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After seeing virtually every cattle
breed’s performance in the feedyard, James Henderson knew
Charolais outperformed them all
and created a place for the white
hides on his wife’s Angus seedstock
operation.
By Paige Nelson
Photos courtesy Bradley 3 Ranch
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“There’s only so much you can do to a
chicken,” says James Henderson, partner/
owner in Bradley 3 Ranch Charolais. “We
don’t have to do anything to make our
product taste good.”

On the Edge Today

“When you’ve got something
that performs well in the feedyard and the packing plant,
we knew, from a commercial
standpoint, there’s some real
opportunity there.”
n page 1 n

Possibly the best news to
Charolais producers is the fact
Charolais genetics and
Charolais’ influence in the
food chain is relevant.
n page 2 n

“…the market will have a
correction.
That correction could be soon.
Something needs to give.
You have to be prepared
for that ceiling.”

Boehringer Ingelheim is
again sponsoring all online
BQA certifications this fall for
producers who enroll from
September 1 to October 31.

n page 5 n
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Seedstock producer Bradley 3 Ranch
chose to add Charolais to their Angus
sale offering due a number of factors.
James Henderson explains it was a natural fit as, from his experience, Charolais
and Charolais-cross genetics perform
well in the feedyard and on the rail, as
well as provide their commercial customers some hybrid vigor.

With a background in meat processing and a former packing plant manager,
Henderson approaches seedstock production with an understanding of consumer
activity. “[Consumers] vote with their
dollars,” he says. “Fifty-five percent of our
product is sold ground; I don’t know that
we need to feed everything like it goes to
Morton’s.”
Why Charolais?
In his feedyard and packing plant
experience, Henderson watched the performance of several different breeds of cattle
in the feedlot and at the packing plant.

That helped he and his wife, Mary Lou
Bradley, decide to add seedstock Charolais genetics to the historic 60-year Angus
operation, Bradley 3 Ranch, located near
Memphis, Texas.
“We knew that Charolais-Angus crossed
cattle really performed well in the feedyard. They were nice carcass cattle. When
you’ve got something that performs well
in the feedyard and the packing plant,
we knew, from a commercial standpoint,
there’s some real opportunity there,” Henderson explains.
The first Bradley 3 Ranch Charolais
bulls were sold private treaty in 2010. In
2011, Charolais made their debut in the
Bradley 3 Ranch bull sale.
“We’re believers in hybrid vigor,” he
says, “Our Angus herd is known as a
maternal herd. If you’re going to use a
crossbred program and you have a good
maternal cow herd, use something that’s
going to make a really nice terminal cross.
“From a visual standpoint, a Charolais-cross is an easy animal to pick out.
You don’t have to go with DNA or anything else to know what you have,”
he adds.
Bradley 3 Ranch is a seedstock operation designed for the commercial
cattleman and values customer service
enough to provide well-adapted cattle to
their clientele. “We’re probably somewhat unusual in the seedstock business in
that we tend to run our cattle more like a
commercial operation,” Henderson points
out. “I don’t know how to understand what
a commercial guy needs if I don’t put our
cattle through the same things he’s going
to put them through.” Henderson also recognized that producers in his home state of
Texas were the main buyers of Charolais
bulls. He figured that some of his Angus
customers were probably using Charolais,
as well.
It is this mentality that solidified the
addition of Charolais genetics to the operation. “It just made a lot of sense to us,
(Continued on page 4)
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Few, If Any Of Us, Have Ever Been Here Before
We can read just about anything regarding the beef business or food animal
production in the national news. The
consumer is against what we do. The consumer loves us and wants more information. The science is amazing. The science
is complicated. The weather is crazy. The
government doesn’t do us any favors.
We’re wrecking the environment. Some
days, it seems as if we either aren’t doing
a good job communicating the benefits of
agriculture or we’re the scourges of the
earth!
Several recent surveys clearly prove the
consumer is disconnected from the reality
of how all food, but particularly beef, gets
to their local supermarket. Yet, with the
significant increase in beef prices in the
meat case, the consumer continues to buy
beef. They may be adding more ground
beef to their weekly menu rather than
higher priced cuts, but beef sales continue
to be good.
A fact that needs mentioning is the
historic, unprecedented markets we are
experiencing in cow-calf production. If
you hosted a production sale this spring,
it’s highly likely the sale average at the
end of the day was $500-$1,000 or more
than last year. If you have marketed four
or five weight feeder calves in the last few
months, the aggressive market is shocking.
For those retaining ownership on a pen of
finished cattle that “hit a home run” on the
grid, you realize the carcass price on a few
could be $2,000-$2,500 each.
Troy Marshall, seedstock producer
and contributing writer for BEEF magazine suggested in a recent article, “The

By J. Neil Orth
AICA Executive Vice President

Decision to Expand isn’t as Simple as It
Once Was,” the revenues generated today
encourage one to consider just how to
spend it. “With the market windfalls that
are possible today, do you pay your bills
and buy a new pickup? Do you cover the
costs of your kids’ college educations?
Or do you take that vacation you’ve been
promising your bride for 20+ years? When
your business must expand to provide for
your family, expansion of your business,
when given the opportunity, is a given. However, today’s prices make that
decision no longer solely a financial one,
as an acceptable standard of living from
a financial standpoint is being obtained
for the first time without undergoing an
expansion.”
USDA Market News for July 23, reported, “Ground beef sales have jumped,
pushing both the cow cutout and finished
cattle cutout higher this summer. The cow
cutout jumped $32 since June 1, due to
the fact that the main product, which is

Future Issues

90 percent trimmings, jumped about $50.
Those large increases put support under
the primal chuck and round from finished
cattle because they can also be processed
into/for ground beef.”
This market cycle can’t last forever.
We all know that. However, most analysts
indicate the production side of the beef
industry could enjoy the cycle for at least
five years. The Sterling Profit Quotient reported recently in Drovers/CattleNetwork
showed a $214.05 per head net revenue
increase in cow-calf production from 2011
to 2014.
The prevailing thought that keeps coming to mind is most producers have new
options. Instead of operating from calf
crop to calf crop, producers can explore
options from expanding the herd, improving genetics, changing management
strategies, paying down debt or as Troy
Marshall suggests—take a vacation.
Possibly the best news to Charolais
producers is the fact Charolais genetics
and Charolais’ influence in the food chain
is relevant. The efficient production of
more pounds and red meat yield is being
rewarded like never before. The genetic
ability to remain efficient in value-added
niches such as natural or non-hormone
treated cattle (NHTC) can be claimed by
only a few breeds, including Charolais.
Beef industry opinion leaders are encouraging producers to think differently.
Use this favorable marketing environment
to make improvements to position your
operation for the future.
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Bradley 3 Ranch…
(Continued from page 1)

if we were going to provide a little more
customer service, to do it with Charolais.”
A further bonus of adding Charolais
to the ranch has been the new opportunities. “It’s a new group of people we get
to meet, and we get to learn a new set of
cattle,” he says.
The Charolais Difference
After many years in the Angus business,
Henderson has noted some significant
differences in behavior between the two
breeds. “Charolais cattle tend to stay in a
herd more than Angus cattle do; if you find
one you’ll find them all,” he says. He adds
that the Charolais cattle tend to have a
different flight zone than the Angus cattle.
“We’re in a pretty heavy predator area.
We’ve got lots of coyotes and wild hogs

and lots of things that hang around and try
to catch a baby calf, so that mothering instinct has to be in those (Charolais) cattle.
We’ve really worked on selecting Charolais cows that have that mothering instinct.
They can lay down, have a calf, get up and
protect it, and nurse it pretty quickly.”
When customers ask about calving ease,
Henderson says he likes to remind people
that his herd started with Charolais embryos in Angus cattle. “Those Angus cows
had their calves on their own,” he says.
Bradley 3 Ranch keeps terminal cross
in mind when they select Charolais bulls.
Growth and carcass traits are clearly a
priority, but overall soundness, libido and
scrotal circumference are selected for, as
well. “We expect that they’re going to be
able to get cows bred on the first cycle,”
Henderson says.
Performance
Because Bradley 3 Ranch is managed
like a commercial operation, only replacement heifers and donor cattle are bred
using artificial insemination (AI). Everything else is bred through natural service
for 60 days. Then, through DNA testing on

progeny, the ranch is able to test the libido
of their bulls.
Charolais bull customers’ feedback has
been really good, says Henderson. “They
have been impressed by the performance
in the calves.”
Henderson describes his customer base
as fairly sophisticated—they make good
marketing decisions, and look for and appreciate getting accurate data back on their
calves. “They understand pretty well that
just taking a calf off of a cow and hauling
it to the sale barn is probably not the place
to get maximum dollars for that calf. Most
of them are going to at least background
their calves for 45-60 days.”
Thanks to his experience in both the
feedyard and the packing plant, Henderson
adds value for his customers, not only by
supplying good genetics, but also through
his industry contacts. “We have a lot of

contacts in the industry that feed cattle and
sell cattle on a grid, so we’ll help them
market those cattle. We can help get them
in programs where they get the data back
on those cattle,” he adds.
Bradley 3 Ranch is proud of their Charolais cow herd and is expanding every
year. “We’ll probably try to target 25-50 Charolais bulls every
year to go along with our Angus
offering,” says Henderson.
A strong selling point for
the ranch is the rough terrain
the cattle graze. “We go from
pretty sandy soil on the south
side, to rocky, steep, really
brushy terrain on the north
side of the ranch. Our water’s
not very good and this year,
temperatures have ranged from
0°F to 105°F. The cattle have to
cover some country to forage,”
explains Henderson. “We’ve
sold cattle to Florida and clear
to Idaho. If they can handle our
country, they can handle just
about anything.”

It is Henderson’s
hope cattle purchased
from Bradley 3 Ranch
will perform for the
future consumer. Calves
are born in the fall, so
breeding decisions for
the next crop will be
made within the next
two months. Henderson
says, “We try to think
out front all the time.”
He explains that the bull
calves born next fall will
be in the 2017 bull sale.
The earliest progeny
from those bulls won’t
be consumed until 2019
and female calves born
next fall will still have
offspring going to market in 2029-2030.
“It’s a pretty awesome responsibility to
try to predict what the
market’s going to look
like in 2030,” he says.
“We’re really trying to look way out in the
future to see what the demands will be.”
Beef Industry Outlook
“The last four years have been really, really tough,” Henderson remarks, but adds
“I don’t know that I’ve ever been more optimistic than I am right now about where
we’re headed. We’re in prices that no one
could have dreamed of, and our demand is
hanging in there awfully good. I think that
bodes really well for our industry.” Due to
demands on the beef industry from competing industries (government, recreation,
crops, oil, mining and timber) Henderson
thinks good prices will continue and beef
price fluctuation will not be as drastic as it
has been in the past.

Despite his optimism, he admits the
industry needs to make some changes. “I
think as cattle get bigger and bigger, trying
to sell whole steaks and expecting people
who are not proficient in cooking to have
a good eating experience, is wrong. I think
we need to change how we’re doing some
cuts, just to get a better eating experience
for consumers,” he says.
Good prices, a low supply and a high
demand are great, but Henderson says,
“Politics can mess up a lot of things, government interference and regulation worry
me more than anything.”
Still there’s power in the product and
Henderson notes, “But, gosh, people love
the taste of beef, and that’s the advantage
we have over all the other proteins.”
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“Perfect Storm” Points to Rosy Picture
for Cattle Industry, According to
CattleFax Analyst
The cattle industry is transitioning from
the liquidation phase to the expansion
phase in terms of cattle numbers, according to Kevin Good, senior market analyst
for CattleFax. When combined with a
very robust domestic and global demand
for beef, it helps point to a rosy picture
for the industry. Good made the remarks
during a general session of the 2014 Cattle
Industry Summer Conferences in Denver
August 1.
“It’s one for the ages,” Good said,
referring to the cattle market. “It’s been a
tremendous change from a year ago.”
Good said the industry is accelerating
the rate of expansion, and “it’s a great opportunity to take advantage of the trend.”
However, while the fundamentals are
“friendly,” he said, “the market will have
a correction.” That correction could be
soon. “Something needs to give,” he said.
“You have to be prepared for that ceiling,”
he told the hundreds of cattle producers in
attendance.
Good said a “perfect storm” was in
place for the industry in terms of profitability. There’s a tighter animal supply in

general, with the PED Virus in the pork industry and hatchability and genetic issues
in the poultry industry keeping pork and
chicken supplies in check. With all animal
protein supplies stable and prices increasing, beef is not that far out of line, he said.
Good said calves in 2014 are averaging
$2.40 cwt., while feeder cattle are $2 and
fed cattle $1.50. He said CattleFax expects
prices should be stronger again on average
in 2015, but larger supplies of beef by
2016 and larger total meat supplies will
limit prices by then.
Lowering corn prices are giving the
industry some relief. They are the lowest
since 2010, and are expected to average
in the $4 per bushel range, and possibly
in the upper $3s, for the year. Production
in 2014 is expected to be in the 14 billion
bushel range, he said.
Range conditions are the third best they
have been in the past 20 years, Good said.
El Nino has been moderately strong, and
is also providing relief to much of the
country devastated by drought. However,
he said the industry is still in the midst of a
20 year drought, so producers should still

be cautious about conditions for 2015, 16
and 17.
Exports are increasing, and will continue to be a key component of producer
profitability, according to Good. The
China market (including Taiwan and Hong
Kong) has become the top importer of
beef in the world, and will continue to be
a critical export market for beef producing
countries in the future. Good said about
17-18 percent of a beef animal’s value is
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exported in beef, variety meats and hides,
and producers should recognize the importance of this income source.
“We are living in extraordinary times,”
Good said. “Prices are going to be continually strong over the next couple of
years.” Still, he urged producers in the
audience to exercise caution. “It’s easy to
be optimistic today,” he said. “But markets
don’t go up forever.”

Free BQA Certifications from
September 1 to October 31
Beef Quality Assurance certification gives producers tools to provide the
safest and highest quality beef to consumers.
For the third time, Boehringer Ingelheim
Vetmedica, Inc. (BIVI) is supporting the
checkoff-funded Beef Quality Assurance
(BQA) program by sponsoring all online
certifications this fall for producers who
enroll from September 1 to October 31.
BIVI will pick up the $25-$50 certification fee for beef or dairy producers who
are interested in becoming certified or
recertified during this period. Visit
BQA.org/Team to take advantage of the
open certification period.
The BQA program is important to the

cattle industry as it gives producers a
set of best practices for producing a safe
and high quality beef product. For dairy
producers, this offering is also beneficial
as a large percentage of dairy calves and
market cows make their way into the food
chain.
The BQA certification modules are
customized to fit the specific needs of each
segment of the cattle industry—cow-calf,
stocker, feedyard and dairy operations.
(Continued on page 6)

We Invite You To Come And Spend

AFriday,
DAY
IN
NANAFALIA
October 17, 2014 • 12:30 p.m. CST
Where we will be offering you POWERFUL GENETICS from our 42 YEARS of selecting for:
H FERTILITY
H CALVING EASE
H MILK PRODUCTION
H POLLED GENETICS
H SOUND UDDERS
H OPTIMUM FRAMES
H THICK, SMOOTH MUSCLE PATTERN
H GOOD DISPOSITION
H STRUCTURAL SOUNDNESS

40 Breeding Age Charolais Bulls Offered
20 Bred Heifers • 10 Open Heifers
“The fact remains, having Charolais included in the genetic equation has proven timeand again to be
successful. Feeders love to feed them and packers appreciate the additional profits built into the carcass”

We have been breeding Purebred Charolais Cattle since
1972 and have been performance tested for 28 years. Our
Charolais Cattle can be a good investment for your future.

Buck & Barbara Compton
P.O. Box 160 • Nanafalia, AL 36764
Office (334) 736-4221
Residence (334) 736-4349
Consultant: Gordon Schubert (502) 477-2637
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Low Stress Weaning Helps Boost Calf Immunity
By Burt Rutherford
Reprinted with permission from
BEEF magazine and BeefMagazine.com

Like many young men who return to the
ranch where they grew up, Mike Healy
had big dreams back in 1982 when he
went home to the LU Ranch at Worland,
Wyo. Despite the inevitable conflicts
he knew he would have with his father,
Healy’s inquisitive nature and ability to
see the long term made him think he could
make what his dad had built even better.
Some 30 years later, it’s still a work
in progress, he says. While his 2012 calf
crop, fed and harvested in 2013, indicates
he’s come a long way in reaching his
goals, he’s not ready to say he’s arrived.
Ranching is a complicated business, and
he says it seems he’s always struggling
just to catch up.
“When you go in with enthusiasm, you
make all these changes. Some are bad,
some are good. You eliminate the bad
ones, keep refocusing and focus on the
good ones,” he says. It’s a philosophy he
still holds today, and it’s the philosophy
that underpins his whole approach to ranch
management.
His weaning protocol is a good example. For many years, his ranch weaned
traditionally, separating the cows and
calves and letting them bawl it out. That’s
fine when they were selling wet-nosed
calves. But Healy and his father began retaining ownership in the late 1980s. By the
mid-’90s, Healy began feeding the entire
calf crop from his 1,400 head cow herd at
Decatur County Feedyard in Oberlin, Kan.
When you feed your calves and see the
results of your management and genetic
decisions further down the marketing
chain, it changes your perspective, Healy
says.
First, a Marketing Lesson
“Nobody in our outfit is good enough
to tell you what the market is going to
do,” says Kevin Unger, Decatur County
Feedyard manager. So the feedyard centers
its marketing program on historical seasonal movements in the fed cattle market.
“We try to market cattle in the high of the
spring, with the second high coming in the
fall,” he says.
Traditionally, Healy would wean in
October and then background the calves
in a yard near Worland for 1½ to 2 months
before shipping them to the feedyard. But
that protocol meant the cattle wouldn’t
finish until June and July, which is the
seasonal bottom of the fed cattle market.
“Our profit was $8/head,” Healy says.
“For the risks you’re taking, $8/head isn’t

worth it. There were years we’d lose $150
and years we’d make $150. It’s fun making $150, but losing $150 takes a notch
out of your hide. So we needed to find
something more dependable.”
So he began listening to what the folks
at Decatur County Feedyard had been
telling him—that he needed to change
his management procedure so his calves
would hit the spring highs in the fed cattle
market.
Healy’s consulting nutritionist had been
encouraging him to try early weaning.
“But we tried to cheat on it at first,” he
says. “We said, ‘Let’s just ship directly
to the feedyard.’ The cattle would get
through quicker, but they still weren’t selling in April. They were typically selling
in late May. But it was earlier, so we were
making progress.”

quiet. They don’t mind getting weaned,
and they don’t mind getting on the truck.
It’s the cows that are bawling.”
Changing the weaning procedure dealt
with the stress of traditional weaning. “But
we needed to do something about allowing
their immune systems to develop,” Healy
says. That was conquered by returning
to the backgrounding feedlot, where the
calves stay for two months, developing on
a high-roughage ration.
They continued early weaning. “We
said, ‘Let’s really shoot at the April target.
We’re not there yet, but we’re getting a lot
closer.’ ”
The 2012 calf crop was weaned the last
week of August. The steer calves from the
2-year-olds were weaned Sept. 10. After
a stop in the backgrounding feedlot, the
calves were shipped in mid-November.

Health Ramifications
But weaning early and shipping directly,
without the benefit of backgrounding,
led to some major health problems after
the calves went on feed. “We couldn’t
overcome our health problems, and we
eventually had to stop doing that,” he says.
He heard about the nose-flap method of
weaning and tried that. “We really liked
it,” he says, but he was still weaning and
shipping directly to the feedyard and still
experiencing health issues.
He went back to weaning them straight
again; the result was an 8 percent death
loss. So Unger and the feedyard’s consulting veterinarian made a visit to the LU
Ranch, where the veterinarian diagnosed
the problem as one common to large Western ranches.
Healy runs around 1,400 cows in the
high desert of the West, an area that gets
only 9 to 10 inches of precipitation. His
stocking rate is 8-9 pairs/section, meaning
big pastures and little contact between
groups of cattle.
The problem, the vet said, was that the
calves had a naïve immune system. Even
with vaccination, their immune systems
hadn’t fully developed before they shipped
to the feedyard, where they mingled with
calves from many different sources. “We
knew that was an issue, the naïveté of the
immune system. We knew we were also
stressing them by the way we weaned,”
Healy says.
Fenceline weaning wasn’t practical,
given the expansive pastures. “So we tried
the nose flaps again. We found that when
we weaned them, the calves are absolutely

Hitting a Home Run
The calves hit a home run. Here’s the
“tale of the tape” after harvest in mid-May,
with a comparison with the 2009 calf crop
in parentheses:
• Average daily gain, 3.78 lbs./day
(3.67 lbs. in 2009)
• Ribeye area, 13.4 sq. in. average (12.5
sq. in. in 2009)
• 48.7 percent in upper 2/3 Choice, 30.1
percent lower Choice for a total of
78.8 percent in the Choice grade (25.6
percent in upper 2/3 Choice and 42.9
percent in lower Choice in 2009, for a
total of 68.5 percent.)
• Yield grade, average of 2.8 (same as
2009)
• Hot carcass weight, 862 lbs. average
(816 lbs. in 2009)
• Feed efficiency, 4.87 lbs. of feed/lb. of
gain (5.41 in 2009)
• Dressing percentage, 64.42% (63.1%
in 2009)

Free BQA…
(Continued from page 5)

The program covers best management
practices such as proper handling and
administration of vaccinations and other
products, eliminating injection site blemishes, and better cattle handling principles.
“One of the challenges that beef producers face is having all of their employees
become BQA certified,” says Dr. Jerry
Woodruff, Professional Services Veterinarian with Boehringer Ingelheim Vetmedica,
Inc. “Boehringer Ingelheim Vetmedica’s

To some extent, Healy credits those
numbers to the changes in his weaning and
health management. “I think they were
healthier last year, and I think that helped
the conversion,” he says. “Good health
improves feed conversion, and it improves
the quality grade.”
The year before, when he weaned
directly to the feedlot and had such high
death loss, quality grade took a big hit. “If
it’s getting sick and they have to doctor
it, it’s not going to grade, it’s not going
to convert well and it’s not going to gain
well,” he says.
But Healy is quick to point out that everything has to work in concert. “It takes a
long time to get to this point,” he says.
Over the past 30 years, he’s made several changes in his genetics. Some worked,
some didn’t. He changed his grazing
strategy, using water distribution and lick
barrels to manage grazing pressure and
provide supplement at the same time. He
changed lots of other things on the ranch,
too, and continues to look for ways to keep
up with the changing dynamics of ranching today.
“We target how to make the most from
the choices we have in our genetic selections and our on-the-ranch management to
try to have a marketing program that will
be profitable most of the time,” he says.
“You focus on health, you focus on timing
and you focus on genetics. If I survive
long enough, I’ll look back 10 years from
now and say I should have been focusing
on a couple of other things.”
In an industry that’s always changing,
that’s a given. But given that Healy feels
he’s always a step or two behind his
goals, and he’s always trying to catch up
with where he wants to be, it likely won’t
take him 10 years to refocus himself and
remake his management to fit the changing paradigms of a complicated, shifting
business.

partnership with BQA helps offset some
of those expenses, and we encourage producers and their employees to use the web
based training programs.”
More than 11,000 producers have taken
advantage of Boehringer Ingelheim Vetmedica Inc.’s BQA certification partnership. Boehringer Ingelheim Vetmedica
Inc.’s partnership also includes financial
support of the Beef Cattle Institute at Kansas State University, which developed the
certification module.
To become BQA certified, or learn more
about the program, visit BQA.org/Team.
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It only takes ONE!
Bull selection has a direct impact on marketing your calf crop.
The bulls selling stack generations of calving ease with good
doing cattle raised on fescue. They are sound and will sire
more pounds at weaning.

19th Edition Bull Sale
Saturday, October 25, 2014 • 1 p.m. Central
At the Ranch • Carthage, Missouri

Selling 70 Bulls
Including 10 CH+ Bulls (Char x Red Angus)
And a Select Group of Bred & Open Heifers

Lot 18 #309

Pld

BD: 3/2/13

Lot 3

#314

Pld

BD: 3/9/13

Lot 1 #322

Pld

BD: 3/15/13

Lot 2 #313

Pld/S

BD: 3/7/13

BW: 86 lbs. AWW: 808 lbs.
Ledger x Grid Maker x Spur

BW: 92 lbs. AWW: 773 lbs.
Ledger x Easy Blend x Tradition

EPDs: BW: 0.3 WW: 38 YW: 74 M: 8 TM: 27

EPDs: BW: 1.5 WW: 38 YW: 70 M: 4 TM: 23

Lot 33 #331

Lot 44 #312

Pld

BD: 3/1/13

Pld

BD: 3/7/13

BW: 84 lbs. AWW: 738 lbs.
Ledger x Fire Water x Polled Value

BW: 80 lbs. AWW: 722 lbs.
Ledger x Fire Water x Easy Pro

BW: 82 lbs. AWW: 693 lbs.
BW: 82 lbs. AWW: 766 lbs.
Gold Standard x Grid Maker x Rio Blanco No Doubt x Grid Maker x Prime Up

EPDs: BW: -0.1 WW: 30 YW: 61 M: 14 TM: 29

EPDs: BW: -0.4 WW: 30 YW: 60 M: 17 TM: 32

EPDs: BW: -0.4 WW: 28 YW: 60 M: 15 TM: 29

EPDs: BW: 0.2 WW: 37 YW: 69 M: 5 TM: 24

Lot 30 #316 Pld BD: 3/13/13

Lot 31 #321 Pld BD: 3/14/13

Lot 45 #323 Pld BD: 3/15/13

Lot 19 #324 Pld BD: 3/18/13

BW: 84 lbs. AWW: 783 lbs.
No Doubt x Duke 135 x Grid Maker

BW: 86 lbs. AWW: 748 lbs.
Grid Maker x Duke 914 x Wyo Wind

BW: 84 lbs. AWW: 776 lbs.
Ledger x Easy Blend x Wind 0383

BW: 92 lbs. AWW: 761 lbs.
Ledger x Easy Blend x Tradition 066

EPDs: BW: 0.5 WW: 37 YW: 70 M: 8 TM: 27

EPDs: BW: 1.1 WW: 34 YW: 62 M: 10 TM: 28

EPDs: BW: 0.6 WW: 40 YW: 75 M: 4 TM: 24

EPDs: BW: 1.6 WW: 38 YW: 72 M: 6 TM: 24

Sale Consultant:
Mike Kisner
(636) 236-0306
Charolais Journal:
David Hobbs
(913) 515-1215
Auctioneer:
Jackie Moore
(417) 825-0948
Joplin Regional Stockyards

Visit our website for updates and sale catalog.

Videos will be posted online
Friday, October 17.
Catalogs mailed upon request.
Next Sale — March 21, 2015

Larry & Peggy Aschermann
Carthage, Missouri
(417) 793-2255 cell
e-mail: hayhook@gmail.com

www.aschermanncharolais.com


















Beef Genetics

3-year guarantee on feet & semen
1-year guarantee on nearly everything
Fertility checked by 13 months
Athletic, never fattened
Free delivery nationwide
Virgin bulls only, BVD tested
Grown in heat, humidity, no shade
Carcass, real harvest data
Good foot shape, sound
Mid-frame, soggy, thick
Super disposition
AI-sired only!
Slick hair
Marketing assistance...make us prove it!
3 to 4 generations proven calving ease
Most bulls top 25% yearling wt EPDs

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

