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“Now more than ever, producers
have an abundance of tools at their
fingertips to make a big difference
in their bottom line.”
■ page 1 ■

Research has developed a
technique that enriches ground
beef with omega-3 fatty acids;
these fatty acids have been
shown to reduce heart disease,
cholesterol and high
blood pressure.
■ page 10 ■

"Long term planning enables
us to manage our business, improve
timely services and position AICA
to offer new services or take
advantage of advancing
technology."
■ page 2 ■

The pounds of protein or energy
needed by the first-calf female
compared to a mature cow at the
same stage of gestation or lactation
are not all that different. However,
the percent of the diet that needs to
be protein or energy between these
two groups of females is different.

A lifetime of experience has molded
Dennis Metzger into the cattle industry and
marketing professional that he is today. As
the former American-International
Charolais Association (AICA) Director of
Commercial Marketing, Metzger was
allowed the opportunity not only to have a
hands on the ground understanding of the
seedstock market, but it allowed him to create working relationships with the video
market industry to raise appreciation for
what Charolais and Charolais-influenced
genetics could bring to the table.
“The main goal of the AICA commercial
marketing program was to raise awareness
for Charolais-cross calves,” Metzger says.
“By creating awareness, we were able to
add more value to those cattle, allowing
for sizable revenue opportunities for both
seedstock and commercial producers. We
were tired of hearing that the only calves
that would bring money were the black
ones, so we dove in to educate the beef
market on the gain potentials they were
missing.”
The AICA essentially lead the charge for
beef breed associations to get more
involved with marketing cattle to commercial industries, rather than focusing only on
the seedstock side of the business.
“It allowed the association to offer a full
marketing service to its members,” Metzger
says. “Not only were we actually on the

place going to work, we helped represent
the cattle and educated producers on their
vaccination programs. Our intent was to
help them find ways to get the most bang
for their buck.”
While cattle prices remain high, it is
important for producers, small and large, to
be sure they are doing everything in their
power to improve their bottom line and put
more money in their pocket on sale day by
developing an effective marketing strategy.
“The cattle industry has changed more in
the last ten years than it has in the last 100
years, in my opinion,” Metzger says. “Now,
more than ever producers have an abundance of tools at their fingertips to make a
big difference on their bottom line. Knowing
how to use them can sometimes be a challenge and that is where we come in.”
Recently, Metzger took the reins at
Western Video Market, in Cottonwood,
Calif., as the General Manager. The video
market, Metzger believes, offers a multitude of opportunity to Charolais producers
and offered a few tips to help make cattle
as valuable as possible this fall.
“Marketing cattle is a team effort
whether purebred or commercial,”
Metzger says. “Genetics, preconditioning
programs and good weighing conditions
are all key elements to recognizing top
dollar for your cattle.”
By following these simple tips, improve
your bottom line and set your cattle up
for success.
• Plan Ahead
Effective marketing does not happen
overnight. Especially if you intend to

■ page 14 ■

Dennis Metzger, General Manager of Western Video Market

(Continued on page 4)
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“Going Long” isn’t Just Another Sports Metaphor
Any business prognosticator will tell you
flexibility is imperative for any hope of
success in the economic environment
we’ve all lived in for the past few years.
However, one of the most important tools
for a member owned business like the
American-International Charolais
Association is a viable long range plan.
Mission statements are bold and impressive. Over time, however, most mission
statements are passively displayed in a
frame on the wall in a boardroom. A viable
long range plan, constantly reviewed, modified and executed truly becomes the rudder
that steers the ship.
Managing a business dependent upon
software, computer equipment and workstations is much like your own seedstock
operations. As beef producers, you make
investments in herd bulls based on the
genetic predictions and ranch equipment
based on short and long term needs. Every
investment, whether live animals or hard
steel, have an eventual sunset. A bull will
eventually become obsolete or injured, but
ultimately will be replaced. Equipment
wears out. The bottom line is, every successful producer understands the value of a
long term business plan.
In 2011, the AICA board of directors
invested countless hours in the development of a workable long range plan. This
fall, during the 2012 board meetings, the
plan was reevaluated and revised. The
board and AICA staff examined every business component and every revenue stream
and expense, facility and equipment. The
AICA long range plan is a working document with timelines, costs, measurable
goals and amortization or “life expectancy”
of the line items.
As we operate more and more in a paperless, almost virtual business environment,
one of the largest expenditures for AICA,

By J. Neil Orth
AICA Executive Vice President

as most other businesses, is software and
hardware. Long term planning enables us
to manage our business, improve timely
services and position AICA to offer new
services or take advantage of advancing
technology.
As indicated on the 2013 AICA long
range plan, we have begun the process of
software upgrades. The software currently
in use was installed in 2000. In 2005, we
added the online module, giving us the
opportunity to provide web based business
solutions accessible through www.charolaisusa.com. Over the years, we have made
necessary upgrades, but no major
redesigns.
More than 9,000 total visits were logged
on to www.charolaisusa.com from
December 1 through December 31, 2012.
Those 9,000+ visitors browsed more than
19,500 pages. Today, more than one-third
of all member business is conducted online
and the percentage of internet use increases
every month. Almost 20 percent of all visits
to our site are accessed using a smartphone
or tablet.
The new modifications will, in some
cases, combine systems providing
enhanced opportunities for better reporting

and the development of future online tools.
Expanded database capabilities make incorporating new industry science and technology such as genomic data a reality.
The plan set 2013 as a benchmark year
to define all Legacy sires and dams and
complete a physical database of Legacy
Project animals. The software redesign
establishes a robust platform for the collection and analysis of the Legacy genomic
information. Future research projects and
collaborations for such important economic
indicators as feed efficiency and expanded
carcass information can easily be assimilated into the new system.
Since the long range plan is a working
document for the association board and
staff, we have managed our financial
resources to accommodate the expense as
well as expenses necessary for hardware
upgrades in the future. Many of the
improvements will be seamless and go
unnoticed, but the opportunity to make
AICA administrative work more efficient
and cost effective will be very beneficial in
the long run.
Our ability to implement a new and
improved computer system can be directly
attributed to a board of directors with an
extraordinary commitment to AICA. Their
willingness to devote their time and contribute to the process of positioning AICA
and the Charolais breed for the future is
unprecedented.
Since our board is a collection of no nonsense pragmatists, we haven’t planned for it
to rain. In fact, we’ve planned in the event
it doesn’t rain! That’s what good business
people do. The end result is an AICA office
with the ability to design and implement
programs and provide better services to
serve you and any beef producer interested
in Charolais genetics.
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Plan, Market, Sell
(Continued from page 1)

try something new, for instance video
marketing, it is important to plan ahead
to allow plenty of time to prepare your
cattle and your sale materials. It’s more
than just being ready to get money in
your pocket. Your cattle need to be as
ready as you are on sale day.
“Be open to exploring alternate marketing opportunities,” Metzger recommends. “Talk to your customers and
help initiate the first contact with the
video company to make the relationship
go smoothly.”

• Maintain an Open Line of
Communication
It’s important to touch base with potential customers well ahead of the anticipated sale season. Not only does this
help develop a solid relationship, but
you will be sure to have no surprises
come sale day. By maintaining an open
line of communication, you will be
aware of the exact desires and needs of
your customers.
“Knowledge of the seedstock industry is what makes effective marketing
work,” Metzger says. “Without early
support from Charolais bull customers,
(Continued on page 8)

About Western Video Market
In 1989, California livestock marketers,
Ellington Peek and John Rodgers, were
looking for a way to help Western ranchers present their cattle to a national marketplace. Taking advantage of available
broadcast technology, these two reputable
cattlemen formed Western Video Market,
a satellite and internet auction service

which now sells nearly half a million cattle every year from 16 Western states.
Representatives across the country are
ready to help you market your cattle and
make the most of your next video marketing experience.
For more information, visit
www.wvmcattle.com.

Z

25th Annual Sale
EISLER CHAROLAIS
March 15, 2013
Friday at 1:00 p.m. CST • At the ranch • Butte, Nebraska
Seven Miles west of Butte on Hwy. 12 then 1 1/2 miles north.

50 Stout Bulls can be seen anytime at the ranch

Jory Zeisler
Champion Jr Showman with “Ice”

RZ Sir Bluegrass Z178P
M819421 • DOB: 4-7-12
BW: 86 • AWW: 790 • Index 123

Proven Genetics. Proven Herd Sires.
No Creep Feed!!!
Richard Zeisler
90455 476th Ave • Butte, NE 68722
402-775-2569 • 402-336-8881
Mark Zeisler
402-340-1032

Jesse Zeisler
402-340-6029

Jon Zeisler
402-340-6824
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Balance and
Predictability
VCR Seedstock stack generations of Balanced Multiple Trait
selection - EPDs, Performance, Structure, Carcass, Milk - to
provide our customers with predictable results —
Profit and Satisfaction.

Here’s just a sample of the 120+ Profit and Satisfaction
oriented Bulls we have on test and available Private Treaty.
Herd
No.

EPDs
YW
M

Sire

Dam

AWW/R

BW WW

TM

Note

17

Design
8019

Eliminator x
Perfection

738/109

-2.3

25

35

12

24

AYW/R:
1,271/104

65

Dakota
Style

Vision 4246 x
True Value

716/106

1.0

35

51

7

25

Top 15%
WW/25% TM

81

Dakota
Style

Mac 3334 x
Fasttrack

723/107

1.6

37

55

4

22

AYW/R:
1,246/102

216

Rhinestone

HEP Alabama x
2254

785/118

0.6

33

54

20

36

Top 1% Milk,
TM

260

Vision
4246

Rhinestone x
Duke 914

718/108

-2.6

32

61

14

31

Power EPDs

296

Royal
Dynasty

Program 297 x
Duke 261

705/ET

2.3

29

51

15

30

Outcross
Potential

2138 Flash 5527

Doc Silver x
Duke 914

745/112

-1.3

37

66

9

27

Top 7%
Marbling

2141 Rhinestone

Duke 914 x
Monte Carlo

673/101

-0.2

27

47

18

32

Highly
Maternal

Tradition 44 x
Ease 2078

698/105

-0.7

22

49

13

24

Top 15%
Milk

2152

Duke II

VCR Herd Sires Stack Time Proven
Performance Pedigrees.
HC Rhinestone 8355
VCR Sir Silverman 508 P
EPDs: BW: -0.6 WW: 31
YW: 62 M: 6 TM: 22

EPDs: BW: 0.6 WW: 32
YW: 55 M: 19 TM: 35

Keys Dakota Style 83W
WCR Sir Vision 4246
EPDs: BW: -2.1 WW: 31
YW: 58 M: 10 TM: 25

Stop by the ranch or
give us a call to discuss
Your Herd Bull Needs!

EPDs: BW: 1.7 WW: 42
YW: 60 M: 4 TM: 25

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
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Canadian Outcross Genetics
PLEASANT DAWN 11TH ANNUAL CHAROLAIS BULL SALE
Saturday, March 16, 2013 • 1:00 p.m. DST • Heartland Livestock Auction Mart, Virden, MB

55 YEARLING BULLS • 1 HERDSIRE
• Developed with 30 years of breeding
• Guaranteed Exportable

RKJ 38Z

RKJ 53Z

Pleasant Dawn Maxwell 38Z • Red Factor • 3rd Gen Pld
Cdn EPD BW -1.2 WW 48 YW 87 M 21.2 TM 45
BW 88, 205 DW 730

Pleasant Dawn Splendor 53Z • 4th Gen Pld
Cdn EPD BW 1.3 WW 56 YW 98 M 22.2 TM 50
BW 100, 205 DW 923

TLJ 852Z

PLEASANT DAWN FARMS
Tully, Arlene, Trent & Ashley, & Kevin Hatch
Box 40, Oak Lake, Man R0M 1P0
Tully Ph/fax: 204-855-2402 Cell 204-748-7595
Trent 204-855-3078 Cell 204-721-3078
tahatch@rfnow.com

Pleasant Dawn Maple 852Z • Dbl Red, 4th Gen Pld
Cdn EPD BW -.8 WW 44 YW 89 M 21.6 TM 44
BW 95, 205 DW 702

Contact us for more information, or view the catalogue
online at www.pleasantdawn.com

Sale Manager:

Helge and Candace By
Ph: 306-584-7937
Helge Cell: 306-536-4261
charolaisbanner@gmail.com
www.bylivestock.com

page 8

February/March 2013

Plan, Market, Sell
(Continued from page 4)

the Charolais-cross calves would not be
as highly desired as they are today and
communication was a key element in
making that happen.”

• Get as Much Information Up Front
as Possible
By actively communicating with your
customers, it will be simplify the
process for knowing what they need.
This will also help you best prepare
your cattle to match any specific preconditioning or verification program
desires of your customers. Often times,
preconditioned calves or those enrolled
in a recognized age- and source- verified program will garner extra premiums on sale day.
“It’s more than making a sale once a
year,” Metzger says. “It’s about building
a relationship with your customers and
knowing exactly what kind of cattle
they want. By getting all of the information up front, your cattle will have the
best chance at fitting the market.”

By Kim Holt

As the internet era grows increasingly
more prevalent, online and video marketing
has allowed producers the opportunity to
reach a plethora of buyers around the world
through video and internet auctions. The
added flexibility can accommodate nearly
any size of producer and eliminate transportation struggles that have become
increasingly more costly.
“Cattle and videos can often be prepared
in under three weeks, but it is wise to set
sales goals well ahead of that time frame,”
Metzger says. “Often times, we see neighbors with similar kinds and weights of cattle that are teaming up to put groups
together for online sales. Not only does
this eliminate potential commingling
issues, but it is much less stressful on the
calves when they don’t have to leave their
normal environment.”
Once determining if a video marketing
strategy would work for your operation, it
is important to choose your marketing team
carefully. Experienced professionals can
offer counsel on gaining traction in the
video market and making the most of the
online experience.

Video Market Terminology
Base Price: Price paid for livestock
before application of any premiums or discounts, expressed in dollars per hundred
weight.1
Basis Level: The agreed upon adjustment to a futures price to establish the
final price paid for livestock.1
Fancy: Used to identify cattle on market
reports that typically sell at a premium, cattle denoted with this comment possess
superior genetics or other known factors
that allow for a higher price to be paid.
Per Head: Comment used to denote
cattle that were sold a per head basis,
instead of being sold on a per cwt. basis.
Per head basis selling usually occurs when
quoting replacement or bred females.
Slide: A slide is a method of adjusting

the price of purchased cattle on shipping
day if they are heavier than the weight at
which they were contracted.
Value Added: Used to identify cattle on
market reports that typically sell at a premium, cattle denoted with this comment
have a combination of several of following
quantifiers: source and aged verified, allnatural, non-hormone treated, a known
vaccination program, being weaned more
than 30 days, or superior genetics.
1LMR denotes definitions derived from
Livestock Mandatory Reporting regulations, found in sections 59.30 and 59.100
of the Federal Register. Available at
http://www.ams.usda.gov/AMSv1.0/ams.fet
chTemplateData.do?template=TemplateA
&page=LSMNGlossaryCattle#1 FN

“Your marketing strategy is only as good
as the guy representing your cattle,”
Metzger says. “Not only must you determine who you want to represent your cattle,
but how you want them represented. In this

instance, you determine your own success.
The more you do as a seller, the better your
chances are at grabbing added premiums.”

Internet Changes Marketing Landscape, Provides Opportunities

“Now, more than ever, producers have
an abundance of tools at their fingertips to
make a big difference on their bottom
line,” points out Dennis Metzger (see main
article), and one of these tools is certainly
the internet that enables video auctions and
online bidding.
For example, if you’re tuned into a
Western Video Market (WVM) online
sale, and desire to bid yourself, WVM has
enabled internet bidding for qualified buyers. In doing so, it has established a business relationship with Liveauctions.tv,
which it’s had for about two years now.
On sale day, WVM’s online sales can be
viewed on the LiveAuctions.tv site or at
WVMCattle.com.
Brad Fahrmeier, the inventor, creator
and manager of the Midwest-based
Liveauctions.tv, explains, “Currently,
Liveauctions.tv provides the internet bidding component for Western Video. I am a
big believer in video auction sales. I think
it is the best way to handle the cattle and
the fastest way to market them, not to
mention the biggest audience.”
Fahrmeier explains that a live webcast
with internet bidding works by streaming
prerecorded or live video of each lot that is
selling. “Then we tie in the live audio of

the auctioneer selling the cattle and display
the current asking price on the screen. The
buyer just has to ‘click to bid.’”
He says that internet bidding is “easy,”
especially for buyers, plus it’s quick. He
points out, “Internet bidding is five seconds faster than any satellite TV feed.”
What does this mean for sellers? “A
seller can have ‘reputation cattle’ at the
local market or ‘reputation cattle’ on the
internet and TV,” Fahrmeier says. “The
amount of people that are exposed to a
‘good set’ of cattle is drastically different,”
between these two mediums.
Furthermore, customers can use a
Facebook page to invite customers and
potential customers to an online auction
via Facebook.
He explains, “We stream the sale’s audio
and video live directly into Facebook and
to an individual’s page, a ranch’s page or
on WVM’s page, for example. The neat
thing about this is that the live video goes
directly into someone’s news feed who follows certain operations.” He adds, “People
follow specific genetics.”
Fahrmeier himself is a great believer in
this marketing avenue so much that he says,
“I am a firm believer that every sale should
be online to increase exposure.” Many a
purebred breeder would agree with him,
also from a weather standpoint. Weather

can often be a wild card during bull sale
season in many parts of the northwestern
and northern plains states, for example. One
breeder puts it this way: “I wouldn’t have a
sale without a live webcast.”
Regardless the reason for increased
exposure or as a weather safety net—the
internet has proven to be a useful marketing tool to compliment live cattle auctions.
And the Liveauctions.tv e-mail list is a
good indicator of how this marketing
avenue has changed the landscape of cattle
marketing. It is approaching contacts for
100,000 purebred and commercial breeders, Fahrmeier reports.
The primary purpose of internet bidding
is to replace a conference call, he says. He
also advocates, however, that bidders be
validated and checked by each owner at
his or her own auction. For example,
Western Video approves their bidders and
manages all their clients’ information.
Western Video requires that current
WVM buyers are registered for internet
bidding at least two days before an internet
sale. New applicants, on the other hand,
must have a signed Livestock Marketing
Association (LMA) buyer form to WVM
at least three days prior to the sale.
“This should be no different for a purebred breeder,” says Fahrmeier. He advises,
“Don’t just pay someone to come webcast

your sale, but get involved in the information that it can create for your operation
and your brand. We give each operation
their own login and their information stays
confidential. Don’t just webcast your sale
to webcast it. Use the software. That will
be the primary difference of future internet
auctions,” he concludes.
Auction Types Offered by
Liveauctions.tv
Live Webcast Auction
Used with live auctions. It includes an
auctioneer, ringman and sometimes a sale
manager. Buyers “click to bid.” (This is
the WVM format.)
Online Auction/Live Closeout
Items (cattle) for sale are listed online,
and prebidding is allowed. The closeout
(or the finalizing of each lot’s bid) is finalized by a live bid-off performed by a live
auction with an auctioneer. Buyers “click
to bid.”
Online Auction/Timed Closeout
Items (cattle) for sale are listed online
and prebidding is allowed. The closeout
(or finalizing of the bid) is controlled by
the computer with five minutes between
bids. Buyers “click to bid.”

CHAROLAIS EDGE

Cattlemen...

We have postponed our sale date this year to April
16th, in hopes that the moisture complex will have
improved by mid-April!
Calf prices are anticipated to remain high for the
next several years, and those who have extra pounds
to sell in the form of high quality Charolais-cross
calves will be well-rewarded.
This year we will be offering 45 yearling and 15
coming 2 year old bulls. Performance on this years’
set of bulls has been outstanding with actual weaning
weights in late Oct. up to 950# off the cow. They
are being developed on a high protein ration which
will help insure many years of service.
Our focus is on calving ease, disposition, performance,
eye-appeal, and sound feet and legs. Featured
this year are this first calves out of our outstanding
Jr. herd sire WDZ Wind 016, as well as our other
ranch and range-tested herd sires. Also in this years
offering will be 4 outstanding prospects from guest
consignor Ted Morgan of CO.
The ranch is located 4 miles South of Wasta, SD-exit 98 off I-90.We welcome you to stop out anytime
and view this years’ offering. Also, a very special
THANK YOU to our past customers and we look forward
to visiting with you again soon!

“20th Annual Ranch Raised,
Rancher Approved Bull Sale”
Join Us

April 16, 2013
Philip Livestock Auction, Philip, SD
Selling 45 Yearling & 15 2-yr. Old Bulls
Unconditional One Year Guarantee On Bull Purchases.
5% Discount On Purchases Of 5 Head Or More Board
Arrangements Available Till Turnout Time

Powerful coming 2 yr old bulls- ready for
heavy service. Half brothers sell in 2013.

2013 Featured Sires
WDZ Wind 016 (Wind x Cigar)
CC Alicia’s Cigar (Cigar x Wind)
2TM Unlimited Justice 818 (Justice x Cigar)
2TM Infinite Justice 504 (Justice x Cascade)
Of Wasta, South Dakota
(605) 381-0885 cell
(605) 993-3151
jdiamond1969@yahoo.com

Half brothers to this co high-seller
in 2012 by 503 sell.
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A Discovery that Sizzles
University-developed omega-3-rich
ground beef available soon

Thanks to Kansas State University
research, part of a healthy diet can include
a hamburger rich with omega-3 fatty acids.
Jim Drouillard, professor of animal sciences and industry, developed a technique
that enriches ground beef with omega-3
fatty acids—fatty acids that have been
shown to reduce heart disease, cholesterol
and high blood pressure. The enriched
ground beef is named GreatO Premium
Ground Beef and is being sold through
Manhattan, Kan.-based company NBO3
Technologies LLC. It will be available midFebruary at select retailers in Buffalo, N.Y.,
and expand to leading retailers and restaurants nationwide later this year.
Omega-3 fatty acids are found in fish and
plant oils. The U.S. currently does not have
a recommended daily intake of omega-3s,
though many doctors and nutritionists recommend between 1,200-1,600 milligrams
daily, depending on a person’s age and
health.
A quarter-pound hamburger made of the
enriched ground beef has 200 milligrams of
omega-3s and tastes the same as regular

suppress inflammation and reduce diabetes
in cattle. Research showed that omega-3
levels dramatically increased in the cattle
as more flaxseed was introduced into
their diet.
Keeping the omega-3s from becoming
saturated fats in cattle’s digestive system is
a challenge, however. Microorganisms in
the rumen, the largest chamber in the cow’s
stomach, modify most of the ingested fats
and turn them into saturated fats. This causes ground beef to have low levels of
omega-3s. Christian Alvarado Gilis, a doctoral candidate in animal sciences and
industry, is researching how to improve
omega-3 levels in cattle diets to further
enhance the fat profile of beef. Gilis is from
Chile.
According to Drouillard, substituting
omega-3 fatty acids for saturated fats does
not change the ground beef’s flavor.
“Knowing that there are a lot of desirable
flavor characteristics associated with the fat
in beef, we performed tons of sensory panel
tests with Kansas State University’s meat
science faculty and with the department of
human nutrition throughout the years to
ensure that the flavor is not compromised,”
Drouillard said. “We found that our panelists were never able to detect appreciable
differences in the flavor profiles of the

ground beef, Drouillard said. This makes
the ground beef an alternative for people
who want to add or increase their omega-3
fatty acids intake but do not want fish or
supplements to do so.
“As a society, Americans’ consumption
of fish, especially fish that contributes to
these omega-3 fats, is quite low compared
to other proteins,” Drouillard said.
“Reasons for this include cost, access to
fish and personal preference. Americans do,
however, like hamburgers. So if we can
give people a hamburger that is rich in
omega-3s, it’s an alternative form of a
product that they already eat and does not
require a lifestyle change, which is difficult
to make.”
The health benefits of omega-3s are not
limited to humans. Studies show that dairy
and beef cattle with an enriched diet of
flaxseed and other omega-3 rich grains
have fewer respiratory diseases. The cattle
also have higher fertility rates, which helps
offset infertility among dairy cattle.
The technology to enrich ground beef
with omega-3s is a spinoff of flaxseed
research Drouillard began in 1998.
Drouillard and his students studied flax for
several of its omega-3 fatty acids that may

SCHURRTOP

omega-3 rich beef and non-omega-3 beef,
even though the fats are quite different.”
The owners of NBO3 Technologies LLC
have worked closely with Drouillard in
developing the concept, and after more than
a decade of research on improving the
enrichment process, have started to distribute omega-3 enriched ground beef to retailers and food vendors.
The ground beef is part of the company’s
line of omega-3 enriched foods, which
includes pork, chicken, cheese, milk, butter
and ice cream. It will be the first ground
beef to carry the U.S. Food and Drug
Administration’s seal of approval for containing omega-3 fatty acids.
Todd Hansen, CEO of NBO3
Technologies LLC, said consumer response
has been positive in test markets.
“We have to leap two hurdles with
GreatO Premium Ground Beef, which are
that the omega-3 fatty acids are really in
the beef and that it doesn’t change the flavor,” Hansen said. “Based on our consumer
response, we’ve cleared those hurdles. We
really believe in the health aspect of this
product and are using the slogan ‘When
Every Bite Counts’ to emphasize that. I
can’t wait for consumers to have it available to them.”
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Impact Your Bottom Line
Selling 76 Bulls • 30 Yearling Females
Outstanding offering of high quality, very docile, deep and soggy
Top Performing Breeding Stock.

Join Us

24th Annual
Raile Charolais Production Sale

Finks 2250 of 3575 D040 ET
Sire: JWK Impressive D040 ET MGS: WCR Sir Tradition 066
EPDs: CE: 10.9 BW: -1.2 WW: 18 YW: 40 M: 20 MCE: 7.3 TM: 29 SC: 0.3
CW: 10 REA: -0.05 F: 0.007 MB: 0.15
For years 2250’s calves have been highly desirable by both Registered breeders and
Commercial Cowmen alike. Calving Ease + Rapid Growth + Positive Marbling + Extra
Muscle + Good Disposition + Great Structure. A complete breeding sire for terminal
cross or retention of females!

March 18, 2013 1:00 p.m. CST
St. Francis Auction Market, St. Francis, KS

FEMALES

BULLS
 45 Charolais
 20 Red Angus
 11 Char x Angus or
Red Angus

Charolais sires also include:

Schurrtop H571 J827 P
 15 TOP END
Fink 8790 of 2126 GM
Polled Charolais
 15 Char x Angus or Red Angus Raile 5744 X150
Raile 4017 X195
Bluegrass x Eatons Bullseye son

Raile
Charolais
For more information or a sale catalog give us a call or visit our website!
1965 Rd. 7 • St. Francis, KS 67756
Cliff: 785-332-2794 • 785-332-6084 cell
RC Charlie 0767

Fink
8823 of 0644 FM
Sire: WDZ Firemaker 6062 P ET MGS: CJC Trademark H45
EPDs: CE: 4.4 BW: 2.2 WW: 40 YW: 68 M: 10 MCE: 0.8 TM: 30 SC: 1.0
CW: 24 REA: 0.28 F: -0.009 MB: 0.00
8823 is as good of walking bull you will find. Very fluid in his movement and covers the
pasture well. Calves come easy and bulls develop into thick deep bodied bulls with lots
of rib. Females have the right look, are easy fleshing, deep bodied and sound structured.
After each calf crop the birth EPDs come down and the growth EPDs increase.

The Best in Cross Border Shopping. Some of Canada’s Best Sell at…
   

 

Wilgenbusch
Charolais

   

    

  

Guaranteed Exportable • From one of Canada’s largest purebred herds developed over 3 decades • Most are Polled • Some Red Factor

JWX 630Z • 3rd Gen Pld • RPJ Carrera 53X x M6 Grid Maker
BW 1.7 WW 56 YW 98 M 21.9 TM 50 • BW 95, 205 DW 790, 365 DW 1476

JWX 706Z • 3rd Gen Pld • JWX Silver Bullet 524W x HTA Tautus 555R
BW .9 WW 50 YW 102 M 21.2 TM 46 • BW 98, 205 DW 840, 365 DW 1477

Box 4, Halbrite, SK S0C 1H0 • wilgenbusch@sasktel.net
John & Brenda 306-458-2688 • cell 306-458-7873
Craig & Tricia 306-458-7482 • Colin, Conrad & Erica

JWX 955Z • 3rd Gen Red, Dbl Pld • SRK Solid 12U x HEJ Ripper 66P
BW -.6 WW 48 YW 96 M 18.1 TM 42 • BW 96, 205 DW 742, 365 DW 1302

Sale Manager:
Helge & Candace By • 306-584-7937
Helge 306-536-4261 • Candace 306-536-3374
charolaisbanner@gmail.com• www.bylivestock.com

Call for more information or view the catalogue and videos online at www.wilgenbuschcharolais.com
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MYRON RUNFT CHAROLAIS

40
Yearling

Videos
runftchar online
ola
after Mar is.com
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Annual

ull Sale
BMarch
25, 2013

Charolais Bulls

Belleville 81 Livestock Auction, Belleville, KS

Lunch: 11:30 a.m. • Sale: 12:30 p.m.

• Semen Tested
• Ultrasounded
• Complete Performance Data
• Current EPDs

Sires include:

RCR Inxs Gossip W568 • Keys Uno 271U P
WDZ Firemaker • BHD Realtiy • HCR Denali
MF Silverado

Guest Consignors Include:

• Terrill and Sarah Strnad,
Formosa, Kan. (785) 794-2471
• Russ & Darla Lewis,
Leoti, Kan. (620) 375-2876

57 Years of
Charolais
Production!

MYRON RUNFT CHAROLAIS
1460 Penn Road • Belleville, KS 66935
Home (785) 527-5047 • Cell (785) 527-1269
runftmc@nckcn.com • www.runftcharolais.com

RC Charlie 0767

Weber Charolais & Red Angus

“Meat & Muscle”

March 25, 2013 1:00 pm CST
Corsica Sale Barn, Corsica, SD
SELLING - 80 Yearling Charolais & Red Angus Bulls,
25 Commercial Red Angus Pairs
5 registered Red Angus Bred Heifers

BUll Sale

Reg.
No.

M6

M6

Grid Plus 713 P ET

Nice Breeze 8174 P ET

Snow Date: April 1
EPDs
WW YW

Herd
No.

BW

AWW

BW

Pending

22

81

740

-0.8

31

58

104

Pending

239

88

742

0.1

37

59

82F

M822135

268

76

717

-0.9

35

65

0254

M822137

271

95

714

1.9

39

79

0254

M822138

273

100

800

2.8

47

79

0254

M822143

284

88

715

0.6

37

67

0254

M822090

2132

91

751

-0.6

40

72

8174

M822091

2134

80

723

-1.2

37

67

8174

M822100

2149

88

749

0.2

41

72

8174

M822101

2151

93

762

0.3

37

66

8174

M822102

2153

101

750

2.2

48

83

8174

M822108

2169

87

751

-1.2

29

53

797

M822110

2171

80

753

-0.9

31

51

797

M822112

2173

100

753

2.2

31

54

797

M822128

2311

105

735

1.8

31

56

713

M822130

2320

92

726

1.2

29

41

713

Herd Sires

Sire

Nice Breeze 8174 P ET
M6 Grid Plus 713 P ET
M6 Grid Maker 104 P ET
IQCR Bluegrass Son 797 P ET
LT Viewpoint 0254 P
Baldridge Fasttrack 82F
M6

For a catalog or more information,
contact one of these Weber Family
members:

Dean: 605-384-3300 or 605-491-0185
Tim: 605-384-5668 or 605-491-0986
Todd: 605-384-3829 or 605-491-0301
Jason: 605-928-7154 or 605-491-3832
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Rambur Charolais

35th Annual

BULL SALE






April 13, 2013
Disposition you can trust.
Quality you can count on.
Genetics you can bank on.

Short on feed? Call us on your cull bulls &
free feed on your purchases until turn out.

RC

Rambur Charolais
Howard Rambur: 406-482-3255

 &RXQW\ 5RDG   6LGQH\ 07 
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Feeding First-Calf Females After Calving
By Rick Rasby, Beef Specialist, University of
Nebraska

Calving season has either started or is just
around the corner. Although first calvers represent your future brood cows, they require
more labor, higher quality feeds, and they
reward your efforts by weaning the lightest
group of calves in the herd. This is temporary, because if we’ve done our homework
with due diligence, they will reward us by
being productive cows for a long time.
One of the challenges is providing a high
quality diet to these females after calving.
In many situations, the energy needs are
not met and the first-calf female loses
weight and body condition from the time of
calving to the start of the breeding season.
The pounds of protein or energy needed
by the first-calf female compared to a
mature cow at the same stage of gestation
or lactation are not all that different.
However, the percent of the diet that needs
to be protein or energy between these two
groups of females is different.
The difference is because of the amount
of feed/forage that they can eat. The mature
cow can eat more feed compared to the
younger female.

For this reason, beginning at least three
weeks before calving, first calvers need to
be managed and fed separate from the
mature cows. Research conducted at the
University of Nebraska reported in the 2004
Nebraska Beef Report indicates that a firstcalf heifer within three weeks of calving
experiences a 17 percent decrease in daily
feed intake. These data further illustrate the
need to separate first-calf heifers from
mature cows beginning at least three weeks
before the start of the calving season and
illustrate that nutrient density of the diet has
to be high because intake is restricted.
Intake is reestablished to more “normal”
levels by about one week post calving.
The first-calf females post calving need to
consume a diet that is at least 62 percent
total digestible nutrients (TDN) and 10 to 11
percent crude protein, depending on level of
milk production. Feeding meadow hay that
tests 58 percent TDN and 12 percent crude
protein, prairie hay that tests 54 percent
TDN and 6.5 percent crude protein, brome
grass hay that is 58 percent TDN and 11 percent crude protein, or early bloom alfalfa
that is 60 percent TDN and 20 percent crude
will not meet the first-calf female’s energy

Participants may enroll by contacting
Marilou Wegner, AmericanInternational Charolais Association,
e-mail mwegner@charolaisusa.com
or 816-464-5977,
ext. 400.

There are lots of ways to make
money with Charolais genetics.

we just made it

30th Annual
Bull Sale
Tues. April 9, 2013 • 1 p.m. (cst)

We S e l l B u l l s • We B u y C a l v e s
1:00 p.m. CST • Mitchell Livestock, Mitchell, SD

Selling 75 Charolais Bulls

Valentine Livestock • Valentine, Nebraska

Selling 100

PERFORMANCE DATA YOU CAN GO TO THE BANKWITH
Here is a sample of the bulls in the 2013 Bull Sale

Also Selling 120 1st calf heifer pairs
that are F1 Black Baldies & Purebred
Angus with Charolais calves at side

VALUE.
SERVICE.

Dean Churchill

&RPPHUFLDO 0DUNHWLQJ 'LUHFWRU
9DOHQWLQH 1(
 
  FHOO
GHDQFKXUFK#JPDLOFRP

Oakwater Ranch

ROSTER CHAROLAIS
Mike & Teresa Roster • 24868 SD Hwy. 25
Spencer, SD 57374 • 605-246-2854

Yearling Charolais Bulls

2013

• 65 Yearling Bulls • 10 - Two-Year-Olds

QUALITY.

Acknowledgement to http://beef.unl.edu/
web/cattleproduction/feedingfirstcalffemales

4

Roster Charolais
Friday, April 5, 2013

hard to visually find any left on the ground.
A research experiment was conducted, and
reported in the 2010 Nebraska Beef Report,
to determine difference in performance
when cattle were supplemented distillers
grains in a bunk or on the ground.
A young beef female poses challenges,
but she is the future of your cow herd.
Don’t short her after calving, especially
don’t skimp on the energy. She has enough
challenges between calving and the beginning of the breeding season. Don’t over
feed her, but give her an opportunity to be a
productive part of the herd.

(TDN) needs, whether feeding individually
or in a combination of feeds. Some of these
forages will not meet their protein needs. A
high energy feed needs to be supplemented.
Corn, distillers grains, gluten feed, 20 percent cube, or silage may be good choices.
Make sure the protein requirement is met,
especially when corn or silage is fed.
In ranch situations, the supplement may
be fed on the ground instead of in bunks.
Depending on the quality of the hay and the
energy content of the supplement, it may
take two to three pounds per head per day to
meet requirements. Likely there is minimal
waste when feeding an energy cube/cake or
whole shell corn. When supplementing wet
and dry distillers grains on the ground, it is

Headquarters
0DQVÀHOG 02

Butch Alsup

3URGXFWLRQ 0DQDJHU
0DQVÀHOG 02
 
  FHOO

Tag #

BW

AWW/R BW

WW YW Milk TM NOTES

2013
2025
2037
2077
2088
2096
2114
2140
2151
2153
2184
2240

60
80
76
78
85
90
88
77
78
81
85
84

760/99
802/111
765/106
777/108
795/110
883/122
839/116
800/111
885/123
778/108
849/118
773/107

25
36
34
30
36
38
35
33
42
34
44
30

-5.6
-1.9
-2.8
-1.2
1.7
2.7
-0.2
0.9
-2.3
-1.4
0.4
-0.2

38
57
53
55
62
69
64
63
67
59
74
48

8
9
9
15
11
13
13
9
8
11
10
12

21
27
25
30
29
32
31
26
29
28
32
27

Top 1% BW
Top 9%WW:20%YW
Top 6%BW:15%WW
Top 6%Milk & TM
Top 8%WW:TM:Marb
Top5% WW:YW:TM
Top 10%WW: 8%YW
Top 9%YW:15%WW
Top 2%WW:6%YW
Top 15%BW:WW:YW
Top 2%WW:YW
Top 15% TM

• All Bulls Performance & Fertility Tested
• First Breeding Season Guarantee
• Free Delivery 250 Miles

CHAROLAIS EDGE

Kansas Bull Test Sale
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200 Bulls on Test, Selling Top 50% —

Angus, Charolais, Gelbvieh, Simmental, Simm-Angus/Red Angus

72 Years of Guaranteed
Performance Bulls

The Proven Source for Independently
Performance Tested Bulls...

April 3, 2013 • 12:30 p.m. • Mitchell County Fairgrounds, Beloit, KS
34 Charolais Bulls On Test
From These Consignors:
Edge Charolais, Pittsburg, KS
Fancy Creek Charolais, Randolph, KS
Hill Top Charolais, Niangua, MO
Todd & Arlen Dick, Buhler, KS
Windy Hill Charolais Ranch, Riley, KS
Wagner Cattle & Hay, Smith Center, KS

For More Information:

Feedyard Manager/Sale Organizer:

Brian or Megan Hagedorn 785-458-2137 mobile
785-456-2636 home
Bull Test Station is located
kansasbulls@gmail.com
4 miles east of Wamego, KS, then
7 miles north on Onaga Rd.

Charolais Chair Person:

Stop by anytime to view bulls.

To Bid Online:
www.dvauction.com

For Individual Data, visit:
www.kansasbulltest.com

Harley Edge 620-249-5708
Charolais Association Field Representative:

Colt Keffer 765-376-8784
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February/March 2013

BULLS
B
ULLS
LS FOR
R SALE

Available
A
vailable
ble Pri
Private
ivate
t Trea
Treaty
ty
Herd
Herd
No.
No.

Name

2011
EPDs
PDs
DOB BW WW YW
W
M

TM

SC

Price

101

TB Simon101P
P

6/17

-1.1

38

62

17

36

0.3

$2,800

102

TB Seth 102P

6/17

0.5

39

64

15

34

N/A

$2,800

104

TB James
James 104P TW

8/22

3.0

45

76

17

40

1.3

$4,000

109

TB Aaron
Aaron 109P
P

9/1

0.2

33

60

15

32

0.6

$2,600

110

0P
TB Samson 110P

8/26

2.2

38

66

18

37

1.1

$3,500

117

7P
TB Solomon 117P

8/31

1.1

33

53

22

39

1.0

$3,600

121

TB Ste
phen 121P
1P
Stephen

10/27

-3.0

40

66

14

34

1.0

$3,200

123

Kojack 123P
3P
TB Kojack

10/23

1.6

38

63

15

34

0.6

$2,700

124

TB Gad 124P

10/29

1.8

45

70

13

36

0.8

$2,600

UT’S CHAROLAIS
BEBOTTom
om Bebout
Bebout
b
Theodosia,
Theodosia, Missouri
(417) 273-4279
-4279

The PPerformance
errformance Her
Herdd
41st Annual Bull Sale

homas
h
ho
omas
Ranch
R
anchh

Tues, April 9, 2013

to get on
Call or E-mail ailingg list.
our sale book m

Sale 1:00 p.m. • Lunch 11:30

Thomas Ranch
Sales Facility
75 Charolais Bulls at 1:00 p.m.
125 Yearling Angus Bulls 2:30 p.m.
50 Yearling Sim-Angus Bulls &
50 Yearling Red Angus Bulls 4:00 p.m.

Charolais Sires include:
TR FIREWATER 5792R ET
TR PZC TURTON 0794 ET
CML DIABLO 2X
GERRARD MONTEZUMA 6T
WR WRANGLER W601

TR MR FIREW
FIREWATER
WATER 2
2794
794 ETT EM82
EM824492
4492

Annual Cattlemen’s Value Bull Sale

FRIDAY, APRIL 12, 2013
Lewistown Livestock Auction

TR MR
DIABLO
DIABL
O
2584
258
4

View our catalog online
thomasranchcattle.com

M819083
M8
19083

Thomas Ranch Pr
ProvidesThese
oviddesThese Services:
Semen & Fer
Fertility
tility Tested
Tested
Ultrasound
Ultr
asound & Scan Data
Data • Performance
Per formance TTested
ested
VVolume
olume Discounts on 5 or More
ore Bulls
FFree
ree Deliver
Deliveryy in SD & Surrounding
Surrounding
nding S
States
tates
TTake
ake YYour
our Bull Home Sale Day
Day & Receive
Receive $50 Cash

Thomas
omas Ranch
18441 Capri Place,
Harrol
ld, SD 57536
Harrold,
T
roy, VeaBea
VeaBea & Cally Thomas
Troy,
(605) 9973-2448
thoma
as@venturecomm.net
thomas@venturecomm.net

All bulls have been

BVD tested!

Selling 80 Bulls

Clark & Gail Brevig

 1UARRY 6IEW ,ANE s Lewistown, MT 59457
  s   s BREVIG RIVERSDBSNET

CHAROLAIS EDGE
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NO IIP<G

Sonderup Charolais Ranch Inc Bull Sale
Fullerton, NE - April 11, 2013 - 12 noon
SELLING 100 BULLS

Key Ingredients:
- Over 30 years performance testing
- Over 20 years of ultrasound evaluation
to increase ribeye and marbling
- 30 years of linear measurement
selection for feed efficiency and
reproduction
- Thousands of satisfied customers

2204 - Bronco son

2135 - Tuffy son
Broadcasting sale on:

Watch for catalog and video to be posted online at www.sonderupcharolaisranch.com

News Flash:

2206 -Tuffy son

Tom Sonderup
19488 Valley Road
Fullerton, NE 68638
(308) 536-2050
(308) 550-0254 cell scrinc@hotmail.com

Tuffy has a negative
BW EPD and was
named a Yearling Wt
Trait Leader on his
first calf crop!

www.sonderupcharolaisranch.com

HEAD TO HILLROSE
For the Annual Bull Sale of:

C harolais
C
ardinal

Friday, April 12, 2013
Selling at the Ranch:
Ranch: (970) 847-3345
Pat: (970) 380-1355
Luan: (970) 380-1725
15488 County Road 57
Hillrose, Colorado 80733

100 “Sandhill Bred” Bulls

...

Performance, Ultrasound, DNA, & Fertility Tested
www.cardinalcharolais.com

30 Blk & BWF 2-year old pairs
with Cardinal Charolais Sired Calves at side
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Annual Bull Sale
Committed to Quality

March 16, 2013 • 1 p.m. MST

Sterling Livestock Commission, Sterling, Colorado

50 Bulls Sell

Two-Year-Olds • Fall Yearlings • Spring Yearlings
• Polled
• Complete Performance

Wagner Charolais
Bob & Jan Wagner
18025 WCR 128
Nunn, CO 80648
(970) 420-2336
bob@wagnerranch.com

wagner-ranch.com

Auctioneer
Dennis Metzger
(816) 519-8208

Our Bulls are Pasture Born and Raised

STUDY OUR DATA...
We Do.
Mark Your Calendar!

April 27th, 2013

44th Annual Bull Sale
at the Ranch

Herd
No.

2012
DOB

Sire

AWW/R

BW

WW

EPDs
YW

M

TM

206

2-5

Big Ben

831/100

-2.3

34

60

11

28

209

2-7

9803

782/117

-1.7

33

62

10

27

213

2-9

9803

845/126

0.9

38

65

13

32

218

2-10

Firewater 8600

839/125

-1.3

35

64

13

31

237

2-14

Visionary 2044

864/129

-0.7

37

71

16

35

251

2-20

Polled Prince

816/122

3.1

45

78

23

45

2124

3-9

Design

755/112

1.5

34

59

13

30

2150

3-14

Big Ben

793/118

-1.2

41

72

7

27

2164

3-17

Big Ben

762/114

-1.5

34

58

12

29

We currently have 160 bulls on test—

Excellence. Integrity. Tradition.
Since 1958

Only the top 110 bulls will make the sale.
At our 43rd Bull Sale in April 2012:
BW

WW

YW

M

TM

SC

Charolais Breed Average:

0.6

24

43

7

19

0.6

WCR Bulls Averaged:

-0.1

31

55

10

26

0.8

Arnold Wienk
(605) 860-1111

Jeff Eschenbaum
(605) 860-0505

Ty Eschenbaum
(605) 203-1082

Sterling Eschenbaum
(605) 203-0137

jeff@wienkcharolais.com

#206

#232

WienkCharolais.com

Lake Preston, SD

CHAROLAIS EDGE
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R J CATTLE CO/RAMRO, LLC
5HJLVWHUHG )XOO )UHQFK &KDURODLV %XOOV

• Ranch Raised and Acclimated
• Trich & Fertility Tested
 2XW RI 7H[DV &HUWLÀHG 7% )UHH +HUGV

RJ Cattle Co/RAMRO LLC
Cuero/Victoria, Texas area
Stacey (361) 318-8638

x
x
x
x
x
x
x
x
x
x
x
x
x
x
x
x

%HHI *HQHWLFV

-\HDU JXDUDQWHH RQ IHHW VHPHQ
-\HDU JXDUDQWHH RQ QHDUO\ HYHU\WKLQJ
)HUWLOLW\ FKHFNHG E\  PRQWKV
$WKOHWLF QHYHU IDWWHQHG
)UHH GHOLYHU\ QDWLRQZLGH
9LUJLQ EXOOV RQO\ %9' WHVWHG
*URZQ LQ KHDW KXPLGLW\ QR VKDGH
&DUFDVV UHDO KDUYHVW GDWD
*RRG IRRW VKDSH VRXQG
0LG-IUDPH VRJJ\ WKLFN
6XSHU GLVSRVLWLRQ
$,-VLUHG RQO\
6OLFN KDLU
0DUNHWLQJ DVVLVWDQFHPDNH XV SURYH LW
 WR  JHQHUDWLRQV SURYHQ FDOYLQJ HDVH
0RVW EXOOV WRS  \HDUOLQJ ZW (3'V

Megan, Lori & Galen Fink
15523 Tuttle Creek Blvd., Randolph, Kansas 66554, Phone/Fax: 785-293-5106
*DOHQ¶V FHOO 785-532-9936
/RUL¶V FHOO 785-532-8171
0HJDQ¶V FHOO: 785-410-5559
Website: www.finkbeefgenetics.com
Email: finkbull1@twinvalley.net
Commercial Services Representatives
Barrett Broadie: 620-635-6128
Gene Barrett: 785-224-8509

