail: mitchelllivestock@santel.net e
Mitchell Livestock q A L Bid online at

Marketing Web: mitchelllivestockauction.com Cattle USA

@D

her mother, Robin Coulter Lapaseotes,
owner and manager of Coulter Ranch,
doing everything from processing cattle
to bookwork to riding pens, and one
day she fell in love with agriculture.
Nicole and husband, Jacob Dean,
married and moved to the ranch, and
slowly they both started investing more
time in helping Robin on the ranch
before her passing Feb. 4, 2014. Two
weeks after the loss of her mother,
Nicole gave birth to their second child
and continued to maintain the ranch
and feedlot day to day. Before her pass-
ing, Robin had discussed transferring or
selling pastures to the Deans.
“Someone had to take over right
away, and it was very natural that it
was Jacob and me,” Nicole says. “I was
so glad she had an estate plan in place,
and it allowed my dad, an accountant

CONTINUED ON PAGE 32
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agcenter@unmc.edu

AgHealth

Central States

Feedyard 15 Topics:
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. Slips Trips and Falls

ATVs/UTVs

Feedmill Safety

Mobile Equipment/Autos
Tractor/Loader

Cattle Handling/Stockmanship
Processing Cattle
Horsemanship

Emergency Response

. Extreme Weather
. Chemical Hazards
. Machine Shop Hazards
. Electrical Hazards
14.
15.

Bunker Silos/Silage Piles
Manure Lagoons

go.unmc.edu/workersafety
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Safety and Health e ms v

— Medical Center ~ EXTENSION
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e pulled or shipped W1th the MLS #5 Stress orthe HM Transition Manager Tubs
Available all day, every day to every animal in the herd. The payoff comes with

healthier calves, less pulls and ultlmately greater returns for you!

Learn More & Shn; in Touch

mlstubs.com
info@mlstubs.com “

ML S Territory Managers:

Molly Folot 970-218-1185
Bryan Sundsbak 605-209-0559
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and attorneys to be open minded as
to what made sense for our operation.”

Nicole says her father, Pete Lapaseotes,
continues to be very knowledgeable
and helpful in guiding and support-
ing her and her husband, along with
her siblings, Costa and Cassie, and her
grandparents.

Drawing from her mom’s background
in mental health counseling, Nicole
refused to dwell on her situation, so
she counts her blessings and accepts
her path and the decisions ahead of
her. The Deans didn’'t change anything
in the operation for several years, and
Nicole admits she opposed any change
at first in an effort to honor her mother.

She says it’s okay to honor the person
who’s passed away and their work and,
at the same time, adjust the operation
in order for it to make sense for the
family.

The Deans have always enjoyed
working together but, following Robin’s

passing, they worked on their commu-
nication skills and making decisions
together, trusting each other and hav-
ing patience. Today, Nicole’s focus is on
her passion for the feedlot, and Jacob’s
focus is on his love for the ranching
side of the operation, creating a natural
barrier between duties.

With three young boys, the Deans
also navigated a very busy and con-
stantly changing family life in the
midst of Robin’s passing. They made
the decision to cut back on the feedlot
and stopped calving heifers to maintain
a balanced family and work life.

“‘'m glad we were able to realize
where we were as a family, and that
was more important than what we were
doing,” Nicole says. “We loved what we
were doing, but we needed to back off
work a little bit”

The operation has transitioned from
using Red Angus to Charolais bulls, and
they moved calving back to May and

June. They also have their crop ground
custom farmed and, most recently,
hired a ranch manager.

“We’re both trying to do the best we
can for God, each other and our family,
livelihood and agriculture, so having a
common goal and trusting each other
has helped a lot,” Nicole says.

Nicole’s message for anyone who
has lost a loved one is to have faith in
God and lean on those around you, be
humble enough to ask for help, know
that you don’t have to take it all on
alone and that asking for help is not
weak, it’s strong.

Editor's Note: Natalie Jones is a com-
munications specialist for the Univer-
sity of Nebraska-Lincoln's Institute
of Agriculture and Natural Resources.
This article reflects the personal views
of the author and does not represent
an official position of the University of
Nebraska-Lincoln. = NC'
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www.KAPUTPRODUCTS.com | (866) 442-3467

Manufactured by Scimetrics Limited Corp. | P.0. Box 1045, Wellington, C0 80549

32 = Nebraska Cattleman = September 2022



EARLY CONTRACTING
NOW AVAILABLE!

28% PROTEIN DISTILLERS GRAINS R
DakotaGold

PELLET AND CUBES
GIVE OUR PELLET TEAM @
A CALL TODAY!

844.735.5385 / dakotagold.com




Not (Quite) Your Grandfather’s Fertilizer

Is Manure an Untapped Resource for Your Yields and Soil Health?

well-known Chinese proverb

says, “The best time to plant

a tree was 20 years ago. The
second-best time is today.”

The same can be said about evalu-
ating your fertilizer needs. There is
certainly no time like the present. But
where to start? And how can you know
what’s best for your operation?

These questions, combined with in-
creasing regulatory standards around
manure management and record keep-
ing are exactly what led to the founding
of Nebraska-based Nutrient Advisors in
2005. Seventeen years later, the need
has only grown.

“It’s easy for us to think it's com-
mon knowledge, but so many don't
know about the availability of manure
fertilizer and what it can do for their
farm,” says Andy Scholting, Nutrient
Advisors co-founder and president.
“We often find livestock producers who
have this awesome resource - manure

P

By Callie Curley, Contributing Writer

- but struggle to use it effectively and
efficiently. And that’s what makes our
expertise helpful”

Why Now?

From household bills to operational
expenses, there is no denying the im-
pacts of supply-chain challenges and
on-the-rise inflation. Fertilizer has been
no exception.

“The fertilizer market has everyone
scrambling for solutions,” Scholting
says. “Customers who had never been
interested before are calling, and natu-
ral is still cheaper than commercial”

Leslie Johnson, animal manure man-
agement Extension educator at the Uni-
versity of Nebraska-Lincoln, agrees that
natural manure usage became much
more common during the pandemic.

“Over the last couple of years, those
who hadn’t used [manure], or were only
using it on some of their land, started

expanding their usage,” Johnson says.
“Affordability of commercial fertilizer
became a limiting factor, and manure
was local and easier to come by.”

Of course, this climbing demand for
manure means it’s no longer as easily
accessible as it was just a few months
ago. Johnson even reports hearing of
“forward contracting” agreements for
manure needs into 2023, something
she hadn’t seen much, if at all, across
the industry previously.

Quality Factor

Decades ago, in an effort to eliminate
the chance of weeds and know exactly
what was being introduced to produc-
tive soil, commercial products began
to grow in popularity. Scholting and
Johnson agree, there’s a shift already
underway that has brought many crop

CONTINUED ON PAGE 36
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NOT (QUITE) YOUR GRANDFATHER'’S FERTILIZER - CONTINUED FROM PAGE 34

farmers and cattle producers back to
nature’s first fertilizer.

“Grandpa knew way back when that
manure helped his crops,” Johnson says.
“He may not have known why, but he
knew it helped. Along the way, many
of us switched to commercial. We're
seeing a trend of switching back to
manure. If managed properly, it’s not
the weedy problem that a lot of people

thought it was, and the benefits can be
really impressive.”

Johnson also advocates for manure
as a beneficial source of carbon, which
enhances soil health.

“The organic matter that passes
through the digestive system in rumi-
nant manure also contributes addi-
tional carbon to the soil, further acting
as a protective layer that can help slow

¥y -
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erosion in the case of heavy rainfall,”
she says.

In the end, it all comes down to nu-
trients and soil health.

"Grandpa knew way
back when that
manure helped his
crops. He may not
have known why, but
he knew it helped."
- Leslie Johnson

“Manure as fertilizer is always better,”
Scholting says. “It has all the macronu-
trients and many of the micronutrients
that farmers don’'t buy in commercial
products. Applying manure gives the
benefit of abundant nutrition.”

Applying manure also means apply-
ing nutrients in greater amounts than
what’s typical in “spoon feeding” with
commercial products.

“When crops have this abundant
nutrition, they benefit greatly, and nu-
trients are no longer a limiting factor,”
Scholting continues. “Microbial activity
in manure also contributes heavily to
soil health and crop growth.”

Of course, just like that third heaping
portion of Grandma’s famous apple pie
at the family picnic, we can have too
much of a good thing.

“One downside of manure is the bal-
ance of nutrients,” Johnson says. “It’s
not uncommon for nutrients to be in
the wrong ratio for what that crop and
soil will need, so supplementing with
[commercial| fertilizer can help with
that. There is a huge benefit to using
a combination of both to meet your
unique needs.”

Open Lot vs. Confinement

Scholting and Johnson both em-
phasize that manure quality is widely
dependent on the operation it comes
from. Open lot and confined barns

CONTINUED ON PAGE 38
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NOT (QUITE) YOUR GRANDFATHER’S FERTILIZER - CONTINUED FROM PAGE 36

create different manure products due to
the differences in environment, storage
and even feeding programs. Tempera-
ture and precipitation are key factors.
“In open lots, we lose a lot in con-
sistency,” Scholting says. “We’re open
to weather conditions that determine
the quality of the product. When con-
ditions are good, products will almost

always be higher quality than those
from [confinement]”

What makes it a higher quality
manure product? Much of it comes
down to moisture. Heavy or consistent
rainfall brings a lot of water into open
lot systems, and manure can be mixed
with mud, contaminating the product
and lessening its efficiency as a fertil-

Eisenmenger Farms, Inc.

“Big yard features, small yard attention.”

= 9,000 head capacity
= Within 100 miles of six packers —
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* Feed financing capabilities
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izer. In good conditions, pure manure
can be scraped when dry, creating a
much higher quality and more desir-
able product.

Where to Start?

While the benefits of integrating
manure into your fertilizer model are
undeniable, no one has claimed it as
the “easy button.”

The buying experience for commer-
cial fertilizer is known for its simplic-
ity: call a supplier to order a mix with
exact nutrient components and wait
for delivery. Manure has historically
been much more hands-on, requir-
ing logistics, additional equipment,
multiple phone calls and an extended
application period. Part of Scholting’s
business at Nutrient Advisors is pro-
viding a buying experience for manure
customers that closely mimics the ease
of ordering commercial fertilizer.

“Naysayers to manure will say odor,
debris and compaction are reasons to
avoid it,” Scholting says. “The benefits
of manure far outweigh any of these
factors”

Johnson recommends a “manure-
first” approach. Beginning with a simple
analysis of your soil and the manure
you plan to utilize will confirm whether
it is necessary to supplement with com-
mercial fertilizer.

“When manure comes first, you get
all the benefits from those micronutri-
ents not present in commercial fertiliz-
ers to improve soil health. Often, you do
have to supplement, but taking these
steps to tailor your approach will bring
many rewards in long-term soil health
and seasonal yields.” she says.

While there are no one-size-fits-all
approaches to fertilizer planning, an
analysis of your needs is a great first
step in setting up this year’s crops - and
decades of soil health - for success.

To contact Leslie Johnson, email her
at leslie.johnson@unl.edu. To learn
more about Nutrient Advisors, visit
www.nutrientadvisors.com. N
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Nebraska Beef Council News

Recent Beef Checkoff Programs

1319 Central Ave PO Box 2108 Kearney, NE 68848 +(308)236-7551 *nebeef.org

SUMMER BILLBOARD CAMPAIGN FEATURES
NEBRASKA-SHAPED STEAK

A new series of billboards touting the quality beef
raised in Nebraska is now on display in the
Omaha and Lincoln markets. The campaign,
implemented by the Nebraska Beef Council,
features a Nebraska-shaped steak along with a
spin off the state's slogan creating a simple but T ——
straight forward statement: "Good Life. Great

n
Steaks. ~ - E—

A similar billboard message will be on display at
the Omaha airport. Travelers arriving to and

traveling from the airport will see the messages | | 2= I NEBRESKE |

and GREAT STEAKS!

in the terminal walkways. The in-door signage " |} Home to The Good Life,

declaring Nebraska as "Home to the Good Life
and Great Steaks" will be on display through the
end of September with an average of 1.2 million
impressions per month.

Stay Informed with the Nebraska
Beef Council e-Newsletter

Subscribe today and receive a free copy of the
Nebraska Beef Council e-newsletter to help you stay
updated on all Nebraska Beef Checkoff news and
industry information. Subscribers will be automatically
entered into a drawing to win a Cabela's cooler!

To subscribe to the monthly update, simply email your
Win a Cabela's Cooler! request to info@nebeef.org.

NEBRASKA I—

Learn more at www.nebeef.org BEEF

_COUNCII.




By Jana Jensen
NCF Fundraising Coordinator

Honoring a Legacy

NC Foundation

NCF Donation Memorializes
Lawrence Jochens

ooking for a way to memorialize
her father, Lawrence Jochens,
Renee Halsey ultimately decided that
donating to the Nebraska Cattlemen
Foundation (NCF) Leadership Develop-

ment Endowment was the perfect way
to honor her dad’s memory.

Lawrence Jochens was a cattle feeder
in Wayne County. Over the years, sev-
eral news articles showcased Jochens’
success as a cattle feeder. The first
article from the Omaha World Her-
ald in 1961 headlined, “Jochens steers
bringing $28.25. These beeves weighed
in at 1,304 pounds.” Another article
showcased 21 prime heifers that set a
record for that class of cattle, bringing
$1.25 over the previous record. These
heifers were raised in Cherry County
and fed by Jochens.

Renee shared that her dad purchased
most of the cattle he fed in Nebraska,
which supports the fact that Nebraska
does raise the best beef, from concep-
tion to harvest.
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Ready for
everything.

Farmers and ranchers, the
world relies on you. And you
deserve a bank that’s rooted
in the details and dedicated
to helping you do more.

fnbo.com/agribusiness

Member FDIC
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The NCF Leadership Development
Endowment is a perpetual account pro-
viding funding for leadership develop-
ment for youth and adults focusing on
the cattle industry in Nebraska.

Thank you, Renee, for memorializing
your father by contributing $10,000 to
this fund that will forever assist in the
development of Nebraska’s future cattle
industry leaders.

“My parents instilled in me the im-
portance of giving back, and I believe
my dad would be very pleased that I
made this donation to the Nebraska
Cattlemen Foundation in his memory,”
she says. “This gift will help to educate
future leaders in the beef industry,
and Dad would have liked that since
the cattle industry was so good to our

family.” = NG L

If you would like to memorialize
someone or leave a legacy, there are
many ways to accomplish that goal.
Some methods are very simple and
others require a little more expertise.
If you wish to “give back” and are
interested in providing a gift to the

Nebraska Cattlemen Foundation, this
endowment specifically or some other
endowment, memorializing a loved
one or providing a legacy gift, please
contact Jana Jensen, NCF fundraising
coordinator, at janajensen@
nebcommfound.org or (308) 588-6299.

40 = Nebraska Cattleman ® September 2022



CERTIFIED
?,PIEIIMIINTESIL

PIEDMONTESE.COM

¥ % in. cubes

Y in. pellets

in. pellets

NEITHER DO WE.

When you’re looking for convenient, high-quality nutrition for your ruminants, you can rely on PowerCubes™ and
PowerPellets® from Pellet Technology, USA. Our unique method of packaging distillers grains ensures a nutritional product
with structural integrity that won’t crumble in the heat, so you can feed confidently even in the summer months. Contact your
local distributor to learn more about purchasing PowerCubes™ and PowerPellets® for your herd.
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By Joe Broekemeier
FNIC Sales Executive, Director of Ag

NCIG

Livestock Mortality

Insurance

s I'm writing this article, the

weather report for today says we'll
have quite a bit of afternoon sunshine
allowing highs to warm into the mid-
80s and dew points will drop, making
for a very comfortable day with a light
north breeze. It will be a picture-perfect
Nebraska summer day. As Nebraskans,
we know a weather report can change in
an instant. Tomorrow could drop to 60
degrees as a major storm forms. Cattle
can handle all sorts of weather condi-
tions, but are we prepared if they die
unexpectedly? In addition to protecting
cattle from weather events, we need to
consider situations like electrocution,
drowning, attacks by wild animals and
accidents during transit.

Your current insurance policies for
property and liability may provide some
protection against unexpected livestock
death. Events like a fire or hailstorm,
or things like theft or vandalism are

typically part of your package policy,

but there are a couple things to consider

before relying on this policy for sole

protection. The first is your policy limits

- the maximum your policy will pay for

a claim. Are your limits adequate enough

to cover your cattle if something were to

happen? The second is a review of the

policy’s exclusions - the circumstances,

hazards or perils that are not covered by

your policy. Some incidents that may be

excluded are:

+ Contaminated food or water

+ Hypothermia or smothering from
snow or freezing rain

- Overflow of water or a mudslide that
leads to drowning

- An attack from a wild animal, like a
mountain lion

+ Accidental shooting

+ An earthquake

+ A vehicle accident while in transit

=5 CONCRETE FEED BUNKS

800.584.7000

| SALES@DIVINECONCRETE.COM

DIVINECONCRETE.COM

After taking a careful look at your
current policies and how they would
respond to unforeseen events, we can
take action to fill coverage gaps. For ex-
ample, we could adjust your policy limits
or contact the insurance carrier to dis-
cuss endorsement options. If available,
endorsements may be added to your
current policy to increase coverage (and
potentially increase your premium). A
third option is to consider the purchase
of a separate livestock mortality policy.

Livestock mortality insurance protects
you financially from the premature
death of your cattle and covers different
types of circumstances and perils than
your property or liability policies. As
with any policy, the price and specific
coverage details vary (in addition to your
unique situation). However, to give you
a starting point for consideration, some
policies can be purchased for $0.35 per
$100 of coverage. For example, to cover
a herd of cattle valued at $200,000, the
policy premium would be roughly $700.

There are also livestock mortality
insurance policies that cover all risks.
These policies protect from almost any-
thing imaginable with few exclusions.
Their cost is must higher - $5 to $10
per $100. These types of plans are typi-
cally used to protect expensive purebred
cattle, show horses or high-value pets.

In addition to reviewing insurance
coverages, NCIG can also review risk
management strategies to protect your
cattle. During this time of year when we
are between extreme heat and cold, we
can review the risk prevention methods
currently in place. When temperatures
drop, do you have wind breaks in place?
Is additional feed intake available?
When spring returns and brings the
heat back, do you have shade and shel-
ter available? Do you have extra water
and sprinklers in place? Our loss control
services are provided by our Loss Control
Specialist Steve O’Connor. He has more
than 30 years of experience helping cli-
ents with loss prevention strategies and
creating safe work environments. Steve
and the FNIC team work closely with
our carrier partners to develop a risk

CONTINUED ON PAGE 46
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“WiNELSON  Irrigation Solutions for Cattle

Along with dust suppression, cooling is a major
benefit of feedlot irrigation. Irrigating will reduce
dust and odor as well as respiratory distress.
Livestock cooling increases feed consumption
and reduces overheating. With a variety of nozzle
sizes and types available, Big Gun® systems can be
designed to keep feedlots optimized year-round.
Automate and remotely control and monitor your

4 he irrigation system from anywhere with our new
N > TWIG® Wireless Controls mobile app and next
generation TWIG® components. Buy American -
Choose Nelson.

TWIG®
rb Mobile App Discover Nelson Irrigation’s complete line of products at nelsonirrigation.com / Tel: + 1.509.525.7660
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CATTLE BUYERS:

Mark Moorman * 402-460-0273
Windsor, CO

Rodney Chapman * 308-234-2162
Kearney, NE

Gary Blair * 402-945-2240

Allen, NE

Miles Stagemeyer * 402-340-6964
Page, NE ({]/&’w a

.éT:; Z,‘,’"ﬁ? « 402-756-1011 ‘:I\N\“_\‘
Troy Siebels - 308-991-4165 | “\N“E“
Stamford, NE BW

Cimpl's Gibbon Packing American Foods Group Long Prairie Packing Green Bay Dressed Beef
YANKTON, SD GIBBON, NE KIMBALL, MN LONG PRAIRIE, MN GREEN BAY, WI
Chad McQuade Mike Baczwaski Tim Schiefelbein Tyrel Lembke Dean Derricks
605-668-4275 800-445-0042 320-398-2700 877-300-9298 920-436-6529
Bulls « Lean Cows Bulls « Fed Cows * Lean Cows Holstein Contracting Bulls + Lean Cows Holstein Steers « Fed Cows + Lean Cows
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By Mike Boehm, Ph.D.

IANR

Vice President for Agriculture, University of Nebraska,
Harlan Vice Chancellor, Institute of Agriculture and Natural

Resources, University of Nebraska-Lincoln

Celebrating Milestone
Anniversaries

he 2022-23 school year is un-

derway, and we are celebrating
across the Institute of Agriculture and
Natural Resources (IANR). This fall, we
are kicking off a very special academic
year that will mark two milestone an-
niversaries - the 150" anniversary of
the University of Nebraska-Lincoln’s
(UNL) College of Agricultural Sciences
and Natural Resources (CASNR) and the
50 anniversary of the IANR.

UNL's founding purpose was to con-
nect its instruction and research directly
to the needs of the people, and agri-
culture was a central priority from the
beginning. UNL was chartered in 1869,
and in 1872, the UNL Board of Regents
established the College of Agriculture.

But nearly a century later, Nebraska ag
leaders rightly questioned whether the

university was investing as much into
agricultural research, teaching and Ex-
tension as the industry’s statewide scope
and impact warranted. Years of debate,
uncertainty and legislative back and
forth finally led to a solution: passage
in 1973 of LB 149, which created IANR
and ensured the continued funding for
and support of agriculture and natural
resources in Nebraska.

Those who championed the forma-
tion of CASNR and IANR could not have
imagined the scale of modern agricul-
ture, the improvements in management
and the absolutely incredible advance-
ments in technology. But along with
all the change are several important
constants, including producers’” work
ethic and ingenuity, and their support of
CASNR and IANR. [, along with our IANR
faculty and staff, am incredibly grateful

I

- PROUDLY DOING OU]‘:Q* E

i

to the farmers, ranchers, land managers,

ag business leaders and others involved

in agriculture who continue to lend their

time and invaluable insights to IANR.
In this article, I'd like to thank a very

special bunch - the Beef Innovation

External Advisory Board, a hub for beef

excellence. The board members are:

+ Charlie Arnot, CEO Look East, Center
for Food Integrity, Gladstone, Mo.

- Abram Babcock, president, Adams
Land and Cattle, LLC, Broken Bow

+ McKenzie Beals, DVM, associate veteri-
narian, Broken Bow Animal Hospital,
Broken Bow

« Homer Buell, rancher, member of
Nebraska Cattlemen and Ag Builders
of Nebraska, Bassett

+ Laura Field, former legislative coor-
dinator, Nebraska Department of Ag-
riculture, sixth-generation seedstock
producer, Lincoln

« Alicia Hardin, Wildlife Division ad-
ministrator, Nebraska Game and Parks
Commission, Lincoln

+ Kevin Hennessy, director of perish-
ables, B&R Stores, Inc, Omaha

- Jess Hinrichs, DVM, beef technical
services veterinarian, Zoetis, Sutton

+ JudJesske, vice president, Capital Mar-
kets, Farm Credit Services of America,
Lincoln

« Chris Kalkowski, vice president, First
National Bank of Omaha, Omaha

+ Shelly Kelly, executive director, Sand-
hills Task Force, Broken Bow

+ Ginger Langemeler, legislative affairs
coordinator, Farm Credit Services of
America and Frontier Farm Credit,
Omaha

+ Clay Mathis, director, King Ranch In-
stitute for Ranch Management, Texas
A&M, Kingsville, Texas

« Rob Mitchell, location coordinator
and research leader, U.S. Department
of Agriculture Agricultural Research
Service, Lincoln

+ Jeff Nichols, state rangeland manage-
ment specialist, Natural Resources
Conservation Service, North Platte

- Trey Patterson, CEO, Padlock Ranch,
Ranchester, Wyo.

CONTINUED ON PAGE 46
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THE EASIEST WAY TO

BUY&SELL -

USED EQUIPMENT

$100 listing fee

Multiple auctions held every week wave

No transportation or preparation cost AUCTION

We handle post auction payment/titles purplewave.com
ALL EQUIPMENT IS SOLD “AS IS, WHERE IS” 866.608.9283

DEFEND OUR GRASSLANDS
PREVENT AND REMOVE EASTERN REDCEDAR

— The Great Plains Grassland Initiative —

PNatare O xSt NEBRASKA

Conservancy

— GAME PARKS —
Nebraska

USDA is an equal opportunity provider,
employer, and lender.
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IANR - CONTINUED FROM PAGE 44

- Sara Place, technical consultant,
Sustainability, Elanco, Inc., Greater
Syracuse-Auburn Area, NY.

- Logan Pribbeno, president, Wine Glass
Ranch, Inc,, Imperial

« Tim Schellpepper, president, Fed Beef
Business Unit, JBS USA, Stanton

- David Schuler, ranch manager, Schuler
Olsen Ranches, Inc, Bridgeport

+ Adam Smith, Forestry and Fire Bureau
chief, Nebraska Forest Service, Omaha

« Craig Uden, owner, Darr Feedlot Inc,
and Agri Steer Inc,, Cozad
The formation of the External Ad-

visory Board comes at a pivotal time.

For several years now, this column has

occasionally referenced the Nebraska

Integrated Beef Systems (NIBS) Hub. De-

veloped in 2016, the NIBS Hub brought

together researchers and Extension
professionals with expertise in genetics,
ruminant nutrition, grassland systems,
climate, precision livestock manage-
ment, ag economics and other fields of
study related to beef production to look
holistically at our beef systems and what
we can do to make beef production more
robust, resilient and profitable.

Six years in, we have some exciting
projects underway, including adaptive
management research taking place at

Barta Brothers Ranch; the expansion
of the Feedlot Innovation Center at the
Eastern Nebraska Research, Extension
and Education Center; and the estab-
lishment of the Western Ranchland
Livestock Center, which brings together
researchers from Nebraska, Montana
and Oregon to innovate and expand
precision technologies for the ranch.
In Nebraska, this work is taking place
primarily at Gudmundsen Sandhills
Laboratory.

It was time for NIBS to get a new
name, and we landed on Beef Innova-
tion (https://beefinnovation.unl.edu/).
Beef innovation has always been a huge
part of what IANR is all about, and I
suspect that will still be as true as ever
when we celebrate IANR’s 100" anni-
versary in 2073.

[ am proud that both TIANR and
CASNR are among many Nebraska enti-
ties - including the Nebraska Cattlemen
- that have helped shape our state’s
remarkable agriculture industry. In the
coming year, we will look back - through
articles, special events and other celebra-
tions - on how the strong agricultural
foundations of both our state and our
university can and should drive our
future. Stay tuned. s N
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NCIG - CONTINUED FROM PAGE 42

management plan based on your specific
risk exposures and loss experience.

At NCIG, we can help you explore your
options. As a business that relies on ani-
mals as a key part of the operation, you
could be significantly affected if one or
more of those animals were to die unex-
pectedly. We offer free insurance reviews
to help you protect what you've worked
hard to build. We want to help you find
a balance between risk retention, insur-
ance premium and risk mitigation that
fits your operation. Contact us today at
(402) 861-7000.

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 servic-
es specific to the work you do. This joint
venture is a valuable benefit for current
and new Nebraska Cattlemen members.
With NCIG, you have access to a variety
of leading carriers to provide a vast selec-
tion of products at competitive rates. Our
team of licensed professionals provides
support with claims, loss control, safety
and compliance. You also have access
to personal and employee health insur-
ance options, including access to a direct
primary care program powered by Strada
Healthcare. Learn more at nebraska-
cattlemen.org/ncig or by contacting Joe
Broekemeier, sales executive, director of
ag, at joe.broekemeier@fnicgroup.com or
(402) 861-7038. mNi =
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OCTOBER 8, 2022 - VALENTINE, NEBRASKA

RESERVATIONS BY OCTOBER 15T TO
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+ RODUCTIVITY.
+’RECISION.
ERFORMANCE.

AGRICULTURE

KanEquip Syracuse
330 17th St, Syracuse, Neb 68446
www.kanequip.com
(402) 269-2310

¢, KanEquip

o221 ol Ameica LLC. Al ighs eserved.

HaArLrL AND HALL®

SALES | AUCTIONS | FINANCE | APPRAISALS | MANAGEMENT

BISMARCK TRAIL RANCH

&=l | uxury 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. $37,500,000

MAJESTIC RANCH

+| Located on the Missouri River breaks
1 of Gregory County, South Dakota, and
consists of 12,660+ deeded acres. Highly

@ ranch  with  excellent  improvements
and breathtaking views. $28,000,000

3 as a purebred Angus outfit. The ranch has
a log home overlooking a reservoir and
= meadow. As good of a cattle/recreational

8 combo as you will find. $9,950,000

Transport to
Pasture in
less than
5 minutes

BRUTE CATTLE EQUIPMENT

Brute Double & Single Wedge
Alleys, Tubs & Loadouts

BRUTE CATTLE

EQUIPMENT

Follow us on:

www.dodgemfg.com

Call Today! 402-693-2221

NORTH GREENWOOD RANCH

The 2,892+ acre North Greenwood
Ranch is in the heart of the Kansas Flint
Hills. Excellent tallgrass prairie. Open
rolling hills with good water and fences.
Growing season is 185 days. Excellent
water with nine ponds. $6,362,695

ZX RANCH

— The ZX Ranch is located 10 miles west

of Buffalo, South Dakota and consists of
6,537+ acres and features native range with
wooded draws, ample water, wildlife, and
world class fossils. Theranch hasa 350 head
cow yearround capability. $5,552,000

BUMPY ROAD RANCH

Only 12 miles from Scottsbluff, this ranch
| isagreat mix of recreation and grazing. Truly
diverse from dark timber-covered hillsides

bighorn sheep, wild turkey, and pronghorn
antelope are present.  $2,775,000

WWW.HALLANDHALL.COM
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By Ashley Kohls
NC Vice President of Government Affairs

Legislative Update

Friend of the Court

Nebraska Cattlemen, alongside
seven other Nebraska agricul-
ture organizations, filed an amicus brief
supporting the state's long-standing
signature requirements for ballot ini-
tiatives. Nebraska has a multicounty
signature distribution obligation for pe-
tition initiatives that require at least 5
percent of registered voters in 38 out of
the state's 93 counties for the petition
question to secure a place on the bal-
lot. The proposed change in signature
requirements would essentially silence
the rural voice, consolidating political
power to Nebraska’s urban areas.

This multicounty signature require-
ment ensures a voice for urban and
rural voters across the state by ensuring
statewide support of ballot initiatives.

RANCHWORK.COM

* The oldest ranching job
hoard on the internet

* Post a joh, or a job
wanted
e Since 1998

Website traffic:
over 50,000 visits/mo

www.RanchWork.com

Multicounty signature requirements
like Nebraska's reflect the very same
principles of compromise and balanc-
ing of rural and urban interests that our
nation was founded on.

For context and background, in May,
the American Civil Liberties Union of
Nebraska and Nebraskans for Medi-
cal Marijuana filed a lawsuit alleging
that the state's signature requirement
to place a question on the ballot is
unconstitutional; specifically implying
that the layers of signatures required
violate the one-person, one-vote rules.
In June, a federal judge agreed, issu-
ing a stay that ordered the Nebraska
Secretary of State not to enforce the
multicounty rule. However, in early
July, the U.S. Eighth Circuit Court of Ap-
peals issued a stay on the lower court's
injunction, reinstating enforcement
of the signature requirement. [ want
to be explicit in noting that Nebraska
Cattlemen does NOT have a position
regarding the contents of this specific
petition. That said, Nebraska Cattlemen
greatly values the multicounty rule's
necessity, thus giving our organization
an opinion regarding the merits of this
particular lawsuit!

Changing the signature requirements
in Nebraska could open the door to
endless ballot initiatives from outside
groups that would threaten farms,
ranches and rural communities across
the state. A careful review of Supreme
Court and Eighth Circuit precedent
demonstrates that Nebraska's multi-
county requirement does not violate
the one-person, one-vote rule - a signa-
ture on a petition to qualify an initiative
for a ballot is not a vote.

The brief focused on balancing dif-
fering geographic interests, explicitly
concentrating on the need to give both
urban and rural citizens a voice on is-
sues that impact the entire state. The
brief highlights that balancing rural
and urban interests is particularly im-
portant in a state like Nebraska, where
agriculture has an out-sized economic
impact relative to the state's popula-
tion. Given the importance of agricul-
ture to Nebraska's economy, it is even
more critical that initiative measures
garner a certain threshold of statewide
support before appearing on the gen-
eral election ballot. The multicounty
signature requirement accomplishes
this goal by requiring petition initia-
tives to be circulated across urban and
rural counties, ensuring they reach the
most impacted citizens.

Nebraska Cattlemen believes that
without the multicounty requirement,
Nebraska's petition process allows
urban interests to silence the rural
voice. -N(;-

RELEVANT PETITION
INITIATIVE FACTS

- Any person, group or association can
use the petition process in Nebraska.
However, only voters registered in
Nebraska may sign the petition.

In Nebraska, the number of required
signatures is tied to the number of
registered voters in the state as of
the deadline for filing signatures.

- The deadline for filing signatures is
four months before the election.

- As of July 1, 2022, there were
1,239,599 registered voters in
Nebraska.

Requirements for the types of
citizen-initiated measures in
Nebraska:

Initiated Constitutional
Amendment (ICA): 10 percent of
registered voters

Initiated State Statute (ISS): 7
percent of registered voters

- Signatures must be collected from 5
percent of the registered voters in 38
of the 93 Nebraska counties.
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Tim Burke: 402-750-0440
Cody Burke: 402-649-9735
Annual Pasture Sale: Mon., Sept. 19
Online at Show Cattle Connection

4th Annual Cowboy Kind Female Sale:
Sat., Dec. 3 at the ranch in Genoa, Neb.
Cattle available for viewing any time!

Greg Christo: 402-920-2901

Trevor Naber: 402-641-2576

Dustin Christo: 402-741-2950

2291 240 Ave,, Albion, NE 68620

Email: gregchristo2005@yahoo.com
Show Circuit Online Sale: Tues., Sept. 20
Cattle available to view after Aug. 30

at www.christocattlecompany.com

Mark & Julie Landgren

308-654-3313 or 402-340-0673

49812 Hwy. 20, Bartlett, NE 68622
www.landgrenranch.com

Online Pasture Sale with Show Circuit:
Sat., Sept 24

Sires: Monopoly, Here | Am,

Front and Center, Wynn In Doubt

4. Rich Schultz Caitle

Rick Schultz: 308-390-3808

Derek Vogt: 308-750-5216

11775 W. 1-R Rd., Cairo, NE 68824
www.schultzcattle.com

Proven Champions Online Bid-Off:
Thurs., Sept. 15

All cattle will be available for viewing

Scott Russman: 308-529-0908
75445 Rd. 411, Farnam, NE 69029
Email: russman@atcjet.net

Private Treaty Sale

Show calves for sale. Call for details!

Ryan Sellman: 308-430-3634 or 308-432-8333
130 Autogate Road, Chadron, NE 69337
www.sellmanranch.com

Email: rssellman@bbc.net

Show Circuit Online Sale: Thurs., Sept. 29

Call to view cattle in person any time. at the farm.

Call to view the cattle any time!

Game-changing feed quality
vinning herds.

Massive performance
harvest time. H
throughp

you lever

widest feedr
healthier herd needs.

es a New Holland FR Forage Cruiser a real game-changer at =
% NEW HOLLAND
AGRICULTURE

#togetherblue

Stop by today to see the FR Forage Cruiser firsthand or visit FRforageharvester.com newholland.com

[JINKELS

3% NEW HOLLAND

DINKEL IMPLEMENT CO
3615 W Norfolk Ave, Norfolk, NE 68701
402-371-5092

Sheridan County Pivots, Drycrop, and Range
$8,500,000 « 4,831+ acres
Multiple parcels of high quality farmland
in Northern Sheridan County, NE.

J LASHLEY~¥

LashleyLand.com

Niobrara River Ranch
$6,700,000 o 3,919+ acres
A gorgeous combination ranch sitting along
the banks of the Niobrara River near Ainsworth, NE.
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By Libby Schroeder
NC Director of Communications

Nebraska Cattlemen

Inside Track

Disaster Relief Fund

arlier this year, as wildfires spread
across south-central Nebraska,
the world watched as first respond-
ers, volunteer firefighters and families
banded together in the face of adversity,
showcasing Nebraskans’ true strength
and resilience. While many beef cattle
producers are still recovering from the
wildfires’ aftereffects, Nebraska Cattle-
men Disaster Relief Fund leadership
stepped up to help our cattle com-
munity.
The Nebraska Cattlemen Disaster Re-
lief Fund is now accepting applications

for aid until Sept. 30, 2022, from beef
cattle producers who were affected by
all fires reported through the Nebraska
Emergency Management Association
(NEMA) Watch Center. An eligible re-
cipient is a livestock operator located
in a county or tribal area where NEMA
deployed state assistance.

Applicants may submit documenta-
tion for agriculture-related expenses
not paid for by insurance or other
governmental sources related to fenc-
ing, pens, agricultural structure repair,
feed, livestock removal or additional

NC Events

Husker Harvest Days

Catch the Nebraska Cattlemen
membership team at the 2022 Husker
Harvest Days, Sept. 13-15, in Grand
Island. We will be set up in the Bill’s
Volume Sales booth in the northwest
quadrant, booth number 356. Stop by,
say hi and register for a drawing while
visiting the show.

Feeder Calf Tour

Ajoint feeder calf tour with Sandhills
Cattle Association, Sandhills Affiliate
of Nebraska Cattlemen and the
Nebraska Cattlemen Cow-Calf Council
will be held Thursday, Sept. 22. Stops
will include John and Richard Fairhead,
Jason Fairhead, lunch at Bowring
Ranch, Brock Moreland, Shane Wobig
and Travis Anderson. A social and
evening meal is being planned. For more
information, contact the Nebraska
Cattlemen office at (402) 475-2333.

Upcoming Affiliate
Meetings

Over the next few months, Nebraska
Cattlemen (NC) affiliates will be busy
hosting fall producer meetings. We are
excited to share that some affiliates
that have not been active for a few
years have been planning and are
ready to host meetings in their areas.
We encourage members to attend
these events and invite a neighbor or
family member to attend with you.
Not only do these events provide
networking opportunities with fellow
beef producers, but it is a chance

to get updates from NC leadership
and staff. The NC member services
staff members hope to see you at an
upcoming meeting. If you have any
questions about your membership,
please call the Nebraska Cattlemen
office at (402) 475-233 or email Jessica
Rudolph at jrudolph@necattlemen.
org. Visit the Nebraska Cattlemen
website for a list of all upcoming
affiliate meetings.

necessary agricultural-related costs di-
rectly associated with rebuilding from
the natural disaster. Applicants must
also demonstrate that expenses/losses
incurred were related to agriculture pro-
duction and directly caused by recent
Nebraska wildfires.

A Nebraska Cattlemen Disaster Relief
Fund committee will review applica-
tions and will determine eligibility of
expense reimbursement on a case-by-
case basis. Please check with a tax pro-
fessional if you have concerns regarding
tax liability resulting from fund pay-
ments. Applications must be completed
and have all required documentation
to be considered. Documentation can
include copies of receipts for purchases
of supplies, invoices for repairs, photos
of the damage, etc.

A Nebraska Cattlemen member-
ship is NOT required for an appli-
cant to receive relief. To learn more
about eligibility and how to apply,
please visit www.nebraskacattle-
men.org/disaster-relief-fund.

A special thank you goes to the in-
dividuals and organizations who gen-
erously donated to the Disaster Relief
Fund to make this possible. It is always
humbling to watch the agriculture com-
munity come together in the midst of
challenges to help one another.

For any questions, please contact the
Nebraska Cattlemen office at (402) 475-
2333 or email disasterrelief@necattle-
men.org. -N(;-

Valentine

~“Livestock Auction
1-800-682-4874 = (402) 376-3611

Upcoming Sales:
Sunday, Sept. 4
Krogman’s Annual Production Sale
Thursday, Sept. 8

Special Yearling & Spring Calf Sale
Thursday, Sept. 15
No Sale
Thursday, Sept. 22
Regular Sale
Thursday, Sept. 29
Special Yearling & Spring Calf Sale
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Knobbe Cattle Company
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Angus. America’s Breed.

Levi Landers,
Regional Manager

Colorado
Nebraska

A reliable business partner is difficult to come by. Contact Levi Landers
to locate Angus genetics, select marketing options tailored to your

needs, and to access American Angus Association® programs and
services. Put the business breed to work for you.

Contact Regional Manager Levi Landers:
Cell: 308-730-1396
llanders@angus.org

THE BUSINESS BREED

3201 Frederick Ave. | St. Joseph, MO 64506
816.383.5100 | www.ANGUS.org
© 2020-2021 American Angus Association

NEBRASKA (;AmEMAN

The ONLY publication dedicated to the Nebraska cattle industry.

Taking space
reservations for the
November Convention
Preview issue of
Nebraska Cattleman
until Sept. 25.

FEATURING:

e Editorial on bull development, rural connectivity,
humane cattle handling and more!

e Special recognition for NC Convention Trade Show
participants.
“This is hands down one of the
best magazines in the industry.“
- Nebraska Cattleman reader

e Convention
registration forms
and information.

RESERVE SPACE IN THE NOVEMBER ISSUE BY SEPT. 25!

CONTACT NEBRASKA CATTLEMAN SALES
REPRESENTATIVE

Amber Coleman
acoleman@necattlemen.org | (402) 340-1588

We may not be the
biggest, but we are
striving to be the best.

v/ 15,000-Head Capacity

v’ Financing Programs Available

v/ Hedging Programs

v’ Excellent Drainage & Windbreaks

v Excellent Grain Processing Equipment

v Consulting Nutritionist & Veterinarian on Staff
v’ Pen Sizes Range from 40-250 Head

v 5 Packers Weekly to Bid on Cattle

Russell Walker, Manager
Kregg Chilewski, Yard Foreman
Carmen Phillipps, Office Manager

li Email: burwellfeederslic@nctc.net
Office: 308-346-4117 o Fax: 308-346-4453
82965 State Hwy. 11 ¢ Burwell, NE 68823-5232
www.burwellfeedersne.com

September 2022 ® Nebraska Cattleman = 51



]| Calendar
September
5 NC Office Closed

13-15 Husker Harvest Days, Grand

Island

15  Rick Schultz Cattle Online Bid-
Off, showcattleconnection.com

19  Burke Cattle Annual Pasture
Sale, showcattleconnection.
com

20 Christo Cattle Co. Online Sale,
sconlinesales.com

22 NCJoint Feeder Calf Tour,
Merriman area

24  Landgren Ranch Online Pasture
Sale, sconlinesales.com

29  Sellman Ranch Show Cattle
Online Sale, sconlinesales.com

30 Jeffries Red Angus Bull &
Female Dispersal, Checotah,
Okla.

October

3 BQA & BQAT Certification,
Ogallala

4 BQA & BQAT Certification,
Lexington

5) BQA & BQAT Certification,
Geneva

6 BQA & BQAT Certification,
Columbus

7 BQA & BQAT Certification,
Bridgeport

7 BQA & BQAT Certification,
O'Neill

8 Hereford Crossroads in the

Heart City, Valentine

NC Board of Directors Meeting,
Lincoln

11-12 R.A. Brown Ranch Annual Sale,
Throckmorton, Texas

14  Fink Beef Genetics Charolais
Female Sale, Randolph, Kan.

15  Fink Beef Genetics Angus and
Charolais Bull Sale, Randolph,
Kan.

28 PAC Cornhole Tournament,
Lincoln

29 NC Tailgate Party, Lincoln
November

24-25 NC Office Closed
December

3 Burke Cattle Cowboy Kind
Female Sale, Genoa

6 Cattlemen’s College, Kearney

7-9 NC Annual Convention &
Trade Show, Kearney

12 BQA & BQAT Certification,

Norfolk

13 BQA & BQAT Certification,
Beatrice

13 BQA & BQAT Certification,
St. Paul

14  BQA & BQAT Certification,
McCook

14  BQA & BQAT Certification,
Thedford

26  NC Office Closed

2023

January

30 APEX Cattle Annual Bull & Bred
Heifer Sale, Dannebrog

February

1-3  Cattle industry Convention &
NCBA Trade Show,
New Orleans, La.

Smarter Choices,
Better Value.

Monovet 90

(monensin Type A medicated article)

‘S HUVEPHARMA

* www.huvepharma.us

HE Ad Index

Ainsworth Motors INC. ....c.eceeveeeeereennenee 53
Amber Coleman/NC Sales...... .

American Angus Association.
American Foods Group...............

American Gelbvieh Association........... 21
Arrowquip 7
Arthur ). Gallagher & Co. .................. 9,35
Bejot Feedlot 53
Briggs Cattle Company.......ccoeeveueee. 55
Burke Show Cattle......cccceveveveuneeinennne. 49
Burwell Feeders 51
Cappel Sales Inc. 38
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CD Feedlots Inc. 53
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Darling Ingredients INC. .....ccocveueeureenneee 53
Darr Feedlot Inc. 53
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Kaput 32
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Lashley Land 49
Lone Creek Cattle Company................ 41
Mead Cattle Co. 53
Merck Animal Health...................... 26,27

Midcontinent Livestock Supplements. 31
Mitchell Livestock Marketing LLC.......30

Moly Mfg. LLC 3
Nebraska Beef Council ......cceceeeecunceee 39
Nebraska Game & Parks Commission .45
Nebraska Soybean Board...................... 37
Nelson Irrigation 43
No Bull Enterprises LLC.....c.occouuveueuncneee 55
Orwig's Tubs Inc. 12
Performance Plus Liquids Inc............... 55
PerforMix 2
Poet Nutrition 33
PTUSA York LLC 41
Purple Wave Inc. 45
R.A. Brown Ranch 56
Ranchers Livestock Equipment............ 55
RanchWork.com 48
Rawhide Portable Corral......................... 5
Rick Schultz Cattle 49
Rod's POWer SPOFtS ......oceeveeereereenenreeneenn 12
Russman JK Livestock.......... .49
Safety Zone Calf Catchers..... .25
Sellman Ranch Show Cattle.................. 49
The Cattle Range 23

Tracer Minerals 1
Univ. of Nebraska Medical Center ...... 31
Valentine Livestock Auction...... ..

Virginia Dept. of Agriculture
VitaFerm
Vitalix
West Point Design INC. .....cccceucuevcueuucne 36
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Cattle & Feed Financing
Risk Management

Max Harrison
Feedyard Operations Manager
Cell: 806-206-4431
Office: 806-258-7255

Tascosa Feedyard
Bushland, Texas
25,000 Head

- CHAMPION
F FEEDERS, LLC F

Retained Ownership Planning
Feedlot Cattle Procurement

Kevin H. Buse
CEO/President
Cell: 806-344-2163

Office: 806-258-7255

Champion Feedyard
Hereford, Texas
40,000 Head

Helping Produce the Safest Beef in the World

Risk Management Assistance
Nutrition & Healthcare

Buck Wehrbein
Feedyard Manager
Cell: 402-443-6224

Office: 402-624-2995

Mead Cattle Co.
Mead, Neb.
30,000 Head

Ne?aasll(a
Beef Qualii
Assurancz

Stocking Dealer with both
Traditional and Bale/Dump Beds on hand!
Ainsworth Motors Inc.
800-210-1681
www.ainsworthmotors.com

CD Feedlots, Inc.

87932 561 Avenue
Hartington, NE 68739

Alan Hoesing, Manager
Phone: 402-254-6431

Fax: 402-254-6435
Home Phone: 402-254-6425

Cell: 402-518-1381

__(ﬂw John . Schroeder
General Manager

GPLM)I; Craig Uden

i t%& Cattle Procurement

42826 Rd. 759
Cozad, NE69130-5114

Phone: (308) 324-2363 » Fax: (308) 324-2365
e-mail: darrfeedlot@darrfeedlot.com

Please visit our website: www.darrfeedlot.com

Commercial Cattle Feeders of Central Nebraska

Bejot Feedlot

QUALITY CUSTOM CATTLE FEEDING

In the business

since 1951 13,000-head

capacity

Custom feeding,
backgrounding & finishing

L—_.

Randal Rathe /Steve Bejot * Ainsworth, Neb.
www.bejotfeedlots.com

(402) 387-2236 * (800) 333-3568

Give us a call about our competitive cattle
and feed financing program!

DﬁRLlNG

INGREDIENTS INC.

DEAD STOCK REMOVAL SERVICE

Grand Island (800) 652-9381
Lexington (800) 652-9334
Palisade (800) 652-9320

www.darpro.com

ROLLER MILLS &

MILLING EQUIPMENT

* Crackers, milling & mixing
* Grain handling equipment

* New, used or reconditioned
+ Customization to fit your needs
* We Buy & Sell!

Call G&G Equipment Sales today!
712-229-6162 or 712-299-6051
G & G Equipment Sales * Milford, 1A
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HER Nebraska Cattlemen in Action

Region 5 Meeting Open House at Northeast Commumty College

Burwell, Lower Loup and West Central
Nebraska Cattlemen affiliates attend the : : :
Member Services-Region 5 meeting in Cuming County Feeders and Nebraska Extension Beef Systems Educator Alfredo

Loup City on July 14 and receive updates DiCostanzo host an open house at Northeast Community College on July 12. The group
from NC President Brenda Masek, toured the Veterinary Technology Building, Acklie Family College Farm and discussed
standing. hands-on learning opportunities for the cattle industry.

Saunders County Visits NC Office Cedar County Region 7 at McLean Beef

=== == Cattlemen Meetmg

Ashley .Kéiser, left, Ty Dybdal,

Members of the Saunders County Livestock

Association visit the NC office on July 7. NC "fiddle' and Alex Heine, right, Vice Chair of Member Services-Region 7
affiliates are encouraged to visit the NC office. el updates to attendees Rod Keil, standing, interacts with affiliate
g”fc't';g the Cedatr. CO“”EY o8 officers at McLean Beef during the Region
attlemen meeting on June 7 affiliate offi ti Iv13.
Iowa Cattlemen Visit NC in Hartington, affiliate officer meeting on July
NC-PAC Supported
Candidate Wins

Specml Election

NC President Brenda Masek,
right, congratulates NC-PAC-
supported candidate Mike
Flood, left, for his victory in

lowa’s Madison County Cattlemen affiliate tours Nebraska’s First Congressional hda
the NC office on July 29 to learn more about how District’s special election on McLean Beef features a unique 24/7 meat
NC serves beef cattle producers. June 28. vending machine at their retail location.
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Livestock
Equipment

BANDERS

BLOODLESS  DRUG FREE

605-835-8790 www.rancherslivestockequipment.com

HUMANE

Ranchers Bale Feeders SAVE HAY!

Don't just take our word for it. This is what Chuck had to say after

he purchased a double bale feeder from us. "l just wanted to say

how impressed | was with how well the cows cleaned up the hay
from the first two bales that | fed. | only have a few head and |
usually got 2 days out of a bale, these first bales lasted 6 days."

Improves any kind
of surgical removal,
including castration,

horn removal, and
prolapse treatment.

CALLICRATE

' B e CALLICRATE
Check out our SAVE HAY page and the Testimonials on our website and & ./ _BA[;IDER"
see why it is time for you to make the smart choice and :
get a Ranchers Bale Feeder. M

—

» I l _q Performance Plus Liquids, Inc.
[ H—h-dv
C@ ’ & Providing all your beef nutrition needs
C a t tl C to Nebraska and surrounding states
O * Custom Liquid Feed Supplements
THE BRIGGS DIFFERENCE Distiller Grains

Nutritionists on Staff

£z

785-332-3344
CALLICRATEBANDERS.COM

Our controlled size enables us to perform the custom
feeding required to deliver higher quality beef.

® 9,000-head capacity.

e Pens range from 50 to 250 head.

e Pens equipped with sprinklers or shades and

well sloped for good drainage.

Employ the latest in diagnostic and projection
equipment for individual animal management EID.

Consulting veterinarian and nutritionist on staff.

WE TREAT YOUR CATTLE
AS IF THEY WERE OUR OWN.

BRIGGS CATTLE CO.

3044 Alvo Road ¢ Seward, Neb. 68434
Office (402) 643-2303 * Fax (402) 643-6806

' 2 I l _; Performance Plus Liquids, Inc?
P.O. Box 172
Palmer, NE 68864 800'626'5904
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Ridin’ For THE Brand

Sustaining Rancher Profits Is Our Passion

() (D (D |
n_A BROWN RANCH
Z1ETH ANNUAL SALE

* 550 Bulls (Angus, Red Angus, SimAngus)

* 250 “Hand-Picked” Commercial Bred Heifers
* 100 Registered Red Angus Females

* 50 Registered Angus Females

* 20 Ranching Heritage Quarter Horses

Donnell & Kelli Brown
Phone: 940-849-0611
Box 727, Throckmorton, TX 76483

RABrownRanch.com



