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YOUR SAFETY
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	Leader’s Letter
By Ken Herz, Lawrence
NC Past President

NC’s Strategic Plan Guides 
Organization’s Future

During 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 defi ned framework and that 
there might be some duplicity and/or some confl icting 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 (fi nancial, 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 aff ecting Nebraska beef 
producers and advocate very eff ectively 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 benefi ts.

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 diff erent. 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, fi lled 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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CONGRATULATIONSCONGRATULATIONS
to Circle 5 Beef on celebrating your 50th Anniversary!  

You are an inspiration to the industry. 
Thank you for letting us be a part of this milestone!
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Are You Meeting Your Cows’ 
Vitamin A Needs?

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

Of all the vitamins, vitamin A 
is the one that is likely to be 
defi cient 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 defi ciency 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 defi ciency. Clinical defi ciency 
is unlikely to occur in most cases, but 
marginal defi ciencies 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 Feedstuff s: 
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 fulfi ll 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 feedstuff s 
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 defi ciency 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 
defi ciency in a calf will be diarrhea in 
the fi rst 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 fi ve 
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 confi nement. 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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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 defi ne supplementation guide-
lines in such situations. Based on data 
so far, our current recommendation is 
that at least 90,000 IU/d, or 360,000 
IU/lb in a 4-ounce mineral, should be 
provided during gestation.

Other Considerations
Vitamin A injections may be benefi -

cial in cases of severe defi ciency and 
can be a short-term fi x; 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-eff ective; 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 
defi ciency, late gestation will be a key 
time to provide adequate supplementa-
tion to your cows.  NC

ARE YOU MEETING YOUR COWS’ VITAMIN A 
NEEDS? • CONTINUED FROM PAGE 10
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CRYPTO, BLOCKCHAIN AND SELLING                 CRYPTO, BLOCKCHAIN AND SELLING                 
BEEF WITH TOKENSBEEF WITH TOKENS

By Jaclyn Wilson, Lakeside, Owner, Flying Diamond Beef

Given 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, I was ap-
proached about being the fi rst 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 Verifi ed Programs 
(PVPs), etc. Let’s start at the beginning.

Three years ago, two others and I 
started a direct-to-consumer (DTC) beef 
business called Flying Diamond Beef. I 
will be the fi rst 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 
a lot 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 

“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 identifi ed 20 Red Angus steers 
that would participate in the project. 
The steers had not received any growth 
promotants or antibiotics besides 

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. 

Dr. Clint Kesterson, center, holds the 
sensor that will be implanted into 
the steer while technicians enter the 
identifi cation information into the 
blockchain format.

CONTINUED ON PAGE 16
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NOBODY DOES WHAT  
WE DO. EXCEPT US.

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 

more than 25 years of use, numerous trials and millions of cattle fed, we know they work. There are no 

alternatives because nothing else compares.

sweetbran.com
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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 identifi er 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 fi ve 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.fl yingdiamondbeef.
com or through another one of the enti-
ties. Buyers could use U.S. currency or 

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 fi nished. 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 

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

CONTINUED ON PAGE 18
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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) associated with Mannheimia haemolytica, 
Pasteurella multocida, Histophilus somni, and Mycoplasma bovis; and for the 
control of respiratory disease in cattle at high risk of developing BRD 
associated with Mannheimia haemolytica, Pasteurella multocida, Histophilus 
somni, and Mycoplasma bovis.
IBK – Increxxa Injectable Solution is indicated for the treatment of infectious 
bovine keratoconjunctivitis (IBK) associated with Moraxella bovis.
Foot Rot – Increxxa Injectable Solution is indicated for the treatment of 
bovine foot rot (interdigital necrobacillosis) associated with Fusobacterium 
necrophorum and Porphyromonas levii.
Suckling Calves, Dairy Calves, and Veal Calves
BRD – Increxxa Injectable Solution is indicated for the treatment of BRD 
associated with M. haemolytica, P. multocida, H. somni, and M. bovis.
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 lb) body weight (BW). Do not inject more than 10 mL per 
injection site.
Table 1. Increxxa Cattle Dosing Guide

See product insert for complete dosing and administration information.

CONTRAINDICATIONS
The use of Increxxa Injectable Solution is contraindicated in animals 
previously found to be hypersensitive 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 e�ects 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-o� 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 anticipated, the use of multi-dosing equipment is recommended. When 
using a draw-o� spike or needle with bore diameter larger than 16 gauge, 
discard any product remaining in the vial immediately after use.
HOW SUPPLIED
Increxxa (tulathromycin injection) Injectable 
Solution is available in the following package sizes: 
100 mL vial
250 mL vial
500 mL vial
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 a¥liates.
©2021 Elanco. PM-US-21-0268
February, 2021

Injectable Solution

Animal Weight (Pounds) Dose Volume (mL)

100 1.1

200 2.3

300 3.4

400 4.5

500 5.7

600 6.8

700 8.0

800 9.1

900 10.2

1000 11.4

(tulathromycin injection)

FULL PRESCRIBING INFORMATION FOR USE IN CATTLE ONLY

90198370 LV2011                                                                   W1b

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

IT’S ALL

Increxxa, Elanco and the diagonal bar logo are trademarks of Elanco or its affiliates.  
©2021 Elanco. PM-US-20-0268

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.

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. 

BALANCE.

IT’S ALL

 featuring tulathromycin, the 

CONTROL AND TREAT BRD
WITH LASTING CONFIDENCE.
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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 verifi cation 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 fi nd how they will fi t 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 verifi cation 
that it provides.

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, specifi cally, 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.  NC

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

Is there a place for 
blockchain or NFTs in 
the cattle industry? 

Absolutely, but trying 
to fi nd how they will fi t 
and where they will be 
economical will be the 

biggest challenge.

CRYPTO, BLOCKCHAIN AND SELLING BEEF WITH TOKENS • CONTINUED FROM PAGE 16
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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 fi nd 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 aff ordable 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 fi rst 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.  NC

LEADER'S LETTER • CONTINUED FROM PAGE 8
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www.HaydenOutdoors.com | 866.741.8323

Whatever Land Is To You,
Find It Here.

Big Red Farms
Scotts Bluff County, NE  |  10,497 Acres | $71,600,000

Dax Hayden 303.619.6774   Justin Moomey 970.219.9173

New Listing

Whatever Land Is To You,

The Sandhills Ranch
Kiowa County, Kansas
10,122 Acres | $14,790,000
J.C. Bosch 620.282.9572

The Sandhills Ranch
New Listing

Cimarron Valley Ranch
Baca County, Colorado
45,039 Acres | $45,000,000
Dax Hayden 303.619.6774

Cimarron Valley Ranch
New Listing
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MARKETING SEEDSTOCK FEMALESMARKETING SEEDSTOCK FEMALES
By Kelsey Pope, Contributing Writer

WWhile seedstock producers 
have become experts at 
marketing and selling 

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

Preparing Females         Preparing Females         
for Salefor Sale

Preparing females for sale requires 
advance planning, along with their 
planned matings. Darren Richmond, 
owner of Richmond Marketing Service/
Richmond Photo Video, off ers 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 AI 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 fi rst impression, so proper 
condition of that animal is a must for 
a high-quality picture.”

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

Consignment SalesConsignment Sales
Whether hosting your own sale and 

bringing in other sellers for a larger 
off ering, 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 diversifi es and markets females in 
several ways because people prefer to 
purchase cattle by diff erent 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 off er 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 
diff erent pedigrees, yet similar quality 
cattle.

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

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.

Online Sales and     Online Sales and     
Private TreatyPrivate Treaty

The Sloups also utilize online sales 
and private treaty off erings. 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.”
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CROSSBREEDING EASY
GELBVIEH & BALANCER ®

Gelbvieh and Balancer cattle excel in traits such as growth, stayability, 
and productivitiy. Using Gelbvieh and Balancer genetics in a planned 
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. 

CROSSBREEDING THAT COUNTS

GELBVIEH.ORG

MAKE
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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 
fi nd 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 
off ering 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 

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 diff erent marketing 
methods.”

Marketing FemalesMarketing 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 fi rst 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.  NC

LOOKING TO BUY FEMALES? CONSIDER:
• Know what type of female, genetics or EPD profi le you are 

looking to buy for your program and have that in mind ahead of 
the sale.

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

• 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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the embryos they can purchase,” Sloup A challenge in doing a female sale is 

“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
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Heartland Angus MarketingHeartland Angus Marketing
contact: Jemi - (402)358-1470

*New**New* Website to promote  Website to promote 
sales & list cattle to sellsales & list cattle to sell
*New**New* Herd Performance  Herd Performance 

Data ManagementData Management

*Same**Same* Customer Care  Customer Care 
& Photography Services*& Photography Services*
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~ 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)

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

Sale Managed by 
KYLE GILCHRIST AUCTION CO.

(641) 919-1077

www.JeffriesCattle.com

1.806.499.3853     tcr@cattlerange.com     cattlerange.com

VIRGINIA IS FOR
C♥TTLE♥TTLE

Cattle Sold Through Virginia Quality Assured 
(VQA) Sales have Loads of Extra Value

9 All calves are weaned a minimum of 45 days
9 5 way respiratory and 7 way vaccines administered at 4+ months 

and 14 days prior to shipment
9 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

9Heifers are guaranteed open, steers guaranteed against stags, and 
all calves are polled or dehorned

9 Buyers can bid directly over the phone via Tel-O-Auction
9One owner and co-mingled loads of preconditioned cattle 

grouped in uniform load lots available
9 Purple Tag Program Bonus:  Calves’ sires verified to be in the 

70th precentile or better for yearling weight EPD
9Gold 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
www.vacattlemen.org or 

www.buyvirginiacattle.com
or contact Butch Foster 423.360.0434 or 

Troy Lawson 540.430.0042
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SURVIVING SUDDEN, TRAGICSURVIVING SUDDEN, TRAGIC
OPERATIONAL CHANGESOPERATIONAL CHANGES

By Natalie Jones, Contributing Writer

TThrough 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. 

The Livingston FamilyThe 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 
fi rst year with the help of her family, 
nephew, church family, a neighbor and 
a very brave young daughter, Cadrien. 

“I distinctly remember sitting down 
with mom after the funeral, and her 
asking me if I 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 
I 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 fi rst 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 
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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.
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thing since sliced bread! I find it additionally helpful for bringing in 
a set of twins or a calf that’s not nursing well. I LOVE IT!!!"
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to sell private treaty, running the opera-
tion together. Cadrien still fi nds 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. I’m very thankful for knowing God 
and having faith that He’ll step in and 
fi ll all those empty voids.”

The Lienemann FamilyThe Lienemann Family
Torri Lienemann and her children, 

Maci, Taylon, Sydni and Skylar, are fi rst-
generation Angus seedstock producers 
in Princeton. Shortly after Torri and 

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 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.”

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

SURVIVING SUDDEN, TRAGIC OPERATIONAL CHANGES • CONTINUED FROM PAGE 24
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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.
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nutrition, customer relations), while 
Taylon was in charge of everything 
outside of the offi  ce (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 fi gure 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 fi rst 
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 artifi cial 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 

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

distress. By calling or texting 988, you’ll 
connect to mental health professionals 
within the Lifeline network. 

The Dean FamilyThe 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 

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 
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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.
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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 fi rst in an eff ort 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.

“I’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 refl ects the personal views 
of the author and does not represent 
an offi  cial position of the University of 
Nebraska-Lincoln.  NC
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Not (Quite) Your Grandfather’s FertilizerNot (Quite) Your Grandfather’s Fertilizer
Is Manure an Untapped Resource for Your Yields and Soil Health?Is Manure an Untapped Resource for Your Yields and Soil Health?

By Callie Curley, Contributing Writer

AAwell-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 fi nd livestock producers who 
have this awesome resource – manure 

– but struggle to use it eff ectively and 
effi  ciently. 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 infl ation. 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. 
“Aff ordability 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 eff ort 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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farmers and cattle producers back to 
nature’s fi rst 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 benefi ts can be 
really impressive.”

Johnson also advocates for manure 
as a benefi cial 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 

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

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

“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 
benefi t 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 benefi t 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 benefi t to using 
a combination of both to meet your 
unique needs.”

Open Lot vs. Confi nement
Scholting and Johnson both em-

phasize that manure quality is widely 
dependent on the operation it comes 
from. Open lot and confined barns     

"Grandpa knew way 
back when that 

manure helped his 
crops. He may not 

have known why, but 
he knew it helped."

– Leslie Johnson
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create diff erent manure products due to 
the diff erences 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 [confi nement].”

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 effi  ciency as a fertil-

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 benefi ts 
of manure far outweigh any of these 
factors.”

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

“When manure comes fi rst, you get 
all the benefi ts 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-fi ts-all 
approaches to fertilizer planning, an 
analysis of your needs is a great fi rst 
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.  NC
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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 
request to info@nebeef.org.Win a Cabela's Cooler!

L e a r n  m o r e  a t  w w w. n e b e e f . o r g

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 
straight forward statement: "Good Life. Great 
Steaks." 

A similar billboard message will be on display at 
the Omaha airport. Travelers arriving to and 
traveling from the airport will see the messages traveling from the airport will see the messages 
in the terminal walkways. The in-door signage 
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 Infor med with the Nebraska
Beef Council  e-Newsletter

SUMMER BILLBOARD CAMPAIGN FEATURES 
NEBRASKA-SHAPED STEAK
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	 NC Foundation
By Jana Jensen       
NCF Fundraising Coordinator

Honoring a Legacy
NCF Donation Memorializes          

Lawrence Jochens

Looking 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.

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 specifi cally 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. 

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.”  NC

Member FDIC/agribusiness

Overlooking 
nothing. 
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.

FN15733_Ag_Print_4.75x3.75_1.indd   1FN15733_Ag_Print_4.75x3.75_1.indd   1 3/1/22   3:29 PM3/1/22   3:29 PM
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	 NCIG
By Joe Broekemeier
FNIC Sales Executive, Director of Ag 

Livestock Mortality 
Insurance

As 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

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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Discover Nelson Irrigation’s complete line of products at nelsonirrigation.com  / Tel: + 1.509.525.7660

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 
irrigation system from anywhere with our new 
TWIG® Wireless Controls mobile app and next 
generation TWIG® components. Buy American – 
Choose Nelson. 

TWIG®

Mobile App

NEXT GENERATION

NEW WORDMARK // GRAY
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	 IANR
By Mike Boehm, Ph.D.
Vice President for Agriculture, University of Nebraska, 
Harlan Vice Chancellor, Institute of Agriculture and Natural 
Resources, University of Nebraska-Lincoln 

The 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 150th anniversary of 
the University of Nebraska-Lincoln’s 
(UNL) College of Agricultural Sciences 
and Natural Resources (CASNR) and the 
50th 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 

Diamond   6   Feeders
294 18th Road, West Point, NE 68788

402-372-5751

PROUDLY DOING OUR PART TO FEED THE WORLD

Celebrating Milestone 
Anniversaries

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. I, along with our IANR 
faculty and staff, am incredibly grateful 

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

•	Jud Jesske, 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 Langemeier, 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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DEFEND OUR GRASSLANDS
PREVENT AND REMOVE EASTERN REDCEDAR

---- The Great Plains Grassland Initiative ----

VISIT YOUR LOCAL NRCS OFFICE OR A PARTNER BELOW FOR DETAILS.

BEFORE AFTER

Images courtesy of USDA-NRCS

EASTERN REDCEDAR TREE REMOVAL

USDA is an equal opportunity provider, 
employer, and lender.

Images courtesy of USDA-NRCS

ApplyApply

Now!Now!

e $100 listing fee 
 
e Multiple auctions held every week

e No transportation or preparation cost

e We handle post auction payment/titles 

e ALL EQUIPMENT IS SOLD “AS IS, WHERE IS”

purplewave.com
866.608.9283
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• Sara Place, technical consultant, 
Sustainability, Elanco, Inc., Greater 
Syracuse-Auburn Area, N.Y.

• 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 fi elds 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 profi table.

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://beefi nnovation.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 100th anni-
versary in 2073.

I am proud that both IANR 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.  NC

	Consider This

IANR • CONTINUED FROM PAGE 44

management plan based on your specifi c 
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 signifi cantly aff ected if one or 
more of those animals were to die unex-
pectedly. We off er free insurance reviews 
to help you protect what you’ve worked 
hard to build. We want to help you fi nd 
a balance between risk retention, insur-
ance premium and risk mitigation that 
fi ts 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 specifi c to the work you do. This joint 
venture is a valuable benefi t 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.  NC

NCIG • CONTINUED FROM PAGE 42
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MAJESTIC RANCH

Located on the Missouri River breaks 
of Gregory County, South Dakota, and 
consists of 12,660± deeded acres. Highly 
diversified cattle operation and recreational 
ranch with excellent improvements 
and breathtaking views. $28,000,000

WWW.HALLANDHALL.COM

SALES   |   AUCTIONS   |   FINANCE   |   APPRAISALS   |   MANAGEMENT

VIEW MORE REGIONAL 
LISTINGS ONLINE

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. The ranch has a 350 head 
cow year-round capability. $5,552,000

CRAZY HOLE CREEK RANCH

Crazy Hole Creek Ranch consists of 
4,181± total acres and has been operated 
as a purebred Angus outfit. The ranch has 
a log home overlooking a reservoir and 
meadow. As good of a cattle/recreational 
combo as you will find. $9,950,000

BUMPY ROAD RANCH

Only 12 miles from Scottsbluff, this ranch 
is a great mix of recreation and grazing. Truly 
diverse from dark timber-covered hillsides 
and draws to open pastures. Mule deer, 
bighorn sheep, wild turkey, and pronghorn 
antelope are present. $2,775,000

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

BISMARCK TRAIL RANCH

Luxury working ranch with a tremendous 
set of first-class improvements including 
two luxurious homes. A high-end 
investment asset currently leased out 
for 2,500 yearlings, 1,200 pairs, 1,000 
wild horses, and farming. $37,500,000 

© 2021 CNH Industrial America LLC. All rights reserved. New Holland is a trademark registered in the United States and many other countries, owned by or licensed to CNH Industrial N.V., its subsidiaries or affiliates.

We asked haymakers like you what they want from a windrower. You’ll find the results 
in our new Speedrower® PLUS Series — designed to provide greater productivity, 
precision, and performance. These windrowers feature superior drivability with new 
SensiDrive™ drive-by-wire controls and the industry’s fastest speeds both in-field and 
on-road. Intuitive, factory-installed Precision Land Management (PLM)™ solutions and 
our most comfortable ride ever lead to a faster way to mow more hay in a day.

Get the “PLUS” you need for your operation with a new Speedrower PLUS. 
Stop in today or visit newholland.com to learn more. 

Scan to see the
Speedrower PLUS
in action.
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	 Legislative Update
By Ashley Kohls
NC Vice President of Government Affairs

Friend of the Court

Nebraska Cattlemen, alongside 
seven other Nebraska agricul-

ture organizations, fi led 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. 

Multicounty signature requirements 
like Nebraska's refl ect 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 fi led a lawsuit alleging 
that the state's signature requirement 
to place a question on the ballot is 
unconstitutional; specifi cally 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. I want 
to be explicit in noting that Nebraska 
Cattlemen does NOT have a position 
regarding the contents of this specifi c 
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.   NC

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 fi ling signatures.

• The deadline for fi ling 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.

•  The oldest ranching job 
board on the internet

•  Post a job, or a job 
wanted

• Since 1998
Website traffic:  

over 50,000 visits/mo

www.RanchWork.com
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LashleyLand.com

Sheridan County Pivots, Drycrop, and Range
$8,500,000 • 4,831± acres

Multiple parcels of high quality farmland  
in Northern Sheridan County, NE.

Niobrara River Ranch
$6,700,000 • 3,919± acres

A gorgeous combination ranch sitting along  
the banks of the Niobrara River near Ainsworth, NE.© 2022 CNH Industrial America LLC. All rights reserved. New Holland is a trademark registered in the United States and many other countries, owned by or licensed to CNH Industrial N.V., its subsidiaries or affiliates.
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Club Calf

3. Landgren Ranch
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 I Am, 
Front and Center, Wynn In Doubt

4. Rick Schultz Cattle
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 
at the farm.

5. Russman J K Livestock
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! 

6. Sellman Ranch Show Cattle
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 the cattle any time!

1. Burke Cattle 
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!

2. Christo Cattle Company
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
Call to view cattle in person any time.
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Earlier this year, as wildfi res spread 
across south-central Nebraska, 

the world watched as first respond-
ers, volunteer fi refi ghters 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 
wildfi res’ aftereff ects, 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 

	 Inside Track
By Libby Schroeder
NC Director of Communications

Nebraska Cattlemen 
Disaster Relief Fund

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
A joint feeder calf tour with Sandhills 
Cattle Association, Sandhills Affi liate 
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 offi ce at (402) 475-2333.

Upcoming Affi liate 
Meetings

Over the next few months, Nebraska 
Cattlemen (NC) affi liates will be busy 
hosting fall producer meetings. We are 
excited to share that some affi liates 
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 
offi ce at (402) 475-233 or email Jessica 
Rudolph at jrudolph@necattlemen.
org. Visit the Nebraska Cattlemen 
website for a list of all upcoming 
affi liate meetings.

for aid until Sept. 30, 2022, from beef 
cattle producers who were aff ected by 
all fi res 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 

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 wildfi res.

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 offi  ce at (402) 475-
2333 or email disasterrelief@necattle-
men.org.  NC
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1-800-682-4874 ▪ (402) 376-3611

Valentine 
Livestock AuctionLivestock Auction

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

www.valentinelivestock.net
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Nebraska Cattleman
Burwell Feeders 

1/4 Page, Black & White
August 2018

Custom 
Cattle 

Feeding

Russell Walker, Manager
Kregg Chilewski, Yard Foreman 

Carmen Phillipps, Office Manager

         Email: burwellfeedersllc@nctc.net
Office: 308-346-4117  •   Fax: 308-346-4453

82965 State Hwy. 11   •   Burwell, NE  68823-5232
www.burwellfeedersne.com

 15,000-Head Capacity
 Financing Programs Available
 Hedging Programs
 Excellent Drainage & Windbreaks
 Excellent Grain Processing Equipment
 Consulting Nutritionist & Veterinarian on Staff
 Pen Sizes Range from 40-250 Head
 5 Packers Weekly to Bid on Cattle

We may not be the 
biggest, but we are 

striving to be the best.

         Email: burwellfeedersllc@nctc.net

Levi Landers,
Regional Manager

Colorado
Nebraska

Angus. America’s Breed.

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.

© 2020-2021 American Angus Association

3201 Frederick Ave. | St. Joseph, MO 64506
816.383.5100 | www.ANGUS.org

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

Taking space 
reservations for the 

November Convention 
Preview issue of 

Nebraska Cattleman 
until Sept. 25. 

Featuring: 

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

•	 Special recognition for NC Convention Trade Show 
participants. 

•	 Convention 
registration forms 
and information.

Nebraska Cattleman
The ONLY publication dedicated                        to the Nebraska cattle industry.

“This is hands down one of the 
best magazines in the industry.“ 

– Nebraska Cattleman reader 

RESERVE SPACE IN THE NOVEMBER ISSUE BY SEPT. 25!   
CONTACT NEBRASKA CATTLEMAN SALES 

REPRESENTATIVE 
Amber Coleman 

acoleman@necattlemen.org  |  (402) 340-1588
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 Calendar
September
5 NC Offi ce 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 NC Joint 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 Certifi cation, 

Ogallala
4 BQA & BQAT Certifi cation, 

Lexington
5 BQA & BQAT Certifi cation, 

Geneva
6 BQA & BQAT Certifi cation, 

Columbus
7 BQA & BQAT Certifi cation, 

Bridgeport
7 BQA & BQAT Certifi cation, 

O'Neill 
8 Hereford Crossroads in the 

Heart City, Valentine
11 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 Offi ce 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 Certifi cation, 

Norfolk
13  BQA & BQAT Certifi cation, 

Beatrice
13  BQA & BQAT Certifi cation,  

St. Paul
14  BQA & BQAT Certifi cation, 

McCook
14  BQA & BQAT Certifi cation, 

Thedford
26 NC Offi ce Closed
2023
January
30 APEX Cattle Annual Bull & Bred 

Heifer Sale, Dannebrog
February
1-3 Cattle industry Convention & 

NCBA Trade Show,   
New Orleans, La.
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 Cattlemen's Marketplace

Stocking Dealer with both 
Traditional and Bale/Dump Beds on hand!

Ainsworth Motors Inc.
800-210-1681

www.ainsworthmotors.com

Cannonball 
Bale Beds
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QUALITY CUSTOM CATTLE FEEDING

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

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

(402) 387-2236 • (800) 333-3568

In the business 
since 1951

Custom feeding,
backgrounding & finishing

13,000-head
capacity
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CD Feedlots, Inc.

Alan Hoesing, Manager
Phone: 402-254-6431

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

Cell: 402-518-1381

87932 561 Avenue 
Hartington, NE 68739
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Commercial Cattle Feeders of Central Nebraska

E-mail: darrfeedlot@darrfeedlot.com

Please visit our website: www.darrfeedlot.com

John J. Schroeder Craig Uden
General Manager Cattle Procurement

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

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

42826 Rd. 759
Cozad, NE 69130-5114

John J. Schroeder
General Manager

Craig Uden
Cattle Procurement

Commercial Cattle Feeders of Central Nebraska

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

Palisade (800) 652-9320

dead stock removal service  

www.darpro.com
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 Nebraska Cattleman
Champion Feeders, LLC

January 2022

CHAMPION 
FEEDERS, LLC

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

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

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

Helping Produce the Safest Beef in the World
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54      Nebraska Cattleman      September 2022

	Nebraska Cattlemen in Action

Burwell, Lower Loup and West Central 
Nebraska Cattlemen affi liates attend the 
Member Services-Region 5 meeting in 
Loup City on July 14 and receive updates 
from NC President Brenda Masek, 
standing.

Region 5 Meeting

Vice Chair of Member Services-Region 7 
Rod Keil, standing, interacts with affi liate 
offi cers at McLean Beef during the Region 
7 affi liate offi cer meeting on July 13.

Region 7 at McLean Beef

McLean Beef features a unique 24/7 meat 
vending machine at their retail location.

Cuming County Feeders and Nebraska Extension Beef Systems Educator Alfredo 
DiCostanzo host an open house at Northeast Community College on July 12. The group 
toured the Veterinary Technology Building, Acklie Family College Farm and discussed 
hands-on learning opportunities for the cattle industry.

Open House at Northeast Community College

Members of the Saunders County Livestock 
Association visit the NC offi ce on July 7. NC 
affi liates are encouraged to visit the NC offi ce.

Saunders County Visits NC Offi ce

Ashley Keiser, left, Ty Dybdal, 
middle, and Alex Heine, right, 
give updates to attendees 
during the Cedar County 
Cattlemen meeting on June 28 
in Hartington.

Cedar County 
Cattlemen Meeting

Iowa’s Madison County Cattlemen affi liate tours 
the NC offi ce on July 29 to learn more about how 
NC serves beef cattle producers.

Iowa Cattlemen Visit NC

NC President Brenda Masek, 
right, congratulates NC-PAC-
supported candidate Mike 
Flood, left, for his victory in 
Nebraska’s First Congressional 
District’s special election on 
June 28.

NC-PAC Supported 
Candidate Wins 
Special Election
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605-835-8790     www.rancherslivestockequipment.com

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.  "I just wanted to say 
how impressed I was with how well the cows cleaned up the hay 

from the first two bales that I fed. I only have a few head and I  
usually got 2 days out of a bale, these first bales lasted 6 days."

Check out our SAVE HAY page and the Testimonials on our website and 
see why it is time for you to make the smart choice and 

get a Ranchers Bale Feeder.

Heavy Duty, Hay Saving Bale Feeders
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Performance Plus Liquids, Inc.

Providing all your beef nutrition needs
 to Nebraska and surrounding states

Custom Liquid Feed Supplements
 Distiller Grains

 Nutritionists on Staff

Proudly serving the Cattle Industry since 1988

Performance Plus Liquids, Inc.

800-626-5904P.O. Box 172
Palmer, NE  68864

Nebraska Cattleman
1/4 page, black & white
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Briggs Cattle Co.
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R.A. BRown RAnch
48th AnnuAl SAle

Ridin’ For THE Brand

• 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

R
.A
. B

ROWN RANCH

Sustaining Rancher Profits Is Our Passion

October 11th - 12th, 2022


