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IF [T DOESN'T SAY

BUSH HOG®

 IT JUST WON'T CUT IT"

Transform Your Property into a Land of Opportunity

ROTARY CUTTERS FROM 4’-20’
HAY TOOLS

LANDSCAPE, TILLAGE, LAND MAINTENANCE
& MATERIAL HANDLING EQUIPMENT

AND SO MUCH MORE!

ASK ABOUT ADDITIONA
DISCOUNTS AVAILABLE
TO MEMBERS OF NEW YORK
BEEF PRODUCERS
ASSOCIATION.

Multi-Spindle Rotary Cutters from the company that has been
mowing your ranch and farm land for almost 70 years.

CONTACT US FOR MORE INFORMATION :
© 2501 GRIFFIN AVE. SELMA, ALABAMA 36703 <, 800.363.9069

O g @ 0 @ BUSHHOG.COM
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UPCOMING EVENTS

September
September 3, 10 & 17-
Fall Pasture Management Series
See website for registration.
September 19 - Trowbridge Family Affair
Online Sale, Ghent, NY - See back cover.

October

October 1 - Newsletter Ads & Articles Due
October 3 - Feeder Calf Sale at Pavilion
Livestock Market Rt. 19, Pavilion
October 11- Locust Lane Hereford
Online Sale see page 19
October 24 - Feeder Calf Sale at FLLE
Canandaigua, NY
October 24 - Vermont Waygu Sale
see page 24
October 31- YON Family Farm Fall Sale
Ridge Springs, SC see page 9

Check out our web site -
www.nybpa.org  Facebook -
www.facebook.com/nybeefproducers

The NEW YORK BEEF PRODUCER
is Published, bimonthly by the
New York Beef Producers’ Association.
January/February  March/April ~ May/June
July/August  Sept/October  Nov/December
Advertising Rates

Full Page Color $225.00
Full Page (b/w) $125.00
1/2 Page (b/w) $85.00
1/4 Page (b/w) $55.00

Business Card (b/w) $25.00
Classified Ads free to paid NYBPA Members
5% discount for payment with copy
10% discount for 6 consecutive ads
5% discount NYBPA Member discount
8 1/2” x 11” Magazine format
Deadline for next issue is Octoberl1st.
This will be firm so newsletter gets out on time.
For more information contact:
Brenda Bippert- cell- 716-870-2777
nybeefproducers@aol.com
***Visit our web site www.nybpa.org ***
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IMPORTANT
UPCOMING INFORMATION

** CFAP Application Deadline Extended - Coronavirus Food
Assistance Program (CFAP) has been extended to September 11.

** Fall Feeder Calf Sales - Preconditioning and Verification Forms
available on the web site.

** Seeking Nominations for NYBPA Officers for 2021.
Submit to NYBPA Executive Secretary via mail or email by Nov. 1

** Please submit nominations for NYBPA Annual Awards (on website)
to Regional Chairperson by November 1st.

** NYBPA Scholarship information is available online.
Deadline for Scholarship Applications is November 1, 2020

** Photo Contest will be held again this year we will be looking for
7 Photos as 2021 is a Directory Year. Info to come on web site.

** APHIS Seeks Public Comment on Transition to RFID Official

Identification Tags at-
https://www.aphis.usda.gov/aphis/newsroom/stakeholder-info/

sa_ by date/sa-2020/sa-07/rfid-eartags

** Annual Winter Conference- Help us, Serve you.
Please fill out the upcoming email survey with important questions
for the upcoming 2021 Annual Winter Conference.

PLEASE STAY CONNECTED BETWEEN NEWSLETTER ISSUES
BY THE WEBSITE WWW.NYBPA.ORG AND FACEBOOK




Try Working Together

Hi Folks,

Writing this sitting in our office in the top of our sale barn. Things sure have
been interesting this year we have seen all kinds of weather, the political atmo-
sphere is different, and Covid, all these things are testing us, no one has ever
seen things like this before.

My suggestion is we all try to work together in many aspects, we as farmers
have learned to adapt and I think we can take that knowledge and use it to make
the world a better place, as we as a group, are some of the most resilient folks
going.

As we go into the fall it is time to start vaccinating and weaning
calves, preconditioned sales will start soon all across our state, lets
get those calves ready, if you have questions please go to our website
NYBPA.com there is all kinds of info there or contact one of us. An-
other great resource is your local Veterinarian or someone that has been
in the beef business for awhile.

Lets put a positive look on our face, as we influence so many folks
just by our actions. Try to make time to enjoy family and friends they
are the most important resource we have.

I would like to extend our Congratulations to Kaitlyn Broughton, the
2019 Youth Award Winner. Kaitlyn is a Junior at Letchworth Schools
and involved in 4-H, Jr. Beef and working with the NYBC at events.

Thanks, Phil

NYBPA 2019-2020 DIRECTORY TRLOOMR 2020
CORRECTIONS

The new NYBPA 2019-2020 Directory is out
and more copies are alavailble, contact
nybeefproducers@aol.com. If you did not 12- Russell Rist, Ristvale Farm, 33 Crawford Lane,
receive one please contact Brenda Bippert. Hudson Falls, NY 12839 518-410-6731

MABRPA HEHBERS

Below are corrections: 2- Keith Fairbank, 6260 Randolph Road, Ashville,

Page 65- Tim Helfter - not Jim NY 14710 krfairbank@gmail.com

. Referring New Members is Rewarded in our
Cover Photo - Picture From Incentive Program see the web site for info.

Photo Contest By: Tom Miller

New Member Special to end of 2020 Year
Rest of 2020 and all of 2021 for $50.00.

Tom Miller and his wife Betty have an Angus Sign up new members today
Farm in Lockport, NY.

Tom was Region 1 Chairman for 4 years and a 2021 is a Directory Year
very active member of the Association for 18 years. What a way to get your Farm out in front of
You can also see him showing cattle at various numerous people looking for Beef and Beef
County Fairs and the Great NY State Fair. Products and information.

Tom sells bulls, feeder calves and hay.







Abortions in Beef Cattle

By Dr. Melanie Hemenway, DVM

Abortions often result from some incident that occurred
weeks to months before the actual abortion. As a result,
the cause is probably undetectable at the time of the
abortion itself. In fact, many causes of abortions are
unknown and the success rate for accurate bovine
abortion diagnosis is only in the range of 25-35% so not
every abortion needs a work-up for a potential diagnosis.
However, if the abortion rate exceeds 3-5% per year or per
month it is time to be concerned and to contact your
veterinarian. If the rate exceeds 10% then it is considered
an abortion storm.

Abortion can be from non-infectious causes such as

genetic factors, nutrition, heat stress, and toxins which can be difficult to diagnosis. Abortion is also caused by
infectious agents. The list of infectious causes is very numerous, but here are some common causes and what
to look for if you animals have a higher than normal rate of abortion or infertility.

Neospora caninum can be found worldwide and is the most common cause of abortion in cattle in parts of the
USA. Dogs and coyotes can carry N caninum and can be the source of infection. Abortion occurs between 4
and 6 months of gestation and can be associated with sporadic abortions or abortion storms. The fetus is
usually autolyzed and rarely has gross lesions. Diagnosis can be made from tissue samples of the kidneys,
brain, heart and muscle tissue.

BVD is the most commonly diagnosed virus in bovine abortion cases and is very complex in how the disease
affects the developing fetus. Infection before insemination or during the first 40 days of pregnancy results in
infertility or embryonic death. Infection between 40 and 125 days of pregnancy results in a persistently
infected calf (PI) if the fetus survives. Infection between 100 — 150 days may result in congenital
malformations and after 125 days of gestation infection can lead to abortion. Diagnosis can be done through
blood and tissue samples.

Infectious Bovine Rhinotracheitis (IBR, Bovine Herpesvirus 1) is a major cause of viral abortion in the world,
with abortion rates of 5-60% in nonvaccinated herds. The virus is widespread and when a pregnant animal is
infected it causes a placentitis over 2 weeks to 4 months which then infects and Kills the fetus. Many times,
there are no gross lesions in the placenta or fetus, however, microscopically, there are signs of inflammation in
the placenta, liver, kidney, and other organs.

Mycotic or fungal placentitis can cause sporadic abortions
which occur from 4 months to term. It is believed the fungi or
mycotoxins gain entry through the oral or respiratory tracts
most likely from moldy feed and travel to the placenta via the
blood supply. The placenta is thickened and necrotic. Fungi
can be isolated from the fetus and placenta.

Leptospirosis usually cause abortions in the last trimester, 2-6
weeks after maternal infection. The are many serovars,
however, Hardjo is host adapted to cattle and can establish
lifelong infections in the kidneys and reproductive tracts and
can also reduce conception rates in carrier cows and cows
bred to carrier bulls.

(Continued on page 11)



<§ FARM CREDIT EAST

HOW DOES YOUR
BUSINESS GROW?

Loans and Leases

Tax Services

Payroll Services

Business Consulting

Record-keeping

Country Home Loans

FarmStart for New Businesses

Real Estate and
Equipment Appraisals

Crop Insurance

The answer is simple: available credit. Farm Credit East

is committed to supporting the agriculture, commercial
fishing and forest products businesses that New York’s
economy depends on. Our lending services will give you
the capital you need to grow your business — and that's
good for everyone. Contact our lending experts today at
the branch closest to you. Loans for real estate, machinery
and equipment, livestock and operating expenses.

FARMCREDITEAST.COM
800.562.2235

LENDER




‘ g National Cattlemen’s
NCBA Beef Association

JOIN NCBA TODAY
& EARN REWARDS
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Norbrook

When you join NCBA, you’ll receive

a FREE 2.5 liter bottle of Eprizero®
pour-on wormer, compliments of our
partners at Norbrook. That’s a value of
more than $200!

ADDITIONAL MEMBER BENEFITS
In addition to protecting the livelihoods of
cattlemen and women nationwide, becoming
a member will also provide valuable discounts
from many of NCBA’s industry partners.
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Food and Agriculture Law
Conducts Survey on
Farm and Ranch Estate Plans

Cari Rincker, the Principal Attorney at Rincker
Law, PLLC, is conducting a survey for farmers
and ranchers on their estate, succession and busi-
ness plans. She is collecting data for a video
series on the topic and plans on providing the
information to the industry.

“One of the biggest threats to multi-generational
farm families is a lack of planning on how the
operation will be passed down to future genera-
tions,” said Rincker, who has offices both in
Illinois and New York. “This is more than just a
Last Will and Testament. A proper succession
plan should also incorporate a business plan and a
road map on how managerial knowledge will
be passed down to the heir.”

Rincker is conducting a survey using Survey
Monkey that is 30 questions long and takes
approximately five minutes to complete. The
survey is located at https://www.surveymonkey.
com/r/farmestateplanning.

The survey questions range from estate
planning documents that are in place, type of
business entity, prenuptial agreements, and life
insurance. The survey even touches on family
communication about the topic.

“So far, exactly 50% of the surveys taken stated
that their family had not had the ability to
discuss this topic openly and honestly,” notes
Rincker, who grew up on a cattle farm near
Shelbyville, Illinois. “This is a major problem in
the agriculture industry. We have to figure out
a way to make conversation starters more natural.
This should be an ongoing conversation
among the family members.”

The more information collected from farmers,
ranchers and agribusiness owners, the more
accurate and useful the data will be to the indus-
try. “I hope this information can better serve the
agriculture community,” says Rincker.

Fore more information about the survey or her
survey results, Rincker can be contacted at
cari@rinckerlaw.com.




tall Sale

October 31, 2020

11 a.m. at the farm in Ridge Spring, SC

SELLING 325 BULLS & 100 FEMALES
Forage-Developed Angus Cattle

Sellct Offering of SimAngus & Witnablack Cattle

Large Selection of Coming, 2-Year-0ld Bulls

Free bull delivery with $5,000 total bull purchases

Kevin, Lydia, Drake, & Corbin Yon
Reid & Sally Harrison

lydia@yonfamilyfarms.com .
803-685-5048 www.yonfamilyfarms.com
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Y OUR BEEF CHECKOFF
Investing in Beef Safety, Nutrition and Promotion.

United We Steak Campaign Celebrates Summer Grilling Season

NYBC, with support from state partner, South Dakota Beef Industry

Council, joined forces with social influencer @WishesNDishes to

celebrate Summer Grilling season with an extension of the Beef It’s

What’s For Dinner “United We Steak” campaign. The promotion

culminated with the giveaway of a grill and a LIVE backyard grilling party

between New York Beef Council, @WishNDishes and fellow social

influencers @SpicedBlog and @JerseyGirlCooks. The promotion had a

total reach of 269,018 with 18,682 engagements and 6,800 video views.
]

Video Series Brings Real World, Beef Farm STEM Concepts to Classrooms

NYBC and New York Agriculture in the Classroom have partnered to develop a video series highlighting
STEM concepts that are utilized on beef farms daily. The videos are designed to provide real-world
examples of how science, technology, engineering, and math drive beef farm practices and decision
making. The videos cover essential technologies and production practices used on beef farms across NY
and the United States including genetic improvement through selective breeding, artificial insemination
and embryo transfer. The videos also highlight the symbiotic relationship between farmers and their
animals, and land through land management including rotational grazing. The videos were developed to
align with learning standards for each age level and lessons developed by NYAITC staff will be released
with the videos to further assist teachers while integrating these resources into their classroom teaching.

]
Virtual Cooking Parties Increase Consumers’ Confidence in Cooking with Beef

In August NYBC collaborated with 5 social influencers to provide a select
group of their most active followers with the opportunity for a virtual
cooking class. Each influencer chose one beef recipe to demonstrate while
their followers cooked along in their home kitchens. Throughout each
session NYBC shared beef information and cooking tips. One attendee of the
cooking party hosted by @ItsaKeeper shared, “I hardly ever cook beef at
home (generally splurge on a filet at a restaurant for a special occasion), it
was so quick and easy | would be more inclined to cook it at home now.”

N
Is Your Beef Quality Assurance Certification Up-To-Date?

All beef farmers have a long-standing commitment to caring for their
animals and providing families with the safest, highest-quality beef possible.
Participating in the BQA program is your opportunity to share that story with
your farm customers and consumers at large. Not BQA certified? Visit
www.bga.org to get started. BQA re-certification is required every three
years. Getting re-certified is easier than ever. Visit the Farmer’s Fencepost
section at nybeef.org for online BQA re-certification opportunities.

Stay in the Know! Subscribe Today...

Receive monthly updates by receiving “The Drive” directly to your inbox or a quarterly update to your mailbox.
Learn more about where your Beef Checkoff dollars are being invested on both the state and national level!
Visit https://www.drivingdemandforbeef.com/subscribe
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Abortions In Beef Cattle (Contined from page 6)

Most abortions occur in healthy cattle with abortion rates from 5%-40% or more. The leptospires cause a
diffuse placentitis, killing the fetus which is then expelled in 1-2 days. Placenta and fetus samples are useful
for antibody staining and PCR testing.

Here are some key questions to work through with your herd veterinarian if you experience an elevated
abortion rate in your herd.

What is the problem? Is it a failure to conceive or were the fetuses aborted? Were the cattle pregnancy-
checked? Pregnancy failure rate in cows and heifers should be less than 5% as a production-loss goal.

Which animals are involved? What is the difference between the groups of cows that conceived and calved
and those that did not? Were the cows home-raised or were new animals brought into the herd? Are the cows
in good or poor body condition?

What age groups are affected? What is their vaccination status? Were modified live or killed vaccines used?

What are they fed? Type, quality and condition of feed are all important factors to consider in abortion
prevention. Moldy feed causes 3 to 10% of all abortions. Remember, the inhalation of mold spores is just as
dangerous as the consumption of them. Vitamin A deficiency may also cause abortions.

What bulls were the cows exposed to? Consistency of performance throughout the breeding season and the
exposure to sexually transmitted diseases (STDs) are issues that should be looked at, especially if the animals
were on a community pasture. STDs that cause abortions include Brucellosis, Listeriosis and Trichomoniasis.

When did the problem occur?

Were the fetuses lost at a certain stage of gestation? A loss in the last month of pregnancy could be due to
nitrates in the feed. Handling, trucking or any kind of stress may also trigger abortions.

Did it occur on pastures or when their feed was changed? Was this feed tested? Was the feed free of nitrates?
Abortion due to nitrates is accompanied or preceded by some evidence of nitrate problems in the adult animal,
including chocolate-colored blood and bluish discoloration of non-pigmented areas of the skin or mucous
membranes.

Were many cows affected suddenly, or did the problem pass through the herd slowly? Typical abortions occur
at low levels of about 2% and are usually seen at the beginning of calving.

Where did the problem occur? Did affected and unaffected animals reside in different pastures, paddocks or
ranges? What were the field conditions and the stocking densities?

If you find evidence of increased abortions, identify the cow(s) that aborted and isolate them. Recover the
aborted fetus and membranes, if possible, and place them in double set of heavy-duty plastic bags and pack in
ice (do not freeze). Call your veterinarian as soon as possible to begin a plan to identify possible issues and
strategies for mitigation and prevention.
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Adding Value to Cull Cows

By : Stephen Boyles, OSU Extension Beef Specialist

will tend to add more fat as weight gain,
resulting in lowered feed conversions.
Economy of weight gains will vary
inversely with initial cow condition.
As cows improve in body condition,
economy of gains will decline. Once
cows have regained a “normal” body
condition, further feeding and weight
gains become increasingly less efficient
because of the increasing proportion of
fat deposited.

Knowing when to quit feeding cull
beef cows is important because of the
dramatic changes occurring in the

Approximately 10 to 20 percent of the returns to a
cow-calf operation are from selling cull cows in the fall.
There are four factors that need to be considered to obtain
profit from feeding cull cows. First, the cows have to be
thin but healthy. Second, the buy/sell margin should be
positive. Third, cost of gain should be relatively cheap.
The odds of a profit are increased whenever these three
conditions are present. The final requirement needed in-
volves financial solvency. Only producers that can ab-
sorb financial risk should feed cull cows for short time
periods.

Factor 1: Cows Should Be Thin But Healthy

Cows often lose up to 20 percent of their weight dur-
ing periods of under-nutrition. Cows culled during a
drought may have even greater weight losses. Thin cows
offer an opportunity to add weight rapidly through com-
pensatory gain. Healthy, thin cows gain weight faster
than normal condition cows. Compensatory gain from
thin cows should result in the highest conversion rate and
gain, thus reducing the cost of gain.

Some thin cull cows are young and still growing.
Most have weaned a calf and are thin due to the demands
of lactation. However, some thin cows may not be able
to return to slaughter cow composition for several rea-
sons. Cows that have lung damage may appear thin and
unthrifty. Cows with heavy parasite loads will be less ef-
ficient unless treated. Cows with infectious conditions
such as lumpy jaw should be avoided. Older cows (great-
er than 4 year old) can be fed but expect the rate of gain
to be less than that of younger cows. Information on the
use of ionophores and implants in cull cows is limited.

Weight loss of animals is normally a composite of fat
and protein with protein normally regained at a slower
rate than fat. Cows that are in normal or higher condition

economy of gains. Outlets for exces-
sively fat cow carcasses is and has always been very lim-
ited. Based on Kansas research, most beef cows are fat
enough for slaughter once they attain a body weight of
22 pounds per inch height at the cow’s withers. While
this simple formula may not precisely describe the most
optimum end point for feeding and slaughter for every
type of genetic combination of cow, it is reasonably ap-
propriate for the great majority of cull beef cows being
fed to slaughter. Monitoring the weight-to-height ratio
of a random sample of cows during the feeding period
and periodically body condition scoring the group will
prevent excessively fat cows from becoming a problem.

Sometimes the cattle feeder who has not seen the mar-
ket rise sufficiently, by the time the cows are ready to sell
will hold onto the cows, awaiting a market improvement.
Rarely, however, is such an upswing adequate to recov-
er the extremely high cost of gain for the over-finished
COWS.

Factor 2: The Buy/Sell Margin

Most cows are culled in the fall of the year at wean-
ing time, so they usually are worth less per pound than at
other times of the year. Prices usually rise from the fall
selling period of October- December into the winter and
spring periods. Prices peak in March-May and decrease
throughout the summer. This price pattern is based on
historical averages. Feeders, however, need to evaluate
profit potentials every year that cull cow feeding is being
considered.

Approximately half of the profit potential will be de-
termined the day cull cows are bought or started on feed
and will be based on the purchase price, body condition,
and health of the cows. Cow feeding experience dictates
that a neutral buy/sell margin (purchase price=selling
price) or a positive feeding margin (sell cows for more

(Continued on page 14)
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My Charolais Jr. Nationals Expierence

By Evie Groom

This past July I attended Charolais Jr. Nationals in Brookings, South Dakota.
| took two head of cattle, one fall heifer calf, and one fall bull calf.

During this trip we traveled about 4000 miles, round trip, and we spent 47
hours driving.

During the week of Jr. Nationals | competed in the poster, art, photo, and pre-
pared speech contests. | also competed in group contests such as Quiz Bowl,
and Team Fitting. Along with those contests | competed in the Weaver Leather

Livestock Showmanship contest, and
both the Bred and Owned and Owned
shows with my calves.

| am so grateful | got to experience
this awesome show, and travel across
the country to do what I love most,
showing cattle and promoting the
livestock industry.

Summer Youth Beef Shows

On several weekends this past summer, cattle shows organized,
inspired and driven by Phil Paradis and Jeanne White of Simme
Valley, Groton, NY happened in three areas of New York.

On Saturday June 20th youth exhibitors and their families gathered at Tullyfergus Farm in Lyons, NY for the
first of the shows. July 12th at Ann Phillips and Tyler Stubs, Shining Star Cattle Company in North Collins, NY.
Followed by one at New Penn Farm, Jeanetta Laudermilk, Truxton, NY on July 18th.

Judges were- Cindi Shelley, Cobleskill, NY, Ryan Mattocks, Guys Mills, PA and Mike Sinon Poughkeepsie, NY.

Huge thanks to our many sponsors of all three shows. These are from the First show at Tullyfergus Farm-

Seneca Stone Corp. - Backdrop, Sew Fancy, Paige Henderson- Chairs and T-Shirts.

Triple S farms and Tim June, Homer - T-Shirts.

Simme Valley & Specialty Trophies, Dryden - Trophies and plaques.

Region 3 NYBPA - showring bark., Justin Gaines,

Farm Family Insurance- Supreme Champion Female and Steer

Cayuga View Farm, Tim & Melanie Pallokat- Master Showman.

Dr. Becky Silvanic- Veterinarian, Seneca County Fair, Ellen TenEyck., MMT Cattle, Marc & Nicole Tommell

Casey & Melissa Spence, Susanne Smith, Anderson Maple Farm, Broughton Farm

Elm-side Farm, Art Reynolds, CNY Autohub, Dryden.

And many others who donated on the day. Special thanks to Skip Lear for steer weigh in and line up.

Paige Henderson for handing out prizes. Matt Henderson and Phil Paradis ring men.

Jeanne White and Evie Groom for check-in. Linda Groom for food and refreshments.

My apologies to anyone | have missed in this report, please know your help and input was essential to the smooth
running of the show.

Respectfully submitted, Robert Groom
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Adding Value to Cull Cows

than was paid for them) is essential to show a profit from
feeding purchased thin cows.

The ideal situation for feeding cull cows is if Util-
ity cow prices are relatively high and feed prices are rela-
tively low.

This offers the potential of costs of gain being lower
than selling price. Normally, costs of gain are higher than
selling price and a positive buy/sell margin is needed to
make a profit. If costs of gain are less than selling price,
you can have a negative buy/sell margin and possibly still
make a profit.

Other livestock costs such as veterinary and medical
expenses farm utilities, power and fuel and marketing ex-
penses can be around 10 cents per pound of gain. Interest
cost on the purchase price of the cows can add another
6 cents per pound of gain. Excluding labor, management
and facility, costs per pound of gain can run in the 45 to
50 cent range.

Another method of feeding cull cows is to initially feed
high roughage rations through the winter. Gain per day is
lower than if started on a grain-based diet. However, cost
of gain can be relatively low if hay or grazing resources do
not otherwise have a ready market value.

Slaughter cow prices vary not only over time but also
with quality grades. The best prices are normally attained
for Commercial grade. Since mature cows may come
off pasture in poor condition, they may sell as Canners
or Cutters at substantial price discounts to Utility grade.
Cows in thin condition are capable of higher gains, which
can also raise quality grade. The producer must calculate
the difference between any expected increase in value and
cost of feeding to determine profitability. If cows come
off pasture in good condition, no quality enhancement is
expected, cost of maintenance may be high and revenue
comes only from price increase.

Factor 3: Feed To Gain Cheaply

Feeding cull cows grain-based diets for only 30 days
will result in the most rapid and efficient gains. However,
the producer is subject to very short-term price changes. If
the price situation is unfavorable, thin cull cows can be fed
for a longer period of time. Feeding for approximately two
months should also reduce the number of Cutter grade car-
casses and increase the number of Utility grade carcasses.
Increasing the gain within this 2 month time period will
further improve carcass quality and reduce cost of gain.
Longer feeding of grain-based diets should further reduce
the incidence of yellow fat. There is a hypothesis that feed-
ing barley (lower carotene content) instead of corn (higher
carotene content) will further “whiten” the carcass fat.

(Continued from page 12)

Feeding cull cows grain-based diets much longer than
2 months will significantly increase feed cost per pound
of gain. Also, marbling score and quality grade may not
significantly improve after 2 months on feed. However,
this must be balanced against the historical increase in
cow prices that occurs over the period from October-No-
vember to March-April. The length of time that cull cows
can be efficiently fed grain-based diets at an economical
cost of gain will vary depending upon their initial body
condition. Assuming the cows are healthy and not debili-
tated, thin cows can be fed longer than fleshier cows. In
one study, cull cows were fed for 108 days with no sig-
nificant drop in feedlot performance. Based upon previous
research, it would appear that this time period may range
from 2 to 4 months.

The most profitable feeding management scheme is af-
fected by the cost of feed inputs. Slower gains over the
winter may be profitable if the cost of hay or grazing re-
sources are relatively cheap. Expect the dry matter intake
of cows fed grain-based diets to be approximately 2.5 to
3.0 percent of body weight. Normally, there should be at
least 60 to 80 percent concentrate in a grain-based diet.
One can expect gains of 3 pounds or better if the diet con-
tains 80 percent grain and compensatory gain is expected.
The feed to gain ratio will be under or near 10 when short-
er days on feed and higher grain diets are utilized.

The protein requirement of cull cows does not appear
to be particularly high. Crude protein levels of 9.5 to 11
percent are probably adequate. Keep in mind that the min-
eral supplementation program for grain-based diets and
roughage-based diets are not the same. Calcium supple-
mentation will be higher than phosphorus supplementa-
tion if feeding a high grain ration.

Factor 4: Financial Solvency

Cow-calf producers might consider feeding their cull
cows through the winter to produce a “value added prod-
uct”. A common practice is to feed roughage-based diets
through the winter and then feed grain 30 to 50 days in the
spring. This scheme is a viable option if hay or grazing
resources are sufficiently cheap and the extended time of
ownership can be justified. The alternative is short-term
feeding of grain-based diets to cows after being culled
from the herd.

In economic terms, short-term cow feeding is a high
risk enterprise. A feeder is typically in and out of the mar-
ket within 50-90 days. There is virtually no way to pass
the financial risk to anyone else. The advice to any poten-
tial cull cow feeder is that if financial risk can be absorbed,
feed cull cows.
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Quality Registered Angus Cattle

* TVF maintains a closed herd, utilizing embryo transfer and artificial
insemination to maintain diversity within the herd

e All cattle are born and raised on the farm

* Focused on high performance females producing outstanding carcass
quality for our beef business

* Award Winning Environmental Stewardship
* Pasture proven, show ring recognized

* Semen, embryos and seedstock available at all times

Call now for best selection on your new herd sire!

62 Old Brodhead Road, Grahamsville, NY 12740

914-799-1001
tvangus@thunderviewfarms.com - www.thunderviewfarms.com
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MULTIMIN 90

An injectable aqueous supplemental source
of zine, lenium and copp

KEEP OUT OF REACH OF CHILDREN

CAUTION: FEDERAL LAW RESTRICTS THIS DRUG TO USE BY OR ON THE ORDER
OF A LICENSED VETERINARIAN.

ACTIVE SUBSTANCES PER ML:

Zinc 60 mg/mL

10 mg/mL
Selenium 5mg/mL
Copper 15 mg/mL
OTHER SUBSTANCES:

Chlorocresol 01% w/v (as preservative).

DOSAGE RECOMMENDATIONS:
CALVES: Up to 1year ...
CATTLE: From 1-2 years
CATTLE: Over 2 years....

PRECAUTION:
Selenium and copper are toxic if administered in excess.

.- mL/per 100 Ibs. bodyweight
1mL/per 150 Ibs. bodyweight
mL/per 200 Ibs. bodyweight

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.

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® 90 product 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.

MULTIMIN® 90

Subcutaneous injection in
middle of side of neck.

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

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
CALVES at birth

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 WEIGHT CALVES CATTLE CATTLE
(Ibs) UPTO1YEAR 1-2 YEARS > 2 YEARS
1ml/100 Ib BW 1ml/150 Ib BW 1ml/200 Ib BW

50 0.5 ml - -

100 ml - -

150 15ml - -

200 2ml - -

300 3ml - -

400 4ml - -

500 sml - -

&0 ] - - CATTLE
700 T - - VACCINE
800 - 53ml -

900 - 6ml -
1000 - 6.6 ml 5ml

oo , : S5 etter
1200 - - 6ml

1300 - - 6.5ml

R e ———_ logether!
Packaged in 100 mL & 500 mL size

NDC No. 49920-006-01

NDC No. 49920-006-05

OBSERVE LABEL
DIRECTIONS

TAKE TIME

R reauirep
Learn More www.savethelung.com
1.866.269.6467

MANUFACTURED FOR:

MULTIM

NORTH AMERICA, INC.
Fort Collins, CO 80528 .
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DIFFICULT
CONVERSATION?

We start where
you are.

Your talk, your
solutions!

Expertise and processes for
conflict management.

Call for a confidential
consultation.

866.669.7267
NYSAMP.COM

AVIEW FROM
THE TRACTOR SEAT
By Paul Trowbridge

A long hot summer, this summer has been
longer than any summer | can remember and
hotter than any in history. Well maybe | had one
longer the summer before | left for college we
had finished up hay early in 1964 I was leaving
home for the first time leaving my parents and
8 sibs behind. I owned a 1957 Chevy and was
ready to conquer the world but that last month
on the farm seemed to just drag on.

Well, this summer with the COVID -19 our
summer is going slower than that even as | get
older and time seems to slip by this summer has
been the pits. Not a county fair, Tractor pull or
rodeo, and believe me there is no one to blame
but we should have all learned a valuable lesson
to live every day to the fullest, and thank God
we are healthy and well- and that we should not
take any day for granted.

| found that sitting in our garden with a salt
shaker and red ripe tomatoes is so relaxing and
give yourself time to think about life, I was
always in a hurry | felt if I wasn't hurrying |
wasn't getting everything done but after this
summer if | sit in our garden and eat tomatoes
for an hour the sun was still going to rise and
fall and I was not changing what had to be done
on the farm.

Sometimes we need to step back and reevalu-
ate what the most important things in our lives
are and focus on them. My focus now is what
Granpa always preached to me if a problem can
be fixed with money it is not a problem but a
hurtle if the problem can't be fixed with money
than it is a problem and you better start praying.

Thanx For Readen
Paul

P.S. Start everyday with a kind word and a hug
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CONGRATULATIONS

The New York Junior Hereford Association held
a Certified Hereford Meat Raffle, as a fundraiser,
this past summer and the winner was to be picked
at NY State Fair at the conclusion of the Open
Hereford Show. Well as we know that did not
happen.

The Juniors still sold their tickets and the draw-
ing was held at Genesee County Fairgrounds by
Jr. Advisor Heather Sugg and Co-Advisor Brenda
Dermody.

The winner of the New York Junior Hereford
meat raffle for 2020 was-

Jim Moore 111. Baker, NY.

Nya Johnson, Baker, NY sold the winning
ticket. Congratulations Jim on winning $425
worth of great Hereford beef!!!!

Personalized
Beef It’s What’s For Dinner Signs
still available for purchase
on the web site,
Download the form and mail in.
It’s that easy!

HAUMAN ANGUS,

Registered Black Angus Cattle

Breeders of Black Angus Cattle

for over 40 Years

Closed Herd

BQA Level 2

NYSCHAP Certified Herd

BVD Free

Johne’s Free Test Zero, Level 6 + Highest Level
Leukosis Free

Proud Recipient of the 2019 Master Breeder Jdward
Presented by the Vew York .Ingus .Association

Breeder of 2015
Midland Bull Test .Award Winner

“HAF CHISUM A394”
#1 ADG - Group 1
#1 Top Indexing Angus Bull
#4 High Indexing Efficiency Ratio

Dewey & Mary Hauman
594 Lovejoy Road, Penn Yan, NY 14527

315-536-8154
dhauman@aol.com
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Backgrounding; A Phase of Growing Calves in Preparation for the Feedlot

Backgrounding is a term used to describe a phase
of growing calves being prepared for feedlot place-
ment. As compared to wintering programs, back-
grounding emphasizes a faster rate of gain, with
relatively more grain and less roughage.

An example of a typical backgrounding operation
would be to feed 400 to 500 pound steer calves to a
weight of 600 to 700 pounds. If the feeding period
was to be about 120 days, a ration and management
program that produces an average daily gain of 1.5-
2.5 would provide the desired sales weight.
Advantages of Backgrounded Feeder Calves

Provide a market for homegrown grain and rough-
age that might otherwise have little market value.

Calves are efficient converters of good quality
feeds.

Avoid the stress and resulting health problems as-
sociated with shipping of young calves through the
marketing system. Because of the potential death
loss and health problems associated with handling
and shipping of young calves, the cow herd own-
er has an advantage over those who purchase their
calves through the marketing system.

Avoids the seasonal fall market glut and targets
sales during seasonally strong feeder prices.

Provides more flexibility to spread marketings
and choose among potentially profitable alternatives.

Provides additional flexibility for marketing heif-
ers either as feeders or as herd replacements.

A study at the University of Nebraska in 2018
exhibits the advantages of first placing calves on a
grower diet as opposed to placing them directly on a
finishing diet.

It was observed for calves that went directly to
finishing diets (FINISH) to consume more feed
daily compared to calves placed on grower diets
(GROW); however, GROW calves were on feed for
60 more days. Calves in the FINISH treatment also
had greater average daily gain and improved feed
efficiency. When evaluating growing and finishing
performance independently, GROW calves had dai-
ly gains of 2.76 and 3.29 pounds per day during the
growing and finishing phase, respectively. Although
overall ADG was less, GROW calves still finished

By: Steve Boyles

with 71 1b. greater final body weight. Twelfth rib fat
thickness, calculated yield grade, and Loin Eye Area
area did not differ between treatments. Calves fed
the grower diet prior to the finishing phase had 45
pounds more carcass weight and greater marbling
compared to calves in the FINISH treatment. Calves
that were adapted to the finishing diet following
weaning were finished in fewer days, but had light-
er final body weight and carcass weight. Feeding a
grower diet for 76 days prior to the finishing phase
allowed additional time for skeletal growth as evi-
denced by the 71 Ib. increase in final BW and 45 1b.
greater carcass weight when cattle were harvested at
similar back fat.

Feeding Alternatives

There is not a golden rule but In general, pur-
chased calves should be fed long enough to gain at
least 150 pounds on a backgrounding program. Ini-
tial costs of gain tend to be relatively high as calves
recover from the stress of movement and handling,
a new environment and, most likely, a new ration.

Most feeder cattle will not be placed on a full-
feed ration until they reach the 700-800 pound
range. And, many feedlots specialize in finishing
cattle from the full-feed stage only.

Feed Requirements

Faster gains are more efficient and usually more
economical because a smaller proportion of total
feed consumed is used for maintenance. With faster
gains, the same total gain can be put on a calf in less
time, reducing interest, labor and yardage costs due
to the shorter feeding time.

When calves are being fed to slaughter weights
under single ownership, the most rapid gains are
usually the most profitable. Where animals are being
grown to sell to other parties for final finishing, how-
ever, maximum gains may not be most profitable.
Maximum gains will frequently result in a greater
degree of fattening than is desired by the feeder, who
will tend to discount the price on excessively fleshy
calves. There is also a trend for lowered prices with
increased calf weights. Heifer calves ordinarily gain
approximately 10 percent slower than steer calves
fed on the same ration.
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improving upon original sires with each generation

PRODUCTION SALE OCTOBER 24 | 2020

THROUGH DATA COLLECTION,
MEAT PRODUCTION AND
STRICT CULLING STANDARDS,
WE STRIVE TO BETTER OUR
PERFORMANCE AND THE BREED

FB44900 DOB: 4-25-19

FB44894 DOB: 5-04-19

TASTE WINNER
2019 & 2018 TrirLe CRowN STEAK CHALLENGE

PEOPLE'S CHOICE AWARD
2019 Taste oF VERMONT

T DR A G RESERVE GRAND CHAMPION, Gran Feo
2019 American Rovat Steak CONTEST

WAGYU

THE BETTER BLACK

WAGYU

['wagyoo] NouN

def: huge punch of marbling, unsurpassed flavor &
tenderness, added health benefits, extreme longevity,

FB45933 DOB: 6-22-19

incredible consumer demand with just a touch of uniqueness!

THE INTERNATIONAL CROSS BREEDING SENSATION & CULINARY DESTINATION
IMPROVING PROGRAMS IN ONE GENERATION

FB46088 DOB: 07-09-18

OFFERING 50+ OF OUR MOST
EXCEPTIONAL FULLBLOOD WAGYU

EST. 2007

WWW.VERMONTWAGYU.COM
WHERE CHAMPION STEAKS ARE RAISED AND DERIVE SHEILA PATINKIN, OWNER: 847-702-7812




25



New York Hereford Breeders Membership Application

Name Farm Name
Adress City State Zip
County Phone E-Mail

Membership: $50.00 (2 Years)- Make checks payable to NYHBA and mail to:
Brenda Dermody, 2405 Limerick Road, Linwood, New York 14486

Glade Haven Herefords
Tim Dennis
3550 Old County Road
Penn Yan, NY 14527
315-536-2769
tdennis@trilata.com

Mayer Cattle Farm
John Mayer
8004 Meacham Hill Road
Salamanca, NY 14779
716-984-9593
jmayer@mayerbrothers.com

Spring Pond Farm
John & Anita Kriese
4385 Italy Hill Road

Branchport, NY 14418
315-856-0234
hereford@frontiernet.net

Updyke’s Flagmarsh Ranch
Grady & Darlene Updyke 51
Updyke Road
Waverly, NY
14892607-565-7357
flagmarshranch@stny.rr.com

JKW Polled Herefords
John & Kathi Wagner
83 Howard Hall Road Catskill,
NY 12414
518-945-2638 or 518-469-3777
jkwpolledherefords@gmail.com

Rambling M Farm SK Herefords LLC

Bill & Chris Metch Kepplers & Dave Schubel
3208 State Hwy. 206 11021 Ryan Road Medina,
Bainbridge, NY 13733 NY 14103

607-967-3020
wmetch@stny.rr.com

Phil- 716-560-4480
alana.keppler@gmail.com

Wild Geese Farm
Shawn & Lynn Bliven
8499 Agett Road
Franklinville, NY 14737
716-244-0290
lao3@cornell.edu

Your Hereford Farm
Could be Here
Contact:
Brenda Dermody
585-233-0634
NYHB Treasurer

Andersen’s Maple Farm Peter,
Patti & Megan Andersen 845
Andersen Road
Long Eddy, NY 12760
845-887-4817
maple5@Ilocalnet.com
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Economist Reviews Shocks To Beef Industry

MANHATTAN, Kan. — The beef cattle industry has
already experienced three big “shocks” this year and the
effects are ongoing, but have been blunted to some ex-
tent, according to a Kansas State University agricultural
economist.

The first jolt came in mid-March when the COVID-19
pandemic sparked stay-at-home orders in most states.

“That had big implications for food consumption,”
said Glynn Tonsor, a livestock market specialist with
K-State Research and Extension. Those implications in-
cluded restaurant and school closures — two large outlets
for U.S. beef. As that happened, demand for beef shifted
to grocery stores which were allowed to stay open. The
actions disrupted the long-established flow of the beef
supply chain.

The second shock happened soon after when clusters
of COVID-19 cases began cropping up among employ-
ees in meat processing facilities, forcing some to shut
down temporarily to control the spread of the virus, said
Tonsor, presenting his Beef Cattle Outlook at the recent
virtual 2020 K-State Risk & Profit Conference.

That left market-ready cattle and other livestock in
some areas with no market to go to. The effect was a bot-
tleneck, with a backlog of market-ready animals growing
for a time, but fewer processing facilities to handle them.
Tonsor estimated that cattle and hog processing dropped
by as much as 40% during the spring.

As that bottleneck was developing, so too were dis-
ruptions to export channels, which have become increas-
ingly important to the beef industry in recent years. The
worst of the “pinch point,” Tonsor said, was the last week
in April.

Though some characterized that time as a developing
meat shortage, Tonsor said that’s not accurate: “There
was no shortage of animals. There was a disruption in the
flow and at times the variety of products that consumers
could get. But for the calendar year, we not only expect
beef production to be higher, but also domestic beef con-
sumption to be up.”

The third shock stemmed from the first two. When
consumers knew they would be staying at home and lim-
ited in their movements and also learned of meat pro-
cessing slowdowns, some bought up large quantities of
beef and other food and goods, which was characterized
as a hoarding situation.

“The shift to more at-home consumption highlighted
that not all meat is equal,” Tonsor said, noting that de-
mand for ground beef products strengthened while de-
mand for steaks and related cuts — those normally sold to
restaurants — weakened.

By : Glynn Tonsor, K-State Research and Extension

The COVID-19 pandemic disrupted the beef supply chain and
consumer beef demand but the industry is working through a
backlog of market-ready animals.

Despite disruptions to beef exports, overall interna-
tional trade has helped temper the negative effects of the
pandemic on the U.S. beef industry, Tonsor said, warn-
ing that a growing protectionism sentiment in the United
States will work against the marketing of beef exports.

As of June 1, Tonsor said there were about 1 million
head of cattle backed up in the supply chain because of
packing plant closures and marketing chain disruptions.
By Labor Day, however, he believes much of the backlog
will be processed.

“We’re getting much more current,” he said, but cau-
tioned, “these plants have been running quite hard. We
can’t take labor availability for granted. | don’t antici-
pate another situation where we have a 40% decline in
production like we did in April, but we could still have
some dips.”

He shared the most recent live cattle price outlook re-
leased by the Livestock Marketing Information Center
which estimated the average slaughter steer price for the
third quarter this year at $99 to $102 per hundredweight
(cwt), which would be down 7.1% from a year ago.

Fourth quarter prices are expected to average $108 to
$112 per cwt, down 7.5% from a year earlier, partly ow-
ing to heavier cattle and more beef as a result of working
through the backlog. The overall average price for 2020
was estimated at $107 to $109, a decrease of 7.5% from
2019.

LMIC projections for next year indicate an increase
in prices, with first quarter 2021 steer prices averaging
$113 to $118; second quarter averaging $116 to $122;
third quarter at $114 to $121 and fourth quarter at $117
to $125. Prices for 2021 overall were estimated at $117-
$120, which would be 9.7% higher than 2020.
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ENVIPIREES

Livestock Marketing

EMPIRE LIVESTOCK MARKETING LLC,
IS COMIMITTED TO OPTIMIZING YOUR PROFITS

We are committed to maximizing your income on livestock
and equipment through our markets. VWe also offer the
opportunity to procure replacements for your herd.

As the largest full-service marketer of livestock in the
Northeast, we operate six regional markets throughout
New York State; Vernon, Pavilion, Cherry Creek, Central Bridge,
Dryden and Bath.

Empire Livestock is proud to provide you the needed service
at all our livestock sales to meet the demands of your
operations. We are proud to be a New York Beef Producer
Association member and look forward to serving your needs.

For more information contact
General Manager, Ken Krutz 800-926-2667, extension 5452.

VISIT OUR WEBSITE
EMPIRELIVESTOCK.COM

“Supreme Quality Feeds”
Custom Feeds e Fertilizers e Farm Supplies
Bulk and Bagged Feed Deliveries
30 Depot Rd., Cochecton, NY 12726
(845)932-8282
www.cochectonmills.com

Agricultural Enterprises
J.F. ZUILL, Bainbridge, NY
Livestock Transport- BQA Certified- Local & Long Distance
Clean Safe Equipment- Experienced- Fully Insured
Hay Straw- Mulch- Equipment Sales- Flatbed Service

Cell- 607-316-0258 Phone-607-895-6478

Weekly Wednesday Livestock Auction

11:30 Misc. & Small Animals; 1:00 Goats & Sheep; 1:30
Calves; 2:30 Dairy followed by Feeders, Bulls, & Beef

Spring & Fall Feeder Sales
Monthly Horse Sales

Planning an auction or have cattle
to sell? Give us a call!

Competitive cow market guaranteed,
WE WORK FOR OUR FARMERS!

Livestock Sale Manager- Nelson Weaver 315-719-3459
Horse Sale Manager- Kaitie Rubin 845-798-2509
Ed Moran 845-701-2435
Day of Sale- Office- 607-369-8231
76 Maple Ave; Unadilla, NY 13849
Check us out on Facebook or at our
website www.unadillalivestockcompany.com
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ANGUS CATTLE HEREFORD CATTLE
” AIILLER F. ARye
Registered
Angus
Seed Stock / Freezer Beef
Tom Miller 7326 Tonawanda Creek Rd.
716-870-8338 Lockport, NY 14094
JKW Polled Herefords

John and Kathi Wagner
83 Howard Hall Rd
Catskill, NY 12414

(518) 469-3777 - cell
(518) 945-2638 - home
jkwpolledherefords@gmail.com

www.jkwpolledherefords.com

ROOFING/SIDING

Your Farm or Business
could be listed here.

Send Business card to
nybeefproducers@aol.com
or call 716-870-2777 for details

Murphy Farm
Registered Black Angus

Peter Murphy
1132 Rt. 80
Tully, NY. 13159

Home: 315-696-6092 Cell: 315-706-1693

Metal Roofing & Siding

cut to your length within 24 hours
painted, galvalume, galvanized, aluminum
18 colors in stock, #1 & #2

v trim & accessories
v windows & doors

v sliding door track
v poly/glass board

E.B.Martin Roofing Supply
2845 Rte 364
Penn Yan NY 14527
315-536-0944
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RED ANGUS CATTLE

eRWINDALE FARMs

Red Angus

Heifers For Sale by Private Treaty

Ellen TenEyck

Jason TenEyck, Kendra Lotz & Karla
Randy, Jennifer, Ty & Troy Gardner

1908 County House Road

Waterloo, NY 13165
315-539-8031/315-246-1359
erwindalefarms@yahoo.com
Visitors Welcome Only 6 miles South of 1-90 exit 41

5887 ST. RT. 23, CINCINNATUS, NY 13040

REGISTERED RED ANGUS
BULLS - COWS - HEIFERS - EMBRYOS
JAKE CHRISTY 607-345-0880

JOSH CHRISTY 607-345-1178
DAVE CHRISTY 607-423-2366

sales@uniformpro.com
www.brackelridgecattleco.com

BEEFMASTER CATTLE
Letendre Beefmasters
David and Mary Ellen Letendre Phone 315-717-1037
391 Allen Road

Richfield Spring, NY 13439

E-mail: Letendrefarmny@yahoo.com
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SIMMENTAL CATTLE

Qtﬁgeno Leire
IVIINISYEEARIV

Randy & Karen Rugenstein
Becky & Tom Snyder
Amy & Mike Pyra
585-398-2273 1848 Risser Rd

585-746-5039 Canandaigua, NY
RFFarm@hotmail.com

Raising Simmental Cattle With Proven Genetics

LIMOUSIN CATTLE

THREE GENERATIONS

ocust Over
30 years of

anec experience
1m0u S ln breeding

and
registering
quality
Limousin

genetics.

We are striving for more efficient performance
and improved carcass traits through artificial insemination,
use of EPDs and ultrasound evaluations.

Fullblood and Purebred seedstock available in the fall.

Call or visit is always welcome.

Mike Kelly (585) 237-3935 - Drew (585) 831-6699
7083 Davis Rd. « Perry, NY 14530 - mgky@frontier.com

LIVESTOCK SUPPLY. ...

The Best In Livestock Supplies & Equipment
From Brands You Know & Trust

Allflex Identification
Andis Clippers
Apache Creep Feeders
Easy Way Fly Stations
Ritchie Fountains
Smidley Steer Stuffers

Speedrite Fence Energizers
Stronghold Equipment
Sullivan Supplies

Titan West Equipment
Tru-Test Scales

330-457-2033
PO Box 190 - New Waterford, OH 44445
WWW.HIGHLANDLIVESTOCKSUPPLY.COM



Classifieds

For Sale- 2 Commercial Hereford heifers, 19 months & 17 months, each weighing 1000+ Ibs, &
ready to be bred. Both sired by Hercules, the 2016 Eastern States Reserve Champion Yearling
Bull. 100% grass fed herd. Vaccinations include Bovishield Gold FP5L5, Calvalry 9, ImRab, Pink
Eye Shield & recently dewormed with Eprinex & treated with Cylence fly control. Good quiet
temperaments, easily handled. Asking $1,900 for the pair. Field House Farm, (315) 662-3906 or
fieldhousefarmllc@gmail.com.

Bulls For Sale- 3 Black Bull Calves- born January/February 2020- will be ready to go in
Oct/Nov. You pick $1850. Lots of Show heifer prospects. Jeanne- Simme Valley 607-423-4888
Jeanne@SimmeValley.com

For Sale- Bulls For Sale - 3 Registered Black Angus Bull calves born Jan/Feb/March 2020.
Strong genetics from some of the top sires in the country and NYS ROV Grand Champions,

Supreme Champions Overall, Regional Champions and NJAS Division Drive Finalist. Highway
Meadows Farm - Paul & Karen Glenister 315.882.3480 or 315.298.6648

For Sale- Commercial Angus and Angus X bred cows. 3 to 10 year olds, $1,200 - $800
depending. Bred to a registered Moderator Angus, will preg check before pickup. All regularly
vaccinated and dewormed. Not before end of September. Call Evan at 716-479-3826

Classified Ads are FREE to NYBPA Members

Why is 45 day weaning important to feeder calf health??

By : Glenn Selk, Oklahoma State University Emeritus Extension Animal Scientist

The “Value-Added” calf sales will begin in October and continue in the fall months. Therefore some of
the required weaning dates may already be here, and others are only a few days away. Most of the “Value-
Added” calf sales require that the calves are weaned at least 45 days prior to sale date. Some cow calf
producers may wonder why the post-weaning period needs to be so lengthy.

Data from lowa (Faber, et al. 1999 lowa State University Beef Research Report) from over a nine year
period in a couple of their feedout tests compared the health status of calves weaned less than 30 days to
calves weaned longer than 30 days. Data from over 2000 calves were summarized. Calves that had been sent
to a feedlot at a time less than 30 days had a higher incidence of bovine respiratory disease (28%) compared
to calves weaned longer than 30 days (13%). The percentage of calves that required 3 or more treatments
also was significantly different (6% versus 1%) in favor of calves that had been weaned more than 30 days.
In fact the calves weaned less than 30 days were not different in health attributes than calves that were
weaned on the way to the feedlot.

A summary of this lengthy study can be found on line at http://www.extension.iastate.edu/Pages/ansci/
beefreports/asl-1648.pdf. Vac-45 calves apparently have a real advantage in terms of health compared to
calves weaned for less than a month or those weaned on the way to the livestock market for sale date. Certainly
part of the “value” in value-added calves can be attributed to properly applied vaccinations. However, there
is little doubt that a portion of the improved health is due to the length of time between weaning and the
movement of calves to the next owner.
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The color of longer IBR protection.

Nasalgen® 3 offers young calves unrivaled BRD defense.
With 6.5 months of IBR protection, plus BRSV and PlL;,
NASALGEN is the insurance you need to give your young
calves the strong foundation they deserve.

And with a unique blue shadow, there's no second-guessing which
animals have been vaccinated. This cattle friendly vaccine is one
more way Merck Animal Health Works for you.

Learn more at Nasalgen.com.
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Lots will be available to view Sept.18 & 19 at Trowbridge Farms
Trucking coordination and assistance available.
518.369.6584 PHIL & ANNIE TROWBRIDGE phil@trowbridgefarms.com
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