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Food for thought. That’s a good
way to look at this issue of FEED•
LOT magazine. When we put to-
gether each issue of this publica-
tion, our goal is to provide editorial
that will help you make money, save
money or contribute
to your operation.
The articles in the
November issue do
that, but in a way that
we hope will trigger
some thinking on
your part.

Two of those arti-
cles come from the
Feeding Quality Fo-
rum. FEED• LOT is
proud to be a part of
that meeting that was
held in August, and it was definitely
thought provoking. Ed Greiman
drew on his work as chair of the
National Cattlemen’s Beef Associ-
ation (NCBA) Cattle Marketing
Committee talking about price dis-
covery. In an era where premiums
are king, how do we know what’s
fair for average? Where is the base
price that premiums are based on?
With trades limited to just an hour
or two during the week, the futures

market is driven by other factors
which increase volatility. Ed offers
some things to think about.

Another speaker, Doug Stanton
with IMI Global, shared his knowl-

edge on marketing op-
portunities beyond our
borders and the steps
it takes to get there.
Doug’s take-home
message – don’t just
assume because you
know the history of
the cattle they will be
eligible for overseas
markets. Documen-
tation is key. You’ve
got to think things
out ahead of time.

A topic that is sure to catch your
attention if you’re a “magazine
browser” is the story on page 10:
Why Antibiotcs Fail. It’s easy to
blame a bottle when cattle don’t
turn around after a shot. Cowboy
coffee shop talk often centers
around what drug is “working.” Dr.
Michelle Arnold explores why
some products appear not to be.
Multiple underlying factors con-
tribute to antibiotic success, in-
cluding animal husbandry and

choosing the correct product
based on the structure of bacteria.
We hope her article will make you
think about antibiotic selection
and if you’re doing your part to sup-
port the product.

As the year draws to a close, you
might be thinking about tax-related
purchases. This issue offers tips on
buying large equipment, as well as
maintaining large equipment and
making necessary repairs without
contaminating parts. 

Lastly, we are taking the oppor-
tunity to pay tribute to Dr. Jim
Sprague. He passed away this fall
after a lengthy career in the cattle
feeding industry as a nutritionist.
Although he was retired when we
started working together 20 years
ago, his desire to educate and help
cattle feeders never waned. I spent
many afternoons at his kitchen
table – him with typed thoughts he
wanted to get to convey, and my-
self with an editor’s pencil to
smooth out his well-founded ideas.
His articles were a favorite of read-
ers for many years.

Dr. Sprague always offered food
for thought, just like this issue. I
think he would approve. FL
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“We can customize a system
to meet your needs.”

❖ Platform Scales
(10 sizes/self-contained)

❖ Single Animal 
Weigh Cage
(self-contained)

❖ Single Animal Scales
(under squeeze chutes)

❖ Portable Calf Scales
(3 designs for various
weights)

❖ Hay Processor Scales

By Jill J. Dunkel
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• Never Miss A Feeding
• Works In Any Shape Bunks
• Over 35 Years of Proven Performance
• Over 1800 Units Sold
• Fan Speed 3200 RPMS 
(speed creates MPH)

• Units All Self Contained
• Fly Spraying Attachment Available





Randall Raymond, DVM, Director
of Research/Veterinary Services at
Simplot Livestock, says cattle in
their hospitals are treated with as
little disruption as possible. “His-
torically we kept cattle in hospital
pens several weeks so they could
receive a series of treatments. We
don’t do that anymore,” he says.

“One reason is that hospital
bunks are difficult to manage be-
cause of varying head count as cat-
tle come in and out. Keeping feed
fresh is challenging. Second, hos-
pital pens are a place where sick
cattle can transmit diseases to each
other. Third, the antibiotics avail-
able today last longer and don’t re-
quire handling cattle multiple
times. Some drugs have 7 to 10 day
tissue levels. We can often treat an-
imals and take them back to their
home pen within 24 to 36 hours,”
Raymond explains.

“Cattle that need extra care or
additional treatments stay as long
as necessary, so we have two kinds
of pens. If we think an animal will
be well enough to go home within
36 hours after treatment we put it
in a go-home pen,” says Raymond. 

“The second type of pen usually
has a roof and bedding, for more
intensive care if animals need to
stay multiple days. If they are in-
jured or extremely lame and won’t
do well in a competitive situation,
we’ll keep them in this pen as long
as needed,” he says.

There are always multiple ani-
mals coming in to the various pens,
because of the size of the yards and
number of cattle. “Cattle that come
in today from a certain part of the
feed yard are placed in the same
pen. Then the crews can take that
entire pen back to that location
when they’re ready to go home.
That one pen might house cattle

from five or six different alleys in
that part of the yard. They will be
taken back as a group to that re-
gion and sorted back into their nor-
mal pens,” Raymond says.

“Our hospital pens are organ-
ized—black cattle together, large
cattle together, etc.” says Stevens.
Flow-through pens speed recovery.
“We can tell when we’re not man-
aging our hospitals appropriately
because death losses and chronics
increase. Antibiotics are a great
tool, but if other important things
are not managed (comfort, mini-
mizing stress, etc.) in hospital
pens, the antibiotic is almost irrel-
evant,” he says.

It is important to clean water
tanks daily and have fresh water.
Dry bedding is important, especial-
ly in winter. “In summer, many
yards provide portable shade,”
Stevens says.

“Exercising the cattle (rotating
them through our four-day pen sys-
tem) is a huge help, to increase
blood flow and improve healing. If
they just lie around they won’t heal
as fast.” Getting them moving helps
physically and psychologically. Cat-
tle with severe pneumonia need
something to look forward to. They
want to be out of that hospital pen.”

A new pen, new feed, new envi-
ronment, is a fresh start for the an-
imal. “Each day the cattle feel bet-
ter. Their pen mates start to feel
better, start eating more, and have
a more inquisitive attitude. This
helps their recovery,” says Stevens.

“Antibiotics are wonderful, but in
the last 20 years we’ve forgotten
that cattle also need a nice place to
lie down, clean feed, clean fresh wa-
ter and good handling. Those things
are more important than what kind
of drug you give them.” FL
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Hospital Systems
FEEDLOT FOCUS

By heather smith thomas

GGood hospital pens are crucial
for effective, efficient treatment of
sick cattle to get them back to their
home pens quickly. Hospital sys-
tems vary, depending on yard size,
treatment plans, facilities, etc. Ex-
ercise or additional treatments can
also be utilized, all with the goal of
reuniting sick livestock with their
pen mates.

Corbin Stevens, DVM, with
Stevens Veterinary Services, Pro-
duction Animal Consultation con-
sults with 15 feedlots and says the
larger ones have multiple hospital
locations. This makes it easier to
get cattle in from various areas,
with smaller groups in each pen.

“We use a four-day recovery sys-
tem, with four recovery pens, so
we can exercise the cattle daily,
moving them into a new pen. We
rotate pens, and cattle do better if
they are moved into a new environ-
ment with fresh feed and water. Af-
ter rotating through, on day four
they are evaluated to see if they can
go back to their home pen, or need
retreatment, or go to a convales-
cent pen,” says Stevens. He recom-
mends sorting cattle in a convales-
cent pen once a week to take out
any that can go home or see if any
need re-treatment.

“Many of these cattle don’t need
more drugs/antibiotics but need
more time, and maybe supportive
care like drenches or vitamins.
They’re not quite well enough to
compete in their home pen at the
feed bunks. We also have a treat-
ment pen where cattle are brought
in for specific ailments needing dai-
ly treatment,” he says. Every hos-
pital also has a chronic pen. Those
animals may be euthanized even-
tually or sold on the rail once drug
withdrawal has been met. 



Dr. Jim Sprague
Passes Away

Dr. Jim Sprague, a retired live-
stock nutritionist who wrote arti-
cles for FEED•LOT for several
years passed away September 2,
2017. He was born on February 17,
1931, in Greenville, Michigan. After
graduating from Greenville High
School, James attended Michigan
State University. During the Korean
Conflict he served in the U.S. Army,
being discharged as a First Lieu-
tenant. He returned to Michigan
State where he would receive his
Bachelors and Masters Degrees fol-
lowed by his Ph.D. in 1961 as an
Animal Nutritionist.

James began his career as a Live-
stock Nutrition Specialist and As-
sistant Profes-
sor at Colorado
State Universi-
ty from 1961-
1963. He then
worked for sev-
eral large feed
companies in
Colorado, in-
cluding Wilgro Feeds and Ranch-
Way Feeds from 1963-1980. He
moved to Garden City, Kans., in
1980 where he continued his career
with Farr Better Feeds. After retir-
ing he operated Sprague Animal
Consulting.

James married A. Jeanne Reed
in 1953 in Horton, Michigan. They
had two sons, Tony and Kim. He
later married Josephine Niernberg-
er in 1981, she died in 1997. On De-
cember 10, 2000, he married Nancy
Spangler Thompson, after which
he moved to Newton.

He was a member of the First
Church of the Nazarene in Newton
and the American Legion in White-
water, Kansas. Jim was a man who
never met a stranger. He loved fam-
ily and spending time attending their
many activities and celebrations. FL
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Cattle just aren’t traded the same
today as they were decades ago.

Chances are, the beef business
isn’t going to reverse its ways, 
said Iowa cattleman Ed Greiman,
during the Feeding Quality Forum
in August. 

“We know that we are never go-
ing back to 70% or 80% of the cattle
negotiated on the cash market,”
said Greiman. “Why? You are pay-
ing extra premiums for calves.”

Feeders trying to fill a yard with
repeat suppliers, following special
protocols or participating in verifi-
cation program need a return on
the investment. Cow-calf produc-
ers need to get extra for their
calves if they’ve spent more on im-
proved genetics and management
compared to the average. 

“We are trying to market the val-
ue of our cattle,” the feeder said.
They are no longer all commodities. 

The partner in Greiman Broth-
ers farm near Garner, Iowa, drew
on his work as chair of the National
Cattlemen’s Beef Association
(NCBA) cattle marketing commit-
tee to talk about price discovery
with the feeders, allied industry
and academia gathered in Omaha,
Neb., and Garden City, Kan.

“Retailers or customers want
something specific, and in doing
that, we form these alliances and
partnerships,” he said, “but we also
change the dynamics of our mar-
ket. I’m not saying that’s bad; it’s
where the market is going.”

It does cause challenges in es-
tablishing base price.

USDA’s Mandatory Price Report-
ing came about in the late 1990s as
a way to introduce more trans-
parency in the market. 

“When it first
started, its pur-
pose was to re-
port to us what
cattle were trad-
ing somewhere
else. It was to give us an idea of what
people were doing with their cattle
in different regions,” Greiman said.
“No one ever thought that we would
end up pricing cattle off of it.”

But that’s where most grids and
formulas draw their starting points.

“When you see the average price
in Iowa on 1,000 head traded for
$1.04, what does that mean? What
were those cattle?” he asks. They
could be overfat heiferettes or a
group with above-average, uniform
genetics. “None of us really know
what those cattle are because we
can’t see them. We don’t have a pic-
ture of them and we weren’t there,
so we don’t know what the condi-
tions of those trades are about.

“Another concern I have,” he
said, “is what happens when you
get to where that last 25% of the
cattle are actually below average?”
That’s not generally the case yet ac-
cording to the data, he added. 

While Greiman used to enter
into packer negotiations by asking
about premiums, now he first asks,
“What am I based off of?” 

When fall 2015 brought an all-
time low in the number of cattle
traded live, down to 15% one week,
this issue came to the forefront.

“I believe that was the week
Texas was less than 500 head,”
Greiman said. Price volatility was
also high at that time, and packer
margins have climbed since then.
“There was this bright light shined
on the cattle business two years

ago.” Since then, elected officials,
the Commodity Futures Trading
Commission (CFTC), producers
and industry stakeholders have
been working together to come up
with solutions, such as the Fed Cat-
tle Exchange. 

“We have a tendency to trade cat-
tle once a week…on Fridays. We
were doing a lot of Friday, 4-o’clock
and 5-o’clock trades,” he said. The
futures corrections come on Mon-
days. “You see a market kind of has
a tendency to do what it wants to
do during the week, because we
weren’t telling it anything.” 

Cat t lemen need to  dr ive
changes, Greiman said, because
grid marketing works, rewarding
the better cattle with better prices,
so it’s likely not going away.

A recent conversation with a re-
tailer cemented his thoughts on
that. “He’s saying this is what I
want. He’s telling the feedlot what
we want, and then the feedlot’s go-
ing to tell the cow-calf man. The
cow-calf man’s going to go to the
seedstock producer, and we’re
pulling through. 

“Well, if you’re going to build a
program like that it’s kind of hard
to put them on the open cash mar-
ket,” Greiman said.

For more information on the
meetings, co-sponsored by Roto-
Mix, IMI Global, Micronutrients,
Zoetis, Feed•Lot magazine and 
Certified Angus Beef LLC, visit
feedingqualityforum.com. FL
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Price discovery in
the premium era

By miranDa reiman

FEEDLOT FOCUS





Bovine respiratory disease
(BRD) continues to be the most
common cause of feedlot death
loss, despite improved vaccines
and expensive long-acting antibi-
otics formulated specifically
against the bugs commonly found
in a diseased bovine lung. Beyond
death loss due to severe pneumo-
nia, the costs of treatment (antibi-
otics) and prevention (vaccines),
loss of production, and reduced
carcass value in chronic cases
must also be considered to under-
stand the full economic loss to the
industry. In the face of these chal-
lenges, consumers are increasingly
demanding reduced antimicrobial
use in the production of whole-
some beef. 

The FDA, concerned that over-
use of antibiotics in animals will
create resistance and reduce their
effectiveness in people, has al-
ready limited the use of antibiotics
in feed through the Veterinary
Feed Directive. Many cattle pro-
ducers are concerned injectable
antibiotics may be FDA’s next tar-
get. While antibiotic resistance
does occur, it is not the only rea-
son for treatment failure. Given
the need to continue using antibi-
otics in food-producing animals, it
is important to review their cor-
rect usage and why antibiotics
may fail to work.

BRD relies on the mixture of host
susceptibility, pathogens (viral and
bacterial) and the environment 
to cause disease. Mannheimia 
hemolytica (formerly known as
Pasteurella hemolytica), the most
common bacteria found in bovine
pneumonia, is an opportunist that

gets in the lungs when the calf’s de-
fenses are down due to a respira-
tory virus and stress. Weaning, co-
mingling, transportation, castration
and dehorning, bad weather, over-
crowding, and poor quality air are
known to compromise a calf’s im-
mune system. A persistently-infected

(BVD-PI) calf in a pen results in con-
tinuous exposure of the pen mates
to the BVD virus and a constant re-
duction in their ability to fight sick-
ness. Lightweight calves weaned on
the truck that have not begun eating
and drinking are at exceptionally
high risk for disease and death.
Each of these situations leads to
poor antibiotic response.

It is important to understand
why successful treatment of pneu-
monia is not simply a matter of
grabbing a bottle of the latest and
greatest antibiotic, drawing up a
dart-full, shooting it in the sick calf
and waiting for the magic bullet to
take effect. Instead, full recovery
is a joint effort between the calf’s
immune system and the selected
drug to stop the growth of bacteria
and destruction of lung tissue. An-
tibiotics hold bacterial growth “in
check” and give the calf’s immune
system time to gear up and effec-
tively fight the disease. Treatment
failure may be due to calf factors
including overwhelming stress, in-
fection with BVD virus, or nutri-
tion-related factors such as trace
mineral deficiencies or subacute
ruminal acidosis. 

Sound nutrition and manage-
ment, especially around weaning,
will substantially increase the re-
sponse to antibiotics. Calves vac-
cinated 2-3 weeks pre-weaning
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FEEDLOT FOCUS
By michelle arnolD, Dvm, Dabvp

ruminant extension veterinarian
univeristy of kentucky

Antibiotics
Fail
Hint: It’s probably not the drug’s faultW

H
Y

If a calf requires
retreatment, selection 
of an antibiotic from 
a different class will
attack the bacteria
through a different

route and often
enhances treatment

response. A veterinarian
is well-trained in

antibiotic selection 
and is the best source 
of information when

choosing therapy.



against respiratory viruses are
known to respond faster and better
to antibiotic therapy if needed. A
good environment with plenty of
shade, space, clean water and bunk
space reduces stress. Identification
and removal of PI calves is accom-
plished through a simple, inexpen-
sive ear notch skin test. Trace min-
eral deficiencies can be addressed
quickly through an injectable trace
mineral supplement while calves
are transitioning on to a trace min-
eral mix.

Treatment failure due to human
errors may include poor timing,
use of the wrong drug, improper
dose or route of administration,
mishandling issues or failure to
recognize treatment response.
Timing is crucial; if calves are
treated early in the course of dis-
ease, almost any antibiotic will
work. Conversely, if calves are
treated late in the course of the
disease, nothing will work. In 

addition to timing, dosage is cru-
cial because antibiotics only work
if they reach concentrations above

the minimum inhibitory concen-
tration or “MIC”. Figure 1 graphi-
cally displays the difference
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figure 1: the “mic” is the “minimum inhibitory concentration” or the
minimum level of the drug needed to fight bacteria.

u



between antibiotics that are con-
sidered “time dependent” (effec-
tiveness depends on exposure to
the drug for a certain length of
time) versus “concentration de-
pendent” (bacteria must be ex-
posed to a high concentration of
the drug). If label directions are
not followed and only a partial
dose is administered or perhaps a
second dose is required but not
given, the drug is unlikely to work
effectively because it cannot
reach the necessary minimum tar-
get concentration. 

Selection of the best antibiotic
class or “family” is an equally impor-
tant success factor. Figure 2 is an il-
lustration of the mechanisms antibi-
otic classes use against bacterial
cells. Beta-lactams (penicillin, Ex-
cede,® Naxcel,® Excenel®) cripple
production of the bacterial cell wall
that protects the cell from the ex-
ternal environment. Aminoglyco-
sides (gentamicin) and Tetracy-
clines (LA-300,® Biomycin,® and many
others) interfere with
protein synthesis by
grabbing on to the ma-
chinery in the ribo-
some needed to build
proteins. Macrolides
(Draxxin,® Micotil,®

Zactran,® Zuprevo,® Ty-
lan®) and Chloram-
phenicol derivatives
(Nuflor®) also interfere
with protein synthesis
although at a different
location on the ribo-
some. The Fluoro-
quinolones (Baytril,®

Advocin®) block genet-
ic replication by inter-
fering with DNA and
RNA synthesis. 

Why is this informa-
tion important? If a calf
requires retreatment,
selection of an antibi-
otic from a different
class will attack the
bacteria through a dif-
ferent route and often

enhances treatment response. An-
other good example is treatment
for Mycoplasma bovis, a bacterium
frequently found in chronic pneu-
monia cases. Mycoplasma has no
cell wall so treatment with a Beta-
lactam will prove absolutely use-
less. A veterinarian is well-trained

in antibiotic selection and is the
best source of information when
choosing therapy. Another issue
that may affect success is mishan-
dling the product; an antibiotic that
gets too hot or is allowed to freeze
inactivates the drug in most cases.
Sometimes treatment failure is not

a “failure” but rather an inability to
recognize recovery. A calf that is
eating, drinking and looks better af-
ter treatment but still has a slight
fever often just needs time, rather
than more medicine, to fully recov-
er since fever is one of the last clin-
ical signs to disappear.

Strategic and correct use of an-
tibiotics will continue to be of im-
portance for the cattle industry
from this point forward. Careful at-
tention to timing of treatment, drug
selection, dose, and handling of the
product will reduce the human fac-
tors that contribute to antibiotic
failure. Calf factors including over-
whelming stress, infection with
BVD, environmental or nutrition-
related disorders must be mini-
mized in order for the calf’s im-
mune system to work effectively
with the antibiotic to stop disease
in its tracks. Judicious or proper
use of antibiotics will ultimately
curb the development of antibiotic
resistance and help protect human
health, a win-win situation. FL
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figure 2: Drawing of a bacterium illustrating the ways different “classes” of
antibiotics attack them.

Why antibiotics fail... from previous page

Careful attention to
timing of treatment,

drug selection, dose, and
handling of the product
will reduce the human
factors that contribute

to antibiotic failure. 





Feed yards sell feed. Sure, they
use cattle as a consumer for that
product, but when it gets down to
it, feed yards are selling feed. At
the heart of every feeding opera-
tion are reliable equipment and a
crew to deliver it accurately and on
time. It takes a wide variety of large
equipment and machinery to keep

a feed yard running. If your com-
pany is on a routine replacement
schedule, is expanding or needing
to upgrade, there are several as-
pects to consider before making a
new purchase.

Determine your needs
If you’re in the market for a new

loader or tractor, Jacob Sherman,

Kubota ag tractor project manager
suggested evaluating your needs
and deciding what you plan to 
do with the equipment. Will this
machine clean pens, load feed
trucks or haul round bales? What
other jobs might be considered?
That way the machine you pur-
chase will match your expecta-
tions, he explained. 

“Evaluate the horse
power required for exist-
ing implements and make
sure you get  enough 
power to properly utilize
them,” Sherman said.
“Most manufacture man-
uals will have a preferred
or recommended horse
power rating.”

Loader height is also a
key factor in a new pur-
chase, said Joes Grimes,
CAT global product ex-
pert. “Feed trucks and
feed wagons are growing
in size and capacity. They
could be 12.5- to 13-feet in
height, and we want to be
able to dump product into
a wagon that tall and give
the operator a good line
of sight to do so.”

With increased height,
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LARGE EQUIPMENT FOCUS

Two Manufacturers Offer Suggestions On
Purchasing Large Equipment

SHOPPING FOR

SIZE
By Jill J. Dunkel



the payload capacity is also impor-
tant. “You don’t want to give up so
much payload that you can only
pick up a small load,” Grimes ex-
plained. “So there’s a balance there
you need to achieve. Get high
enough to do the task, but not so
high that you lose the stability of
the machine.”

Integrated payload control is a
benefit for some operations,
Grimes said, increasing productiv-
ity and ease-of-use by allowing op-
erators to weigh payload right at
the pile to get the correct amount
before they travel to the wagon.

Depending on the application
and type of machine, rear 3-point
lift capacity could also be impor-
tant, as is the functionality of a
front 3-point if the machine is used
for snow removal or scraping, of-
fered Sherman. 

PTO speed can also be a poten-
tially restricting variable, he said.
“Smaller tractors may only have a

540 rpm, and some larger models
could require you to pay for the 
option of 1000 rpm (standard on

M7 Kubota models), or they may
not offer it. It varies by manufac-
turer,” Sherman said.

FEED•LOT  November 2017 15

u



consider safety
Employee safety is paramount,

so make sure any new purchase
has safety features. Some loaders
offer integrated rear detection sys-
tems, similar to what automobiles
have, said Grimes. “Our rear detec-
tion system is smart in a way that
if you’re moving quick, it looks fur-
ther out to give you time to stop. If
you’re going slowly, it pulls that
range back in,” he said. 

Visibility is another safety consid-
eration. “Make sure you can see in
the rear for 3-point work or in front
of the tractor,” added Sherman. 

Lighting is also important. “De-
pending on the use of the ma-
chine, see what lighting packages
are available for night operation,”
he said.

Grimes agrees that lighting is 
important. “Backup lights so you
can see are a key safety feature.”
Integrated tire pressure sensors

are another safety feature that
helps ensure the equipment is op-
erating appropriately.

operating costs
Everything comes down to the

bottom line, so features that re-
duce operational expenses can
make an impact on the purchase.
“We think very seriously about op-
erating costs. Things like fuel burn,
tires and wear on cutting edges are
important to our customers,” ex-
plained Grimes.

Features like wheel torque con-
trol allow an operator to adjust the
torque set to the tires. “On concrete
pushing up hay, you turn up the
torque. But if I’m in pens working, I
can dial that back so it doesn’t burn
up the tires, and I have predictable
control in slippery conditions.”

Fuel burn can be reduced with a
lower engine speed, resulting in less
wear on rotating components. Wear
to cutting edges can also be reduced
with features that stop the bucket

from hitting the ground hard and in-
stead catch the bucket an inch
above the ground, said Grimes.

standard vs. extra
There is a wide range of features

available. Some of those might be
critical to your operation, while
others are simply “extra” that come
on the equipment. “We try to envel-
op built-in value in our units,” said
Sherman. “We have a lot of stan-
dard features that are options 
on others.”

Understanding what is standard
on one brand of equipment or what
is extra on another brand can help
steer your decision. You don’t want
to pay for features you don’t need,
however sometimes features, like
a front-loader dampening system,
is nice to have. It is optional for
some manufacturers and standard
for others. Understanding what is
standard versus extra helps com-
pare “apples” to “apples.” FL
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Contamination can be devastat-
ing to the performance and overall
life of your machine’s hydraulic
system. Today’s hydraulic systems
are engineered with extremely
tight tolerances. These tight toler-
ances are what enable our hy-
draulic systems to achieve higher
pressures. These high pressures
translate into the demands that are
placed on our machines to help you
maintain productivity and remain
within your owning and operating
cost targets.

We refer to contamination as the
“invisible thief” because many con-
taminates are too small to be seen
with the naked eye. One of the most
common points of contaminate en-
try into a hydraulic system is on the
surface of the cylinder rod. When
a rod becomes damaged as a result
of scoring, pitting or denting for 
example, these imperfections on
the surface of the rod can easily
carry contamination into your 
hydraulic system as the cylinder
rod retracts. Once contamination

has entered the cylinder, damage
can occur to the surface of the
cylinder bore and internal cylinder
piston seals.

With damage to the cylinder bore
and cylinder piston seals, internal
leakage starts to occur and efficien-
cy slowly begins to erode. Studies
have shown that efficiency losses
can reach up to 20 percent or more
before the operator detects an issue
with the performance of their ma-
chine. When thinking of this figure
in terms of productivity, 20 percent
loss in efficiency translates to a loss
of one entire day of production in a
five-day week. Efficiency loss also
reduces the overall performance of
your machine and increases fuel us-
age. As a result, your machine be-
comes more expensive to run but
with less productivity.   

Once contamination has entered
the cylinder, it can also spread
throughout your entire hydraulic
system and cause damage to 
other components such as pumps, 
motors or valves. Even worse, full

system contamination may even
lead to a catastrophic failure, leav-
ing your machine down for an ex-
tended duration and at a very high
cost to repair.

Contamination should be a ma-
jor concern when a repair is per-
formed. If care isn’t taken to ensure
contamination isn’t kept out of
your hydraulic system during a re-
pair, it could cost you down time
and high expense later on. Make
sure anyone working on your
equipment is aware of contamina-
tion control.

Cat® dealers participate in a com-
prehensive contamination control
program of clean fluids, specialized
tooling/processes, and Caterpillar-
certified clean repair facilities to
help reduce harmful contaminants
during a repair. Dependent on your
situation and needs, your Cat dealer
can offer a hydraulic cylinder repair
that is designed to accommodate
your needs, prevent unplanned
downtime and restore full efficien-
cy of your hydraulic system. FL
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Cracking Down on Hydraulic
System Contamination

LARGE EQUIPMENT FOCUS By estela estraDa, caterpillar

Specializing In:
• Turn-Key Feedyard Construction
• Hog Site Construction • Complete 
Dairy Construction • Sprinkler System
• CAD Design • GPS Survey 
• Slipform Concrete Feedbunks 
• Dirtwork of All Types • Laser-Equipped
Machinery • All types of Fencing

Phone: 800-536-2634
maxjantzexcavating.com



Tips to Winterize
Large Equipment
Check owner’s manuals for
winterizing suggestions specific
to your equipment.
Winterize your fuel. Diesel fu-
els can gel in cold weather, so it’s
important to use a winter blend
diesel or fuel additives to keep
your engines running.
Change oil. If items will be stored,
clean engine oil reduces internal
engine corrosion during storage.
Clean or replace all air filters,
replace fuel filters, lubricate bear-
ings to maximize the life of your
equipment.
Check antifreeze for the cor-
rect temperature. If the antifreeze
is older, change it out.
Check tire pressure when the
weather cools off and inflate to
the recommended pressure to re-
duce sidewall damage.
Clean equipment. Do not store
during winter with dirt, manure,
etc. Moisture that collects with
dirt and manure can freeze and
expand, damaging equipment
and promoting rust.
Store components raised or on
blocks to prevent rust.
Hydraulic cylinders should not
be stored fully extended. As tem-
peratures increase, hydraulic oil
will be confined and high pres-
sure may cause damage to the hy-
draulic system.
Compressed air is good to clean
hard-to-reach places. It can also
be helpful after washing to dry sur-
faces. Operate machinery for 10
to 20 minutes to help shed excess
water from hard to reach places.
Batteries not used in the winter
should be stored. Even a small
current drain can eventually dis-
charge batteries and cause them
to freeze in cold weather. Clean
all connections and coat termi-
nals with a thin layer of grease to
prevent corrosion.

Source: Utah State Extension

FL
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You’ve seen the headlines.
You’ve decided you want to pro-
duce cattle for the Chinese export
market. But what’s next? Accord-
ing to Doug Stanton, vice president
of sales and customer develop-
ment with IMI Global, you need to
talk to your packer. If you’re a cow-
calf producer, you need to talk to
your feeder.

Stanton spoke on market oppor-
tunities at the Feeding Quality Fo-
rum last August. Not surprisingly,
China was one of the biggest of
those opportunities.

The fastest-growing beef market
in the world, Stanton noted, “Chi-
na’s middle class alone is already
as large as the entire U.S. popula-
tion. When combined with Hong
Kong and Vietnam, the region is the
largest importer in the world.
Fastest growing, too.

Stanton said China’s imports
broke records in 2016, up 56% in a
year-long period. While the coun-
try’s top suppliers are Australia,
Uruguay, New Zealand, Argentina
and Canada, the U.S. had been out
of the market for the last 12 years.
That may change since the U.S. Ex-
port Verification Program was fi-
nalized June 17. 

While source verification —
from birth to slaughter — is a re-
quirement, age verification is not.
However, Stanton said, age verifi-
cation “is an opportunity” and does
allow the carcasses to bypass den-
tition and physiological checks for
age at the packer. He noted elec-
tronic identification (EID) tags
must be applied to cattle before
they leave the ranch they were
born on, as China does not allow
back verification. 

An animal’s shipping certificate
moves with it throughout the supply
chain, and EID tags are allocated in
the IMI Global online tag lookup sys-
tem, Stanton explained. China bans
all hormonal growth promotants
and tests for synthetic hormones
and beta-agonists upon import ar-
rival. That’s why many packers are
currently utilizing Non-Hormone
Treated Cattle (NHTC) and Verified
Natural Beef program cattle. 

Think your cattle meet the crite-
ria? Stanton said it pays to make
sure. “If you want to get involved
in China, I would be talking to the
packer or packers you’re market-
ing product to and see what their
requirements are going to be be-
fore you make any buying deci-
sions,” he said. 

“We’ve had people who are go-
ing out and buying cattle that are
source-and-age verified, and so
they feel like they are in that mar-
ket and they’re ready to go to Chi-
na. But they have not talked to the
packer buyers yet to find out what
those requirements will be, or what
their expectations are,” Stanton
noted. “We don’t want anyone to
get into that kind of situation. My
best advice is to talk to the guys
you’re dealing with and see what
they think you ought to do.” 

Beyond China, Stanton dis-
cussed other market opportunities,
and they all have one thing in com-
mon — documentation. He said if
you’re doing something to differ-
entiate your cattle from others,
you’re going to have to keep track
of it if you want to get paid. 

For more information on the
meetings, visit www.feedingquali-
tyforum.com. FL
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KNOW
Before They Go

Want To Produce Cattle For China? 
Communication, Information Key.

FEEDLOT FOCUS By katrina huffstutler





few basic questions: What is it that
you aspire to do? When and how
will you accomplish that? What are
the skillsets you have or need to
acquire? Who are the partners that
can help? 

He says look to your mentors,
education and past work experi-
ence for answers.

“Look at what you like to do and
what you are good at. Where those
two intersect is where you should
spend most of your time and ener-
gy. That’s where the magic hap-
pens,” says Horne. “Then look at
what is not on that list. You have
two choices – if you can afford it,
find a partner or employee, other-
wise it’s time to learn a new skill.”

One of the most valuable part-
ners for the producer is a good fi-
nancial advisor. “Very few people
get into the beef business because
they enjoy accounting or finance,”
says Horne. “Working with a finan-
cial expert can help demystify the
planning process.” 

He encourages producers to use
their first visit to a lender to pro-
vide information rather than asking
for money. “Review your plans and
walk through your ideas. Get to
know each other.”

He also recommends using the
meeting as an opportunity to inter-
view the lender. “Do they under-
stand the business? Do they have
ag expertise? Are they unbiased
and willing to offer advice? Do they
understand your geographical re-
gion, economy, weather and mar-
kets?” If the lender doesn’t meet
those criteria, Horne says, he might
not be the right one for you.
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MANAGEMENT By terri Queck-matzie

GETTING OFF TO
THE RIGHT START

vice present of customer solutions
for Farm Credit Services of Amer-
ica (FCSAmerica) and Frontier
Farm Credit, where he oversees the
Young & Beginning Farmers and
Ranchers program. More than 20

percent of Farm Credit’s new
loans made nationwide in
2016, almost $13 billion,

were made to beginning
farmers and ranchers.
“Think through what

you need and cre-
ate a basic busi-

ness plan that
will cover all
your bases.”

Horne says
planning and

preparation are
key to survivability in the
beef, or any other, busi-
ness. “What separates
most successful busi-

ness leaders from the rest of the
pack is their ability to make effec-
tive decisions, consistently, over
time. Many point to experience as
their guide for decisions; for begin-
ning farmers, the best replacement
for experience is planning. A good
business plan will serve as the
guideline for decision-making for
years to come. Decision-making can
be tough in a crisis when emotions
come into play. You need to be pre-
pared for all options.” A critical part
of that plan is ensuring adequate
cash on hand for emergencies or op-
portunities. A business plan needs
to outline cash flow projections and
anticipate how various scenarios
will play out financially.

Horne suggests starting with a

The beef business is an ex-
pensive enterprise. In all seg-

ments of the industry, financial
management acumen is at a premi-
um. Staying profitable, year after
year, is fraught with challenges.

For the young or beginning
rancher or feeder, accessing start-
up cash can be the greatest hurdle.

But there is help. Government,
lending institution and extension
programs add pieces to the puzzle
and provide expertise to help the
producer navigate financial waters,
whether the situation involves start-
ing from scratch or transitioning
from one generation to another.

“Success starts with simple, yet
careful planning,” says Carl Horne,



One of the most important as-
pects of working with a lender is
getting needed capital in the right
form. Revolving lines of credit and
installment notes are standard
products built to the demands of
customers, and sometimes come
with creative options. “Your busi-
ness plan should drive you to the
right capital products, not the oth-
er way around,” says Horne.

It’s also important to examine
the tools the lending institution of-
fers. If you do your banking via
smartphone, you will want features
like FCSAmerica’s AgriPoint,®

which offers remote account ac-
cess from any device. Through the
app you can scan checks for pay-
ment; manage profits by tracking
cash contracts, crop insurance pay-
ments and break-evens; and provid-
ing direct access to financial state-
ments and performance trends.

Horne says such tools address
the age diversity found in ag today,

only one of the ways the landscape
is changing. “We’re seeing rooftop
farming in cities, community sup-
ported agriculture programs, immi-
grant farmers and more women 
involved in farming operations.”
According to the USDA 2012 
Ag Census, 30 percent of U.S. 
farms were owned by women, with
14 percent being principally oper-
ated by women. The number has
nearly tripled over the past three
decades. The number of Hispanic
farmers in the U.S. has increased
more than 20 percent in the last
decade. Asian farmers have seen a
similar increase. 

All that means businesses and
lenders have to streamline delivery
of products designed to meet the
needs of special market segments.
FCSAmerica offers an annual
young business conference called
“Side by Side” to engage both 
members of a farm couple. New
immigrants can require specialized

education programs.
Diversity in agriculture goes be-

yond demographics. Different mar-
ket segments have different needs
and potential. Horne cautions
young farmers to “not get tunnel
vision.” “Don’t settle on only one
commodity or practice, such as
cow/calf,” he says. “Be open to the
diverse options where you can best
leverage your strengths.”

Horne adds one more bright
spot in the picture for the young
producer: “There has never been a
better time to be in agriculture. The
next 20-40 years are going to be fas-
cinating. There will be great chal-
lenges. And there will be astound-
ing new technological advances.
But every day, more and more, it’s
a business of pennies, nickels and
dimes. Management is critical.
Find good business partners. Keep
trying to grow. And be deliberate
about your planning.” FL
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• Hydraulic Chutes
• Tubs & Alleys (Fixed & Hydraulics)

• Reconditioned Chutes
• Truck & Stock Trailer Loadouts

Trojan
livestock 

equipment co., inc.

1-580-772-1849
www.trojanchutes.com

Weatherford, OK

Gearn Modular Steam Flaking Systems

• Exclusive Modular Mill design reduces field construction time and overall costs.
• Low cost alternative to conventional steam flake facility construction.
• Pre-wired and plumbed at the factory.
• Includes MCC, Boiler System, Flaking Mills, Steam Chests, Leg and Scalper.
• All optional features available
• Turn-key installation provided by our experienced millwright team.
• 18x36, 24x36, 24x48 and 24x56 mill sizes available.

Gearn inc.
3375 US Hwy 60, Hereford, TX 79045

T: 806-357-222, Fax: 806-357-2224, E-mail: sales@gearn.com Web: www.gearn.com

Many ag operations have grown
significantly during the last several
years, and as this growth has oc-
curred they have experienced chal-
lenges in developing the desired
level of cooperation and collabo-
ration among their increasing num-
ber of supervisors. When this
growth is managed correctly it can
be a great experience for the indi-
vidual supervisors as well as the
productivity and profitability of the
entire business.

The development of supervisors
is an ongoing process, helping them
develop the skills and techniques
required to balance their daily pro-
duction duties with employee man-
agement. Quite often, the leadership
of the feedlot tries to do all this de-
velopment themselves. Sometimes

this works well, but often the re-
sults are significantly less than ide-
al. For best results, the most effec-
tive leaders establish a framework
for development that includes su-
pervisors helping supervisors.

During one supervisor’s meeting
I witnessed great cooperation and
collaboration in action. None of the
owners or upper managers were in
this meeting. I was there to help fa-
cilitate the discussion, but soon
found that these supervisors didn’t
need much assistance. One of the

9 supervisors in this group had
been having some productivity and
reliability issues with his staff. His
department provided services that
the others needed and because he
was having challenges, so were the
other supervisors.

Instead of each supervisor going
around the table and listing their
personal grievances with his man-
agement ability, they systematically
shared how his department’s per-
formance affected the performance
of their people. They offered

SUPERVISOR
COLLABORATION

AND COOPERATION

MANAGEMENT

By Don tyler

u
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compliments and encouragement
throughout the discussion, and
though this supervisor did clearly
see himself in the hot seat, he took
their comments in stride and asked
questions for clarification. He de-
fended his people appropriately
and tactfully, and accepted the com-
ments and criticisms in stride with
the tone they were delivered.

The group finished with clear ac-
tion steps that the supervisor need-
ed to take within his department,

but the other supervisors didn’t
leave themselves out of the solu-
tion. Some offered to talk to some
of this supervisor’s staff and help
reinforce the company’s produc-
tion goals and cultural expecta-
tions. Others planned to talk to the
employees in their own depart-
ment so there was consistency in
expectations, as well as support for
every department to ensure com-
pliance with procedures. One of-
fered to go with this supervisor to
their boss and help explain the

changes that were needed, the sup-
port of all the departments, and the
specific steps they would be tak-
ing. This was crucial because one
of the steps was to potentially ter-
minate two employees for poor
performance, and the need to hire
their replacements even before
they were terminated.

There could not have been a bet-
ter outcome to this discussion. The
supervisors developed and rein-
forced a new level of camaraderie,
several issues were addressed, the
supervisor that was struggling felt
a greater sense of empowerment
and confidence, and they devel-
oped a model for addressing simi-
lar issues in the future.

When supervisors throughout a
company collaborate and cooper-
ate, there is a camaraderie that 
develops and protects the entire
operation. Employees learn that 
all the supervisors are unified in
their objectives, expectations and

Supervisor... from previous page

MANAGEMENT
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“Quality cattle 
handling equipment”

Garden City, KS
1-800-426-9626

Fremont, NE
1-402-721-7604

www.cattlechutes.com

Dirks Earthmoving
precision land forming

• Livestock Pen Shaping
• Lagoon Construction
• Conservation Practices
• Laser Equipped Site Preparation
Call Richard Dirks Toll Free

1-877-872-3057
cell: 620-872-1793

dirksearthmoving.com

summit truck Group
4354 Canyon Drive / Amarillo, TX 79109

800-692-4430    806-355-9771
www.summittruckgroup.com

We Carry the Full Line of
Kuhn Knight Mixers

Mounted on International
or Kenworth Trucks.

accountability, leaving no room for
a poor performer who thinks they
can do mediocre work when they
are away from their direct supervi-
sor’s watchful eyes. Additionally,
this group of supervisors will have
a much higher level of personal job
satisfaction because they know
they don’t have to address every is-
sue on their own. They will want to
be a part of this supervisory team
for many years, reducing turnover
at this level, and encouraging other
employees to seek a management
role in the company because they
want to be a part of this great team-
work environment.

Don Tyler is founder of Tyler & Associ-
ates Management Coaching. He can be
reached at dhtyler@frontiernet.net or by
calling 765-490-0353.

FL
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BJM Sales & Service�
3925 US Highway 60 • Hereford, TX 79045-7291

(806) 364-7470 • www.bjmsales.com

Sales & Service
SINCE 1983

®

Silencer Commercial
Pro Model

Commercial Series
920-18 ®

While the truck 
is unloading the
loader is refilling
the Batch
Box.

THE BATCH BOX
GIVES YOU 1/3 MORE USE

OF FEED TRUCKS WITH 
1/3 LESS MAN HOURS

STREAMLINE YOUR 
FEEDING WITH A

BATCH BOX
402-564-1400

feedingsystems.biz
Feeding Systems, LLC

2500 E 23rd St. • Columbus NE 68601

PROCESSING, SORTING and SHIPPING LAYOUTS

GRANDIN 
LIVESTOCK SYSTEMS
3504 North Shields / Fort Collins, CO 80524
970-229-0703 / www.grandin.com

By World Famous Dr. Grandin
Originator of Curved Ranch Corrals

CUSTOM DESIGN 
SERVICE AVAILABLE

Curved chute with raised walking plat-
form for safe working of the flight zone.
Drawings for gates, hinges, latches, chutes,
sorting pens and loading ramp plus cattle
behavior information.

BOOK OF LAYOUTS $55 Check/MO
For Large & Small Operations
INSTRUCTIONAL VIDEO on low 

stress cattle handling.
DVD $68 – DVD set includes additional

Spanish video and picture CD

MIXEr
CENTER:

Your
Stationary
Specialist
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www.FeedlotMagazine.com

Your source for Feeder Information Highlights
Our all new design dynamically resizes for all your devices.

• 20’ – 24’ – 30’ Models (Spread fast and even)
• Wider profile for more capacity and better stability
• Massive vertical expellers create an explosive 30’ to 40’ pattern
• Three apron chain (std) 667XH

Farm EquipmentMEYER

MEYER Manufacturing
1-800-325-9103 • Email: sales@meyermfg.com • www.meyermfg.com • Fax: 715-654-5513

CROP MAX
MEYER

9500 COMMERCIAL GRADE
VERTICAL SPREADER
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