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It’s OUR responsibility
Last fall as I was planning the ed-

itorial for this issue, two topics that
were front and center were COOL
and the Dietary Guidelines. Both
were cause of great concern to
many in the industry, and a lot of ef-
fort was spent in these directions. 
Now COOL is no more. After

years of discussion, lobbying from
both sides, international meetings,
news stories, ramifications and
suggested retaliation, with one
swipe of a pen (and votes in Con-
gress) COOL is gone. Done. Finito.
The final Dietary Guidelines

were recently released, and lo and
behold, they include lean beef.
Thank goodness. As a member of
my local school board, I wasn’t
sure how I could sleep at night
knowing our local school would
not have been able to offer beef in
their menu if it was not part of the
guidelines. Schools who partici-
pate and receive funding from the
national school lunch program
must abide by the guidelines.
My kids are brown baggers, and

they often take leftovers for lunch.
I hated the thought of others 

salivating at leftover meatloaf or a
hamburger from our grill the night
before while picking at their
school-issued meal of tofu casse-
role. Okay, maybe I’m exaggerating
a little. But you get the point.
All kidding aside, the industry as

a whole can put a big “check” next
to these two issues that have been
front and center for the last 12
months or more.
But there’s much more to be

done. 
In the last six to 12 months, there

has been increased messaging
about “share your story.” From
pharmaceutical companies to in-
dustry associations, there is a focus
on educating consumers about our
industry, our product, and how our
product is raised. I believe this is vi-
tal to the beef community. No mat-
ter which side of the COOL fence
you sat on, we are all selling beef. 
Although demographics in our

industry are aging, the consumer
demographics are not. These con-
sumers have a lot of purchasing
power, and they have different
thoughts, beliefs and rationale for
their purchases. We must learn
about this large body of purchasers

and understand what is important
to them. 
Then we must share our experi-

ences, our livelihood, our product.
Just because two legislative issues
are no longer at the forefront, we
can not get comfortable. We must
be proactive. Don’t sit back and re-
lax. There are more issues to con-
tend and discuss, and more con-
sumers to educate.
Registrations at the Cattle In-

dustry Convention were great. A
large number of producers came
together to learn, share and act.
But there are more ways you can
engage. Get active in your local and
state associations. Become educat-
ed on the issues and be a voice for
the industry. 
Beefless school lunches almost

became a reality. We can’t sit idly
by and hope the next major issue
is a near-miss. FL
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EDITOR’S DESK
By JILL DUNKEL

1-800-536-8438

“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
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Expect the unexpected is the
word from Dr. Nevil Speer,

Vice president, U.S. Operations
with AgriClear. 
“Volatility is really the key,” says

Speer, who highlighted the message
at the Iowa Cattlemen’s Association
annual convention in Des Moines.
“You know how tough and challeng-
ing commodity markets are. They
can eat you up any day of the week.
But that’s were we are. That’s the
reality we’re dealing with.” 
With markets up one day and

down the next, Speer says making
sound decisions is problematic, and
even understanding the forces be-
hind the flux doesn’t always help.
“That’s the challenges we’re fac-

ing. And they’re very real.”
One year ago, cattle producers

on every rung of the system were
feeling pretty good. Prices had re-
bounded from the bottom of the fi-
nancial crisis to reach all-time
highs. “We doubled the value of live
cattle in five years. That was un-
precedented,” says Speer. 

The market goes where the 
cut-out goes
Beef is a consumer-driven 

business. “There are new dynamics
in supply and new dynamics in 

demand,” says Speer, “and we’re
putting more capital at risk all 
the time.”
Beef going into cold storage

continues to mount. At the end of
October, the USDA put inventories
at 512 million pounds, approxi-
mately one week’s worth of kill,
making 2015 the largest October on
record. “Beef supplies are not cur-
rent and that’s keeping a lid on
prices,” says Speer.
In addition, cattle weights have

increased. Placements are down in
the lighter categories and up in the
800-pound or more slots. “Stockers
and hanging on and leaving cattle
on pasture longer,” explains Speer.
“And the old adage still holds –
heavy in, heavy out. Feedyards
don’t want light animals. They
want to bring them in heavy.
They’re fighting the market, too.”
Early December saw 1,390

slaughter weights. “The meat sup-
ply is growing, but it’s still front-
end supply.”
Speer says while weights are be-

ginning to come down some, pro-
ducers can continue to see that
trend through at least May of 2016.

It’s a global market
Further complicating the pic-

ture is the worldwide value of the

MARKETING

BY TERRI QUECK-MATZIE
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U.S. dollar. Mid-January put the
Canadian dollar at a 13-year low
compared to the U.S. currency, a
pattern seen around the globe. 
“On the one hand, that’s a good

thing because it signals a strong
economy,” says Speer. “But it’s a
double-edged sword.” For an indus-
try that relies heavily on an active
export market, one of those sides
feels dull. “It’s a paradigm we
haven’t seen for about 30 years.”
Monetary policy set by the U.S. will
be key going forward, as will foreign
economies, with crucial markets re-
cently showing their instability.
Consumer confidence in beef

quality continues to influence the
market as well. Prime and branded
beef sales are on the rise, with pre-
miums holding steady despite the
growing supply. One in five dollars
coming into the business now
comes from Prime and branded
products, according to Speer, with
total dollars generated passing 
Select sales for the first time. 
“Consumers are telling us they like
a high-quality product and we’ve
responded. That gives us some-
what of a buffer in the commodi-
ties game.”
Live cattle contracts are at record

lows, and investors are unwinding

from positions in futures con-
tracts. “There are less hedging op-
portunities for sellers,” adds Speer,
“and a lot of market noise. It’s a
very complex business and exter-
nal events like foreign currency
and external investors – added to
the speed of real-time investment
action – make market management
nearly impossible.” 
Speer tells producers to lock in

margins, pay off debt, refinance
long-term debt and increase work-
ing capital as best they can. “Make
sure you have enough money sit-
ting out there in case something
happens.” In other words, control
the few things you can.

There are two sides to risk
“The good news there is also op-

portunity,” says Speer. “Risk pro-
tection against the down side is 
important, but there’s also the risk
of missed opportunity. Both sides
are equally important.” He urges
cattlemen to study and learn.

“What we do inside is just as im-
portant as what we do outside. Get-
ting information is not a waste of
time.” That especially applies in
this age of extreme volatility –
volatility that is likely to continue
for some time to come. “It can take
years for factors in a complex busi-
ness like beef to unwind and cor-
rect themselves.”
And remember there’s more

than capital at risk. Keep your
 perspective. 
Speer cautions against the emo-

tional pitfalls at a time when making
a decision can be the day’s biggest
challenge. “A lot of emotion can get
tied up with money,” he says. “Es-
pecially when the dollars are so
high. It can be paralyzing. If you
make a mistake, it’s a lot of money.” 
“Celebrate the little victories, and

forgive yourself for the mistakes,”
adds Speer. “All you know is today.
Just do the best you can.” FL
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Never short on drama, the 2015
cattle market came in on a high
from the smallest cowherd since
1960, only to drop like a stone from
midsummer to late fall and end on
a recovery bounce.
The federally inspected fed cat-

tle harvest last year was down 4.6%
and cow harvest down 4.3%, main-
taining the string of annual reduc-
tions since 2010 and 2011, but 2016
should begin gradual increases
from cowherd expansion. That was
evident from the meager 32.5%
heifer share, compared to 36% or
more during cowherd contraction.
There were 12% fewer heifers har-
vested in 2015, while steers were
down just 0.3% from 2014.
Carcass weights played “the

heavy” that brought cattle prices
down, diverting from an estab-
lished upward trend line in July
2014 by breaking to the topside as
reduced fed-cattle
numbers met run-
away cattle prices.
That year’s fourth
quarter saw a 23-lb.
jump in steer and
hei fer  carcass
weights  and,
though 2015’s first
quarter saw a nar-
rower, 15-lb. year-
on-year increase, a
wider divergence
built up to a sea-
sonal  fa l l  peak
when the  s teer 
carcass average
reached 930  lb .
mid-October.
Reduced harvest

counts through-
out 2015 were not 
simply the result 
of fewer available
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The cycle turns
FEEDLOT FOCUS

By PAUL DYKSTRA – author of the 
bi-weekly CAB Insider Column

12.4% decline in exports.
The positive side for beef came

from carcass quality grades, 2015
being the ninth straight year with
higher marbling and subsequent
quality grades. Sure, the heavier
carcasses and added days on feed
were factors, but those would not
have worked without enabling ge-
netics from U.S. seedstock produc-
ers following demand signals from
consumers. We saw more improve-
ment in Kansas packing plants than
in Nebraska or Texas, and it’s been
suggested southern feeders ex-
tended days on feed by up to two
weeks to match northern yards. 
Just 10 years ago, Kansas pack-

ers were producing 44% Choice
and 1.6% Prime, on the same plane
since 2000. Industry wide im-
provement began in 2007, but as
of 2013 Kansas was still 9 percent-
age points behind Nebraska’s

cattle. Wholesale cutout values
could not hold above the $250/cwt.
mark called for by $160/cwt. fed cat-
tle, which put packer profits under
water. That curbed their desire to
bid enough to match prior-year
head counts. Meanwhile, calf prices
were softening but still far above
breakeven for cattle feeders, so
their obvious course was to add 15
or 30 days on feed to their existing
inventory, given their cost-of-gain
advantage. Leverage shifted in the
packers’ favor with the burden-
some level of heavyweight cattle in
late 2015, complicated by pressure
from competing proteins. Healthier
hogs pushed pork tonnage 6.8%
above 2014, depressing annual
prices by 25%, the lowest since
2009. Chicken joined in with broiler
supplies up almost 5%, weights
reaching a record 6.2 lb., and avian
flu-induced trade barriers forcing a



68.5% Choice grade with only half
as many Primes. In 2014, the gap
narrowed as Kansas moved up 3
points and Nebraska just 1. Then
in 75 days from mid-March to June
1, 2015, Kansas packers surpassed
Nebraska in the quality of their
carcass output, averaging 75.7%
Choice and Prime to Nebraska’s
73.9%. Nebraska regained the lead
for the rest of the year, ending at
a weekly average of 72% Choice
and 5.8% Prime, with Kansas a
close second at 72% Choice and
4% Prime.
Kansas gets the spotlight, but

Texas packers followed a similar
pattern. Since 2007, Texas proces-
sors increased Choice grade by 16
points, from 44% to 62% in 2015,
along with 2% Prime. USDA details
only those three states, but packers
in other northern states often sur-
pass Nebraska for quality, albeit on
a smaller scale.
The downside of record-breaking

weights in 2015 was more yield
grade (YG) 4 and 5 carcasses. Ge-
netic trends in beef breeds for im-
proved yearling growth have al-
lowed today’s fed cattle to grow to
heavier final weights while remain-
ing relatively lean in terms of exter-
nal fat cover. Even so, in 2015 sev-
eral pens of steers finished with
more than a 1,600-lb. average. These
cattle were too fat in nearly every
case, with extreme YG 4 and 5 per-
centages, often more than 50% YG 4.
USDA data shows an October

YG 4 rate of just 14% and 3% YG 5s,
neither apparently problematic,
not in line with the examples
above. But USDA data is far from
comprehensive because only
about 26% of fed steer and heifer
carcasses are assigned a yield
grade. That’s because packers have
largely moved away from utilizing
the USDA grading service for yield
grade. Instead, many are assigning
their own yield grades through use

of camera imaging systems and
employing that data to determine
appropriate premiums and dis-
counts. Nonetheless, a high inci-
dence of YG 4 and 5 carcasses be-
came a problem weighing on
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the fed cattle market and red meat
yield in packing plants in late 2015.
The dramatic 8-year increase in

marbling levels and recent cattle
feeding trends leave us with ques-
tions as to consumer demand. Will
the marketplace continue to set
premiums at each interval for low
Choice, premium Choice and
Prime? That’s hard to discern, giv-
en the wide swing in total cutout
value since the start of 2014. The
Choice/Select spread for 2015 at
$7.53/cwt. averaged roughly
$1/cwt. (12%) lower than the year
prior in the face of 3.5% more
Choice tonnage. Meanwhile a 20%
reduction in Select supplies netted
only a 64-cent price increase. The
seasonal patterns for widening and
narrowing of the Choice/Select
spread remained intact however,
with lower peaks and a markedly
lackluster performance in October
and November.

Certified Angus Beef® brand
premiums above the low Choice
cutout were more resilient, post-
ing an $8.61/cwt. premium in 2015,
only a penny decline from 2014.
That’s alongside a 1% increase in
sales volume for the brand’s fiscal
year, totaling 896 million lb. We
calculate production of Prime
grade beef at a 20% increase for
2015, with a collateral $8.90/cwt.
(25%) premium decline for the
Prime cutout above low Choice
last year, still netting an 11% pre-
mium over Choice.
Although annual comprehensive

cutout averages for the past two
years are virtually identical, the
30% differential in prices through-
out that period make it challenging
to create smooth demand indica-
tors. Even so, with such a quality-
rich product mix in the market-
place, indications are good that
consumers will continue to pay a
premium for quality. FL
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Experience is worth a lot in the
cattle feeding industry. Last fall at
the National Angus Convention,
cattle feeders Jim Moore from
Arkansas, Darrell Busby, manager
of the Tri-County Steer Carcass Fu-
turity, Kansas feeder Shane Tiffany
and Justin Sexten and Paul Dykstra
of Certified Angus Beef participat-
ed in a panel discussion on lessons
learned from feeding cattle. Here
were their top 10 points:

Moore, of Charleston, Ark., said
he began retaining ownership 20
years ago to make genetic
investments pay, but the
pressure is greater now. 
Noting he paid $2,900 for an An-

gus bull in 2010 but double that in
2015, he asked, “Why pay $6,700 for
a bull if you’re only going to own
his calves for seven months?”
In the early 1990s, genetics were

already good enough to attract re-
peat buyers, Moore said, “but they
just paid an average price.” The first
feedlot shared pen data, but lights
really came on when he switched
to a feedyard that sold on a grid.
“Within two years, I learned

more than I had in the previous 20
years,” he said. “We went through
the individual carcass data with a
fine-tooth comb to find our tops
and bottoms for culling criteria and
to see genetic needs.
“It was like I used to tell kids

when I coached baseball: ‘Don’t
just play the game – become a stu-
dent of the game.’ Analyze the data.
Make a better calf every year,”
Moore implored.

Tiffany, a partner with his brother
Shawn in Tiffany Cattle Co.,
Herington, Kan., noted feedlots
are natural partners with cow-

calf producers: “We’re not 
your enemy.”
Recognizing Moore’s motives in

many who decide to finish calves,
Tiffany addressed the next step of
finding a feedlot “to trust with your
life’s work, a big investment.”
Granted, there are differences in
feedlots, he said many producers
have had bad experiences.
“So get customer references, go

visit some yards, meet the man-
agers and get a high level of com-
fortability with them, because it’s
a huge decision aimed at building
a mutually beneficial relationship
to get the most out of your calves,”
Tiffany said.
Some people look at the cost of

gain, rations and the like, but dig
deeper, he suggested. “We all use the
same nutritionists – what you have
to decide is, do you trust the guy?”

12 FEED•LOT  February 2016

10 Lessons from Feeding Cattle
FEEDLOT FOCUS

By STEVE SUTHER

1

2
u





Disposition is not a convenience
trait, Busby emphasized. 
Other than avoiding the danger

posed by wild cattle, the career Ex-
tension beef specialist said eco-
nomics also favor docility.
Only an objective measure such

as the Beef Improvement Federa-
tion’s chute exit speed scoring can
provide useful data, he said. “Self
evaluation does not work well.”
That’s why thousands of calves

fed in the Futurity are scored two
or more times for disposition.
Analysis on accumulated data
showed wild cattle were treated
less but had twice the death loss.
Always alert when pen riders come
by, nervous ones are easy to miss
and hard to pull.
“If you have 100 heifers to work,

the best plan is to track disposition
by dam, but as a general rule, some
of the wildest ones will be first and
last,” Busby said.

First-time feeders are often
surprised at how “average” their
cattle are, Dykstra said.
“But the average keeps moving

up,” he reminded the audience.
“Today, 80% Choice is barely
above average.”
Tiffany put in that, in fact, 86%

Choice was this year’s average at
their 15,000-head yard. Trait selec-
tion must be balanced, but produc-
ers should still prioritize. 
“We need to trim off the left-

hand side of the bell curve, the low
outliers, more often,” he said.

Single-source calves do not
guarantee health, Busby said.
“We have data on 97,000 calves

over 15 years, and these are mostly
from small producers,” he ex-
plained, “where 55% of them don’t
have enough to fill a pen.”
In such commingled pens, respi-

ratory disease vaccination using a
modified live virus clearly beats
“killed” vaccines, Busby said. For

best results, talk to your cattle feed-
er and veterinarian to develop an ef-
fective health plan, he advised.

“If you can’t wean them at least
30 days, don’t wean calves at 
all before sending them to the
feedlot,” Busby said. Tiffany
agreed. 
Working with hundreds of pro-

ducers across half the country and
even some in Canada has shown
some producers cut corners and
just get close to 30 days, the listed
TCSCF requirement. 
“One pen that had at least as

much problem as unweaned had
been weaned 23 days, just a week
short of 30,” Busby noted. Al-
though TCSCF data doesn’t pro-
vide a good read on any advantage
for the industry standard 45-day
weaning, the futurity manager
joked that it would certainly be a
better target for those inclined to
cut a week off that span.
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Ranch-adapted cows can 
result in feedlot-adapted calves, 
Moore said.
“A bull contributes 50% of the

genetics to each calf, but we feel
the cow is a lot more than half of
the key to success,” he said.
Maternal traits were the primary

focus, along with strategy culling
based on harvest reports.
“We’re not breeding for carcass

quality, really,” Moore said. “It’s just
happened. People used to say ‘car-
cass cattle’ are hard doing, but
they’re not.”
He said a 2004 closeout found

when cleaning out a desk showed
46% Choice, compared to last
year’s 99% Choice and 85% CAB
and Prime (27%).
Moore narrowed his replace-

ment heifer picks using GeneMax®
Focus™ four years ago. In the first
17 calves from them were 9 Prime
and 8 other CAB.
“They’re all moderate frame and

easy doing,” he added. “We calve
250 in the fall and had 200 born the
first 30 days.”

Challenges at the ranch are
challenges at the feedyard,
Tiffany said.
“Sickness is the main concern.

We need good communications
both ways,” he said. “We all have
to be trustworthy to make a rela-
tionship work.”
He suggested it’s better to share

too much than hold anything back.
“It’s happened too often that

we’ll call and mention the ranch tag
on a sick calf and hear they had to
doctor him twice,” Tiffany said.
“Sometimes a customer will ask
about a calf like that and I say
please leave him home, because
he’ll be a bigger problem here.”

Carcass data collection starts at
the ranch, Tiffany pointed out,
speaking of tags.
“You would be shocked at the

number of guys who have wanted
individual data but had no tags in
their calves,” he said.

Group data is still possible with-
out tags, but “if you want to im-
prove the herd, you really need to
look at both the momma and the
daddy,” Tiffany said. “We’ll never
remove your ranch tags.”

Feeding cattle should begin with
a break-even calculation, Dykstra
said.
“Some people don’t check to see

if they made money until the cattle

are harvested, but you can get a
better handle on risk and manage-
ment if you do that at the start,” he
said, noting it can be fun to run the
numbers.
“It’s good practice to calculate

break-evens, and you really ought
to know the dollar implications be-
fore you commit to feeding,” Dyk-
stra added. FL
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Choosing the right corn hybrid
to plant for silage can be tricky, ac-
cording to Bruce Anderson, exten-
sion forage specialist for the Uni-
versity of Nebraska. Qualities that
make a good corn crop don’t al-
ways make the best silage crop, he
said. The amount of starch, protein
and fiber can vary greatly depend-
ing on the hybrid.
Yield is important, but so is the

entire plant in a silage situation.
In a Nebraska extension publi-

cation, Anderson said, “Historical-
ly, we thought high grain hybrids
would produce the best silage, but
now we know we were wrong.
Characteristics good for grain, like
fast kernel drying and hard texture,
are bad for silage.  Fortunately, ge-
netic advances by corn breeders
have helped improve silage feed
value so you can select hybrids
based on forage quality.”
Travis Kidd, Technical Develop-

ment Manager for Advanta Seeds
said some hybrids will make a bet-
ter silage while others will make
better grain.
“Certain hybrids are shorter,

some are taller, some will have more
fodder,” Kidd said. “A shorter hybrid
will probably ton less and have a
higher starch, whereas a taller hy-
brid will have more fodder and
more fiber content versus starch.”
Characteristics like digestibility

are also important.

“There are different hybrids that
provide more digestibility for ani-
mals,” according to Kidd. “When
we make silage ratings, we look at
yield, protein content, starch, en-
ergy and what an animal can pro-
duce with this source of nutrition.”
For example, he said, how many
pounds of milk per ton of silage in
a dairy operation, or how many
pounds of gain per ton of silage in
a beef operation are considered.
Anderson said when looking at

silage forage quality traits, high
starch digestibility and high NDF
digestibility are key.  
“Starch digestibility is affected

by many factors, but hybrids with
soft kernel texture and slow kernel
drying tend to digest easier and
preserve better,” according to An-
derson. He explained that high
fiber digestibility comes from sev-
eral traits, including brown midrib.
Brown midrib hybrids tend to yield
less than regular hybrids, but are
highly digestible by livestock.
Hybrids with soft kernel texture

and slow kernel drying tend to di-
gest easier and preserve better, An-
derson said.
If planning to harvest the field

for silage, Anderson said it may be
profitable to sacrifice some yield
for higher quality. He suggested se-
lecting traits for the intended use
of the crop.
Of course, silage can also be a

back up plan for a crop. Kidd said
it could be considered a defensive
position. “We’re planning on grain
and then a weather event occurs.
Now we don’t have a grain crop,
but we have a silage crop.”
Kidd said there are several

things that can contribute to silage
quality. “And number one is water.
Being able to have the plant expe-
rience as little stress as possible
throughout the growing season
helps with silage quality overall.”
Kidd said regardless of the in-

tended purpose, matching the hy-
brid to the appropriate growing
conditions is critical. 
“Look at your own resources in

terms of available moisture. How
much can we afford to invest in
that crop?” he said, noting it’s im-
portant to know how water wells
are performing on a field-by-field
or farm basis.
He also suggests setting a yield

goal so that the producer has the
opportunity to work with an agron-
omist for nutrient and fertilizer rec-
ommendations. 
“Producers need to know their

target yield and what their environ-
ment is capable of producing with
the water and soil that you have,”
Kidd said.
For dry land crops, sorghum is an-

other good silage crop for livestock
feed, requiring less input costs. 
“Looking at water utility, guys

with strong water are typically go-
ing with corn, but producers with
limited access to water, sorghum
is extremely successful. It’s inher-
ently drought tolerant,” said Kidd.
“The Ogallala Aquifer is a finite

resource. When we talk about sus-
tainability with farmers, we like to
talk about sorghum,” he said.
“Sorghum yields very well and the
return on investment is higher with
sorghum versus corn.”
The ease of management is an-

other reason sorghum is an attrac-
tive option for silage. 
Regardless of corn or sorghum,

consider all aspects of the crop if
silage is a possibility. Contact 
your local seed representative 
for additional information on 
silage hybrids. FL
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“The hardest part about winter
pasture wheat bloat is not knowing
when you’re going to have it,” says
Brian Fieser. As a beef nutritionist
for ADM, he’s witnessed the decep-
tive problem first-hand. “I can get a
call with a report of bloat in cattle on
one side of the fence, and cattle on
the other side of the fence are fine.” 
Greg Highfill, Woods County Ex-

tension Educator, Ag/4-H, for Okla-
homa State University Cooperative
Extension, has seen the same
thing. “It’s a frustrating problem for
producers, and researchers, be-
cause of its randomness,” says
Highfill. “Both sides of the problem
try to get a handle on it. But it is il-
lusive at best.”
It’s a costly problem. According

to a Texas A&M study, wheat pas-
ture bloat is the major non-patho-
genic cause of death in the Texas
stocker cattle industry, with 1-3 per-
cent of cattle grazing winter wheat
pastures succumbing to the malady.
There is no sure way to know

when wheat pasture bloat will
strike, but there are risk factors 
to consider.
“If there is anything about wheat

pasture bloat that is predictable, it’s
time of year,” says Highfill. By far the
most common time for bloat to ap-
pear is when the wheat breaks out of
winter dormancy and begins grow-
ing. “That’s when the rapidly grow-
ing plant produces frothy bloat.”
In most years, that phase begins

in mid-February, but can be as late
as March or as early as January, de-
pending on winter temps.
Those first signs of the plant

breaking dormancy are an indica-
tion to put out ionophore blocks,
says Highfill. Fieser says a mineral
with ionophore is the first line of
defense, and a good management
practice due to the action of
ionophore in the rumen.
Highfill recommends one block

for every five head of cattle, adding
one additional block when each
block has been half-consumed.
“The problem, of course, is con-
sumption – making sure all cattle

get what they need,” he cautions.
Stocker cattle should receive 150-
200 milligrams per head per day to
effectively reduce bloat.
To further ensure all cattle are

treated, Highfill recommends a
medicated pre-mix or top dress for
feed. “That will cover most cattle
and may be more effective at man-
aging the risk. Some strains of cattle
are more susceptible. Some fields
are known to create problems. If
you have had problems in the past,
you’ll want to be more proactive.”
Keeping a poloxalene product

on hand, or knowing how to gain
quick access, can be key to prevent-
ing a crisis. Poloxalene is the gen-
erally recommended treatment for
significant bloat outbreaks. Recom-
mended dosage is 1-2 grams per 100
pounds of body weight. Since it has
no residual effect in the rumen, the
additive must be consumed daily to
reduce frothiness.
Fieser says by the time the first

death occurs, it is definitely time to
take action. “Wheat bloat is differ-
ent than feedlot bloat,” says Fieser.
“It’s slimy, not gassy, and you have
to break down that foam.”
Poloxalene can be an expensive

solution. To control costs, produc-
ers may use poloxalene during the
three to four week period of lush
growth, then an ionophore during
the rest of the grazing season. But
beware - ionophores and poloxalene
are not cleared to be fed together.
Highfill says the situation rarely

gets bad enough that cattle need to
be taken off wheat pasture, but that
is an option in extreme cases.  
Fieser says some producers will

provide a dry trap or grass meadow
and only allow cattle on the wheat
for a short period each day, but cat-
tle will fill up in five to eight hours,”
says Highfill. “So, even with mini-
mal access, the risk remains.”
Highfill says the most important

thing is to have a plan. “Each pro-
ducer knows his risk level, and
how best to get around the prob-
lem. Analyze your situation, be
proactive and get ahead of it.” FL
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STOCKER SPECIAL
BY TERRI QUECK-MATZIE

Fighting Winter Wheat Bloat





Two trends 45 years in the making
have collided, causing a ripple ef-
fect on the entire food industry, ex-
plained Charlie Arnot at last fall’s
Texas Cattle Feeders Association
Annual Convention in San Antonio.
Arnot is the CEO of the Center for
Food Integrity, a national non-prof-
it organization dedicated to build-
ing consumer trust and confidence
in today’s food system.
“As Americans we’ve been

taught not to trust institutions, and
[during that same time period] we
have seen phenomenal consolida-
tion, integration and application of
technology in the food system.
These changes have allowed us to
make food safer, more available
and more affordable than ever be-
fore, but it has also caused the pub-
lic to now think of us as an institu-
tion — and like other institutions,
now question whether or not we

are worthy of trust,” Arnot said.
A communication shift has only

amplified the challenge. Instead of
mass communication, we now
have masses of communicators. 
“Rather than connecting all of us

in this brand new network, the In-
ternet has created this infinite num-
ber of tribes and special interests.
Where people gather around a spe-
cific interest and communicate
among themselves and it causes us
to be less likely to accept informa-
tion from others who don’t think
like us, believe like us or communi-
cate like us,” Arnot said. “We find
the same thing in agriculture.”
He gave an example from a re-

cent consumer panel: They asked
a young woman about GMOs. She
was very concerned that they 
were not healthy and convinced
she should avoid them. When
asked what sources of information

influenced her opinion, she an-
swered, “I am part of several mom’s
group. Where there is a big consen-
sus, I think there is something here.
You don’t need doctors or scien-
tists confirming it when you have
hundreds of moms.”
Arnot said that is the environ-

ment in which we operate today. 
“We’ve got to figure out and un-

derstand how to best participate in
the conversation,” he said. “There’s
a lot of this mommy shaming that
goes around online around food is-
sues. Lots of ‘If you don’t feed the
children the same way I feed my
children, you are not a good moth-
er,’ and we have to be a part of that
conversation as well.”
Lisa, another participant on the

panel, agrees mom guilt is a big fac-
tor in her decision-making process.
She said if you hear a message
more than once — for example,
that fructose is dangerous — you
owe it to yourself to research it or

20 FEED•LOT  February 2016

Cracking the
Consumer Code

MARKETING
By KATRINA HUFFSTUTLER

Today’s food supply is safer, more affordable and more
available than ever before, and yet consumers are more

skeptical than they’ve ever been. Here’s what you can do.

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



just quit buying it. 
Arnot said while the historical

approach might have been to send
Lisa links to three different inde-
pendent studies that show that
fructose was not a problem for
her family and hope that she
would become educated on the
facts and that would be sufficient.
But that’s not likely to work in to-
day’s environment. 
“A different approach might be

to say, ‘Lisa, we are so glad you
want to be a great mom, there is no
more important job than anywhere
on the planet than being a good
mother. We know it is confusing
and challenging today to get the
right information about food for
you and your family. There are lots
of different sources and lots of peo-
ple involved in this conversation. 
“How can we be a resource to

you so you can make the right deci-
sions for you and your family? How
can we support you in your desire
to be a good mom and make the
right choices as you decide the nu-
tritional plans for you and your fam-
ily?’ That approach and strategy is
much more likely to be successful
than simply dumping additional
facts and figures on her,” he said.
He went on to offer communica-

tions advice for cattle feeders, start-
ing with embracing the skepticism.
“Don’t get defensive when some-

one is skeptical. It’s not personal.
Look at it as an opportunity to en-
gage,” Arnot said.
Additionally, he recommended

beginning all public engagements
talking shared values.
“What are you passionate

about? What are the things that are
important to you? What means
something to you? That is what
people are interested in knowing,”
Arnot said. “Open the digital door
to today’s beef industry.”
He said there are lots of ways for

you to increase transparency. One
example: JS West is an egg farm in
California. They have cameras in
their barns that are hooked to their
website 24/7/365. You can go to the

JS website and watch their hens lay
eggs anytime you want. 
“It’s not must-see TV, but it has

completely opened the door.”
Finally, Arnot said cattlemen

have to commit to engaging early,
often and consistently. This is real-
ly the opportunity you have to make
a difference. 
“One of the great things about

farmers is we are so accustomed to

fixing things in whatever the next
cycle of production happens to be,”
Arnot said. “Right? You can change
the feed ration, you can change the
genetics and our expectation is that
all problems can be solved with the
next cycle of production. It is not
going to happen with public trust.
We have been getting to this position
for the last 45 years, it is going to
take some time to get out of it.” FL
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Colostrum is crucial for new-
born calves, to provide instant en-
ergy and temporary immunity to
help fight off diseases. Calves with
failure of passive transfer (calves
that don’t receive or absorb ade-
quate levels of antibodies from
colostrum) are at greater risk for
illness. Calves with failure of pas-
sive transfer have up to 6 times
greater risk of death in the first
three months of life.
Dr. Robert Callan, Colorado

State University, says the best sit-
uation is colostrum from the calf’s
own mother, if possible. If not,
fresh or frozen colostrum from an-
other cow is next best. Choose a
mature cow that has had several
calves; she’ll have higher quality
colostrum than a first-calf heifer.
“Colostrum can be frozen for

emergencies, and keeps very well
in one-quart or one-gallon freezer
bags without losing quality for at
least 6 months or longer,” he says.
Collect some at the start of calving
season and it will be fine for that
year, or the next.
“Even if it’s a year old, it will still

be better than anything you can
buy. The only thing you need to be
careful about is defrosting frozen
colostrum so you don’t destroy an-
tibody proteins with hot tempera-
tures. It’s best to put the package
in a pan of warm water, but defrost-
ing can be done carefully in a mi-
crowave if you make sure you don’t
overheat it,” Callan explains.

“Some people get fresh
colostrum from a local dairy, but it
can contain pathogens that could be
transmitted to the calf and your
herd—such as bovine leukemia
virus (BLV), Johne’s disease, salmo-
nella, mycoplasma bovis and other
mastitis pathogens. Bringing home
colostrum from a dairy is just as
risky as bringing in a new animal
from that dairy,” he says. Biosecurity
on your farm will be compromised.

Commerical colostrum
supplements and replacers
“A beef calf should receive at

least 100 grams of immunoglobulin
(antibodies) within the first 6 to 12
hours, but preferably the first 2
hours. Recent research shows that
130 to 200 grams of immunoglobu-
lin is optimum. When you compare
colostrum supplements and re-
placements on the market, they
contain varying amounts of im-
munoglobulin,” he says.
“Look at the label. In general,

products with less than 100 grams
immunoblobulin per dose are mar-
keted as supplements, and prod-
ucts with 100 grams or greater are
marketed as colostrum replacers.
The products with a greater
amount of IgG usually cost more,
but their value to the calf is worth
the extra cost,” he says.
Usually, the dried/powdered

product is mixed with 1.5 to 2 liters
of warm water. “One downside is
that when you give that much to a
beef calf he will be full and this may
decrease his drive to nurse and
bond with the dam; he may not
want to nurse again for about 12
hours,” says Callan.
Several studies have looked at

administering colostrum supple-
ments or replacers to calves that
also nurse the dam. “In general, if
the dam has satisfactory colostrum
and the calf nurses vigorously, 
obtaining an adequate amount,

there is little benefit to giving a
colostrum supplement,” he says.
There’s some debate regarding

products made from blood plasma
versus the ones made from dried
colostrum. “I think they both work,
as long as they have an adequate
amount of IgG. There are some dif-
ferences in the type of im-
munoglobulin, but these are mi-
nor,” says Callan.
“If you use a commercial

colostrum product as a replace-
ment for colostrum, have a veteri-
narian test the calf’s blood 2 to 4
days later to see if he received ad-
equate antibody levels. This is a
simple test that measures total pro-
tein concentration in the blood,
which correlates well with im-
munoglobulin transfer. You want
to see a total protein concentration
of at least 5 g/dl, with a goal of 5.5
g/dl or greater,” he explains.
Geof Smith, DVM, PhD, College

of Veterinary Medicine, North Car-
olina State University, says every
beef producer should have a few
bags of replacer on hand, just for
emergencies. “It’s a lot easier to
keep a couple bags of replacer in
the cabinet than to suddenly have
to go looking for a source,” he says. 
“There is great variation in qual-

ity of products, however, and also
variation in price. You usually get
what you pay for. When using it as
an emergency source, and only
having a couple bags on hand, it
makes sense to buy a good quality
replacer that will do a good job,”
says Smith.
“I’ve done a lot of research on re-

placers; some of them seem to work
fairly well and some don’t.
Colostrum replacers are intended
to be fed instead of cow colostrum
and as a rule would be much higher
than colostrum supplements in
terms of antibody concentration, at
least 100 grams per dose,” he says.
“In general there are two kinds

COW/CALF CORNER

Colostrum Alternatives
BY HEATHER SMITH THOMAS
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of replacers. One is made from plas-
ma. The company gets cattle blood
from slaughterhouses and harvests
the plasma. It’s a blood-based (plas-
ma) colostrum replacer. These
types of products have been on and
off the market over the years be-
cause of BSE. For awhile people
thought we should ban all feeding
of blood-based products, but these
are considered zero risk for trans-
mission of BSE because the organ-
ism that causes BSE lives only in
the brain; we don’t find it in the
blood,” says Smith.
“The colostrum replacers are an

acellular product, meaning there’s
not even any cells in them; the man-
ufacturers spin off the plasma and
use it. In terms of disease risk, it
would be very low. Also, they irra-
diate it, which would kill any bacte-
ria or viruses.” The radiation will
kill the pathogens but does not
harm the antibodies. Excessive
heating is what destroys antibodies.
The other type of replacer is

made from bovine colostrum pur-
chased from dairies. “The compa-
nies make sure it is high quality and
dry it into a powder and irradiate it
to kill any pathogens. They con-
tract with dairies and make sure
the cows are properly vaccinated,
to have antibodies against all the
major diseases the calves might be
exposed to,” explains Smith.
When choosing a replacer, se-

lect one that has been tested and
performs well. “What we found

through research is that antibody
level is not always the determining
factor on how effective it is. We
first tried to figure out how much
antibody should be in a colostrum
replacer, but we tested some re-
placers that had about 100 grams
of IgG and worked fairly well and
tested others with much higher lev-
els of IgG (150 to 180 grams) that
didn’t work as well to protect the
calves. So it’s not as simple as just

looking at the numbers,” he says.
“There may be differences in 

absorption of the IgG by the calf.
With some products the calves
seem to absorb these fairly well,
and others not so much. We don’t
know why, but it may be differ-
ences in the manufacturing of
those products between compa-
nies. I recommend using a product
that has been tested, that you know
has worked,” he says. FL
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Winston Churchill was admired
for his persistence and optimism
regardless of the circumstances.
He was quoted as saying, “Success
consists of going from failure to
failure without a loss of enthusi-
asm.” Tough times can sap any-
one’s energy and challenge their
passion if they aren’t protective of
their daily attitude.
I once had a dairy farmer in

Texas share that during a time
when they were going through chal-
lenging market conditions, he real-
ized that he was being a bit testy
with his employees and overly de-
manding. He decided that since he
had one of the best parlor managers
in the industry, he should just keep
out of that area for a while and fo-
cus on other parts of the business

that actually needed his attention.
After two weeks he decided to re-
visit the parlor and upon meeting
the manager there, the manager
told him, “Hey… we noticed that
you haven’t been down here for a
couple weeks. The employees and
I just wanted to say… Thanks!” He
got the message and learned a valu-
able lesson the affect that his atti-
tude had on his employees.
During tough financial situa-

tions, it is important to realize that
our emotional state can determine
the attitude of everyone else in the
business. True, they should be able
to manage their own emotions, but
when they are looking to the boss
for leadership they will follow their
bosses’ lead concerning attitudes
as well.

Studies show that
employers and em-
ployees both have
fears during tough
times,  but  that
those fears are dif-
ferent. Employers
fear that the employ-
ees may learn too
much information—or
incorrect information—
about the situation, that
their best employees may leave, and
that employee morale is worse than
it actually is.
Employees fear losing their

jobs, the well-being of their
coworkers and their employer, and
have a general fear of the unknown.
For this reason, employers need to
be as open and honest as possible

MANAGEMENT

• 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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with employees, be fair to all em-
ployees, find ways to reduce em-
ployee stress and make sure that
family members are treated equi-
tably as well.
Every type of agricultural pro-

duction goes through cycles. It’s
the nature of commodity produc-
tion. The challenge is to maintain
the same level of focus and per-
spective when prices are high as
when they are lower.

Key points to remember:
• You set the tone of the entire op-
eration. If you are focused and
positive, your employees will tend
to follow suit. Avoid the tendency
to complain daily about markets,
costs, personal frustrations or oth-
er woes that your employees can-
not have any affect on.

• Challenges build teamwork and
camaraderie. Watch to see who
is invested in the team and which
employees just look out for them-
selves in tough times. A good
friend of mine who was a fighter
pilot in the Viet Nam War once
told me, “Nothing builds cama-
raderie more than being shot
down in the same airplane.” If
people can’t work together during

challenging times, they may nev-
er understand what it means to
be a part of a team.

• True loyalty also reveals itself
during these times, so make a
note of those who stick with you
and raise their own performance
level. In the long run, these em-
ployees are worth a greater in-
vestment of your time and devel-
opmental resources.

• The lessons learned during 
these times need to be recorded
and shared with future genera-
tions. Take a few notes and be
willing to share them when the
time is appropriate.

One of my most interesting
clients once said, “Never pay tu-
ition twice for the same class.” He
knew the cost of not learning im-
portant lessons in a timely fashion
so that they were never repeated.
The wisdom that he gained during
all economic cycles was woven
into his daily decisions and he be-
came an industry leader that many
others admired.

For assistance with these and other em-
ployee management issues contact Don
Tyler; Tyler & Associates, at 765-523-
3259 or e-mail: don@dontyler.com 

FL

254-965-3663
www.mixercenter.com

sales@mixercenter.com / Fax 254-965-5718

Your Feeding and Manure Handling Headquarters.

QUALITY BOTTLE CALVES
From Holstein to Beef Crosses heifers and Bulls we
offer quality 3 to 7 day old bottle calves. We also
have guys onboard to custom raise your calves up
to 250lbs references available on Request.

—Calves with a Future!—
DIEMEL’S LIVESTOCK LLC

920-660-4171 / 920-660-6923
BONDED AND LICENSED

Shade-AllShade-All
Cattle and Livestock Shade

WEST POINT IMPLEMENT & DESIGN, INC.
2074 So. Hwy. 275 / West Point, NE 68788
www.westpointimp.com (402) 372-2408Here for you yesterday, today and tomorrow!

SHADE-ALL BENEFITS AND FEATURES
• Durable 30’ x 30’ shade device
• Cheaper than putting up a new building
• Portable (Place anywhere in pen to keep cattle from

congregating by water tank or bunks)
• Place away from water tank to prevent crowding
• Help keep cattle on feed and gaining
• Eliminates mud and mess caused by sprinklers
• Less property tax compared to a building
• Removable tarp in winter
• Covers approx. 65 head (1,000lb plus)
• 4 Inch heavy duty cargo strap helps keep stability

and makes for easy assembly

Approximately
5,000 lb. Base

Heavy Duty Rachet
Tightener and Reinforced
all Four Corners

Reinforced Center



26 FEED•LOT  February 2016

A
D

V
A

N
T

A
G

E
 A

D
V

E
R

T
IS

IN
G

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

Bill’s
Volume Sales

SERVING YOU FOR OVER 50 YEARS
WeAreYourHeadquarters For New and Used Mixers

PIERCE, CO
1201 Hope Avenue
Pierce, CO 80660
888-978-0019
970-834-1120

CENTRAL CITY, NE
East Hwy 30, P.O. Box 277

Central City, NE 68826
800-658-4375
308-946-2224

Fax: 308-946-2672

LEXINGTON, NE
75470 Rd. 435

Lexington, NE 68850
877-768-6649
308-324-7409

www.billsvolume.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.

Complete
Working 

Facilities for
Cattle and Bison

See our new innovative hydraulic chute.

National Distributor for Tru-Test Scales

INFORMATION OR BROCHURES:

PEARSON’S INC.
90 COURT ST.

THEDFORD, NE 69166
308/645-2231

www.pearsonlivestockeq.com
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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

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 ®

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

www.FeedlotMagazine.com
www.YourCattle.com

FEED•LOT eNews
YourCattle eNews
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Process your cattle in the 21st Century

Improved chute design to improve
your cattle performance.

If the Chute Fits, Swear By It!

TM

Brute Double Wedge
Alley Facility.

Safe, Efficient, Strong,
The Brute Way!

BRUTE CATTLE 
EQUIPMENT

“Cattle Friendly – Performance Driven”

www.dodgemfg.com
Toll Free: 866-441-2555

Farm Credit
©

Ag. Your Business. Our Business. Partners.

FEEDLOT FINANCING
Farm Credit offers financing for...

Facility and Land
Operating Loans
Customer Cattle and Feed
Feed Yard Equipment
and Rolling Stock

©

©

©

©

Farm Credit of Southwest Kansas
Dodge City 800-799-6547 / Garden City 800-799-6549

Liberal 800-799-6553 / Scott City 800-799-6563

Farm Credit of Western Kansas
Colby 800-657-6048

High Plains Farm Credit
Dodge City 800-289-5370 / Hays 800-369-9625
Larned 800-864-4458 / Phillipsburg 800-815-8593

Pratt 866-672-1265

BUILT TO LAST
HEAVYWEIGHT SCRAPERS

Manco Manufacturing, Inc.
43408 Road 786 / Oconto, NE 68860-1255

Phone: 308-858-4957
www.mancomanufacturing.com

• Approx wt. 6900 lbs.
• 4x20 hyd cylinder/
replacable bushings, 
2” cross pins

• 4x10 hyd tilt cylinder/
replacable bushings,
13⁄4” cross pins

• 31⁄2” axle tilt pins
replacable bushings

• 45 inch sides
• Back plate 3/8” standard,
1/2”, 3/4” optional

• 31 inch dump height
• 15,000 lb. 10 bolt hub
spindles

• 3/4” sides standard, 
1” optional

8012 SCRAPER
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COUNTRY WELDING
BOX SCRAPER

• Excellent for Leveling Feed Yards (especially in winter
months for cleaning off frozen manure)
• Constructed from 1/2” Thick Steel and 6” x 6” Box
Beams (weight is built-in, no need to add any)
• Complete with Dual Hydraulic Cylinders, Hoses and Tips
• Four 11L/16 10-ply Tires with 6 Bolt Hubs
• Standard with See Through Extension (allows for Easy
See-Through Visibility
• Swivel Clevis Hitch
• Available in 10’, 12’ and 14’ Widths
• Lift Height at Blade Edge – 23”

Shown with optional scarifer attachment
Benefits of this attachment is that it loosens hardened soil so blade can cut and
remove excess soil and by products. This reduces cut and fill time by at least a third.

COUNTRY WELDING
690 Highway 275 / Wisner, NE 68791

(402) 529-3501
www.countryweldingscrapers.com

THE QUALITY
SPEAKS FOR
ITSELF!

Smart Hydraulic System
For ease of operation and 
improved longevity

Kick-Out Beaters
An improved design for reduced
downtime and expense

PHONE
970-542-0640
Bruce Mohrlang
18990 CR 29

Brush, Colorado
bmohrlang@spreaderz.com

A Better Manure Spreader
The only truly-modern, truck-mounted commercial manure 

and compost spreader.

Better Engineered 
and Built To raise 
the industry standard

• Load-Sensing Hydraulics

• Floors and chains that are 
built tough enough to stand 
the test of time.

• Parts and service 
you can depend on

The Super Spreader
is a result of more than 40 years of industry experience 

and modern engineering.
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Audited by:

“Quality Cattle 
Handling Equipment”

Garden City, KS
1-800-426-9626

Fremont, NE
1-402-721-7604

www.cattlechutes.com

• Hydraulic Chutes
• Tubs & Alleys (Fixed & Hydraulics)

• Reconditioned Chutes
• Truck & Stock Trailer Loadouts

Trojan
Livestock 

Equipment Co., Inc.

1-800-687-1543
www.trojanchutes.com

Weatherford, OK

The Fastest, Cleanest, Most
Effective Dehorner/Cauterizer
You Can Buy... GUARANTEED

Dehorning and
debudding calves has
never been easier. Use
The IRON for quicker
cauterizing, less
blood, faster healing,
less animal stress!
Propane driven, totally

portable. Surgical stainless steel tips provide
constant heat and are guaranteed for life with
normal operation. Comes with torch, torch handle,
regulator, 12’ LP vapor hose, screw connectors and 
2 tips (1 cauterizer tip and 1 debudder tip).

1-800-851-6827

PIPE, HOSE & FITTINGS:
Irrigation & Liquid Handling Solutions

Call for a catalog 800-246-3685
Schumacher Irrigation, Inc.

SINCE 1956






