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Developing a national stan-
dardized system, though, one 

capable of tracing cattle back 
to current and previous locations 
of residence within 48 hours—for 
the purposes of animal disease 

tracking and management—has 
proven to be only slightly harder 

than hobbling a tornado. 
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Value-Based Grid Opens 
Doors for Increased  
Profitability
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“From 2010 through 2017, some 
breeds experienced a decline 
in the number of lots of calves 
sold from single-sire breeds, 

while Charolais documented 
an overall increase.”
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CHAROLAIS

On the Edge Today

By Linda Eck

Carcass data, 
genetic potential, 
health concerns, 
networking options, 
customer service, 
quality grades and 
the benefits of high 
yielding cattle were 
among the subject 
matter covered 
at AICA’s recent 
Listening and Learning Session. Brian 
Bertelsen, vice president of field oper-
ations for U.S. Premium Beef (USPB), 
took to the podium explaining operations 
and goals of the fully-integrated, produc-
er-owned beef processing system.

Addressing both Charolais seedstock 
and commercial cattle producers, Ber-
telsen presented an overview of how U.S. 
Premium Beef, an owner of National Beef 
Packing Co., the fourth largest packer in 
the United States, operates in conjunc-
tion with Qualified Custom Feedlots and 
Qualified Seedstock Suppliers to increase 
the quality of beef and longtime profit-
ability of cattle producers. Approximately 
20 to 25 percent of the cattle harvested 
annually at National Beef come through 
USPB. Cattle marketed through USPB are 
purchased on a value-based grid pricing 
system.

“We harvest over 700,000 head of cattle 
each year on our program,” said Bertelsen, 
who through his position in field oper-
ations has the opportunity to visit with 
producers throughout the market. He also 
noted that as USPB owners, producers 
become packers. 

Key elements of USPB include:
• Value-based pricing led by econom-

ics, not on the averages
• Information transfer of individual 

carcass data at no additional charge to 
those who provide electronic identifi-
cation back to the farm 

• Ownership in processing—companies 
working together as owners in the 
packing process

• Freight credit on fed cattle that come 
to the plant

• Livestock and meats consulting
Producers can become a part of USPB 

by becoming an associate member. This 
requires a $100 one-time fee and every an-
imal that’s marketed through USPB needs 
to have access to delivery rights. 

“There may not 
always be complete 
and total access 
because we do have 
a limited number 
of those delivery 
rights that are out 
there,” said Ber-
telsen. “If they are 
available to lease, 
you can lease them 
today at $6.”

Lease rights can also be purchased 
through feedyards and seedstock suppliers 
who have availability and through private 
purchase from individual producers.

Headquartered in Dodge City, Kansas, 
USPB, which celebrated its 20th anniver-
sary in 2017, is owned by independent 
producers from all segments of the indus-
try fully committed to its success.

Several branded beef products make 
their way through the program, but Ber-
telsen was quick to note, “We’re not going 
to tell you what breed to raise.” 

Understanding the Grid
Explaining the grid system used by 

USPB when marketing fed cattle, he 
applied the analogy of a bullseye to make 
his point. 

“Our job is to stand here with a target 
for people to shoot at with their cattle,” 
explained Bertelsen, pointing to a bullseye 
in his slide presentation. “You hit the bull-
seye, you’re going to make a lot of money. 
You land way out here, you’re going to 
get less. But that bullseye is pretty good 
sized.” 

“They don’t have to be one exact, 
certain kind of cattle,” he continued. 
“Some cattle make a lot of money on yield 
or dressing percentage. That would be 
Charolais-type cattle. Some will make a 
lot of premium on quality grade; Angus 
cattle tend to do that, on average, pretty 
well. Then, there are some cattle that are 
a combination thereof. They might be a 
good blend of all of the above.”

With economics of the marketing 
system driven by consumer demand, he 
emphasized the importance of having a 
demand for products. In order for USPB to 
offer producers a premium for cattle, there 
has to be demand for the end product.

Consumers “have to be willing to pay 
enough more per pound, and a large 

(continued on page 8)

“Our job is to stand here with a target 
for people to shoot at with their cattle,” 
explained Bertelsen, pointing to a bulls-
eye in his slide presentation. “You hit the 
bullseye, you’re going to make a lot of 
money. You land way out here, you’re 
going to get less. But that bullseye is 

pretty good sized.” 
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“In the advent of DNA technology and 
the excitement of growth in this area, we 
sometimes get so caught up in the DNA 
hype we forget that performance infor-
mation you’re submitting to the associa-
tion is extremely critical, particularly with 
the new approaches and new models 

that are utilized to generate your EPDs…”

n page 4 n
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By J. Neil Orth
AICA Executive Vice President

Recognizing Value and Paying For It
Leave it to a young, curious graduate 

student writing her thesis to present a com-
prehensive marketing analysis with lots of 
relevant information to digest. Esther Mc-
Cabe, the fourth-generation of McCabes to 
make beef industry contributions, recently 
published her master’s thesis research, 
deep diving into how cattle are market-
ed and what influences pricing in the 
U.S. Her research largely analyzed data 
obtained from Superior Livestock Auction 
from 1995 through 2016. The Superior 
data was supported by other research from 
public auctions and those sources cited. 

It’s important, as we digest any research, 
to objectively review data. From there, we 
can see other influences we may not have 
considered previously. One segment of 
McCabe’s study definitely indicates favor-
able pricing for Charolais sired calves. As 
iconic Paul Harvey used to say, “and now 
for the rest of the story.” 

The research looks at beef cattle mar-
keting across commercial production. In 
some cases, the data looks at decades, 
considers economic pressures, the imple-
mentation of science and technology and 
documents the market pricing reflected by 
those influencers. As in all research and 
the conclusions typically drawn by lay 
persons or consumers, the devil is in the 
details.

An interesting takeaway is the evolution 
of price discovery based on management 
and the implementation of better health 
and known genetics. In other words, in the 
early days, preconditioning and vaccina-
tion as a marketing component didn’t add 
any value. Producers were not willing to 
pay for those improvements. Third party 
verification began to add confidence. “In 
1995, 44.7 percent of the lots were not 
vaccinated for respiratory diseases prior 
to marketing. In 2005, only 3.9 percent of 

the lots sold were not vaccinated against 
respiratory diseases.” Over 11 years, the 
average premium paid for VAC 34 calves 
ranged from $0.99/cwt to $3.47/cwt. VAC 
45 calves earned an average premium of 
$2.47/cwt to $7.91/cwt during the same 
11 year period. More traditional factors—
horns, implants, lot size, uniformity of 
weight, sex, frame, body condition and 
geographic location also contributed to 
pricing differences.

Since Certified Angus Beef began in 
the 1970s, more than 125 branded beef 
programs have been launched, almost all 
favoring black-hided cattle and requiring a 
quality grade benchmark for certification. 
Consumer driven niche markets such as 
natural, non-hormone treated (NHTC) and 
grass fed minimally influenced market 
pricing, at least for now.

For any commercial beef producer that 
navigates the market recognizes, size 
matters. The study recognizes that 175,000 
beef operations have been lost in the last 
25 years. More than 81 percent of the loss-
es have come from 1-49 head cow herds. 
The Superior data indicates the average 
cow herd size of a Superior customer 

selling cattle is approximately 200 head, 
which enables the seller to market load 
lots, again a marketing advantage. 

Digging deep into the study indicates 
many positive nuggets for Charolais and 
Charolais-influenced producers. From 
2010 through 2017, some breeds experi-
enced a decline in the number of lots of 
calves sold from single-sire breeds, while 
Charolais documented an overall increase. 
In many ways, the study confirms what we 
anecdotally knew. We know, because our 
breeders report on behalf of their commer-
cial customers, Charolais and Char-cross 
feeder cattle almost always sell at the 
top of the market for the day. The study 
confirms that 490 lots of Charolais sired 
calves, average weight of 580 pounds, sold 
for $1.23/cwt higher than the next high 
selling Red Angus lots.

Marketing data is difficult to analyze. 
Esther McCabe’s research is a fusion of 
multiple research and represents, arguably, 
one of the most extensive looks at market-
ing across the entire spectrum of com-
mercial beef production. All research is a 
look back. Looking forward requires us 
to arm ourselves with historical informa-
tion, understand the pricing signals and be 
proactive to implement new and improved 
management tools.

Every breed association competes for 
members and members compete for cow-
calf producers. We want to own larger 
industry market shares, sell more bulls, 
increase our footprint in the commercial 
cow-calf sector, record more data and in-
crease our memberships. At the end of the 
day, our commercial customers determine 
our success or failure based on the price 
they receive for their cattle, regardless of 
end point. Data indicates the beef industry 
recognizes the value of Charolais and is 
willing to pay for it!
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Individual Performance Data Adds Value to Genetic Testing
By Linda Eck

Driving home the importance individ-
ual performance data plays in the world 
of genomics, Sally Northcutt, Ph.D., with 

Method Genet-
ics LLC and 
consultant to the 
American-Inter-
national Charo-
lais Association, 
spoke vividly to 
attendees at the 
organization’s 
recent Listening 
and Learning 
Session about 
the value of col-
lecting and re-
porting weights, 

measures and other production data to 
gain a more accurate picture of genetic 
capabilities.

“Don’t forget about the backbone of 
information that goes into your genetic 
tools,” Northcutt told the crowd of com-
mercial and purebred Charolais breeders. 
Promoting the AICA’s Single-Step Genetic 
Evaluation program, she said breeders 
attain the most value from their genetic 
testing when performance data and ped-

igree are included with 
DNA results.

Single-Step Eval-
uation Combines 
Performance and 
Genetic Data

Continuing to em-
phasize performance 
data matters, Northcutt 
explained that individual 
performance data can 
be tied into the SNP 
genotypes obtained from 
DNA samples and incorporated into more 
accurate expected progeny differences 
(EPDs) for use by both purebred breeders 
and commercial cattle producers.

“In the advent of DNA technology and 
the excitement of growth in this area, we 
sometimes get so caught up in the DNA 
hype we forget that performance informa-
tion you’re submitting to the association 
is extremely critical, particularly with the 
new approaches and new models that are 
utilized to generate your EPDs,” said the 
geneticist.

“It’s a very straight forward analysis in 
terms of incorporating those genotypes 
into EPDs directly,” she told the group, 

referencing the Single-Step Genetic 
Evaluation released by the association in 
December of 2017.

“It’s very modern and industry rele-
vant,” she continued, noting that contrib-
uting factors include genotype information 
from DNA samples, typically four gener-
ations of pedigree information, individual 
performance data and progeny data. EPDs 
provided to breeders through the associa-
tion’s National Cattle Evaluation (NCE), 
include these four components. Increased 
accuracy depends on both genetic and 
environmental information.

“Genomic testing provides an addition-
al piece of information to enhance the 
reliability of your EPDs,” said Northcutt. 

“You’ll get an accuracy bump from that 
additional test, adding value and rele-
vance to the predictions in characterizing 
your cattle.

Aside from DNA testing, Northcutt said, 
“It’s critical that environment be included 
in performance data submitted,” refer-
encing non-genetic components such as 
creep feed, management, age of dam, etc., 
as parts of what she called the nuisance 
variation. “We want to account for these 
appropriately.”

“The SNP genotype actually augments 
or  fills in some of the gaps,” said Dr. 
Northcutt. “It helps us differentiate 

(continued on page 6)

Dr. Sally Northcutt

36th Annual Production Sale
Friday, January 25, 2019 • 1:00 p.m. MST

IN OUR HEATED SALE FACILITY AT THE RANCH
3 Miles west, 1 ½ miles north & ½ mile east of Bowman, ND

JAY and SUSAN SOREIDE 
(701)523-5355 or Cell (701) 523-1323

Joy, Zach, Kaylee, Casey and Johnny Kinsey
(701)523-4839 or Cell (701) 206-0610
8307 149th Ave. SW • Bowman, ND 58623

soreidecharolais@ndsupernet.com or joy_soreide@hotmail.com
Selling 60 Yearling Bulls • 5 Replacement Heifers

Find us on Facebook

SCR Sir Superman 863  Sire: SCC Superman 61Z PLD  BD: 3-12-2018  
BW: 95  205: 834  Index: 114  CE: 4.7  BW: 1.6  WW: 46  YW: 78  MK: 10  TM: 33  TSI: 218.05

SCR Sir Ledger 8110 PLD  Sire: VCR Ledger 578 P BD: 3-21-2018  
BW: 80  205: 811  Index: 111  CE: 10.3  BW: -2.4  WW: 39  YW: 71  MK: 11  TM: 31  TSI: 219.00

Charolais cross calves gain more weight, are more 
feed efficient and have more overall performance 
thanks to hybrid vigor – giving YOU the advantage.  

When Char/cross calves walk in the sale ring, buyers 
can see the distinctive look of superior Charolais 
genetics right away and will pay more for it.  Those 
calves will go into the feed lot, have more gainability 
and better carcass values.  Creating more pounds and 
dollars for you!

We believe our bulls should provide calving ease, eye 
appeal, great disposition and consistent quality and 
confirmation you have come to expect..

Cattlemen, do you want market 
topping calves at sale time?

Then you need a Soreide Charolais Bull!
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feed efficient and have more overall performance 
thanks to hybrid vigor – giving YOU the advantage.  

When Char/cross calves walk in the sale ring, buyers 
can see the distinctive look of superior Charolais 
genetics right away and will pay more for it.  Those 
calves will go into the feed lot, have more gainability 
and better carcass values.  Creating more pounds and 
dollars for you!

We believe our bulls should provide calving ease, eye 
appeal, great disposition and consistent quality and 
confirmation you have come to expect..

Cattlemen, do you want market 
topping calves at sale time?

Then you need a Soreide Charolais Bull!

Bulls fed free until April 1!

Free delivery within 
250 miles

  
Satisfaction guaranteed.

Ryan & Rhonda Honeyman
1006 11th Street NW • Reeder, ND 58649

701-853-2870 • Ryan’s cell 701-928-0788 • honeymancharolais@hotmail.com

Thank you to everyone who bid and bought bulls at 
our 29thAnnual Sale last February!

Thanks to our many repeat customers and new 
customers, it was a huge success!

Wishing everyone a blessed and prosperous 2019!

Blake Honeyman
701-206-0272

Friday, February 8, 2019
1 p.m. MST • Bowman Auction • Bowman, ND

  SELLING  

PUREBRED YEARLING60 Charolais Bulls

Bull Sale

30TH ANNUAL

ULTRASOUND CARCASS TESTED

Reeder, ND

WCR Polar Vortex 324
Homozygous Polled

Sires calving ease with outstanding weaning
and yearling performance. His bull calves
are thick with good bone, big scrotals and

super dispositions. He has been used
successfully on first-calf heifers and has a

very good selection of bulls available on our
Feb. 8th sale.

DCR Morton Y15
Homozygous Polled

Sires cattle that perform and grow from the
time they’re born to the time they are finished.
His progeny calve very easily and have good
dispositions. His daughters are making good

cows. He’s a son of No Doubt and a 3/4 brother
to DCR Solution. If you are looking for good

calving–ease bulls and top performance. Take
a look at his offspring in the Feb. 8th sale.

OW Maximizer 4253
Homozygous Polled
Here’s an exciting new herd sire that is adding
calving ease with tremendous growth. He
was used on all 3-year-old cows and his calves
came off with some of the biggest weaning
weights of any sire group. They are the right
kind, and we think you will like them. He has
an outstanding selection of bulls in our sale
Feb. 8th. Come take a look!

Other sires represented:  
HC Legendary 5013 Pld
Used on 1st calf heifers. 
Has some of the best calves in the pen

HC Gain & Grade 244 Pld
Used on 1st calf heifers. Has a good selection 
calving ease and performance bulls

BHC Legacy 5029 Pld
Used on 1st calf heifers. Sires deep soggy 
moderate framed calves

LT Trailblazer 5115 Pld
Son of LT Sundance - 
Has some very stout bulls in the sale

TR PZC BCC Diablo Pld
Sires depth and thickness

RC Amazing 3145 Pld
Sires calves with style and depth.

MD Seismic Images C1340 Pld
Used as cleanup bull on 1st calf heifers. Has 
some good young bulls.

6 Big Rugged Bulls
TWO -YEAR- OLDS
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Individual Performance…
(continued from page 4)

between embryo transfer calves, for 
example. With a paper pedigree we think 
on the average they have half their genes 
in common, but realistically it might be 
a little more or less than that. Fitting the 
SNP genotypes gives us the refinement to 
improve the reliability of genetic predic-
tions.”

 The Single-Step system simultane-
ously combines information—phenotype 
weights and measures in proper contem-
porary groups, pedigree from an ancestral 
basis as well as a genomic pedigree.

“A nice bonus is that when this informa-
tion is available, parentage can be checked 
as well,” she said. “That is an added bonus 
available to you from the association.”

Performance Data Keeps Breed 
Moving Forward

“My big message to you today is that 
performance data matters,” Northcutt said. 
“We still want that data and I can’t encour-
age you enough to do that.”

She then told the group that in reviewing 
association data she observed a weak spot 
in terms of producers turning in yearling 
weights and data.

“That would be particularly important,” 

she said, noting earlier discussion in the 
session by both Tonya Amen, Ph.D., and 
Bain Wilson, Ph.D., that included mature 
cow size and bull selection tools. “Those 
growth traits are moderately to highly her-
itable. In moving forward and growing the 
depth of your breed association database 
it would be nice to step up the yearling 
weight component and even futuristically 
collect some young female weights and 
cow weights as well.”

She also noted ultrasound scan data is 
important as well as individual harvest 
data. Both become economically rele-
vant with ultrasound data an indicator of 
carcass merit.

Giving attendees a look into the future, 
Northcutt shared the association’s efforts 
to create EPDs for docility and udder 
development.

Docility is 30 to 40 percent heritable 
according to Northcutt and has “a tremen-
dous economic impact throughout the 
industry that carries through to harvest.” 
Breeders submitting data are asked to 
provide a score of 1 to 6 based on Beef 
Improvement Federation guidelines. These 
chute scores are taken on weaned calves 
with one being the most favorable. This 
data can also be submitted online or on re-
porting forms provided by the association.

“There is no data now to determine that 
genetic component,” said Northcutt, “but 
we can begin to ramp up on some data 
collection.”

New trait development is also in the 
works for udder quality, which Northcutt 
said is “about 25 percent heritable.” She 
indicated that the AICA currently has over 
40,000 observations for udder suspen-
sion and teat size as breeders continue 
to periodically report information. With 
assistance of breeder data reporting, 
there’s “some nice research going on at the 
association.”

Proper Data Reporting is  
Key to Success

“Never before have I seen performance 
records become as important as now, since 
we’ve moved to this advanced Single-Step 
model,” said Northcutt, who also noted 
that the key to success is in proper data 
reporting.

Performance data must be reported in 
proper contemporary groups of animals 
managed and treated alike and exposed to 
the same conditions.

Northcutt urged producers to think 
through their contemporary groupings 
with questions such as these:

Were those cattle managed and treated 
alike? 

What is the breed composition of recipi-
ent females?

Contemporary groups should be of 
the same sex, managed alike, treated 
alike, exposed to the same environmental 
conditions, share the same birth year and 
season, weigh dates, management and 
pasture codes.

Noting that proper grouping is very im-
portant, Northcutt told attendees, “Not all 
groups are created equally. Even the same 
ranch can have different environments.” 
She also pointed out that groups of one 
do not contribute to the genetic prediction 
system and are edited out.

In order to stay current with AICA NCE 
updates, she encouraged producers to 
stay informed of association deadlines for 
submitting data. Those dates are available 
on the association website or by calling the 
association.

“Familiarize yourself and plan,” she said 
in encouraging the group to be proactive 
in reporting data. “It will enhance the 
reliability of EPDs. You have a wealth of 
cattle evaluation tools at your fingertips to 
put into place to make genetic progress. 
Don’t overlook the importance of perfor-
mance information.”

Stewart Charolais & Red Angus
44399 207th St.  •  Lake Preston, SD 57249

Jeff & Linda Stewart • Katherine Haler • Matt & Jackie Clark
Jeff’s Cell  605-860-1187 • Katherine’s Cell 507-215-1470 • Matt’s Cell 605-690-1676



Sioux Empire Farm Show Charolais Show & Sale
Thursday, January 24, 2019 • W.H. Lyons Fairgrounds, Sioux Falls, S.D.
Charolais Show: 8:00 am; Sale: 12:30 pm
A Midwest tradition of high quality bulls, bred females and show 
heifer prospects. Don’t miss this exciting Charolais event featuring 
some of the Midwest’s finest.
For Further Information & Sale Booklets, contact—
Dean Odden—Ree Heights, SD • 605-943-5601
Brian Driscoll—DeSmet, SD • 605-203-1289
Weston Geppert—Charolais Journal Rep • 605-933-1387
www.siouxempirefarmshow.org

Black Hills Stock Show Charolais Show & Sale
Tuesday, January 29, 2019 • Rushmore Plaza Civic Center, Rapid City, S.D.
Charolais Show: 10:00 am; Sale: 1:00 pm
Without a doubt, the breed’s top multi-consignor bull sale! Multiple 
national champion bulls have come out of this sale along with 
numerous herd sires. Top quality females can be your claim at this 
sale as well, Including elite show heifers and bred females. 
For Further Information & Sale Booklets, contact—
Donnie Leddy—Stockholm, SD • 605-695-0113
Black Hills Stock Show Office • 605-355-3861
Colt Keffer—Charolais Journal Rep • 765-376-8784
www.blackhillsstockshow.com

Great Faces – Great Places

In South Dakota There Are Three Great Places To Buy Great Charolais Genetics  
From Some Of The Greatest Charolais Breeders In The Country!

For Charolais Genetics

South Dakota Showplace Charolais Show & Sale
Wednesday, February 6, 2019  • Watertown Winter Farm Show, Watertown, S.D.
Show: 8:00 am; Sale: 12:00 pm Noon
Sponsored by the South Dakota Charolais Breeders Association, 
this sale will feature lots from many of the elite programs in 
South Dakota that have sculpted the Charolais breed nationwide. 
Selling bulls and females for the most discriminating breeder. 
For Further Information & Sale Booklets, contact—
Alan Vedvei—Lake Preston, SD • 605-860-1135
Scott Jensen—Lake Preston, SD • 605-860-1226
Weston Geppert—Charolais Journal Rep • 605-933-1387

Champion Female Champion Bull

2018 Champions

Champion Female Champion Bull

2018 Champions

Champion Female Champion Bull

2018 Champions
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Value-Based Grid…
(continued from page 1)

enough percentage of the total carcass,  
for there to be a total pile of money to 
offer back, with the whole trickle down 
economic theory.”

As producers are seeking increased 
value in their calves, “Some are doing 
it through quality grade, some are doing 
yield and some are doing both and really 
hitting a home run,” he added.

He then revealed that over the last two 
or three years, USPB averaged about $50 
per head premium, across the board, for 
cattle marketed through the program as 
compared to cattle sold on the cash live 
market. Knowing where value comes from 
is one of the benefits of participating in the 
USPB program. 

“Each and every year, except for one, 
quality grade has been the biggest bar 
on that chart,” said Bertelsen, pointing 
to a chart in his presentation reflecting a 
breakdown as to where value comes from 
on the USPB grid. “All things related to 
marbling—quality grades, Prime, Choice, 
Select, branded beef marketing and all 
those things combined.”

“The second biggest bar almost every 
year is yield or dressing percentage. For 
our company, last year that was about $20 
to $21 per head,” he added, and described 

yield as “a confusing topic.”
“I don’t like to call it a premium, from 

the standpoint that within a given week 
our grid is the same for all cattle. We don’t 
pay more for this set of cattle just because 
they yield better, but what they can do is 
they can generate more total dollars by 
selling carcass weight at a carcass price 
versus live weight at a live price.

Genetics and Management  
Important to Attaining  
Optimum Quality

A huge believer that genetics and man-
agement play a large role in the success of 

cattle producers, Bertelsen told the crowd 
representing ten states that “most cattle 
can work on the grid, if managed proper-
ly,” noting that cattle should be managed 
from conception forward, to attain opti-
mum quality. 

“Genetics is a big factor that sets their 
potential,” said Bertelsen. “Everything 
below that is management related… things 
we’re gonna do to maximize that poten-
tial.”

After genetics, his list of Top Five 
Quality Influencers was rounded out with 
nutrition, feedlot management, health and 
growth promotants, which are all manage-

ment related practices. He reiterated their 
importance by noting that cattle should be 
managed to meet these goals by: 

• Feeding them right and managing 
nutrition. 

• Feeding to the proper days on feed 
and the proper end point. 

• Keeping them healthy. Dead cattle 
don’t grade well on the grid and 
calves that have been sick and recov-
er, don’t do very well.

Pushing for growth, with a warning to 
be a little wise with growth promotants. 

Breeds have their strengths and their 
weaknesses. He pointed out there are ob-
vious things, regardless of breed that don’t 
work when feeding cattle. 

“What doesn’t work is if you’re market-
ing on our grid or any grid like ours and 
you’re trying to sell them green or early 
with limited days on feed. You’ve got to 
feed long enough to create pounds and 
quality together to generate more dollars 
in the cash market,” he advised. “If you’re 
selling your cattle green because prices 
are high, you probably don’t want to go 
to a grid because you just haven’t created 
that value to be better than the industry 
average.”

He also indicated that if cattle are too 
big or too heavy when placed in the feed-
lot, there’s a higher likelihood of 

(continued on page 10)

Brian Bertelsen, U.S. Premium Beef

HANG’N A CATTLE COMPANY
Alan & Leslie Alexander

Pasco, WA
Alan 509-727-9151 :: Leslie 509-727-0718

www.hangnacattle.com  :: hangna@owt.com

OUR CO-HOSTS:
LAUTENSCHLAGER & SON RED ANGUS  Endicott, WA

GARDINER PRIME ANGUS  Bonner’s Ferry, ID

LOOKING FOR CHAROLAIS BULLS 
IN THE PACIFIC NORTHWEST?  

www.RanchersChoiceSale.com
12:30 PM  |  ELTOPIA, WASHINGTON

OFFERING 100 BULLS & 30 HEIFERS
CHAROLAIS | RED ANGUS | ANGUS

LOT 1  #743   SIRED BY WC FORMULA

LOT 8   #759   SIRED BY WC FORMULA

LOT 17   #736  SIRED BY HCR PATRIARCH

LOT 21  #817   SIRED BY 
BIG CREEK MASTER CHIEF

LOT 32   #816   SIRED BY HACC STURGIS 566 
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INDUSTRY FOCUSED, 
    CUSTOMER DRIVEN.

ZEHNDER WAAGE PARTNERSHIP

ANNUAL 
BULL SALE

SATURDAY, MARCH 30, 2019
   GREENBUSH, MN

WDZ KINGSMAN 737 
THANK YOU 
WAGONHAMMER RANCHES 

WDZ FRONT RANGE 602
THANK YOU RENNERT RANCH 

2017 GRAND CHAMPION
PEN OF 5 BULLS  
NATIONAL WESTERN STOCK SHOW

Severance Diamond Charolais and Angus 
Performance and Quality Bull and Female Sale

Friday, February 1, 2019 • 1:30 p.m. CT • Kist Livestock Auction, Mandan, ND

Charolais Sires:
• WC Milestone
• WC Ledger
• M6 Comfort Zone
• WC More Power
• JLS Ranger

Angus Sires:
• SAV Renown
• SAV Resource
• Musgrave Aviator
• VAR Discovery
• Connealy Capitalist
• SAV Reign
• SAV Cutting Edge

Jan L. & Sally Severance
28200 254th St SW  •  Ryder, ND 58779

www.severanceranch.com 

Jan Severance  701-720-2893
Chad Zehnder  612-554-2154
Ryan Waage  218-689-1530

CONTACT:

WC Milestone

SELLING
40 Purebred Charolais Bulls

40 Purebred Angus Bulls
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Cattle Management…
(continued from page 8)

heavyweight discounts. The practice of 
“roughing cattle out through the winter 
and not pushing them very much at all” 
is another practice that Bertelsen reported 
“doesn’t really work.” 

“That’s going to be a phase in their 
life when they’re not building up any 
marbling,” he noted. “Marbling does 
happen prior to the feedyard, or it can if 
we manage them right; and the cattle that 
are really superior, we start with the end in 
mind. We build them genetically and man-
age them from literally conception on to 
express those traits as much as possible.” 

“Value-based marketing is a little bit 
like other new technology and new tools, 
Bertelsen explained. “If you’re willing to 
accept it and make that work, and learn 
about it, you can really excel at it and do 
quite well. That’s where I come in to help 
you learn without making a lot of mistakes 
right off the bat.”

Bertelsen encouraged producers who 
want to market their feeder cattle by 
establishing some of these types of rela-
tionships, and to visit www.USPremium-
Beef.com for a list of Qualified Custom 
Feedlots with a full page of information 
regarding each one. 

“Call and talk to them about what you 

have and what you would like to do in 
developing a relationship with them and 
getting some data back,” said Bertelsen.

Networking Opportunities for Seed-
stock Producers

Specifically addressing the value of 
these relationships for seedstock produc-
ers, Bertelsen acknowledged that while 
many may not market a lot of feeder or fed 
cattle, setting up a relationship with a feed-
lot opens the door for breeders to retain 
ownership of calves not developed for the 
bull market and extend opportunities for 
bull customers to market their cattle either 
directly or through a buyback program.  

Retaining ownership or developing a 
buyback program with customers allows 
seedstock producers to capture the most 
value and get data back on the calves. 
Aside from capturing additional value, a 
major benefit of participating in the USPB 
program is obtaining harvest data. Carcass 
data, feedyard performance and health 
records are all available at no additional 
cost to producers who send cattle that have 
been tagged with electronic identification 
(EID) ear tags to the feedlots.

“Each herd has strengths and weakness-
es,” said Bertelsen in presenting seedstock 
producers with the opportunity of helping 
their customers produce better calves. “By 
finding out how those calves are doing, 

you can help them maintain the strengths 
and determine where the weaknesses are 
and provide them with the right genetics to 
fill their needs.” 

“Sometimes we learn that it’s more 
management related issues that we can 
make improvements on. Back in college I 
was taught marbling was at the end of the 
feeding period. Well, it’s not. It’s a lifetime 
achievement.” He then referenced data on 
fetal programming, noting, “If we manage 
that cow well, then the calf in her is going 
to do better on the rail, and if we provide 
the cow with better nutrition.”

Breeders receiving data can also use 
that data to improve their own program, 
as well as share it with the AICA to help 
improve overall breed quality. 

“Sharing of data is very valuable,” he 
added, indicating carcass data, feedlot 
performance and health records can be 
obtained. He also made reference to the 
need for improvement in the area of feed-
lot health.

“We need help in improving the health 
of cattle in our industry,” he said. “I look 
forward to the day we can genetically se-
lect for health. That will help the industry 
a lot.” 

 He then continued on the benefits of 
genetics in creating cattle that are more 
profitable in the feedlot.

“In today’s world of being a genetics 

supplier there are tools out there where, 
if they (breeders) use the tools, just about 
everyone can produce superior cattle,” 
he told the group.  “But, what separates 
one breeder from the other is customer 
service.” 

“As an industry, we’ve made lots of 
improvements in quality grade. I believe 
this is a long-term trend,” said Bertelsen. 
“The better we can make it and the more 
positive eating experiences we can pro-
vide, the better.”

But, he also noted, “It’s important to 
remember there’s economic value in 
improving all traits. Charolais do yield 
well and the general increase in the reward 
and the economic value in that, is valuable 
52 weeks out of the year. The frustration 
with the quality market is it’s not always 
there, since it is impacted by economics of 
the current market. If we can put the two 
together, and you can manage your cattle 
to hit the normal highs, then that’s even 
better.” 

“All cattle can do a lot of things,” said 
Bertelsen expressing the importance of 
understanding the strengths and weakness 
of breeds and individual herds. “Knowl-
edge is power. Then you can start to 
manage it, improve it, and refine it through 
management, nutrition and genetics all put 
together… and it works!”
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Vedvei Charolais
Alan & Deb Vedvei

44213 204th St. • Lake Preston, South Dakota 57249
(605) 847-4529 •  vedveicharolais@gmail.com

www.vedveicharolais.com
2000 AICA Seedstock Producer of the Year

Stop by the ranch or 
give us a call!

Call about these VCR prospects selling in the  
South Dakota Winter Sales.

Searching for 
a Herd Sire?

VCR Area Code 605 P 

Top 3% WW; 1% YW, TSI; 6% MB
EPDs: BW: 1.8  WW: 46  YW: 97  M: 5  
SC: 1.2  REA: 0.54   
MB: 0.24  TSI: 243

Extreme Length of Body

Bulls with Balance & Predictability!
We also have 20 fall 2017 born and 80 spring 2018 born quality 

performance polled bulls available at private treaty.

Relevant Trait & Profitability Sires

Black Hills Stock Show
Tuesday, January 29 — Rapid City, S.D.

•VCR Sir Milestone 818 P
2-1-18  M913150  AWW/R: 745 lbs./107 

EPDs: BW: 1.4  WW: 43  YW: 75  TM: 29 TSI: 217 
Sire: WC Milestone 5223 P   Dam: Ledger x Vision 

Top 6% WW • 9% YW • 15% TSI

• VCR Dakota Bounty 8119 P
3-15-18  M913167  AWW/R: 756 lbs./109 

EPDs: BW: -2.3  WW: 28  YW: 55  TM: 27  TSI: 205 
Sire: WDZ Wealth 624 P   Dam: Ledger x Mac 2244 

Top 10% BW•25%Milk, MB

 
South Dakota Showplace 

Wednesday, February 6 — Watertown, S.D.
Herd Sire Prospect –
• VCR Mr Digit 829 P

2-8-18  M913570  AWW/R: 771 lbs./111 
EPDs: BW: 0.0  WW: 47  YW: 90  TSI: 235 

Sire: VCR Area Code 605 P   Dam: 38 Special x Vision 4246 
Top 3% WW • 2% YW • 10% TM • 1% TSI

Fancy Show Heifer Prospect –
• VCR Miss Milestone 814 P

2-1-18  F1263560  AWW/R: 677/109 
EPDs: BW: 0.4  WW: 38  YW: 67  M: 14 

Sire: WC Milestone 5223 P   Dam: Corona Power x INXS 912 
Top 15% WW • 20% YW, Milk

 

Introducing—
WDZ Wealth 624 P

Calving Ease! Top 5% CE • 2% BW  
15% Milk

EPDs:  
CE: 11.9  BW: -4.5  WW: 21  YW: 39  

M: 15  MCE: 7.0  TM: 25  SC: 1.3  
CW: 22  REA: 0.78  MB: 0.13

Platte, South Dakota

DAVID MASON
Phone & Fax: (605) 337-2521

Cell: (605) 680-0780

CLARENCE E. MASON
Phone: (605) 337-3545
www.pvfcharolais.com

Bull Sale
April 13th , 2019 • 1 p.m.

Platte Livestock Auction, Platte, SD

Selling 65 Calving Ease Bulls including —
45 Yearlings • 20 Falls

For More information Contact—

LT Reserve 3274 —  
sons sell

LT Landmark 5052 Pld —  
sons sell

Lance Thiry will be offering—
40 Commercial Pairs Sell with Charolais Calves at side.
25 Red Angus and 15 Black Angus all Bred to Charolais Bulls.

LT Ledger 0332 P
LT Asset 2353 Pld
BHC Sir Wind 527
TR Mr Bonafide 4701 ET
PVF Ledger 1283

PVF Silver Diamond 3192
LT Syndicate 6409 Pld
LT River Ridge 6034 Pld
LT Dakota Rush 5500 P
WDZ Capital 617 P

Herd Sires represented in offering:

DAVID MASON
(605) 680-0780 

Lance Thiry
(605) 680-4367

www.pvfcharolais.com
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M852822

R LAZY B RANCH
Production Sale

CHAROLAIS

Friday, Feb. 15, 2019 • 1 p.m.
Hub City Livestock Aberdeen, S.D. 

For Sale Catalogs, Contact:
Robert & Vickie Birklid
5851 122 Ave. SE, Nome, ND 58062
(701) 924-8876 • Cell: (701) 678-3528
rlazybranch@gmail.com
www.rlazybranch.com
Auctioneer:  Seth Weishaar 605-210-1124

All Bulls:
• Performance Tested    •  Carcass Ultrasound Data Available Sale Day

• Free Delivery Up To 250 Miles  • Satisfaction Guaranteed       
• Bulls Fed Free Until April 1, 2019, take home sale day and recieve a discount

OFFERING—
60 yearling  Charolais bulls 

Visit www.rlazybranch.com for updated pictures, 
online catalog signup and viewing!

EM809088

LT Commissioner 5232 Pld

M866814

RBM Fargo Y111

Reference 
Sires:

EC Major Impact 107 Pld
M834644

LT Landmark 5052 Pld

LT Patriot 4004 Pld

M866771

HTA Centerfire 618D
M891528

Ask about our customer feeder calf marketing and 
retained ownership programs to get the most from 
your genetic investment.

   Many sons of Fargo and Patriot 
in the offering along with the first 
progeny of HTA Centerfire 618D 
an outstanding son of Ledger. All 
high-end performance cattle with 

excellent carcass traits and built-in 
calving ease you can count on.
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Producers and animal health offi-
cials take another crack at a stan-
dardized national cattle ID system.

By Wes Ishmael

Cattle identification is easy. Depending 
on the objective and need for permanence 
and convenience, apply a brand, tattoo or 
ear tag. Notch a brisket or ear. Slap on a 
back tag or run a paint stick across the hip.

Though more labor intensive, following 
the movement and management of indi-
vidual cattle that are uniquely identified 
is just as straightforward, as long as it’s 
on the ranch or within a system of mutual 
agreement.

Developing a national standardized sys-
tem, though, one capable of tracing cattle 
back to current and previous locations of 
residence within 48 hours—for the purpos-
es of animal disease tracking and man-
agement—has proven to be only slightly 
harder than hobbling a tornado.

The industry embarked on the journey 
almost two decades ago, working with 
state and federal governments as well 
as tribal nations. In fact, so many years 
and discussions passed, so many federal 
efforts shifted over time, that it’s easy to 

forget the mandatory foundation for such a 
system—the Animal Disease Traceability 
(ADT) program—became law in 2013.

Unless otherwise exempted, ADT 
requires livestock moved interstate to be 
be officially identified and accompanied 
by an interstate certificate of veterinary 

inspection (ICVI) or other documentation. 
For beef cattle, the rule only applies to 
those 18 months of age or older. So, feeder 
and fed cattle remain exempt. 

Some describe ADT as a bookend 
system, by which animal health officials 
can track animals forward from where 

they received the official identification tag 
and back from the animal’s last loca-
tion. That’s less comprehensive than the 
birth-forward model originally crafted.

Now, a growing segment of the industry 
appears willing to renew efforts 

(continued on page 20)

Cattle Management Full Circle: Cattle ID and Traceability

Cattle Industry Works Together on Traceability at NIAA Strategy Forum

“The National Cattlemen’s Beef Association (NCBA) 
and NIAA have often worked together on issues that 
impact the beef industry,” says Jennifer Houston, 2018 
NCBA president-elect and opening speaker at the 2018 
NIAA Strategy Forum on Livestock Traceability held 
earlier this fall in Kansas City, Mo.

“We think it is important to reach out to other people in 
the industry,” she says. “Both organizations are contractors 
to the Beef Checkoff, so issues that are of interest to the 
industry, such as disease traceability and antimicrobial 
resistance, merit the support of associations such as ours.” 

From NCBA’s perspective, traceability is an import-
ant part of our future. “Of course, we already have the 
mandatory Animal Disease Traceability program, but the 
question is what else can traceability do for the industry, 
and what steps should we be taking next? 

“Traceability is an important issue that is already on 
the minds of many industry stakeholders, said Houston. 
“While opinions differ on what comes next, we can all 

agree that there are many unanswered questions and we 
need to begin putting the pieces together and identifying 
solutions that will work for all of us.”

A study, conducted by World Perspectives, Inc., showed 
a number of questions remain in the minds of stakeholders, 
including important questions about data ownership and 
liability issues. “We have to find the answers to these ques-
tions,” she says. “Working together with NIAA and other 
groups to accomplish this makes sense.”

The NIAA Strategy Forum featured a wide variety of 
speakers to address traceability from several different 
viewpoints, on different issues and feature feedback from 
industry groups. One highlight is the report by the Cattle 
Traceability Working Group, which was developed from 
work done at the 2017 forum. 

“We just need to keep looking to the future on how we 
improve the disease traceability system that we have now, 
and how we continue to improve,” Houston said. 

Learn more at AnimalAgriculture.org.

annual production sale
Saturday • March 16th, 2019

Sale 1:00 PM • Lunch 12:00 Noon
At the Ranch • 1716 280 Rd • Formoso, KS

T&S Strnad Charolais
Terrill & Sarah Strnad and Family

Formoso, KS
785-243-8600 - tsstrnad@nckcn.com

www.tsstrnadcharolais.com

Myron Runft Charolais
Myron & Cheryl Runft

Belleville, KS
785-527-1269 - runftmc@nckcn.com

www.runftcharolais.com

Russ and Darla Lewis
Leoti, KS

620-874-0768 - russlewis33@gmail.com

Glenn Sellhorst
Charolais

Fremont, NE
402-380-4465 - glennsellhorst@aol.com

View Sale Book, Photos and Videos online at
www.TSSTRNADCHAROLAIS.com

Selling 50 Range Ready
High Performance Purebred Charolais Bulls.

Sons of
WC Ledger 5627 Sell!

Sired by popular sires including Patriot, Gold Standard, Free Lunch,
WC Resource, Blue Value, Blue Grass, Smokester and many more.

Also selling a select group of
Registered Charolais Open Heifers!
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Matthew Brent
22 County 657 Avenue, 
Alton, KS 67623
(785) 984-2392
mpbrent@ruraltel.net
www.BrentCharolais.com

LT VENTURE 3198 WC BIG BEN 9036

Online  Auction
MARCH 18, 2019

Ccharauctions.com

All Bulls Sell Fully Guaranteed • All Polled
Complete performance data
Ultrasound data available 

Semen tested with a first season guarantee 
Flexible delivery optionsCalving Ease options from WC Big Ben 9036, NWMSU 

Doc Silver 362, and LT Rushmore.  
Also, performance bulls by M6 new standard 842 & 
RBM Fargo Y111.

OTHER SIRES REPRESENTED—

STANDOUT PROSPECTS ON THE MARCH 18 SALE—
BRENTS FARGO 831P 
(M914308) Top 1% for WW, YW & TSI Top 5% for CW & REA and top 10% M
BRENTS ADVENTURE 837P
(M914303) Top 2% WW, Top 3% YW & TSI

SALE BULLS AVERAGE EPDS—
 BW -1.1 (top 25%), WW 36.0 (top 20%), YW 68.2(top 20%), and TSI 215 (top 15%).
Check our website for sale updates or call to schedule a viewing
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Sunday, 
March 10, 2019

1:00 PM DST
At the Ranch, 25 Miles NW of Watertown, SD

Mike & Ryan Bergh Families
44115 155th St

Florence, SD  57235

Mike: 605-758-2456 
Ryan: 605-758-2470 
rbmlive@itctel.com

www.rbmlivestock.com

Annual Production Sale

Volume bull discounts • 150 miles free delivery
Ultrasound data • Semen tested • Feed’em free til May 1

Selling- 70
Yearling 

Angus Bulls

15
Coming 2-Yr-Old

Angus Bulls

20
Yearling 

Charolais Bulls

100
Commercial
Open Heifers

15
Reg. Angus Bred 

Heifers

5
Elite Donor Cows

RBM TR Rhinestone Z38 • 2 Full Brothers Sell! RBM Fargo Y111 •Several Sons Sell!

RBM Step Ahead C80 • Full Brothers & Sons Sell! RBM Two Step C72 • Full Brothers & Sons Sell!
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K-State’s Winter Ranch Management Series Set for February
Strategies to mitigate environmental 

factors impacting reproduction is the 
theme of the 2019 Kansas State Univer-
sity Winter Ranch Management Seminar 
Series. Hosted at four sites across the 
state of Kansas, the meetings will feature 
presentations and comments by extension 
educators on profit-enhancing strategies.

The meetings will also feature a popular 
‘town-hall’ style, question-and-answer 
session between Kansas cattle producers 
and extension specialists. The series has 
a history of being a successful stretch of 
meetings, which are hosted throughout the 
state of Kansas, said Bob Weaber, K-State 
Research and Extension cow-calf special-
ist.

Weaber, along with other state, district 
and local extension staff, will take part 
in the series to help answer producers’ 
questions. The specialists will answer a 
wide range of questions on beef cattle 
issues including animal health, nutrition, 
management, genetics and reproduction.

“The previous year’s variable weather 
across Kansas presented many challenges 
for farmers and ranchers. Our extension 
team continues to field questions from beef 
producers related to environmental effects 
and their impact on cow-herd reproduc-

tion,” Weaber said. “The Winter Ranch 
Management series provides another great 
opportunity for state and local specialists 
to take our expertise out in the country for 
a series of impactful face-to-face meet-
ings. Our extension team has a breadth 
of experience in beef cattle management, 
reproduction, genetics, animal health and 
nutrition. We’re here to help solve and 
prevent production problems with reliable 
information.”

Topics to be discussed are environmen-
tal factors affecting conception rates and 
forage quality and availability impacts on 
beef cow nutrition during late gestation 
and pre-breeding.

“Early in the year is a great time for 
producers to think and plan for the coming 
year.” he said. “Many producers have a 
number of experiences in 2018 to reflect 
upon. As producers approach the calving 
season it is a good time of year to consider 
opportunities to improve management 
to reduce costs and enhance revenue 
streams.”

2019 Winter Ranch Management loca-
tions and contacts include:

Minneapolis
Date: Tuesday, February 5, 2019;  

5:30 - 8:30 p.m.

Location: Minneapolis Grade School 
(North Gymnasium Entrance), 312 
Delia Ave, Minneapolis, KS 67467

RSVP by January 29, 2019 to: 
Cade Rensink, Central Kansas 
District, 785-392-2147; crensink@
ksu.edu; Barrett Simon, Post Rock 
Extension District, 785-378-3174; 
barrett8@ksu.edu; Brett Melton, 
River Valley District, 85-243-8185, 
bmelton@ksu.edu; Clint Laflin, 
Midway Extension District, 785-
483-3157; cllaflin@ksu.edu

Jetmore
Date: Tuesday, February 19, 2019;  

Noon-3:30 p.m.
Location: Hodgeman County 4-H Build-

ing, 1005 Atkin, Jetmore, KS 67854
RSVP by February 12, 2019 to: 

DeWayne Craghead, Hodgeman 
Co. Extension, 620-357-8321; dcra-
ghea@ksu.edu

Rush Center
Date: Tuesday, February 19, 2019; 5:30-

8:30 p.m.
Location: Township Hall, 220 Union 

Street, Rush Center, KS
RSVP by February 12, 2019 to: 

Alicia Boor, Great Bend Office, 

Cottonwood Extension District 
620-793-1910; aboor@ksu.edu 
Jared Petersilie, LaCrosse Office, 
Walnut Creek Extension District 
785-222-2710; jaredp11@ksu.edu

McPherson
Date: Tuesday, February 26, 2018;  

12:45-3:45 p.m.
Location: McPherson County Extension 

Office, 600 W. Woodside, McPher-
son, KS 67640

RSVP by February 19, 2018 to: 
Terra Regehr, McPherson Co. Ex-
tension Office Professional 
620-241-1523; tregehr@ksu.edu

For more information:
Shad Marston, McPherson Co. Exten-

sion Agriculture Agent, 620-241-1523; 
smarston@ksu.edu

Meeting times and registration fees 
vary by location, but all will include a 
meal. Participants are asked to RSVP for a 
selected location by the close of business 
one week prior to the event. Interested 
participants should contact their local host 
contact for registration and RSVP details.

More information about the K-State 
Winter Ranch Management Seminar Se-
ries is available at KSUBeef.org.

Wagner Four Aces

 Son of Wagner Shalako, who is
number one bull in the Charolais
breed for calving ease EPD and
number 5 for birth weight EPD.
Several Four Aces sons will be

                                in the sale!

50+ Fall Bulls - Performance, Calving Ease, Longevity

     Bob & Jan Wagner          bob@wagner-ranch.com         
     (970) 420-2336                wagnercharolais.com                   

*Free Delivery
*100% Guarantee

March 20, 2019  11:00 AM
8TH ANNUAL BULL SALE

Sterling Livestock Commission Sterling, CO
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For Sale: Bred & Breeding Charolais Heifers

Selling 40 Performance Tested 
Yearling Charolais Bulls 

Sam & Connie Geyer
De Smet, SD 605-860-2081
www.geyercattlecompany.com

Geyer Cattle Co.

CharAdvantage
An IMI Global Age, Source & Genetic Verification Program for Charolais-influenced Feeder Calves
Adding value through:
• Age & Source Verification
• Natural, NHTC & GAP Certification
• TSI & Marbling Genetic Merit Indicators
• Allows for Documentation of Seedstock Providers, Health & BQA Certification
• Increased Exposure for Charolais-influenced feeder cattle

For more information, contact:
Colt Keffer, Director of Industry Relations & Sales
(765) 376-8784 • ckeffer@charolaisusa.com
www.charolaisusa.com
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Cattle Management…
(continued from page 14)

to accomplish the task of implementing 
a more robust system, one more akin to 
what was envisioned originally. At least 
that was the sense coming away from the 
annual conference of the National Institute 
for Animal Agriculture (NIAA) in April, 
which focused on ID and traceability. 

Consider also last  year’s formation of 
the Cattle Traceability Working Group 
(CTWG). It’s unaffiliated and not be-
holden to any organization, though it’s 
comprised of cattle producers and thought 
leaders that belong to many of the orga-
nizations that have been part of the ID 
discussion since the beginning.

Consider, too, the federal government.
USDA’s Animal Health Information 

Center published its assessment of ADT 
in April last year. In April this year, the 
State-Federal Animal Disease Traceability 
Working Group (ADTWG) released rec-
ommendations based on the assessment.

“The gaps we talk about with some 
animals being untraceable, and the lack 
of traceability to birth herd are concerns 
for Congress,” explained Jack Shere at 
the NIAA session. He is USDA deputy 
administrator of veterinary services and 
chief veterinary officer. “Congress is very 
interested in our ADT program and where 
it’s going. Various factions on the Hill 
would like to see a mandatory program.”

At the same meeting, Greg Ibach, 
USDA undersecretary of agriculture for 
marketing and regulatory programs, refer-
enced principles in the current Farm Bill 
aimed at enhancing protection of the U.S. 
food supply. He emphasized that traceabil-
ity is the critical component of identifying, 
tracking and managing animal disease, as 
well as mitigating the impacts of high-con-
sequence diseases.

All of that is before considering the fea-

sibility study of U.S. beef cattle identifica-
tion and traceability systems conducted by 
the National Cattlemen’s Beef Association 
last year; results were published at the be-
ginning of this year. Such a system is part 
of that organization’s long-range plan.

In order to consider where the industry 
may head with cattle ID and traceability, 
it pays to consider how it got to ADT and 
why it took so long.

ADT Roots Run Deep
When industry-government discussions 

about developing a standardized animal 
identification and traceability system 
began in 2002, concerns about foreign 
animal diseases (FAD), such as foot-and-
mouth disease and bovine spongiform 
encephalopathy, were front of mind, with 
Europe battling both. 

At the same time, fewer cattle in the 
U.S. were being officially identified as part 
of federal disease and eradication pro-
grams, such as those for bovine brucellosis 
and tuberculosis, because of the success of 
those programs.

Keep in mind that beyond disease 
surveillance, industry discussions about 
the value of individual cattle management, 
made possible with individual identifica-
tion and tracking, were just hitting their 
stride. A bevy of companies were intro-
ducing producers to electronic ear tags 
and readers to collect various data and 
software programs to sift the information. 

NIAA established the Food Animal 
Identification Task Force in April of 2002, 
according to Neil Hammerschmidt, former 
USDA traceability program manager, 
speaking at the recent NIAA conference. 
By that summer, the task force developed 
a work plan, which it presented to the U.S. 
Animal Health Association (USAHA) 
several months later. USAHA is comprised 
of state animal health officials from across 
the U.S. That organization voted to unan-

imously accept the work plan as the basis 
for implementing a national program.

By the spring of 2003, USDA formal-
ized a national working group to flesh out 
the details, some 100 individuals repre-
senting about 70 organizations. Ultimately, 
the effort was known as the U.S. Animal 
Identification Plan (USAIP).

Hammerschmidt points out USAIP 
development was well underway when 
the first case of BSE was confirmed in the 
U.S. in December 2003.

Soon after, when the U.S. Agriculture 
Secretary said USDA would expedite 
implementation of a national animal iden-
tification and traceability, such a reality 
seemed assured.

That’s when things got complicated. 
There were legitimate concerns, such 

as the trade-offs between a mandatory or 
voluntary system; the associated producer 
costs and liabilities; who would hold the 
data and could have access; and whether any 
of it was practical at the speed of commerce. 
There were also lots of politics involved as 
some private companies and organizations 
lobbied to get their piece of the ID pie.

In 2004, Hammerschmidt explains 
USDA accepted most of the USAIP rec-
ommendations and rebranded the effort as 
the National Animal Identification System 
(NAIS). That plan called for making prem-
ises registration mandatory by January 
of 2008; mandatory reporting of official 
movement a year later.

By 2009, though, NAIS was struggling. 
Legitimate producer concerns continued. 
Official premises registration was plod-
ding along. A new agriculture secretary 
established listening sessions across the 
nation, in order to define public and indus-
try concerns. “He made it clear we weren’t 
going to walk away from traceability. We 
wanted to solve it,” Hammerschmidt says.

Along with ongoing legitimate con-
cerns, those listening sessions yielded 
plenty of fear mongering and conspiracy 

theories from a minority of producers and 
the public at large.

The next year, NAIS was terminated, in 
favor of a new approach, which became 
the current ADT. 

“Even some of those who supported 
NAIS gave up on trying to follow what 
direction we were going with the program 
from one period of the year to another,” 
Hammerschmidt says.

In the case of beef cattle, rather than 
aiming to identify all of them, the focus 
shifted to a subset: the interstate move-
ment of cattle 18 months of age and older. 
Rather than identify the birth premises, the 
new program opted for identification of 
where the animal was tagged with official 
identification. The minimum initial recom-
mendation of electronic tags for official 
identification became low-cost, hard-to-
read metal clip tags (brite tags) in ADT.

Building the Current System Forward
“Given the framework we were given 

to work within, I believe the assessment 
document clearly demonstrates the ADT 
program was being implemented success-
fully,” Hammerschmidt says. “If an animal 
was officially identified, we could find out 
where that animal was tagged. If that an-
imal moved interstate, we could at a high 
level retrieve the ICVI.”

While the initial USAIP vision may 
have alienated or scared some—with a 
focus on electronically identifying all 
cattle leaving the farm—the compromises 
resulting in ADT left major gaps in achiev-
ing effective 48-hour traceback.

For one, ADT is not what many would 
consider a true bookend system, in that 
recording the animal’s place of birth is 
not required. For another, if and when the 
day comes that feeder cattle are included, 
few would argue there’s a way to make 
tracking practical with anything other than 
electronic identification. For the record, 
the ADTWG recommendations recognize

(continued on page 24)
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17th Annual Bull & Female SaleSmoky Hill Charolais Farm

Sunday • March 3rd, 2019 • 1:00 PM • At the Ranch, Hays KS
Hosted by the Lazy H Ranch Kansas, LLC

Breeding Performance Charolais since 1961

Selling 25 Registered Charolais Bulls - 13 to 20 months old, also selling 20 Registered 
Charolais Females – 6 Yearlings Heifers, 8 Fall Bred Heifers and 6 Heifer Calf Pairs

Reg EM892766    BD 02/19/17
Sire: Big Creek Game Changer    Dam: Turton
BW 88, WW 858

MJR TURTON MISS 
SMOKY 3541
Dam of 7542

Skymont Miss 5209
Maternal Granddam 
to 7542 and 759

MJR Connection 354 
SIre of 764 and 756

Reg M9120906    BD 10/18/17
Sire: Connection    Dam: Tenacious
BW 89, WW 785

47th National Show Dedicatee
Maurice Rohr, Owner - Smoky Hill Charolais Farm

Reg M909774    BD 09/19/17
Sire: Connection    Dam: Dominion
BW 82, WW 767

Reg M910337    BD 09/23/17
Sire: Fire Water    Dam: International
BW 90, WW 770

Reg M909773    BD 10/23/17
Sire: Turton 305    Dam: Flawless
BW 84, WW 772

Maurice Rohr
785-625-6490 or 785-432-0560

Mark Rohr
785-625-4650 or 785-432-1107

735 240th Ave • Hays, KS 67601

View Sale Cattle Online at 

www.LHRBULLS.com

7542

764

759

756

765
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Selling at the Ranch • 100 “Sandhill Bred” Bulls
Performance, Ultrasound, DNA & Fertility Tested

30 Select Group of Charolais Females

Bulls Also Selling—
Tuesday, March 26, 2019

Winter Livestock • La Junta, Colorado
Contact: Chris Matthew (719) 468-8100

DOB Herd # Sire Birth AWW Ratio BW WW YW Milk SC TM TSI
1/19/2018 806 Polar Vortex 82 705 104 -0.4 39 75 21 1.1 40 $218.90 

1/24/2018 831 County Line 92 773 ET 1.1 41 63 10 0.9 30 $199.20 

2/1/2018 867 Big Ben 82 826 121 -2.8 41 73 11 1.4 32 $218.30 

2/2/2018 872 Notorious 82 806 118 -1.9 48 82 10 1.2 34 $224.00 

2/4/2018 883 Kingsbury 82 811 119 -1.6 45 77 16 1 39 $219.30 

2/4/2018 880 Remix 82 748 110 -1.9 44 72 9 1.6 31 $214.30 

2/5/2018 887 Bottoms Up 76 746 110 -3.6 40 69 7 1.3 27 $216.60 

2/6/2018 893 Commissioner 82 823 121 -2.7 49 80 13 1 37 $221.80 

2/6/2018 896 Remix 86 757 111 -0.7 46 77 10 1.6 33 $218.10 

2/7/2018 898 Polled Prince 74 766 112 -2.1 44 73 19 1.1 41 $217.60 

2/8/2018 8107 Duke 8141 92 896 132 0.2 54 85 21 0.9 48 $226.10 

2/10/2018 8121 Polled Prince 86 833 122 -1 48 77 19 0.8 43 $220.30 

2/11/2018 8126 Kingsbury 90 752 110 -1.3 38 65 17 0.7 36 $207.80 

2/12/2018 8138 County Line 86 726 107 -1.4 47 72 13 1 36 $210.50 

2/14/2018 8145 Big Ben 88 778 114 -1.3 47 82 7 1.3 31 $223.80 

2/23/2018 8217 Kingsbury 82 765 112 -3.4 40 63 14 1 34 $204.10 

2/24/2018 8223 Big Ben 80 781 115 -2.6 37 72 11 1.3 30 $220.30 

2/24/2018 8233 Commissioner 88 746 110 -0.9 42 74 8 0.7 29 $216.80 

2/28/2018 8275 County LIne 84 825 121 -0.8 49 75 13 0.9 38 $213.10 

3/9/2018 8527 Duke 7340 95 805 ET -2.1 46 68 9 1.2 32 $211.80 

3/13/2018 8363 County Line 88 836 123 -0.4 54 81 14 0.7 41 $217.30 
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Cattle Management…
(continued from page 20)

the need to include cattle younger than 
18 months of age, but also emphasized 
the need to address the unique needs 
separately. 

So, in some ways, the industry finds 
itself back where it began with ID and 
traceability: no standardized national 
system capable of 48-hour traceback to the 
birth premises and many of the original 
concerns still in search of consensus.

The stark difference almost  
20 years down the road is that the  
circle became a spiral. The industry is 
embarking on this next phase at a higher, 
more advanced level, thanks to the immea-
surable efforts of  
so many.

“I encourage us to continue building 
on the ADT framework,” says Hammer-
schmidt, who also served as one of 18 
members of the ADTWG. “Let’s keep 
going the same direction, fix current 
traceability gaps that have been identified, 
address major concerns and make sure that 
we work with a solution that works at the 
speed of commerce.”

Reprinted with permission, BEEF 
magazine.

Real world production. Bulls developed in the Ozarks on fescue. 

Clilfford Mitchell
(405) 246-6324
ccmosu@msn.com

SALE MANAGER:

26th A N N U A L

Saturday, March 2, 2019  1 p.m. • PF Sale Facility, On the Farm • Mtn. Grove, Mo.

Steve & Sandy Peterson
Jeremiah, Andrew & Joey 

8767 Outer Road • Mtn. Grove, MO 65711  
(417) 926-5336 • (417) 259-1493

Peterson
 Farms
  Charolais

Registered Charolais Breeders

View Catalog Online at:
www.charolaisusa.com

• Select from Sire Groups
• Delivery to adjoining states
• Complete Perfomance Data
• Guaranteed Trich and BVD Free

76 Bulls Sell
Including the Peterson Red Hots — Charolais x Red Angus Composites

Sires Include—
DCF Prevalance 0953 P
PF Mr New Impression 3146 Pld
M6 Bells & Whistles 258 P
Keys Tenacious 109X Pld
PF Mr Beast Mode 5000 Pld
HF-PF Classic Vortex 1511 P

Hard Working Bulls Built For The Commercial Industry

By Wes Ishmael

“While APHIS is confident that 
implementation of the basic Animal 
Disease Traceability (ADT) frame-
work was successful, some of its 
parameters limit the progress of the 
program, and significant gaps still 
exist within current tracing capabil-
ities,” according to Animal Disease 
Traceability, a summary of program 
reviews and proposed directions 
from the State-Federal Animal Dis-
ease Traceability Working Group 
(ADTWG).

Among examples of the gaps:
• Application of the official ID re-

quirement only to livestock moving 
interstate creates significant con-
fusion in marketing channels and 
enforcement challenges. 

• Use of visual-only, low cost ID ear 
tags presents obstacles for col-
lecting animal ID efficiently and 
accurately.

• The traceability regulations do not 
include feeder cattle, which APHIS 
views as an essential component of 

Enhancing Current ADT 

an effective traceability system in the 
long term.

• Some federally approved slaughter 
plants could improve the collection of 
ID devices at slaughter and the cor-
relation of the devices to the carcass 
through final inspection. 
Recommendations to ADT im-

provements are based on last year’s 
program assessment, as well as input 
from nine stakeholder meetings held 
across the country that sought input 
on traceability objectives and how to 
accomplish them. Keep in mind that 
ADT stems from an industry-govern-
ment development process that began 
in 2002 (see “Full Circle”).

Among 14 recommendations for 
proposed ADT direction:
• Maintain current cattle population 

subject to ADT: all dairy, beef cattle 
older than 18 months of age and all 
rodeo and exhibition cattle. “The 
inclusion of beef feeder cattle in the 
traceability regulations is an essential 
component of an effective traceability 
system in the long term. However, 

addressing other fundamental gaps 
in the traceability framework must 
occur first.”

• “Cattle should be identified to 
their birth premises; official ID 
records must provide birth premises 
information for the animal. APHIS 
should revise federal regulations to 
include interstate commerce, and 
the appropriate authority—either 
USDA or state officials—should 
establish regulations that trigger 
official ID requirements at: change 
of ownership, first point of commin-
gling; interstate movement (may re-
flect no sale and no commingling).” 

• “The United States must move 
toward an EID system for cattle 
with a target implementation date of 
January 1, 2023. A comprehensive 
plan is necessary to address the 
multitude of very complex issues 
related to the implementation of a 
fully integrated electronic system.”
www.APHIS.USDA.gov/Publica-

tions/Animal_Health/ADT-Summa-
ry-Program-Review.pdf
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DOLL
Charolais & Simmental Genetics

3991 36th Street 
New Salem, ND 58563 
dollfarm@westriv.com
dollboyz@westriv.com

Directions: 
West of Bismarck, ND. 
Take I-94 to exit 134.
Go 2 miles north 1 mile west.

39th  Annual 
Production Sale

Tuesday  March 5, 2019 1:30 p.m. Kist Livestock, Mandan, ND
Auctioneer:  Lynn Weishaar

Raising Charolais since 1958 and Simmentals since 1968.  
A special thank you to all our present and new customers.

Selling Top Genetics in Both Breeds
100 Spring Charolais Bulls         65 Spring Simmental Bulls
5 Open Charolais & Simmental Heifers           

Doll 
Charolais Ranch

Raising top Charolais since 1958.

Charles and Pamela Doll 701-843-8673 
Harlan and Jodie Doll 701-843-8771
David and Donna Doll 701-843-7947

Visitors Always Welcome.
WWw.dollranch.net

DCR Mr F416
BD: 3/15/18  BW: 97  AWW/R: 893/108
EPDS: BW -0.7, WW 22, YW 41, Milk 5, TM 16, TSI 
not available
Sire: MVW Direct Deposit 22D
Dam: DCR Ms 9191 Bridger Z141

DCR Mr F11 ET
BD: 2/1/18  BW: 82 lbs AWW/R: 830/100
EPDS: BW -2.9, WW 32, YW 56, Milk 7, TM 24, TSI 
206 top 35%
Sire: VPI Free Lunch 708T
Dam: M & M Ms Long Distance 4009

DCR Mr F20
BD: 2/3/18  BW: 92 lbs  AWW/R: 929/112
EPDS: BW 0.2, WW 54, YW 87, Milk 8, TM 35, TSI 
229 top 3%
Sire: WCF Mr Silver Gun 467
Dam: DCR Ms Blue Value C16

DCR Mr F226
BD: 2/27/18  BW: 94  AWW/R: 975/118
EPDS: BW 1.3, WW 61, YW 105, Milk 8, TM 40, TSI 
244 top 1%
Sire: WCF Mr Silver Gun 467
Dam: JCH Ms Dozer U191

DCR Mr F318
BD: 3/7/18  BW: 102  AWW/R: 873/105
EPDS: BW 0.8, WW 36, YW 68, Milk 12, TM 29, TSI 
213 top 20%
Sire: DCR Mr Substance A240
Dam: DCR Ms X117 Success A395

DCR Mr F41
BD: 2/6/18  BW: 98 AWW/R: 862/105
EPDS: BW -0.2, WW 35, YW 63, Milk 11, TM 28, 
TSI 208 top 30%
Sire: LT Rushmore 8060
Dam: Ms Ike Allstate 3159

DCR Mr F243 ET
BD: 3/1/18  BW: 94   AWW/R: 893/100
EPDS: BW 0.8, WW 47, YW 80, Milk 11, TM 34, 
TSI 223 top 6%
Sire: WCF Mr Silver Gun 467
Dam: JCH Ms Dozer T388

DCR Mr F307 ET
BD: 3/6/18  BW 98  AWW/R: 921/100
EPDS: BW 0.1, WW 30, YW 59, Milk 8, TM 23, TSI 206 
Top 33%
Sire: LT Ledger 0332
Dam: JCH Ms Dozer T388
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Powerful •  Mature •  Easy Traveling •  Stout •  Polled

185
TWO-YEAR-OLD

BULLS
170 Bulls 

are Polled

51st Annual Bull Sale

March 23, 2019

44601 Valley View Road
Polson, Montana 59860

Ranch located 50 miles north 
of Missoula, Montana

TO REQUEST A CATALOG:

T.E. “Buddy” Westphal
Call or Text 

cell: (406) 270-0222 
email: westphal@cyberport.net

Visit our Website:
www.vvcrbulls.com

AUCTIONEER: 
Rick Machado

(805) 501-3210

Call about

FREE DELIVERY



October 30, 2019


