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erative ranching. Page 11

A LOOK BACK IN HISTORY

Twenty-two years ago, in his
“Western Wanderings” column,
former WLJ fieldman Jerry York
wrote about the success of the
Western Video Market sale. “We
just wrapped up the big Western
Video Market sale in Reno, NV,
and there, buyers really do meet
sellers. What a fantastic sale it
was! Record prices were seen
with several 900-pound cattle
bringing 92 cents. Many long-
time observers and participants
said these were the strongest
prices they had seen,” read the
July 16, 2001, article.

INDEX
Opinion
Markets
Classifieds
Sale Calendar

Legislation could upend CA’s water rights

— Threatens pre-1914
rights

Water has been a contentious is-
sue in California, stretching back to
the state’s founding in 1850. Re-
cently introduced legislation could
upend pre-1914 water rights, giving
the State Water Resources Control
Board (SWRCB) more authority

over water diversions.

AB 1337

Assembly Bill (AB) 1337, intro-
duced by Assemblymember Buffy
Wicks (D-Oakland-14), would “au-
thorize the board to issue a curtail-
ment order for any diversion, re-
gardless of basis of right, when water

Groshans named as WLJ
field representative

Western Livestock Journal LLC
(WL)) is pleased to announce the
addition of Ty Groshans to its team
of field representatives. Groshans
brings extensive marketing experi-
encetotheteam andis eagertohelp
set producers up for marketing
success.

Time Sensitive
= Priority Handling

PERIODICAL

Groshans will serve as a field
representative for producers in
southern Wyoming, Colorado, New
Mexico, Nebraska, South Dakota
and Kansas.

Prior to WLJ, Groshans worked
for DVAuction, producing online
production sales and working with
producers to capture video and
photo footage. Groshans also previ-
ously worked with the American
Angus Association, serving as the
director of Commercial Programs
and assistant director of Perfor-
mance Programs, and the Ameri-
can-International Charolais Asso-
ciation, serving as the Western
representative.

“Iam excited and honored for the
opportunity to work for such a
trusted publication with a proven
rich heritage in the livestock busi-
ness,” Groshans said. “I have spent
my professional career marketing

commercial and purebred cattle. I
look forward to assisting a variety of
producers and agricultural busi-
nesses in marketing, while still
maintaining their rich histories and
traditions”

Groshans has strong roots in ag-
riculture, tracing them back to both
the original Wildcat Ranch home-
stead near Fort Morgan, CO, and
Groshans Hereford in Holyoke, CO.
He is a graduate of Colorado State
University (CSU), holding bache-
lor’s degrees in animal science and
agricultural business. While at CSU,
he was also a member of the seed-
stock merchandising team.

Groshans currently resides near
Akron, CO, with hiswife, Jamie, and
two daughters, Sophie and Emma,
where they operate a small cow-calf
herd.

See GROSHANS onpage 5

is not available under the diverter’s
priority of right” The bill would
consider any water diversion not
authorized as atrespass and subject
to injunctive relief and fines.
According to CalMatters, a non-
profit and nonpartisan news orga-
nization, the bill would overturn a
ruling by the state appellate court
regarding water curtailment cases

and give SWRCB more authority on
surface water rights, particularly
those dating pre-1914 when the
state began controlling diversions.
The cases stemmed from former
Gov. Jerry Brown (D) declaring an
emergency in 2014 due to multiple
years of drought. SWRCB attempted

See CAWATER on page 4

California Department of Water Resources
Two recently introduced bills could give the California State Water Resources Control Board more authority over water diversions. Pictured in the foreground is Termi-
nous Tract, part of the Sacramento-San Joaquin River Delta in San Joaquin County, CA.

Millions invested into
GHG measurement plan

— Comments requested

USDAisinvesting millions of dol-
larsinto a plan to improve the mea-
surement and monitoring of green-
house gas (GHG) emissions and
carbon sequestration in agriculture.

Atotal of $300 million in funding
was allocated by the Inflation Re-
duction Act. The strategy is based
on priorities set in the recently re-
leased “Federal Strategy to Advance
Greenhouse Gas Measurementand
Monitoring for the Agriculture and
Forest Sectors,” which the depart-
ment said provides a framework for
improving accuracy in GHG mea-
surements. The draft strategy was
produced by USDA, the Environ-
mental Protection Agency (EPA),
Department of the Interior, NASA
and others.

“This new investment by USDA
in improving data and measure-
ment of greenhouse gas emis-
sions—made possible by through
President Biden’s Investing in

America agenda—is unmatched in
its scope and potential to increase
accuracy, reduce uncertainty and
enhance overall confidence in these
estimates,” USDA Secretary Tom
Vilsack said in a statement.

Plan details

The federal strategy outlines a
framework for how to enhance
GHG measurement, monitoring,
reporting and verification. It also
aligns with ongoing work on howto
quantify carbon sequestration and
carbon dioxide, methane and ni-
trous oxide emissions.

There are seven key areas USDA
will focus on in the plan:

« Create a Soil Carbon Monitoring
and Research Network.

» Create a Greenhouse Gas Re-
search Network.

 Expand data management, in-
frastructure and capacity.

See GHG on page 6

from $287-295, averaging $290.82.
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» Negotiated purchases: $182.22.
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Cash trade through theweekendingJuly9totaled 75,381 head. |
Live steers averaged $182.23, and dressed steers averaged | s

The national weekly direct beef type price distribution for the | sz ¥
week of June 26 - July 3 was the following on a live basis:

We are in the peak of summer right now in the cattle market, with video
sales running hot and seasonal corrections beginning to take place.

Live cattle futures were higher over the week, with the August contract up
about $2 to $176.90 and the October contract up about $3 to $180.10.

“CME cattle futures as of late are trading an ‘open lower then rally’ pattern
as the market hangs out near life-of-contract highs,” wrote Cassie Fish, mar-
ket analyst, in The Beef on Tuesday.

Cash trade through Thursday was slim, with under 15,000 head sold. Live
steerssold from $178-186, averaging $181.81. Dressed steers sold

Wholesale beef prices continue summer correction

¢ Formula net purchases: $184.02.

» Forward contract net purchases: $179.46.
« Negotiated grid net purchases: $186.50.

On a dressed basis:
« Negotiated purchases: $289.78.
« Formula net purchases: $293.30.

« Forward contract net purchases: $267.04.
« Negotiated grid net purchases: $297.85.
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FREE MARKETS, FARM BILL
FREE-FOR-ALL & DEFINITIONS

COMMENTS DITTMER’S TAKE

Something that is worth some serious
reflection: Does anyone seriouslybelieve—
in a time of significant food inflation, high
general inflation, high interest rates and recession fears—that
a political administration that had more control over the beef
marketing system would allow the prices and returns cattle
feeders and cow/calf operators are getting now?

USDA has talked about taking away premiums and discounts
for carcasses, forcing packers and feeders to sell cattle differ-
ently or in different percentages, breaking up the big packers,
etc., etc.

In other words, the feds in power now don't like the free-
market system and don't like supply and demand markets that
are finalized by consumers instead of government controls.

I don't like the fact that the markets we’re seeing now are
partially caused by years of drought in the western half of the
U.S,, cutting the supply of cattle and, in some cases, forcing
cutbacks or elimination of some operations. But having Moth-
er Nature in control is really the way things work, regardless of
what “woke” climate change zealots claim. As tough as Mother
Nature can be, I'd rather have her in control than a politician,
federal official or agency.

Which brings up another point: we're supposed to have a
farm bill this year. I can remember when farm bill time was the
only time—every five years—that Washington politicians and
agencies gave any attention to agriculture. They weren’t much
interested the rest of the time.

Now, they come up with all kinds of angles to justify telling
farmers and ranchers—indeed, the entire food production
chain—either how they should be doing things or what man-
dates are next.

NCBA pointed out that everyactivist political movement and
fringe ag group imaginable now tries to get some amendment
in the farm bill. It is all designed to give the federal government
more power, restrict the entrepreneurship and innovation of
agriculture or mandate something different from the methods
food producers themselves have evolved to produce more and
higher quality food. Some continue attacks on checkoffs that
have fostered today’s quality and productivity, falsely claiming
they lobby for giant, non-existent “monopolies.”

Senate Majority Leader Chuck Schumer (D-NY) has told the
Senate that permitting reform will be a key issue for collabora-
tion with Republicans in July.

Sen. Joe Manchin (D-WV) traded his vote for the Inflation
Reduction Actlastyearin exchange for Schumer’s commitment

to bring a permitting reform bill to the floor. Congress passed
legislation to speed up the permitting process as part of the debt
ceiling bill, but Democrats want to allow more power lines and
Republicans are seeking to limitlawsuits blocking infrastructure
projects, according to The Hill.

The Hill also reports that environmental groups opposed to
fossil fuels have sued the Environmental Protection Agency,
alleging that officials have allowed the state of Colorado to
persistently violate air quality standards. Concentrations of
ground-level ozone, also known as smog, have surpassed ac-
ceptable air quality levels, the suit alleges, due to Colorado’s
“inadequate response” to pollution generated by fracking oil
and gas.

Tyson made a significant move recently, announcing it is
removing its “no antibiotics ever” label on chicken in order to
use ionophores to control coccidiosis. The U.S. classifies iono-
phores as antibiotics, although most of the world does not.
Tyson made it clear it would not be using therapeutic antibiot-
ics or antibiotics used in human medicine.

It will be very fascinating to see what the consumer reaction
is. The beef industry could benefit from consumers learning
that ionophores are not in the same category as therapeutic
antibiotics, since we use them for growth promotants.

The White House Council of Economic Advisers and the
Office of Management and Budget have released a white paper
projecting that there will be almost no economic impact from
climate change by 2100. The consensus of 10 out of 12 outside
economic studies showed the increase of 2.2 degrees F since
1950 hasimpacted the GDP by 0.5%, while the GDP grew 800%.
Iftemperatures rise by 4.5 degrees F by 2100, the effect on GDP
could be 2%.

Economic modeling combined with climate modeling is a
“doubly dismal” undertaking, the Wall Street Journal quipped.

For proof, consider the inaccuracy of modeling by the Fed-
eral Reserve and the Intergovernmental Panel on Climate
Change.

So, ifglobal warmingisreally not going to make any significant
economicdifference, and they've already admitted it's not going
to appreciably change the planet’s climate, why have we spent
or are planning to spend some $5-6 trillion to diminish it by so
little? — Steve Dittmer, WLJ columnist

Keep the door open

astweek was an ex-
L tremely busy time in

the video sale scene
between Western Video Mar-
ket’s Reno, NV, Sale and Supe-
rior Livestock’s “Week in the
Rockies” Sale in Steamboat
Springs, CO. Between the two
sales, almost a half million
head from across the country
were sold.

The culmination of several factors continues to
push this market higher, but as mentioned in my
previous column, two USDA reports only helped the
contract situation for these cattle. Couple this with
an increasingly tight supply—cattle are continuing
to climb higher. It brings a few points to the surface
for those still marketing their cattle this summer
with a recap of what we saw this past week.

The most important point I can make is to keep
your doors open when it comes to marketing your
cattle. Marketing is such a dynamic world. There are
so many available options in which a producer can
choose to go that the water becomes muddy. The
best way it’s been explained to me is to place your-
self in the seat of your buyer and objectively ask
yourself if you would buy your own cattle.

Diving slightly deeper with this idea is to think
about how many programs are out there marketing
the end product to consumers. Aside from the many
directions the Big Four packers take their product,
there are countless programs which market cattle
based on genetic parameters, management proto-
cols and so on. From those harvesting less than 10
head a week to those who market hundreds, it’s all
those packers that are building the story and selling
product to the consumer.

The unspoken problem this creates is when they

IPSEN

(Steve Dittmer is the author of the Agribusiness Freedom
Foundation newsletter. Views in the column do notnecessar-
ily represent theviews or opinions of WL] or its editorial staff.)

are buying cattle, they’ve got to narrow their search
and find cattle that fit their criteria and fit their mar-
keting narrative. They are essentially adding filters
to their search to narrow the pool in which they will
bid on. As a producer, your goal should be to keep
your cattle from being filtered out. When your cattle
stay on their shopping list, you keep an interested
buyer through the point of sale. Each buyer is a
doorway for your cattle. Don’t close the door on
someone needing your cattle. Management, verifi-
cations, genetics, value-added programs and so on
create opportunities to build more relationships
with potential buyers. The more doors open, the
more eyes, the more value.

From a buyer’s perspective just think about what
this image looks like. A set of cattle available for sale
that has every available program with excellent
management gives an essence of quality control.
There are so many stories out there of shipping
nightmares that a buyer can rest assured the ship-
ment will go along without any problems, take those
cattle on without any setbacks and they’ll fit right
into their marketing strategy.

Speaking on prices specifically, a trend to take
note of is the spreads that we are starting to see.
Higher markets clearly give a bigger window for cat-
tle to separate themselves. We saw more than $40/
cwt differences within similar weight classes with
comparable cattle. A high mark we saw was a set of
reputation California steers weighing 790 pounds
brought $2.90/cwt, while yearling cattle across Mid-
west states weighing north of 950 Ibs. were bringing
$2.20-2.60/cwt. What a huge value these cattle saw!
But cattle similar to this were liable to bring far less.
It's nothing new for us to see, but it’s something to
think about for those with inventory left to sell.

We are also seeing the huge spread from steers to
heifers. Throughout the week, this gap seemed to
widen. There will be ranchers that will see a $30/cwt
or higher difference between their lots. As the cattle
climb into higher levels, this gap will continue to
separate further. As more and more cattle are sold
and pen space becomes tighter with the fall run,
look for buyers to become choosier, which will drive
that spread even farther.

It’s been an expected fantastic run of sales so far
this summer and with several more major sales
coming up in the next few weeks, it will be a sum-
mer for all of us to remember! For those with cattle
to sell, I adamantly encourage you all to look into
value-added programs and weaning calves before
shipping. It truly does make a major difference and
every dollar is going to count. — LOGAN IPSEN

x OBITUARY
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Gordon Chandler Keys;

1933-2023

Gordon “Gordie” Chandler Keys, a
highly respected and widely recognized
farmer, cattleman and owner of Thor-
oughbred racehorses, died at his home,
Beaver Dam Farm, inMiddleburg, VA, on
July 8, surrounded by his family. He was
89

HewasbornAug. 8,1933,inLaytons-
ville, MD, to Henrietta Howard Riggs and
Gordon Chandler Keys, who died prior to
Gordie’s birth. Henrietta remarried to
RobertHallowell Chichesterof Olney, MD,
who served as a loving stepfather.

Gordie graduated from Sherwood
High Schoolin Sandy Spring, MD, in 1951
and was drafted into the U.S. Army. He
was stationed fortwoyearsat Fort Ruck-
er, AL, where he made lifelong connec-
tions with men who remained some of
his closest friends.

Following his military service, Gordie
attended the University of Maryland
College Park where he joined Alpha Tau
Omegafraternityandearnedadegreein
agriculture. While at Maryland, he met
Janice Oxley of Baltimore, the Alpha Tau
Omega Sweetheart. They married in
1959 and made their home in Olney
where they raised their four children,
Chandler, Chrissy, Susan and Anne.

Gordieandhis stepfatherfarmedtheir
ancestralhome, Oatland, until1969when
Robert passed away. Gordie took over

management of the farm, where he
raised row crops, sod, hay, hogs, regis-
tered Angus cattle and Thoroughbred
horses. Gordie and Janice later divorced,
andherelocated toMiddleburg, VA, with
his cows and horses. He married Mary
Kay “Robin” Garwood Sterling of Middle-
burgin1998.

Gordie and Robin operated Beaver
Dam Farm for 25 years. He was recog-
nized regionally and nationally for his
contributions to the Angus industry and
wasknownasone of the best cattlemen
inthe area. He also was a familiar face on
the Maryland and Virginia steeplechase
circuit, hosting epic tailgating festivities
featuring his trademark countryhamand
biscuits. Alifelong foxhunter, Gordierode
with the Redland Hunt and was a found-
ingmember of the Goshen Hunt. Gordie
bred and owned many winning race-
horses over the years, including 'm a
Hokie, TomHagenandthe stakeswinning
Grateful Bred, a home bred who raced
successfully while Gordie was in his late
’80s.

He was an affable, sensible, deter-
mined, dynamic and ever-likeable char-
acter and true friend.

His lived by the words of William But-
ler Yeats: “There are no strangers here;
only friends you haven't met yet.”

He was known for his performances
nationally andinternationally of “Bye-Bye
Blackbird” and “(Won't YouComeHome)
Bill Bailey,” singing unrehearsed at wed-
ding receptions, aboard a cruise ship
lounge inthe middle of the Indian ocean,
oftenaccompanied by afull orchestraor
sgontaneouslyacappella whenprompt-
ed.

Gordie wasafoundingmemberofthe
Olney Civic Association, chairmanof the
Agricuttural Committee forMontgomery
County, afounding member of the Agri-
cultural Farm Park, a member of the
Montgomery Farmers Club for 50 years
and a board member of the Maryland
Beef Producers Association. He also
served as aboard member of the Mont-
gomery County Fair, aboard member of

the Piedmont Hunt Board of Governors,
Past President of the Maryland Angus
Association and a 4-H leader. He was a
long-standingmember of Trinity Church
and the Middleburg Tennis Club.
GordieandRobinestablishedtheKeys
Scholarship Fundatthe American Angus
Association, providing educational finan-
cial assistance annually to aspiring stu-
dents from Virginia and Maryland.
Gordie is survived by his wife, Robin;
his children, G. Chandler Keys lll (Chelsie)
of Shady Side, MD, Mary Christopher
“Chrissy” Heard (Keith) of Columbus, MS,
SusanRomans (Eddie Ridgway) of Olney,

AnneBiebel (Richard) of West River, MD;
and his stepson, David Michael Sterling
of Middleburg. He is also survived by his
former spouse, Janice Keys of Annapolis;
MD; eight grandchildren; two nephews;
and two nieces. He was preceded in
death by his father, mother, stepfather,
his beloved uncle, Samuel Riggs, IV, and
sister, Mary Cook “Cookie” Stewart Brus-
nighan.

Memorial contributions in his name
should be made to the Keys Scholarship
Fundatthe American Angus Association,
3201 Frederick Avenue, Saint Joseph,
MO, 64506-2997.

HOOVES & HORNS

BY A.W. ERWIN
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"So, how's that one? That first one tasted like old feed
sacks, baler twine an'burnt horse hair."
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Cattle producers are battling
flies and ticks this summer

Fly and tick populations
haveincreased, which means
cattle producers are fighting
an uphill battle this summer
with these blood-sucking
pests. The cattle industry suf-
fers $1.3 billion in losses an-
nually from horn flies alone.
Theyare considered the No. 1
external parasite for cattle
across the country.

Justin Talley, Oklahoma
State University (OSU) profes-
sor and Extension specialist
for livestockentomology, said
horn flies and lone star ticks
have ramped up this summer
and are likely to get worse in
July and August.

“Flies on a cow each take
anywhere from 1.5 to 2 milli-
grams of blood, but multiply
that by 300 to 1,000 flies, and
that becomes severe irrita-
tion,” Talley said, adding that
it's important producers
choose the correct control
method.

“It’s not one-size-fits-all.
Whatever works within a pro-
duction system—whetherit’s
ear tags, pour-ons or sprays—
producers need to under-
stand the longevity of these
methods,” he said.

Talley said ear tags will pro-
vide three months of ade-
quate control, while sprays
onlyprovide one to two weeks
and pour-ons provide two to
three weeks  worth of control.

“What our research shows
is that the combination of an
ear tagwith a feeding supple-

mentation of insect growth
regulator (IGR) is what keeps
fly populations down for the
longest amount of time,” he
said. “These are commercial
products that cattle producers
canbuy, buttheyneed to feed
that consistently and early
on.

Ear tags kill adult flies while
the IGR suppresses overall fly
populations. Talley said it is
best for producers to start the
IGR feeding regimen in
March, butthatdoesn'tmean
they can’t start it now.

“Itwill be more of an uphill
battle than if you started it in
March, butyou can still see a
further reduction with this
feed supplement versus just
doing an ear tag,” he said.

Ticks are the more chal-
lenging parasite to combat.

“Sometimes, they go un-
seenunlessyou're processing
those animals through a cattle
chute,” Talley said. “We will
usually feel a tick before we
see it by conducting a tick
scratch, which any producer
cando’

This entails running your
hands around the brisket, be-
tween the legs and under-
neath the tail of the cow.

“That'swhereyou'll usually
find ticks, especially the
American dog tick, which
transmits the pathogen that
causes anaplasmosis, a com-
mon cattle disease,” he said.

Talley said producers are
likely seeing several ear ticks,

butthose donotcontribute to
anaplasmosis. He added that
some cattle producers make
the mistake of relating ana-
plasmosisto onlyflies, butthe
disease is transmitted and
amplified by ticks.

During the summer, pro-
ducers will see an overlap of
lone star ticks, American dog
ticks and Gulf Coast ticks on
their livestock. However, the
main concern, for now, is the
lone star tick, which causes
different issues than the
American dog tick.

“Youseethese on cattle, but
as producers are interacting
with their cattle, they need to
make sure theyare protecting
themselves because the lone
star tick also causes red meat
allergy,” he said.

When a lone star tick bites
ahuman, acompound in the
tick’s saliva can cause people
todevelop anallergytoallred
meat, known as Alpha-gal
Syndrome.

InJuly and August, produc-
erswill begin to seemore seed
ticks, which are immature
ticks fresh out of the egg stage.

“Any time you have areas
with a lot of wildlife, espe-
cially white-tailed deer, you
tend tosee higher tickpopula-
tionsinapasture,” Talleysaid.
“It’s already a pretty bad tick
and fly year, but if we keep
getting a decent amount of
moisture and humidity, it’s
going to get worse” — OSU
Extension
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Pinkeye canlead to
blindness if left untreated

Anyone who has ever had
a scratch on their eye or had
dustgetunder their eyelid can
attest to how painful an eye
condition canbe. Like people,
cattle can also experience ir-
ritants in their eyes and that
can often lead to pinkeye, say
the experts at Kansas State
(K-State) University’s Beef
Cattle Institute on a recent
“Cattle Chat” podcast.

“Pinkeyeis an eye infection
that often first starts with wa-
tery eyes and then progresses
to a swollen eye and even a
white spotin the eyeball,” said
K-State veterinarian Bob Lar-
son.

Along with those symp-
toms, K-State veterinarian
Brad White says cattle will
tend to squint in the infected
eye.

“Left untreated, cattle can
develop corneal ulcers that
are painful and make cattle
light sensitive,” White said. “If
yousee the ulcers, likely dam-
age to the eye has already
been done”

The veterinarians say the
earlier the treatment begins
the better the outcome will
be.

“Assoon asyouidentify the
problem, the cattle can be
treated with antibiotics and
sometimes we will putan eye
patch on them or sew the
eyelid shut to give them some
comfort as they recover be-
cause this is a painful condi-
tion,” Larson said.

When treated early, most
calves are likely to recover,
said Larson, but once the dis-
easehas progressed and there
has been scarring to the cor-
nea, the recovery time is
much longer and there may
be some or total vision loss in
the infected eye.

While pinkeye can develop
any time of year, the veteri-
narianssayittendstobemore
common in the summer.

“One way that pinkeye is
passed from one animal to
another is by face flies, so fly
control is important in trying
toreduce thelikelihood of the
disease spread,” Larson said.
He explained that face flies
are the size of house flies and
tend to feed on secretions on
the face and can cause dam-
age to the cornea of a calf’s
eye.

“Because face flies spend
relatively little time on cattle

itmakes fly controlmore chal-
lenging because of the
amount of time they spend
away from the cattle,” Larson
said.

Along with flies, other irri-
tants to the eyes can come
from seedheads, weeds, and
dust in pastures, White said.

“Mechanical irritations,
such as grass seeds, allow
bacteria to get into the eye
more easily and cause prob-
lems,” he said.

Larson added that if pro-
ducers are experiencing a
pinkeye outbreakin the herd,
they may want to consider
moving the cattle to a differ-
ent grazing pasture.

“Sometimes we will move
pastures to try to get them out
of the field with the irritating
factors such as seedheads or
weed seeds,” he said. — K-
State Research and Exten-
sion

— e |
C ALENDAR

COMING EVENTS

(Send calendar of events information
to editorial@wlj.net.)

Aug. 17-18 — R-CALF USA will host
its 24th Annual National Convention
and Trade Show at the Monument
in Rapid City, SD. Details: www.
rcalfconvention.com.

Aug. 21-25 - Roots of Resilience will
host its 12th New Cowgirl Camp at
the Lazy R Ranch in Cheney, WA.
Attendees will explore the basics of
grazing planning, ecosystem
monitoring, low-stress livestock

handling and veterinary medicine
withacelebratory, supportive group
ofwomen. Details: rootsofresilience.
org/newcowgirlcamp.

Jan. 21-Feb. 2, 2024 — Mark your
calendars for the 2024 Cattle
Industry Convention & National
Cattlemen’s Beef Association Trade
Show, which is heading to the
Orange County Convention Center
in Orlando, FL. Additional
information is available at
convention.ncba.org.

- WEEKLY SALE EVERY WEDNESDAY -

707-484-3903

BAR KJ ANGUS, BAKERSFIELD, CA
35 Al BRED HEIFERS TO CALVE AUGUST

@m'zmqugm‘m/

RENZ RANCH, TRES PINOS, CA

40 FIRST CALF HEIFERS

SPRING & SUMMER

SPECIAL
FEEDER SALES

WEDNESDAY, JULY 19

.916-439-7761

530-906-5713

AUCTION MARKET

ADDRESS.....
OFFICE

FAX i
WEBSITE/
MARKET REPORT...........

12495 Stockton Blvd., Galt, CA

.209-745-1515
209-745-1582

.www.clmgalt.com

WEB BROADCAST..www.Imaauctions.com

WEDNESDAY WEEKLY SCHEDULE

.8:30am
J1:30am

Butcher Cows....oummmmn.
Cow-Calf Pairs/Bred Cows.

FeederCattle s

12pm

31AND 60 BULL BRED HEIFERS TO CALVE
SEPTEMBER 15 FOR 60 DAYS. FOOTHILL
AND ANAPLAS VACCINATED. REGISTRATION
PAPERS AVAILABLE. COWS HAVE BEEN
RUNNING IN ANGELS CAMP, CA.

RANCHERIA LAND & LIVESTOCK, BAKERSFIELD, CA
123 BRED HEIFERS TO CALVE SEPTEMBER
25 FOR 30 DAYS AND 80 BRED HEIFERS TO
OCTOBER 25 FOR 45 DAYS. FOOTHILL AND
ANAPLAS VACCINATED. BRED TO FANCY
CALVING EASE ANGUS BULLS.

80 HEAD OF OCTOBER AND NOVEMBER
CALVING COWS
- FOOTHILL AND ANAPLAS EXPOSED. BRED
MAINLY TO VINTAGE, EZ ANGUS AND 44
FARMS ANGUS BULLS.

BRUIN ANGUS, AUBURN, CA
- 30-45 PUREBRED ANGUS BRED COWS. 3-5
YEARS OLD. FOOTHILL EXPOSED. BRED TO
POWERFUL ANGUS BULLS.

- 353-YR OLD FIRST CALF HEIFERS

- FOOTHILL AND ANAPLAS EXPOSED,
FOOTHILL VACCINATED

- BRED TO START CALVING SEPTEMBER 1ST
TO THOMAS ANGUS BULLS FOR 30 DAYS.

DUANE MARTIN LIVESTOCK, IONE, CA

60 BRED HEIFERS

+ FOOTHILL RAISED AND EXPOSED

- BRED TO MCPHEE AND LORENZEN RED
ANGUS BULLS TO CALVE SEPTEMBER
1-NOVEMBER 1.

R&R LIVESTOCK, HOLLISTER, CA

48 FALL BRED COWS. FOOTHILL AND
ANAPLAS RAISED. BRED TO POWERFUL
THOMAS, BUCHANAN, FIVE STAR ANGUS

BULLS. START CALVING SEPTEMBER 1 FOR

40 DAYS.

WEDNESDAY, AUG 9

UPCOMING WESTERN VIDEO
MARKET SALES

AUGUST 14-15 - CHEYENNE, WY

CONSIGNMENT DEADLINE JULY 27

SEPTEMBER 12 - OGALLALA, NE

CONSIGNMENT DEADLINE AUGUST 24

CLM WOULD BE PROUD TO
REPRESENT YOUR CATTLE ON AN
UPCOMING WVM SALE.
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Farmer sentiment rebounds on more optimistic view of future

Index
200

175

150 143

125

100

75

06/16 06/17 06/18

Source: Purdue University Center for Commer

Ag Economy Barometer

Month & Year

cial Agriculture, Producer Survey, June 2023

121

104
97

06/19 06/20 06/21 06/22 06/23

The Purdue University/
CME Group Ag Economy Ba-
rometer index improved in
June, rising 17 points to aread-
ingof121. The upswingin sen-
timent was driven by produc-
ers' more optimistic view of the
future; however, their percep-
tion of current conditions re-
mained unchanged from May.
The Index of Future Expecta-
tionsrose 25 pointsto areading
of 123, while the Index of Cur-
rent Conditions held flat at a
reading of 116 in June. The Ag
Economy Barometer is calcu-
lated eachmonth from 400 U.S.
agricultural producers’ re-
sponsestoatelephone survey.
This month'’s survey was con-
ducted June 12-16.

“Optimism about U.S. agri-
culture’s future and a more
sanguine interest rate outlook
help explain producers’ more
positive view of the future ex-
pressed in June's survey; how-
ever current conditions in the

farming economy continue to
present a challenge for some
producers,” said James Mintert,
the barometer’s principal in-
vestigator and director of Pur-
due University’s Center for
Commercial Agriculture. “This
month four out of 10 producers
stated that their financial situ-
ation has deteriorated com-
pared to a year ago”’

To better understand the
large month-to-month swing
in producers’ expectations for
the future, responses between
the May and June surveys were
compared. In June, 20% of re-
spondents said they expected
their financial condition toim-
prove over the next year, com-
pared tojust 13% who said that
in May. Meanwhile, only 32%
expect their farm’s financial
situation to decline over the
upcoming year, compared to
44% who responded that way
in May. Producers’ improved
perspective on the future was

WLJ
HAS
MOVED!

notfocused solely on theirown
farmsbutextendedtoall of U.S.
agriculture. The percentage of
producers expecting good
timesforU.S. agriculturein the
next five years rose 8 points to
33%, while the percentage of
producers expectingbad times
fell 3 points to 41%.

The Farm Financial Perfor-
mance Index also rose this
month, up 10 points from May,
and waslikely aresult of a late-
May to early-June rally in har-
vest-time prices for corn and
soybeans, as well as optimism
toward positive returns for
cattle producers. In June, 50%
ofrespondents said they expect
“good times” for livestock pro-
ducersin the nextfive years, up
from 37% in May. Optimism
aboutpositive returns for cattle
producers, especially cow-calf
operations, was likely a key
factor behind the positive live-
stock outlook.

The Farm Capital Invest-
ment Index rose five points in
June to a reading of 42; how-
ever, nearly 75% of respon-
dentsstill feelnowisabad time
to make large investments in
their farming operation. Re-
spondents in June cited rising
interest rates (35% of respon-
dents) and increasing prices
for equipment and new con-
struction (37% of respondents)
askeyreasonsfor viewingnow
as a bad time for investments.

Producers were more opti-
mistic about farmland values
in June as both the short and
long-run farmland value indi-
cesrose. The short-termindex,

which asks producers about
their outlook over the next 12
months, jumped 16 pointsto a
reading of 126, its highest read-
ing since last November.
Meanwhile, the long-term in-
dex, which asks producers to
look ahead five years, rose a
more modest 6 points to a
reading of 151, pushing that
index up to its highest level
since February 2022. Addition-
ally, 43% of producers in the
June survey thinkinterestrates
have peaked, and nearly a
quarter of survey respondents
expect to see lower interest
rates within the next year.
This month’s survey also in-
cluded a question targeted to-
ward corn and soybean pro-
ducersregarding their expecta-
tions for farmland cash rental
rates in 2024. Twenty-five per-

cent of the corn/soybean pro-
ducers in this month’s survey
said they expect 2024 cash
rental rates in their area to rise
above 2023’s rates. Of those
respondents who said they ex-
pectrental rates to rise, nearly
one-third (32%) said they ex-
pectrental rates to increase up
t0 5% in 2024, while nearly half
(49%)look for rates torise from
5% to 10% when compared to
2023.

This month’s survey includ-
ed questions to learn more
about producers’ thoughts on
the passage of a new farm bill.
Amongcorn and soybean pro-
ducers, the Crop Insurance title
and the Commodity title re-
main the two most important
farm bill components. When
asked about expectations for
Price Loss Coverage (PLC) ref-

erence prices for corn and soy-
beans, half of corn and soy-
bean producers said they ex-
pectCongress toraise prices for
both. Inresponse to the recent
Supreme Court ruling, which
upheld California’s Proposition
12 mandating housing stan-
dards for hogs processed into
pork that will be sold in that
state, all survey respondents
were asked about the likeli-
hood Congresswould overturn
the proposition as part ofanew
farm bill. Producers were split
in their response to this ques-
tion, with 36% statingit’s either
somewhatorvery unlikely that
Congress will try to overturn
the proposition, and 25% stat-
ingitis atleast somewhat like-
ly Congress will take on Propo-
sition 12 in new farm bill legis-
lation. — Purdue Extension

Bills opposed by ag and
business organizations

CA WATER
(frompage1)

to curtail diversions on pre-
1914 rights holders, citing the
emergency and the lack of
water to meet demands.

A curtailment order and a
fine was served to the Byron-
Bethany Irrigation District,
which serves customers in
three counties on the south-

The WLJ office

has a new location -

6021S. Syracuse Way
Suite 103
Greenwood Village, CO 80111

Western Livestock Journal:
www.WLJ.net

ern edge of the Sacramento-
San Joaquin Delta. Water
agencies filed a temporary
restraining order and SWRCB
issued a partial rescission of
the curtailment orders.

The case proceeded, and
the trial court ruled in favor of
the water agencies, stating
SWRCB does not have the au-
thority to “take enforcement
action against pre-1914 ap-
propriators based on a gen-
eral lack of available water
under their priority of right””

The state appealed, and ac-
cording to CalMatters, lost in
2022 in the 6th District Court
of Appealin a decision known
as the California Water Cur-
tailment Cases, referenced in
AB1337.

“Itis the intent of the Legis-
lature that this bill clarify that
the State Water Resources
Control Board has the neces-
sary authority to curtail pre-
1914 water rights and address
the gap in the state board’s
authorityrevealed by the court
intheseries of cases known as
the California Water Curtail-
ment Cases,” the measure de-
clared.

The measure passed the
Assembly and moved to the
Senate Committee on Natural
Resources and Water.

SB 389

Introduced by Sen. Ben Al-
len (D-SantaMonica-24), Sen-
ate Bill (SB) 389 would give
SWRCB the authority to inves-
tigate whether a water right is
valid. It would authorize
SWRCB to “investigate the
diversion and use of water
from a stream system to deter-
mine whether the diversion
and use are based upon ap-
propriation, riparian right, or
other basis of right” and “to
adopt regulations to imple-
ment these provisions.” It also
would increase the board’s
bureaucracy power over water
policy.

Under the existing Califor-
nia Water Code, pre-1914 and
riparian water rights holders
are not required to have a
state-issued permit. Rights
holders after 1914 are issued
permits containing informa-
tion on the right’s scope. Un-
der the legislation, all water

rights holders would be sub-
ject to SWRCB jurisdiction.

The Planning and Conser-
vation League, the sponsor of
this bill, argues the bill “ad-
dresses this gap in the State
Water Board'’s authority” and
the bill will allow the board “to
better manage the system for
the benefit ofall users and the
ecology of California’s many
beautiful streams.”’

The measure passed the
Senate 23-11 and moved to
the Assembly Committee Wa-
ter, Parks and Wildlife Com-
mittee.

Opposition

Both bills have garnered
opposition from agricultural
groups, including the Califor-
nia Cattlemen’s Association
(CCA) and the California
Farm Bureau Federation
(CFBF).

Pat Wirz, a grape grower in
San Benito County, wroteina
CFBF editorial the billswould
“impose new burdens on le-
gal water diverters to submit
data and records to the water
board and, in some cases, to
pay for studies by board staft
to investigate the diverter’s
very own water right”’

InitsJuly 10 Legislative Bul-
letin, CCA said SB 389 “could
stillimpose additional admin-
istrative burdens upon water
rights holders and could still
jeopardize water rights tar-
geted for investigation by the
SWRCB” despite amend-
ments to the bill softening the
language.

The bills are also opposed
by the Association of Califor-
nia Water Agencies (ACWA)
and the California Chamber
of Commerce,

Kristopher Anderson, aleg-
islative advocate for ACWA,
told the Los Angeles Times the
bills “present a foundational
change in the way California’s
water rights system is imple-
mented, managed and en-
forced”

Anderson said the bills
would create uncertainty and
lead to unintended conse-
quences not only for water
rights holders, but for com-
munities across the state. —
Charles Wallace, WLJ con-
tributing editor
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All Zoetis Inherit DNA Tested!
All BVD PI Tested Negative!
Over 85% Al Bred to Elite Red Angus Bulls!
Ultrasounded for Due Date and Sex of Calf!
I' Selling in Trailer loads and Pot loads to suit buyer!

Ryan Ludvigson (406) 601-9192

STORY SHORTS

Carson Valley Meats gets green light

In early July, the Carson City Board of Supervisors
approved a permit for Carson Valley Meats to begin
construction on its proposed slaughter plant. The
board declined to appeal the Carson Judicial District
Court’s mid-June decision of an approval to start con-
struction, according to local news outlet 2 News. The
company will begin building the plant next to a waste
management plant off of Highway 50 in Carson City,
NV. The proposal has been controversial, with many
residents opposing the plant for its proximity to resi-
dential areas. “It’s not the kind of facility that we want
in our city and our neighborhoods, maybe on the
outskirts of town,” Dr. Jennifer Verive, Carson City
resident, told 2 News. “This is Nevada, there’s a lot of
land out there”” The plantis planned to be 5,000 square-
feetand include a 5,600 square-footloading and corral
area, and have the ability to process about 60 animals
per week.

Beyond Meat expands ‘steak’ product

Beyond Meat is expanding the availability of its
plant-based steak alternative product. The product,
Beyond Steak, is now found in Whole Foods Market,
Publix, Wegmans, Meijer and Stater Bros. Markets, in
addition to other major retail chains. “Recent data from
aregional chain showed that more than 50% of house-
holds that bought Beyond Steak were new to the plant-
based meat category and two out of three households
repurchased Beyond Steak, reinforcing that this is a
product that is resonating with consumers,” said AK
Oghoghomeh, SVP of Global Marketing for Beyond
Meat, in a statement. The company has made head-
lines in the past fewyears—not always positive ones—
including firing the chief operating officer after he was
arrested in the fall of 2022 for biting a man’s nose after
a college football game, laying off employees due to
lower product demand and losing millions in revenue.

$188M invested in forest conservation

The USDA's U.S. Forest Service (USFS) has announced
a $188 million investment into conserving forests across
the country. The funding will support 34 projects to
conserve more than 245,000 acres of working forests
that are “critical to rural economies in 22 states,” the
agencysaid. “States, with inputand in coordination with
tribes and non-profits, will use land easements and
purchases to conserve the most ecologically and eco-
nomically important forests that are under threat of
being converted to non-forest uses,” USFS said. $100
million of the funding comes from the Inflation Reduc-
tion Act, which provides an additional $250 million for
similar projects next year, and $88 million comes from
the Land and Water Conservation Fund. To view the
fiscal year 2023 projects, visit fs.usda.gov and search for
“Forest Legacy 2023 Funded Projects

New USDA deputy secretary appointed

The Senate voted on a count of 84-8 on July 11 to
confirm Xochitl Torres Small to be the USDA deputy
secretary. Torres Small replaces Jewel Bronaugh, who
left the position in March after serving for two years.
“NCBA congratulates Xochitl Torres Small on her bipar-
tisan confirmation as USDA deputy secretary,” said
National Cattlemen’s Beef Association (NCBA) Vice
President of Government Affairs Ethan Lane in a state-
ment. “In her previous role as under secretary for Rural
Development, she was an advocate for rural communi-
ties, and we know she will continue supporting our
nation’s beef farmers and ranchers in her new role”

$300K announced for sheep grants

The USDA’s Agricultral Marketing Service has an-
nounced the availability of $300,000 in grant funding
through the Sheep Production and Marketing Grant
Program to strengthen and enhance the production
and marketing of sheep and sheep products. “From
increasing processing capacity in areas experiencing
bottlenecks in production to expanding critical re-
search on pathogens affecting sheep flocks, projects
such as these will ultimately increase the availability
and consumption of sheep products across the coun-
try,” said USDA Under Secretary for Marketing and
Regulatory Programs Jenny Lester Moffitt in a state-
ment. Applications are due Sept. 15. To apply, visit
WwWw.nsiic.org.

Groshans brings digital
marketing knowledge to WLJ

GROSHANS
(from page 1)

“Iam thrilled to add some-
one of Ty’s caliber to our
team,” said Logan Ipsen, WLJ
president. “His experience,
established relationships,
leadership and passion are
huge additions to our dy-
namic team at WLJ. Ty’s fam-
ily support and industry
know-how will be a huge
benefit for the producers in
his region. We are anxious to

feel his impact in our busi-
ness and look for him to car-

ing for livestock producers
and landowners across the

the cattle industry, they are
uniquely equipped to con-

ry the torch for WLJ” country. centrate efforts so that cus-
National Livestock ac- tomers’ cattle operations re-

Aboutus quired WL/in early2022.The ceive the verybestin buying,
WILjwasestablishedinLos COmPanyis dedicated tobe-  sellingand financial services.

Angeles in 1922 by Nelson

ing the first choice for cattle

National Livestock is located

Crow and remained family marketing, riskmanagement, in Oklahoma Cityatthe Okla-
owned through Crow Publi- order-buying services and homa National Stockyards.

cations forthree generations, ~ cattle financing. The com- Learn more about Nation-
WIJmovedtoDenverin1973 panyspecializesin providing  al Livestock Credit Corpora-

and has long been a reputa-
ble source of news, informa-
tion and agriculture advertis-

first-class service to those in
the cattle business, and be-
cause their primary focus is

tion at nationallivestock.com
and Western Livestock Jour-
nal LLC at wlj.net. — WLJ

2‘2 TURLOCK LIVESTOCK AUCTION YARD

DAL PORTO LIVESTOCK - 20 15™-CALF ANGUS HEIFERS
JOHN GINOCHIO - 20 15™-CALF ANGUS HEIFERS
LAWRENCE GINOCHIO - 15 15™-CALF ANGUS HEIFERS
BILLY GRISSOM - 7515"-CALF ANGUS AND
BLACK/WHITE FACE HEIFERS
ART ANDERSON - 75 15™-CALF ANGUS AND
BLACK/WHITE FACE HEIFERS
GILLILAND LIVESTOCK - 150 ANGUS AND SIMANGUS
15T-3R2-CALF HEIFERS AND COWS
RONNIE SEEVER - 30 15"-CALF ANGUS HEIFERS
DUANE MARTIN LIVESTOCK - 80 ANGUS AND BLACK/
WHITE FACE 15"-CALF HEIFERS

THE FALL CALVING FEMALE SALE OF THE YEAR
17" ANNUAL CALIFORNIA CATTLE

PRODUCERS FEMALE SALE
SATURDAY, AUGUST 5-10 A.M.

FEATURING AN OUTSTANDING LINEUP THAT INCLUDES OVER 800 FEMALES FROM:

PREWITT RANCH - 40 ANGUS AND BLACK/WHITE FACE
15™-CALF HEIFERS
RM LIVESTOCK - 30 ANGUS AND ANGUS CROSS 15™-CALF
HEIFERS
RENZ RANCH - 30 ANGUS 1 ST-CALF HEIFERS
HAYDN MYER RANCH - 20 2"> AND 3%°.CALF COWS
J AND T RANCH - 80 ANGUS AND BLACK/WHITE FACE 5-7
YEAR OLD.COWS
PENNINGTON RANCH - 75 2'>’AND 37°-CALF ANGUS AND
BLACK/WHITE FACE COWS
JOHN AND DAVE RAMONT - 150 2"°-6™-CALF ANGUS AND
BLACK/WHITE FACE FALL CALVING COWS

Females are foothill and anaplasmosis exposed or vaccinated.

Watch for bull information at sale time.
The quality is outstanding!

ALSO SELLING'SATURDAY, AUGUST'5

SPECIAL EDITION VIDEO LOT

FEATURING 37 1°"-CALF HEIFER PAIRS FROM CIRCLE RANCH

Pairs to be delivered from the ranch when the youngest calf is 1 month old.

More information on sale day!

SALE DAY

Cheyenne, WY *

UPCOMING MIDSUMMER FEEDER SPECIALS
AUGUST 1 AUGUST 15 - AUGUST 29
2023 UPCOMING WESTERN VIDEO SALES

August14&15 September 12
Ogallala, NE

~ Call'today,to consign your.cattle!

ISIPAY DAY

" Whenmarketing\your zltax OII:\;era
calvesat TLAY don’t gL
. = Justin Ramos
‘ John Lmz

209-277-2063 Tim Sisil 209-631-6054
209-988-7180 John Bourdet 831:801-2343
¢ Celeste Settrini.  1831-320-1527.
LRI Matt Miller 209-914-5116
209:480-5101 BrandonBaba|  209-480.1267
Bud Cozzi 209-652-4480

Eddie Nunes' 209-604—6848
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Plan has initial support of industry groups

GHG

(frompage1)
« Improve models and tools
for assessing GHG outcomes.

«Improve Natural Resources
Conservation Service conser-
vation practice standards and
implementation.

«Improve temporal and spa-

tial coverage of national con-
servation activity data.

o Strengthen the Green-
house Gas Inventory and As-
sessment Program of USDA.

In 2021, more than 34% of
the 1.96 million U.S. family
farms received government
payments through four types
of programs: countercyclical,
marketingloan, conservation
and other programs. These
government payments to-
taled $14.3 billion based on
data from USDA’s Agricul-
tural Resource Management
Survey.

Economists with USDA’s
Economic Research Service
(ERS) examined three group-
ings (commercial, intermedi-
ate, residence) of family farms
tofind thatabout 75% of com-
mercial family farms—those
with $350,000 or more in gross
cash farm income (GCFI)—
received government pay-
ments.

For intermediate family
farms—those with less than
$350,000 in GCFI and a prin-
cipal operatorwhose primary
occupation is farming—31%
received government pay-
ments.

Finally, government pay-
ments went to 29% of resi-
dence family farms, defined

Commercial farms received the
highest government payments

Government payments to farm operator

households, 2021

Average payment in 2021 dollars

60,000

USDA Economic Research Service
S S DEPARTMENT OF AGRICULTURE

50,000
40,000

30,000

20,000
10,000
0

I. .

Countercyclical

Marketing loans

Types of Government payment programs

Note: Countercyclical programs include Price Loss Coverage (PLC) and Agricultural Risk Coverage (ARC).
Marketing loan programs include Loan Deficiency Program (LDP) and marketing loan gains (MLG).
Conservation program payments are made to producers who participate in USDA's Environmental Quality
Incentive Program (EQIP), Conservation Slewardshlp Program (CSP), and Conservation Reserve Program

Conservation Other

(CRP). Other pi include C us Food

Program (CFAP), Paycheck Protection

the principal operators of family farms.

Program (PPP) and disaster and other emergency programs. Commercial family farms are those with gross
cash farm income (GCFI) of $350,000 or more. Intermediate family farms are those with GCFI of less than
$350,000 and a principal operator whose primary occupation is farming. Residence family farms are those
with GCFI of less than $350,000 and where the principal operator is retired from farming or has a primary
occupation other than farming. Farm operator households comprise all people who share dwelling units with

Source: USDA, Economic Research Service (ERS) analysis of data from ERS and USDA, National Agricultur-
al Statistics Service, Agricultural Resource Management Survey (ARMS) 2021

as those with less than
$350,000 in GCFI and where
the principal operator is re-
tired from farming or has a
primary occupation other
than farming. Overall, on av-

erage, commercial farms re-
ceived $66,314, intermediate
farms received $12,794 and
residence farms received
$8,354 in government pay-
ments in 2021. — USDA ERS
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According to DTN, White
House Climate Adviser Ali
Zaiditold reportersina call that
the draft plan will call on other
agencies, such as the EPA, the
Energy Department and the
National Aeronautics and
Space Administration, towork
with USDA.

The Food and Agriculture
Climate Alliance (FACA), a co-
alition of food, agriculture and
forestry groups, applauded
USDA’s move. The group said
several of their priorities were
included in the plan, including
the launch of a national soil
carbon monitoring network
and updates to conservation
practice standards.

“FACA supports science-
based evaluation mechanisms
for GHG quantification that
account for the diversity and
breadth of agricultural and for-
estry production systems,” the
coalition said in a statement.
“Continued stakeholder input
is necessary to ensure strong
protections for producer pri-
vacy, and standards for data
governance.’

FACA said itsupportsvolun-
tary, market-based and scien-
tifically sound climate policies.

USDA will be hosting a we-
binaron July 21 at 1 p.m. ET for
those who want to learn more.
Registration is required and
can be submitted at tinyurl.
com/3h7p5v88.

Inaddition, USDA is seeking
commentson the draft strategy
over four topics: general
comments or questions,
animal agriculture, croplands,

and data and data sharing.
Comments must be submitted
by Aug. 11. To submit a
comment, search for docketID
USDA-2023-0009 at

regulations.gov.

To view the draft strategy in
its entirety, visit tinyurl.com/
yckek8tw. — Anna Miller, WLJ
managing editor

Beef exports below record-
large volume, value

While well below the re-
cord-large volume and value
posted in May 2022, beef ex-
portsimproved from April and
were the second largest (be-
hind March) of 2023, accord-
ing to data released by USDA
and compiled by the U.S. Meat
Export Federation (USMEF).

Beefexportstotaled 116,159
metric tons (mt), down 14%
from the May 2022 record but
up 4% from the previous
month. Export value was
$874.7 million, down 19%
year-over-year but 2% above
April. May exports strength-
ened to Mexico, Taiwan and
South Africa, and exportvalue
to Canada was the highest in
nearly eightyears. Beefvariety
meat exports were the largest
in 12 months at just under
27,000 mt.

For January through May,
beef and beef variety exports
were down 10% to 554,069 mt,
valued at $4.09 billion (down
21%).

“U.S. beef exports face con-
siderable headwinds in 2023,
on both the supply and de-
mand side, especially when
compared to last year’s mas-

Improve immune response

100 ml

to vaccines by 27%"

sive totals,” said Dan Halstrom,
USMEF president and CEO.
“To address tighter beef sup-
plies, USMEF has heightened
efforts to showcase underuti-
lized cuts, even in our well-
established markets. It’s also
encouraging to see beef vari-
ety meat exports maintain a
strong pace, as thisis essential
formaximizing carcass value”

Lamb exports trend
lower

May exports of U.S. lamb
muscle cuts totaled 141 mt,
down 32% fromayear agoand
the lowest volume of 2023.
Export value was $772,409,
down 17%. May exports de-
clined to most major destina-
tions but increased to the Ba-
hamas. For January through
May, exports remained 9%
above last year’s pace at 958
mt, valued at $5.5 million (up
5%).

A detailed summary of the
January-May exportresults for
US. beef, pork and lamb, in-
cluding market-specific high-
lights, is available atusmef.org.
— USMEF

YOUR BEST SHOT
AT IMMUNITY

Multimin® 90 is a one-of-a-kind trace mineral injection
that supports immune function. Research shows
Multimin 90 in a calf vaccination program improves
vaccine response from 53% to 80% as measured by a
four-fold increase in antibody titers. Superior immune
response provides better protection against BRD,
while improving overall herd health and productivity.
Optimize your vaccination ROl with Multimin 90. See
corresponding page for prescribing information.

www.multiminusa.com
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KEEP OUT OF REACH OF CHILDREN

MULTIMIN® 90

An injectable aqueous supplemental source of zinc,

manganese, selenium, and copper

CAUTION: FEDERAL LAW RESTRICTS THIS DRUG TO USE BY OR ON THE

ACTIVE SUBSTANCES PER ML: DOSAGE RECOMMENDATIONS:

AT [CO—— CALVES: Up to 1year ...........] mL/per 100 Ibs.

Manganese bodyweight

Selenium CATTLE: From 1-2 years ......1 mL/per 150 Ibs.

Copper ... bodyweight
CATTLE: Qver 2 years..........1 mL/per 200 Ibs.

OTHER SUBSTANCES: bodyweight

ORDER OF A LICENSED VETERINARIAN.

Chlorocresol 0.1% w/v

(as preservative)

PRECAUTION:

Selenium and copper are toxic if administered in excess.

Always follow recommended label dose. Do not overdose.

It is recommended that accurate body weight is determined prior to treatment.
Do not use concurrently with other injectable selenium and copper products.
Do not use concurrently with selenium or copper boluses.

Do not use in emaciated cattle with a BCS of 1in dairy or 1-3 in beef.

Consult your veterinarian.

CAUTION:

Slight local reaction may occur for about 30 seconds after injection. A slight swelling
may be observed at injection site for a few days after administration. Use standard
aseptic procedures during administration of injections to reduce the risk of injection
site abscesses or lesions.

WITHDRAWAL PERIOD:
Meat 14 days. Milk zero withdrawal.

DIRECTIONS:

This product is only for use in cattle.

MULTIMIN® 90 is to be given subcutaneously (under the skin) ONLY.

It is recommended to administer the product in accordance with Beef Quality
Assurance (BQA) guidelines.

Minimum distance between injection sites for the MULTIMIN® 90product and other
injection sites should be at least 4 inches.

Inject under the loose skin of the middle of the side of the neck. Max volume per
injection site is 7 ml.

Subcutaneous

injection in middle

of side of neck.

Al
Store Between 15°C and 30°C
(59°F and 86°F).
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SUPPLEMENTATION PROGRAM

BULLS 3 times per year
BEEF COWS 4 weeks before breeding
4 weeks before calving
DAIRY COWS 4 weeks before calving
4 weeks before insemination
at dry-off
at birth
CAVES at 3 months and/or weaning
HEIFERS every 3 months -

especially 4 weeks before breeding

(program gives planned dates that can be varied to suit
management programs)

DOSAGE TABLE

ANIMAL CALVES CATTLE CATTLE
WEIGHT | UPTO1YEAR 1-2 YEARS > 2 YEARS
(Ibs) | 1ml/1001bBW | 1ml/150 Ib BW 1ml/200 Ib BW
50 05ml - -
100 1ml - -
150 15ml - -
200 2ml - -
300 3ml - -
400 aml - -
500 5ml - -
600 6 ml - -
700 7ml - -
800 - 53ml -
900 - 6 ml -
1000 - 6.6 ml 5ml
100 - - 55 ml
1200 - - 6ml
1300 - - 6.5ml
1400 - - 7ml

Packaged in 100 mL & 500 mL size NS 525 006 os

0BSERVE LABEL
TAKE TIME ( DIRECTIONS

MANUFACTURED FOR:

MULTIMIN®

NORTH AMERICA, INC.

=77 Fort Collins, CO 80528
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BIF awards presented at 2023 Symposium

The Beef Improvement
Federation (BIF) recognized
several award winners July 4
during the group’s annual re-
search symposiumin Calgary,
Alberta, Canada.

Commercial award

BIF presented Douglas
Lake Cattle Company,
Douglas Lake, British Co-
lumbia, Canada, the BIF
Commercial Producer of the
Year award. This national
award is presented annually
to a producer to recognize
their dedication to improv-
ing the beef industry at the
commercial level.

Douglas Lake Cattle Co. was
incorporated in 1884 and con-
sists of four ranches: Douglas
Lake Ranch, Alkali Lake Ranch,
Riske Creek Ranch and Gang
Ranch. All divisions arelocated
insouth central British Colum-
biaand have acombined cattle
operation of 13,000 Angus,
with Hereford influence and
Charolais for a terminal cross.
The operation has spring-calv-
ing cows with replacements
selected from in herd.

The Douglas Lake division
backgrounds around 1,300
steers for grass and sell as
yearlings. All other divisions
sell calvesin the falland retain
only mature cows, replace-
ment heifers and bulls. All
divisions are Verified Beef
Plus certified and are sold
online through Direct Live-
stock Marketing Systems.

All feed is produced in-
house on 9,000 acres of irri-
gated land growingavariety of
crops including grass, alfalfa,
barley and silage corn. Feed
production and costs are all
recorded on an individual
field and crop basis. The ra-
tions are developed based on
feed analysis and gain require-
ments in consultation with
agronomists and nutritionists.

Theranchesemployaround
120 full-time staff, who are
divided into various crews. All
staff and families live in com-
pany-provided housing at
each of the ranch divisions.

In addition to their cow
herd, they also operate a tour-
ism business centered around
rainbow trout fishing, RV
camping, a hotel and resort
accommodations. In the sum-
mer months theywill seeup to
800 guestsvisittheranch atthe
various resort locations with
around 7,000 visits annually.

The main goal set at Doug-
las Lake Cattle Co. is to oper-
ate profitable, environmen-
tally sustainable ranching
operations that strive for con-
tinuous improvement of their
land, livestock and people.
Douglas Lake Cattle Co. was
nominated by the Canadian
Beef Breeds Council. The
award is presented by BIF and
sponsored by Drovers.

Seedstock award

BIF recognized 44 Farms,
Cameron, TX, as the BIF Seed-
stock Producer of the Year.
This national award is pre-
sented annuallyto a producer
to recognize their dedication
toimproving the beefindustry
at the seedstock level.

From a small beginning to
becoming the largest regis-
tered Angus ranch in Texas,
everything 44 Farms does is
with the benefit of others in
mind. From day one, fourth-
generation rancher Bob Mc-

Clarenwanted to create a seed-
stock program to help ranchers
move beyond commodities
and make a living putting food
on America’s table.
McClaren researched for
the breed that would best
serveranchers and help them
deliver a delicious product.
He decided on black Angus
and the first cow was deliv-
ered to Cameron, TX, in No-
vember 2003. Building on that
foundational herd, 44 Farms
tookits first step in becoming
one of the most progressive
Angus operations in the U.S.
In 2008 the decision was
made to feed and finish some
cattle that were a byproduct
of the registered herd at CRI
Feedersin Guymon, OK. This
setof steers graded 65% Prime
and the concept of a high-
quality, all-natural beef prod-
uct was born. The idea re-
sulted in the launch of the 44
Steaks program in the spring
of 2010. Since then, the pro-
gram has continued to grow
and in 2016 caught the atten-
tion of the largest retailer in
the world. Today, 44 Farms
works with more than 1,100
ranchers from 26 states across
the U.S. providing cattle for
the Prime Pursuits program
to deliver beef to approxi-
mately 565 Walmart stores
throughout the Southeast.
44 Farms wants to serve
ranchers and help them thrive
by empowering them with the
rightgenetics, data and neces-
sary tools amid the ever-
changing challenge of the
complex beef industry. Their
goals are to provide genetics
to their customers, wherever
they are regionally, that will
help them provide better beef
tothe supply chain while help-
ing them stay financially sus-
tainable. Besides their passion
for the Angus breed, 44 Farms
has contributed to several in-
dustry and community pro-
grams such as their internship
program and 44 Farms-Texas
A&M International Beef Cattle
Academy. 44 Farms wasnom-
inated by the Texas South-
western Cattle Raisers.
The award is presented by
BIF and sponsored by Drovers.

Pioneer awards

BIF presented David Bolduc,
Stavely, Alberta, Canada; Stew-
art Bauck, Lincoln, NE; and
Warren Snelling, Lawrence,
NE, with the BIF Pioneer
Award. The Pioneer Award
recognizes individuals who
have made lasting contribu-
tions to the improvement of
beef cattle, honoring those
who have had a major role in
acceptance of performance
reporting and documentation
as the primary means to make
genetic change in beef cattle.

In 2018 Bolduc was recog-
nized with the inaugural Certi-
fied Angus Beef Canadian
Commitment to Excellence
Award for vision and determi-
nation to produce genetics that
perform for their commercial
buyers andyield excellent beef.
Hehas generously contributed
his time and mentorship to the
industry, sitting on various
boardsincluding the Canadian
Angus Association, Canadian
Beef Breeds Council, BIF and
Canadian Beef Grading Agen-
cy at a time when they made
significant progress and im-
portant decisions.

Bauck was a true pioneer. A
1981 graduate of the Western
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College of Veterinary Medicine
in Saskatoon, Saskatchewan,
Canada, he entered mixed
practice before returning to
obtain a master’s degree in
veterinary herd health. In 1986,
Bauckjoined the team respon-
sible for developing and com-
mercializing ivermectin glob-
ally, which led him to be the
country manager in Canada
for Merial (now Boehringer
Ingelheim).In 2003, Bauck saw
the emerging genomic tech-
nology andlaunched the Igen-
ity Livestock Production Busi-
ness Unit in September 2003
with a single product—Igenity
L (for leptin).

From his role in Igenity,
Bauck developed collabora-
tions to bring Frontier Beef
Systems into Igenity, support
National Beef Cattle Educa-
tional Consortium genomic
test validation, support early
sequencing and single nucleo-
tide polymorphisms (SNP)
identification efforts in cattle,
and develop high throughput
SNP genotyping tools. He was
also responsible for much of
the funding that went into
building the original Bovine
SNP 50 chip from Illumina and
worked with Angus Genetics
Inc. and the University of Mis-
souri to launch the first ge-
nomic enhanced EPD from
that early chip genotyping. In
2012, Neogen acquired Igeni-
ty. Bauck moved to Lincoln to
GeneSeek where he spent 10
years building outa global net-
work of laboratories and ser-
vices designed to provide high
throughput, low cost and
rapid turnaround genotyping
in agriculture.

Snelling is a pioneer in de-
veloping methods for identi-
fication of functional poly-
morphisms, a key technology
for increasing the accuracy of
future genetic predictions and
expanding our understanding
of the genomic mechanisms
in cattle. As aresearch geneti-
cist in the genetics, breeding
and animal health research
unit of the U.S. Meat Animal
Research Center at Clay Cen-
ter, NE, he has authored and
coauthored more than 80
peer-reviewed and other re-
search papers, includingwork
thatis part of the key concepts
used inunderstanding oflive-
stock genomics and genetic
prediction. Snelling’s career
has always been focused on
what is useful and directly
applicable to producers.

Continuing Service

BIF presented Sean Mc-
Grath, Vermilion, Alberta,
Canada; Bruce Holmquist,
Kinistino, Saskatchewan, Can-
ada; and Jennifer Bormann,
Manhattan, KS, with a BIF
Continuing Service Award.
Continuing Service Award
winners have made major
contributions to the BIF orga-
nization. Thisincludes serving
on the board of directors,
speaking at BIF conventions,
working on BIF guidelines and
other behind-the-scenes ac-
tivities. As BIF is a volunteer
organization, it is this contri-
bution of time and passion for
the beef cattle industry that
moves BIF forward.

During his career, McGrath
has worked on a wide variety
of progeny test programs and
research projects and has co-
ordinated and assisted in the
development of several na-
tional and international ge-
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netic evaluations for a wide
variety of breeds. He has also
spoken at hundreds of pro-
ducer meetings and written
articles in several breed publi-
cations and other industry
press. For BIE he has served on
guideline development com-
mittees and the Ultrasound
Guidelines Council. McGrath
also operates afifth-generation
ranch with his wife, Tanya, and
their three children.

In1977, atthe age of 16, Hol-
maquist began his own seed-
stockherd when he purchased
his first Simmentals. Through
theyears he grew and expand-
ed the business under the
name Spruce Grove Cattle Co.,
and now is extremely proud to
see his children and grandchil-
dren carrying out the opera-
tions of the family business.
Holmquist has been actively
involved inleadership roles for
over two decades. He was first
elected as a director of the Ca-
nadian Simmental Association
(CSA) in 2000 and served in
various capacities, including as
president in 2005-06. Follow-
inghis contributionsasaboard
member, he joined the CSA
staffand leads the organization
today as general manager.

In addition to his work with
the CSA, hehasserved inlead-
ership roles for the Canadian
Beef Breeds Council, Canadi-
an Western Agribition, Sas-
katchewan Cattlemen’s Asso-
ciation and World Simmental
Fleckvieh Federation.
Throughout his career, Hol-
mquist has been a strong pro-
ponent for true collaboration
focusing notjust on promoting
Simmental cattle but working
to connect the entire beef pro-
duction chain to add value for
all beef producers.

Bormann served as a BIF
Symposium speaker in 2019,
2021 and 2022, was a reviewer
of the ninth edition of the BIF
Guidelines in 2009 and con-
tributed to the initial BIF
Guidelines Wiki in 2019.

She earned her bachelor’s
degree in animal science and
doctorate in animal breeding
and genetics from Iowa State
University and her master’s
degree from Oklahoma State
University. She joined the Kan-
sas State (K-State) University
Animal Sciences and Industry
(ASI) faculty in 2004 with a 75%
teaching and 25% research
appointment. During her 19
years in the ASI department,
she taught 3,173 students in
genetics and 1,554 in animal
breeding, plus had more than
200 advisees. In 2022, Bor-
mann transitioned to the K-
State College of Agriculture
and is currently serving as an
assistant dean.

Specializing in beef breed-
ingand genetics, Bormann has
worked on a number of proj-
ects, including collaborations
with the National Cattlemen's
Beef Association, the Ameri-
can Angus Association and the
American Simmental Associa-
tion. She has taught K-State
courses in genetics, animal
breeding principles, advanced
animal breeding, equine ge-
netics and introductory horse
lab, and advised undergradu-
ate students. She also has
served as lead advisor for the
KSU Pre-Vet Club.

For more information about
thisyear’s symposium, includ-
ing additional award winners
and coverage of meeting and
tours, visit BIFSymposium.
com. — BIF
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MARKET SITUATION REPORT

WLJ compilesiits marketreports, ODJ stories and statistics from USDA and independent marketing organizations.

BEEFIREPORT: Weekly/Composite|BoxedBeefi

MARKET AT A GLANCE ThisWeek:7/13/2023° WeekAgo  YearAgo
. WEEK COMPREHENSIVE PRIME BRANDED CHOICE SELECT UNGRADED
Choice Fed Steers 181.78 A 180.00 141.94 ENDING Loads/Price Loads/Price Loads/Price Loads/Price Loads/Price Loads/Price
CME Feeder Index 239.69 A 230.26 174.05 July7 5202 21660 147 34684 997 23778 1463 21766 497 29324 1999 280.00
Boxed Beef Average 306.91 v 319.87 267.75 Jun30 6,801 31915 191 34780 1309 32989 1901 32153 787 29697 2613 284.24
Average Dressed Steers 290.82 N N/A 220,28 Jun23 6,604 32529 198 34676 1,247 33630 1961 32721 733 30314 2465 28894
: : Jun16 6,983 32066 191 34577 1,279 33085 1,887 32246 788 29969 2,839 28947
Live Slaughter Weight* 1,340 1,343 1,341
9 9 : M ’ ’ Cutouts FED/BOXED BEEF
Weekly Slaughter 539,000 v 644,000 SSS.000 Y § IR CHOICE SELECT COW BEEF CUTOUT 0% LEAN 0% LEAN
Weekly Beef Production 435.5 v 521.8 479.3 Jul13 30691 28018 23351 N/A 29271
Hide/Offal Value N/A ' 13.92 13.69 Jul2 31098 28110 23391 177.24 29332
Corn Price 593 A 5.67 6.95 Julm 31212 280.24 235.06 18003 29514
) ) ’ Jul1o 31379 28233 23243 19050 29057
“Average weight for previous week. ** Total slaughter for previous week. ***Estimated year-to-date figure in million pounds for previous week. Jul7 31690 28563 23404 18397 20272
CATTLE{FUTURES:ICME Live/Cattle 1| A 0 derp R dllarg
77 7/10 7Mm 712 7/13  High® Low" uing | ; glce ’ frarge
Aug. 17700 17720 17883 17688 17690 18150 14003 DATE
Oct. 17938 17995 18173 18025 18010 18173 15388 SLAUGHTER COWS PAIRS
Dec. 18318 18375 13493 18338 18338 13498 15310 | |MARKET 200-3001b. | 300-400Ib. | 400-500lb. | 500-6001b. | 600-700lb. | 700-800lb. | 8001lb.-up SLAUGHTERBULLS | REPLACEMENTS
Feb. 18675 18710 18820 18665 18640 18820 16853 | |July7 N/A 94-115.50
Norsportav e
CATTLE FUTURES:ICMEFeeder Cattle Noreportavailable
7/7 7/10 7m 7/12 7/13 High®  Low" | |Burley,ID
Aug. 24543 24625 24715 24658 24500 24790 17595 | |Noreportavailable
Sep. 24860 24948 25030 24928 24733 25138 18303 ‘Ej";m:tt: ° 180-229" 190-235" 180-222* 176-216* 175-209 160-180" 90-108.50 925-1,580
uly - - - - i - -100. -1,
SCt' gggég 22551553 ;gglg gg?gg gigig 5 gg;g ;2;23 | Eugene, OR 884 175-202" 166-217" 155-185" 155-183" 150-180" 118-133 920-1,190
Nov. : . July10 3 245-270 230-250 200-220 89-102 =
High and low figures are for the life of the contract. Madras,OR 209-937 210-225 13-121 =
N rtavailabl
FED CATTLETRADE | Head(Count | Avg.Weight!| Avg:Price: | NSt
Noreportavailable
WEEKLY WEIGHTED AVERAGES Davenport, WA
Live FOB Steer 2,527 1,452 181.78 July6 1400 292.50-315 26450 99-115 1,700-2,575
Live FOB Heifer 1672 1,314 183.63 Toppenish, WA ' 251-271 160 119-134.50
Dressed Del Steer 873 921 290.82
Dressed Del Heifer 175 732 28703 gol rezog:vailable
rland,
S,AME PERIODLAST WEEK July10 N/A 200-275 200-260 160-215 115-145 80-92 800-1,500
Live FOB Steer 84 1450 180.00 Escalon, CA 175-225 175-215 115-175 90-120 65-98 700-1,300
Live FOB Heifer 40 1350 181.00 July10 02 250-281 260-281 250-270 200-256 175-185 150-172 85-135
Dressed Del Steer N/A N/A N/A Famoso,CA 200-230 200-230 200-230 185-200 160-170 100-117.50
Dressed Del Heifer N/A N/A N/A Noreportavailable
SAME PERIOD LAST YEAR Galt, CA T
Live FOB Steer 22,903 1443 4194 | [T 1184 s
Live FOB Heifer 7,696 1,282 139.77 Norept;navailable
Dressed Del Steer 9,321 917 229.28 Salina, UT
Dressed Del Heifer 3,593 823 229.57
NATIONALWEEKLY.FED/BEEE'SLAUGHTER\VOLUME:JULY:9 i::’llvam 765
Domestic Imported July 1 551 235-248 92-120.50
Forward Contract 12,696 3,167 Miles City, MT 264 220-231 90-130.50
Formula 226,636 125 July12 6.980 322.50-335.50 316-328.50 286.75-309 272.25-281 235.50-267
Negotiated Cash 79,141 317 Bassett,NE ' 310 309-317 288-315 252.50-289.25 245-257 205-253
Negotiated Grid 45,942 275 Noreportavailable
Packer Owned 11,339 N/A Ericson,NE .
Total 375,754 3,884 Noreportavailable =
— 2 I |Imperial,NE =
SIAUGHTER'IEORWARD/CONTRACTS FORWARDIBEEF!SALES Noreportavailable e
Delivery Month Neg. Sales 0-21days 1,430 Kearney, NE - =
. July7 1667 239-25475 =
Jul. ?3 80,561 Neg. Sales 21+ days 430 Lexington, NE : 191 S
Aug. '23 76,505 Formula sales 3,284 Noreportavailable
Sep. '23 92,440 Forward contract sales 59 Ogallala,NE
Oct. '23 88,689 Domestic sales 4,749 July6 1880 306 336 312-318 294 27575 255.75-270
Nov. 23 112,445 NAFTA Exports 93 Valentine, NE ’ 282 286-295 271290 | 24850-26850 | 243-243.25 22250
Noreportavailable
CANADIANILIVESTOCKIPRICES/& FEDERAL|INSPECTEDISLAUGHTER' EIGURES Herreid, SD
. N rtavailabl
Alberta Direct Sales (4% shrink) Price g&ﬂg‘é T;:ﬁ,';ona, ‘(,a,'\? ¢
Slaughter Steers, mostly Choice & Select 1-3,1300-1500lbs [ 18456 |  -3.81 _
Slaughter Heifers, mostly Choice & Select 1-3,1200-14001bs | 18247 | -4.26 ":"?I:em'};“"ab'e
- - illcox,
Ontario Auctions . July10 w2 247-166 52.50-129 2,200-3,000
Slaughter Steers, mostly Choice & Select 1-3, 1300-1500 Ibs 182.56 -3.73 Colorado 215 85-138 1075-1450
Slaughter Heifers, mostly Choice & Select 1-3, 1200-1400 Ibs N/A N/A Noreportavailabl
Slaughter Cows, Cutter and Utility 1-3, 1100-1400 Ibs 102.35 -5.2 LaJunta,CO
*Price comparison from one week ago. Noreportavailable
n = - Loma,CO
Averageifeeder(cattle/prices((CND)iforweekiending|Friday;Junei30,2023 July12 o 580 551 85 51896150 45075 53650250 94175
Steers: Alberta Saskatchewan Ontario Dodge City,KS ’ 24750-252.50 233-235 215-245 209-239 185-230.50 187.50-215 102-134 1435
501-600 |bs 255.65 25452 232.66 July13 1013 265-284 234-279 254-260 230-241 234 21-235 100-123
601-700 Ibs 25074 24735 22893 Pratt,KS ' 231-266 237-253 221-235 221 214-221 190-223 105.50-139.50
701-800 Ibs 23849 232.65 219.79 No .reportavailable
801-900 Ibs 219.36 21342 21051 Salina, KS
Heifers: July13 2110 299-314 270-310 250.50-286 241-264.50 222-226 157-209 95-128 600-2,850
Clovis,NM ! 256-285 234-261 227-246 196.50-250 207 180-185 86-132.50 350-1,600
ggl'ggg :Es gg%";g g‘\%g‘: Sg;'i‘; July Tt 1800 28750305 | 26528750 243-284 245-255
601_700 Ibs 233'79 299 '25 186 8 5 ElReno, OK ! 282.50 272.50-282.50 250-265 243-258 221-252 226
. s - : - July12 1540 289-341 264-275 234-262 221-249 193-230 185 97-13 1,050-2,150
L__701-800bs | 2166 | 21210 | 17999 | |mcAlester,0K : 230-246 220-245 218-240 209-238 187-227 160-176 120-130 9751575
USDAIMEXICOTOIUIS WEEKLY.LIVESTOCKIMPORTS July 1t g 37 321-240 259-315 251302 255-289 233-256 195-24050
n OklahomaCity,0OK 251-288 232-269 237-269 225-269 216.50-247 194.50-227
Feeder cattle imports weekly and yearly \(olume. . July7 0 250302 30-288 227260 210238 97015
Species Current Previous Current Previous Cuero, TX ’ 242-306 231-260 214-252 209-237 193-220 182-195
Week Week Year-to-date _ Year-to-date Noreportavailable
7/3/23 6/26/23 Dalhart, TX
Feeders 15,408 20,834 622,926 453,394 Noreportavailable
iz |SanAngelo,TX
USDAIWEEKLY.IMPORTED!FEEDER/CATTLE Noreportavailable
July 11,2023 Tulig, TX
Mexico to United States Feeder Cattle Import Summary Noreportavailable
P . . . Alabama
ReceiptsEST:6,200  WeekAgoAct: 5400 YearAgo Act: 9,800 July10 s | 220 230263 221297 232290 222259 7623 | 18023475 86127 12751525
Columbus, NM Santa Teresa, NM Lexington, KY i 170-215" 200-236" 202-229" 200-234 183-228" 157-230" 129-221" 102-139 800-1435
Compared to last week, steer calves and Compared to Monday, steer calves and year- j:lvl:: MO 12,676 5583:3615?] %%-32%? ggg_ggg 2222228571 232182—23450 212305242%5
yearlings sold 1.00-2.00 higher. Heifers 1.00- lings sold steady. Heifers steady.Trade very |~opiin, 1 - ~ ~ - - -
2.00 higher. Trade very active, demand very | active, demand very good. Supply consisted | |July10 850 ) 232-50-24%50 241-250‘ 236-24?{ 232-235* 200-225' 180’ ] 92-118
good. Supply consisted of steers andspayed of steers and spayed heifers weighing 300- Tennessee 210-213 212-217 206-217 195-215 180-193 160-170 147-157 T4-141
heifers weighing 300-600 Ibs.. Ibs. July10 1289 235 221-256 222.50-254 215-252 197-224 183-219
Virginia ! 206-221 200.50-237 172.50-224 185-216 173-198 150-185
Feeder heifers: Medium and large 1&2 | Feeder heifers: Medium and large 1&2 CANADA
300-400 Ibs 232-242 300-400Ibs 232-242 Sy 12 130150
400-500 Ibs 220-232 400-500 bs 222-232 Lethbridge, Alberta_*® 160-209
500-600 Ibs 212-222 500-600 Ibs 212-222
Feeder steers: Medium and large 182 | Feeder steers: Medium and large 1&2 Find out how YOUR AUCTION MARKET can become a PREFERRED WLJ partner!
300-400 Ibs 282-292 300-400 Ibs 282-292 e
400-500 Ibs 262-272 400-500 Ibs 262-272 At no cost to you, we'll send you weekly copies of the Western Livestock Journal that you can share with your
500-600 Ibs 242-952 500-600 Ibs 242-252 customers to keep them informed of what’s happening in the beef industry. There is no obligation or downside!
(slide 10 cents on steers and heifers basis 300 Ibs. All sales fob port of entry.) Contact Hannah at 720_370_8275 for IIONE Informatlon .
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A historical review of the US beef cattle industry: Part 2

—The modern
industry

During the first half of the
20th century a selection trend
developed and thenintensified
toward earlier maturing, small-
er-framed cattle. In the 1950s,
surplus feed grains and con-
sumer demand for grain-fin-
ished beefled to the advent of
the commercial feedlot.
“Snorter dwarfism” was re-
ported in 1951, which is be-
lieved to have been the result
of intense selection for ex-
tremely small-framed cattle.

By the 1960s, the U.S. was
primarily populated by Angus,
Hereford and Shorthorn cattle
of the small-framed, “com-
pressed” variety. Crossbreed-
ing was considered sacrile-
gious by many cattle breeders.
The modern feedlot industry
was expanding in response to
cheap feed and consumer de-
mand for grain finished beef.
Theindustrywas searching for
cattle that could be pushed to
heavier finished weights with-
out becoming over fat. The
carcass yield grading system
was adopted in 1965.

Charolais cattle had been
imported from Mexicoin 1936,
but the feedlot performance of
the Charolais crossbred steer
in the 1960s created an aware-

ness of the lean growth poten-
tial offered by the Continental
European breeds. Simmental
cattle were reintroduced, the
Limousin breed was imported
and a “breeds revolutions”
started that would see dozens
of breeds imported to the U.S.
over the next 15 years. By the
end of the 1960s, cattle breed-
ers—in all breeds—were se-
lecting for a larger-framed,
leaner, later-maturing type. In
the 1970s, crossbreeding be-
came widespread practice in
the commercial cow-calf in-
dustry. Intense selection for
larger type would continue
into the late 1980s.

The establishment of the
BeefImprovement Federation
in 1968 led to standardized
performance measures, de-
fined contemporary groups,
more extensive record keeping
and eventually, the prediction
of genetic values. By the 1970s,
all breed associations started
to establish databases and ar-
tificial insemination became
more widely utilized in the
purebred sector.

The first National Sire Sum-
mary was published by the
American Simmental Associa-
tion. By the end of the 1980s, all
major beef breeds were pub-
lishing annual sire summaries.
Genetic prediction consisted

Feeder cattle continue
to see red-hot demand

MARKETS

(frompage 1)

head a week earlier during
theholiday-shortened week.
Projected slaughter for a
week earlieris 539,000 head.
Actual slaughter for the
week ending July 1 was
650,573 head. The average
dressed steer weightwas 884
Ibs., up 1 Ib. from the prior
week.

Boxed beef prices nose-
dived over the week, with the
Choice cutout down about
$13t0$306.91 and the Select
cutout down $9 to $280.18.

“Wholesale beefprices are
correcting to a summer low,
which generally occurs in
late July,” Fish said. “This
summer breakin boxed beef
valuesis highlyseasonal and
healthy”

Feeder cattle

Feeder cattle futures were
up about $2 for each con-
tract, with the August con-
tract at $245 and the Sep-
tember contract at $247.32.

The CME Feeder Cattle
Indexgained over $9to close
at $239.69.

Corn futures continue to
lose value, with the July con-
tract down about 30 cents to
$5.93 and the September
contract down afew cents to

$4.93.

“Feeder cattle sales are hot
markets right now and the
only softness that I've seen
has been on unweaned
calvesselling atsalebarns as
buyers are more interested
in calves/feeders that are
goingto undergo less stress,”
wrote ShayLe Stewart, DTN
livestock analyst, in her
Wednesday closing com-
ments.

Missouri: Joplin Regional
Stockyards in Carthage, MO,
sold 13,000 head on Mon-
day. Compared to the last
sale two weeks earlier, feed-
er steers sold $3-10 higher
and feeder heifers sold $6-9
higher. Benchmark steers
averaging 765 Ibs. sold from
$232-245, averaging $240.50.

Nebraska: Bassett Live-
stock in Bassett sold 6,980
head Wednesday. Com-
pared to the last auction,
steer calves 550- 600 lbs.
traded $8 to as much as $30
higher, 6501bs. steers traded
$15 higher and 700 and 850
Ibs. traded $10-12 higher.
Heifer offerings 5501bs. trad-
ed $11 higher, while 700 and
800 Ibs. heifers traded $17-
23 higher. Benchmarksteers
averaging 720 Ibs. sold be-
tween $276-281 and aver-
aged $ 279.44. — Anna
Miller, WLJ managing edi-
tor

@ YOUTH OPPORTUNITIES

(In an effort to serve the next
generation of livestock producers,
WLJ’s Youth Opportunities calendar
lists internship and scholarship
information for agricultural- and
livestock-focused students, listed by
application deadline. If you have an
internship or scholarship toannounce,
please email it to editorial@wlj.net.)

August 28 - The National
Cattlemen’s Beef Association and
thePublicLands Council 2024 public

policy internship applications are
now open. Applicants must be junior
or senior undergraduate students,
or graduate students, have a
minimum GPA of 3.0andbe available
for the duration of the internship in
Washington, D.C. (January 2024 —
May 2024). A background in
agriculture of the beef industry is
preferred. Apply here: jobs.keldair.
com/ncba/jobs/58192/public-
policy-internship-spring-2024.

primarily of four basic EPDs:
Birth Weight, Weaning Weight,
Yearling Weight and Maternal
Milk.

By the end of the 20th cen-
tury the “breeds revolution”
had long been over. Many
breeds had lost their identity
and/or popularity. The “on-
foot” type ofall beefbreeds was
becomingmore homogenous.
Thetype of cattle selected were
moderate framed with excel-
lent growth as a result of the
selection trend for more mus-
cleand bodyvolume. Success-
ful breeds and purebred seed-
stock operations capturingthe
most market share were not
only selling cattle but also in-
formation about the cattle.

Cattle with better docu-
mented and more information
had more value. The value of
purebred cattle was driven by
the three criteria: performance,
pedigree and visual appraisal
of “on foot” type. Over the past
20 years, we have gone from
publishing hard copies of sire
summaries once or twice an-
nuallyto the current capability
ofgeneratingupdated EPDson
aweeklybasis. Genetic predic-
tion now consists of approxi-
mately 20 trait-specific EPDs,
as well as several selection in-
dices (or $Values).

Reviewing genetic trend in-
formation of virtually each
breed indicates breeders have
been highly successful in put-
tingmore sharp anglesinto the
sigmoidal growth curve. Spe-
cifically, keeping birth weights
down while improving wean-

Ave

ing and yearling weights. Also,
high heritability carcass traits
(Marbling and Ribeye size)
have shown a dramatic in-
crease. Improved beef carcass
quality attributes, specifically
marbling, have been focused
on to promote satisfaction in
the beefeatingexperience. The

gest of Northerp C""tle e
/

RT HE

quality of beefhas significantly
improved over the past two
decades.

What is there to learn from
this historical review? The beef
industry has changed, is
changing and will continue to
change. Identifying emerging
trends, understanding con-

July 24, 25, 26, 27 « 2023
8:00 am MDT Each Day

sumer demand, usingtechnol-
ogy to improve efficiency and
keepingyour cattle genetically
relevantwill allbeimportantto
the future financial success of
your operation. — Mark Z.
Johnson, Oklahoma State
University Extension beef
cattle breeding specialist
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GO TO "WWW: NORTHERNLIVESTOCKVIDEO COM TO VIEW:CATALOG, VIDEO /AND; INDIVIDUAL"
4 {LOT{DETAIL'AND TO VIEW BID AND BUY ON SALE DAY (MUST PRE REGISTER TO BUY) S

V' * Tuesday, August 21-22
(Consignment Deadline August 4

:I' - Monday, September 18
(Consignment Deadline September 1

www.northernlivestockvideo.com
for consignment inforn
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ADVERTISING RATES

handling service.

COLOR PHOTO: $35 EACH.

as two.

mailed.
CONDITIONS

commissionable.

| [P Employment Wanted
- Help Wanted
3 ... Situations Wanted
4.. Distributors Wanted
L S Appraisers
6 ... Auctions
7 .. Auctioneers
< Feedlots
9.... .... Lost Cattle
10.. .. Cattle for Sale
... ..Cattle Wanted
12... I/Semen/Embryos
13 e Brands
14 ... ....Dogs for Sale
15.... ...Horses/Mules
16 o Bison/Buffalo
. Sheep/Goats/Hogs

Livestock Supplies
..Ranch/Livestock Services

... Real Estate Opportunities

........... Pacific Real Estate For Sale
20B . Intermountain Real Estate For Sale
20C...... Mountain Real Estate For Sale
20D .... Southwest Real Estate For Sale
20E............. Plains Real Estate For Sale
20F......... Midwest Real Estate For Sale
20G.....Southeast Real Estate For Sale

PROMPTLY FORWARDED.

2rorY

EMPLOYMENT WANTED ADS:
DEADLINE: Tuesday at 4:30 p.m. MT, the week prior to
publication date. Newspaper is published on Mondays.
LIABILITY: Advertiser is liable for content of advertisement and
any claims arising therefrom made against the publication.

Publisher is not responsible for errors in phoned-in copy.
Publisher reserves the right to refuse any advertising not
considered in keeping with the publication standards.

COMMISSIONS: Classified advertising is NOT agency

1-800-850-2769 -
www.wlj.net - classified@wlj.net

303-722-7600

BY THE WORD: 90 cents per word for each insertion.
MINIMUM WORD RATE: 17 words or fewer, $15.30 one time.

MAD RATES: (Bold headline) $2 more per insertion for your
phone number, email and/or website, plus first 2 or 3 words in
bold print. (Applies to word ads only)

BOXED AND BOLD: (Boxed with bold text) $5 more per
insertion. (Applies to word ads only)

BLIND BOX AD: We will assign your confidential number and
forward replies to you. Cost is $12 per 3 issues for mail and

BOXED DISPLAY ADS: $30 per column inch for each insertion.
MINIMAL ARTWORK: No additional charge.
BLACK AND WHITE PHOTO: $10, LIMIT OF ONE.

DISCOUNTS: 5% for running your ad 3 to 5 times; 10% for 6
times or more; up to 35% for 52 times.

SUGGESTION FOR CORRECT WORD COUNT: Be sure to
include your name, address and phone number in the count, as
well as all initials and abbreviations. Hyphenated words count

TEARSHEETS: Available upon request only. Can be faxed or

Must be paid in advance.

20H ..... Northeast Real Estate For Sale
.. Foreign Real Estate For Sale
Real Estate Wanted
22...Real Estate Rent/Lease/Trade

23.. ... Pasture Available
24.. ..Pasture Wanted
25, Mineral Rights

..Hay/Feed/Seed

- . Irrigation
28.. ...Ad/Industrial Supplies
29 Fencing/Corrals
30. Equipment For Sale
< 1 I Equipment Wanted
B2, Building Materials
33 e Trucks/Trailers
34. Tractors/Implements

Business Opportunity

...Loans
< 7 AR Insurance
38. . Financial Assistance
39. Tech/Books/Art/Etc.
40 .o Miscellaneous
1. ... Lost/Found
A2 Personal

Fax: 303-722-0155

DO NOT PHONE IN RESPONSES TO BLIND BOX ADS.
ADVERTISERS' NAMES AND LOCATIONS ARE CONFIDENTIAL.
INCLUDE THE AD DEPARTMENT NUMBER IN YOUR EMAIL
RESPONSE OR ON YOUR ENVELOPE AND YOUR REPLY WILL BE

Cards|
.

CLASSIFIED ADS WORK!
www.wlj.net

Call & schedule your classified

ad today!
800-850-2769

classified@wlj.net
303-722-0155 Fax

1-303-722-0155

Help 2
Wanted

Cattle department manager wanted
for historic, family owned ranch on
California’s Central Coast.

Send resume by email: Classified@
wlj.net (Subject line: WLJ Box #917)
or mail to: Western Livestock Journal,
ATTN: Box #917, 6021 S Syracuse
Way, Ste #103, Greenwood Village,
CO 80111.

B cLassFED@WLINET

Help

Wanted

Real Estate

27

018 Irrigation

Pacific

Medicine Bow Conservation
District is seeking a District
Manager. For more information
or to submit a resume email
joan@medbowcd.org. More in-
formation can be found on our
Facebook page at https://www.
facebook.com/MedBowCD/

Help Wanted: Ranch Manager

Responsible for internal improve-
ments. Must have track hoe experi-
ence along with some fence and road
work. Ranch has 14,500 acres, no
cows. More job details upon interview.

Compensation: $5,000.00 a month.
5-days a week accommodations pro-
vided.

The ranch is located seventy-eight
miles east of Prineville. (SE Paulina
Hwy)

Send Resume: Attn
(ginah@gunnerllic.com)

Gina

Cattle

For Sale

2\

Serving Ag Personnel'for 63 Years.
GET TOP DOLLAR!!
Hansen Agri-PLACEMENT

RANCH DIRECTOR (UT) ccovuee
CATTLE DEPT. MANAGER (CA)...
RaNcH UNIT MANAGER (NE)

Call Eric 308/382-7351

www.hansenagriplacement.com

Cattle

For Sale

Red Poll Cattle rare heritage breed.
Outcross bulls & heifers.

Call 509-924-3451

150]BullsjEoriSale!
HomeYof 21Bar; X

2 Bar Angus

Hereford, Texas
806/344-7444
877/2BAR-ANG

www.2barangus.com A/

POWDER RIVER
LIVESTOCK EQUIP.
Best prices with delivery available.
Conlin Supply Co., Inc.
Oakdale, CA
Ask for Larry or Albert
209/847-8977

Equipment

For Sale e

TANK COATINGS

ROOF COATINGS

Available for Metal,
Composition Shingles or Tar
Roofs. Long lasting and easy
to apply. We also
manufacture Tank Coatings
for Concrete, Rock, Steel,
Galvanized and 0,

Mobile tanks.

Call for our
FREE
CATALOG.

VIRDEN PERMA-BILT CO.

806/352-2761

www.virdenproducts.com

¥ Pm‘rfEi\"mms ¥

GRAY BRAHMANS

GENTLE AMERICAN
BEEF TYPE GRAY
BRAHMANS

Loren Pratt
520-709-1554

44996 W. Papago Rd.
Maricopa, AZ 85139

GET THOROUGH
PRACTICAL
TRAINING IN:
Pregnancy testing—A.l.
herd health—calf
delivery and care. Many
additional subjects.

CATTLEMEN

Our business is to help you
improve your business.
Learn more by working
with live animals under

expert supervision.

GRAHAM SCHOOL, INC.
Dept. WLJ + 641 W. Hwy 31 Gamett, KS 66032

785/448-3119

www.grahamschool
forcattlemen.com
Over 100 years of
continuous service

Take WLJ with you
wherever you go!
Subscribe to WLJ online
today and never be

without your main

source for livestock news!

KNIPE

LAND COMPANY

EST 1944

BIG PRICE REDUCTION!
Elkhorn Timber Ranch - OR

1,569+ acres in the Elkhorn
Mountains with several year-
round springs, Pine Creek
traversing for 2 1/2 miles,
public lands on 3 sides,
and excellent hunting. 12+
miles to Baker City, just
over 2 hours to Boise. Was

$3,947:606. Now $2,495,000

Buying or Selling? Call today!
(208) 345-3163 - knipeland.com

B .w
EST,
" POLYPIPE

HDPE PIPE for Ranch Water Systems
Fair Prices - Good Service - Rancher Owned
DELIVERY THROUGHOUT THE WEST

CALL TODAY: 775-657-1815

2{ior

Place a classified ad,
seeitin print & online!

Your ad
runs free

onour
website.

Real Estate

Real Estate

20E 20E

Plains

Plains

RANCHIEORISALE

11,109 Acres - Holt County, Nebraska
FULL POSSESSION FOR 2024 GRAZING SEASON!

National
g/:e.,/ﬂ a On
=~//Company.

it § AR R

-- Large, productive eastern Sandhills ranch! --
--2,500 acres of good meadow! --
-- Tremendous hay production! -- Excellent water and fences! --

For more information on property details, please contact:
Dave Hickey, Rgent - O'Neill, Nebraska
Phone: (402) 340-4436 or (402) 336-3500

DHickey@FarmersNational.com « www.FarmersNational.com/DaveHickey
Robert Litz, Agent - O’'Neill, Nebraska
Phone: [(402) 340-4952

BLitz@FarmersNational.com * www.FarmersNational.com/RobertLitz

www_FarmersNational.com/ONeill

Real Estate Sales  Farm and Ranch Management ¢ Energy Management ¢ Appraisals
Insurance * Consultations ¢ Forestry Management ¢ Hunting Lease Network ¢ FNC Ag Stock

Real Estate
Southwest

Real Estate

Southwest e

20D

Scott Land Gompany, LLG

ey

g e

RANCH & FARM REAL ESTATE

We need your listings on any types of ag properties in TX, NM, OK & CO.

NEW LISTING! GUADALUPE CO., NM - Enjoy ranch life on this 401.38 ac.
ranch, 12 mi. W of Santa Rosa. Good location and access. One windmill, pipeline to
four drinking troughs, comfortable rustic home, good fences, etc.

DUMAS, TX. - Commercial building currently set up as fitness facility w/large
workout area, two bathrooms/showers and an office. The property is a newer build-
ing with an excellent location on busy First Street in Dumas, Texas.

ANGUS, NM - 250+ acres with over a 1/2 mile of NM 48 frontage. Elevations from

6,800 to 7,200 feet. Two springs along a creek. Ideal for future development or build
your own getaway home.

www.scottlandcompany.com - 800-933-9698 day/eve
Ben G. Scott - Broker - Krystal M. Nelson-NM QB

Equipment

For Sale Ee

RATES AS LOW AS 5.5%!
Business & Financial Consulting.
Designed for the Farmer/Rancher
(Not the Banker)
www.agrionefinancial.com

303-773-3545

You Call Steve, I'll Come to You.

AGRI-One Financiall

Central Boiler Classic Edge
Titanium HDX OUTDOOR WOOD
FURNACE.

Easy to operate and maintain.
Call today (307) 223-2046.

LODGEPOLE OUTDOOR
FURNACES.

STAY UP
TODATE




After a night of thunder-
storms, about 80 people began
the morning of Saturday, June
24 with a short hike on the
Mannix Ranch in west-central
Montana to talk about ranch
history, regenerative agricul-
ture and conservation ease-
ments for ranchers.

An idea that began with a
small group oflegacy Montana
ranchers frustrated over cattle
prices during the peak of the
pandemic led to a weekend
musicfestival on afamilyranch
tied to events that promote
regenerative ranching prac-
tices and direct marketing.

Hundreds of people from
across Montana came and
camped for the inaugural
three-day Old Salt Festival,
while hundreds of others
showed up throughout Satur-
day as the skies cleared, the
country music roared, and the
pitbosses spent the day smok-
ing beefand lamb.

Old Salt Co-op is a direct-
marketing LLC formed by four
ranchesin the Blaclkfoot Valley
area. Cole Mannix, founder of
Old Salt Co-op and whose fam-
ilyranch hosted the event, said
he was working remotely in
2020 when he decided to pro-
mote the idea of area livestock
producers coming together.
Mannixsaid he had been stew-
ing over how ranchers could
gain a premium for the stew-
ardship that goes along with
their beef.

“That’s already built into
those guys. Soil, water, wildlife,
a sense of landownership that
we don’t ultimately own this,
but it’s in its right place. We're
going to be dead, but it will be
here for posterities. Nobody
owns this,” Cole Mannix said.

Cattle producers across the
country who hadn’t taken a
hard look at direct marketing
began to rethink that strategy
in2019and 2020 when afire at
a Tyson plant first caused live
cattle prices to crash while
boxed beef prices for packers

soared. That spread between
live cattle and boxed beef be-
came even greater during the
pandemic, as packers had to
slow down their processing
because workers were ill and
some processing capacity had
to briefly idle.

“The fragility of the beef in-
dustryreally showed itself, and
wereally started scratching our
head about how we could
make a more resilient food
system that funnels the dollars
back down to theland and the
ranchers,” said Cooper Hib-
bard, president of Old Salt and
partowner of Sieben Live Stock
Co.in Adel, MT.

Hibbard, speakingto the fes-
tival crowd about the business,
said he and other members of
the group were frustrated with
industrial agriculture and how
itcan extractfromthesoil, land,
wildlife, livestock and people.
Hibbard said Old Salt looks to
marketitself as tying the ranch
back to the wildlife.

“Those of us who are ranch-
ers, we're already doing the
work of building soil, growing
more grass and restoringripar-
ian areas, and the only reason
thatis happeningis because of
people,” Hibbard said. “That
earthneedsus. Andin orderto
create thismodel thatwe hope
succeeds, we need you guys.
We need you guys as much as
you need us. If you care about
all those open, wild land-
scapes, we think thisis howwe
candoit”

The festival was aided by
cool weather and the valley’s
lush conditions. While the
Midwestand eastern Plains are
dry, much of Montana has re-
bounded from three years of
droughtwith higher-than-nor-
mal rainfall across a large
swath of the state. Montana’s
landscaperightnowisatapes-
try of varying shades of green
prairie grasses.

Members of the Mannix
familyled a group of early bird
festival goers on awalk up one

SALE CALENDAR

Sale Calendar is a service to our
advertisers. There is a minimum
advertising requirement to be
eligible to be listed in the Sale
Calendar. Contact your
fieldman for more information
or to have your date added to
the Sale Calendar. We will only
run auction sale dates or private
treaty start dates.

ALL BREEDS

Sep. 17 — Visalia Livestock, Bull
Sale, Visalia, CA

Sep. 30 — Turlock Livestock, All
Breeds Bull Sale, Turlock, CA

ANGUS

Jul. 29 — Rancheria Land &
Livestock, Bred Female Sale,
Galt, CA

Sep. 1—Byrd Cattle, Bull &
Female Sale, Los Molinos, CA
Sep. 7 —Vintage Angus, Bull
Sale, LaGrange, CA

Sep. 9 —EZ Angus Ranch, Bull
Sale, Farmington, CA

Sep. 10 — Heritage Bull Sale,
Wilton, CA

Sep. 12— O’Neal Ranch, Bull
Sale, Madera, CA

Sep. 13 — Teixeira Cattle, Bull
Sale, Pismo, CA

Sep. 14 — Donati Ranch Bull
Sale with O’Connell Ranch,
Oroville, CA

Sep. 15 — Tehama Angus, Bull
Sale, Gerber, CA

Sep. 16 — Arrelano Bravo Bull
Sale, Galt, CA

Sep. 18 —Rhodes Ranches, Bull
Sale, Cambria, CA

Sep. 20 —Bulls Eye Breeders
Bull Sale, Modesto, CA

Sep. 21— Rancho Casino/ Dal

Porto Livestock, Bull Sale,
Denair, CA

Sep. 24 — Traynham Ranches,
Bull & Female Sale, Fort
Klamath, OR

Sep. 26 — Thomas Angus
Ranch, Bull Sale, Galt, CA
Sep. 28 — Beef Solutions Bull
Sale, lone, CA

HEREFORD

Sep. 11— Genoa Livestock, Bull
& Female Sale, Minden, NV
Sep. 14 — Holden Herefords,
Female Sale, Valier, MT

Sep. 22 — Sierra Ranches, Bull
Sale, Oakdale, CA

RED ANGUS

Sep. 23 — McPhee Red Angus,
Production Sale, Lodi, CA

Sep. 24 — Stegall Cattle, Bull &
Female Sale, Colusa, CA

SIMANGUS

Sep. 20 —Bulls Eye Breeders
Bull Sale, Modesto, CA

Sep. 24 — Traynham Ranches,
Bull & Female Sale, Fort
Klamath, OR

Sep. 27 —Eagle Pass Ranch,
Bull Sale, Dos Palos, CA

Sep. 28 — Beef Solutions Bull
Sale, lone, CA

COMMERCIAL

Jul. 29 — Cattlemen’s Livestock
Market, Annual Female Sale,
Galt, CA

Jul. 29 —Rancheria Land &
Livestock, Bred Female Sale,
Galt, CA

Aug. 5 — Turlock Livestock
Auction Yard, Female Sale,
Turlock, CA
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MT ranchers hold music festival to highlight regenerative ranching

of the foothills to lay out the
foundation for the fifth-gener-
ation ranch founded in 1882.
The ranch has about 60,000
acres, one-third owned, one-
third leased from government
entities, and one-third leased
from private landowners. The
ranch hasabout 1,250 cow-calf
pairs and another 1,250 year-
lings.

The ranchers highlighted
grazing management changes
over time and the need to ro-
tate pasture to let it rest. They
alsohighlighted intensive graz-
ing practices on irrigated
ground that allowed them to
eliminate fertilizer and reduce
water usage on the fields. The
ranch also is adjusting its calv-
ing season to reduce hay use.

Tying in the importance of
pasture to producers, Logan
Mannix—Cole’s brother—ex-
plained how the ranch is gain-
ing more value in direct mar-
ketingtheir cattle versus selling
calvesto afeeder or atauction.

“Whatdirectmarketing does
is help us bring more money
back per bite of grass,” he said.

Logan Mannix then dis-

cussed the importance of cre-
ating conservation easements
with different organizations to
help with wildlife habitat. A
vast majority of the ranch has
some form of a conservation
easement. The easements
have allowed the ranch to
grow.

“We were able to buy land
only by signing conservation
easements on theland thatwe
own and the land we are buy-
ing” Mannix said.

Lesli Allison, chief executive
for the Western Landowners
Alliance, talked about the ways
private ranchland improves
the landscape for wildlife hab-
itat and more producers are
looking for opportunities to
link stewardship to the market-
ing of their livestock.

“The conservation move-
ment we are trying to create
today is about adaptive man-
agement,” Allison said. “Often
privatelands are thebestlands.
That’s one reason they were
settled. Private lands in the
Westare often some of the best
lands thatwe have!” She added,
“Howdoyou get compensated

JULY 17,2023

for your conservation and
stewardship?”

Old Salt is building a larger
processingfacilityin Helena—
about 60 miles from Helm-
ville—that will be USDA-in-
spected for grass-fed beef and
will process for other area live-
stock operations as well.

Old Saltreceived a $422,180
USDA grantlastyear under the
Local Food Promotion Pro-
gramto develop a “meat-share
program” thatwill workwith 10
other ranchers and sign up at
least 4,000 subscribers to buy
directly from the company.
The grant highlighted that a
key selling pointis amarketing
effort to increase interest in
local meat that comes from
animals “raised with integrity”’

The processing plan also
was awarded a $150,000 Mon-
tana state grant in 2022 under
funds from the American Res-
cue Plan.

As part of its direct market-
inglocally, Old Saltis planning
to open both a butcher shop
and a charcoal-fired grill res-
taurant in Helena.

Cole Mannix said he thinks

Western Livestock Journal.

PROPERTIEG

RANCH

Adveriise in The

Summer Properties Magazine

PUBLISHING: SEPTEMBER 4
DEADLINE: JULY 24

If you are planning to buy, sell or trade a
farm, ranch property or rangeland, let
Properties magazine connect you with
an engaged market. Properties, the
leader in ranch and farm marketing
across the West since 1983, puts youin
touch with over 26,000 potential buyers
and sellers in every beautiful, full-color

quarterly issue.

From Washington state to Texas,
California to Nebraska, Arizona to the
Dakotas, and all the points in between,
find out why successful real estate
brokers advertise their listings in WLJs
Properties magazine.
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consumers have lost a per-
sonal connection with their
meatproducts as more grocery
stores have phased out their
own meat-cutting operations.
“Thebutchers knewwhere the
carcasses were coming from,
and the butchers knew about
the cuts,” Mannix said. “Now
theyjustbring the meatin and
putitdown.

As far as Montana consum-
ers, Mannix said people know
the main landscapes of the
state, such as the Blackfoot Val-
ley. He said that helps create a
closer bond for their meat
products.

Hibbard, Old Salt’s presi-
dent, said he didn'tknow if the
rancherswill repeat the festival,
but theywere pleased with the
crowd on Saturday.

“It will be a big discussion
among the board. We will see
how it goes and decide in this
next month if it is something
we want to do again this next
year. We have certainly gotten
alot of positive feedback. A lot
of peoplewantto see us do this
every year” — Chris Clayton,
DTN ag policy editor

7.25” x 4.917”

3.56”x10”

color, $550"

CONTRACT RATES

$25- $75
DPI—

FULL-PAGE AD $800

Full-page live area - 7.25” x 10”
Full-page trim size — 8.25” x 10.75”
Full bleed - 8.75” x 11.25”

HALF-PAGE AD $450

Half-page horizontal live area -

Half-page vertical live area —

QUARTER-PAGE AD $275
Quarter-page - 3.5” x 4.917”

COLOR CHARGES: One color, $185 | Four

*This price does NOT include ad setup charges; see below.

Annual contract rates (four issues) available.

*ADDITIONAL CHARGES
Four-color ad build: $50 - $125 | Black and white ad build:

300 DPIOR ABOVE

Ranch and Farm owners:

LIST YOUR PROPERTY IN THE UPCOMING
ISSUE AND GET THE RESULTS YOU’RE
LOOKING FOR!

View the lastest
summer edition

CALL TODAY AND RESERVE
YOUR ADVERTISING SPACE NOW!
Tom White - 303-722-7600 or 800-850-2769
tom@wlj.net - advertising@wlj.net
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Do You or You and Your Neighbor Have 300+ Acres of
Clean Farm or Pasture Land? Lease Us Your Land!

300 acres or more relatively level, clean farm or pastureland with a large
transmission line crossing?

Lease Your Land for Solar Power Production

Extraordinary income to the right property owner(s)

If your property qualifies or your property along with neighbors qualify
you may potentially receive long term income. (20 - 40-year lease)
$800 - $1500 Per acre Per year with incremental increases

2 £

= aVATA AVA AVAV. 2.

- A v .
i

Please Note the Four Essential Requirements Below

CALL (828)-817-5400 or (828)-817-9101
Email Us at: InnovativeSolarFarms@gmail.com
Visit our website at innovativesolarsystemslic.com to view recent projects




