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It’s possible with DNA testing to 
figure out which bull sired  your 
calves, but is it worth the hassle?
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  COMMENT By Gren Winslow

Let us slash some red tape

W ith Donald Trump pledging to take a 
knife to government regulations to stoke 
the entrepreneurial spirit of Americans, 

Canadians can only hope some of this zeal rubs off 
on Canadian bureaucrats. 

Of course, this is a faint hope. 
Canadian cattlemen, for example, are already prepar-

ing to adjust their own business plans to account for 
more regulations in the coming year. Transportation and 
traceability are two current areas where the regulatory 
engine is picking up steam.

Neither come as a surprise to cattle producers. Both 
have been on the back burner for years, and the beef 
industry has spent a good deal of coin doing what it can 
to inject as much common sense as possible into the dis-
cussions by funding research projects, developing cer-
tification programs and educational programming for 
producers and bureaucrats. 

The Canadian Food Inspection Agency’s regulatory 
amendments on the humane transport of animals are 
now known and people have until February 15 to com-
ment on them. 

Under the new rules the maximum time animals can 
go without food, water and rest has been reduced to 12 
hours from 18 for young animals not exclusively on hay 
and grain and from 52 to 36 hours for ruminants that 
only eat hay and grain. 

Beyond those times the cattle need to be off-loaded for 
food and water and eight hours of rest. The same excep-
tion also applies to any animal that becomes dehydrated 
or shows signs of exhaustion or nutritional deficiencies 
while on the transport.  

The details are found on the CFIA website, if you 
haven’t seen them already. 

What’s of more interest, I think, is the reasons given 
for introducing new stiffer regulations. To introduce 
consistency with OIE animal welfare standards for the 
transport of animals and the animal welfare standards of 
other countries, as well as increase compliance, improve 
animal welfare, reduce death loss/suffering and increase 
consumer confidence in animal food products.

Sounds good, yet most of the research shows that the 
vast majority of transported cattle in this country arrives 
just fine. Studies by Agriculture and Agri-Food Canada 
researchers found that 99.95 per cent of animals on truck 
over four hours reached their destination free of injury 
(99.98 per cent on trips under four hours). The average 
long haul was 16 hours and 95 per cent of them were 
under 30 hours. These results are well within the new 
guidelines, and with excellent outcomes. So what’s the 
problem?

It makes one wonder if the cattle industry has got 
caught up in some itch that CFIA needed to scratch to 

placate a political concern versus a real one, but no mat-
ter, there is no stopping it now. 

The Canadian Cattlemen’s Association was still pre-
paring its comment on the new regulations as this issue 
went to press but there were a couple of items we learned 
that will be in its document. 

One is the requirement for someone to be physically 
present at a slaughter yard, auction market, assembly 
yard or feedlot to sign for and receive the cattle. There 
are many situations where that would be an unrealistic 
expectation and would impose unnecessary costs, par-
ticularly on smaller operations. 

CCA will also be suggesting CFIA inject some clearly 
defined flexibility into the time limits for trips to account 
for unforeseen circumstances. Forcing a trucker to off-
load cattle in an unknown area and load them up eight 
hours later because his trip clock ran down, may well 
be a lot harder on the cattle than another few hours on 
the truck. The science is still unclear about which is best 
for the welfare of the animals, so the regulations should 
reflect that ambiguity

Cattlemen are also seeking less subjective definitions 
for terms that go into determining an animal is compro-
mised or unfit. Terms like “slightly lame” are in the eye of 
the beholder. 

The other regulation in the offing will create a more 
robust traceability program that will require mandatory 
premises identification and animal movement reporting. 
It too has been the subject of intense debate by govern-
ment and industry almost from the time mandatory ani-
mal identification was introduced in July 2001. 

Again, after much research and lobbying the industry 
believed it had hammered out agreement with CFIA on 
a Cattle Implementation Plan that took account of the 
practicalities of raising and moving large bovines from 
one place to another. That was 2011. 

The plan was updated as research results came in and 
technology improved. But somewhere along the line 
the goals changed inside the Ottawa offices of CFIA. 
The bureaucrats started asking for more control, more 
reading sites in situations that were totally impractical in 
today’s cattle business, and the industry started to balk. 

In December discussions opened up again and it 
appears a compromise has been struck to put traceability 
back on the rails. 

The upshot is, someday later this year or early next, 
you could again be asked to comment on a new set of 
regulations for mandatory traceability of cattle. 

Whether it will radically shorten the time it takes to 
run down TB reactors, or other diseased animals has yet 
to be known, but it is coming nonetheless.

I hate to envy Americans anything, but when it comes 
to cutting red tape, Trump has a better idea.  c
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Stalled, or Stuck?

Looking back, Charlie Gracey’s article 
(Beef industry seems to be stalled, Sep-
tember Canadian Cattlemen) made a 
case that the beef industry is stalled, 
using several supporting points to that 
effect.  It may be worse… is it stalled or 
actually stuck?

The Canadian beef industry is oper-
ating at a fraction of what it could be. 
Huge sums of money are invested each 
and every year in partial infrastructure 
that is to date returning little of any 
value (traceability, ear tags). Critical 
data (actual carcass yield and marbling) 
sits uselessly in computers, far away 
from those who could make important 
supply chain decisions for the better-
ment of all. Where there is industry 
consensus on doing something better 
(changes to the grading system), prog-
ress is mired in a swamp of bureaucracy. 
Industry initiatives (Beef Info Exchange 
System, Canadian Beef Improvement 
Network) struggle to generate a critical 
mass of involvement to ensure survival. 
Industry groups remain aplenty and are 
often at loggerheads, often based on his-
tory, philosophy, geography and even 
personalities.

Efforts to implement full traceabil-
ity in Canada have been underway 
for about 20 years. Total cost to date, 
including tags, various programs and 
organization startups and closures (e.g. 
CanTrace) is approaching a billion dol-
lars. The direct annual cost to beef pro-

ducers sits at about $13 million. And 
what do we have to show for it?  Few 
RFID tags are used as management tools 
while traceback, critical in the event of 
foreign animal disease, is limited by lack 
of movement reporting. We have yet to 
unlock the value-added potential that 
traceability offers.

Many years ago, Canada was well 
positioned to benefit from camera tech-
nology that determined carcass lean 
meat yield of individual carcasses more 
accurately than the present method. 
This is invaluable information that 
could be used in breeding programs. 
Despite several millions of dollars and 
years of effort, there is not a willingness 
to recognize the potential to improve the 
industry (and all businesses within) by 
sharing that data.

Grading of beef carcasses uses a 
system developed in the early 1990s. 
Consider the current yield grade for 
carcasses as a target with the vast major-
ity of the cattle hitting the “bullseye” 
of yield grade one. There is significant 
value differential amongst those cattle 
and we should be identifying the better 
cattle (including the highly refined mar-
bling score available from the camera), 
as well as their lineage to feed a genetic 
improvement system. Rather than full 
industry support for a highly refined 
system with data being shared, we are 
moving at glacial speed to the U.S. sys-
tem of yield classification. This is like 
trading in 20-year-old computer for one 
that is 15 years old.

Industry initiatives such as Beef 
Info Exchange System (BIXS) and 
Canadian Beef Improvement Net-
work (CBIN) continue to struggle 
to get whole industry support. Both 
are supply chain focused while logic 
still dictates to individual businesses 
in the beef supply chain to look out 
for No. 1… at the expense of numbers 
two and three.  

So, considering the massive potential 
for the beef industry, how do we get out 
of the mud? 
• �Leaders (industry and government) 
need to get traceability implemented in 
a way that adds value or move, within 
12 months, to a more affordable system 
that focuses strictly on foreign animal 
disease.

• �Producers must support initiatives 
such as BIXS and CBIN. Failure to do 
so indicates contentment with the sta-
tus quo with tens of thousands of dis-
connected businesses in a sector acting 
little like an actual industry.

• �Stop funding research and develop-
ment initiatives that do not meet the 
test of providing critical data and 
information to those who can use it in 
the supply chain.  

The first step to solving problems 
is recognizing that there is a problem. 
After that, success is all derived from 
social science: people. Stalled or stuck, 
we need to agree on what ails the sector 
and set about making changes.  

Mike McMorris,  
general manager of BIO

Crisis caused by 
packer/retailer 
control
I was most disappointed to read the 
article “An industry in crisis” in your 
December edition. While it is pleasant to 
speculate about better rancher/feedlot 
relationships I find it incomprehensible 
that an industry analyst like Mr. Gracey 
can’t see that the real cause of the crisis 
lies beyond the farm gate. 

The reason there is a shrinking cattle 
sector lies in the systematic value theft 
from cattle producers by the packing 
and retailing sector over the last 20 years. 
This is clearly demonstrated by Statistics 
Canada data showing that the difference 
between live slaughter cattle prices and 
retail beef prices (the spread) has more 
than doubled during this time period. 
Even at the recent peak of slaughter 
cattle prices, the spread was still twice 

what it was back in 1995. As producers 
we should not labour under the illusion 
that cattle prices were “too high” and we 
didn’t deserve them — consumers were 
still buying the beef and packers and 
retailers were still making money.  

Some cattle groups in the United States 
have started to ask hard questions follow-
ing the cattle price rise and its more rapid 
collapse over the last couple of years. 
Their suspicion is that the cattle futures 
market is being manipulated by the pack-
ers as the wild volatility does not reflect 
market fundamentals and is often totally 
disconnected from the cash market. 

They further speculate that the pur-
pose of this manipulation is to influence 
lender’s willingness to extend credit for 
feedlot cattle purchases. Is it a coincidence 
that earlier this fall rumours abounded 
that some Canadian feedlots couldn’t bid 
on calves as their lenders wouldn’t extend 
credit without slaughter contracts being 

in place and packers weren’t forthcoming 
with said contracts?  

It has often been said that vertical inte-
gration wouldn’t take place in the cattle 
sector because the packers couldn’t afford 
to buy the cow-calf land base. If, however, 
they can control the financing of cattle 
going into the feedlot, perhaps they see a 
way to gain the same level of control over 
the industry at essentially no cost? 

While it may serve the interests of 
packers and retailers to perpetuate the 
myth that it’s “just the cattle cycle,” I find 
it disingenuous for cattle industry lead-
ers to do the same. With their recent self-
awarded increases in checkoff funding 
you’d think the Canadian Cattlemen’s 
Association and its provincial affiliates 
would come out fighting on these issues 
on behalf of their members — unfortu-
nately their silence is deafening.   

Iain Aitken
Belmont, Man.
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NewsMakers
Marty Carpenter, the 
director of the Canadian 
Beef Centre of Excellence 
at Canada Beef in Calgary 
is set to retire March 1. He 
received his Certified Chefs 
de Cuisine designation in 
1991 but for the past 23 

years his career has focused totally on mar-
keting Canadian beef with the Alberta Beef 
Producers, the Beef Information Centre and 
later Canada Beef. He’s held a few market-
ing positions at Canada Beef but was named 
director of the $3.8 million world class food 
demonstration and training facility in Cal-
gary when it was opened in March 2015. 

The national checkoff agency has a new 
name. To clear up any confusion the legal 
name Canadian Beef Cattle Research Mar-
ket Development and Promotion Agency, 
has been officially shortened to the Cana-
dian Beef Check-Off agency (CBCA). 

Dr. Jock Buchanan-Smith 
has recently retired from 
his second job as techni-
cal administrator of the 
Beef Cattle Research Coun-
cil. He joined the council 
in 2001, the same year he 
retired from a distinguished 

research career at the University of Guelph 
department of animal and poultry science 
where he authored hundreds of peer-reviewed 
journal articles and publications on beef cat-
tle nutrition and management. He chaired 
the National Academy of Science committee 
that revised the nutritionists’ bible Nutrient 
Requirements of Beef Cattle in 2000 and ran 
his own herd of cattle until 2006. He received 
the Queen Elizabeth II Diamond Jubilee 
Medal in 2012 for his commitment to the beef 
industry, his community and his country.

Willie Van Solkema, the former presi-
dent of JBS Canada and Canadian busi-

ness manager of Cargill Foods, recently 
resigned as chairman of the Canadian 
Beef Grading Agency. He is a former board 
member of the industry-run agency and 
took the chairman’s post in June last year 
to replace Graeme Hedley who retired 
for health reasons after serving as chair-
man for 16 years. Dennis Laycraft, the 
executive vice-president of the Canadian 
Cattlemen’s Association, is serving as act-
ing chairman until elections can be held at 
the agency’s next annual meeting. 

Former Georgia governor Sonny Per-
due is the new agriculture secretary of 
the United States. He  grew up on a row-
crop farm, has a veterinary degree and 
an extensive background in agriculture 
business. As governor he opened Geor-
gia’s international trade office in China. 
His most recent venture, Perdue Partners, 
is involved in exports of American goods 
and services. c

  THE INDUSTRY

Marty Carpenter Dr. Jock Buchanan-Smith

More and more firms just calculate numbers.
We help calculate your next move.

MNP Understands Agriculture. 
In fact, it is both a specialty and a passion. Our business 
consultants, financial advisors and professional agrologists are 
intimately familiar with all aspects of the beef industry. Which 
means not only can we help you make sense of the now, but we 
can also help show you what’s next.

Contact Scott Dickson, CPA, CA, Director – Livestock Services 
at 1.877.500.0779 or scott.dickson@mnp.ca

We specialize, you capitalize. Visit MNP.ca to learn more.
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Because it is compulsory to dis-
pose of reactors to the test for 
tuberculosis, the Dominion Gov-

ernment pays compensation for such 
animals so that the owner will be helped 
to build his herd with healthy cattle.

Compensation on purebred cattle 
is up to $100 and grades up to $40. No 
compensation is paid for scrub bulls or 
cattle with lump-jaw which are reactors 
to the tuberculin test. Many people have 
the false impression that the above men-
tioned compensation is all the money 
received for T.B. reactors. That isn’t the 
case though. These reactors have to go 
to an abattoir where they will be slaugh-
tered under inspection by the veterinary 
inspectors of the Dominion Health of 
Animal’s Branch. Some reactors will only 
have T.B. in the glands of the head and 
none in the rest of the body. With such an 
animal, the head will be condemned and 
the rest of the carcass approved as meat 
fit for human consumption. The owner is 
paid by the packing house for the edible 
meat. Therefore, if the animal was a pure-
bred, he could receive $100 compensa-
tion plus the value of the edible part of 
the carcass.

But sometimes tuberculosis is so 
bad in the animal — in the lungs, liver, 
head, kidneys, spleen, etc. — that the 
whole animal is condemned and has to 
go to the “tank” where it is cooked for 
several hours by steam under pressure 
to kill all the T.B. bacteria. After that it 
is made into fertilizer. Mounted speci-
mens showing tuberculosis in the lungs 
and liver from condemned animals were 
shown at the meetings around Calgary. 
For condemned animals, the Dominion 
Government pays an extra condemnation 
compensation which equals the amount 
that a condemned animal would have 
been worth for beef, had the meat been 
fit for human consumption. This means 
that an owner of a purebred that is con-
demned could receive $100 plus the car-
cass value, the same as if the animal had 
been healthy. 

This special condemnation compen-
sation is a great help to the owner of the 

herd badly infected with tuberculosis and 
it enables him to finance the rebuilding of 
the herd with healthy animals.

Probably the compensation doesn’t 
seem high with present day prices, but it 
must be remembered that reactors to the 
T.B. test are known diseased animals that 
no one would buy at all.

Livestockmen are becoming very con-
scious of having disease-free herds as well 
as raising cattle of high quality. Buyers are 
looking for disease-free stock and are will-
ing to pay extra for such animals. That little 
extra is one of the best investments in the 
world, whether it is to make sure tuberculo-
sis or Bang’s disease will not be bought with 
the animals. Breeders holding sales should 
sell only cattle free from such diseases. The 
expense of having the necessary tests will 
come back many times at the sale. One has 
only to look at the various breed journals to 
see the aggressive attitude of many breeders 
in advertising their cattle as free of tuber-
culosis and Bang’s disease. Many also have 
their herds built up with cattle that were 
vaccinated as calves against Bang’s disease 
and advertise this fact. For several years 
now, American buyers have been going into 

Ontario for dairy cattle and demanding 
those that were vaccinated as calves against 
Bang’s disease. They have been paying an 
extra $10-$25 for these vaccinates. Alber-
tans are looking for such animals too, as 
they know a resistance against Bang’s dis-
ease is worth a lot to them. These animals 
are hard to buy in Alberta and one dairy-
man is going to Ontario for his additions. 
We get more inquires all the time. “Where 
can I buy calves vaccinated against Bang’s 
disease?” Albertans are also paying extra for 
these animals. In March 1950, one dairy-
man paid $50 extra each for five Jersey heif-
ers because they had resistance to Bang’s 
disease through calfhood vaccination. So 
calfhood vaccination is paying dividends 
other than reducing the abortion rate in 
Alberta herds.

It is planned to have meetings south 
of Calgary to lay the groundwork for 
extending the T.B. Restricted Areas as 
soon as the roads are better and seeding is 
fairly completed. Cattle from High River 
and Turner Valley pasture up in the for-
est reserves west of Calgary, so it would 
be impossible to keep them separated 
from T.B. tested cattle that may be in the 
reserves from M.D. 45 and I.D. 46. Cattle 
from around Calgary are also pastured in 
areas to the east so a large block of munic-
ipalities around Calgary will be dealt with 
as a unit to make the working of the T.B. 
Restricted Area plan as practical as pos-
sible to avoid a lot of inconvenience to the 
cattlemen.

The remaining areas in southern 
Alberta will also be dealt with as large 
groups of municipalities and improve-
ment districts as possible to make practi-
cal units. 

The question of cost frequently comes 
up. There is no cost for the T.B. test to the 
cattle owner. The travelling expenses of 
the inspectors on area testing is defrayed 
by the provincial government and the 
salaries paid for by the Dominion gov-
ernment.  c 

For more of the past from the pages of  
our magazine see our History section  
at www.canadiancattlemen.ca.

  our history

Compensation for T.B. Reactors 
Found in Restricted Area Testing
By Dr. E.E. Ballantyne, director of Veterinary Services, Edmonton, Alta. 
Reprinted from the May 1950 Canadian Cattlemen

Dr. E.E. Ballantyne, director of Veterinary 
Services, Edmonton, Alta.
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Collecting DNA samples for par-
entage testing from bulls and the 
resulting calves from multi-sire 

breeding pastures is the only way to find 
out each bull’s value to your operation. 
A bull might come with a great package 
of traits you want to see passed to your 
calves, but the bull’s value is question-
able if the calves fall short of expecta-
tions. A bull that breeds only a few cows 
clearly isn’t worth much at all.

“Our big findings so far are that a lot 
more bulls out there are doing less on the 
job than we think and we can’t blame it 
all on known traits like age,” says Stacey 
Domolewski, a University of Saskatchewan 

masters candidate who has been working 
with six Saskatchewan ranchers to evalu-
ate whether sire verification is practical 
and economically feasible for large com-
mercial herds.

She and the ranchers knew going into the 
study that performance would vary among 
individual bulls; however, the degree of dif-
ferences was unexpected considering that 
all of the bulls had passed their breeding 
soundness evaluations.

“If producers had thought that a bull 
would only sire a few calves, they would 
have culled the bull before breeding season. 
None of the bulls were questionable, yet we 
see that as long as a bull passed the semen 

Which bull sired that calf?
Parentage testing in multi-sire pastures goes under the microscope

By Debbie Furber  cover  •  breeding

As long as a 
bull passed 
the semen 
test, a higher 
score didn’t 
necessarily 
result in more 
calves sired

Stacey Domolewski  says there are more bulls doing less on the job than you might think, according to an ongoing multi-sire breeding study on six ranches.
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test, a higher score didn’t necessarily result in more calves sired,” 
Domolewski says.

The surprise was that some of the young (yearling) bulls sired as 
many or more calves than the mature (three years and older) bulls.

“We expected the younger bulls to sire fewer calves, and overall, 
young bulls are siring fewer calves, yes, but there is a lot more 
variance among mature bulls. Some sired three times more than 
expected and others sired only a couple of calves,” she explains.

A sample set of one year’s data from one herd shows that there 
were four mature bulls, one two-year-old bull and one yearling 
bull with 147 cows in one of the breeding groups. One of the 
mature bulls sired 53 of the 128 calves sampled, while another 
sired only 10. The other two sired 20 and 28 calves. The two-
year-old had the poorest showing with only five offspring and 
the yearling sired 11 calves.

In another breeding group with two mature bulls and two year-
lings with 83 cows, one mature bull sired 24 of the 70 calves sam-
pled. The yearlings sired 15 and 19 to outdo the other mature bull 
with 12 calves to its credit.

Domolewski calculates a breeding proficiency index (BPI) for 
each bull to compare its performance across all breeding groups in 
the six participating herds. The BPI is based on the bull-to-cow ratio 
in each breeding group. If, for example, the ratio was 1:25, then 25 
calves would be expected. If a bull sired more calves than expected, 
the BPI is higher on the index. Those that sired fewer than expected 
ranked lower with zero being the baseline.

The challenge for her study and producers alike is the long inter-
val between breeding and having calves on the ground to sample.

Calves were sampled for the most part during routine spring pro-
cessing, making it nip and tuck to have the large set of results back 
in time to make culling decisions before the start of the immediate 
breeding season.

Sampling calves at weaning might be an option for those who 
handle calves before or at weaning. In the meantime, however, the 
bulls would have already sired another set of calves without produc-
ers knowing how well each is performing, Domolewski explains.

Producers now have two years of their own test results in hand 
and Domolewski is working on the overall compilation to wrap 
up her thesis in the first part of 2017. Others will carry on with 
the study for at least one more test year under the guidance of her 
supervisor Dr. Bart Lardner.

On the Ranch
Two ranchers participating in the study, Karmen McNabb of East-
end, and Leanne Thompson of Ceylon, have shared their insights 
with producers at events during the year.

McNabb and her husband, Jason, run 450 cows in the Cypress 
Hills of southwestern Saskatchewan. Thompson and her husband, 
Ryan, have 800 cows and 500 to 600 calves in their feedlot in the 
far south of central Saskatchewan.

They agree that collecting the samples is actually the easiest part 
of parentage testing. Tail-hair samples from bulls need only be col-
lected once in the animal’s lifetime and this can be done whenever 
they are handed for other procedures. Likewise, the labour and 
time requirement for taking ear-tissue samples from the calves is 
minimal when done during routine handling.

The time lag between breeding and being able to use the results, 
along with merging the results with herd management records to be 
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able to make the best use of the information 
are the larger challenges.

McNabb says it has been a real eye-
opener to find out that some bulls are 
working really hard and some aren’t 
doing much of anything even though all 
of the bulls passed their breeding sound-
ness evaluations. For instance, one yearling 
produced 54 calves while in a pasture with 
five other bulls. In another group, the four-
year-old bull they figured would be king of 
the mountain sired four.

“So, in theory, parentage testing is a really 
good idea. Practically, it’s tricky to man-
age,” she says. The downside is that it’s slow 
just because of the natural breeding cycle 
topped off with timing the sampling to have 
test results back ahead of breeding season. If 
the decision is made to cull any of the bulls, 
even a week or two in advance of turnout 
isn’t enough time to find quality replace-
ments because most bull sales have come 
and gone by then.

She’s thinking that staging their brand-
ings to collect and submit samples for 
testing in smaller groups as calving sea-
son progresses might be an option for 
their ranch because they manage spring 
processing on their own with the use 
of a handling system and tipping table. 
Although they wouldn’t have the big pic-
ture until all calves had been tested, this 
strategy should at least give them enough 
information to identify trends well ahead 
of breeding season.

Whether parentage testing will be eco-
nomically viable based on bull-culling 
decisions alone remains to be seen. The 
McNabbs typically buy yearling bulls and 
keep them for three to four years on aver-
age. They have culled one bull because 
of the low number of calves it sired both 
years of the project; however, the practi-
cality of waiting for two years of results 
to make culling decisions is questionable 
when most bulls have only a year left by 
then anyway. 

They are leery of culling a young bull due 
to one poor year when other factors such as 
pecking order may have been at play and the 
bull could very well have at least two good 
years ahead.

Use of one sample to test for parentage 
plus other traits of importance to their 
ranch might be the best way to get the most 
value from genetic testing, she adds.

Overall, she feels that the effort put 
into sire verification has been worthwhile 

because it has provided enough informa-
tion to spot big differences and trends. It 
has been interesting to find out whose calf 
is whose, and more so now that they’ve 
introduced bulls of a second breed to find 
out what each breed is contributing to their 
operation as far as calf weaning weight goes.

There again, weaning weights have to 
be considered in the big-picture context 
because there can be significant year-to-
year differences due to factors other than 
the bull’s genetics, such as weather condi-
tions, time of calving, and to a lesser degree, 
cow-calf mixups.

McNabb is confident that her records are 
as accurate and complete as can be for a 
large commercial herd. As she puts it, “real 
life happens” when the cows are calving on 
pasture and sometimes newborns end up 
with the wrong dam.

Checking up on  
heifer bulls
The Thompsons had already been consider-
ing parentage testing as a potential manage-

ment tool when the opportunity came along 
to participate in the study.

Leanne Thomson says the main use so 
far has been to solve calving issues with the 
heifers. Even though they select calving-
ease bulls for use on heifers, the genetics 
don’t always hold true and the year before 
the study was a prime example with lots of 
trouble due to big calves.

The first year of the study, she started 
collecting samples as the heifers calved from 
any calves that were weak, lazy, got sick or if 
the heifer had trouble calving to get an early 
indication as to whether certain bulls were 
the cause of the problems.

“It has proven useful already. Just solving 
the calving trouble issue alone has been well 
worth it,” Thompson says. “The next step, 
if we continue to sample all of the calves, I 
think, will have to be to use the information 
in more ways by developing a performance 
metric to identify certain bulls for use as 
terminal sires for feeder cattle and certain 
bulls that turn out the nicest heifer calves 
for replacements.”

Since parentage-test results aren’t in 
report form useable for this kind of pur-
pose right off the bat, she suggests that it’s 
important to have someone who is com-
fortable with using computers and herd 
management programs who can clear the 
time to dedicate to record keeping in order 
to be able to use the information to its full 
advantage.

Unfortunately, she was left searching for 
a new herd management program after 
receiving notice toward the end of summer 
that the software they had been using was 
about to be discontinued. With that came 
the onerous task of transferring nearly 
three years of records into a new program 
and making sure everything was working 
as it should. The light at the end of the 
tunnel now is the flexibility and features of 
the new program in that it is a web-based 
product that doesn’t require installing 
updates and information can be accessed 
from anywhere including by smartphone 
out in the field. 

It does track sire and dam parentage with 
reporting options to analyze the data.

She adds that the quality of the samples 
does make a difference as to how quickly 
the results come back and the completeness 
of the results, although there will always be 
non-matches for reasons other than poor 
samples, such as a cow that jumps in with a 
neighbouring herd or the neighbour’s bull 
visiting your herd. 

For future reference, it’s wise to note 

breeding

12     C at t l e m e n  ·  F E B R U A R Y  2 0 1 7 	   www.canadiancattlemen.ca

Continued from page 11

Ear tissue samples are 
recommended for calves 
because the tail hairs are 
so fine it’s difficult  
to get enough skin  
cells for testing 

Steven James  
Quantum Genetix



known incidents such as these as they hap-
pen along with reasons for pulling any 
bulls during the breeding season so that 
the details won’t slip your mind later on. It’s 
also important whenever possible to collect 
tissue samples from calves that die to have 
a complete picture of each bull’s value as 
a sire and be able to detect issues over the 
longer term.

Collecting samples
Quantum Genetix at Saskatoon, Sask., is 
running the analyses for the study. Research 
director Steven James explains that pulling 
approximately 25 hairs from the tail switch 
of each animal is an easy and efficient way to 
sample bulls and cows. Keeping in mind that 
it’s the skin cells attached to the root end of 
the tail hairs that are needed to run the test, 
use needle-nose pliers to give a sharp tug 
upward against the lay of the hair pulling 
five to 10 strands at a time and checking 
to make sure the bulb of skin on the root 
remains intact. 

Clip off wet or soiled hair that could 
spoil the sample and seal each animal’s 
sample in its own paper envelope or bag, 
label it with the animal’s identification 
number from your records (dangle tag 
management number, Canadian Cattle 
Identification Agency electronic identifi-
cation tag number, tattoo), and store the 
samples in a cool, dry place until sending 
them to the lab.

Ear tissue samples are recommended 
for calves because the tail hairs are so fine 
that it’s difficult to get enough skin cells 
with them for testing. The tissue samples 
are collected with tagging pliers that place 
a small punch of skin directly into a bar-
coded and numbered Quantum collection 
tag. Samples must be accompanied by a 
list of corresponding animal identification 
numbers. These samples need to be put in 
the freezer as soon as possible, kept frozen 
until shipping, and sent or delivered to the 
lab the quickest way possible, preferably in 
an insulated container with freezer packs 
so that they remain cool during transport.

Instructions for taking hair and tissue 
samples are available on Quantum’s web-
site under the submission-forms tab, where 
prices for various tests can also be found. 
In addition to parentage testing, Quan-
tum offers testing for genes associated with 
performance traits (leptin, tenderness, fat 
deposition, ribeye area, stress response and 
appetite), inheritance of red and black coat 
colour, polled and horned traits, and genetic 
defects. Package pricing can be discussed if 

more than one type of test is required for 
each sample, James adds.

The cost of the Quantum tissue collec-
tion tags is included in the price of the test, 
currently at $12 per animal. Skin-tissue tag-
ging pliers can be purchased for $75.

For record-keeping convenience, Quan-
tum tags and CCIA electronic identification 
tags with matching numbers can be ordered 
together from the CCIA for roughly $4 per 
set. The Quantum tag with the CCIA num-

ber stays with the sample and the CCIA tag 
is applied with the appropriate tagger in 
another spot on the ear.

James says turnaround time for parentage 
testing depends on the number of samples 
submitted and the number of work orders 
ahead of yours. As a general guideline, allow 
about a week for up to 100 samples and four 
weeks for up to 500 samples.

For more information, visit www.quan-
tumgenetix.com, or call 306-956-2071.  c
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Dr. Stephen Miller jumps from 
the frying pan into the fire, so to 
speak, with a recent career change 

from the leading edge of fundamental 
research in beef cattle genomics to the 
cutting edge of its implementation.

“It’s exciting to be involved in the deci-
sions on how to put the research into prac-
tice,” says Miller of his new position as direc-
tor of genetic research with Angus Genetics 
Inc. (AGI), St. Joseph, Missouri. 

“Genomics is a transformative technol-
ogy because it greatly accelerates the rate of 
genetic change by evaluating more animals 
for more traits at younger ages.”

Miller became well-known within Cana-
da’s beef industry for genomic research dur-
ing his 20 years at the University of Guelph, 
obtaining his doctorate in animal breeding 
and genetics specializing in beef cattle, and 
continuing his career in that area with the 
department of animal and poultry science. 
Recent projects included the Canadian Cat-
tle Genome Project and the related interna-
tional 1000 Bull Genomes Project as well as 
genomic innovations projects investigating 
prediction tools to improve fertility, feed 
efficiency and carcass and meat quality led 
by the Canadian Simmental Association. 
Most recently, he spent nearly three years 

with New Zealand’s AgResearch animal 
genomics team.

Miller joined AGI in September as two 
major projects were starting to unfold. 
Both have implications for Canadian Black 
Angus genetics as well because AGI, a sub-
sidiary of the American Angus Association, 
runs genomic evaluations for Black Angus 
cattle in both countries and also provides 
this service for the American and Canadian 
Charolais associations. Genomic evalua-
tions for Canadian Red Angus cattle are run 
with those for the Red Angus Association 
of America by the American Simmental 
Association, which also handles Canadian 
Simmental genomic evaluations.

Single-step genomic 
evaluation
One project involves rolling over from 
the current two-step method of generat-
ing genomic evaluations to the single-step 
(creep) method, described in a recent 
journal article by a University of Georgia 
research team, and already in use for Hol-
stein cattle, pigs and poultry.

As Miller explains, the single-step method 
eliminates the need for the periodic calibra-
tions required for the two-step method. Cali-
brations correlate the genomic information 

for all genotyped animals in the database with 
the phenotypic information (pedigree, perfor-
mance and progeny records) for all animals in 
the database to determine how well the two 
relate and adjust the prediction equation for 
each trait accordingly. Next, the genetic infor-
mation for every genotyped animal needs to 
be run through the new prediction equation to 
establish each animal’s molecular breeding val-
ues for each trait and to merge with its pheno-
typic information for the genomic-enhanced 
expected progeny differences (EPDs).

The first calibration in 2010 included 
genotypes for 2,253 animals leading to the 
breed’s first set of genomic-enhanced EPDs. 
Including genomic information improves 
the accuracy of EPDs particularly for young 
sires because it adds the equivalent of seven 
to 24 performance records, depending on the 
trait, even before the bull sires any offspring 
at all. Calving ease direct, heifer pregnancy 
rate, weaning weight and yearling weight are 
among the traits with the highest number 
of progeny equivalencies, whereas, carcass 
weight and marbling are at the lower end.

The bottom line is that the progeny equiv-
alencies as well as the correlations for the 
prediction equations change with each cali-
bration. Through the years since 2010, geno-
types have been added by leaps and bounds 
as DNA testing became more affordable and 
mainstream among breeders. Calibration 
five in July 2016 added genomic informa-
tion for 108,000 animals to total 256,000 
genotypes altogether in the database.

“So, our EPDs are getting more accurate 
and breeders see that as progress, but adding 
genotypes in big jumps of 50,000 or more 
all at once causes some abrupt EPD changes 
and re-ranking of sires,” Miller explains. 

Re-ranking is most apparent among 
younger animals, but not so much the 
older ones because the genetic information 
is overwhelmed by the sheer number of 
progeny records that go into the calculation.

These abrupt changes are also evident 
when genetic evaluations are run only twice 
a year. Since 2010, Angus evaluations have 
been run weekly.

The single-step method handles genomic, 
phenotypic and pedigree information 
simultaneously so that new genetic infor-
mation can be added as it comes in instead 
of having to wait for a calibration to update 
the prediction equation. The correlations 
and progeny equivalencies still change, but 
the changes are gradual.

Since last May, the single-step method has 
been in use for some traits to evaluate its abil-
ity to process information from a database 

16     C at t l e m e n  ·  F E B R U A R Y  2 0 1 7 	   www.canadiancattlemen.ca

stephen Miller 
closes the loop

By Debbie Furber  breeding

Stephen Miller is the new director of genetic research at Angus Genetics Inc.  PHOTO Angus genetics inc
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as large as AGI’s. Starting in November, the 
one-step and two-step (based on calibra-
tion five) methods were running side by side 
every week to detect any significant issues. 
The plan is for a complete switch over to the 
one-step method by this spring for Angus 
cattle and then for AGI’s other clients.

Structured  
sire evaluation
Before genomics — not all that long ago con-
sidering the first complete bovine genome 
was sequenced in 2009 — pedigrees and 
actual performance data of an animal and 
its offspring were the only tools available to 
establish its genetic merit. The only way to 
prove carcass traits for EPDs was to organize 
trials to follow progeny through to harvest 
to get the actual carcass data, Miller explains, 
giving the Charolais breed’s “conception to 
consumer” program as one example.

Progeny trials have limitations in that the 
cost restricts the number of sires that can be 
evaluated each year and, because of the time 
frame from conception to harvest, some of 
the test sires may have been culled before 
the results are in hand.

DNA testing is much more timely and 
cost-effective than progeny trials now that it 
is becoming more the norm, Miller says. As a 
point in fact, genomic test results were submit-
ted with more than one-quarter of the Angus 
cattle registered with the American association 
in 2015 alone. As of early November 2016, there 
were 272,000 genotypes in AGI’s database, up 
16,000 from the July calibration.

To use a genomic prediction of carcass 
traits or any trait with confidence, there 
has to be a bulk of phenotypic information 
(reference population) for comparison to 
underpin the prediction equation.

Although there are 1.8 million yearling 
ultrasound records in AGI’s database, those 
only tell part of the story when it comes to 
actual carcass performance, Miller explains. 
Ultrasound is a useful predictor of genetic 
merit because the correlations between 
ultrasound and carcass measurements are 
high, for example, over 0.7 in the Angus 
database between ultrasound per cent intra-
muscular fat in yearling bulls and marbling 
in finished steers. Adding actual carcass data 
strengthens the genomic predictions.

Since AGI’s database holds only 112,000 
actual measurements for carcass weight, 
ribeye, back fat and marbling collected 
over many years, AGI’s board of directors 
has decided to be proactive about getting 
measured carcass data by implementing a 
structured sire evaluation project.

Participating herds are large commercial 
operations that have the resources to do 
artificial insemination, record keeping and 
finish the calves or retain ownership to get 
carcass data from packers.

The reference population is being seeded 
with high-use Angus sires so far including 
AAR Ten X 7008 SA, Connealy Impression, 
Connealy Right Answer 746, GAR Prophet, 
and S Chisum 6175. The 24 test sires are 
some of their high-use progeny with a lot of 

ultrasound records on progeny, but lacking 
carcass data.

The first year, 1,850 cows were AI’d 
to the test sires from December 2015 
through spring 2016. Another 2,000 cows 
will be AI’d this year with the hope that 
the program will be ongoing to test addi-
tional sires.

Miller says tenderness scoring isn’t part 

Continued on page 18
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of this project because it is expensive and intensive requiring meat 
samples from each carcass to be collected at the plant and trans-
ported to a lab for testing.

An interesting add-on will involve collecting information on feed-
lot health traits, primarily the ability of test progeny to resist bovine 
respiratory disease during the feeding period. A scoring system devel-
oped by university and government researchers is being considered 
for use to record disease characteristics in live animals including the 
severity of temperature, eye and nasal discharge, cough, and depres-
sion. The analysis could tell whether there are sire differences and 
genomic relationships that might make it possible to get a genomic 
prediction.

More data from commercial herds
While research and technology have added new traits and 
increased the accuracy of selection tools, most of the phenotypic 
information has been collected from seedstock herds. To move 
ahead, emphasis needs to shift to collecting phenotypes from 
commercial herds. Those phenotypes, combined with genomics, 
can contribute to the selection of breeding stock beyond seedstock 
herds, in turn closing the loop from genetic research to seedstock 
to commercial producers.

“At the end of the day, all the best science is for naught if it does 
not show up in an improvement in cattle on the ranch, in the feedlot 
and the beef on consumers’ plates,” Miller says.  c

BULL SALE
Thursday, February 16, 2017

on the Ranch at Russell, Manitoba

Black and Red Simmentals,
Angus and Simm-Angus bulls
Also Selling Bred Commercial Females

80 Two Year 
Old Bulls

Miles Glasman (204) 773-6275
Bonnie Glasman (204) 773-0094
Jared Glasman (204) 796-0999

(204) 773-3279
mjsimmentalangus@gmail.com

Matthew & Leanne Glasman
Cell:          (204) 773-6055

(204) 773-3209
mlg@glasmanfarms.com

Visit Us At: 
www.mjsimmentalangus.com

www.glasmanfarms.com

Or Come See Us 
At The Auction:

2 1/2 miles South of 
Russell on Highway 16

MMJ 5058C

PB Black SimmentalPB Black SimmentalPB Black Simmental

MMJ 5155C

PB Red SimmentalPB Red SimmentalPB Red Simmental
BDS 511C

PB Red Simmental

MLG 19C

PB Black Simmental

Also Selling Bred Commercial Females
MMJ 5023C

MLG 19C

PB Black Simmental

PB Black Simmental
MLG 39C

PB Black Angus

Continued from page 17

Grow informed.
With the new web series: AGGronomyTV

AgCanada.com is proud to present this new informative web video series.
AGGronomyTV is a series of videos that covers today’s top issues related
to soil management and crop production. Video topics include:

Scan the code or visit the website for more information

www.agcanada.com/aggronomytv

 New Seeding Technology
 Tire Performance
 4R Stewardship
 Growing Soybeans

 Crop Suitability for 
 NW Saskatchewan
 Plus more…

Sponsored by
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By Reynold Bergen  research on the record

Deciding What Research 
and Innovation to Fund

This column usually features Beef Cattle 
Research Council (BCRC) projects sup-
ported by Canada’s national checkoff, mainly 

through Canada’s Beef Science Cluster. The cur-
rent Beef Cluster involves the BCRC, Agriculture 
and Agri-Food Canada, Alberta Beef Producers, the 
Alberta Cattle Feeders Association, Manitoba Beef 
Producers, Beef Farmers of Ontario, the Quebec Beef 
Producers Federation, DuPont Pioneer, the Grey 
Wooded Forage Association, and provincial govern-
ment funds from Alberta, Saskatchewan and Ontario. 
By pooling resources and co-ordinating funding 
decisions, funders can avoid duplication and increase 
the odds that more good projects will go ahead. The 
Beef Cluster allows Canada’s beef industry to sup-
port much more and better research than we could 
in the past with limited national checkoff dollars 
alone. The BCRC is now deciding which new projects 
to fund through the next Beef Cluster (2018-23), so 
this month I explain how the BCRC decides what 
research to fund. 

The first step is to decide what questions the beef 
industry needs researchers to tackle. This started with 
our online beef research survey in Spring 2016, where 
we asked participants to rate various research topics as 
extremely, very, moderately, slightly or not important. 
Over half of the 500 survey responses came from pro-
ducers across Canada. We also survey other funders 
on an ongoing basis to track the forage, cattle and beef 
research they are funding. We asked those funders 
whether recently completed projects solved the target 
problem, or whether more work is needed. 

We presented this information to over 100 producers, 
researchers and industry experts at two national work-
shops hosted by the BCRC in 2016. Workshop partici-
pants went on to identify specific research targets in eight 
priority areas: beef quality, food safety, animal health and 
welfare, antimicrobial resistance, forage and grassland 
productivity, feed efficiency, environmental sustain-
ability and technology transfer. The targets identified 
in these workshops were reviewed and refined through 
additional consultation with other experts, and ulti-
mately approved by the 12 producers on the BCRC. 

The next step is to find project ideas to achieve these 
research targets. We start by asking researchers to sub-
mit a “letter of intent” (LOI), which is a brief summary 
of what they’d like to research, how their idea is aligned 
with our research targets, and a rough budget. Each 
LOI is sent to the BCRC producer members, and is also 
reviewed by BCRC staff and independent specialists. The 
BCRC members will meet in early February to discuss 
each LOI, consider the specialist and staff perspectives 
and recommendations, and decide which LOIs to pursue 

in more detail. At least half of the LOIs usually drop out 
of the running at this stage. 

Researchers who submitted successful LOIs are then 
invited to submit a full proposal containing a much 
more comprehensive and detailed research plan, time-
line and budget. Sometimes we’ll have similar LOIs 
from different researchers. When that happens we’ll 
often ask the different teams to collaborate and sub-
mit a joint proposal. We send each proposal to two 
other researchers who are currently active in that field 
of research, usually elsewhere in North America. Each 
“peer reviewer” anonymously scrutinizes the proposal 
to ensure that the research being proposed is new, prop-
erly designed, scientifically sound, uses appropriate and 
current techniques and analyses, and that the research 
team has the skills and track record to do the work 
properly. Each full proposal and its two peer reviews 
are sent to the BCRC producer members, and they will 
meet again in June 2017 to discuss the proposals and 
peer reviews, and decide which ones to fund. Again, the 
BCRC’s independent specialists and staff will help sum-
marize and explain the highly technical proposals and 
peer reviews, and make suggestions or recommenda-
tions pertaining to the science aspects and alignment 
with industry research targets and strategic goals. 

As with the LOIs, the BCRC producer members decide 
which full proposals the BCRC will support. In some 
cases, the research team is asked to make minor modifi-
cations to their proposal based on concerns identified by 
the peer reviewers, or suggestions from the BCRC mem-
bers that will make the results more practical and relevant 
to industry. Usually about half of the full proposals drop 
out because they aren’t scientifically adequate or suited 
to practical adoption, or because there just aren’t enough 
funds available. The successful proposals will form the 
basis of the BCRC’s submission to the federal govern-
ment for funding under the next Beef Science Cluster. 

Hopefully this explanation gives you a better under-
standing of how the BCRC decides what research to 
fund, and of the tremendous amount of work and time 
volunteered by the producers that serve on the BCRC to 
ensure that we identify and support research that will 
have the most benefit for Canada’s beef industry. 

The Beef Research Cluster is funded by the Canadian 
Beef Cattle Checkoff and Agriculture and Agri-Food Can-
ada with additional contributions from provincial beef 
industry groups and governments to advance research 
and technology transfer supporting the Canadian beef 
industry’s vision to be recognized as a preferred supplier of 
healthy, high-quality beef, cattle and genetics.  c

Dr. Reynold Bergen is the science director  
of the Beef Cattle Research Council.



A s cattlemen, we take pride in 
our ability to visually judge, 
select and breed cattle that 

work in our ranch environment. 
Often a good group of cattle is judged 

by its similarities and not its differences, 
so that’s one visual criteria for selection.  

With good reason, we also tend to 
focus on traits that are measurable such 
as growth (birth, weaning and yearling 
weights), performance (average daily 
gain), reproduction and conformation. 
We have learned these are economically 
important traits that we have a lot of con-
trol over. 

But there are other traits of economic 
importance that aren’t so easily judged 
as they are difficult or expensive to mea-
sure, and less within our control. These 
include input traits such as feed intake 
with resulting feed efficiency, and carcass 
traits like marbling and ribeye area which 
require a different method of evaluation, 
preferably one that is reliable, quick, easy 
and cheap.  

This is where genetic evaluation enters 
the picture. It has enabled us to take a look 
under the hide of our cattle so that we 
might better predict their performance 
and that of their offspring. Using genomic 
technology in crossbred cattle is relatively 
new, but has the potential to provide pro-
ducers with more information earlier in 
the life of an animal where genetic merit 
scores (EPDs) would otherwise not be 
available (www.beefgenomicprediction.ca). 

The gains from improved selections 
through genetic evaluation also have the 
potential to benefit more than just your 
own bottom line. For example, research 
has established feed-efficient cattle emit 
less methane and produce less manure 
than inefficient cattle and ultimately cost 

20     C at t l e m e n  ·  F E B R U A R Y  2 0 1 7 	   www.canadiancattlemen.ca

You 
judge 

the 
heifers! 

Can you spot the  
genomics at work?

By Dr. Susan Markusa  heifer quiz

Tag #447  
Sept. 30, 2016, wt. 1,030 lbs.
Birthdate: Apr. 28, 2015
190-d weaning weight: 515 lbs.
Start test weight: 781 lbs. 
End test weight: 875 lbs.
ADG on test: 1.65 lbs./d (0.75 kg/d)

Tag #412  
Sept. 30, 2016, wt. 995 lbs.
Birthdate: Apr. 28, 2015
190-d weaning weight: 510 lbs.
Start test weight: 759 lbs.
End test weight: 864 lbs.
ADG on test: 1.85 lbs./d (0.84 kg/d)

Continued on page 22

  Tag #447  

  Tag #412  

Notes: 

Notes: 



1 Based on the Canadian LONGRANGE label.
2 Data on file at Merial.
† 28 lbs. = 12.72 kg.
Merial is now part of Boehringer Ingelheim 
®LONGRANGE is a registered trademark of Merial.
©2017 Merial. All rights reserved. LAGE-16-5561-LONGRG-CTLMN-AD

Available in 500 mL  
and  250 mL bottles.

Administer subcutaneously 
at 1 mL/50 kg.

Recommend LONGR ANGE ® this spring  for season-long

PEACE OF MIND.
1  IN JE C T IO N  •  2  P H A S E S  •  E X T E NDE D  R E L E A S E  C O V E R IN G  UP  T O  15 0  D AY S 1

Conventional Dewormers

How much better? In a stocker trial with 15,000+ 
enrolled head, cattle treated with LONGRANGE 
gained an average 0.28 lbs./day more than those 
treated with conventional dewormers.2 That equals 
28 lbs. over 100 days.†

Combinations
• moxidectin + fenbendazole
• ivermectin + fenbendazole
• doramectin + fenbendazole
• doramectin + fenbendazole + ivermectin
• albendazole + ivermectin

Injectable 
• formulations of doramectin or ivermectin

Pour-on 
• formulations of ivermectin

Order now to treat with LONGRANGE this spring. 
Talk to your Merial Technical Sales Representative 
or Customer Service at 1-888-637-4251 or 
SERVICE.CANADA@MERIAL.COM.

LONGRANGE vs. Conventional Dewormers2

*Statistically significant (P<0.01)Conventional Dewormers LONGRANGE

Treatment in the spring with 
LONGRANGE for parasite control leads 
to better average daily gain (ADG). 
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less to feed. So the overall benefit of a 
widespread shift to genomic-aided selec-
tion might well be a greener and more 
competitive beef industry. 

Genomics can also be used to optimize 
heterosis by accurately predicting breed 
composition to influence mating deci-
sions. Using this approach of genomic 
mate selection also adds value by avoid-
ing both inbreeding and recessive genetic 
defects in the herd. 

In order to demonstrate the impact 
of genomics the Alberta Beef & Forage 
Grazing Centre and Lakeland College 
turned to the new Student Managed 
Farm (powered by New Holland) live-
stock unit at the college in Vermilion, 
Alta., to conduct a long-term study on a 
herd of 50 Angus crossbred females that 
had been selected on traditional visual 
appraisal, herd reputation and perfor-
mance records.

The students will manage the study 
with the assistance of instructor Geoff 
Brown and myself.   

The heifers had DNA samples taken 
and analyzed by Delta Genomics and 
those results were translated into molec-
ular breeding values with economic 
weights assigned for each trait under the 
direction of Dr. John Crowley, a geneti-
cist at the University of Alberta and 
research director of the Canadian Beef 
Breeds Council.

 The heifers were then put on a 75-day 
feed efficiency test using GrowSafe feed-
ers to determine their residual feed 
intake (RFI) and then ranked on all this 
information (visual, performance data, 
molecular breeding values and resulting 
economic value).

Does all that extra data and information 
help us select better cattle? That is what 
the students plan to find out. But we, and 
Canadian Cattlemen magazine, thought 
you might like to try your hand at judging 
the results for yourself. 

We have selected four heifers to follow 
over the length of this trial. So let’s get 
started: step one is for you to rank these 
heifers from top to bottom based on visual 
and basic performance data. 

In the next issue we’ll have some addi-
tional data to further refine your rankings.  c 

Dr. Susan Markus is a livestock research 
scientist with Alberta Agriculture and Forestry 
in Stettler, Alta.

Tag #134  
Sept. 30, 2016, wt. 1,060 lbs.
Birthdate Apr. 28, 2015
190-d weaning weight: 561 lbs.
Start test weight: 857 lbs. 
End test weight: 949 lbs.
ADG on test: 1.63 lbs./d (0.74 kg/d)

Tag #109  
Sept 30, 2016, wt. 1,095 lbs. 
Birthdate: Apr. 28, 2015
190-d weaning weight: 504 lbs.
Start test weight: 839 lbs.
End test weight: 932 lbs.
ADG on test: 1.63 lbs./d (0.74 kg/d)

Continued from page 20   Tag #134  

  Tag #109  

Notes: 

Notes: 
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Join us on March 7, 2017 for our fifth annual

ANGUS*BULL*SALE
You are invited to a complimentary prime 
rib dinner before the sale at noon.

Belvin Dividend 6031
KR CASH 4003 x BELVIN GEORGINA 
18’10 (S A V PIONEER 7301)

Belvin 3E O’Leary 6002
KR CASH FLOW x KFC 839L MISS 
LEGACY 019 (O C C LEGACY 839L)

Belvin Discovery 6072
HF JUNCTION 18B x BELVIN DUCHESS 
5’12 (DURALTA 56S YELLOWSTONE 136X)

Belvin Dispute 6125
HF JUNCTION 18B x BARBARA OF RING 
CREEK 65Y (RING CREEK BARDOLENE 69W)

Belvin Diablo 6088
HF JUNCTION 18B x BELVIN LADY 
BLOSSOM 205’12 (S A V PIONEER 7301)

Belvin Depth 6134
BELVIN VELASQUEZ 203’11 x BELVIN 
GEORGINA 25’02 (BELVIN KIWANIS 11’00)

Belvin Lady Blossom 117’16
HF JUNCTION 18B x BELVIN LADY 
BLOSSOM 23’12 (S A V PIONEER 7301)

Gavin & Mabel Hamilton • Colton • Quinn 
PHONE 403.224.2353
EMAIL belvinangus@xplornet.com
WEB www.belvinangus.com

P.O. Box 6134, Innisfail, Alberta T4G 1S8
 GAVIN’S CELL 403.556.5246
 COLTON’S CELL 403.507.5416
 BRENDYN ELLIOT 250.449.5071

Catalog and videos will be 
posted on our website
www.belvinangus.com

New this year!

70 Yearling Angus Bulls on offer

OFFERING*10
OPEN*HEIFERS



R ebuilding and expanding herds, 
or staying about the same — 
that seems to be what western 

Canadian ranchers have in mind as they 
head into 2017. Despite a sharp down-
turn in the cattle markets in 2016, only 
one member of this Ranchers’  Panel was 
talking about downsizing, with retire-
ment in mind. 

The 2016 fall market was a tough pill to 
swallow for everyone. While most of our 
panel were prepared for a market correc-
tion after 2015, they were all caught off 
guard when prices fell faster and sharper 
than expected.

As for 2017, here’s what they had to say 
about their plans for this year and some 
thoughts about what the future holds. 

Kelcy Elford 
Caronport, Sask.
Moving from a cow-calf operation to a sum-
mer grazing program in the past couple of 
years gave Kelcy Elford the opportunity to 
redevelop his family’s southern Saskatchewan 
ranch infrastructure to carry them through 
lower beef markets with reduced risk. 

Elford, who ranches at Caronport, west 
of Moose Jaw, says the low cattle market in 
2016 will probably make “it more appeal-
ing” as they look to buy yearlings this spring 
for the grazing operation. They do custom 
grazing of cow-calf pairs and run their own 
yearlings on both tame and native pasture.

“We have diversified into the summer graz-
ing program,” he says. “But we also have a five-
year plan to work over the infrastructure of 
the ranch and eventually buy back into cows.” 

From a risk management point of view, 
the grazing program has helped him reduce 

operating costs considerably. “We don’t 
have to bank on selling a $1,500 calf and 
can pencil out a more realistic budget at 
$800 or $900 per head. And I think this year 
it will be essential to take advantage of price 
stability insurance programs.”

While southern Saskatchewan can be 
fairly dry, the 2016 season delivered about 
30 inches of rain, and produced all kinds of 
grass. However, he says he determines his 
pasture stocking rate based on the carrying 
capacity of a dry year. On some of their land, 
for example, cow-calf pairs are stocked at a 
rate of 12 AUMs per quarter section, while 
the yearlings are more in the 20 to 22 AUMs 
per quarter section range. A good moisture 
season allows grass to recover and improves 
range health. “Maintaining good range 
health is critical for our operation,” he says. 

The custom-grazed cow-calf pairs run 
on both tame and native pasture from June 
until about November. Elford brings in 
backgrounded yearlings at 11 to 12 months 
of age ranging from 675 to 800 pounds in 
May and then, depending on weights and 
markets, they’ll be sold sometime in mid- to 
late September ranging from 850 to 900 and 
even some 1,000-pound yearlings.  

Paula Larson 
D’Arcy, Sask.
Paula Larson says they plan to hold cow herd 
numbers steady for 2017, particularly until 
they see what happens with the nearby quar-
antine zone related to the case of TB found in 
a southeast Alberta herd in the fall of 2016. 

At the time of the Rancher Panel interview, 
Larson says their ranch at D’Arcy, Sask., (about 
halfway between Rosetown and Kindersley) 
was outside the CFIA-declared quarantine 

zone and she was hoping it didn’t expand any 
farther. About 50 ranches in total, mostly in 
Alberta with a few in western Saskatchewan 
were affected by the quarantine. “We’re just 
outside that imaginary boundary and there’s 
always a chance it could be expanded,” she says. 

“And I hate to say it too but we’re not 
getting any younger, either, so our plans for 
the coming year is just to hold steady with 
our herd numbers, and see what happens,” 
says Larson. They run just under 300 head 
of cows that begin calving out in March. 

Sean McGrath 
Vermilion, Alta.
Sean McGrath says 2017 will be a year to get 
a handle on managing a young and increas-
ing cow herd on their northeast Alberta 
ranch at Vermilion. 

McGrath, who runs Round Rock Ranch-
ing with family members, will be breeding 
about 300 head of females this July, includ-
ing about 120 head of first-calf heifers. It’s a 
big jump as they’ve doubled their beef herd 
in the last couple of years.

“We have a longer term expansion plan 
in place,” says McGrath. “And while we have 
a system that works pretty good, this will be 
a year just to see how everything is running 
and get used to it.”

With a lot of fairly young animals in the 
herd now — about 70 per cent of the mature 
cow herd is under three years old and 120 heif-
ers were bred this past summer — McGrath’s 
plan is to have a good mature herd established 
in time for a market rebound in 2019. He 
believes markets could still be down through 
2018. “But we want to be in a position with a 
mature cow herd in time for the next turn,” 
he says.
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By Lee Hart  management

A sampler of ranchers’  
views on 2017
As might be expected, their plans range from  
expansion to standing pat and retirement



To achieve all these heifer numbers he has 
been breeding the cow herd to sexed (heifer) 
semen over the past couple of years. That’s 
increased the number of farm-raised replace-
ments. Along with building the commercial 
cow herd, he is also working to develop a pure-
bred Angus herd as well. And he has other 
marketing strategies in the works.

With ranch headquarters at Vermilion, 
they also have a second ranch farther east 
in Saskatchewan. They have the land base 
and can produce the forage for an expanded 
herd. “And it is an economy of scale,” he says. 
When you have one tractor, for example, 
you need it whether you have 25 head or 
100 head, so expanding herd numbers just 
makes better use of equipment assets.

Duncan Barnett 
Horsefly Road, B.C.
In B.C.’s north Cariboo region, Duncan Bar-
nett says he is trying to hold onto some opti-
mism, as a small family ranching operation, 
but it’s challenging after a triple-whammy 
year for his diversified farm business.

Barnett and family operate a 100-head 
cow-calf and yearling operation east of Wil-
liams Lake “in the Miocene area, on Horsefly 
Road.” They also do custom haying and sell 
hay, and do some logging on their private tim-
berland. All three of those markets took a dive 
in 2016, leaving Barnett concerned about the 
future of small family-run businesses. 

“I’m optimistic because the Canadian beef 
industry produces an awesome high-quality, 
high-value food product and people do have 
to eat,” he says. “And we produce a good-
quality product on our ranch. But when the 
market turns down, I have to wonder about 
the future of smaller operations.”

Barnett says after a reasonably strong beef 
market in 2015, he had planned for a cor-
rection in 2016, but he didn’t expect it to 
be as severe as it was. He had planned on a 
market averaging about $1,000 per head and 
it turned out to be $900 per head. 

He had developed a fairly solid market for 
direct farm sales of beef, as well, but then the 
two local abattoirs closed, so he doesn’t have 
that option any more. 

It was an extremely wet growing season 
— that made haying a challenge — but 
there is plenty of somewhat poorer hay 
in the country, so that market is down. 
And because of the ongoing softwood 
lumber dispute with the U.S., the market 
for timber is down as well.

“So you get all this happening at once and 
it can get pretty discouraging,” he says. “As a 
smaller rancher you can handle it if you got 
one poor market year in five, but when you 

get two decent market years and eight that 
are poor, it makes it pretty tough.”

Barnett sold his steer calves in what is 
usually the “top of the market” week at the 
local auction market, but in 2016 it turned 
out to be “the worst week to sell calves.” He 
kept his heifer calves for the winter and plans 
to breed those in 2017. Aside from keeping 
replacements, he’s also hoping there might 

management
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Plan now to attend...

Tuesday, February 21, 2017 
at the ranch, Strome, AB

On offer: 150 TWO YEAR OLDS

www.rawesranches.com

Philip & Marie Harty 
(780) 376-2241

John & Myrna Rawe 
(780) 376-3598

34th Annual Performance 
Tested Charolais Bull Sale

� is is your opportunity to purchase bulls 
from a long-standing Program that produces 

sound, functional, uniform cattle, with built in 
performance.  We personally guarantee it!

Rawes Ranches Ltd.

The Ranch where perf� mance is no accident!

Continued on page 26



be a better market for cow-calf pairs in 2017, 
but he’ll wait to see what the market brings. 

Bill Murray 
Makinak, Man.
While Bill Murray believes there’s still money 
in the cattle industry, he won’t be worrying 
about prices for the 2017 calf crop as he has 
already sold the farm. 

A life-long rancher at Makinak, in east-
central Manitoba, southeast of Dauphin, 
Murray downsized his herd over the past 
year in a move that reflects he is getting close 
to retirement, and “maybe it is a good time 
to try something new.”

Murray still had about 110 head of cows at 
the end of 2016, but was just waiting to com-
plete the farm sale transfer to new owners. He 
had sold 70 head in January 2016 and overall 
the operation was down about half from its 
more typical 230-head size.

“A year ago I could see the downside 
coming so decided I might as well sell some 
and get what cash I could,” says Murray. 
“There is still money in the cattle busi-
ness, at least for my operation. If we had 
the 2016 prices in 2004 (a year after BSE) 
we would have been laughing. Margins 
are tight, but you can still make money. 
The key in this business is learning to 
control your expenses. I know I wouldn’t 
have made any money if I had a lot of new 
equipment sitting around.”

Murray says retirement is due to the fact 
he’s been at it a long time, none of his fam-
ily was interested in farming, and if there is 
another cattle cycle coming he wasn’t inter-
ested in dealing with the ups and downs of 
that for another 10 years. 

“I’m not that old to retire completely, 
but I’ll try something else,” he says. “I 
don’t mind chasing cattle around, but 
I don’t need the management head-
aches, I’ll leave that to someone else.” 
He says the new owners are looking to restock 
the farm to about 250 head and would even-
tually like to grow it to about 400 head.

Larry Wegner 
Virden, Man.
After two years of downsizing the herd, Larry 
Wegner says he plans to start rebuilding cow 
numbers in 2017.

Wegner, who farms with his family at 
Virden in the southwest corner of Manitoba, 
has about 70 head he’ll be calving out on pas-
ture this May. That’s down from a high of 
about 130 head. Those May calves are back-

grounded over the winter and sold as yearlings 
the following September.

“We saw that the market was changing so 
we decided to downsize and we’re going to 
start rebuilding this year,” he says, noting his 
sons have shown an interest in joining the 
farming operation. “We knew prices were 
going to fall, but we didn’t expect them to 
fall as fast or as hard as they did.”

Wegner has developed a low-cost beef 
operation, with cattle out on pasture year-
round. “There haven’t been any cattle in the 
yard for three years,” he says. Along with 
summer grazing he mostly stockpiles for-
age to carry the cattle over winter. Although 
he can lay in hay supplies to feed the herd 
during a tough winter, so far it’s been suf-
ficient to supplement stockpiled forage with 
about two round bales of hay per cow over 
the winter. Cattle are back on green grass by 
early April, before calving in May.

Penny Patton 
Westlock, Alta.
After an extremely dry growing season, 
that forced them to sell part of their herd 
in 2015, Penny Patton says they started 
rebuilding herd numbers last year and plan 
to continue through 2017. 

Patton, along with partner Kyle Miller, were 
running about 150 head of cow-calf pairs in 
2015, on their farm in Westlock County north 
of Edmonton, but had to sell about half of 
them that July because it was just so dry. But 
it was a reversal of fortunes in 2016, she says. 

“We ended 2016 with enough silage to feed 
200 head and we also have about 400 silage 
bales,” says Patton. “We have feed, feed and 
more feed.”

Patton says they did buy about 45 head of 
cows in 2016 and will be looking to increase 
numbers in 2017, as they work to get back 
to about 150 head. 

Calves were weaned in mid-November 
2016. They had thought about selling in the 
fall, but due to circumstances decided to back-
ground everything for at least 60 days and per-
haps sell steers in early 2017. They’ll feed heifers 
a bit longer and then select their replacements. 

“I don’t know if we will get back to 150 head 
in 2017, it depends on the market,” she says. 
“It is probably a good time to expand, but we 
also have to keep in mind that we only have so 
much land, so we don’t want to take on more 
than we can handle, especially when growing 
conditions can be variable.”   c

Lee Hart is a long-time agricultural writer 
based in Calgary and a contributor to 
Canadian Cattleman Magazine.
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CANADIAN GELBVIEH 
ASSOCIATION

403.250.8640 • gelbvieh@gelbvieh.ca
www.gelbvieh.ca

March 6
Severtson Land & Cattle Bull Sale
at the Ranch, Red Deer County, AB
March 7
Gelbvieh Stock Exchange Sale
Medicine Hat Feeding Company, 
Medicine Hat, AB

March 4
Davidson Gelbvieh & Lonesome Dove
27th Annual Bull Sale
at the Ranch, Ponteix, SK

February 18
Twisted T Gelbvieh & Guests 
3rd Annual Bull Sale
at the Ranch, Parry, SK

February 11
Prairie Hills Gelbvieh Annual Bull Sale
at the Ranch, Dickinson, ND, USA

March 11
Foursquare 10th Annual Bull Sale
Olds Cow Palace, Olds, AB
March 13
Twin Bridge Farms & Guests Bull Sale
Silver Sage Community Corral, Brooks, AB
March 15
Fladeland Livestock Bull Sale
Johnstone Auction Mart, Moose Jaw, SK
March 15-17
JSJ 3rd Annual Online Production Sale
through DV Auctions
March 18
Saskatoon Gelbvieh Bull Sale 
Saskatoon, SK
March 18
Nelson Gelbvieh Bull Sale
at the Ranch, Glenwood, AB
March 25 
Opening Day of Better Beef Bull Sale
Milne Ranch, Fairview, AB
March 26 
Best of Breeds Bull Sale
Yorkton, SK

March 10
Gelbvieh Advantage Bull Sale
Innisfail Auction Mart, Innisfail, AB



5160 Skyline Way NE, Calgary, Alberta T2E 6V1
Ph: 403.250.8640 • Fax: 403.291.5624

Email: gelbvieh@gelbvieh.ca 
CANADIAN GELBVIEH 

ASSOCIATION

Davidson Gelbvieh & 
Lonesome Dove Ranch
Vernon & Eileen Davidson

306-625-3755
davidsongelbvieh@sasktel.net
www.davidsongelbvieh.com

Ross & Tara Davidson & Family 
306-625-3513

lonesomedoveranch@sasktel.net
www.lonesomedoveranch.ca

Twin Bridge Farms Ltd.
Ron, Carol, Ross, Gail, Owen

& Aaron Birch
Ron & Carol 403-792-2123

Aaron 403-485-5518
Lomond, AB

aaron@tbfarms.ca 
www.tbfarms.ca

Carlson Cattle Company
Lon Carlson & Lorraine Beaudin

403-894-3413
Magrath, AB

rstar91@yahoo.ca
www.carlsoncattlecompany.com

Goodview Gelbvieh
Blair & Lorie Bentz
306-835-2748
Punnichy, SK

blbentz@sasktel.net

Brittain Farms
Kelly & Colleen Brittain

780-352-0676
Falun, AB

britt4@xplornet.com

RPS Gelbvieh
Raymond & Pauline Sommerfeld

306-342-4490
Ryan Sommerfeld
306-342-7259
Medstead, SK

ryan.sommerfeld@xplornet.ca

Jen-Ty Gelbviehs
Don & Lorna Okell
403-378-4898
Duchess, AB

jenty@eidnet.org
www.jentygelbviehs.com

Overby Stock Farm
Neil Overby
204-447-5552

St. Rose Du Lac, MB
neil.overby@gov.mb.ca

Keriness Cattle Company Ltd.
Kert Ness - 403-860-4634

kertness@shaw.ca
Joe Ness - 403-852-7332

Airdrie, AB
jonuscattle@gmail.com

Fir River Livestock
Dave Hrebeniuk - 306-865-6603

Darcy, Renee, Colt & 
Kenzie Hrebeniuk - 306-865-7859

Hudson Bay, SK
firriver@xplornet.com

www.gelbviehworld.com

www.gelbvieh.ca
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When you read the above definitions, you may think 
of a herd of livestock grazing out on a hillside. It is a 
romantic notion of wide-open spaces and beautiful 

countryside. We have all seen the movies, but in both these defi-
nitions the key term is “moving.”

You have to move them. 
Did you know that Joseph Glidden’s invention of barbed wire 

was actually a detriment to our industry?   Prior to barbed wire, 
we managed our animals by herding. We had cowboys out on the 
range keeping the animals together and moving them to new grass 
every day. Prior to that, nature did the same thing by using preda-
tors to keep the herd together and moving. We took over, brought 
in barbed wire, put up perimeter fences and allowed the animals 
to spread out and continuously overgraze the land. We stopped 
moving the herd. Curses to you Joseph Glidden! 

At Greener Pastures we try to mimic what nature did. However, 
in our modern times, it is costly to hire those cowboys to do the 
herding so instead, we use electric fencing to manage the herd in 
an intensive cell grazing system. 

I have worked with a few ranches where herding is still the most 
economical way to manage, but on most operations, electric fenc-
ing is our best option. 

The idea behind our grazing management is to manage for the 
four grazing concepts: graze period, rest period, stock density and 
animal impact and we need to be able to herd the animals around 
on our pastures to manage these concepts. 

Our graze period needs to be short enough to stop the “second 
bite.” The animals need to be removed from the paddock before the 
plants are able to put up new leaf after the first bite. 

Depending on your environment, this second bite could occur 
after only a few days in the fast growing season. If the plants are 
using stored energy to put up that new leaf, the energy reserves 
will be empty when the second bite occurs and the plant will then 
be set back.  

Rest period also has to be managed to prevent the second bite. 
Adequate rest has to be given to ensure the energy reserves have been 
replenished before the plants are grazed for a second time. Again, 
depending on your environment and season, this could be anywhere 
from about 25 to 365 days. We all face different conditions on our 
ranches but we still need to make sure the rest period allows for the 
energy stores to be replenished. 

Stock density is the number of animal units on a piece of 
land at a specific point in time.  It is measured in animal days 
per acre. This is not to be confused with stocking rate, which is 
the number of animals you have on a pasture for the entire sea-
son. There are two benefits to a higher stock density: improved 
plant utilization and better manure distribution. 

With good plant utilization, every plant is either bitten or 
stepped on, creating an even playing field for every plant when it 
comes time to regrow. With better manure distribution you have 
better nutrient recycling. 

Animal impact is the physical stimulation of the land caused 
by the animal’s hooves. It can improve new seedling develop-
ment, nutrient recycling and aid in the breaking up of capped 
soil.

Positive animal impact also works a lot of litter into the 
ground. Many people see this as a waste of good grass but it can 
be surprising what this “waste” can do to improve the water hold-
ing capacity and the fertility of the land.  

I am feeding three things when I graze the livestock: the land and 
the soil organisms. So this “waste” is not really waste. 

These four grazing concepts explain why we move our herds, but 
not how we do it. That depends on your environment.
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By Steve Kenyon  grazing

Herd — Definition

Noun — a large group of animals that live, feed, or migrate together or are kept together.

Verb — (with reference to a group of people or animals) move in a particular direction.

Have you  
Herd?  
You Have  
to Move it
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Under normal conditions I would not graze the same here in 
Alberta as I would in Texas or Australia or Brazil.  

In every environment, however, the goal is to avoid overgrazing, 
which is really only a measurement of time. No matter how many 
head, or how many acres we manage, we have to time our grazing 
to what the environment allows. We never want to graze a plant 
when it is weak; it’s as simple as that.

And we manage the same, even in the dormant season. Dur-
ing the winter here in Alberta we may not be as concerned about 
hurting the energy stores of plants as they are dormant, but we still 
use electric fencing to keep the herd moving the herd as one. With 
any of our winter grazing practices, (bale grazing, swath grazing, 
residue grazing), we still want to plan for a good stock density and 
manage the manure to improve the fertility of the land. 

I guess the point I am trying to make is that if you manage a 
herd, you should be herding. 

Herding — Definition: the act of bringing individual animals 
together into a group (herd), maintaining the group, and moving 
the group from place to place. 

Intensive cell grazing is not a new idea. It’s actually a very old 
method of management that most of our industry has forgotten 
about. It’s good for the land, the environment and your bottom 
line; in other words, a win/win/win. Happy herding!  c 

Steve Kenyon runs Greener Pastures Ranching Ltd. in Busby, Alta.,  
www.greenerpasturesranching.com, 780-307-6500, 
email skenyon@greenerpasturesranching.com or find them on Facebook.



Some diseases affect reproduction, 
interfering with the cow’s ability 
to carry a calf to term. It’s best 

to try to prevent these diseases by mak-
ing sure cows and bulls have adequate 
immunity before breeding season. These 
vaccinations will vary, depending on 
specific risks in a certain herd, and tim-
ing will vary, depending on the calving/
breeding season for that particular herd.

Nathan Erickson, assistant professor of 
large animal clinical sciences at the  Western 
College of Veterinary Medicine in Saskatoon 
says it pays to discuss this with your veteri-
narian. “Recommendations regarding which 
vaccines to use and when will depend on what 
type of vaccination program the producer has 
already been on, or if the cows have been vac-
cinated before. Usually producers vaccinate 
pre-breeding or at preg-check or, less com-
monly, pre-calving. We are trying to develop a 
program that will protect the fetus that results 
from the upcoming breeding season,” he says.

“Mainly we are interested in protecting 
the fetus from diseases that cause abortion 
but there are also some diseases that can 
cause malformation of the fetus or persis-
tent infection. The BVD virus, for instance, 
can affect the fetus in several ways,” he says.

BVD AND IBR
These two viral diseases commonly cause 
abortion. “We want to make sure cows 
have some immunity against these diseases 
before they are bred, to protect the fetus dur-

ing the highest risk period — the first three 
to four months of gestation. With BVD we 
are trying to avoid early term abortion, fetal 
malformation, and development of persis-
tently infected (PI) calves,” explains Erick-
son. Those PI calves may look normal, but 
they carry BVD virus — shedding it con-
tinually throughout their lives — and thus 
present a serious health risk to other cattle.

“PI calves are the result of the cow being 
exposed to the virus in early pregnancy, prior 
to development of the immune system in 
the fetus or while it is being developed. The 
immune system is self-identifying. In other 
words it must be able to differentiate what 
belongs to its own body and what is foreign 
(such as disease pathogens),” he explains. The 
immune system’s job is to recognize invad-
ers and attack them — and only attack the 
foreign cells, and not their own body. There 
are a few auto-immune diseases in which the 
immune system attacks cells within its own 
body. A normal immune system, however, 
just protects the body from outside invaders.

If the BVD virus is present and circulat-
ing within the cow and her fetus during the 
crucial period when the fetal immune system 
is forming but not yet mature and function-
ing, it thinks this virus is part of the normal 
components of its body. “Because the body 
thinks it’s normal, it never mounts an effective 
attack against that virus, so the calf is persis-
tently infected and becomes a super-shedder 
of BVD virus. This can cause major problems 
in the cow herd, and also in the feedlot if that 

calf goes to the feedlot, spreading the disease 
to other animals,” says Erickson.

“BVD causes severe immune suppres-
sion (which leaves these animals vulnerable 
to other diseases). In the cow-calf herd, PI 
calves can appear normal while shedding 
large numbers of virus particles — which 
may infect many other animals in the herd. 
This can cause disease in those animals and 
development of more PI calves when cows 
are in early gestation.”

Infectious bovine bhinotracheitis (IBR) 
is another serious disease in the cow herd, 
and a major cause of abortion. “It can cause 
abortion storms with high numbers of 
abortions,” says Erickson. “Typically the IBR 
abortions are later in gestation, such as four 
or five months, but occasionally we see early 
abortions from IBR as well as BVD. These 
are the two most important viral causes of 
abortions that we can vaccinate for,” he says. 
Your herd can be at risk for IBR or BVD if 
they have fence-line contact with other cattle 
that might be infected.

BACTERIAL DISEASES
There are several bacterial pathogens that 
can cause abortion. “There are vaccines for 
several species of leptospirosis, for instance. 
We can also vaccinate against campylobacter 
(vibrio),” says Erickson. Vibrio is spread by 
breeding, so it’s wise to vaccinate cows before 
going to a community pasture where they 
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Pre-breeding Vaccinations 
for Cows and Bulls

By Heather Smith Thomas  health

Continued on page 32
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might be exposed to other cattle potentially 
carrying the disease.

“With vibrio, the bulls usually become 
shedders of that bacteria and spread it to the 
cows they breed. The cows become preg-
nant but the embryo dies early, so the cow 
comes back into heat. The cows eventually 
clear it and are able to carry a pregnancy, 
but that first season they come up open or 
calve very late. This can really destroy your 
calf crop for that year,” Erickson says. You 
want to protect your cows by vaccinating 
ahead of the breeding season so they will 
have immunity before they are bred.

“This is especially important if you are 
using community pastures, buying cows 
that may have been exposed, or buying non-
virgin bulls,” says Erickson. Your herd may 
also be at risk if you have a neighbour who 
brings in cattle that might carry this disease, 
if any of those cattle get through the fence 
or your bull goes through the fence to breed 
one of the neighbour’s cows — and brings 
home the disease to your cows. 

Dr. Steve Hendrick of Coaldale Veteri-
nary Clinic, Coaldale, Alta., says vibrio and 
lepto are the most common bacterial diseases 
producers vaccinate cows for. “But we don’t 
recommend these vaccines to everyone. We 
base this on herd history, and what they have 
experienced with pregnancy loss, if we’ve been 
able to confirm this with diagnostics,” he says.

“When I was at the veterinary college in 
Saskatoon we developed a PCR test for vib-
rio. If there was a herd issue, we generally 
found more than one bull infected, and in 
those cases vaccinating the cows made good 
sense. If cattle are going to communal pas-
tures for summer grazing/breeding, it also 
pays to vaccinate the cows.”

In a normal herd that has a 95 per cent 
or greater pregnancy rate year after year in 
a 60-day breeding season, chances of that 
herd having vibrio are very low. “If they are 
not having abortion issues with leptospi-
rosis, and there’s not much risk for vibrio, 
these herds may not need to be vaccinated 
for these diseases,” Hendrik says.

“The combination vaccines that con-
tain vibrio and lepto are not as protective 
for the vibrio portion as we’d like. The oil-
adjuvanted vibrio vaccines, and even some 
of the killed IBR-BVD vaccines that are 
available with vibrio and lepto fractions, are 
probably more protective than modified-live 
vaccines with these added. Part of the reason 
is they have to be water-soluble, to mix up 
the modified-live vaccines, so they are not 

adjuvanted with oil. The oil acts as a carrier to 
create more of a depo for that vaccine (with 
longer-lasting effect), but they can’t do this 
with a modified-live product,” he says.

A person would be better off to use the sepa-
rate vaccines, if they want optimum protection. 
“The lepto vaccine specific for Lepto hardjo 
might be best if a herd has an issue with chronic 
carriers of lepto. But you need proper diagno-
sis to know this.” You should be working with 
your veterinarian to figure out the issues and 
then utilize the vaccine that would provide the 
most protection in your herd. Even if it’s more 
expensive, the loss of one or two calves would 
more than pay for vaccine for the entire herd.

“Lepto tends to cause mid- to late-term 
abortions, and if you are really concerned 
about lepto you might consider vaccinating 
twice a year and not just pre-breeding. In some 
herds it would pay to give another vaccination 
at preg-check time or to check the titers of those 
cows. In our studies we looked at titers of cows 
going out in the spring and coming back in the 
fall. We were surprised by a number of herds 
that vaccinated cows in the spring and then 
when we measured their titers when they came 
off pasture in the fall they were low. The vac-
cine may not trigger as much of an antibody 
response as we would like,” Hendrick says.

Protection is short-lived, so you need to 
booster annually, and it may help to booster 
semi-annually if it’s a concern in a certain 
herd. With all vaccines, cattle need a pri-
mary series of injections at the proper tim-
ing, to start the immunity (usually when 
they are heifers) and then the annual or 
semi-annual vaccinations act as a booster.

TIMING
Some people vaccinate cows just before they 
turn the bull out, or before they load the 
cows up to take them to pasture. “This is not 
ideal, but in some cases it’s most practical 
for the ranchers — the only time they have 
a chance to have cows in the corral for vac-
cination. This is better than not vaccinating 

them at all, and may be fine if it’s not their 
first vaccination,” says Hendrick.

 “The biggest reason for vaccinating cows 
pre-breeding rather than at preg-check time 
is that we are trying to prevent disease like 
BVD that can cause issues all the way through 
pregnancy,” says Hendrick. “If this is the dis-
ease you are most concerned about, you need 
to make sure cows have optimal immunity 
before breeding so they have immunity all 
the way through the pregnancy,” he explains.

“IBR, on the other hand, typically causes 
late-term abortions. In this case, preg-check 
vaccination may be adequate, but we advise 
producers to work with their veterinarians to 
figure out which diseases pose the biggest risk 
for their own herd. Then they can determine 
the opportune time to vaccinate. My prefer-
ence is to vaccinate pre-breeding, but I realize 
this doesn’t work for everyone,” says Hendrick.

“If vaccinating cows pre-breeding, we gen-
erally use modified-live vaccines that combine 
protection against IBR and BVD,” says Erick-
son. “These vaccines can be given to cows after 
calving and before breeding. Several differ-
ent vaccine companies provide vaccines with 
FP (fetal protection) claims. This label claim 
means that if you vaccinate according to label 
directions, they guarantee protection against 
development of PI calves, and protection 
from IBR abortion,” says Erickson.

“These vaccines are given as an annual 
booster, if the cow herd has already been on a 
program to establish immunity. If cows have 
never been vaccinated, work with your vet-
erinarian to get the herd onto an appropriate 
vaccination schedule (with proper boosters). 
The best situation is to start the immunity in 
heifers,” he says. They can be given their vac-
cinations after weaning, and a booster before 
they are bred the first time — with annual 
boosters before breeding from that point on.

Hendrick says replacement heifers should 
be vaccinated with modified-live vaccines at 
least twice, and preferably three times before 
their first breeding season. They can be vacci-
nated as calves, and again post-weaning, and 
the last dose about a month before breed-
ing. This will give them a strong immunity 
before they become pregnant, protecting 
them from the viral diseases (IBR and BVD) 
that could result in abortion.

“If you purchase replacement heifers 
and don’t know what they’ve had for vac-
cination, you should vaccinate them several 
weeks before breeding, since giving them a 
modified-live vaccine just before breeding 
could be detrimental. The IBR fraction of the 
vaccine has been shown to cause swelling of 
the ovaries, which could interfere with cyclic-

Continued from page 30

PI calves are the 
result of the cow being 
exposed to the virus in 
early pregnancy, prior  
to development of the 
immune system in  
the fetus



ity — and they wouldn’t be able to become 
pregnant until after that problem resolves. 
Even cows can have this problem, so we 
recommend giving these vaccines at least a 
month before breeding,” Hendrick explains.

“Cows are a bit more difficult to get onto 
a modified-live program if they haven’t 
been vaccinated before, because you need a 
bit more time — between calving and pre-
breeding,” says Erickson. “There are some 
different types of vaccine that can be used, 
to get them onto a program (such as killed 
vaccines that are safer to give during preg-
nancy), and your veterinarian can advise you 
on what to use, and when,” he says. Every 
herd is different with regard to when it’s most 
feasible to vaccinate.

It’s important to give vaccines far enough 
ahead of breeding to build immunity before 
cows are bred, yet some people don’t have 
hands on cows until they are branding and 
vaccinating the calves, or the day they turn 
out the bulls. Some modified-live viruses 
may have effects on the animal which could 
temporarily interfere with fertility.

“It’s always best to vaccinate three or four 
weeks before you turn bulls out,” Erickson 
says. “The cows (and bulls) need time for the 
immune system to respond and build protec-
tion. There is some evidence that modified-
live vaccines can cause temporary interrup-
tion of cyclicity in cattle in some cases. This 
study was done on naïve animals (that had 
never been vaccinated), however, and may 

not apply in all situations. It’s always best to 
vaccinate cattle several weeks before breeding, 
to avoid this type of problem, and also to give 
them more chance to respond,” he says.

“Immune response may also hinge on the 
condition of the cows,” says Hendrick. “If 
they’ve had a tough winter or spring (short 
on feed, or a severely cold winter), you can 
expect poor immunity. It’s important to focus 
on nutrition because this goes hand in hand 
with immunity. One can’t function without 
the other.” A cow can’t mount a very good 
immune response to vaccine if she’s thin and 
in poor condition. If a person is going to the 
expense and effort to vaccinate cows pre-
breeding, make sure the cattle have optimum 
conditions to develop good immunity.  c
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contact us today



THE BREED FOR TODAY’S CATTLEMENLIMOUSIN

AMAGLEN LIMOUSIN 
Ian & Bonnie Hamilton
Darlingford, MB 
204.246.2312
amaglen@inetlink.ca
www.amaglenlimousin.ca

ANDREW RANCHES 
Greg Andrew / Tim Andrew
Tilley, AB / Youngstown, AB
403.633.6337 / 403.854.6335

BEE ZEE ACRES
Bill & Mary Anne Zwambag
Glencoe, ON  519.287.3219
bzwambag@execulink.com
www.beezeeacres.ca

BAR 3R LIMOUSIN
The Rea family
Marengo, SK
306.463.7950 / 306.968.2923
r3bar@hotmail.com

CAMPBELL LAND & CATTLE
Bill & Lauren Campbell
Minto, MB
204.776.2322 / 204.724.6218
cam.limousin@gmail.com

CHERWAY LIMOUSIN
Wayne & Cheryl McPherson
Sanford, MB
204.736.2878
info@cherwaylimousin.ca
ww.cherwaylimousin.ca

CLARK CATTLE
David Clark
Port Hope, ON
905.786.2304
clarkcattle1@hotmail.ca

EXCEL RANCHES
Ron & Barb, Cody & Amy Miller
Westlock, AB
Ron 780.349.2135 Cody 
780.349.0644
excelranches@hotmail.com
www.excelranches.com

GUTEK LIMOUSIN
The Gutek’s
Hendon, SK
306.338.2112

HIGH CATTLE COMPANY
Darren & Chase High
Airdrie, AB
Darren 403.860.1087 Chase 
403.808.7940
darren@highcattlecompany.com

HIGHLAND STOCK FARMS
The Matthews Family
Bragg Creek, AB 403.585.8660
www.highlandstockfarms.com

HILLSIDE FARMS
Ray & Stacie Stanton
King City, Ontario
416.505.0707
rays@londonproperty.ca   

ATTENTION
COMMERCIAL 
PRODUCERS

Marketing Limousin influence 
calves?  List them for free on the 
CLA website and place your order 
for Limousin RFID tags today!

TODAY’S

“ Being involved in all aspects of the beef business has taught me 
that there are many valuable traits that are needed in order to 
produce healthy, palatable and profitable beef. No breed 
satisfies as many of these requirements as 
today’s Canadian Limousin, who have now 
managed to bring docility to what I 
believe is the most profitable 
breed in the world.” 

Matthew Heleniak
NORWICH PACKERS, ON



THE BREED FOR TODAY’S CATTLEMEN

JAYMARANDY LIMOUSIN/
JAYMARANDY LIVESTOCK
Len & Ruth Angus / Mark 
Angus Roblin, MB
204.937.4980/ 204.281.5099
jaymarandy@gmail.com
www.jaymarandy.com

LAZY S LIMOUSIN
Stan & Ty Skeels & Vykki Johns   
Rimbey, AB 403.704.0288
lazyslimousin@telus.net

NORDAL LIMOUSIN
Rob Garner Simpson, SK 
306.836.2035
nordallimousin@sasktel.net
www.nordallimousin.com

PINNACLE VIEW LIMOUSIN
Swaan & Kishkan families
Quesnel, BC
250.747.2618 / 250.991.6654
kishkan@quesnelbc.com
www.pvlimousin.com

RICHMOND RANCH
Jim & Stephanie Richmond
Rumsey, AB 403.368.2103
bulls@richmondranch.com
www.richmondranch.com

SYMENS LAND & CATTLE CO.
James & Laura Symens
Claresholm, AB
403.524.4729 / 604.880.7515 
symens@platinum.ca 

TOP MEADOW FARMS
Mike Geddes, manager
Clarksburg, ON
519.599.6776
mike@topmeadowfarms.com
www.topmeadowfarms.com

WINDY GABLES LIMOUSIN
Bryce & Nathan Allen
Warkworth, ON
705.924.2583
brycea@alleninsurance.ca

CANADIAN
LIMOUSIN

~ ASSOCIATION ~
#13, 4101-19 STREET NE
CALGARY, AB T2E 7C4

 PHONE 1. 403.253.7309
 TOLL-FREE 1.866.886.1605
 FAX 1.403.253.1704
 EMAIL limousin@limousin.com
 WEB www.limousin.com



One of the hardest calving dilem-
mas you or your veterinarian 
face, is improper cervical dila-

tion. Before expulsion of the fetus the 
cervix normally relaxes, softens and 
opens up essentially as wide as the 
vagina to allow the fetus to enter the 
vaginal vault. When this does not hap-
pen normally, or is delayed, the health 
of the fetus and dam may be in jeopardy.

Close to term, the cervix is to the front 
of the vagina and the opening is normally 
about one to two fingers wide. It would be 
like sticking your finger in a doughnut. So 
when a cow is straining somewhat and you 
do a vaginal exam and find this condition, 
what is your next step?

What I do, when I think a cow is calv-
ing and find a closed cervix, is wait and 
re-examine her a couple hours later. If I 
find the cervical opening has increased, that 
tells me calving is progressing. If there is no 
change you now have to decide if this is a 
false alarm or an early indication that there 
is a problem.  

At this juncture some vets may have you 
give the cow more time and some may opt 
to perform a caesarian section. Each case 
is different. 

Another issue involves a cervix that will 
only open wide enough to get the front two 
legs through. This is not common but does 
require different interventions depending 
on how it is progressing. 

In a normal birth the cervix is right out 
of the way when we get to the expulsion 
of the fetus. When it isn’t, the veterinarian 
will first try to dilate the cervix manually to 
facilitate delivery. 

If the nose and head can be partially deliv-
ered a slight amount of traction may help 
dilate the cervix fully. This is where one has 
to be really careful as too much traction is 
both stressful on the calf and may rip the 
cervix causing excessive bleeding and pos-
sibly be fatal to the cow. If no progress is 
made, a caesarian section is performed to get 
a live calf, and save the cow but she should be 
marked for shipping the next year. 

Some of these cows with a partially 
opened cervix may have had a difficult 
calving the year before which caused some 
damage to the cervix. 

 Even though there is a lot of room in 
the pelvis and vaginal opening, C-sections 
are the only solution for a cervix that won’t 
dilate. As mentioned, a forced extraction 
through a partially open cervix puts both 
the cow and calf ’s lives in jeopardy so a 
C-section is a win-win solution most times. 

You can usually tell if the cervix will open 
with some manual dilation. It is soft and 
supple and you make progress in 10 or 15 
minutes. If the cervix has a hard fibrous 
feel, no amount of time will get it to open 
so jumping to a C-section hopefully will 
provide a good result for cow and calf. 

There are a couple of other instances 
where a partially closed cervix can be 
encountered. 

After correcting a torsed uterus your vet-
erinarian will usually encounter a partially 
closed cervix . Because of the twist the cervix 
cannot fully dilate, but upon correction it 
can generally be dilated by hand. There is 
a tendency to let it dilate on its own but I 
have done that and ran out of time resulting 
in a stillborn calf. Now I proceed to dilate 
the cervix manually to facilitate extraction. 
Generally these cervixes are soft and supple 
and in my experience easy to dilate.  

 The other condition is a delayed calving 
that results in death of the fetus. This could 
be because of a malpresentation such as a 
breech birth where the cervix is opened, 
but straining does not ensue, time runs out 
and the calf dies, bloats up and straining 
ensues. Often the cervix can start to close 
up, much as it would after a normal calv-
ing. These cases may require a fetotomy or 
partial fetotomy, in order to salvage the cow. 

Although infrequent, partial cervical dila-
tion does require serious intervention by a 
veterinarian or yourself, depending on your 
level of experience. Recognizing them is the 
first step. If you think a cow is in labour and 
no progress is being made, do a vaginal exam 
to see if an improper cervical dilation is the 
cause. By recognizing it early you have the 
time to intervene, and provide a favourable 
outcome. Have a great calving season.  c  

Roy Lewis is an Alberta-based veterinarian 
specializing in large-animal practice. He is also 
a part-time technical services vet for Merck 
Animal Health.
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Improper Cervical 
Dilation at Calving

By Roy Lewis, DMV  calving

FEBRUARY 24
Maple Leaf French Charolais & Guest Bull Sale,
Calnash Ag Event Centre, Ponoka, AB
MARCH 6
Coyote Flats Charolais Bull Sale, at the farm,
Coaldale, AB
MARCH 12
Steppler Farms Charolais Bull Sale, at the farm,
Miami, MB
MARCH 13
Palmer Charolais & Nielson Land & Cattle
Angus Bull & Female Sale, at Palmer Charolais,
Bladworth, SK
MARCH 14
McTavish Farms and Guests Charolais & Red
Angus Bull Sale, at the farm, Moosomin, SK
MARCH 18
Pleasant Dawn Charolais Bull Sale, Heartland
Livestock, Virden, MB
MARCH 21
Diamond W Charolais & Angus Bull Sale, 
Valley Livestock, Minitonas, MB
MARCH 22
HTA Charolais & Guests Bull Sale, Beautiful
Plains Ag, Neepawa, MB
MARCH 23
Elder Charolais Bull Sale, at the farm,
Coronach, SK
MARCH 28
Prairie Distinction Charolais Bull Sale, 
Beautiful Plains Ag, Neepawa, MB
APRIL 1
Tri-N Charolais & Guests Bull Sale, 
Heartland Livestock, Virden, MB
APRIL 3
North of the 49th Bull Sale, at Wilgenbusch
Charolais, Halbrite, SK
APRIL 4
Cedarlea Charolais & Windy Willows Angus Bull
Sale, at Windy Willows farm, Hodgeville, SK
APRIL 6
Hunter Charolais Bull Sale, at the farm, 
Roblin, MB
APRIL 15
Cornerstone Charolais & Red Angus Bull Sale,
Whitewood Auction Mart, Whitewood, SK

HIGH QUALITY BULLS
from Reputable Breeders

306-584-7937
Helge By 306-536-4261
Candace By 306-536-3374

124 Shannon Road, Regina, SK  S4S 5B1
charolaisbanner@gmail.com

Catalogues available online 
a month prior to the sale at
www.bylivestock.com

For more  information contact:



Davidson Gelbvieh & Lonesome Dove Ranch

BULL SALE
SATURDAY, MARCH 4, 2017 AT THE RANCH, PONTEIX, SASKATCHEWAN
BULL SALEBULL SALE28th

Selling...100+
PUREBRED GELBVIEH BULLS
RED OR BLACK - CALVING EASE OR PERFORMANCE
make this your one-stop-shopping event! Featuring new 
bloodlines and reputable genetics you’ve come to know.

Vernon & Eileen Davidson
Box 681, Ponteix, SK  S0N 1Z0
Ph 306.625.3755
Cell 306.625.7863 • Cell 306.625.7864
davidsongelbvieh@sasktel.net
www.davidsongelbvieh.com

Ross & Tara Davidson & family
Box 147, Ponteix, SK  S0N 1Z0
Ph 305.625.3513
R 306.625.7045 • T 306.625.7345
lonesomedoveranch@sasktel.net
www.lonesomedoveranch.ca

Ross & Tara Davidson & familyRoss & Tara Davidson & family
Box 147, Ponteix, SK  S0N 1Z0Box 147, Ponteix, SK  S0N 1Z0
Ph 305.625.3513Ph 305.625.3513
R 306.625.7045 • T 306.625.7345R 306.625.7045 • T 306.625.7345
lonesomedoveranch@sasktel.netlonesomedoveranch@sasktel.net
www.lonesomedoveranch.cawww.lonesomedoveranch.ca

Catalog and videos will be available online at 
www.davidsongelbvieh.com & 
www.lonesomedoveranch.ca

Sale will be broadcast online at DLMS.ca
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  Nutrition By John McKinnon

John McKinnon  
is a beef cattle 
nutritionist at  
the University  

of Saskatchewan

The Makings of  
a Perfect Storm

The winter of 2016-17 is shaping up to be a chal-
lenge for cow-calf operators across Canada. 
While much of October and November were 

relatively stress free in terms of winter’s wrath, as we 
moved into the new year, extreme cold and snow has 
gripped much of the country. Coupled with hay short-
ages in Eastern Canada and a lot of poor-quality hay 
harvested in Western Canada, we have the makings 
of a perfect storm that has serious implications for 
the cow herd, particularly with respect to calving and 
subsequent reproductive performance. Since the calv-
ing season is approaching for most of you, it is an ideal 
time to remind oneself of the impact that cold weather 
has on the nutritional needs of the pregnant beef cow, 
particularly as she enters the last trimester of pregnancy.

Consider a group of 635-kg  (1,400-pound ) cows, five 
to six months in calf fed 12.5 kg of an average quality grass 
hay that tested 55 per cent total digestible nutrients (TDN) 
and nine per cent crude protein (CP; DM basis). If these 
cows (condition score 2.5 to 3.0) are adapted to a relatively 
normal winter (i.e. -15 C to -20 C with minimal wind), 
their energy and protein requirements would be approxi-
mately six kg of TDN (or 12.3 Mcal of net energy for 
maintenance) and 730 grams of crude protein, require-
ments which would be met by their current intake. How-
ever, exposing these cattle to -25 C and a wind speed of 15 
kilometres per hour will increase daily TDN requirements 
to 7.4 kg (an increase of 22 per cent). Prolonged exposure 
to this type of weather without accounting for this increase 
in energy requirements would result in significant weight 
loss (up to 50 pounds over 36 days according to Alberta 
Agriculture’s Cowbytes program). While most producers 
feel they know their cows and would be able to recognize if 
they are losing weight at this rate, it is surprising how a full 
winter hair coat can mask this type of weight loss and lead 
to unexpected nasty surprises (i.e. thin cows at calving). 
To combat this from happening, these cows would need 
to be supplemented with 1.5 to two kgs of barley grain or 
its equivalent. 

As these animals move into the last trimester of 
pregnancy, their energy and protein requirements 
increase to 6.8 to 7.5 kg  of TDN and 830 to 930 grams 
of crude protein, depending on whether they are in the 
eighth or ninth month of pregnancy (assuming no cold 
stress). Energy requirements are 17 per cent higher than 
in the sixth month of pregnancy. In this case, in addi-
tion to the 12.5 kgs of grass hay, these cows require 1.0 
to 1.75 kg of barley, depending on stage of pregnancy 
to meet their needs. As in the example above, a two- or 
three-week stretch of cold weather would increase the 
energy requirements of these cows in the eighth month 
of pregnancy by 18 per cent and require 2.5 to three kg 
of supplemental barley in order to meet requirements 

for maintenance and pregnancy and to prevent signifi-
cant weight loss.

When you look at the conditions I have described, 
there are several issues at play that should concern you 
as a cow-calf producer. First, from an animal welfare 
perspective, we do not want to see cows losing exces-
sive weight over a short period due to our failure to 
provide sufficient energy to combat cold stress. Not 
only is it difficult to visually identify cows with a heavy 
winter hair coat that are losing weight, but you can 
also get fooled by assuming that the forage you are 
feeding is better quality than it actually is! This situ-
ation can easily arise due to the variable nature of last 
year’s hay crop. The only way to accurately identify 
the nutritional quality of your hay is to have it feed 
tested. There are several laboratories in Canada that 
will run a near infrared analysis on your forage for a 
reasonable price and have results back within a couple 
of days! If you have not done so, it would be worth the 
effort to have your forage tested so you can more pre-
cisely decide on what to feed your cows as they move 
through the remainder of pregnancy.

Equally critical is the impact of late gestation weight 
loss on the subsequent reproductive performance of 
the cow herd. Cows losing excess weight in the third 
trimester of pregnancy will exhibit delayed estrus fol-
lowing calving, particularly if postpartum nutrition is 
not adequate. This delay in breeding status can have 
several consequences including an increase in the 
length of the breeding season or, if the length of the 
breeding season is fixed, an increase in the number 
of open cows. As well, more cows will be bred late in 
the breeding season, a factor which negatively impacts 
next years’ weaning weights.

As I indicated at the start of this article, as we move 
towards this year’s calving season, a number of factors, 
some within and some outside of our control are con-
verging that can have an impact on the reproductive 
success of your herd. Ensuring a balanced nutrition 
program that accounts for the changing needs of preg-
nancy, as well as for the effects of the environment, is 
your best bet to ride out this storm.  c

Cows losing excess weight 
in the third trimester of 
pregnancy will exhibit delayed 
estrus following calving



www.olefarms.com

With over 2000 mother cows exposed in 2016, we at Ole Farms raise trouble free cattle. In order to be 
pro� table we believe that a cow must be able to: feed herself on forages for as many days as possible with 
minimal mechanical intervention, rebreed each summer and wean a calf every year.

Our cattle must be deep bodied, easy � eshing and have solid feet. � is enables them to hold condition and 
breed without being pampered. Our sale bulls are 21 months of age. � ey are moderate, forage developed and 
ready to make your operation more pro� table.

• 180 Red and Black Angus 2 Year Old Bulls
• A Strong Set of 200 Commercial Red & Black Angus Bred Heifers due to Start Calving May 1st

Kelly & Anna Olson: 780-675-4664

Kelly Cell: 780-689-7822

Travis: 780-689-8324

Graham: 780-675-0112

Sale Managed by:

“Sharing in the Excitement of Agriculture”

SELLING:

Canada’s largest selection of
2 year old Angus bulls.

12th Annual Family
Day Bull Sale

1:00 p.m. at the farm at Athabasca, AB
Lunch at 11:30 a.m.

Monday, February 20, 2017
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GENETIC IMPROVEMENT  
LAYS FOUNDATION

  prime cuts By Steve Kay

A sk any winemaker how he or she 
produces a great drinking expe-
rience and all reply “It starts in 

the vineyard.” The same is true of the beef 
industry. A great beef eating experience 
starts on the ranch or farm. And just like 
constantly improving the quality of the 
grape, it should include upgrading the 
genetic quality of one’s herd.

Cow-calf producers on both sides of the 
border have done an outstanding job in 
the past 20 years in improving the genet-
ics of their herds. Most importantly, they 
have focused on the genetics that produce 
the best carcass and therefore the best beef. 
This is the exact opposite of what occurred 
for many years. Producers in the 1960s and 
1970s experimented with just about every 
breed that originated in Europe. The result 
was a mish-mash of crossbred cattle, some of 
which could be called the “Heinz 57” variety.

Producers finally realized this genetic free-
for-all was damaging beef demand because 
it was producing beef of wildly inconsistent 
quality. While others wrung their hands, the 
American Angus Association (AAA) was the 
first breed association to act. It began its Certi-
fied Angus Beef (CAB) branded beef program 
in 1978, with a series of strict protocols to give 
the brand integrity. The program aimed to 
produce higher-quality beef than was on the 

market. It also aimed to help Angus produc-
ers by growing demand for Angus cattle at the 
seedstock and cow-calf levels.

AAA accomplished both goals beyond its 
wildest dreams and in the process encour-
aged other breed associations and produc-
ers to follow a similar path. Angus genetics 
are now in nearly 70 per cent of the U.S. 
beef cow herd and in about 40 per cent of 
the Canadian herd. That’s a big reason why 
fed cattle in the U.S. now grade 77 per cent 
USDA Prime or Choice. Only 10 years ago, 
cattle graded less than 50 per cent Choice 
and less than three per cent Prime. Mar-
bling has become producers’ mantra.

CAB’s success is all the more remark-
able as the program struggled for its first 
19 years. But it persevered and last year 
reached a remarkable milestone. Global 
sales surpassed one billion pounds for the 
first time in its fiscal year ended September 
30. This was up 119 million pounds or 13.3 
per cent on the previous year. The record 
sales were fueled largely by U.S. retail sales, 
proving that consumers will pay more for 
beef of high quality and consistency.

As the AAA notes, cattle producers are 
answering the call from consumers for 
high-quality beef. Registrations for Angus 
cattle in fiscal 2016 grew by 4.5 per cent and 
totalled 334,607 head. This was the 15th 

largest number of registrations in the asso-
ciation’s 133-year history. Sales of registered 
Angus bulls in 2016 averaged US$5,605 
per head and registered females averaged 
US$5,036 per head. Sales of Angus genet-
ics remained highly valued despite almost 
10,000 more animals marketed by mem-
bers versus the prior year, says the AAA.

The association has also been in the fore-
front of adopting key technologies involved 
in cattle breeding. Of the nearly 335,000 
calves registered with the association in 2016, 
more than 53 per cent were produced by 
artificial insemination, while embryo trans-
fer calves represented 11 per cent of total 
registrations. Total females enrolled in the 
association’s MaternalPlus program were 
up more than 56 per cent at 37,895 head. 
This inventory-based reporting system is 
designed to capture reproductive trait data. 
In addition, genomic testing now accounts 
for one-third of all Angus registrations. 

Whether you have an Angus-based herd 
or one based on another breed, the mes-
sage is clear. Invest in quality genetics and 
you will be rewarded all the way to the retail 
meat case or the restaurant menu.  c

A North American view of the meat industry. 
Steve Kay is publisher and editor  
of Cattle Buyers Weekly.

Register today!

Seating is limited.

Advancing Women Conference WEST 2017 / Canadian Cattlemen /  7” x 3.357” 

HYATT REGENCY CALGARY, MARCH 6 & 7, 2017

LISTEN, LEARN, NETWORK & GROW
Open your mind to the endless possibilities. Prepare to be inspired. Acquire the life  
skills you need to reach your goals and live your life to your full potential. Network  
with women passionate about agriculture. This conference could be life-changing.  

Register today! Visit advancingwomenconference.ca or phone 403-686-8407. 

 Being here ignites the passion back into me. Learnt so many valuable lessons from presenters. 
– Jen G., Standard, Alberta, AWC Delegate



Peter Ulrich hans Ulrich
ULRICH HEREFORD RANCH INC

 FROM CLARESHOLM:  8 Mi (12.8 kM)E On Hwy 520 , 4M (6.4 kM) n On RR 255 & 1/4 MiLE E On TwP 132

(403) 625-1036  (403) 625-2237
peter@ulrichherefords.com www.ulrichherefords.com  

ULRICH
H E R E F O R D S

Specializing in LIGHT BIRTHWEIGHTS

  BULL

Feb 21 

11th

AGA 114L GENERAL WILEY 24W 

 

Tuesday

Balog Auction 
Lethbridge, AB

AGA 705 EASYGOING EXPRESS 67XGCC PETE 203Y ET

SALE

                   AvAiLAbLE TO viEw On ulrichherefords.com

with GREAT PERFORMANCE                 

AGA 60W BANNER SPORT ZEAL 28Z
AGA 26R WHAM HAMMER 87W

plus REMARKABLE               
COWS

Annual  

2017 
1:00 pm MST

bOx 843, CLARESHOLM, Ab T0L 0T0

 AGA 28Z CO-PILOT SPORT 73C

AGA 28Z SPORT CALIBER 103C

AGA 18Z CHOCOLATE ZOOM STAN 6C

 
EPDs & performance data 

(including ultrasound & RFI) 
available on 

website &/or sale day

AGA 18Y ZOOM STANDARD 18Z

ALNK
 18Z  
sire of 6C ALNK 28Z, sire of 73C & 103C 

Approx 50 Bulls
 on Offer!! 

ALNK 129X  dam of 6C He 
sells!

 He sells!  He sells!
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  Free Market Reflections By Steve Dittmer

Steve Dittmer is the 
CEO of Agribusiness 

Freedom Foundation, 
a non-profit group 

promoting free market 
principles throughout 

the food chain.  
He can be reached at  

steve@agfreedom.ag.

Trump’s Cabinet and Trade

Candidate Donald Trump was not an unques-
tioned free trader. While he harped on 
China frequently, and Mexico and NAFTA 

considerably, he claimed he wasn’t against free trade 
as long as it was fair trade. I have hoped that he 
would fulfill his promises to recover manufacturing 
job losses in America’s midwestern Rust Belt with 
major tax reform and removing regulations. Cutting 
corporate taxes from 35 to 15 per cent, cutting capi-
tal gains taxes and immediate expensing rather than 
long-term depreciation would do a lot to make U.S. 
businesses competitive and profitable. But several of 
the cabinet choices Trump has made are concerning 
for free traders.

His selection of Robert Lighthizer as U.S. Trade Rep-
resentative is a case in point. While he was a deputy 
trade representative for Reagan, he is quick to point out 
that Reagan used voluntary trade restraint agreements 
and temporary tariffs several times during his adminis-
tration, especially regarding autos and steel.

On the other hand, I would point out that one factor 
that favours free trade is competition to keep domestic 
producers innovating. In the ’80s, Detroit automakers 
were still trying to catch up to the German and Japanese 
quality standards revealed by the gasoline crisis of 1973.  
U.S. automakers had fallen decades behind while pro-
tected from foreign competition.

Writing in both 2008 and 2011, Lighthizer spent 
considerable time holding the position that being an 
American conservative does not mean that one had to 
be a free trader. He points out that the Republican party 
was the party of protective tariffs for many decades. 
However, he doesn’t touch on the rest of the history  
—  that the southern farmers and planters resented the 
northern bankers, traders and merchants from colonial 
days because they needed export markets and had to 
trade for manufactured goods imported through New 
England’s traders. That divide continued through to 
the Reagan years, with the “solid South” Democrat and 
needing agricultural trade.

The U.S. federal government was funded primarily 
for the first 130 years by excise taxes on imports, before 
the income tax was invented. I doubt the U.S. wants to 
go back to those days, even though we hate income tax.

Much of Lighthizer’s beef with free trade has to do with 
China’s non-compliance with trade rules, management 
of their currency and theft of intellectual property. Yet 
he mentioned the House of Representatives passage of 
a bill in 2010 to expand the president’s ability to impose 
tariffs. In 2016, Congress passed a customs enforcement 
bill further expanding the president’s ability to impose 
temporary tariffs to bolster rule enforcement.

If China has been abusing rules for years, my ques-
tion is, why has neither Republican nor Democrat 
presidents used the tools they have to do something 
about it?  Why bash all trade because of one trading 
partner that brings both good and bad to the relation-
ship? Why bash NAFTA if the U.S.’s taxes and regu-
lations make it difficult for American manufacturers 
to make a profit and Mexico has FTAs with twice the 
countries the U.S. has?

By some chance, Peter Navarro was the first econo-
mist with whom I disagreed viscerally, and it was on 
the subject of free trade. I bought some of his CDs 
expecting educational information. Instead what I got 
was a dose of protectionist theory. Trump nominated 
Navarro to head his National Trade Council, a new 
position.

When Trump was proposing 45 per cent tariffs on 
Chinese goods last July, Navarro wrote that the 45 fig-
ure was about right. Navarro’s research shows China’s 
cheaper labour advantage accounts for about 39 per 
cent of China’s price advantage. But surprisingly, five 
other factors Navarro examined — illegal export sub-
sidies, currency manipulation, intellectual property 
theft, and lax worker safety and environmental regula-
tions add only 4.5 more points to China’s advantage. So 
Navarro said Trump’s 45 per cent was very close to his 
43.5 per cent.

Treasury Secretary nominee and Goldman Sachs 
alumni Steven Mnuchin has broad experience as a 
financier but not much history regarding trade. He did 
say trade pact reform would be a priority but I’m guess-
ing tax reform, removing Wall Street regulation and 
jump-starting the general economy would command 
more of his attention.

Commerce Secretary Wilbur Ross could be a moder-
ating factor in cabinet trade debates. Many years ago he 
used a protective tariff against Chinese steel to make a 
fortune. But he is a great admirer of Chinese culture and 
art. He has been a partner in joint ventures with state-
owned Chinese companies. He characterized China 
bashing as “overblown” in 2012. He supported the TPP 
in 2015. Then he joined Trump’s camp and changed his 
tone. He co-authored a white paper recently with Peter 
Navarro.

Gary Huffbauer, noted economist with the Peterson 
Institute for International Economics, said it is hard 
to “find a consistent pattern on trade among Trump’s 
economic team.” Those contradictory stances and past 
history provide some optimism for trade proponents. 
Also, there are informal free trade advisers in Trump’s 
camp plus other appointments with trade influence yet 
to be made as of our deadline.  c
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BUSY?
NEED A BULL? WE HAVE YOU COVERED!

C A L L  U S  TO DAY  A N D  TA K E  A  J O B  O F F  YO U R  L I S T.

Contact us today to discuss a future herd sire for your program. Customer Satisfaction is our #1 Priority!

Whether you are calving cows, struggling with weather conditions, running your kids 

to hockey or catching up on all the tasks a cattlemen tackles daily, you can’t make it to 

every sale...But we can! Save time and money – Have our experienced and professional 

staff select your next herd bull or breeding female from the 5500 head of cattle we are 

marketing this spring. We are proud to offer FREE ORDER BUYING and SIRE SELECTION 

CONSULTATIONS. And we spend the time and effort to analyze your needs and ensure 

you get a quality bull within your budget suited for your program.



Standard Operating Procedures (SOPs) 
have become the anchor of industrial and 
food production process. They clearly 
establish expectations and outcomes of a 
production unit and are a simple way for all 
involved to understand both. 

SOPs are important to the Verified Beef Pro-
duction (VBP) program. Started as on-farm 
food safety, the SOPs identified industry-sanc-
tioned practices which are outcome-based. 
That included proper withdrawal times for 
medications and proper injection methods. 

In 2016 VBP expanded to become VBP+, 
with modules for biosecurity, animal care 
and environment. SOPs are now established 
for all four modules of VBP+.  These will be 
a key part of a new generation of Canadian 
beef sustainability programming.

Producer commitments
As a simple reference, VBP+ has established 
a checklist with a section for each SOP.  
Some of the most important to building 
consumer trust are related to the environ-
ment. The checklist is a statement of com-
mitment of each producer in simple lan-
guage to explain management of their own 
operation or their industry. Here’s a sample:    

Grassland, riparian areas and water-
sheds will be protected. Land will be man-
aged to maintain or improve soil health, 
protect watersheds and riparian areas. Ben-
eficial practices for wildlife habitat will be 

scored. As practices evolve that enhance car-
bon sequestration and mitigate greenhouse 
gas, the program will capture what is done. 
Many existing practices will contribute in 
this area and will be noted as some of the 
positive and proactive practices.  

Deadstock management. Deadstock will 
be disposed of in a way that avoids leaching 
into water bodies. 

EFPs   provide awareness. An   Environ-
mental Farm Plan (EFP) provides aware-
ness for stewardship and conservation 
practices. While not required, having one 
is a simple way to capture details and give 
easy information about practices that con-
serve energy, adapt innovation or enhance 
stewardship.  

Manage manure and soil nutrients. 
Manure will be stored and used in a con-
trolled manner that benefits the soil and 

protects against leaching of nutrients into 
water bodies and groundwater.

Chemical storage and use. Herbicides, 
pesticides, solvents and treated seed will be 
stored to avoid contamination of cattle feed 
or water. Products will be used according to 
label instructions. People know what to do 
in the case of accidental spills.

Expert help available. If an accidental 
breach affects water, soil or air, consider-
ation is given on contacting an outside 
expert if needed.  

Team communications. Family and staff 
understand the tasks related to responsible 
land management practices. 

Biosecurity is important. Managers 
know what to do in a disease emergency or 
who to call. Cleaning precautions are taken 
with anyone who has travelled internation-
ally. And cattle will not be exposed to raw 
human sewage. 

SOP checklist online
The complete checklist for SOPs in all four 
VBP+ modules is available online. It is a 
good overview of expectations for a sustain-
able beef industry.  Ask for a copy from your 
regional VBP+ co-ordinator.

The most value from these checklists 
comes from participating in VBP+. Produc-
ers want to do the right thing. Identifying 
practices that contribute to a healthy and 
wholesome product is a cornerstone. 

B U I L D I N G  T R U S T  I N  C A N A D I A N  B E E F

B U I L D I N G  T R U S T  T H R O U G H  S U S T A I N A B L E  B E E F  P R O D U C T I O N

Handy environmental  
checklist for VBP+

Producer commitments enhance confidence in Canadian beef

Don’t miss this show! July 18-20, 2017    www.aginmotion.ca

™ Denotes a trade-mark of Canada’s Outdoor Shows Limited Partnership.

SEE Technology TOUCH Innovation BE Empowered

Decisions are made in the field at  
Western Canada’s only outdoor farm expo!
Join us at the third annual Ag in Motion - July 18 - 20, 2017. 
It’s a unique opportunity to get up close and personal with today’s 
agricultural technology. Experience live demonstrations of field 
equipment, crops, livestock and services all together  
on 320 acres just 15 minutes  
north-west of Saskatoon. 

™

SEE Technology TOUCH Innovation
BE Empowered

VBP+ captures positive conservation practices, 
including reduce, reuse and recycle principles.
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Q 
fever is a potential zoonosis every stock person should 
keep in mind through calving, lambing and kidding 
season. The disease, Q fever, and the organism, Coxiella 

burnetii, when present represent a serious threat to human 
health. Every gram of afterbirth or fluid from an infected ani-
mal contains millions of infectious particles and only a few 
organisms are required to induce infection in humans. Infected 
animals also release the microbe in milk and manure. People 
acquire the infection by inhaling infectious aerosols and con-
taminated dust generated by animals or animal products.

The Canadian Centre for Occupational Health and Safety 
recently produced a downloadable app called OSH Answers. The 
app, available through iTunes, is structured in an easy-to-read ques-
tion and answer format. It’s easily downloadable on an iPhone or 
tablet. OSH Answers covers an extensive range of topic areas in 
workplace health and safety, including a number of animal diseases 
transmissible between animals and humans. An excellent Q fever 
summary appears under the biologic section.

Another recent Q fever story comes to us out of Australia where 
a spike in Q fever cases has caused concerns amongst medical pro-
fessionals. Every year, hundreds of Australians are diagnosed with 
Q fever, a disease so serious it’s considered a class B biological war-
fare threat. Those most at risk are abattoir workers and people who 
work with farm animals, particularly during calving and lambing 
season and during times of drought when C. burnetii is spread 
in dust blowing off infected premises. A significant rise in poten-
tially fatal Q fever has sparked health alerts and officials have urged 
people who work with animals to consider vaccination, or at least 
discuss vaccination with physicians. 

Between 2007 and 2009, a Q fever epidemic became a major 
public health concern in the Netherlands with approximately 3,500 
human cases reported. Six people died. Research confirmed that 
abortion episodes on dairy goat farms were the primary source 
of infection for humans. People living up to five kilometres from 
affected farms acquired Q fever.  

C. burnetii are resistant to heat, drying, and many common disinfec-
tants and as a result survive for long periods in the environment. Inha-
lation of airborne barnyard dust contaminated by C. burnetii in dried 
placental material, birth fluids, and excreta of infected animals is a 
common mode of transmission. Bloodsucking ticks have been asso-
ciated with the spread of Q fever among animals. Pets, especially cats, 
can be involved in the transmission of C. burnetii.

While many human infections are inapparent, about half of all 
people infected with C. burnetii show some signs of clinical illness. 
Most acute cases of Q fever begin with the sudden onset of “flu-
like” symptoms including: high fevers (up to 104-105 F/40-40.6 C), 
severe headache, general malaise, fatigue, muscle pain, sore throat, 
chills, sweats, non-productive cough, nausea, vomiting, diarrhea, 
abdominal pain, and chest pain. In more serious cases, Q fever can 
progress to pneumonia, hepatitis, brain infections and heart com-
plications. Q fever has been reported as an important cause of atypi-
cal pneumonia. During a 1983 outbreak of Q fever in Nova Scotia, 20 
per cent of all pneumonia cases admitted to regional hospitals were 

caused by Coxiella burnetii. Most symptoms disappear after seven 
to 10 days. However, afflicted people can feel generally ill with loss 
of appetite for several weeks. A small percentage of patients develop 
hepatitis or liver disease and jaundice. Some patients require long-
term treatment with antibiotics. Up to 65 per cent of patients diag-
nosed with “chronic” symptoms of Q fever eventually develop fatal 
complications. Endocarditis (inflammation of heart valves and lin-
ing of the heart) is the main clinical presentation of chronic Q fever, 
usually occurring in patients with pre-existing cardiac disease includ-
ing valve defects, rheumatic heart disease, and prosthetic valves.

There may be regional differences in the way the disease presents 
itself. It is not clear why but animal studies suggest different strains 
may be a factor.

Because the signs and symptoms of Q fever are not specific, an 
accurate diagnosis requires appropriate laboratory testing. It is 
important for people exhibiting flu-like symptoms through calv-
ing season to discuss their illness with a medical doctor and their 
veterinarian. Coxiella organisms can be detected microscopically 
in tissue samples from aborted fetuses. Confirming a diagnosis of 
Q fever requires serologic tests to detect the presence of antibodies 
to Coxiella burnetii or the presence of organisms in tissues by using 
immunohistochemistry (IHC). 

Q fever is potentially an occupational concern for all people who 
have contact with animals, animal products, or animal waste. Workers 
with heart valve problems or suppressed immune systems are at higher 
risk. Q fever is a special concern with pregnant animals, especially 
around the time they give birth or abort because of the disease. In preg-
nant animals, the Q fever microbe builds up to enormous numbers in 
certain tissues and fluids. Studies show that one gram of placenta from 
an infected sheep can contain over one billion Q fever microbes.

It’s not uncommon for animals to eat their placenta and other tis-
sues of afterbirth. When this happens, C. burnetii survive digestion 
and become widely spread in the environment through manure. 
This allows Q fever to spread widely throughout the environment. 
C. burnetii easily become airborne in dust from animals, bedding, or 
manure. Contaminated clothes are another source of transmission.

Farms and ranches with a blend of cattle, sheep and goats are 
becoming more common. Q fever presents more of a risk in these 
operations and people need to be aware of the risk. A few basic pre-
cautions will help:
• �Abortions, especially those from sheep and goats, should routinely 
be reported to a veterinarian and submitted for diagnosis.

• �Appropriately dispose of placenta, birth products, fetal mem-
branes, and aborted fetuses at facilities housing sheep and goats.

• �Restrict access to barns during calving/lambing/kidding season 
and exercise basic biosecurity measures (protective gloves, hand 
wash stations, clean outerwear).

• Avoid unpasteurized milk and milk products.  c

Dr. Ron Clarke prepares this column on behalf of the Western Canadian 
Association of Bovine Practitioners. Suggestions for future articles can 
be sent to Canadian Cattlemen (gren@fbcpublishing.com) 
or WCABP (info@wcabp.com).
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By Brenda Schoepp  straight from the hip

Fire and Ice

The imagery of fire and ice is indicative of the 
current political status of our nation when it 
comes to trade. Between the blistering out-

bursts and cold responses there is imbedded a little 
dance with the dragon that may ultimately determine 
our economic well-being. 

Trump’s fire and brimstone proclamations will collapse 
with the mountain on which he stands at some future 
point but in the meantime he is flamboyantly reading 
Canada, China and Mexico the Ten Commandments. His 
protectionist appointments will ensure that Canadians go 
by the letter of the law when it comes to trade. The cold 
shoulder he gives China is a little concerning — as the 
States is indebted around US$19.8 trillion with five per 
cent of that just to the Chinese. Perhaps his pearly white 
vision is clouded by America’s US$336 billion trade defi-
cit with China but he may have overlooked that unless he 
suddenly and uncharacteristically goes green — his energy 
needs will come from China in one form or another. 

China is the fifth-largest producer of oil in the world 
but Petro China is the world’s largest energy company.   
And the Chinese are the dominant owners of resource 
extraction in Canada and that includes the oil sands.  As 
the U.S. imports a good percentage of their energy needs, 
it might be prudent to consider that Canada holds an all 
important role in American energy security that has not 
been as critical until this point in history. 

As of 2013 more than 75 per cent of the mining com-
panies found on earth were headquartered in Canada. 
There are incentives for them to be here but the point is 
they are in this nation. Canada can plague Trump with 
trouble if we exercise our diplomacy in the multitude of 
foreign lands we operate in ensuring access at times when 
Trump faces a time out in the corner. When we look at 
trade agreements through a wide lens it is important to 
remember that there are layers of products and services 
and that broad sweeping statements do not do justice to 
the complexities of the details. And just as I cannot offer 
solutions in this column — neither can Trump by tram-
pling on the foundations of economic diversity. 

The best personal lesson in this was a visit with 
Hassad Food, the largest food company in Qatar. We 
were discussing investment and trade with their senior 
management team when I asked a question about trade 
negotiations and was reminded ever so eloquently that 
“we have 38 generations of trade, you have five and we 
will rule (paraphrased) at the trade table.” There are 
nations where bully tactics will simply never work and 
many of these have heavy ownership in North American 
banks and business.  

Meanwhile, Trudeau is dancing with the dragon and 
carefully navigating with China and again, there is a solid 
economic reason to do so. Canada’s trade deficit with China 

runs near C$33 billion largely due to our importation of 
electrical machinery and equipment, boilers and mechani-
cal appliances. They, in turn, need our natural resources and 
our food. Our nation sends pulp and paper (C$3 B) and raw 
foods, grains and oil seeds (C$3.3 B) and other goods and 
services to China. One cannot downplay agriculture’s role 
in the overall economic health of our nation. Agriculture 
and agri-food is a much larger business than oil and gas in 
Canada, employing over 2.2 million persons in compari-
son to the total in oil and gas at 400,000, and contribut-
ing 6.7 per cent to GDP compared to oil and gas at 2.9 per 
cent. Canada owns 3.5 per cent of the total value of agri-
food and agricultural exports in the world.  

Building the agri-food profile will further enhance 
our trading position and reduce the trade deficit. What 
Trump cannot afford to do is mess with his northern 
neighbours in terms of agricultural trade and we can’t 
afford to impede it. The U.S. exported  US$337 billion 
in total goods to Canada in 2015 of which US$24 bil-
lion was food and food products. In turn, the Americans 
import from Canada US$325 billion in total of which 
US$22 billion was food and food products.  

I am not naive — money buys loyalty and the Ameri-
can’s will wave it in front of those they hope to impress, 
but there are other rich nations who don’t have as many 
mouths to feed as the U.S. Trump’s lean towards sov-
ereignty to reindustrialize the States is folly. We have 
seen these attempts fail in other nations with the result 
of rapid inflation and shortage of product, unrest and 
related health crises.   

It is critical at this point that Canada be in a position 
to be the investment and trading partner of choice with 
China, the U.S. and a multitude of other respected part-
ners. It will mean ethical transparency in our resource and 
mining industries, an enabling environment by govern-
ment for growth particularly in the agri-food and technol-
ogy sectors, and willingness from industry leaders to seek 
opportunity in the most unusual corners of the earth. At 
such a critical time in history on which so much of our 
economic future depends, we can ill afford regulations 
that repel investment. The issuance of the carbon tax is a 
prime example of misguided policy that will unravel our 
economic sweater — a must-have in the land of ice.  

Just as many Americans may have only themselves to 
blame for Trump, Canadians must take on responsibility 
as citizens and businesses to lead for a full retraction on 
or block regulations that impede our potential prosper-
ity. We can dance with the dragon or the devil himself, 
but what will nurture economic growth when we put 
potential business investment on ice?  c    

Contact Brenda through her website: www.brendaschoepp.com. 
All rights reserved. Brenda Schoepp 2017
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The volatility of the cattle mar-
ket in 2016, punctuated by very 
large and rapid market changes 

over the past three years, has left many 
cattle producers on edge as 2017 gets 
underway. At present, it is somewhat 
unfortunate that the extreme volatil-
ity has overshadowed the positive mar-
ket situation. The start of 2017 saw 
calf prices back over $200/cwt and, in 
some cases, feedlots making over $200/
head.  Traditionally, this would be con-
sidered very strong market conditions, 
but uncertainty and recent extremely 
high prices has made keeping perspec-
tive difficult.  

There’s another source of uncertainty 
around what the year will bring with our 
largest trading partner. At time of writ-
ing, the inauguration of President Donald 
Trump on January 20 had yet to occur. 
Prime Minister Justin Trudeau shuffled 
his cabinet, signaling that he is prepar-
ing for the incoming Trump administra-
tion. Former International Trade Minister 
Chrystia Freeland was appointed Canada’s 
new minister of foreign affairs. François-
Philippe Champagne was named the new 
minister of international trade. Prior to 
this appointment, he served as the par-
liamentary secretary to the minister of 
finance, and has a professional back-
ground as a lawyer and international 
trade specialist. The Canadian Cattle-
men’s Association (CCA) will work to 
maintain existing relationships and 
establish strong working relationships 
with new ministers of importance to 
the beef industry as the spring session 
approaches. The CCA will ensure that 
the interests of Canadian beef producers 
are advanced regardless of any action on 
trade agreements President Trump may 
make now and into the future. 

The CCA places a high priority on rela-
tionship building with governments, and 
industry stakeholders and counterparts 
domestically and internationally. We con-
tinue to grow the Canada-U.S. relationship 
at every opportunity. In January, CCA was 
part of the Canadian delegation attend-
ing the State Agriculture and Rural Lead-
ers (SARL) conference in Baton Rouge. 

The SARL conference is one of several 
vehicles CCA has utilized over the years 
for U.S. agriculture policy discussion and 
debate. The trip was among a handful of 
Canada-U.S. relationship-building events 
CCA attended last month, with meetings 
at the American Farm Bureau in Phoenix, 
a Canada/U.S. roundtable in Denver and 
the National Cattlemen’s Beef Association 
convention in Nashville.

These meetings are an opportunity 
for CCA to advance its objectives with 
Americans who have influence. Last 
month, I wrote about the value of having 
and maintaining these long-established 
relationships, in terms of reports that the 
Trump transition team had included re-
instatement of country-of-origin label-
ling (COOL) as an objective. The CCA 
was able to leverage relationships with 
allies who effectively explained to the 
Trump transition team why COOL is bad 
policy for the U.S., resulting in its dele-
tion from the Trump trade policy plan. As 
we continue to monitor the situation, the 
CCA is taking every opportunity to rein-
force the importance of Canada retaining 
its right to impose retaliatory tariffs if the 
U.S. reintroduces COOL in a manner that 
causes renewed discrimination against 
imported livestock.

The CCA sees an opportunity to work 
with the new administration on regulatory 
co-operation as they have signaled their 
intention to eliminate two regulations for 
every new one created. This could be an 
avenue to address some outdated require-
ments on Canadian live cattle shipments 
into the U.S.

At the bigger picture level, the movement 
of Minister Freeland to foreign affairs, 
and taking with her the responsibility for 
North American Free Trade Agreement 
(NAFTA) trade policy, is the Government 
of Canada’s first move toward ensuring the 
overall Canada-U.S. relationship is poised 
to maintain the preferred relationship that 
NAFTA currently provides, and to iden-
tify possibilities to further improve trade 
opportunities. The CCA also expects the 
government to encourage industry groups 
and individual companies to reach out to 
U.S. counterparts to ensure that all fully 

appreciate the value of maintaining our 
close relationship. The CCA is fortunate 
to already be well advanced at such efforts, 
but understand that we must never take 
these relationships for granted.

Another benefit of excellent relations 
became evident late last year when CCA 
was asked to participate in the CFIA’s 
Western Area Emergency Operations 
Centre regarding the bovine tuberculo-
sis investigation. This is a first from an 
industry-government collaboration and 
CCA shared these duties with Alberta 
Beef Producers. Overall government and 
industry collaboration is excellent and 
appreciated.

Of course, relationships with produc-
ers here at home are also a priority. Pro-
ducer meeting season got underway in 
January. CCA representatives were happy 
to attend and present a report at several 
Beef Farmers of Ontario county meetings 
and the Ontario Cattle Feeders Associa-
tion meeting. A variety of annual meet-
ings of provincial members and industry 
stakeholders will also provide CCA with 
welcome opportunities to touch base 
with producers. We are also very grateful 
when the provincial organizations send 
producers to Ottawa to participate in co-
ordinated CCA lobby days with MPs, that 
we call “fly-ins.”

The CCA’s annual general meeting will 
be in Ottawa from March 8-10, 2017. The 
CCA AGM is typically well attended and 
includes representation from our U.S. 
industry counterparts and allies. One of 
the hallmark events of the AGM is the 
CCA VIP reception, scheduled for the 
evening of March 8. The CCA reception 
is always well-received and the guest list 
includes senators, members of parlia-
ment and their staff and other key influ-
encers in Ottawa.

From my perspective, both as a pro-
ducer and as president of the CCA, there 
are plenty of reasons for producers to 
maintain a positive outlook in the months 
ahead as we navigate through uncertainty 
together.  c

Dan Darling is president of the Canadian 
Cattlemen’s Association
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  CCA reports By Dan Darling

Cultivating relationships



Identification
Full Traceability… we have a plan for that!  
By Debbie Furber

Full traceability for cattle is once again set to 
move full-steam ahead as the Canadian Food 
Inspection Agency (CFIA) renews its push to 
develop regulations that require mandatory 
premises identification and animal move-
ment reporting. These two components, 
together with mandatory animal identifi-
cation, in place for cattle since July 1, 2001, 
constitute an internationally recognized 
traceability system for animal health and 
food safety purposes.

The impetus for this renewed enthusi-
asm is the result of several positive meetings 
with key Agriculture and Agri-Food Canada 
(AAFC) and CFIA officials late last year 
where long-serving industry representatives 

on the Cattle Implementation Plan (CIP) 
committee became convinced that CFIA is 
now prepared to align its regulations with 
recommendations detailed in the CIP. 

“Industry is 100 per cent behind the CIP, 
it always has been,” says longtime com-
mittee chair Steve Primrose, a cattle buyer 
and feedlot and cow-calf operator from 
Lethbridge, Alta., who has represented the 
Canadian Livestock Dealers Association 
and the Canadian Cattle Identification 
Agency (CCIA) on the CIP committee 
since its inception. 

“Government is 100 per cent mov-
ing forward in tandem with industry. It’s 
looking like the regulations will align with 
the CIP but interpretation of some of the 
points from industry’s perspective and the 
government’s perspective might end up 
being different. The wording will be impor-

tant. We know we have our points made to 
the CFIA and Minister MacAulay is aware 
of the plan. 

“This is one situation where all of indus-
try, and the provincial and federal govern-
ments have to buy in with everyone working 
toward the same goal or it won’t work.” 

Volumes could be written about what 
went on behind the scenes to get the Cattle 
Implementation Plan to this point since 
2011 when then agriculture minister Gerry 
Ritz called the cattle industry and govern-
ment to a summit in Saskatoon to agree on 
a plan to turn full traceability into a reality.  

The result was a step-by-step plan to 
create a voluntary, phased-in approach for 
premises identification (PID) and move-
ment reporting.

  THE INDUSTRY

NewsRoundup

Continued on page 52



Bulls 
for

Sale
•  33rd Consecutive Year 

Testing Bulls
•  18 Select Bulls On Test Chosen 

From Over 250 Brood Cows
• 9 Different Sires
• 100% Polled or Scurred Bulls
• 86 lbs. Average Birth Weight

WELSH BLACK

 lbs. Average Birth Weight lbs. Average Birth Weight

SELECT TWO YEAR OLDS AVAILABLE 
FEMALES FOR SALE AT ALL TIMES

For test stats and sale information contact:

•  18 Select Bulls On Test Chosen •  18 Select Bulls On Test Chosen 

Immediate
Sales

Available

Bull Test is at Thorlakson Feedyards 5 miles east of Airdrie, AB on Hwy # 567

SHYANN WELSH BLACK
Arlin & Anita Strohschein

Trochu, AB
(403) 442-4372

shyann@xplornet.ca

SCOTT FARMS
Randy Scott
Hanna, AB

(403) 854-2135
rascott@netago.ca

Seventeen major industry groups finalized the details with gov-
ernment consultation  and presented what they believed was a 
final plan to CFIA in 2012 to begin preparing the regulations.

 The plan mapped the transition from a proven traceback 
system, based on cattle identification tags, to a full movement 
reporting system which appreciates the realities of how cattle 
are handled and shipped and the limitations of the current tech-
nology. 

Obviously there have been some delays since then. One big hur-
dle, says Primrose, occurred when AAFC pushed the implementa-
tion of premises ID onto the provinces. It has taken until now to 
get every province on board, and none have 100 per cent of their 
producers signed up. 

Another setback occurred in 2014, when CFIA went off the Plan 
and proposed introducing  a requirement to read tags in and out of 
every site with a different PID. The industry balked. This wasn’t in the 
CIP all had agreed to. 

“The beef cattle industry has so many moving parts and since 
the applied research project to test reading equipment at sales ven-
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ues across the country showed there isn’t a 
system that can get 100 per cent (of RFID 
numbers), the thinking is we can get a big 
chunk and that’s better than nothing,” 
Primrose says.

Delegations were sent to other countries 
to examine different tag reading technolo-
gies, but the consensus always came back to 
the agreed upon CIP as being the best way 
forward for Canada.

“The CIP has always been about work-
ing together to get an understanding of 
what’s needed and what we can do, and it 
has always been about the money. Espe-
cially now with government cutbacks, there 
is only a small pool of money, so we have to 
make sure traceability is affordable. There’s 
no sense having an elaborate scheme (if) 
nobody can afford it.”

LOOKING AHEAD
The CIP is updated every couple of years as 
circumstances and technology change, so it 
has always been a work in progress, but it’s 
now at the point where not much more can 
be done until the regulations lay out what 
will be required.

Once the regs are written, Primrose says 
the industry focus will shift to one of mak-
ing producers aware of their responsibilities 
under the new rules. Industry associations 
can spearhead this effort and Primrose 
views the mobile field representative pro-
gram in Aberta as a good example to follow. 
The CIP recommends a similar nationwide 
approach for movement reporting.

Defining the cost-sharing principles 
for implementation and the ongoing 
cost of traceability as well as negotiating 
an accord to ensure future governments 
honour the principles of the CIP are a few 
issues currently being looked at by indus-
try representatives. 

“Our understanding is that when legisla-
tion for movement reporting is introduced 
it will be as agreed in the CIP,” says Sask
atchewan rancher Pat Hayes, another CIP 
committee member. 

“What we have to do now as an industry 
is to make sure we can meet it. It’s impor-
tant that industry is doing its part by using 
PID numbers and movement documents 
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to prove CIP works over the next three to five years, or we might 
end up with an elaborate version,” he says. 

While there is general agreement on using the current CIP to craft 
the regulations, there are still federal-provincial jurisdictional issues 
to do with premises ID and movement reporting to be resolved, plus 
a few grey areas surrounding when RFID tags need to be read.

Hays says a substantial investment will also be needed to develop 
an electronic manifest that ties in with CCIA’s Canadian Livestock 
Tracking System database and employee training at locations 
required to read and report RFID numbers to the CLTS database.

A manifest, or movement document, in paper or electronic form, 
will need to accompany cattle transported from the farm of origin, 
linked premises or linked commingling premises (private and public 
community pastures, Crown grazing lands). Producers may choose 
to link their primary premises to other owned, leased or commingling 
premises to identify one animal health unit in a PID database.

At a minimum the proposed manifest would require the ship-
per’s PID, species, head count, loading or unloading date, and 
license plate of the transport. Each province may include addi-
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tional information as needed to facilitate 
commerce.

It wouldn’t be mandatory to report this 
information to the CLTS database when 
shipping cattle because all of it will be 
reported along with the receiver’s PID when 
the RFID numbers are read at the next 
farm, feedlot or other intermediate site.

Federally and provincially registered 
packing plants, dead-stock operators, ren-
derers and exporters, are already required by 
regulation to read and report RFID numbers 
to retire them from the CLTS database.

“The CFIA suggests a review three years 
after the regulations come into force, but 
industry has asked for five years to get PID 
databases populated and movement docu-

ments in place to create a baseline,” says 
Saskatchewan rancher and current CCIA 
chair Mark Elford. 

All are in agreement that the first move 
from the farm of origin or its linked premises 
will be caught on the movement document. 
The first reading of RFID numbers to be 
reported to the CLTS database would be after 
the cattle are read at the receiving premises, 
the exception being for sales venues.

Manifests are already in use in Sask
atchewan, Alberta, and British Columbia, 
administered by inspection agencies. It 
will be a much bigger change for produc-
ers, marketers and transporters operating 
from Manitoba, Ontario and the Mari-
times.  Quebec already has its own system.

One issue Elford says CFIA is working 
on, is the tag-reading requirement for cattle 
crossing provincial borders. Many ranches 
operate on both sides of a border and in 
some places cattle graze freely in pastures 
that span borders. In Saskatchewan, almost 
all cattle cross the Alberta border to feedlots 
or packing plants, so there should be no 
need to handle them when the tags will be 
read by the receiver.

Simply put, mandatory use of a move-
ment document is a tradeoff for not hav-
ing to read RFID tags again at sales venues 
when shipping cattle, says Rick Wright of 
Virden who represents the Livestock Mar-
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The 13th Annual

HOME OF “JOHN” BULLS
BULL and FEMALE SALE

Guest Consignors: Good Anchor Charolais, Vermilion - 780-853-2220
von Platen Farms Angus, Camrose - 780-983-6779von Platen Farms Angus, Camrose - 780-983-6779

MARCH 4, 2017
VIKING AUCTION MARKET

Located 10 km. South of Viking at Junction of Hwys. 26 & 36

JOIN US FOR LUNCH AT 11:30 • SALE COMMENCES AT 1:30

John & Cathie Chomiak
Mundare, AB.
Cell: (780) 945-1504 Farm: (780) 632-7108
E-Mail: johnwchomiak@gmail.com

NOTE: Chomiak Charolais 
Cannot House Bulls Which 

Have Been Sold This Year.

Proud Sponsor

of the Canadian

Bull Congress

ON OFFER:
REGISTERED, 

PUREBRED BULLS
- Long Yearlings & Two Year Olds as Well as Bred Females

CHOMIAK CHAROLAIS WELCOMES 
YOU TO OUR SALE!

Please view our catalogue online at:
www.chomiakcharolais.net in February.
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MH TITAN 752
10 YEAR OLD WALKING HERDSIRE
O C C GREATPLAINS X O C C HOMER

45 BLACK & RED ANGUS

RUGGED 
2YR OLD BULLS

Selling: MARCH 11TH - ASHERN MB

Breeding Bulls for Grass Farmers

Jonathan Bouw: 204-471-4696
Stefan Bouw: 204-232-1620

twitter: @ediecreekangus
www.ediecreekangus.com

Moderate - Maternal
Easy Calving - Easy Fleshing

kets Association of Canada (LMAC) and the CCIA on the CIP 
committee. 

Reading tags at locations where cattle are normally handled in 
large groups not only slows down trade, but creates bottlenecks that 
contribute to stress and shrink. Even one per cent additional shrink 
amounts to a significant loss on each animal for every producer. 
The losses become staggering when multiplied across a couple of 
thousand animals per sale at every sale across the country during 
the busy fall run.

Another important project will test the ability of the CLTS 
database to accept information from scanned movement docu-
ments. Vendors at a November symposium gave assurances that 
they could create software to scan and automatically upload the 
required information. 

The CFIA has also indicated intermediate sites would not be held 
responsible for manifests not filled in correctly by producers.

“As an industry, we have to work together to get this done in three 
years and we might be able to string it out to five. If we don’t, we 
won’t have a choice,” Wright says. “From Manitoba east, it will take 
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time and a lot of education to get producers and everyone up the 
line on board with movement documents. It won’t happen without 
a lot of effort.”

Larry Witzel, of the Ontario Livestock Exchange, who also rep-
resents LMAC on the CIP committee, says some preliminary work 
on manifests is already being done in Ontario. In the past, Ontario 
markets, dealers and truckers relied on their own documents to 
collect the basic information they needed to transact business. 
About two years ago, Beef Farmers of Ontario, and the provincial 
cattle feeders, markets, dealers and trucker associations along with 
Ontario Agriculture got together to create one common manifest 
for deliveries of cattle, bison, sheep and goats to markets, dealers 
and assembly yards, and another for the delivery of those spe-
cies to farms, feedlots and packing plants. These manifests ask for 
the same key information that will be required when movement 
reporting becomes mandatory.

Currently Ontario manifests are voluntary but uptake by the 
producers has been progressing, albeit slowly. 

More than 50 per cent of Ontario producers have voluntarily 
registered their PID already.

“The CIP is designed so that we aren’t duplicating what others down 
the line are doing because it all comes down to cost,” says Witzel. 

“I’m hopeful that the regulations will follow the CIP because 
we need to get to that sweet spot for traceability where we can effi-
ciently get what the CFIA needs to do the job of traceback, but not 
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FUNCTIONAL, MODERATE, MATERNAL
ENGINEERED TO BREED MORE COWS & BUILT TO LAST

FEBRUARY 23
THURSDAY

“FORAGE-DEVELOPED”“FORAGE-DEVELOPED”

BULLSALEBULLSALE
STETTLER AUCTION MART, STETTLER, ABSTETTLER AUCTION MART, STETTLER, AB

FEATURING 100 ANGUS 2’S

11 TH ANNUAL

Pictured
Sinclair Rito 9R7
Trait Leader WW & YW
35 Sons Sell

www.chapmancattle.com
SILAS CHAPMAN  403-741-2099R PLUS SIMMENTALS

Box 1476 ESTEVAN, SK  S4A 2L7

MARLIN LEBLANC 
(CELL) 306.421.2470 
(CELL) 306.421.9637 
(HoME) 306.634.8031

SALES MANAgEMENT:

oBI
RoB HoLowAyCHUK 
780.916.2628

MARK HoLowAyCHUK 
403.896.4990

100 RED & BLACK SIMMENTAL BULLS

PICK oF THE HEIFER PENSales Management:

OBI
Rob Holowaychuk

780.916.2628

Mark Holowaychuk

403.896.4990

R PLUS SIMMENTALS

Ross LeBlanc & Sons

Box 1476 Estevan, SK  S4A 2L7

Marlin 306.634.8031

Cell 306.421.2470

Ross 306.421.1824

Jason 306.421.9909
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at a high, high cost for producers, industry 
or government, regardless of how the cost-
sharing works out. If it can be low cost and 
efficient, it will be a win-win for everyone. 
It is difficult to do, but hopefully we are 
getting there because whatever we end up 
with will be in place for future generations 
because these things can’t be changed easily 
after they are in regulation.”

The CIP roadmap was vetted through the 
CCIA board, which represents all industry 
sectors, but it is not a lobby group, and last 
summer the CIP committee felt it needed to 
provide a more consistent message on trace-
ability in Ottawa, so the Canadian Cattle-
men’s Association (CCA), the producers’ 
chief lobbyist, and well-known on Parlia-
ment Hill, took on this role. 

CCA executive vice-president Dennis 
Laycraft and president Dan Darling, led the 
industry delegation at the meetings with 

the CFIA last fall that appeared to put full 
traceability back on the rails.

“We do feel there is an effort to try to get 
the regulations moving, but making regu-
lations is a long process,” cautions Laycraft. 
“It could be spring, summer or into fall 
before we see them.”

He views the Cattle Implementation Plan 
as a good foundation that gives the industry 
the capability to handle situations and yet 
allows people to operate in a practical way. 
The CCA will be working with LMAC and 
all associations representing the other sectors 
on the CIP committee to focus on the most 
practical method possible to capture RFID 
numbers. Electronic manifests will become 
an important tool to capture the rest of the 
information needed to follow the cattle 
because it is the best way to create fast data.

Now that the ball is rolling again, the 
CCA will focus its lobbying efforts on mov-
ing the CIP along and making sure the regu-
lations align with it, while keeping provincial 
cattle organizations informed and engaged. 
Meanwhile, officials must be reminded of 
the limitations to today’s technology when 
it comes to tag retention amd  reading indi-
vidual tags under varying conditions with-
out compromising the industry’s concern 
for animal welfare and meat quality. 

“We can’t apply perfect solutions to 
imperfect problems,” says Laycraft. “The 
CIP is a work in progress. If we get the 
right process moving forward, industry 
will be strong and competitive and we will 
strengthen the traceback system.”  

A copy of the Cattle Implementation 
Plan is found on www.canadaid.ca.  c
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WELSH BLACK

Canadian Welsh Black Cattle Society
Box 546, Trochu, AB. T0M 2C0
O�  ce: ph/fax: 403-442-4372
Email: shyann@xplornet.ca

Check out why at: 

www.canadianwelshblackcattle.com

THE BROOD 
COW 

ADVANTAGE

Like us on Facebook

The Ultimate Livestock Water Bowl
There are 66,000 Cancrete Tanks in Feedyards &
In Cow/Calf Ranches from Alberta to New Mexico

Call: 866-789-3336 or go to www.cancrete.com

Reliable and reasonable 
now distributing from 
Sask. AB and the US

Phone: 306-577-4664
Email: cozycaps@outlook.com    

www.mcbethshorthorns.com

Cozy Caps
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We’d appreciate it if you could tell us a  
little about yourself. It makes it easier for  
us to keep your main interests in focus

 I’m ranching or farming

Enterprise # of head

Total beef cattle

Yearlings on feed/pasture

Registered cows

Fed cattle (sold yearly)

Commercial cows

Horses

Calves on feed/pasture

Other livestock

 I no longer take an active part in farming 

If not an owner/operator of a farm, are you: 

 In agribusiness (bank, elevator, ag supplies, etc.)

 Other (please specify) ______________________

My approximate age is: 
 a) Under 35  b) 36 to 44  c) 45 to 54

 d) 55 to 64  e) 65 or over

What do you think of: On a scale of 1 to 5, how do 
you and your family like these features? 

5   – I always watch for it; let’s see more of it
4 – I regularly read it and like it
3 – I usually read it
2 – There are things I’d rather read
1 – I don’t want it; get rid of it

Regular Columns 5 4 3 2 1

Straight from the Hip

Prime Cuts

CCA Reports

News Roundup

Purely Purebred

The Markets

Regular Columns 5 4 3 2 1 Market Talk

Comment Sales and Events

Newsmakers Special features 5 4 3 2 1

Letters Calving Issue (Jan.)

Our History Custom Feedlot Guide (Sep.)

Nutrition Stock Buyers’ Guide (Aug.)

Vet Advice Animal Health Special (Sep.)

Research Beef Watch (May & Nov.)

Free Market Reflections

What would you like to see? __________________________________________________________
_______________________________________________________________________________
_______________________________________________________________________________

How much time do you and your family spend reading  

Canadian Cattlemen?    Under 2 hours   Over 2 hours

Answer our survey — and have a go at winning one of our caps
We have a goal to be the best beef cattle magazine in the business. But we need your help. If you could just  
fill in this survey and return it to me, you would be helping us set the future editorial direction for Canadian Cattlemen. 
All you have to do is tell me what you like about the magazine, and what you don’t like. There’s also some space  
for you to tell us what you would like to see in future issues.
ClIp And EnCloSE youR MAIlIng lABEl. Each month, we will draw one name from all the surveys sent in and 
send that person a Cattlemen cap. It could be you!

1666 dublin Avenue 
Winnipeg, Man.  R3H 0H1

www.hi-hog.com          1-800-661-7002

Maximize returns on your feed investment

Nifty
Feed

Dispenser

Round Bale, Multi-bale, 
and Fenceline Feeders

Calving Enclosure, Item № 1130 Calving/Trimming Chute, Item № 125

Shown with optional trailer

Hi-Hog Farm & Ranch Equipment Ltd.

MADE  IN

The Outstanding Brand

Start Strong
with Hi-Hog’s outstanding

CALVING EQUIPMENT
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n 2016 was a record-setting year for the 
Canadian Angus Association with members 
registering 62,414 calves. The previous high 
was 61,578 calves in 2008. Sales of Canadian 
Angus Rancher Endorsed tags was the sec-
ond-highest amount on record at 278,010. 

n  Congratulations to Glen and Darlene 
Glessman of Glesbar Cattle Co. Ltd. for win-
ning the Canadian Angus Foundation’s first 
early bird draw for a copy of the foundation’s  
history book. The foundation continues 
to seek histories and encourages everyone 
to submit their story no matter how big or 
small their operation, and whether their 
story starts last month or 100 years ago. 
Throughout 2017, the foundation will draw 
one name per month from all of those who 
have submitted their family histories. Once 
you submit your history, your name remains 
in the draw. The sooner you submit your 
story, the more chances you will have to win.

n  Mary Elmhirst of Elmlodge Polled Here
fords in Ontario was presented with the Fed-
erated Women’s Institutes of Ontario (FWIO) 
Woman of Excellence in Agriculture Award. 
The award recognizes the significant contri-
butions made by women in agriculture at the 
Royal Agricultural Winter Fair. 

n The Canadian Simmental Association’s 
Hall of Fame inductees for 2016 are Stan 
Church of Bearspaw, Alta., and Jim McMil-
len of Carievale, Sask. Stan Church is a well-
known Calgary lawyer and rancher who 
began importing Simmentals from Europe 
in 1971. Over the years he served the breed 
as president of the Canadian Simmen-
tal Association twice and represented the 
breed on the Canadian Beef Breeds Coun-
cil. Jim McMillen has been in love with 
Simmentals for nearly half a century,  going 
back to when he and his brother imported 
their first half-blood calves in 1971, to the 
point where today the family-run McMil-
len Ranching Ltd. markets upwards of 175 
bulls annually. 

n  Congratulations are also in order for 
Jim Hines and family who were named the 
Northern Alberta Hereford Club Commer-
cial Producer of the Year at Farmfair.

n Canadian exhibitors did well in the Red 
Angus division of the 2017 National West-
ern Stock Show in Denver. 

Grand Champion bull honours went to 
Damar Trump C512 a powerful Power eye 
son owned by Blairs.Ag, Rust Mountain View 
ranch, Thomas Ranch and Yackley Ranches. 

Northline Angus with partners Goad Fam-
ily Angus and Collier Diamond C Ranch 
took home the Reserve Grand Champion 
Red Angus bull banner with their bull Red 
Northline GFA Crush. 

Congratulations also go out to Blairs.Ag 
Cattle on being named Premier Exhibitor at 
the 2017 National Western Red Angus show.

n The 2017 Canadian Simmental Asso-
ciation’s annual convention will be tak-
ing place August 10-13, in Fredericton, 
N.B. It features CSA’s annual meeting, the 
Friends of Canadian Simmental Foun-
dation’s AGM and auction, as well as the 
Young Canadian Simmental Association’s 
National Simmental Show. Watch Sim-
mental.com for updates or contact the CSA 
office.

n I am a bit late in recognizing Brad 
Dubeau’s many contributions to the Cana-
dian Hereford Association during his time 
as the CHA director of communications. In 
late December he moved on to fill a similar 
role with the Alberta Beef Producers. 

 n Speaking of Herefords, here’s a list of the 
2016 National Hereford Show Champions 
as judged at Agribition:
Horned Herefords: 
• �Grand Champion Bull, TRIPLE A 2059 

BAM BAM ET 11B, exhibited by Triple 
A Herefords.  Reserve Grand Champion 
Bull, BIG-GULLY 102 HURLEY 271C, 
exhibited by Big Gully Farm.

• �Grand Champion Female, GH KILO 
DOMINETTE 64D, exhibited by Hirsche 
Herefords & Angus Ltd. Reserve Grand 
Champion Female, BCD 323S KENZIE 
217Z, exhibited by Brad Dallas.

Polled Herefords:
• �Grand Champion Bull, BNC 201A DIA-

MOND JIM 102C, exhibited by Glenlees 
Farms, Ron Schmidt and Micheal Caley Sr. 
Reserve Grand Champion Bull, REMIT-
ALL W GD WATERLOO ET 12B, exhib-
ited by Remitall-West and Glenrose Polled 
Herefords.

• �Grand Champion Female, RVP 51X 
ABLAZE 7A, exhibited by Harvie Ranching 
and RSK Farms. Reserve Grand Champion 
Female, REMITALL WEST BELLE 36B, 
exhibited by Remitall-West. 

n The 2016 recipient of the prestigious 
World Simmental Fleckvieh Federation’s 
Golden Book Award is Bob Gordon of 
Souris, Man. who passed away last sum-
mer. The award is given to individuals 
and or ranches that have contributed to 
the Simmental breed both domestically 
and abroad. 

n The Canadian Limousin Association 
board of directors has decided to allow 
its provincial associations to bid on host-
ing the 50th Anniversary Show & Sale for 
the breed in Canada in 2019. Bids will be 
accepted up until March 1, 2017, after 
which the CLA membership will be able 
to participate in an online poll to vote on 
the location. 
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Suggestions are always  
welcome. My phone 

number is 306-251-0011
Email: mike.millar@
fbcpublishing.com

By Mike Millar  NEWS ABOUT YOU

PurelyPurebred



n The Canadian Gelbvieh Association elected 
a new board of directors at its annual meet-
ing during Canadian Western Agribition in 
November. Back row (l-r): Kert Ness, Ryan 
Sommerfeld, James Jasper, Neal Overby. 
Front row (l-r): Lon Carlson (vice-president), 
Aaron Birch, Lee Wirgau (president).

n The Young Canadian Simmental Asso-
ciation Leadership Conference is taking 
place February 23-25, 2017, in Calgary, Alta. 
For further information contact YCSA pro-
grams co-ordinator Kelsey Dust at kdust@
simmental.com or 306-291-7086.

n Updated EPDs and indexes are now avail-
able on the Canadian Simmental Association 
website. This evaluation ushers in some new 
traits including the first multi-breed stayabil-
ity, where EPDs are calculated on animals of 
all breeds and breed combinations. The new 
stayability analysis achieves multiple firsts for 
the Canadian Simmental Association and 
International Genetic Solutions (IGS). Their 
STAY EPD is the first “Single Step” EPD ever 
produced in the beef industry on a large data-
base. Single Step refers to the analysis being 
performed by incorporating DNA mark-
ers directly into the genetic evaluation. This 
approach leverages DNA in the most effective 
way possible, yielding the most accurate EPDs 
possible. The STAY EPD is also the first ever 
published via the industry’s most advanced 
genetic evaluation software, BOLT (Biometric 
Open Language Tools). Over time, CSA’s full 
array of EPDs will be transitioned to BOLT, 
which will ensure that our members and their 
customers will have the most accurate EPDs 
available when making selection decisions.  
Detailed statistics and evaluation reports 
are available online at:  www.simmental.com/
resource.html. 

n The Canadian Hereford Association is 
once again holding RFI trials at Olds College 
and Cattleland Feedyards Ltd. An additional 
250 yearling bulls are anticipated to com-
plete the test this year and receive a genomi-
cally enhanced residual feed intake EPD. 

n Cattlemen’s Young Leaders:
Luke Marshall
Mentor: Leighton Kolk, 
Kolk Farms Ltd., Iron 
Springs, Alta. 
Marshall grew up and is 
now working as a part of 
his family’s farm, Future 
Farms, west of Innisfail. 

The farm consists of a purebred Charolais 
herd, commercial herd, and a backgrounding 

operation. Marshall was an active member of 
his local 4-H club as well as being involved 
with the Canadian Charolais Youth Associa-
tion. Having now re-established himself in his 
hometown area he looks forward to giving 
back to these and other organizations that 
he was involved in and benefited so much 
from growing up. Marshall received a bach-
elor of science in agribusiness degree from the 

PURELY PUREBRED
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University of Saskatchewan. He wants to be 
able to utilize his degree at the production 
end of things and sees streamlining beef 
production practices as a way to make it 
more efficient, sustainable, and profitable. 
He is looking forward to a great year ahead.

Jason Hurst
Mentor: Mathew 
Heleniak, president, 
Norwich Packers
Jason grew up outside of 
Elora, and now farms in 
Durham, Ont. His inter-
est in the beef industry 

began with his first 4-H Gelbvieh calf. His 
family was passionate about growing and 
promoting the Gelbvieh breed in Ontario, 
after seeing the breed’s success in Western 
Canada. As he grew up, the herd contin-
ued to expand and his family focused on 
growing the breed in Ontario. In 2010 the 
Hurst family moved their operation far-
ther north to Durham, Ont., where today, 
Jason, along with his wife Andrea and his 
parents Paul and Laurie, operate Carroll 

Creek Cattle Company. Today the opera-
tion consists of about 50 purebred Gelb-
vieh, Angus and Simmental cows. 

Off the farm, Hurst attended the Univer-
sity of Guelph where he received a bachelor 
of science in agriculture. He pursued a career 
in the feed business following graduation, 
and currently works for Masterfeeds as an 
account manager focused on beef custom-
ers across Ontario. He works daily with 
feedlots, as well as commercial and pure-
bred cow-calf operations. He has surved as 
a director of the Canadian Gelbvieh Associ-
ation and the Beef Farmers of Grey County. 
He also helps lead his local beef 4-H club, 
where he got his start in the beef industry.

Maddy Knodel
Mentor: Ryan 
Copithorne, rancher
Having been raised on 
her family’s commercial 
cow-calf ranch located in 
southern Alberta, Knodel 
has had a lifelong involve-

ment in agriculture. In addition to help-
ing her parents with their ranch, Knodel 
operates her own cattle enterprise. She 

purchases yearlings in the spring, grazes 
them over the summer and sells them 
in the fall. Off the ranch, she has been 
involved in several agriculture-oriented 
programs such as pasture management 
camps, 4-H, Green Certificate, and rodeo. 
She is currently a tester for the Green Cer-
tificate program and has volunteered as a 
judge for 4-H and for the Medicine Hat 
Exhibition and Stampede Rodeo Roy-
alty Competition. In 2012 Knodel had 
the unique experience of serving as the 
MHE&S Rodeo Queen. 

Her passion for agriculture led her to 
pursue a degree in agricultural biotechnol-
ogy at the University of Lethbridge where 
she is currently in her final year of studies. 
She is a member and past president of the 
university’s agriculture club, and received 
the Agriculture Studies Award for two 
consecutive years. This year she was also 
the recipient of the Bayer CropScience 
Award. Upon graduation she hopes to be 
accepted into veterinary college with the 
goal of becoming a large animal vet. It is 
also her ambition to assume management 
of her family’s ranch.   c

PURELY PUREBRED
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THE NEW CANADIAN 
CATTLEMEN APP  
IS AVAILABLE NOW!
Keep up to date on all the latest livestock news  
with the new Canadian Cattlemen mobile app! 

INSTANT ACCESS TO:

More great agricultural apps available!

• Livestock news

• Daily regional ag news

• Daily market news  

• Commodity futures

• Crops news

• WeatherFarm data

• Machinery tips & reviews

• Plus much more!

IT’S FREE!
Scan the code to  
get the app – or  
visit agreader.ca  

Available for Android  
devices, iPhones and iPad.

Part of the network

Sponsored by

Continued from page 61



www.canadiancattlemen.ca	 C at t l e m e n  ·  F E B R U A R Y  2 0 1 7      63

By Debbie McMillin  Market Summary

TheMarkets
Fed Cattle

The combination of a rising U.S. market, a weaker Canadian dollar, a his-
torically strong basis in Western Canada and tight front-end supplies sparked 
a strong start to the 2017 fed cattle market. Western Canadian fed steers 
climbed 24.5 per cent since the fall low of $128.31 to $160.31/cwt the second 
week of January. Better prices have encouraged timely marketing which, in 
turn, brought carcass weights down across the country. 2017 opened with 
average steer carcasses 24 pounds lighter than a year ago.  

We also opened the year with a historically strong cash-to-cash basis of $4.15/
cwt over the U.S. market compared to -$13.34 last January, a difference of $17. 

The December cattle-on-feed report for Alberta and Saskatchewan was 
down by 10 per cent at 870,569 head, the fifth decline in a row confirming 
the tight supply situation in the Canadian market. November placements, 
however, were up 19 per cent at 268,984 head due to the delayed fall run and 
the addition of some of those heifers people were holding, in hopes of better 
prices at the end of the fall run.  Fed cattle sales were up in 2016 with a six per 
cent increase in steers at 1,465,996, and heifers at 777,629 head.  Fed cattle 
exports finished 2016 a whopping 46 per cent ahead of 2015 at 315,399 head. 

Feeder Cattle

The stronger tone in the fed and technical markets contributed to a strong 
rally in the feeder cattle market over the past couple of months. Up nearly 
22 per cent from the October low, 550-lb. feeder steers averaged $204.80/
cwt the second week of January.  Feeder cattle volumes at auction were larger 
through December as producers decided to move more cattle into the stron-
ger market.  Also noted were an increased number of heifers sold in the last 
month of 2016 as many producers who had moved their steer calves earlier in 
the run but held the heifers in hopes of higher prices. Heavier-weight feeder 
cattle trade has been more mixed, bouncing from the fall low in October of 
$157.77/cwt to December when most of the trade was averaging between 
$172-177/cwt. At the start of 2017, 850-lb. feeder steers averaged $172.75/cwt, 
which is $57/cwt under the same week last year. The 850-lb. feeder basis is 
also positive as we start 2017, +$1.76 in the second week compared to -$7.16/
cwt at the same week last year. Feeder cattle exports finished 2016 down 38 
per cent year-to-year at 179,045 head. 

Non-Fed Cattle

D1,2 cow prices followed a typical seasonal trend at the end of 2016 and start 
of 2017. Prices picked up from the fall lows with the current D1,2 price in 
Western Canada at $97.75/cwt, which is just $9/cwt back from last year but 
nearly a $20/cwt premium over the current U.S. utility cow market. Looking 
back at the close-out numbers for 2016, the number of cows exported to the 
U.S. was down five per cent at 202,883 head and bull exports were off by 33 
per cent at 54,570 head.  As a result, domestic cow and bull slaughter totals 
were up markedly. Cow slaughter was up 13 per cent at 391,840 head and bull 
slaughter jumped 31 per cent to 13,556.  c

Debbie McMillin is a market analyst who ranches at Hanna, Alta.

More markets   

Fed Cattle 
Profitable feeding margins over the 
past month encouraged timely marketing 
which is keeping front-end supplies 
current. Recent cattle-on-feed reports 
suggest a very manageable supply of 
cattle for the first quarter, which should 
support the cash market.  The Canadian 
dollar continues to trade below its five-
year average and near-term feed costs 
should remain low. 

One factor to keep an eye on will be 
the fed basis. It’s uncommon to trade 
over the U.S. market at this time of year. 
History would suggest the basis will 
weaken moving forward, sparked either 
by a U.S. market rally, or our market 
moving lower. Then there’s the four per 
cent increase in the U.S. hog supply. 
While the relationship between cattle 
and hog prices has moved back within 
the historical norm, growing pork supplies 
remain a concern. Overall, we can expect 
support for fed cattle prices in the near 
term with a lower Canadian dollar and 
tighter first-quarter supplies being the 
main driving factors.

Feeder Cattle 
Continued strength in the technical 
markets will be crucial to maintaining 
a strong feeder market, already buoyed up 
by ample supplies of cheaper feed grains 
and the weaker dollar. Moderate volumes 
of feeder calves on offer will support this 
trend as will the increased interest from 
buyers after feedlot spot margins moved 
back into profitable territory. Expect 
seasonal strength in the calf market; 
however, the volatility seen in recent 
months urges a cautiously optimistic 
attitude.  

Non-fed cattle
Smaller volumes are expected 
which should support seasonal strength 
in cow prices through the 
first quarter. The dollar and tighter 
fed cattle supplies are other positives, 
but remember we usually look to the 
U.S. market as our floor and cows 
and bulls are currently trading above the 
U.S. That will limit exports and 
the upside potential for this market.  

  DEB’S OUTLOOK
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MARKETS

Canfax weighted average  
price on A-Grade steers

Ontario

Ontario prices based  
on a 50/50 east/west mix

Break-even price for  
steers on date sold

Alberta

Break-even Prices on A-Grade Steers

January 2017 prices*

Alberta
Yearling steers (850 lb.) . . . . . . . . . . . . . . . . . . .                   $171.23/cwt
Barley  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                         3.78/bu.
Barley silage . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                 47.25/ton
Cost of gain (feed) . . . . . . . . . . . . . . . . . . . . . . . . . .                          58.21/cwt
Cost of gain (all costs) . . . . . . . . . . . . . . . . . . . . .                      88.24/cwt
Fed steers . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                  156.59/cwt
Break-even (June 2017) . . . . . . . . . . . . . . . . . . . .                     138.63/cwt

Ontario
Yearling steers (850 lb.) . . . . . . . . . . . . . . . . . . .                   $178.97/cwt
Corn silage  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                 38.32/ton
Grain corn . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                    4.54/bu.
Cost of gain (feed) . . . . . . . . . . . . . . . . . . . . . . . . .                           72.39/cwt
Cost of gain (all costs) . . . . . . . . . . . . . . . . . . . . .                      106.14/cwt
Fed steers . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .                                  137.56/cwt
Break-even (July 2017) . . . . . . . . . . . . . . . . . . . .                      149.84/cwt
*Mid-month to mid-month prices
Breakevens 
East: end wt 1,450, 183 days 
West end wt 1,325 lb., 125 days

2017
2016

2017
20162017

2016

2016
2015

Market Prices

Market Summary (toJanuary 7, 2017)
	 2017	 2016
Total Canadian federally inspected slaughter. .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 39,757. .  .  .  .  .  .  .  .  .  .  . 46,086
Average steer carcass weight . .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 918 lb.. .  .  .  .  .  .  .  .  .  .  .  942 lb.
Total U.S. slaughter. .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 1,146,000. .  .  .  .  .  .  .  .  . 1,173,000
Trade Summary
Exports	 2016	 2015
Fed cattle to U.S. (to December 31) . .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  315,115. . . . . . . . . . . . 215,801
Feeder cattle and calves to U.S. (to December 31). .  .  .  .  .  .  .  .  .  .  179,045. . . . . . . . . . .  287,608
Dressed beef to U.S. (to November). .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  551.49 mil.lbs. . . . . .470.39 mil.lbs
Total dressed beef (to November) . .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  728.87 mil.lbs. . . . . 650.45 mil.lbs
IMPORTS 	 2016	 	 2015
Slaughter cattle from U.S. (to November)  . .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .   0 . .  .  . . . . . . . . . . . . . . . 0
*Dressed beef from U.S. (to November) .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  225.12 mil.lbs . .  .  . .  240.63 mil.lbs
*Dressed beef from Australia (to November) .  .  .  .  .  .  .  .  .  .  .  59.37 mil.lbs . .  .  . . .  88.09 mil.lbs
*Dressed beef from New Zealand (to November) . .  .  .  .  .  . 42.70 mil.lbs . .  .  . . . . 51.29 mil.lbs
*Dressed beef from Uruguay (to November) .  .  .  .  .  .  .  .  .  .  . 33.30 mil.lbs . .  .  . . . .28.45 mil.lbs

Canadian Grades (to January 14, 2017)
% of A	 Yield
grades	 +59%	 54-58%	 – 53% 	 Total
AAA	 0.1	 0.4	 1.8	 2.3
AA	 14.8	 21.9	 24.2	 60.9
A	 18.7	 9.9	 4.9	 33.5
Prime	 1.2	   0.2	 0.1	 1.5
Total	 34.8	 32.4	 31.0	
	 Total A grade   98.2%
	   Total graded	 Total ungraded	 % carcass basis
EAST 	 19,085	 1,040	 84.3%
WEST	 65,062	 1,050	 86.1%

Only federally inspected plants
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  market talk By Jerry Klassen

Prepare for spring rally 
on barley and feed grains

Southern Alberta feedlots were buying feed 
barley in the range of $160/mt to $165/mt 
delivered over the past month; central Alberta 

operations were showing bids from $155/mt to $160/
mt. Southern Manitoba feed mills have been buying 
barley with low vomitoxin levels from $155/mt to 
$165/mt but overall barley usage is limited in this 
region. Feed wheat prices have been quite variable 
depending on the quality, and by this I’m referring to 
the level of fusarium or vomitoxin. Feed durum has 
traded from $150/mt to $160/mt delivered in Alberta 
feedlot regions while hard red spring and Canada 
prairie spring wheat prices are at slight premium. 

Statistics Canada estimated the 2016 barley crop at 
8.9 million mt, which was up from the 2015 production 
of 8.2 million mt. Accounting for carry-in stocks and 
imports, the total supplies for the 2016-17 crop year are 
estimated at 10.3 million mt, up from year-ago levels of 
9.6 million mt. 

Barley exports will be mostly malt quality because 
Canadian feed barley is uncompetitive on the world 
market compared to Black Sea and Australian origin. 
Domestic processing demand is relatively inelastic 
each year but feed consumption will be down from 
year-ago levels due to the substitution of feed wheat 
and durum. The Canadian barley carry-out for 2016-
17 is estimated at 2.4 million mt, which is up from the 
2015-16 ending stocks of 1.5 million mt, and up from 
the 10-year average carryout of 1.9 million mt. Barley 
supplies are rather burdensome which will limit any 
strength in the market. 

Approximately 40 per cent of the hard red spring 
wheat crop was feed grade and up to 55 per cent of the 
durum crop graded in the non-milling category. So far, 
there has been limited offshore movement of feed wheat 
and feed durum. Europe experienced adverse weather 
similar to Canada resulting in larger feed wheat produc-
tion. European along with Russian, Ukrainian and Aus-
tralian feed wheat supplies make the world awash with 
feed wheat. Therefore, Canadian farmers and merchants 
with lower-quality wheat and durum have to sell it into 
domestic feed channels. Keep in mind the Canadian all-
wheat crop was the second largest on record reaching 
nearly 32 million mt. 

So far, feedlots have not had difficulty buying suffi-
cient supplies of barley with low vomitoxin levels. Each 
feedlot can have different tolerances and standards with 
various discount schedules. Fusarium can be visually 
seen in the kernel but vomitoxin needs to be tested in 
a lab. Some studies have shown that heavier beef cat-
tle can use barley and wheat with 10 to 12 ppm (parts 
per million) vomitoxin without significant changes in 
weight gain or consumption levels; however, calves and 

lighter feeder cattle can have problems. Background 
and feedlot managers will not use higher vomitoxin/
fusarium barley for calves and lighter weight feeder cat-
tle. Studies have shown, as a rule of thumb, one per cent 
fusarium equates to about one ppm vomitoxin but the 
variance for one per cent fusarium can be from 0.5 ppm 
to as high as 4.0 ppm vomitoxin. Certain feedlots don’t 
want barley with fusarium damage over three per cent 
for this reason. Feedlot margins improved in Decem-
ber and remain rather strong but they still can’t afford 
any slippage in feed per gain efficiencies. Farmers are 
encouraged to have their barley and feed wheat tested 
for vomitoxin. 

Canadian barley and feed wheat prices will have lim-
ited upside potential until these burdensome supplies are 
absorbed, largely in the domestic market. Looking for-
ward, there is usually a seasonal rally in late March and 
early April when road bans come into effect. Farmer sell-
ing tends to slow down during this time and limited sup-
plies come on the market during spring seeding. Over 
the past years, we’ve seen a $10/mt to $15/mt rally in the 
feed grain prices during this time so feedlots will want to 
be aware of this potential and take forward coverage in 
late February or early March. At the time of writing this 
article, 2017 barley acres are expected to be down five to 
10 per cent. Should this year-over-year decline material-
ize, the market will be very sensitive to growing condi-
tions in June and July. The barley and corn markets tend 
to incorporate a risk premium due until the upcom-
ing crop is more certain. This may spark a rally in the 
summer months if adverse growing conditions prevail. 
Strength in new crop values will pull up old crop prices 
because the fundamental structure for 2017-18 will be 
tighter with lower supplies.  c

Jerry Klassen manages the Canadian office of Swiss-based 
grain trader GAP SA Grains and Produits Ltd., and is 
president and founder of Resilient Capital specializing 
in proprietary commodity futures trading and market 
analysis. He owns farmland in Manitoba and Saskatchewan 
but grew up on a mixed farm feedlot operation in southern 
Alberta. He can be reached at 204-504-8339.

Looking forward, there is 
usually a seasonal rally in late 
March and early April when 
the road bans come into effect



Sales&Events
Events
February 
7	 BIO annual meeting, Elora, Ont.
7-9 	 �Western Canada Feedlot Management 

School, Moose Jaw, Sask.
9	 �Stauffer Ranches 2-yr.-old Black Angus 

Bull Sale, Fort MacLeod Auction, 	
Fort Macleod, Alta.

15-16	 Lloydminster Exhibition Agri-Visions
15-17 	 �Alberta Beef Industry Conference, 

Sheraton Red Deer Hotel, Red Deer, Alta.
20	 �Ole Farms 12th Annual Family Day Sale, 	

at the farm, Athabasca, Alta.
21	 �Cattlemen’s College, International Plaza 

Hotel, Toronto, Ont.
22-23	 �Beef Farmers of Ontario annual meeting, 

International Plaza Hotel, Toronto, Ont.
24-26	 �Canadian Young Farmers Conference, 

Westin Ottawa, Ottawa, Ont.

March
17-18 	 �Maritime Beef Conference, Best Western 

Glengarry Hotel, Truro, N.S.
18	 �Nova Scotia Cattle Producer’s Association 

annual meeting, Best Western Glengarry 
Hotel, Truro, N.S.

21-22	 �Livestock Care Conference, Best Western 
Plus Denham Inn, Leduc, Alta.

Sales
February
10	 �Anchor D Ranch Simmentals 	

“Genetic Edge” Bull Sale, at the ranch,	
Rimbey, Alta.

11	 �Denbie Ranch & Guests, Ste. Rose Auction 
Mart, Ste. Rose du Lac, Man.

12	 �Diamond M Ranch 6th Annual Bull and 
Female Sale, at the ranch, Estevan, Sask.

15	 �Outlaw Cattle Co. Bull and Female Sale,	
at the ranch, Hussar, Alta.

16	 �Nordal Limousin & Angus, at Saskatoon 
Livestock Sales, Saskatoon, Sask.

16	 �M&J Farms Annual Bull Sale, at the ranch, 
Russell, Man.

17	 �Mader Ranches 28th Annual Bull Power 
Sale, at the ranch, Carstairs, Alta.

19	 �Bonchuk Farms, Heartland Livestock, 
Virden, Man.

21 	 �Rawes Ranch 34th Annual Bull Sale,	
at the ranch, Strome, Alta.

22	 �Saddleridge Charolais Bull Sale,	
Bow Slope Shipping Assoc., Brooks Alta.

23	 �Chapman Cattle Co. 11th Annual 	
“Forage Developed” Angus Bull Sale, 
Stettler Auction Mart, Stettler, Alta.

23 	 �Benlock Farms Bull Sale, at the farm, 
Grandora, Sask.

23	 �Stewart Cattle Co. Annual Black Angus 
Bull Sale, at Neepawa Ag-Plex,	
Neepawa, Man.

24	 �Maple Leaf French Charolais and Guests 
Bull Sale, Calnash Ag Event Centre, 
Ponoka, Alta.

25	 �Sandan Charolais/Springside Farms 20th 
Annual Bull Sale, at the farm, Erskine, Alta.

25 	 �Lewis Farms 32nd Annual Bull Sale, 	
at the farm, Spruce Grove, Alta.

March
2	 �Calgary Bull Sale, at Century Downs, 

Calgary, Alta.
4	 �Davidson Gelbvieh & Lonesome Dove 

Ranch 28th Annual Bull Sale, at the ranch, 
Ponteix, Sask.

4	 �High Country Bull Sale, at the ag grounds, 
Pincher Creek, Alta.

4	 �McMillan Ranching 23rd Annual Bull Sale, 
at the ranch, Carievale, Sask.

4	 �Chomiak Charolais 13th Annual Home of 
“John” Bulls, Bull & Female Sale, Viking 
Auction Market, Viking, Alta.

5	 �R Plus Simmentals 17th Annual Bull Sale, 
at the ranch, Estevan Sask.

5-6	 �Pride of the Prairies Bull Show and Sale, 
Exhibition Grounds, Lloydminster, Alta.

6	 �Coyote Flats Charolais Bull Sale, at the 
farm, Coaldale, Alta.

7	 �WJ Simmentals – Built Right Bull Sale, 
1p.m. at Provost Livestock Exchange, 
Provost, Alta. 

7	 �Belvin Angus 5th Annual Bull Sale, 	
at the farm, Innisfail, Alta.

10	 �A. Sparrow Farms Annual Bull Sale, 	
at the farm, Vanscoy, Sask.

11	 �LLB Angus – 31st Annual Bull and 	
Female Sale, at the farm, Erskine, Alta.

11	 Edie Creek Angus, Ashern, Man.
12	 �Steppler Farms Charolais Bull Sale, 	

at the farm, Miami, Man.
12	 �Black Pearl and Female Sale, 	

Edwards Livestock Center, Tisdale, Sask.
13	 �Palmer/Nielsen 6th Annual 	

Charolais and Black and Red Angus 	
Bull Sale, at Palmer Charolais,	
Bladworth, Sask.

14	 �Harvie Ranching Bull Sale, 	
at the ranch, Olds, Alta.

14	 �McTavish Farms and Guests 	
Charolais and Red Angus Bull Sale,	
at the farm, Moosomin, Sask.

14	 �Prairie Partners Bull and Female Sale, 
Killarney Auction Mart, Killarney, Man. 

14 	 �Dayspring Cattle, Bulls private treaty sale, 
Sylvan Lake, Alta.

16	 �Johnson Livestock Annual Angus	
Bull Sale, at the farm, Peebles, Sask.

16 	 �Bar 3R Limousin 22nd Annual Bull Sale, 
Crossroads Centre, Oyen, Alta.

17	 �Reese Cattle Co. Charolais Bull Sale, 
Innisfail Auction Market, Innisfail, Alta.  c
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 Event listings are a free service to industry.
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Your contact is Mike Millar 
at 306-251-0011

or mike.millar@fbcpublishing.com



For more information contact
ALBERTA CATTLE BREEDERS ASSOCIATION
(403)852-0154 finsethjudy@gmail.com

www.calgarybullsale.com

On-line 
with DLMS

Mar 1 & 2

1901 - 2017

Horned Hereford  Polled Hereford
Angus     Ranch Horses



Join the Revolution.
2320 41 Ave NE Calgary, Alberta T2E 6W8 Phone 403.250.9242
WWW.CHAROLAIS.COM

Increase
your bottom line

From birth To weaning

Be identifiable.

Use Charolais.

Charolais sired calves 
are born to perform!
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