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  COMMENT By Gren Winslow

GradinG chanGes  
still on hold

On January 21 the Canadian Food Inspec-
tion Agency (CFIA) published its proposed 
Safe Food for Canadians regulations for 

public comment. The overall aim is to streamline 
and tighten up on the regulation of Canada’s food 
supply. 

CFIA’s current food safety program is managed 
under 13 different regulations spread over five pieces of 
legislation covering nine food commodities: dairy, fish 
and seafood, fresh fruits and vegetables, honey maple 
products, meat, processed eggs, processed fruit and veg-
etable products and shell eggs. 

Currently the agency operates separate food safety 
and inspection programs for each of these, often under 
different rules, using different bureaucracies. As a result 
not all imported food or food prepared in Canada for 
export or interprovincial trade is subject to the same 
regulatory requirements. 

The new rules will usher in a more consistent inspec-
tion process across all food commodities along with 
tougher penalties for infractions.

When these regulations are accepted, the Safe Food 
for Canadians Act, which received royal ascent in 2012, 
will repeal and consolidate the Canada Agricultural 
Products Act, the Consumer Packaging and Labelling 
Act, the Fish Inspection Act and the Meat Inspection 
Act so all food in Canada covered by the mandate of 
CFIA will be governed under the Safe Food Act and the 
Food and Drug Act. 

With that will come the power to license food 
importers and Canadian companies preparing food 
for export or interprovincial trade and slaughter 
plants and processors. CFIA will also gain the author-
ity to apply an international standard for traceability 
on licensees and require companies to establish food 
safety controls, which are already common practice in 
beef slaughter plants. 

 Most of these new rules will be aimed at the packers 
and processors in the beef sector but there are bound 
to be some ripples that affect cattle operations. Trace-
ability, for example, has been in the wind for years, 
and producers now have a pretty good idea of how it 
will roll out after years of negotiating back and forth 
with CFIA. 

Another you might not be as aware of is the change 
to Canada’s beef grades that will show up after these 
new regulations come into force.  

The Safe Food regulations include a provision to 
incorporate documents by reference to the regulation, 
which is a nifty way of giving an industry standard the 

force of a regulation while allowing it to be changed 
without going through all the red tape needed to amend 
the regulation itself. 

Since beef grading is incorporated in the Safe Food 
regulations, the Canadian Beef Grading Agency has 
gotten the agreement of CFIA to reference a revised 
version of the grade standards for beef, bison and veal 
carcasses to the regulation. 

This is one of the ways CFIA has come up with to 
streamline its enforcement of regulations, which is also 
going to be available to the Health of Animals Act, Feeds 
Act, Fertilizers Act, Seeds Act and Plant Protection Act. 

There are safeguards built into this process to make 
sure any third-party document allows Canada to meet 
its international obligations, and other stakeholders 
have ample opportunity to review and comment on 
any change to the document before it is made by CFIA. 

The Canadian Beef Grading Agency document pro-
poses to change Canada’s Yield Grade classification 
from three to five classes to harmonize it with the cur-
rent USDA standard.

This is not a sudden decision. The agency has been 
trying to get a similar regulatory change through CFIA 
for years up to 2012 and the introduction of the Safe 
Food Act. A discussion paper done soon after looked 
at four alternative approaches that ranged from scrap-
ping a regulatory grade in favour of an industry stan-
dard to the status quo with full government control of 
the standard. 

In the end the agency and its industry-driven board 
settled on the current proposal which had the benefits 
of a government-backed standard plus the flexibility 
to make amendments so the industry could adapt to 
changing market conditions or take advantage of newer 
technology.

It also seemed like a faster track to making changes 
to the grading standard back in 2015 when the proposal 
was first put together, and the Safe Food regulations 
appeared imminent. 

Yet here we are in 2017 waiting for a 90-day comment 
period to end on April 21 and possibly facing another 
year after that before the comments are reviewed and 
the final version approved. Regulation making is a 
painfully slow business which, when you think of it, is 
how we got to this point in the first place. 

By the way, these grading changes are part of the 
new regulation and subject to comment, as well. So 
if you have any concerns about moving to a U.S. yield 
grade you’ve got another month or so to make your 
case at www.inspection.gc.ca.  c  
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Ben Fox of Dauphin is 
the new president of the 
Manitoba Beef Producers. 
Joining him on the execu-
tive are first vice-president 
Ramona Blyth from Mac-
Gregor, second vice-pres-
ident Tom Teichroeb of 

Langruth and treasurer Peter Penner from 
Winkler. Dianne Riding of Lake Francis 
replaces Fox as board secretary. 

Ryan Beierbach of White-
wood returns as chair of the 
Saskatchewan Cattlemen’s 
Association. New to the 
board of directors this year 
are Joe Jackson of Moose 
Jaw, who takes over from 
Philip Lynn in District 2, 

and Keith Day of Kyle, who takes over from 
Larry Grant in District 3B. Bill Huber of Lip-
ton replaces Lloyd Thompson, Carnduff, as 
one of the directors representing the Saskatch-
ewan Stock Growers Association. Duane 
Thompson of Kelliher and Lynn Grant of Val 
Marie were elected to join Pat Hayes and Reg 
Schellenberg as SCA’s representatives to the 
Canadian Cattlemen’s Association.

The Alberta Cattle Feeders 
Association returned Mar-
tin Zuidhof of Lacombe 
as chair and Ryan Kasko 
of Coaldale as vice-chair 
during its annual general 
meeting at Lethbridge. 
Colleen Mackey of Picture 

Butte was newly elected for a two-year term 
joining past chair Page Stuart, GFA com-

mittee chair Jake Buerkert, 
James Bekkering, Jason 
Hagel, Craig Paskal, Greg 
Schmidt, Keith Ypma, 
John Schooten, and Jeff 
Smith on the association’s 
board of directors. John 
Lawton and Leighton 

Kolk completed their terms; however, there 
are no vacancies remaining as per the associ-
ation’s governance review recommendation 
to reduce the board by one member.

Scott Sakatch has resigned 
as the communications 
specialist with the Sask atch -
ewan Cattlemen’s Associa-
tion. Sakatch is a former 
editer/reporter with the 
Lethbridge Herald and 
communications consul-

tant who is moving to Red Deer. 

Barry Irving, the manager 
of research stations for the 
faculty of agricultural, life 
and environmental sci-
ences at the University of 
Alberta is the 31st recipient 
of the W.R. Chapline Stew-
ardship award presented 

annually by the Society for Range Manage-
ment (SRM) in recognition of his contri-
butions to the art and science of rangeland 
management. Irving teaches an advanced 
undergraduate class in range manage-
ment that culminates in two exams at the 
annual meeting of the SRM; one is written 
exam, the other gives students one minute 
to identify plants at 100 different stations. 

Under his tutelage the U of A Range Team 
has scored a top-five finish 16 times in this 
competition against American universities 
and chalked up 165 awards.  
 

Mathieu Pare is the new 
director of Canada Beef’s 
Canadian Beef Centre of 
Excellence (CBCE), replac-
ing the retiring Marty 
Carpenter. A Governor 
General Award winner and 
professional chef, Pare has 

trained in Western Canada’s most demand-
ing kitchens, La Chaumiere, Rouge, Quail’s 
Gate Estate Winery and CP Rail’s The Royal 
Canadian Pacific. Over its first 18 months 
in operation, the CBCE hosted 66 domestic 
and international missions, from approxi-
mately 33 countries and enabled or leveraged 
approximately $150 million in commercial 
business.

Manitoba’s 2017 Environmental Stewardship 
Award was presented to Nerbas Bros. Angus 
of Shellmouth during the Manitoba Beef Pro-
ducers’ annual conference at Brandon in Feb-
ruary. The family’s purebred herd is raised to 
perform on a mainly forage diet.   c 
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  THE INDUSTRY
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Barry Irving

Sacha and 
Shane Nerbas 
and their 
children 
Cash and 
Kane; Arron 
and Amber 
Nerbas and 
their children 
Emerson  
and Hailey.

Mathieu Pare

Scott Sakatch
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®LONGRANGE is a registered trademark of Merial.
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Available in 500 mL  
and  250 mL bottles.

Administer subcutaneously 
at 1 mL/50 kg.

Recommend LONGR ANGE ® this spring  for season-long
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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). 

0.28 lbs./day more

Entire StudyInjectable Pour-on Combinations

1.79

2.07

1.69

1.93 1.93

2.33

1.84

2.14

2.25

2.5

2

1.75

1.5

1.25

Difference 
ADG 0.28*

Difference 
ADG 0.24*

Difference 
ADG 0.40

Difference 
ADG 0.30*

Average Daily Gain (ADG) in lbs.
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On this page is shown a ranch calendar depicting ranch scenes in-season for half the year. This series was prepared  
by Bert Smith, Canadian Cattlemen artist, and exhibited for the first time at the 54th Annual Convention of the 
Western Stock Growers Association, held in Calgary, Alta. on February 9 and 10, 1950.

a ranch calendar
By Bert Smith  
Reprinted from the June 1950 Canadian Cattlemen
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$
ONE DOSE SHORT MEAT 
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DOSING

EFFECTIVE 
 TREATMENT 

FOR BRD AND 
 FOOT ROT

Have high expectations for your cattle and looking for a treatment option 
for BRD? With 7 days of treatment in 1 shot, Excede® 200 is THE answer!

GO AHEAD, EXCEDE® YOUR EXPECTATIONS. 
Talk to your veterinarian for details.

7 DAYS 
 OF THERAPY 

 IN ONE  
SHOT

Zoetis® and Excede® 200 are registered trademarks of Zoetis or its licensors, 
 used under license by Zoetis Canada Inc.

Need a refresher on administration? 
Check out the Excede® 200 video on  
our YouTube channel:

https://www.youtube.com/user/zoetisca 
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L es Johnston figures if he wants to 
continue to sell beef, and hopefully 
tap into top or higher-value markets, 

he needs to be able to show buyers as well as 
consumers he is doing a good job. 

The southern Saskatchewan rancher is a 
believer in the Canadian Verified Beef Produc-
tion (VBP) program. He was doing much of the 
record-keeping  and following  beef production 
practices spelled out in VBP long before the pro-
gram was ever created. As the fourth generation 
on the family farm at Fillmore, south of Regina, 
Johnson says keeping and analyzing records 
and following sound production practices, just 

became a way for his family to produce a higher-
quality, more efficient, more valuable animal. The 
Verified Beef Production program fit right in.

“To me as a producer, the value of all this is 
about maintaining and hopefully increasing 
market share,” says Johnston. “It doesn’t mat-
ter if you are producing beef, or selling cars, 
or lawnmowers, you need to produce what the 
customer wants. And it is a lot easier to sell a 
person something they want, than to try and 
convince them they need your product.”

In today’s beef market, increasing consumer 
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VBP helPs keeP 
Beef in the game

By Lee Hart  cover  •  animal health

“�To�me�as�a��
producer,��
the�value�of�all��
this�is�about�
maintaining��
and�hopefully�
increasing��
market�share.”

no one has to participate in the verified beef 
program, but consumers and the food industry  
are starting to call the shots

�Les�Johnston

Continued on page  12
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concern about animal welfare, food safety 
and proper environmental stewardship, and 
competition with other meat and vegetable 
protein sources makes it vital for individual 
beef producers to demonstrate they are fol-
lowing all the best production practices. It 
doesn’t help for a producer just to know 
themselves they are doing a good job, says 
Johnston, they need to demonstrate it. 

Johnston, who is also a VBP workshop 
leader in Saskatchewan, says the majority of 
Canadian beef producers do a great job of 
producing beef now. So it’s not much of a 
stretch to formalize their routine beef pro-
duction practices through the VBP program. 
Canada already has a livestock identification 
system in place — every animal has a tag and 
number. A key aspect of the VBP program 
is to keep proper records. Most producers 
today have smartphones, most have com-
puters — useful record-keeping tools. VBP 
also supplies a handy pocket recordbook for 
writing down various treatments. 

PROPER RECORDS ARE KEY
Key information for the VBP program, 
includes proper records about when ani-
mals are processed, what vaccines or anti-
biotics they receive, and how the products 
were administered — proper injection 
methods. 

“This is something I’ve done for prob-
ably the past 20 years,” says Johnston, 
flipping back through a recent notebook 
where he jotted down any days when he 
has worked with cattle — for his own 
information when, where and how many 
cattle were moved to certain pastures, 
notes on when cattle were processed and 
treated and what products were used. No 
animal that has been treated with antibi-
otics, for example, leaves the farm until it 
has passed the treatment withdrawal date. 
That’s all very similar information that the 
VBP program recommends. 

Over the years Johnston developed a 
200-head herd of both commercial and 
purebred Simmental cattle. The farm 
started out with straight commercial 
cattle. In the 1970s, Johnston’s father 
started looking at using A.I. to improve 
herd genetics and performance. As that 
program developed they began to market 
good quality crossbred bulls and replace-
ment females. Eventually it evolved into 
two separate herds of purebred Simmen-
tal and good crossbred females. 

And keeping good records just became 

an important management tool, he says. 
Genetic information, calf weights, proper 
herd health treatment records, market 
information, feedlot performance data and 
carcass data (when available) all became 
useful information on their farm in helping 
them produce a more efficient beef animal 
and a high-performing beef herd — on 
both the purebred and commercial side. 

“And proper records do pay off,” says 
Johnston. “You can analyze information 
and make better management decisions, 
but we just had a recent case of dealing with 
an Ontario buyer looking for cattle with 
specific production protocols. We were able 
to explain our production practices and 
back that up with our records, and within 
a couple hours the deal was completed.  
Proper management practices and good 
records can help you access new markets.”

LONGTIME SUPPORTER
Throughout his farming career, Johnston 
provided input into the development of 
the national identification program, also 
helped develop the Canadian good manage-
ment practices — which eventually became 
the Quality Starts Here program — and 
was an early adviser to and advocate of the 
BIXS (Beef InfoXchange System), which is 
a two-way information exchange through 
the beef production and marketing chain 
from producer to processor.

He sees these all as tools that help him 
improve his own beef production prac-
tices, ultimately producing an efficient 
and  high-quality beef animal, that meets 
the ever-narrowing specifications pro-
cessors and retailers are looking for in 
Canadian beef. 

Nearly a decade ago, the original Qual-
ity Starts Here program morphed into the 
Canadian Cattleman’s Association Verified 
Beef Production program, which not only 
encourages producers to use proper pro-
duction practices but verifies it. Farmers 
and ranchers do it, and a third-party audit 
verifies it.

The original VBP program walks 
producers through standard operating 
procedures in key areas such as animal 
health management, feed and water, cattle 
shipping and handling, pesticide control, 
manure management, and proper on-farm 
training and communications of these 
procedures. The most recent version of 
VBP is called VBP+. Along with the above 
practices it also brings in other modules 
covering increasingly important beef pro-
duction procedures such as on-farm bios-

ecurity, animal care and environmental 
stewardship.

TWO-STAGE VBP PROGRAM
The VBP program is a two-stage, work-at-
your-own pace program. The first step: a 
producer gets trained in the VBP program. 
In many cases they can attend a local two 
to three-hour workshop explaining the 
program (it can also be explained online).  
From there they can work through the 
program and manuals at their own pace. 
Once they have gone through the mate-
rial and begun documenting production 
practices with proper records, the second 
step is to call for a farm audit. That involves 
an on-farm visit by an independent beef 
industry auditor to have a look at the opera-
tion, review records and ensure production 
practices are in place. VPB operates on an 
eight-year cycle. The program requires one 
full on-farm audit along with an annual 
assessment, which is either a records review 
or a self declaration. All farms are open to a 
random audit at any time.   

In some provinces, registering for VBP 
program also qualifies a producer to access 
federal and provincial cost-sharing funds 
under the Growing Forward 2 program. It 
can help cover the cost of some materials 
and equipment related to VBP require-
ments such as extra restraints for cattle 
squeezes such as neck extenders, head and 
shoulder holders; help with the cost of 
record-keeping software; and cover half 
of the cost of the full $500 on-farm audit. 

IT’S ABOUT STAYING  
IN BUSINESS 
While completing the VPB program 
does require some time, Terry Grajczyk, 
national program manager, says many 
producers are already well on their way 
there — it is just a matter of formula-
rizing the record-keeping practices they 
are already using. “And many producers 
over the years have already participated in 
on-farm food safety, environmental farm 
plans or other programs,” says Grajczyk. 
“And much of the work they’ve done there 
can just be rolled into VBP.”

Both Johnston and Grajczyk say there is 
no threat to complete the voluntary VBP 
program, but there is a reality. 

Grajczyk says demonstrating or “verify-
ing” practices about proper animal care, 
good environmental stewardship, and 
proper biosecurity and food safety proto-
cols have always been important, but are 
becoming even more important in terms of 

Continued from page 10



“maintaining a social licence and protecting 
our ability to farm,” she says. “Many aspects 
of the VBP program are low cost or no cost, 
other than taking a bit of time. But it dem-
onstrates leadership in the beef industry. 
And leadership simply means being aware 
of what can be done, doing what’s right and 
helping those who don’t know to pull up 
their socks when they need to.”

Johnston says it is about staying in busi-
ness. “Markets and consumer (retailer) 
trends are changing,” says Johnston. “Over 
the past 20 to 30 years the Canadian beef 
industry (with limited budgets) did very lit-
tle to market itself to consumers. We relied 
on retailers and restaurant chains to tell 
consumers about the quality of Canadian 

beef. And now we are seeing some restau-
rant chains, retailers and competing protein 
sources that are raising doubt in the minds 
of consumers — “should I be concerned?” 

“As beef producers we have to get behind 
any initiative we can that not only helps us 
to improve our production practices, but 
also shows the world we are doing a good 
job,” he says. “The Verified Beef Program 
goes a long way to meeting the objectives 
of the Canadian Roundtable for Sustain-
able Beef. And a sustainable beef prod-
uct is something that consumers, retailers 
and the food industry are interested in. 
The Canadian beef industry has had tre-
mendous support from restaurant chains 
such as McDonald’s restaurant for years. 

McDonald’s is the largest customer of 
Canadian beef in Canada, but they want a 
quality product from a sustainable indus-
try.  I predict the day will come anyone not 
producing beef under the VBP program 
won’t be able to sell to McDonald’s, and 
other retailers will follow.”

For more information on the VBP+ 
program visit the VBP website at: verified-
beefproductionplus.com/ where you will 
also find links to provincial VBP offices 
and co-ordinators.  c 

Lee Hart is a longtime agricultural writer 
based in Calgary and contributor to Canadian 
Cattleman Magazine. You can reach him at 
lee@fbcpublishing.com.

animal health
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A s a veterinarian over the past 35 
years I’ve been called many times 
to assist with difficult calvings or 

malpresentations that resulted in meco-
nium (first manure) stained calves. 

The jury is still out on what causes this 
and what we should do about it. Veterinar-
ians have many opinions on this topic, as it 
is a difficult subject to study. 

My intention here is to give some of my 
ideas on meconium staining and let you 
form your own opinions. 

Whenever we see a meconium-stained calf 
we must assume it has been under some stress 
and the birth was delayed for some reason that 
may or may not be under our control.  

That is why meconium-stained calves 
are very common with malpresentations, 
torsions and even large calves. Normal 
calving should have taken place sooner 
and with the added stress the meconium 

is expelled, mixes with the uterine fluids 
and stains the calf. 

When most farmers see the meconium 
they recognize that the birth has been 
delayed but I am not sure if they also asso-
ciate it with stress on the calf.

 If one sees a number of these calves, it may 
be a sign that you are delaying your calving 
assistance for too long, or there are no recog-
nizable signs of labour early enough. Either 
one may indicate other problems. 

Nutritional issues such as low-grade cal-
cium deficiencies can lead to the lack of 
uterine contraction and delayed parturition. 

Every time we move cattle into the barn 
and delay the return to full-fledged pushing 
there is the possibility of a delay in parturi-
tion and a meconium-stained calf.

A stained live calf is also a warning sign 
that we may need to give that calf special 
attention.

Calves from delayed births can suffer varying 
forms of anoxia, potentially making them slow 
to stand and nurse and more susceptible to 
calfhood diseases including pneumonia, scours 
and navel infection. So it may need supplemen-
tal colostrum sooner rather than later.

Remember, it can be the first case that 
starts the outbreak so we should provide 
a bit more TLC to ensure the survivability 
of these meconium-stained calves. For that 
reason it’s a good idea to mark down in your 
calving records “calf meconium stained.” A 
majority of these calves will do very well 
with no additional care but the warning 
sign of meconium staining is trying to tell 
us something so observe them closely. 

Seeing yellow fetal fluids even in the water-
bag tells us that there is meconium staining, 
so time is of the essence and I would have no 
hesitation to help with the birth of that calf. 

The yellow fluid may also suggest you are 
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dealing with a backward calf or breech birth, 
since the straining and pressure on the back 
end of the calf will almost certainly facilitate 
the expulsion of meconium earlier than nor-
mal. So the yellowing of the fluid is suggest-
ing we examine the dam sooner in the birth 
process which, in the case of these types of 
malpresentations, may avert a stillborn calf. 

Even though one works efficiently and dili-
gently at assisting, the meconium-coloured 
fetal fluid makes me as a veterinarian work 
a little bit quicker than normal. We probably 
see more of these calves as time has elapsed 
between when the farmer identifies a problem, 
checks it out himself and then calls us and we 
arrive, or the calving takes place at the clinic. 

I don’t know if the volume of meconium 
indicates the degree of stress, since I have 
seen some heavily stained calves that were 
very lively and others barely stained which 
were very weak and lethargic. Meconium may 
warn us ahead of time to be ready to use some 
resuscitation procedures such as the straw up 
the nose,  cold water in the ear, or a respiratory 
stimulant such as RespiSure (available by pre-
scription). Supplemental oxygen, if available, 
should be on hand to help revive slow calves. 

The final decision on what to use comes 
down to the susceptibility to either a meco-
nium-aspirated pneumonia or perhaps a 
higher propensity to contract navel infection. 
The jury is out on this one and while we don’t 
generally have problems with meconium-
induced aspiration pneumonia, I have seen 
it diagnosed several times over the years, so 
I am always cautious and if the situation 
warrants it I prescribe a course of antibiotics. 

This will depend on the advice of your 
veterinarian but next time a meconium-
stained calf is delivered at calving season I 
think it is well worth asking the question. 

I have followed up many of these cases 
over the years and in every case where anti-

biotics were prescribed the calf had no fur-
ther treatment. In today’s world of prudent 
antibiotic use one must weigh the likelihood 
of getting sick, meaning further antibiotic 
would be required. 

The meconium is considered pretty 
sterile but aspirating it can cause damage 
to the lungs and predispose the calves to 
sickness. 

This spring think of meconium as an early 
warning sign of many things, and a good 
indicator that the cow has been in labour too 
long. Additional care may be needed for both 
the cow and calf. 

Your veterinarian may even prescribe 
NSAIDs in certain situations to help the 
calf and cow along. I truly believe all these 
additional efforts will lead to a healthier calf 
and, subsequently, a healthier herd and give 
you some peace of mind. 

Very little has ever been looked at in 
regard to this topic at calving time.  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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I t’s been said that the most powerful 
selection strategy for beef cattle is pos-
sible if both performance data and 

genetic data are available. However, only 
after we receive proof of their performance 
either in carcass results or replacement 
breeding offspring will we truly be able to 
believe that. It’s all about the accuracy of 
the technology. While the technology is 
certainly accurate for the purebred sector, 
we have questioned it in our crossbred sec-
tor when historic breeding data, genotypes 
and pedigrees are not available. It seems 
there is lots of value in the data we can 
generate using current genomics technol-
ogy, so we are putting it into perspective 
for the commercial rancher.

Last issue, we showed photos of four bred 
heifers with basic growth and performance 
data. Here are those heifers (currently safe 
in calf) with additional actual performance 
information that helped us to rank them. The 
largest tradeoff we made was to value feed 
efficiency more than rib-eye area because 
the feed cost savings for such a female in a 
herd for many years outweighed the carcass 
performance as we could get improved car-
cass traits by mating her to a stronger bull 
— assuming she had better than average 
carcass traits.

Heifer 412 is a feminine heifer that is 
appealing for her angular side view, clean 
shoulder and high ADG performance.  Being 
the lightest heifer in this group at 995 lbs. we’d 
expect her to be at least a 1,200-lb. mature 
cow — perfect for most range conditions. Her 
superior feed efficiency with a residual feed 
intake (RFI) score of -0.46 kg (based on her 
dry matter feed intake of 6.13 kg/day adjusted 
for her weight and backfat) makes her the 
most feed-efficient animal in this group.

Heifer 109 has appeal due to the width 
over her topline and she also visually carries 
a natural fat cover making her appear an 
“easy-doer,” but might have a coarser front 
end and shoulder than ideal. However, her 
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You 
judge 

the 
heifers! 

Part 2

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)
RFI: +0.38 kg DM
Backfat: 0.67 cm
Rib-eye area: 57.6 cm2

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)
RFI: –0.46 kg DM
Backfat: 0.72 cm
Rib-eye area:  56.5 cm2

  Tag #447  

  Tag #412  

Notes: 

Notes: 



heifer quiz

feed efficiency with an RFI score of -0.23 kg 
DM makes her a feed cost saver. 

Heifer 134 has a lot of appeal with her 
straight topline, deep body and muscling 
throughout. She has the most backfat and 
the largest rib-eye area with great topline 
width. However, her feed efficiency RFI score 
of +0.20 kg DM makes her less feed efficient 
than our average heifer. Heifer 447 doesn’t 
have as much appeal from the side view as 
she lacks depth and width through her hind 
end. She carries less backfat and appears nar-
rower across her loin for her size. With an 
RFI of +0.38 kg DM/d she is the most feed 
inefficient heifer in this group. 

Based on phenotypes (performance under 
the given management conditions), the top 
three heifers are 412, 109 and 134 with the 

bottom heifer being 447. With crossbred 
heifers, we’re not so concerned about picking 
the top or winner, rather we’re looking for a 
group of good heifers and the ability to cull 
the poorer ones based on sound economics.  

When we assign economic weights to their 
valuable growth traits in order of importance 
(ADG, weaning weight and backfat) based on 
only genomic prediction assessments (which 
we have not shown here due to space limita-
tions), the heifers rank top to bottom as 109, 
412, 447 and 134.  Clearly 134 was the bottom 
in this case, with 447 not far behind. After all 
the data is analyzed and we consider both 
the actual data with the genomic predictions, 
we conclude the top two heifers are 412 and 
109 with the bottom two are 134 and 447. 
Genomic predictions and actual phenotypic 

results can only be used within the group we 
are comparing, so while we can’t compare this 
group of heifers to another group, it does help 
us rank the complete herd of 50 head for our 
own in-herd use. 

Because these commercial heifers are pre-
dominantly Angus breed types, there is an 
advantage to crossbreeding them to optimize 
heterosis to capture an additional 10-15 per 
cent or more performance from their off-
spring. We might be losing opportunity if 
they were bred back to a purebred bull of 
their same breed, so there is value in seeing 
what breed crosses they are comprised of 
based on their DNA. 

They were all sired by a purebred or near-

A subsidiary of Cooperative 
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Genex Cooperative, Inc.

CRI IS ALL IN TO SERVE YOU!

The people delivering excellence with integrity and passion.

1AN01238 SAV RESOURCE 1441
REG. NO. 1707295 (CAN)

1AR00946 BROWN JYJ REDEMPTION Y1334
Reg. No. 1720864 (CAN) 

1SM00143 WS HIGH STAKES W115
Reg. No. 1137305 (CAN) 

Continued on page 18



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)
RFI: +0.20 kg DM
Backfat: 0.81 cm
Rib-eye area: 66.2 cm2

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)
RFI: –0.23 kg. DM    
Backfat: 0.72 cm
Rib-eye area: 56 cm2

  Tag #134  

  Tag #109  

Notes: 

Notes: 

heifer quiz

18     C at t l e m e n  ·  m a R C H  2 0 1 7 	 		www.canadiancattlemen.ca

purebred Angus bull (98%+ Angus) so with 
a simple formula, we are easily able to deter-
mine the retained heterozygosity (RH), a 
metric for hybrid vigour, of their dams and 
themselves. 

412’s dam was 44 per cent Angus, 41 per 
cent Hereford and eight per cent Charolais, 
giving 412 an RH value of 43 per cent.

109’s dam was 63 per cent Angus, 23 per 
cent Hereford and 13 per cent Simmental, 
giving 109 an RH value of 32 per cent.

134’s dam was 83 per cent Angus and six 
per cent Simmental, giving 134 an RH value 
of 16 per cent.

447’s dam was 73 per cent Angus and 15 
per cent Hereford, giving 447 an RH value 
of 24 per cent. 

Each 10 per cent increase in genomic-based 
retained heterozygosity improves feed effi-
ciency by 0.067 kg DM/day in this group of 
50 Lakeland College heifers. Other herds have 
seen similar results in feed efficiency improve-
ment based on increasing RH. In addition 
to improvements in feed efficiency, we also 
know that increasing retained heterozygos-
ity improves fitness traits like longevity and 
reproduction — traits we definitely value in 
our breeding herd. Obviously, colour alone 
isn’t a sure way to assess breed composition.

So, if we use all this data we will be watch-
ing 447 and 134 for performance due to their 
growth and feed inefficiency compared to 
the other heifers. Because these are not the 
bottom of the complete herd of 50 head we 
won’t be culling them just yet.  We will also 
want to consider breeding these heifers, as 
two-year-olds, to a bull other than Black or 
Red Angus to optimize heterosis, especially 
heifers 109, 134 and 447 with the lowest RH 
percentage. 

Genomic tools and calculations have 
enabled us to make breeding decisions we 
may not have otherwise considered for 
this group of heifers. Performance records, 
feed efficiency testing and determination 
of breed composition should allow this 
herd to increase their offspring’s perfor-
mance in a way that has a direct impact 
on profitability. 

This is year one of a multi-year project 
at Lakeland College with their new Student 
Managed Farm (powered by New Holland) 
livestock research unit and these students are 
well into examining data with potential for 
economic impact in commercial herds.  c

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

Continued from page 17
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  NutritioN By John McKinnon

John McKinnon  
is a beef cattle 
nutritionist at  
the University  

of Saskatchewan

More Questions on  
Mineral nutrition

Last month I had the opportunity to attend 
the Saskatchewan Beef Industry Conference. 
As with similar events held across the coun-

try, the objective was to transfer current research 
and technology to beef producers. One of the most 
interesting aspects of this conference was a bear-pit 
session hosted by the Beef Cattle Research Council 
which focused on reproductive rates in spring calv-
ing cows. This session addressed the question: “Were 
producers who had moved to later calving experi-
encing a drop in their pregnancy rates?” What really 
got my attention was when the discussion turned to 
trace minerals. While I was not surprised to hear that 
trace mineral deficiency is associated with open cows, 
I was surprised about the wide range of questions 
and to some extent the confusion that producers had 
with respect to trace mineral nutrition. Questions 
included:
•  What is the trace mineral concentration of tame and 
native grasses and how valuable are they in meeting 
requirements?

•  What is the role of sulphur and molybdenum in copper 
deficiency?

•  What is the appropriate level of individual trace miner-
als for my mineral supplement and what form of min-
erals should I purchase?

• Do I need to feed minerals year-round? 
•  My cows will not eat mineral or they will not stop eating 

mineral — what can I do?
I suspect that these questions are not restricted to 

those present at this meeting and it would be a worth-
while  use of this and next month’s column to answer 
these questions for a wider audience. 

Let’s look at the question regarding trace mineral 
concentrations in tame and native forages and do 
they meet the animal’s requirements. Levels of miner-
als in a given forage will depend on a variety of factors 
including soil type, plant species and stage of growth, 
weather, and forage management. While we can make 
generalizations as to approximate levels, the only way 
to know for sure is to have your forages analyzed. More 
importantly, as a nutritionist, I am not sure that cop-
per or zinc levels in your forage are all that important. I 
say that because absorption of trace minerals from the 
gastrointestinal tract of the animal is extremely poor 
and in some situations non-existent. For example, only 
about five per cent of copper in forages fed to mature 
cattle is absorbed, regardless of forage source. Combine 
this with copper antagonists such as high sulphate in 
water or high molybdenum forages and copper absorp-
tion from the diet is essentially zero! A similar situation 
exists for manganese and to a lesser extent zinc. This 
poor absorption of trace minerals is the reason why 

dietary requirements are set significantly higher than 
the actual requirement of the animal.

Another question that arose related to the concentra-
tion of a given mineral — what is the optimum level? 
When you look at the vast array of minerals on the mar-
ket and the range in their formulations, it is not surpris-
ing that confusion exists. The answer to this question lies 
in the mineral tag. Trace mineral levels are typically listed 
on the tag as milligrams per kilogram (mg/kg) or parts 
per million (ppm). Adequate intake of a specific min-
eral such as copper will depend on its concentration in 
the mineral supplement and the expected intake listed 
on the tag. For example, take two mineral supplements, 
one that contains 3,000 mg/kg and one that contains 
1,000 mg/kg of copper. If expected consumption is 70 
grams per day (i.e. 2.5 ounces), an animal will consume 
approximately 210 milligrams of copper with the first 
mineral and only 70 milligrams with the second. The 
first mineral consumed at targeted levels will meet cop-
per requirements of most cattle; however, the second 
mineral will likely result in a copper deficiency, particu-
larly if there are issues with high-sulphate water or high-
molybdenum forages. Understanding your mineral tag 
is critical to selecting the right mineral. Don’t just look 
at the price tag!

I have already alluded to the fact that certain dietary 
constituents such as sulphur and molybdenum can 
interfere with trace mineral absorption, particularly cop-
per. High levels of these antagonists can lead to a second-
ary copper deficiency and result in open or late breeding 
females. Having your water tested for sulphate content 
and forages for their molybdenum content are impor-
tant steps to take before deciding which mineral is right 
for your herd and can be used as diagnostic tools in cases 
of trace mineral deficiency. 

Trace minerals can be purchased as inorganic or 
organic minerals. Inorganic minerals are most com-
mon and include chemical complexes with oxides, 
chlorides and sulphates (i.e. copper oxide versus copper 
sulphate). Complexes with sulphates tend to be more 
available than those with oxides. Organic minerals 
are also referred to as chelated minerals and are com-
plexed to protein or amino acids or natural forms such 
as yeast-based minerals. The form of the mineral will 
have a large influence on the price as well as the effec-
tiveness of your mineral program. Inorganic minerals 
while cheaper are not absorbed as effectively as chelated 
minerals and thus are not as effective in eliminating a 
deficiency.

Next month, we will look at the need for year-round 
mineral supplementation, when you should feed che-
lated minerals and that tricky question, how to regulate 
mineral consumption.  c



W inter water was a very hot 
topic last month so I thought 
I would share with you how I 

supply my cattle with water in the dormant 
season. I am not afraid to allow my cattle to 
lick snow, but I have learned from the past 
to make sure that I have something planned 
for when we have a lack of snow. It always 
seems to happen for at least part of our win-
ter here in Alberta. 

Each winter I usually have some version 
of a continuous-flow water system run-
ning for my animals. I learned a long time 
ago that it is cheaper to pump water than 
it is to heat water. We live off-grid and it 
is very noticeable every time you plug in 
anything that produces heat. The genera-
tor sure grunts. 

About 10 years ago, I read an article 
about a continuous-flow winter water 
system. I was very excited to try it and 
I have been using one form or another 
ever since. 

I have worked with a few different grain 
farmers over the years, swath grazing or 
residue grazing, which means I am always 
winter grazing in different locations. 
In most cases, there are no water bowls 
already conveniently set up and running 
for me. But in my area, there is usually a 
dugout or a water body of some kind on 
every quarter so I have to come up with 
some type of winter water system.  

A true continuous-flow system will 
pump water from a water source up into 
a water trough and then have the water 

return to the water source 24/7. If the water 
is always in motion, it does not freeze. 
The warmer water from under the ice is 
pumped up to the trough, which keeps 
the trough from completely freezing up. 
This system should only be used with an 
unpotable water source like a dugout or 
a wet well. 

To set this system up I need a few com-
ponents. The first thing is a power source 
and an extension cord. If I have 110-volt 
power, that’s great, but if not a small gen-
erator will work; 2,000-4,000 watts will 
usually do the job. I will need a submers-
ible 110-volt sump pump and a length of 
1.5 inch or larger in diameter water line 
from which I remove or disconnect the 
float switch. I will also need four square 
straw bales and a water trough of some 
kind. I usually install heat tape, just in case 
I need it later in the winter. 

I try to pick a location along the edge 
of the water source with a bit of a slope 
down to the water. If it is too flat, you 
might have problems when the ice builds 
up later in the winter. 

Set the water trough so that when it 
overflows, the water will run out the back 
of the trough away from the cattle and 
down towards the water source. Pick a spot 
off to the side of where the trough is set 
and cut a hole in the ice about 1.5' x 1.5' 
as the inlet hole. Make sure it’s far enough 
out into the water to allow for the water 
level to drop and the changing thickness 
of the ice. If you are too close to the edge, 
the system will not work for very long as 
the winter progresses. 

I cut another hole in the ice directly 
below the trough to return the overflow. 
Without the return hole, the water will 
flow on top of the ice and continue to 
build up as it freezes. 

I then attach the pump to the water 
line and slip the pump down through the 
hole. Of course the electrical plug to the 
pump still has to be above the ice. I set 
the bales over the inlet hole with the water 
line squeezed between them. I usually tie 
the cord to the bales to prevent it from 
slipping down into the water. The water 
line will run up to the trough and either 
pump into the bottom of the trough or 
over the top. 

You need to make sure that the slope 
of the water line allows all of the water to 
drain back when the pump shuts off or 
the line will freeze. This is where I add the 
heat tape. Wrap it around the hose right 
at the water level just in case it freezes up. 

Cheaper to pump  
Water than heat It

The blue trough is on a continuous flow out of a dugout with a timer on 110-volt power. 

By Steve Kenyon
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You can have the heat tape plugged in all of 
the time or just plug it in if the water line 
freezes up on you. 

The heat tape is a backup; once every-
thing starts to freeze it is quite difficult to 
troubleshoot problems in winter. I place 
another two bales over the second hole to 
prevent it from freezing up so the over-
flow water can drain back into the water 
source. 

If you have 110-volt power available, 
you can plug in the pump and let it run 
24/7. This year I added a timer to the sys-
tem that’s currently set to turn the pump 
on for 15 minutes and off for 45 minutes. 
Should it get really cold, I’ll bump it up to 
15 on and 15 off.

  With the holes insulated by the straw 
bales and whatever snow has accumu-
lated, we can safely shut off the pump for 
short periods of time without it freezing 
at the water level. This should reduce your 
pumping cost and extend the life of your 
pump compared to a continuous flow. 
Either way, it’s still cheaper than heating 
water. 

If I do not have access to 110-volt 
power, I can still make this system work 
with a generator. I set everything up the 
same way, except that I pump continu-
ously until the generator runs out of fuel. 
Each day I add a bit of fuel to run the 
pump for a few hours.

The cattle have access to the water for 
as much time as the fuel I add. With this 
system the pump is off for a much longer 
period of time so the straw bales have 
to be well sealed to keep the holes from 
freezing over during the night. 

The heat tape is needed more in this 
situation to keep the water in the line 
from freezing where it enters the water.

When I start up the generator I may 
run it for a while with the heat tape on to 
thaw the line before I plug in the pump. 

I’ve also thawed the line by pushing it 
under the water about a foot to thaw the 
small plug in the line that froze overnight. 
Usually it takes 15 or 20 minutes to thaw. 

I have run a continuous-flow system 
out of a drilled well in the past, as well. 
A drilled well is a potable water source so 
you should never allow any back flow to 
go down the well to avoid contamination. 

Many would argue this is a waste of 
water, but I say heating a water bowl is a 
waste of electricity. 

In this situation, I again set the trough 
up on a hill and allowed the water to flow 
downhill away from the cattle. This system 

was run with a pressure system controlled 
by a regular summertime float valve. The 
only difference was that just before the 
float valve, I drilled a small hole in the fit-
ting so when the float value shut off, a small 
volume under high pressure continued to 
flow through the hole. This stirred the 
trough, and when the cattle were drink-
ing, the valve opened and we received the 
water faster. 

These are just a couple of ways to set 

up a continuous winter water system. I do 
have a video and some pictures of these 
systems on our Greener Pastures Ranching 
Facebook page. I know a picture is worth 
more than 1,376 words.  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.

INNOVATION FILE:
Oral Pain Prevention 
for Cattle

For more information on pain prevention,
contact your veterinarian or visit solvet.ca
Solvet is a subsidiary of Alberta Veterinary Laboratories Ltd.

“All the cattle 
were mothered 
up very well.”  

“The next day after branding they looked 
very normal to me and that is what we 
were really looking for in a product. It 
was something that we will certainly 
be doing again. We’ve found good 
benefits to it and for the price of it 
I wouldn’t see why we wouldn’t do 
what we can to relieve as much 
stress as we possibly can.”

Meloxicam Oral Suspension is an 
excellent tool for the humane treatment 
of calves at the time of castration.

“The next day after branding they looked “The next day after branding they looked 
very normal to me and that is what we 

Kim, Jack, Jessica & Andy Hextall
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No ifs or buts about it, producers 
who used meloxicam to ease 
the discomfort of branding, 

castration and other routine procedures 
on young calves in the past plan to use 
it again this spring. 

 Meloxicam is a non-steroidal anti-inflam-
matory drug (NSAID) to reduce inflamma-
tion, pain and fever, and fortunately Canadi-
ans now have three long-acting meloxicam 
products available for use in cattle. So far, 
none are registered in the U.S. for cattle.

Boehringer Ingelheim’s “Metacam 20 
mg/ml Solution for Injection” (subcutane-
ous or intravenous) was approved in 2009 
for calves over one week of age to improve 
appetite and weight gains at the onset of 
diarrhea, and for pain relief when remov-
ing horn buds in calves less than three 
months of age. In 2013, it was approved 
to treat inflammation and pain associated 
with acute mastitis and in 2016, for reduc-
ing pain associated with abdominal sur-
gery, such as Caesarean sections in cattle.

Meloxicam Oral Suspension by Solvet, a 
trademark of Alberta Veterinary Laborato-
ries in Calgary, was licensed in late 2015 for 
the relief of pain and inflammation up to 56 
hours after surgical and band castration of 
cattle. The medication is placed at the back of 
the tongue via a dosing syringe on the bottle.

Brand new from Merck Animal Health is 
Rheumocam Injection Meloxicam 20mg/ml 
(subcutaneous or intravenous) for pain when 
removing horn buds from calves less than 
three months of age and as an aid in improv-
ing appetite and weight gain when given at the 
onset of diarrhea in calves over a week of age. 

For each claim, Jeff Estabrooks, the bovine/
equine business unit director of Boehringer 
Ingelheim Canada, says the company must 

prove there is pain, how much meloxicam 
mitigates the pain, and for how long.

 As a result, he says the introduction of 
Metacam to Canada in large part was due 
to mostly Canadian research that provided 
consistent ways to measure pain in cattle.

“There were the early adopters who saw 
the benefits right away and, absolutely, 
now we are seeing interest and uptake by 
beef and dairy producers increasing right 
across Canada,” he says. This mirrors a 
similar increase in the use of pain mitiga-
tion products for swine and sheep.

“I think the beef code of practice has 
had a huge impact and now producers are 
asking their vets about pain management 
instead of vice versa,” he says.

All the research and open discussion sur-
rounding pain mitigation contributed to a 
much greater understanding of how beef 
cattle experience pain leading up to the 
release of the updated Code of Practice for 
the Care and Handling of Beef Cattle in 2013.

Alberta Veterinary Laboratories co-owner 
Dr. Merle Olson says feedback from veteri-
narians and producers has been overwhelm-
ingly positive since the launch of Meloxicam 
Oral Suspension in the fall of 2015.  

In addition to Rheumocam, Merck Animal 
Health has also released Banamine Transder-
mal (flunixin meglumine), a pour-on NSAID 
applied once a day along the topline for quick 
reduction of fever associated with bovine respi-
ratory disease. Banamine Injectable (intrave-
nous only for cattle) remains available as well.

There are other short-duration NSAIDs 
from the flunixin meglumine, aspirin and 
ketoprofen classes licensed in Canada for 
cattle. Your veterinarian will be able to sug-
gest the most appropriate product for your 
intended use.

Producer exPerience
Mark Vermeulen, whose family has a 
commercial and purebred herd near 
Ceylon, Sask., used meloxicam for the 
first time at branding last spring on all 
castrated calves.

“When we went out to check a few hours 
after, we purposefully watched for a difference 
compared to other years. We saw that the calves 
seemed comfortable. They were moving 
around more and following the cows instead 
of lying around here and there,” he says.

He heard about meloxicam from produc-
ers who had used Metacam at branding the 
year before. His vet suggested the oral prod-
uct and he liked the needle-free idea, in part 
because it would be a safe way for younger 
crew members to learn from experience. It 
was easy to give and he was satisfied that the 
calves received an effective dose because the 
product did what he expected it to do.

Ross Macdonald, 98 Ranch near Lake 
Alma, Sask., raises purebred and commer-
cial cattle and has been using meloxicam in 
one form or the other for routine calf proce-
dures since 2014. Going by the promotional 
material initially, it sounded like a product 
that could target the problem of those few 
calves feeling stressed, just standing in the 
corner of the branding pen swishing their 
tails at the end of the day.

“I’m happy because those 20-odd calves 
aren’t there any more. What I really like is 
the longer-term effectiveness. This has huge 
appeal for me because we brand right in 
peak grazing season and it’s nice to see those 
calves up and walking away,” he says.

Macdonald also uses meloxicam when 
branding yearlings and for any other pro-
cedure that is somewhat invasive or could 
cause discomfort.
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“I conscientiously strive to be better and 
do better for the cattle and people working 
with the cattle. The reality is that castrating 
leaves us vulnerable to criticism just based 
on calf behaviour at the end of the day. With 
meloxicam, people see we’ve dealt with it.”

He sees the day not far off when use of 
pain medication will be a point of product 
differentiation for marketing. Already pro-
tocols for some branded beef programs ask 
for it and at least one he knows of has made 
it a requirement.

Chad Ross knew he had a good thing going 
with meloxicam after Solvet field rep Larry 
Frischke, demonstrated its use on a group of 
150 calves at branding last year. The next day, 
some of the calves were playing on the hill 
just like any other normal day on the Ross 
L-7 ranch near Estevan, Sask. Encouraged by 
these results, they used oral meloxicam for 
the remaining 1,500 or so calves at branding.

“I liked it enough that we used it when 
we gave the boosters in October. We bring 
them home, vaccinate the cows and the 
calves, then turn the pairs back out on pas-
tures. The vaccinations can make them feel 
feverish and shivery and it’s a stressful time 
to start with because of the move and the 
weather can be so changeable. I think I will 
continue with this as well,” he says.

On the feedlot side, all of the purchased 
calves received meloxicam with their vac-
cinations for the same reasons. The positive 
effect was very noticeable for calves that had 
to be dehorned and/or castrated because 
they were up eating at the bunk with the 
rest of the calves. They have since been using 
meloxicam along with the antibiotic pre-
scribed in their protocols for treating health 
conditions in feedlot cattle.

“It’s a feel-good thing for us, too,” Ross 
says. “I think it will help with consumer 
perception if they see that we are doing the 
best we can for our livestock.”

Consumer perception was also on Daniel 
Doerksen’s mind when his family first tried 
meloxicam at branding in 2015 for all calves 
at Gemstone Cattle Co., near Gem, Alta.

“It helps us tell our story. We can say this 
is what we need to do and this is how we 
mitigate pain,” Doerksen explains.

True to what other producers had told 
him, the meloxicam products haven’t disap-
pointed in the two years they’ve been using 
them. “The calves look like they are relaxed, 
not under duress, lying around, standing 
with humped backs or swishing their tails,” 
he says, adding that he is expanding use of 
meloxicam to procedures on older cattle 
and in conjunction with other treatments 
for health conditions such as footrot.

It seems to him that use of meloxicam at 
branding is becoming more commonplace 
in the region. Of the brandings he helped 
with in 2015, theirs was the only one where 
meloxicam was used, whereas it was used at 
about half the brandings he went to last year.

Loren Rodvang, near Coronation, Alta., 
noticed a similar trend in his area with a lot of 
neighbours using Metacam for the first time 
last year on word of positive results from 
producers or suggestion by the local vet.

He decided to put Metacam to the test in 

2015 by giving it to all bull calves in their 500-
head herd after hearing from his vet that peo-
ple using it for procedures on young calves 
were noticing a difference for the better.

“This wasn’t a scientific study, but we 
are very sure we saw the calves lay around 
for less time and get back to work more 
quickly,” he says.

Glancing through the ranch’s health 
records he can confidently say that they have 
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been using Metacam regularly since then, 
not only at spring processing but for heifers 
assisted at calving, and when calves get sick 
because it seems to make them feel better so 
they start eating and recover faster.

Near Lacadena, Sask., Tamara Carter 
says they initially used Metacam for cows 
and heifers after difficult calvings. Seeing it 
made them more comfortable, in 2013 she 
asked her vet if it could help reduce pain 

for calves at processing. One group of 30 
calves had already been processed, so the 
bull calves in the second and third groups 
were the first to receive Metacam.

“We were surprised at how much faster 
they were paired up and nursing. It was 
a very noticeable difference from what 
we were used to seeing when they would 
spend a couple of days lying around. We 
were convinced right after that and used it 
for the steers in 2014 and 2015. Last spring, 
we included the heifers as well,” Carter says.

Problems with post-surgical scrotal 
infections because of lying around and with 
the occasional orphaned calf that would 
lie down in the bush and be left behind 
have disappeared since they’ve been using 
Metacam.

She believes that reducing discomfort 
and stress may help the calves’ immune sys-
tems stay stronger, improving overall health 
and potential weight gain.

“We noticed our weaning weights on the 
steer calves went up from 509 (in 2014), 
to 530 (in 2015) to 576 pounds last fall. 
Everything else has been the same — the 
same bulls and pastures, calving, turnout 
and weaning times every year. Could pain 
control be making the difference? We don’t 
have proof, but it is a solid observation.

“I see no negative or reason not to use it. 
It is good for the calves and the producer. It 
reassures our customers and the public that 
we are taking every step to acknowledge and 
manage pain,” she adds.

Sue Giles says they are thinking that the 
bump in weaning weights on their calves 
last fall could have been due to their use 
of pain medication at branding, although 
2016 was the first year they had tried it.

Their vet at Brooks, Alta., suggested try-
ing Meloxicam Oral Suspension for their 
first branding last spring because it was 
a group of 380 very young calves to be 
let out afterward into a 600-acre pasture. 
She was open to the idea, having used 
Metacam with great success treating cattle 
for pain from injuries and treating calves 
with scours.

“Amazing” is how Giles describes the 
response of young calves to oral meloxicam 
and they carried on using it for the rest of 
the calves, approximately 950 in all.

In past years, they would spend two days 
making sure the calves were mothering up. 
Last year, not one needed assistance and 
that time-saving alone was enough for her 
to say it definitely paid for itself.

Others helping at their brandings 
didn’t complain at all about the addi-
tional step and ended up using it at their 
own brandings because they knew about 
the positive results.

Kim and Jack Hextall near Grenfell, Sask., 
were a bit worried that their branding crew 
might think giving pain medication was 
just one more thing that would take extra 
time when Larry Frischke offered to dem-
onstrate oral meloxicam at their branding 
last spring. They were pleasantly surprised 
when people called afterward to get their 
opinion on how it worked and if they’d 
use it again.

animal care
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The answer is a double yes. Adding pain 
medication didn’t slow down the process. 
Afterward, the calves acted normal in every 
way with no signs of stress. They were 
mothered up and those lying down would 
stand and stretch as usual when approached 
the next day.

The Hextalls are on the same page when 
it comes to trying new technologies with 
potential to benefit animal husbandry 
because they have always seen animal care 
as being very important for their 300-head 
commercial and purebred herd.

Leighton Kolk takes a similar approach. 
He sees pain management as another step 
forward in doing a better job for animals 
and people at his family’s farm near Iron 
Springs, Alta., where they run a 20,000 head 
capacity feedlot operation, 275 mother 
cows plus field crops.

They have used local anesthetic for sur-
geries for 15 years and have made use of 
anti-inflammatory drugs to alleviate dis-
comfort; however, those products require 
time and special training to administer.

When the easy-to-use meloxicam prod-
ucts came along, he was quick to bring them 
on board. For the past five years they have 
regularly used meloxicam for any painful 
process, bloat operations, difficult calvings, 
prolapse repairs, castrations and removing 
damaged horns.

Generally they see that cattle of all ages 
benefit from the use of meloxicam, but 
was particularly impressed at the results 
when castrating 600- to 800-pound calves. 
Previously it took five days for them to get 
back on feed, so they had to be grouped 
separately from the other calves for two 
weeks. With meloxicam, they might be 
somewhat uncomfortable for a time, but 
are up at the bunk and eating the same day. 
The meloxicam lasts about three days and 
the calves often return to their home pen 
a week earlier than before.

Douglas Lake Ranch cowboss Stan 
Jacobs says they thought of using Metacam 
at branding for several years before they 
first tried it. They had wondered if it would 
really make a difference, and if it was eco-
nomically feasible for a herd this large. 
Today, the ranch runs 10,000 mother cows 
and 2,000 first-calf heifers at its Douglas 
Lake and Williams Lake locations.

“What really prompted us at the time was 
the Boehringer Ingelheim rep offered to help 
us find out,” he recalls. In 2014, they tested 
Metacam’s effectiveness on small groups of 
calves. The first 250 calves were vaccinated, 
branded, dehorned and castrated as usual. 
The second group received the same treat-

ments plus Metacam and were marked with 
a dot on the back.

“The difference was remarkable,” says 
Jacobs. “Even coming out of the hold, the 
calves that received Metacam mothered up 
and over the hill and away they’d go. Since 
that day we have been using it for all of our 
calves. Anyone could see the results and they 
do justify the cost.”

 The extra manpower needed was a very 
insignificant part of the cost. Their vacci-
nation caddies now include four syringes 

instead of three and not much time needs 
to be spent refilling the Metacam syringe 
because the dose is small.

Kolk Farms and Douglas Lake Ranch 
were featured along with several research-
ers and veterinarians in the Beef Cattle 
Research Council’s video, What Producers 
Need to Know About Pain Control. It and 
the webinar recording, Practical and Effec-
tive Methods of Pain Control, and other 
resources on this topic can be found at www.
beefresearch.ca/pain.  c
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A 
number of times over the 
years I have been asked the 
question “do cattle feel pain 

the same way we do?” To answer the 
question, it’s important to understand 
a little bit about pain physiology. 

When a pain stimulus is adminis-
tered to an animal (for example, you 
pinch the claw on the hind leg of a calf), 
it activates pain and pressure recep-
tors in the tissue. The receptors send 
a stimulus through the nerves to the 
spine. At the level of the spine there is 
often a reflex activated that makes the 
calf withdraw its foot rapidly. 

The stimulus continues to travel up 
the spine to the lower part of the brain; 
at this point the pain stimulus activates 
a fight or flight (stress) response. The 
blood pressure will rise and the heart 
rate will change. 

The stimulus continues to the cerebral 
cortex where it is perceived as pain. Once 
the pain is perceived the calf will typi-
cally display behaviour to avoid the pain 

stimulus; it may struggle, and they often 
vocalize. All of this physiology and some 
of the associated behaviours are very 
similar to what we would see in humans, 
dogs, horses and many other animals. 

I think anyone who works with cattle 
knows that the perception and response 
to acute pain is not that different from 
what we see in humans. 

The challenge with cattle comes 
when we try to assess or quantify post-
surgical or chronic pain. 

Pain in humans is a very personalized 
experience, we all perceive pain differ-
ently and respond to it differently but 
untreated pain can have adverse effects 
including depression, increased stress 
response, and catabolism (increased 
breakdown of fat and muscle). 

In people we rely very heavily on 
responses to questions in order to 
assess the degree of pain. The doctor 
may ask you to grade your pain on a 
scale of 1-10, you may be asked about 
the quality of the pain; is it a “burning” 

sensation, is it a “crushing” sensation. 
Does the pain radiate to other areas 
of the body, what behaviours reduce 
the pain. 

Once the doctor assesses these 
responses, they can prescribe an appro-
priate pain medication and assess the 
response to treatment; has the pain 
diminished or gone away completely. 
Unfortunately, all of these assessments 
rely on the individual being able to 
respond to questions. 

Assessment of pain in veterinary 
medicine can be a real challenge, as 
we cannot talk with our patients; in 
general we must rely on behaviour to 
assess pain. We have developed some 
very good techniques to assess pain in 
dogs as they frequently demonstrate 
behaviours associated with pain and we 
can group these behaviours into a table 
that will allow us to score or rate the pain 
and determine if we need to administer 
pain medication to treat the pain. 

One of the major challenges with 
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cattle is that they do not express many 
overt pain behaviours and the behaviours 
that they do express are very subtle. This 
is common to many prey species, such 
as deer, cattle and bison. It is probably 
an evolutionary response as predators 
will key into these pain behaviours when 
hunting herd animals. It is in their best 
interest not to show behavioural signs 
of pain. 

Over the past few years I have been for-
tunate to have the opportunity to collabo-
rate with Dr. Karen Swartzkopf-Genswein 
and colleagues at the Agriculture and 
Agri-Food Canada Lethbridge Research 
Centre. They have been doing some great 
work to determine how to assess and treat 
the pain resulting from surgical and band 
castration in cattle. 

During one of my trips to Lethbridge, 
I was heading back to the research centre 
with my colleague Dr. Eugene Janzen. As 
we were passing one of the pens he sud-
denly slammed on the brakes of the truck 
and pointed out the window at the bulls 
in the pen. He said, “Look at that!” I was 
not sure what he was pointing to until I 
suddenly realized that even from a distance 
we could pick out all of the bulls that had 
been banded that morning. 

The pen was a mixture of banded and 
unbanded bulls, all the banded ones had 
assumed a classic stance that we often 
refer to as the “sawhorse stance.” The 
animals looked stiff with their hind legs 
thrust back and had a rigid appearance. 
Many of these animals were walking 
around or eating but they were display-
ing the stance that we typically see with 
hardware disease, twisted guts and any 
other conditions that we associate with 
abdominal pain. 

This experience really made me real-
ize that if you take the time to look, and 
know what to look for, you can often 
see the subtle behaviours that are asso-
ciated with pain in cattle. Some other 
behaviours associated with pain in calves 
include such things as head shaking, foot 
stomping and ear twitching. We can look 
at the frequency of these behaviours in a 
research setting, but they can be challeng-
ing to use when you are trying assess pain 
in a clinical setting. 

We currently have a lot of research tools 
to help us quantify pain and response to 
treatment following surgery in cattle. We 
can look at their stride length, the amount 
of time they spend lying or standing, feed 
and water consumption and weight gain. 

We can measure stress hormones and 
other markers in the blood associated with 
pain but we still often return to behaviour 
in a clinical and research setting. 

I think over the years that I have studied 
the assessment and treatment of pain in 
cattle I have come to the conclusion that 
cattle feel and respond to acute pain in a 
very similar way that we do. I also believe 
that cattle feel chronic or post-surgical 
pain the same way that we do, but their 

behavioural response to chronic pain is 
very different to ours. 

In answer to the question. Cattle feel 
pain the same way that we do, but their 
expression of pain is much more stoic.  c

Dr. Nigel Caulkett DVM, MVetSc  is a diplomate 
of the American College of Veterinary Anesthesia 
and Analgesia and professor and department 
head of veterinary clinical and diagnostic science 
at the University of Calgary.
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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



Newborn and young calves are often vul-
nerable to systemic infection if they fail to 
obtain adequate passive transfer of tem-

porary immunity from the dam’s antibodies in the 
colostrum. Systemic infection results when bacteria 
or their toxins overwhelm the body’s defenses and 
spread throughout the body via the bloodstream.

According to Claire Windeyer, an assistant professor 
of production health services at the University of Cal-
gary’s faculty of veterinary medicine, bacteria circulat-
ing in the blood is called bacteremia. “Their toxins in the 
blood creates a serious condition called endotoxemia. 
When one or both of these situations results in systemic 
clinical symptoms, the medical term is septicemia,” 
she says. Unless this condition is quickly treated and 
resolved, the infection localizes in various organs and/or 
joints, resulting in joint ill (septic arthritis), meningitis, 
or shock and death due to organ failure. 

Nathan Erickson, an assistant professor in large ani-
mal clinical sciences at the  Western College of Veterinary 
Medicine in Saskatoon, says there are several ways the 
infection can enter the bloodstream, including scours, 
or an umbilical infection. “If these bacteria cross into 
the bloodstream, they can distribute through the body 
and settle in certain places. These calves need aggressive 
treatment and management with anti-inflammatories 
and antibiotics. This should be done in conjunction 
with help from your veterinarian,” he adds.

“If the infection gets into multiple joints, it can be 
really difficult to treat. We might be able to stop the 
infection, but the damage to the joints may be per-
manent. Sometimes these calves are so compromised 
that they should be euthanized. It’s best to prevent the 
infection, if possible,” says Erickson.

Elizabeth R. Homerosky, DVM, MSc., an associate 
veterinarian with Veterinary Agri-Health Services Ltd. 
in Airdrie, Alta., explains that septicemia is character-
ized by the presence of pathogenic bacteria in the blood. 
“It is commonly accompanied by signs of shock due to 
release of toxins from the bacteria. Numerous types of 
infections by numerous species of bacteria can result in 
septicemia; however, salmonella and E. coli are the most 
common pathogenic bacteria cultured from the blood 
of an ill newborn,” she says.

“Newborn calves that fail to absorb an adequate 
amount of gamma immunoglobulins (IgG) from con-
sumption of colostrum are the most susceptible to sep-
ticemia. However, septicemia can result from a number 
of different types of infections such as navel ill, joint ill, 
diarrhea, pneumonia, or any other infection that allows 
pathogenic bacteria access to the bloodstream,” she says. 

Calves that are several weeks old when a severe 
infection goes systemic must be closely monitored 
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and quickly treated for any illness to avoid 
the possibility of septicemia, which can be 
fatal. Some types of G.I. tract infections, 
for instance, can readily produce an endo-
toxemia that may kill the calf within a few 
hours. Severe pneumonia can also turn fatal 
if the lung infection goes systemic.

SIGNS OF SICKNESS
“Common clinical signs associated with 
septicemia include fever greater than 104 F, 
rapid heart rate, laboured breathing, along 
with abnormal blood clotting which can 
appear as hemorrhage on mucosal surfaces 
throughout the body,” says Homerosky. 

“Newborn calves with septicemia may 
be down and unable to get up with a gen-
eralized weakness. They may have diarrhea, 
dehydration, weak suckle reflex, dark red 
mucous membranes and prominent vessels 
in the sclera (whites) of the eyes. Severely 
affected newborn calves may exhibit neu-
rologic signs (bizarre behaviour, aggres-
sion, head-pressing) or be in lateral recum-
bency (flat on their sides, unable to get up). 
Calves in cardiac failure may be hypother-
mic (low temperature) with cold extremi-
ties,” she says.

Windeyer says some of these calves may 
just seem dull and depressed. “Some will 
have fever while others will be cold. They 
may have high or low heart rate, increased 
or decreased respiratory rate, and poor 
appetite. Gums may be red, and blood 
vessels become apparent across the whites 
of the eyes. Onset is quick, and as they 
worsen, pulse becomes weak and extremi-
ties become cold. The calves with meningi-
tis will often extend their head and neck,” 
she says.

TREATMENT
Calves with scours can be at risk for septi-
cemia, so they should be treated. Windeyer 
says that when the gut is compromised by 
infection, regardless of the type of diarrhea, 
E. coli bacteria commonly present in the gut 
can translocate from the compromised gut 
into the bloodstream.

“It is estimated that 30 per cent of calves 
with scours have circulating bacteria in the 
blood. Not all of these calves will develop 
septicemia; however, calves showing signs 
of systemic illness (fever, depression, etc.) 
or have blood or mucus in the manure are 
more likely to be septicemic. Antibiotic 

treatments for calves with scours are not so 
much for the scours as they are for reducing 
the risk of septicemia,” says Windeyer.

Early recognition of clinical signs asso-
ciated with septicemia is critical to treat-
ment success. “Broad-spectrum antibiotics 
and supportive care are recommended for 
treatment of septicemia. Any issues with 
dehydration, energy or electrolyte deple-
tion, or other secondary issues should be 
promptly addressed to help promote treat-
ment success and prevent organ failure,” 
says Homerosky. 

“Treatment of calves with severe neuro-
logic signs is generally unrewarding as the 
infection is likely present in the brain and has 
progressed beyond a cure. Calves dying from 
septicemia typically die as a result of multiple 
organ failure. 

“Unfortunately, there are several neuro-
logic diseases, especially in older calves, that 
resemble septicemia and need to be ruled 
out. These include polio (caused by either 
thiamine deficiency or sulphur toxicity) or 
nervous disease seen in association with 
coccidiosis. Often these cannot be distin-
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guished in a timely manner or without 
examination by a veterinarian,” she says. 

“Older calves with neurologic signs should 
receive a number of treatments to cover all 
potential causes, including a broad-spectrum 
antibiotic, thiamine and an anti-inflamma-
tory such as meloxicam or dexamethasone,” 
says Homerosky. Your veterinarian can pre-
scribe an appropriate broad-spectrum antibi-
otic, selecting one that might be most helpful 
in this particular case. 

“Effective drug choices for septicemia 
include ampicillin, ceftifur or flurfenicol,” 
says Windeyer. “Intravenous administration 
is preferable so consider calling your vet. Anti-
inflammatory drugs may also be necessary to 
help moderate the excessive inflammatory 
response that can result. Supportive care can 
make all the difference — keeping the calf 
warm and dry, providing deep bedding, fluids 
and nutrition (which is often more effective if 
administered IV). Consider calling your vet-
erinarian to do a culture and sensitivity test if 
there is treatment failure during an outbreak 
affecting multiple animals to aid in selection 
of the appropriate antimicrobial,” she says.

PREVENTION
Good management of calving cows and 
cows with young calves is crucial. Make sure 
their environment is as clean as possible. 
“Source of the bacteria for vulnerable calves 
is often from a contaminated environment, 
particularly through the umbilicus,” says 
Windeyer. Therefore, “dilution is the solu-
tion to pollution” by calving on clean, dry 
pasture, providing clean bedding, having 
clean equipment (such as esophageal feed-
ers), keeping cows clean, dipping navels if 
need be, etc.

 “Calving in a large pasture with natural 
shelter and windbreaks where newborns do 
not have exposure to older calves is ideal,” 
adds Homerosky. Older calves with scours 
can quickly contaminate the area, and spread 
infections to younger, more vulnerable calves.

“Ensuring timely and adequate colostrum 
consumption promoting adequate transfer 
of passive immunity is critical to helping pre-
vent bacterial infections and subsequent sep-
ticemia,” Homerosky says. Ideally, you want 
calves up and suckling within a couple hours 
of birth, and definitely by the time they are 
four hours old.

“Any calves exhibiting a weak suckle 

reflex shortly after birth, or any calves that 
had to be delivered with a hard pull are less 
likely to consume enough colostrum on 
their own by the recommended four-hour 
cutoff.” These calves should be assisted in 
colostrum consumption before that four-
hour period has elapsed.

Windeyer says any failure in the transfer 
of passive immunity via colostrum creates 
a major risk factor for septicemia, particu-
larly in calves less than two weeks of age. “In 
beef calves, recent research says calves with 
more than 24 g/l of immunoglobulin G in 
their blood are less likely to get sick or die 
than those with inadequate passive immunity. 
Colostrum quality in beef cows is generally 
very good (with high concentrations of IgG) 
so failure is typically either due to poor vigour 
of the calf, inadequate volumes of colostrum 
generated by the cow, or environmental chal-
lenges such as cold, mud, etc. Dairy colostrum 
has, on average, 25 per cent the concentra-
tion of IgG compared to beef colostrum and 
is a poor substitute. Colostrum replacement 
products with at least 100-200 g or home-
grown, frozen colostrum are an important 
resource to have on hand for these calves, 
to avoid the risk of septicemia,” she adds.  c
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Welcome to the Forage & Grassland Guide, produced in partnership by the Canadian Forage & Grassland Association (CFGA) 
and Glacier FarmMedia LP and distributed through Country Guide, Canadian Cattlemen and Le Bulletin des agriculteurs. It focuses on issues 
of importance of forage and grassland to crop and livestock producers across Canada.

For more information on forage and grassland management in your area, we encourage you to contact and participate in the activities  
of your regional or provincial association.

Canadian Forage and  
Grassland Association
Cedric Macleod 
466 Queen street, Wilmot alley 
Fredericton, nB  e3B 1B6 
cedric@canadianfga.ca 
www.canadianfga.ca

British Columbia Forage Council 
sheri schweb 
117 roddie road, Quesnel, BC  V2J 6K2 
(250) 255-9065
bcfc@bcforagecouncil.com 
www.farmwest.com/bc-forage-council

Alberta Forage Industry Network 
Christine Fulkerth, Chair 
4500 – 50th street, olds, aB  T4H 1r6 
(403) 507-7914 
info@albertaforages.ca 
www.albertaforages.ca

Saskatchewan Forage Council 
leanna rousell 
Po Box 308, asquith, sK  s0K 0J0 
(306) 329-3116 
office@saskforage.ca 
www.saskforage.ca

Manitoba Forage and  
Grassland Association 
duncan Morrison 
c/o 145 edstan Place 
selkirk, MB  r1a 2e8 
(204) 770-3548 
info@mfga.net 
www.mfga.net 

Ontario Forage Council 
ray robertson 
206 Toronto st. south, unit 3  
Markdale, on  n0C 1H0 
(519) 986-8663 
email: ray@ontarioforagecouncil.com 
www.ontarioforagecouncil.com   

Ontario Soil and Crop  
Improvement Association
andrew graham 
1 stone rd. W., guelph, on  n1g 4Y2 
(519) 826-4214 
andrew.graham@ontariosoilcrop.org 
www.ontariosoilcrop.org

Conseil québécois des plantes fourragères 
9992 Boulevard savard  
Québec, PQ  g2B 2P9 
info@cqpf.ca  
www.info@cqpf.ca/

New Brunswick Soil and  
Crop Improvement Association
gerry gartner 
259 Brunswick street, suite 302  
Fredericton, nB  e3B 1g8 
(506) 454-1736 
operations@nbagriservices.ca 
www.nbscia.ca

Soil & Crop Improvement  
Association of Nova Scotia
amy sangster 
199 dr Bernie Macdonald drive  
Bible Hill, ns  B6l 2H5 
(902) 896-0277 
www.scians.org 
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See if you can answer these two 
skill-testing agricultural ques-
tions.

What is the largest crop in Canada? 
Which crop has one of the poor-

est records for funding research and 
breeding programs?

If you answered “forages” to both, 
you’re right. You’ve also put your fin-
ger on a chronic problem in Canada’s 
forage industry.

Statistics show the total acreage of 
pastureland, tame forages and native 
hay far exceeds the seeded area for 
wheat and canola. You’d think that 
would put forages at the top of the list 
when it comes to research funding. 
Sadly, no.

Historically, Agriculture and Agri-
Food Canada has been the major 
player in forage breeding. But there 
are only five publicly funded programs 
for breeding tame forages in Can-
ada. Government funding for forage 
research has been largely static for the 
last 10 years. It’s estimated only about a 
third as much forage research is being 
done nationally today as in the 1980s.

The bottom-line reason for this state 
of affairs is a lack of money and, subse-
quently, a lack of qualified people.

“There is a critical shortage of for-
age researchers, in particular plant 
breeders, in Canada and several of the 
few remaining researchers are nearing 
retirement in the near future,” says a 
recent Beef Cattle Research Council 
report on developing improved native 
and tame forage varieties for Western 
Canada.

Thin talent pool
Given the thin talent pool, the ques-
tion becomes not just what new forage 
varieties will be bred, but who will do 
the breeding.

“There is a lack of human resources 
for forage breeding in Canada,” 
says Doug Cattani, a perennial crop 
breeder who mans the lonely ramparts 

of forage breeding at the University 
of Manitoba. “It’s getting to the point 
where there’s almost no one left.”

Those who are left tend to focus on 
major species. Research projects often 
focus on alfalfa, clover and grasses 
because there are not enough breed-
ers to cover all species.

Part of the reason for the short-
age of forage researchers is a long-
standing decline in public funding 
with industry players not taking 
up the slack. Reynold Bergen, the 
Beef Cattle Research Council’s sci-
ence director, says the beef industry 
always recognized the importance 
of forages but had extremely limited 
research funds. So BCRC deferred 
research to the forage industry. 
However, the forage sector couldn’t 
fund research because it had no 
commodity checkoff and no way 
to implement one. As a result, Ber-
gen says, no one in the industry was 
funding research, so it became a low 
priority in the public sector as well. 
Declining government budgets and 
provincial cutbacks to universities 
only aggravated the problem.

Although some private companies 
are involved in forage research, espe-
cially in the U.S., there appears to be 
no great incentive for them to cash in 
either.

“(Private companies are) in busi-
ness to be profitable and forage 
breeding does not lend itself to a 
good return on investment,” says Cat-
tani. “Who wants to buy a perennial 
crop that did well in the first year and 
did nothing thereafter?”

BSE casualty
Edward Bork, a rangeland ecology 
and management specialist at the 
University of Alberta, pins part of the 
blame for the “slow systematic ero-
sion” in forage research on BSE. After 
BSE hit in 2002 and international bar-
riers closed to Canadian beef and live 

cattle, industry priorities suddenly 
shifted to herd health and market-
ing strategies. Research into forage 
breeding and development became 
less important, given the immediate 
market crisis.

Another reason why forages appear 
to get short shrift is the very nature 
of the crop. Forages are perennials 
that take a long time to breed and 
even longer to show a financial return 
on investment. Compare that to high-
value annual crops such as corn and 
soybeans, which see new hybrids and 
strong returns every year. Guess which 
crop gets most of the attention when 
it comes to breeding programs and 
agronomic research?

Still another problem is a basic lack 
of information about how to place a 
value on forages. Obviously, a ton of 
hay is worth less than a few bushels 
of canola or soybeans. But, as Uni-
versity of Manitoba agriculture dean 
Karin Wittenberg points out, it’s hard 
to measure the financial worth of 
grasslands because most hay and tame 
forages are consumed on the farms 
where they were grown. Since there 
are few price discovery or marketing 
mechanisms for them, it’s hard to 
evaluate their value.

Not just a crop
However, that’s assuming you only 
see hay and forages as a crop. 
Researchers and producers are quick 
to point out the value of grasslands 
goes far beyond that. They say grass-
lands also provide environmental 
goods and services such as water stor-
age, flood mitigation, wildlife habi-
tat, biodiversity, carbon sequestration 
and greenhouse gas reduction.

That’s the new frontier forages 
should be focusing on, says Wit-
tenberg, a ruminant nutritionist by 
training.

“Forages serve a sustainability 
value. How you develop a forage 

Who will breed the next generation?
Forages aren’t only suffering from a shortage of research dollars, but a shortage of researchers to 
do the work if the money were available By ron friesen



breeding program that can serve a 
sustainability function as well as a 
competitive function — that has not 
been given much time and thought.”

Wittenberg says she and her 
colleagues have tried to put an 
economic value on the services grass-
lands and forages provide. Unfortu-
nately, they could find virtually no 
data to provide hard numbers.

However, there are signs that may 
be changing. Bork, a forage agrono-
mist, says policy-makers in Alberta are 
showing “a marked interest increase” 
in environmental goods and services 
from native grasslands and perennial 
forage systems.

Bork says the last six years have 
seen “a massive investment” in 
Alberta in quantifying and under-
standing the environmental goods 
and services that perennial grasslands 
provide. People are waking up to the 
fact that forages give producers a 
“social licence to operate” by provid-
ing public benefits in carbon sinks, 
biodiversity and ecological improve-
ments, he says.

“I can tell you, we’re gaining an 
enormous amount of traction.”

The next step will be to use this 
data as ammunition in persuad-
ing regulators and policy-makers to 
reward landowners for these goods 
and services,” says Bork.

“We need to recognize it and start 
(implementing) ways that landown-
ers can get paid for retaining, or even 
improving, these things for society’s 
benefit.”

More research funds
As for funding research, that may be 
starting to improve, too. The BCRC’s 
Bergen says about eight years ago 
Canada’s beef and forage sectors got 
their heads together and decided the 
industry had to step up to the plate 
instead of waiting for governments 
to do so. Now, 15 cents out of every 
dollar collected by a national check-
off on cattle sales goes toward BCRC 

research projects, compared to only 
five cents previously. Today, Bergen 
says, 30 per cent of BCRC’s budget 
focuses on forages, up from 10 per 
cent before. Funding is levered three 
to one through Growing Forward.

“It’s a bigger slice of a bigger pie,” 
says Bergen.

Reversing the funding decline in 
the private sector is resulting in new 
forage research positions being cre-
ated in government and universities 
across Canada, Bergen adds.

“They’re starting to say ‘wait a 
minute, industry is investing in this, 
this is important, we’d better be in 
that game, too.’”

Cattani says there should be no diffi-
culty getting graduate students to train 
as forage specialists, as long as funding 
is in place before the students arrive.

A sign, maybe, that the tide may 
finally be starting to turn for forage 
research.  n
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university of Manitoba forage breeder doug Cattani says there’s not much incentive for private companies to invest in perennial crops for which  
they can’t sell seed every year.  Photo: lorraine stevenson

“It’s getting to the point where there’s almost no one left.”
doug Cattani, university oF Manitoba
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If grain farmers routinely fertilize 
their crops to get higher yields and 
profits, why don’t forage producers 

do the same to their pastures?
That question is at the heart of a 

recent Beef Cattle Research Council 
study into improving forage yields in 
Canada.

The study notes that while annual 
crops have seen significant yield 
increases over the past 60 years, hay 
yields in Canada have hardly budged 
at all. This puts Canada’s cow-calf 
sector at a competitive disadvantage 
because the cost of forage per tonne 
is higher here than in other countries. 

“Over the long term, improv-
ing forage productivity is crucial for 
future competitiveness of the cattle 
industry,” says the study.

It concludes that a major reason 
for this low productivity is soil nutrient 
deficiency in pastures and grasslands.

You’d think the solution to the 
problem would be easy. Fertilize hay 
lands and you increase forage yields. 
Greater yields mean higher stocking 
rates, improved animal performance 
and a lower cost per unit of produc-
tion, which translates into reduced 
winter-feeding costs per cow.

Unfortunately, it’s not that simple. 
The study recognizes there are rea-
sons why producers tend not to fer-
tilize forages the same way they do 
wheat and canola.

Marginal land mindset
One reason is economics. As Reyn-
old Bergen, Beef Cattle Research 
Council’s science director explains, 
farmers tend to invest heavily in 
high-value annual cash crops. That 
involves buying or renting more land 
for those crops. Doing so increases 
competition for land, drives up land 
prices and pushes forage production 
to marginal land that cannot produce 
high-value crops. As a result, forage 
land has lower expectations put on 
it, along with less investment such as 
fertilizer.

That’s counterproductive because 
lower fertility inevitably means lower 
yields, and low forage yields are the 
most common reason for terminating 
a stand, Bergen says.

“If you’re expecting to get yields 
from a crop, you don’t just need it to 
get rainfall or irrigation. You need to 
feed it. It needs nutrients. If you keep 
pulling off those nutrients without 
replacing them, you’re going to starve 
the plants. And that’s why yields go 
down. So stands get broken up after 
only a few years.”

Currently, application of fertilizer 
to forage crops in Canada is minimal. 
The BCRC study estimates only 25 
per cent of improved pasture and 
hay land is fertilized. Just 15 per cent 
of alfalfa hay fields receive fertilizer. 
Given the combination of low nutrient 

input and the high nutrient uptake 
by the crop, it’s hardly surprising that 
forage stands in high-moisture regions 
of Western Canada are maintained for 
only three to five years. In semi-arid 
regions, the average life of a forage 
stand is six to nine years.

Other reasons why farmers don’t 
fertilize pastures include high fertil-
izer prices and poor financial margins 
(until recently) in the cattle indus-
try. Moisture limitation is another 
factor. Fertilizer applied to forage 
is top dressed, not incorporated (as 
with annual crops). This can result 
in nutrient loss through volatilization 
(evaporation of N) in dry conditions, 
or runoff in wet years, which in turn 
creates environmental concerns.

Fertilizer considerations
That said, fertilizing forages can pro-
duce results. The study cites a 10-year 
project in Manitoba which showed 
adding fertilizer increased the pro-
ductivity of grass pastures when 
applied to soil test recommendations. 
The downside was that target yields 
were often not reached due to mois-
ture limitations.

The type of soil can also influ-
ence the effectiveness of fertilization. 
The study points out that sandy loam 
soil (the kind of marginal soil where 

Grass is a 
crop too

By Ron fRiesen

Just because forage is  
on marginal land doesn’t 
mean it should get  
marginal management,  
says a recent Beef Cattle  
Research Council study

Continued on page  8
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forages are often grown) has a low 
water-holding capacity, limiting the 
moisture available to the plant. This 
reduces plant growth, forage qual-
ity, stocking rate and rates of gain in 
animals. As a result, there may be a 
limited benefit to fertilize and less 
incentive to do so.

Even if you do fertilize forages to 
increase yields, you need sound eco-
nomic reasons for doing it. Bergen 
points out higher yields do not nec-
essarily translate into lower costs or 
increased profits. The profitability of 
fertilizing forage crops depends on the 
cost of fertilizer and the price of hay.

“You can double your yield and 
increase your carrying capacity in the 
number of bales. But if it costs you 
$500 to double that yield and that 
doubled yield is worth only $250, it 
just doesn’t make sense,” says Bergen.

For that reason, it’s important to 
know the per-unit cost of production 
for hay (e.g. $/tonne) to determine 
which is the more economical choice: 
fertilizing hay or just buying it.

Keeping fertilizer at home
The trick is to get nutrients on forage 
land in a cost-effective way to improve 
forage productivity, other than add-
ing chemical fertilizer or composted 
manure. Bergen lists several options 
for achieving that.

One option is to use in-field win-
ter feeding systems such as bale graz-
ing. Bergen says bale grazing kills two 
birds with one stone. First, when cattle 
graze bales during the winter, they 
deposit fertilizer on the field in the 
form of manure. Second, the bales 
cattle do not eat stay on the ground 
and become another soil nutrient. 
Together, these practices end up leav-
ing more nutrients on the land than 
it had to begin with, thus improving 
soil fertility. An added benefit is that 
bale grazing reduces winter feeding 
costs because producers are not always 
hauling in feed.

Another option is to mix legumes 
(usually alfalfa) with grasses in a 
stand. The study notes that properly 

inoculated alfalfa fixes nitrogen from 
the atmosphere. As a result, additional 
N is not needed to increase dry matter 
yield and protein content. In this way, 
adding alfalfa to the mix increases 
productivity without the extra cost of 
fertilizer. It also reduces the risk of 
bloat because animals are not grazing 
straight alfalfa.

The practice seems to be catching 
on. It’s estimated the area of alfalfa 
and alfalfa mixes as a percentage of 
total tame hay production increased 
from 44 per cent in 1971 to 66 per 
cent in 2011.

Bergen acknowledges it’s hard to 
measure how much soil fertility prac-
tices are improving. But BCRC offers 
webinars on the subject and is starting 
to conduct followup surveys with par-
ticipants to measure the take-up of its 
recommendations.

More information is available on the 
BCRC website at www.beefresearch.ca.  n

Maintaining the  
grass-leguMe Mix

It’s one thing to have a grass-
legume production system. 
It’s another thing to maintain 

that stand. Studies show the per-
centage of alfalfa or sainfoin in a 
grass-legume mix tends to decline 
significantly over four years. The 
Beef Cattle Research Council rec-
ommends several management 
techniques to help maintain 
legumes in a mixed stand:
•  In spring, wait until alfalfa is three 

to four inches tall before grazing. 
After spring grazing is over, let 
the alfalfa regrow for 25 to 40 
days before cutting it for hay.

•  Let plants rest during September 
and October. Or control grazing 
to maintain six to eight inches of 
standing alfalfa.

•  Do not leave stubble lower than 
two to three inches in fall. This 
helps protect alfalfa from winter 
damage.

•  Let plants grow without cutting 
or grazing for four to six weeks 
before the first killing frost.

BCRC also provides some tips 
to reduce the risk of bloat while 
grazing alfalfa:
•  Do not graze alfalfa when it’s wet.
•  Don’t turn hungry animals on to 

an alfalfa pasture because they’ll 
overeat.

•  Wait until alfalfa is in full bloom 
before grazing it. The risk of bloat 
is highest when alfalfa is in the 
vegetative to early bloom stages 
of growth.

•  Do not graze alfalfa for two to 
three weeks after a killing frost. 
Frost can increase the risk of 
bloat.

For more information about 
legume grazing, check out www.
foragebeef.ca.
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“If you keep pulling off 
those nutrients without 
replacing them, you’re 
going to starve the plants. 
And that’s why yields 
go down. So stands get 
broken up after only a few 
years.”

ReynOLD BeRgen, BCRC

Continued from page 6
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C orn silage use is trending on 
Quebec’s large dairy farms, but 
Valacta’s Robert Berthiaume 

argues farmers who run against the 
herd can bulk up their bottom line 
with perennial forages.

“If you make the best use you can 
of perennial forages, you can make a 
lot of money, at least as much or more 
than your friends with corn silage,” 
says the forage systems expert for Que-
bec and Atlantic Canada’s dairy herd 
improvement agency. “We’re trying to 
prove to our clients that the milk that 
is produced by (perennial) forages 
can and should be the most economi-
cal milk that is in that bulk tank.”

For Berthiaume, the key lies in 
component pricing. Dairy farmers get 
paid for fat, protein, and other solids 
in their milk, rather than total milk 
volume. So even if an alfalfa and grass-
fuelled herd doesn’t crank out the 
same volume as a herd powered by 
corn silage, it can hold an edge on 
components.

He points to a 2013 New York State 
study of six herds. Five were fed corn 
silage as the bulk of their forage, while 
one herd relied on a grass/legume 
mix. In terms of output, the legume/
grass-fed cows placed second from the 
bottom, at 88 pounds per cow per day. 
But in gross income per cow, those 
same perennial forage eaters finished 
second from the top.

The secret? The herd outper-
formed its peers in components, 
(especially milk fat, at 4.3 per cent.) 
When it comes to milk production, 
Berthiaume says high components 
are what “really writes the cheque.”

The milk from forage equation
One way to gauge the efficiency of 
forage use is the “milk from forage” 
(MF) calculation developed at Laval 
University in the 1970s. “In Quebec, 

the concept is quite well known,” Ber-
thiaume says, adding “it hasn’t been 
exported very well.”

The math behind MF looks com-
plex, but the basic concept is simple. 
If you subtract the milk production 
boost from concentrates, you’re left 
with output that’s fuelled by forages. 
By further subtracting the forage 
required to maintain the cow, you’re 
left with the total milk produced by 
the forage in the diet.

Not surprisingly, herds with high 
MF tend to be efficient producers. 
But when the paycheque comes, the 
most efficient farmers using peren-
nial forages outperform their corn 
silage counterparts.

Using detailed financial and pro-
duction figures from 672 Quebec dairy 
farms, Berthiaume says the top 20 per 

cent of corn silage-fed herds produced 
136 more kilograms per cow every year. 
But in terms of net income, the peren-
nial forage herds brought in an addi-
tional $184 per cow.

To produce at those high levels, 
producers must maximize intake of 
high-quality forage. That requires the 
sophisticated use of complementary 
concentrates, with the right mix of 
proteins, sugars and starches.

It’s a complex balancing act, 
because “every time you feed concen-
trate to an animal that is on a forage 
diet, the animal will reduce its forage 
intake,” Berthiaume warns. This sub-
stitution impact is also most signifi-
cant with high-quality forages, rather 
than poorer hay or silage.

Closing the productivity gap
There are significant advantages for 
those who get it right. The top 20 
per cent of Quebec producers are 
pumping out 3,751 more kilograms 
of milk and $833 more net income 
per cow than their counterparts in 
the bottom-performing 20 per cent 
of dairy farms. If less-productive 
farms can close that gap, it will mean 
major gains for individual farms and 
the entire industry.

Then there’s the herd-size gap. 
Not surprisingly, corn silage herds 
tend to be bigger, averaging 91 cows. 
On large farms, corn silage is attrac-
tive because it offers roughly twice 
the yield of perennial forage. Better 
still, it delivers the yield in one cut, 
versus three or four for alfalfa and 
grasses.

Low-lignin alfalfa may help reduce 
silage corn’s yield advantage, allow-
ing farmers to take fewer cuts of 
more mature alfalfa and still get good 
nutritional quality. But Berthiaume 
stresses there’s more work to do. 

“My question is to the research 
community: how can we make hay 
crops, silages, alfalfa-grass mixes 
more appealing to larger farmers?”

Ultimately, he says, deep-rooted 
perennial crops provide long-term 
soil-building benefits, and farmers 
need to factor in the boost to soil 
health. “I’m worried if we go only to 
annual crops, without putting peren-
nials in the rotation, we end up with 
more (plant) diseases and depleted 
soils.”  n

Less volume, but more profit?
Quebec researcher says that since dairy farmers are paid based on components,  
forage-fed cattle can outperform those fed on corn silage

By Ray FoRd

“My question is to the research community: how can 
we make hay crops, silages, alfalfa-grass mixes more 
appealing to larger farmers?”

robert berthiaume
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T he name varies from farm to 
farm and from one region of 
the country to another. Some 

refer to it under the blanket term “for-
age” while others attempt to be more 
specific — hay, haylage, silage, dry hay 
or pasture. Whatever the term, two 
distinct trends have unfolded in the 
past five years: forage production is 
declining, and with it — say some in 
the industry — the quality.

Statistically and anecdotally, the 
numbers reflect the drop. Statistics 
Canada numbers for 1981 to 2011 
(Fig. 1) indicate hay and other fod-
der crops area rose steadily between 
1986 and 2006, and then declined, 
losing acres to oilseeds and pulses, 
especially in the West.

Some of that trend may be due to 
increase of canola, pulse and soybean 
acres — many of those acres, and 
some in the East  — have come out of 
forages.

Due to factors such as larger acre-
ages, larger livestock operations and 
producers needing to spend more 
time with their animals, forages may 
not be getting the management atten-
tion they deserve, but some extension 
agronomists are trying to reverse that.

Boosting management
Many advisers and specialists have 
their opinions on improving forage 
production and quality, yet it seems 
one recommendation makes the 
most sense: get the best start. That 

can include drilling of the seed (not 
broadcasting it), using starter fertil-
izer with the drill (especially calcium, 
sulphur and magnesium) and paying 
better attention to early weed control.

Perspectives vary, but broadcasting 
seed is seen by some as little more 
than a “controlled spill.” There’s also 
more packing required. Using a drill 
has the greater potential for more 
even emergence and growth.

As for weed management, at least in 
Ontario, there is a lack of registration 
of more-effective herbicides such as 
Broadstrike, which is already registered 
for use in Ontario, just not for alfalfa. 
Instead, producers are left with 2,4-DB 
or a tank mix of 2,4-DB with something 
like MCPA. The problem with 2,4-DB 

The challenge of 
growing quality forages
There are many reasons why production 
and quality may be less than ideal By ralph pearce, cG production editor

Perception that forages are too weather-dependent or that producers plant one year and leave them alone for three must be challenged.
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is that some producers don’t like it 
because of stress on alfalfa.

Time management
Another disincentive to forages is the 
commitment to a three- or four-year 
crop. Producers who rely on forage 
generally want to spend more time in 
the barn, which means less on forage 
management.

For Carl Loewith, time manage-
ment comes down to two things: find-
ing the right production system and 
hiring the right people. Loewith, a 
dairy producer who farms just west 
of Ancaster, Ont., is a first-year no 
tiller with his forage crop, and he 
hires custom workers, allowing him 
to spend more time paying attention 
to the other end of the operation. 

Loewith doesn’t agree that forage 
production yields are in decline.

“It’s just that they’re not keeping 
pace with the advances that other 
crops are experiencing, and the tech-
nology that’s been incorporated in 
others. I think we may be holding our 
own and we should be advancing but 
other crops are doing a better job.”

Some of the biggest challenges are 
still wrapped up in the basics of good 
weed-free establishment in that initial 
year, followed by attention to fertility 
in subsequent years.

“I think we’re still stuck in that 
mindset that ‘we’re going to plant this 
crop, it’ll be good for three or four 
years, and we’ll plant it and maybe fer-
tilize it once a year and we’ll let it do 
its own thing,’” says Loewith.

“I don’t think we’ve done the 
research that other crops have done 
in terms of seeding rates, plant popu-
lation, the fertility and the timing of 
fertility. A lot of research is going into 
the more popular crops — and for-
ages don’t have the glitz or bling that 
corn, soybeans or wheat have, so farm-
ers believe it’s a relatively cheap crop 
to grow, and they treat it that way.”

What’s the yield?
Another problem is that forage yields 
are difficult to measure. Cash crop-
pers know their bushels per acre, but 
the average forage producer can’t 
quote tons per acre. Forages are gen-
erally put in silos or in big bales with-
out being weighed. Measuring the 
effect of different production prac-

tices is difficult if growers don’t have 
a good handle on yields.

As for no tilling alfalfa, Loewith is 
hesitant to talk about any long-term 
benefits — he’s only been at it for a 
year. But a lot depends on the cus-
tom operator. In the end, it translates 
to less stress and less time spent in 
the field. He’s uncertain how no till-
ing might work on heavier ground, 
although there are examples of other 
growers on heavier soils that are mak-
ing it work. But on lighter soils like 
sandy loams, it’s fine. Loewith says he 
will do the same next year.

“There are some significant pros: 
first all of all, it’s a lot less work for 
us — because we hire somebody to 
do the no tilling, so we’re not work-
ing these fields. The gentleman we 
have comes in with a 40-foot drill, so 
he can cover a lot of ground — and 
it’s just a phone call for us. We’re not 
working that field two or three times 
before or packing it after.”

Communications also key
Thomas Ferguson, a forage and gra-
zier specialist with the Ontario Min-
istry of Agriculture, Food and Rural 
Affairs (OMAFRA), sees definite ben-
efits in custom work. But the commu-
nications channels must be open and 
clear to ensure the work is done the 

way it needs to be done to get high-
quality forages off the field at that 
proper maturity.

“When I talk about ‘quality hay,’ 
I refer to three things: harvesting at 
the correct maturity, harvesting at the 
correct moisture content, and having 
the proper storage of the hay,” says 
Ferguson. 

“With high-producing dairy cows, 
it’s really important to have that early 
maturity but for many other end-uses, 
you don’t have as high crude protein, 
and you can let the plants mature a 
little more to get more tonnage off 
the fields. It’s still really important 
that the forages are harvested at the 
proper moisture level for the storage 
system that you have, and we don’t 
lose any dry matter — if they’re being 
fermented.”

If it’s for dry hay, the producer 
needs to make sure it’s dry enough to 
prevent mould or it doesn’t become 
dusty in storage.

Measuring the value
Ferguson notes that since most of the 
crop fed on-farm to livestock, grow-
ers don’t see a financial transaction. 
Many underestimate the value that 
forages bring to their operation, so 

2017

“It’s just that forages aren’t keeping pace with the 
advances that other crops are experiencing.”

Carl loewith, dairy produCer

Continued on page 12

it’s not necessarily that forage quality is in decline, but that other crops are advancing faster.
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advisers, feed specialists and exten-
sion personnel need to do a better 
job of showing the financial returns.

“The environmental benefits are 
huge, too,” says Ferguson. “Adding 
forages to the rotation improves soil 
structure, drainage and water retention 
— and it increases the organic matter. 
And it’ll add residual nitrogen to the 
following crop, so those extra benefits 
will increase the profitability of the rest 
of the rotation, and you can add up to 
15 per cent in yield potential just to the 
corn crop that’s added the year after 
the forages are taken out.”

Ferguson echoes Loewith’s com-
ments on the importance of fertility 
and an early start.

“We need to see more even emer-
gence with our alfalfa in order to have 
better weed control, as well,” says Fer-
guson. “We want to make sure that 
the plants all get off to the same start 
so that we’re not going in when some 
plants are at two leaves and some are 
at four. Doing a better job of getting 
the plants to emerge means weed con-
trol will see benefits of that through-
out the life of the field, and you’ll get 
increased tonnage on every cut with 
good stem longevity as well.”

Tests, tests and more tests
Many producers and advisers talk 
about the lack of research for forage 
relative to corn and soybeans. Jeff 
Sherman is trying to change that.

As a dairy specialist recently hired 

by CanGrow, Sherman brings his years 
of experience with the American dairy 
sector as well as time spent in the feed 
industry in Ontario. He agrees pro-
duction is down, but that in certain 
instances, quality can be improved.

Sherman is focusing on improv-
ing the soil activity and watching the 
impact on feed quality, uptake and 
performance. In particular, he’s look-
ing at cation uptake, and methods of 
increasing it. He says cations help to 
produce sugars, the sugars help to 
produce the starches and the starches 
help to produce fats (or fatty acids), 
which are critical in digestibility.

Sherman says it’s not a well-known 
concept, and it can be a challenge 
for the industry to grasp. He says 
growers are not doing the best job 
of matching fertilizer applications 
to crop uptake and that more grow-
ers are over-applying, especially their 
nitrogen. The answer is a “whole 
systems” approach, not just with the 
crop in the field, but including the 
soil, roots, organic matter, and nutri-
ent uptake.

Understand the soil
Many dairy producers rely on the 
MILK2006 feed calculator, and Sher-
man agrees that it’s a good foun-
dation for measuring feed quality. 
However, it doesn’t address the short-
falls seen from soil test results. Soil 
activity needs to be part of the equa-
tion, understanding that it’s alive and 
moving constantly. 

“Too often, we just want to take 

the easy way out, whether we’re dairy 
farmers or grain farmers, we want to 
talk about N, P and K — and it’s not 
just N, P and K,” says Sherman.

For example, he cites involves four 
years of alfalfa and an average harvest 
of 10 tons of dry matter per acre. 
Alfalfa will generally contain two to 
three per cent potassium — at 10 
tons (20,000 lbs.) of dry matter, that’s 
400 pounds of potassium per year 
leaving the field.

Producers also need to be aware 
of relative feed value and relative 
feed quality, as well as testing their 
forages to determine the balance of 
amino acids, particularly methionine 
and lysine. 

There are certainly encouraging 
signs of opportunity and recogni-
tion in forage production, and the 
potential that comes out of that pro-
cess. But there’s still a lot of room for 
improvement.  n

“Too often, we just want to 
take the easy way out and 
talk about N, P and K.”
JeFF sherman, Cangrow Crop solutions

the same principles that apply to corn and soybeans must also apply to forages, including even emergence and good early-season weed management.

Continued from page 11
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Research examines impact 
of grazing on carbon storage 

A direct economic value of $5.09 
billion makes forages Canada’s third 
largest crop. And, research shows 
the impact of Ecosystem Goods and 
Services (EG&S) increases that value 
even more.

Perennial grasslands purify and store 
water, mitigate flooding, support 
pollinators, provide habitat for wildlife 
and sustain biodiversity. They help 
reduce carbon because their root 
systems can store up to 2.7 times 
more carbon than annual crops. They 
sequester carbon deeper in the ground 
and can slow the breakdown and 
release of carbon into the atmosphere.

Daniel Hewins, an assistant professor 
of ecosystem ecology at Rhode Island 
College, spoke about rangeland EG&S 
at the Canadian Forage and Grassland 
Association’s annual conference in 
Winnipeg in November, highlighting 
research at the University of Alberta (U 
of A) being done in collaboration with 
Alberta Environment and Parks (EAP).

Researchers, led by U of A professor 
Dr. Edward Bork, took samples from 
114 grassland enclosures maintained 
by EAP, including from areas both 
inside and outside long-term cattle 
enclosures. They then assessed plant 
biomass, composition, diversity and 
carbon storage.

By Trudy Kelly Forsythe

Mark Lyseng collects a forage biomass sample inside a cattle exclosure (a non-grazed area) 
in the Aspen Parkland region of Alberta. PHOTO: DANIEL HEWINS

GRAZING FOR CARBON STORAGE
Research revealed light-to-moderate 
intensity grazing over a period of 30 to 
60 years promotes carbon storage in the 
soils of many of Alberta’s grasslands-
dominated, natural subregions. Hewins 
explains this may be in part because 
rangelands evolved with grazing of bison, 
making many of the plant communities 
grazing-tolerant. Grazing may directly (via 
defoliation) and indirectly (via changes 
in light and moisture) promote biological 
activity, such as nutrient cycling, which is 
related to ecosystem health.

In the dry mixed grass prairie, researchers 
did not observe a grazing e� ect 
on carbon storage. However, in the 
remaining, high-moister regions, they 
saw a trend toward increases in carbon 
stores under grazing. They concluded 
that, in general, moderate-level grazing 
leads to greater reservoirs of carbon 
when compared to non-grazed settings.

“Our data also highlights what has 
already been lost in carbon from 
past conversion, a staggering $11.3 
and $4.2 billion in the Parkland and 
Prairie regions,” says Bork, adding they 
compared di� erent alternative land 
uses, speci¢ cally annual cropland, tame 
pasture and native grassland, on soil 
carbon stocks. 

ENVIRONMENTAL INCENTIVES
Hewins says there are currently no 
incentives to maintain carbon in 
existing native grassland. The Alberta 
government is working on policies 
to value grassland carbon stores and 
work is underway to directly link 
comprehensive biodiversity data with 
cattle producer management practices.

Further research to build a solid 
foundation of the size and value of the 
bene¢ ts of grasslands is ongoing, Bork 
says, noting the livestock industry plays 
a key role in supporting these forward-
thinking studies.
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Forages may lack for attention in 
Canada’s overall research bud-
get, but not at Pickseed, which 

has long focused most of its attention 
on the forage and turf sectors.

Now owned by Denmark’s DFL-
Trifolium, Pickseed operates seven 
research stations across Canada, 
with its main facility in Lindsay, 
Ont., and another near Port Hope. 
There are also two at Ste. Hyacinthe, 
Que., one near Portage la Prairie, 
Man., and two at Taber and Joseph-
burg in Alberta.

The facilities test Pickseed’s own 
varieties as well as those from select 
competitors, governments and uni-
versities. It’s part of the company’s 
commitment to improving overall 
feed quality and production in for-
ages.

“One of the ways we’ve always 
tried to differentiate ourselves is to 
select for forage yield — there’s no 
question about that — but we’re also 
selecting for forage quality,” says Matt 
Anderson, lead researcher with Pick-
seed. The company has always had 

a strong research focus and with the 
acquisition by DLF-Trifolium, that 
interest has increased considerably. 

“To some extent, there’s always 
been a solid background and a 
strong emphasis on research within 
our forage portfolio. That’s why it 
was such a good fit going from Pick-
seed to DLF because a lot of their 
beliefs are the same beliefs we had 
before as a private company.”

Before the acquisition, Pickseed’s 
Lindsay facility had up to 1,000 rep-
licated trials per year. It’s now per-
forming 4,000 trials, and combined 
with the Port Hope location, Ander-
son oversees more than 7,000. 

He says the additional trials make 
for better data.

“We have four replicates within 
each test, so we’d have the variety 
entered four times and randomized 
within the trial. We’re measuring 
yield and feed quality from each of 
those plots, which makes our data 
more reliable, plus the fact that we’re 
entering that same replicated trial at 
seven stations across Canada.”

HarvXtra — 
beyond Roundup Ready
One of the more interesting advances 
in research and development is Harv-
Xtra alfalfa, a unique double-stacked 
trait variety that combines Roundup 
Ready technology with a reduced lig-
nin feature. It’s part of a strategic alli-
ance that Pickseed has formed with 
Forage Genetics International, the 
developers of the HarvXtra technol-
ogy. It’s intended to provide a wider 
harvest window, plus broad-spectrum 
weed control for difficult-to-control 
species such as chickweed.

“What that allows a producer to do 
is that because you have the reduced 
lignin, it’ll allow a wider window for 
harvest, so you can delay for up to a 
week later and still maintain the same 
feed quality that you would have been 
doing on a 30-day cutting schedule,” 
says Anderson. “Or you can harvest on 
your 30-day cutting schedule and the 
feed quality will be extremely high.”

Pickseed has worked closely with 
Forage Genetics throughout the devel-
opment of the technology. When 

At Pickseed, forages are No. 1
Acquisition by a Danish company has allowed a sharp increase 
in research trials across the country By Ralph peaRce, cG pRoduction editoR

Quality samples are taken from every plot, assessing diseases, stand establishment and re-growth, among other observations. 



their initial idea was to launch single-
trait Roundup Ready alfalfa with no 
reduced lignin component, Pickseed 
started testing in 2011. At that time 
there was no other company in Canada 
putting the seed into replicated trials.

 In 2014, Pickseed then planted 
their first HarvXtra trials, and then 
put in another in 2015 and again in 
2017.

“Again, we’re taking three to four 
cuts off those trials per season, we’re 
taking quality samples from every 
plot, numerous field observations — 
with disease being one of them,” says 
Anderson. “But we’re also looking at 
establishment, and the winter survival 
rates on those varieties, what’s the 
regrowth — how quickly do those vari-
eties come back after cutting?”

Good varieties need  
good management
Anderson says that Pickseed’s moti-
vation has never altered, even with 
DFL’s acquisition. It’s always focused 
on newer genetics and trying to 
increase feed yield and quality.

“The other side of that is where 
newer products like the HarvXtra 
alfalfa will come into play, and that’s 
in determining how to increase 
production while at the same time 
decreasing your input costs,” says 
Anderson. “Those two things com-
bined will prove to be a huge advan-
tage going forward.”

Anderson agrees that forages have 
lacked not only research attention, 
but attention to good management.

“For the good managers who are 
out there, there have been improve-
ments in seed genetics and breeding 
— there’s no question about that,” 
says Anderson. “But when you com-
bine that and management, think of 
the level you can get to. That’s what 
you really have to be paying attention 
to. If you’re just going to fall back on 
the advances in breeding, they’re not 
going to make up for a lack of atten-
tion in management. Management is 
the key.”

He mentions items as simple as 
ensuring a firm seed bed. That can 
be missed in the rush to get the crop 
planted as fast as possible, but a firm 
seed bed will dramatically improve 
the stand during its three- or four-year 
lifespan.

A new species
The list of advances in breeding 
doesn’t stop with HarvXtra. With 
the plots at Lindsay and Port Hope, 
Anderson is looking at red clover, 
white clover, birdsfoot trefoil, timo-
thy, bromegrass, orchardgrass, tall 
fescue, annual ryegrass and perennial 
ryegrass. 

All are entered into their repli-
cated trials and follow the same guide-
lines as those for alfalfa: comparisons 
with current varieties from competi-
tors and government or universities. 
They measure yield and quality as well 
as other observations on establish-
ment and winter survival.

One of the other developing sto-
ries for Pickseed is the development 
of festulolium, a new grass species that 
consists of two hybrids. DLF-Trifolium 
is the developer. One hybrid is a cross 
of tall fescue and perennial ryegrass 
while the other is a cross of meadow 
fescue with Italian ryegrass. The tall 
fescue with perennial ryegrass hybrid 
has the appearance of the former, but 
has the feed properties of the ryegrass.

“If you’re looking for a long-term 
stand that’s going to persist, you’d go 
with the fescue-type of festulolium,” 
says Anderson. “You’re going to get 
a little more feed quality advantage 
than what you’d see with a straight tall 
fescue, but you’ll also get a little more 
winter hardiness than you would have 
from just a perennial ryegrass alone. 
So when you’re meeting in the middle, 
you’re getting the best of both species.”

The meadow fescue/Italian rye-
grass festulolium hybrid looks more 
like a ryegrass, yet it’s an annual crop 

so it’s better for short-term and emer-
gency forage situations, or as a good 
cover crop option. Growers opting 
for this will get a little bit more persis-
tence than just an annual ryegrass, but 
still get the improved feed quality over 
meadow fescue. 

It may sound confusing but Ander-
son says growers who select one or the 
other to suit their operations will see 
huge advantages in stand improve-
ments. It really depends on the dura-
tion of the crop that’s desired.

“The fescues contribute qualities 
such as high dry matter yield, resis-
tance to cold and drought tolerance 
persistence. Then the ryegrass will add 
more in terms of rapid establishment, 
good spring growth, good digestibility 
and higher sugar content.”

Pickseed is also studying the poten-
tial for a hybrid bromegrass, a true 
cross between smooth bromegrass and 
a meadow bromegrass. As with the fes-
tulolium, researchers are trying to get 
the best of both varieties, including 
the yield of a meadow brome and the 
feed quality of the smooth brome. 

There’s also a hybrid ryegrass — a 
cross between perennial ryegrass and 
an annual ryegrass, although festulo-
lium is expected to eclipse a lot of the 
ryegrass hybrids.  n

Photo caps:
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DLF Pickseed Canada operates seven research sta-
tions across Canada, with its main facility in Lindsay, 
Ont.
(All photos courtesy of DLF Pickseed Canada)
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This is what growing quality forage is all about.
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“If you’re just going to fall 
back on the advances in 
breeding, they’re not going 
to make-up for a lack of 
attention in management. 
Management is the key.”

MATT AnDersOn, PiCkseeD

Festulolium is a new species consisting of two hybrids — crosses of different ryegrass species and different fescues. 
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By Reynold Bergen  research on the record

Stepping up to  
Wheat-Based Finishing diets

Grain-based diets improve feed efficiency, but 
increase the risk of rumen acidosis. Rumen 
acidosis occurs when rumen pH drops below 

5.6 for more than three consecutive hours. Severe or 
chronic acidosis is an animal welfare concern due to 
rumen damage, liver abscesses, lameness, and an eco-
nomic cost due to compromised feed conversion and 
growth performance. Consequently, feedlot operators 
manage their feed bunks and feeding programs very 
carefully, particularly as cattle transition from forage-
based backgrounding to grain-based finishing diets. 

The risk of acidosis is influenced by grain type (wheat 
being a higher risk than corn, with barley being interme-
diate), the extent of grain processing, feeding frequency 
and bunk management. Group size and pen density 
are also factors, so research trials using individually fed 
animals may produce different results than trials where 
cattle are fed in larger groups. 

Brittany Wiese, Greg Penner and co-workers at the 
University of Saskatchewan recently published the 
results of a trial partly funded by the Beef Cattle Research 
Council in which backgrounded cattle were transitioned 
to a wheat-based finishing diet at a commercial feedlot 
in southern Alberta (Defining risk for low reticulorumi-
nal pH during the diet transition period in a commercial 
feedlot in western Canada J. Anim. Sci. 95:420).

What they did: A total of 998 crossbred yearling 
heifers and 907 steers were fed separately in eight pens 
averaging 249 heifers or 227 steers per pen. In each pen, 
four cattle were given a bolus to continuously mea-
sure and record rumen pH. Cattle were initially fed 
a backgrounding diet for 66 days (46.5 per cent corn 
and alfalfa silage, 38 per cent barley grain, 15 per cent 
DDGS, limestone, and mineral and vitamin premix), 
then stepped up over 40 days and five transition diets 
to a finishing diet (9.5 per cent corn silage, 80 per cent 
wheat grain, 10 per cent DDGS, and mineral and vita-
min premix). Cattle were fed three to four times per 
day, such that bunks were “slick” (completely empty) at 
the end of the day. On days when the diet changed, the 
new diet was introduced at the second feeding of the 
day. Straw bales were added to the pen once when staff 
felt that cattle were experiencing digestive upsets. The 
boluses and pH data were recovered when the cattle 
were slaughtered at the end of the feeding period. 

What they learned: As expected, increasing the level 
of wheat grain in the diet had the expected effects on 
rumen pH. In all cattle, pH dropped, became more vari-
able, and pH spent more time below 5.6 as the cattle 
moved through the transition diets. On the first transi-
tion diet, pH averaged 6.4, cattle averaged 10 minutes 
per day at a pH below 5.6, and fewer than 10 per cent of 

cattle experienced between one and three bouts of acido-
sis (i.e. episodes where they spent 180 consecutive min-
utes below pH 5.6). On the finishing diet, pH averaged 
6.1 and cattle spent an average of 157 minutes per day 
at a pH below 5.6. Over 40 per cent of cattle experienced 
one to three bouts of acidosis, and less than 10 per cent 
experienced seven to ten bouts of acidosis. Some cattle 
had bouts of acidosis on more than one diet; when added 
across the whole trial, 57 per cent of cattle had experi-
enced one to three bouts, 20 per cent had experienced 
four to six bouts, three per cent had experienced seven to 
10 bouts, and three per cent had experienced more than 
10 bouts of acidosis. 

What it means: Three things stand out for me. Cattle 
can be successfully transitioned to a wheat-based fin-
ishing diet with pH effects of a relatively mild severity, 
provided it’s done carefully and slowly. By comparison, 
an earlier trial (J. Anim. Sci. 92:3053) adjusted cattle (35 
head per pen) from 42 per cent to 81 per cent barley 
grain using four transition diets over 19 days with simi-
lar results; on the final diet, pH averaged 6.0, with cattle 
spending up to 195 minutes per day at pH below 5.6. 

Another study where cattle were penned and fed indi-
vidually as they were transitioned from 35 per cent to 85 
per cent barley grain in five steps over 15 days reported 
an average pH of 5.8 with cattle spending more than nine 
hours per day at pH below 5.6 (J. Anim. Sci. 83:1116). 
This confirms that rumen pH measurements collected 
from individually fed cattle do not represent those expe-
rienced by cattle in pen feeding situations.

Cattle evidently vary considerably in their ability to 
cope with high-grain diets. Although 26 per cent of cattle 
in this study experienced four or more bouts of acido-
sis during this trial, 57 per cent experienced only one 
to three bouts, and 17 per cent experienced no acido-
sis at all. More research would be needed to determine 
whether these differences stem from their place in the 
pecking order, genetic differences, differences in the bac-
teria, protozoa and fungi in their rumen (i.e. the “rumen 
microbiome”), previous nutritional and health history, 
or some combination of all these things.

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

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

On the Cusp Of Change

One thing Canadian cattlemen can be certain of, 
they are not alone in their concern regarding 
trade, its importance to agriculture, or how it 

will be handled by the new Trump administration. 
At the U.S. cattle industry convention in February, 

anywhere from 250 to 400 cattlemen attended separate 
committee sessions on international marketing and 
export growth, as well as government policy sessions that 
dealt with beef exports. 

I realize exports for American cattlemen are imports 
for you and the rest of the world, but outside of a few 
fringe groups, U.S. cattlemen realize trade is a two-way 
street. To export, we need to allow imports.

And with the U.S. beef industry in an expansion phase, 
expanded trade will be absolutely essential to offset that 
added beef coming onto the market, along with more 
pork and more poultry, to keep cattle and beef markets up.

Some analysis of testimony by key cabinet appoin-
tees and feedback on Trump’s new agriculture secretary 
provide some clues. At this writing, agriculture secretary 
nominee Sonny Perdue has not testified before the Sen-
ate committee because his nomination was the last one 
made and his Senate confirmation will be last.

Trump’s aggressive statements before his inauguration 
and his actions during his first weeks have given us some 
indication about how his mind works. It took him little 
time to approve construction of both the Dakota Access 
and Keystone XL pipelines, but he inserted language on the 
latter regarding the use of U.S. steel. He’s also made some 
noise regarding what percentage of auto parts should be 
sourced from within NAFTA countries, not necessarily 
American parts, echoing the negotiations that went on 
with Japan during some of the final TPP negotiations. 

His solution may not always start from scratch, 
although he has expressed a preference for bilateral trade 
deals. But he is used to putting deals together a lot faster 
than the five- to 10-year crawls of recent multilateral 
trade negotiations. A taste of that, plus pressure from 
cabinet officials, industries, unions and Congress, might 
make adding some tweaks from “Trump Overhauls” to 
NAFTA and TPP look more appealing to him.

Just because Trump has officially pulled the U.S. out 
of TPP, doesn’t mean this agreement is dead. The other 
countries involved consider the deal much less appealing 
without the U.S. being involved, but it will not be dead 
until the remaining partners decide not to ratify it. If the 
TPP survives in some form perhaps the U.S. at a future 
date would seek to reopen negotiations in order to add 
some Trump chapters. 

Next up on agriculture’s list of trade actions is NAFTA. 
During his confirmation testimony Trump’s commerce 
secretary, Wilbur Ross, indicated changes to NAFTA 
would be the first thing he would like to work on. His view 

is that borders should be open to countries that “play by 
the rules” but scofflaws “should be punished — severely.”

This dovetails with Trump’s nomination of Robert 
Lighthizer as U.S. trade representative, the office that is 
normally in charge of negotiating agreements. Lighthiz-
er’s comments so far, taken together with his past gov-
ernment service, indicates the U.S. Trade Representative 
under Trump may be more concerned with enforcement 
than negotiating new deals. Lighthizer was not known 
for building consensus in previous trade postings.

It is hard to tell to what degree Trump’s tariff pro-
nouncements are serious or simply a negotiating tech-
nique designed to soften up the other side before sitting 
down to the table. Ross acknowledged as much during 
his confirmation hearing.

“When you start out with the adverse party under-
standing that he or she is going to have to make con-
cessions, that’s a pretty good background to begin 
negotiations,” he said.  (Washington Post, 01/1/2017).

That gives us a pretty good idea of his and Trump’s 
negotiating style. 

Ross explained that he views tariffs as both a negotiat-
ing tool and a punishment for lawbreakers, rather than 
permanent protection. In the main, he claims he is pro-
trade.

Frankly, I think misinformation and poor definitions 
cloud many trade discussions. Trade is buying some-
thing you want.  

The term globalization, for example, depends on your 
viewpoint. You may see it as a grouping of countries under 
one centralized authority such as the European Union. 
Others use the term to refer to the advanced speed of com-
munication and the ease of shipping goods and services 
worldwide, compared to centuries past. Still others use it 
as a codename for competition, as in the  modern world 
brings global competition to one’s door much faster and 
easier. Labelling it globalization doesn’t make it go away, 
nor does it really provide cover for pretending it doesn’t 
exist, or passing trade rules to keep it away.

Trump’s nominee for agriculture secretary, Sonny 
Perdue, not only understands how important trade is to 
agriculture, he was actively engaged in it. The companies 
he controls of late are exporting businesses. As governor 
of Georgia, he pushed for economic growth and trade 
through the port of Savannah. 

Georgia cattlemen familiar with Perdue also do not 
believe he would support the GIPSA rule I talked about 
a couple of issues ago. The rule is presently in abeyance 
under Trump’s short-term prohibition of any new gov-
ernment regulations. But Perdue is believed to support 
the concept of paying premiums for quality as opposed 
to livestock producers getting paid the same, regardless 
of quality.  c





Boehringer Ingelheim (BI) Canada 
says it will be business as usual 
as its head office works through 

completing its massive January merger 
with Merial, the animal health arm of 
Sanofi. In exchange Sanofi will receive 
BI’s consumer health care business. 

As a result, BI will move from sixth to 
second overall player in animal health 
worldwide; first in MetAsia (Africa, Middle 
East, Asia, Australia, Oceania) and second 
in Europe and North America. It will be a 
leading provider of parasiticides and biolog-
ics (including vaccines) with a presence in 
99 countries, products in 150 countries, 24 
research and development sites, 24 manufac-
turing sites and more than 10,000 employees.

“This makes a lot of sense,” says Dr. Troy 
Bourque of Okotoks, Alta., president of the 
Canadian Veterinary Medical Association. 

“Without a parent company that is also a 
human health care company, a company 
can focus on animal health and that is 
always positive for veterinarians.” 

In Canada, BI and Merial will maintain 
their separate brands and sales and cus-
tomer service staffs until the integration 
is completed.

Product brand names won’t change dur-
ing this transition period while the market-
ing and legal authorizations for product 
lines are being switched over. As it stands no 
service interruptions are anticipated. 

This latest consolidation leaves us with 31 
companies in the Canadian animal phar-
maceutical sector, out of 103 in total since 
the 1960s, according to the Canadian Ani-
mal Health Institute (CAHI), the sector’s 
trade association. Its current membership 
includes developers, manufacturers and 

distributors of animal health pharmaceu-
ticals, biologics, feed additives and animal 
pesticides operating in Canada. 

For example, 22 companies have been 
folded into the Zoetis brand, 12 under 
the Merck Animal Health banner, 11 for 
Elanco, seven for Vetoquinol and five 
absorbed by Bayer 

“The changes are always interesting,” says 
Bourque. However, he doesn’t sense much 
concern within the veterinary community 
about consolidation within the animal 
health sector. 

“We don’t tend to see much change 
afterward,” he explains. Generally, there’s 
no dramatic increases in the cost of prod-
ucts. If anything, we’ve seen costs go down 
in some cases.”

Customer service may get a boost with 
more representatives out and about the 

38     C at t l e m e n  ·  m a R C H  2 0 1 7 	 		www.canadiancattlemen.ca

Boehringer ingelheim /merial 
merger Business as usual

By Debbie Furber  animal health

Members 
get more!

COMING SOON!

membersgetmore.ca

Glacier FarmMedia is Canada’s largest agricultural publisher, producing 

more than 20 print and electronic titles that include many of the most 

trusted names in Canadian agriculture.

When you sign up for a Glacier FarmMedia member account  — you can 

access free news, markets, weather, equipment alerts, special deals on  

ag products & services — on your mobile, tablet or desktop!  

Go to membersgetmore.ca to sign-up today - It’s free!



animal health

www.canadiancattlemen.ca	 C at t l e m e n  ·  m a R C H  2 0 1 7     39

countryside. Typically, company reps cover 
huge areas and when mergers happen, field 
support teams are often retained.

Sometimes mergers result in an overlap 
of products and some of them disappear. 
That might be offset by pooled research and 
development efforts toward bringing new 
or innovative products to the marketplace, 
or it could open the way for smaller inno-
vative companies to develop products and 
become competitive.

CAHI president Jean Szkotnicki moni-
tors this trend. Of the 21 companies with 
full CAHI memberships — those that mar-
ket licensed medications with animal health 
claims — 11 are new firms that specialize in 
generic products. The institute’s associate 
membership includes smaller companies 
still in the research-and-development stage 
with their first product and those that mar-
ket natural-type products that require only 
a notification number from Health Canada 
to be approved for sale. 

Most of these firms have risen out of the 
upheaval created by the merging of giant 
firms. Some pick up technology orphaned 
to satisfy competition rulings, or pick up 
product lines too small for the merged 

company to manage. Other chemical engi-
neering companies have started with one 
product of their own design and expanded 
from there. Then there are the small domes-
tic companies marketing generic lines, or 
discovery companies working on novel 
approaches to old technology.

“The cost of taking new products from 
research, through the testing required for 
licensing, to commercialization has sky-
rocketed in recent years so that more often 
than not, the merged company will ratio-
nalize its research and development dollars 
by cherry-picking products that are most 
likely to be successful and the others fall by 
the wayside,” adds Szkotnicki. 

A 2015 survey of the U.S. domestic mar-
ket for HealthforAnimals, the global ani-
mal medicine association, found it took  8.5 
years and an average $30.5 million to bring 
a new pharmaceutical product for livestock 
to market. One product cost $62 million.   
 There wasn’t much new-product devel-
opment in Canada in the 2011 survey. 

But 14 companies developed pharma-
ceutical products with a new active ingredi-
ent in Canada during 2015 at costs ranging 
from $1.5 million to $85 million. 

The Canadian cost to bring a new bio-
logical product to market ranged from 
$5 million to $25 million, $0.75 million 
to $5 million for medicinal in-feed prod-
ucts, and $5 million for a new pesticide 
product. 

The cost of establishing new species 
uses for existing pharmaceutical products 
ranged from $2 million to $50 million and 
biological products averaged $6.5 million.

The main reasons international compa-
nies give for not commercializing existing 
products in Canada is pressure from com-
petitors , imports of non-approved compet-
ing products, own-use imports and active 
pharmaceutical ingredients, the small size 
of the Canadian market, and regulations for 
maintaining or extending licenses. 

The average time it took to get a live-
stock product through Health Canada’s 
Veterinary Drugs Directorate in 2015 was 
2.1 years. 

A major cost hurdle for Canadian com-
panies is the fact they spend about 40 per 
cent of their research and development 
budget on mandatory defense, compared 
to two to six per cent in the U.S., China, 
Brazil and Australia.  c
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Over two decades, internal para-
site control in cattle on western 
Canadian pastures moved from 

“not necessary” to “routine” for progres-
sive cow-calf producers.  

While the presence of internal parasites 
in cattle is often inapparent, removing the 
economic burden they represent is now an 
integral component of health management 
in many herds.  

Reasons for the shift toward incorporation 
of internal parasite control in health manage-
ment programs include:
•  Economic studies that clearly demon-

strated deworming pays.
•  Evidence that parasite resistance to all 

deworming products can emerge, render-
ing haphazard approaches to parasite con-
trol unsustainable. 

•  Critical evaluation of factors related to 
the association between reproductive effi-
ciency and parasitism in beef herds.

•  A better understanding of all factors 
affecting immunity and health of the beef 
cow and growing calf.

•  Recognition that cattle dewormed in an 
organized and rational manner through the 
year produce more milk, make better use of 
summer range and winter forage, develop 
stronger immune systems, maintain better 
body condition scores, and exhibit improved 
reproductive performance, especially as it 
relates to fertility of replacement heifers.

Through sound deworming practices, 
producers have an opportunity to improve 
weaning weights and the reproductive 
potential of replacement heifers. Veterinar-
ians understand what deworming products 
are available and where they are best put to 
use. There is also the realization that hap-
hazard, unstructured use of deworming 
products grows increasingly unacceptable 
to consumers and society.

To capitalize on the greatest return 
through deworming, timing of treatment 
becomes very important. An underlying goal 
of sustainable parasite control is to limit the 
economic consequences of internal parasit-
ism, without trying to kill every worm. 

Most deworming programs are based 
on the reality that infection risk increases 
when cattle are turned onto spring pas-
tures. With some parasite species, Oster-

tagia being a prime example, the parasites 
become hypobiotic (nonactive) and encyst 
in the abomasum during cold or dry sea-
sons and re-emerge when conditions 
for their survival improve. The rate and 
timing of emergence governs the clinical 
impact of parasitism.

It is generally agreed that Ostertagia oster-
tagi, or the brown stomach worm, is the pri-
mary nematode parasite causing production 
losses in mature cows on ranches and farms 
in North America. Ostertagia can cause sig-
nificant production losses, severe disease and 
even death in all classes of cattle. Cooperia, 
a second important parasite species, often 
becomes the predominant species in calves. 
Haemonchus, a third species, becomes a 
serious problem under certain conditions.

Producers often consider deworming 
calves, grass yearlings and replacement heif-
ers a higher priority than cows. Those who 
treat cows regularly tend to decide how and 
when to treat based on convenience, tradi-
tion and cost, rather than on outcomes. 
Treating cows often takes place when they 
are in the chute, rather than at strategic 
times based on biological factors. The ideal 
sits somewhere between what is optimal 
and when ranchers can get it done. 

Low-quality forages amplify the effects 
of parasitism. As well, the parasite load is 
not uniformly spread across a cow herd. It 
has been shown that 20 per cent of cows in 
a herd may harbour 80 per cent of the para-
sites and that clinical signs of parasitism 
often vary between animals.

The number of approved products pres-
ently available has made the process of 
deworming easier. Pour-ons, injectables, 
drenches, and feed additives have significantly 
extended the anti-parasitic formulary and 
added important options for inclusion in stra-
tegic deworming programs. It is advisable that 
producers stick with products approved for 
use in Canada and avoid cheaper imported 
generics often imported under “own use” pro-
visions presently accessible to producers.

There is no single product class effective 
against all internal and external parasites. 
Veterinarians are a valuable resource in tailor-
ing parasite control programs for producers. 
Integrating choices around the right product 
administered at the right time for the right 

reason transformed parasite control into a 
planned component of health management 
programs. Some of the choices include:
•  Eprinomectin (injectable): The first 
extended-release injectable cattle dewormer 
offering season-long parasite control. The 
product is now available in Canada. Eprino-
mectin offers cattle producers the option of a 
single treatment at turnout with effects that 
last up to 150 days. Theraphase Technology 
creates an initial therapeutic peak of epri-
nomectin quickly following injection with a 
second burst at about 70 days post-injection. 
Superior average daily gains in calves, grass 
yearlings and replacement heifers have been 
reported over the entire grazing period. 

•  Ivermectin (pour-on, injectable): The orig-
inal macrocyclic lactone class of endec-
tocide. Effective pour-on formulations 
changed the face of internal and external 
parasite control. Wide-scale, indiscrimi-
nate use of systemic pour-ons for all forms 
of parasite control has attributed to emer-
gence of resistance in some areas. Import 
of inferior, non-approved U.S. generics 
by producers under Canadian “Own Use” 
provisions has not helped. 

•  Fenbendazole (solution, feed formulation): 
Feed formulations containing fenbenda-
zole administered in complete feed so cattle 
consume a dosage of five mg fenbendazole 
per kilogram of body weight in a single 
feeding or intermittently over six days. 
Canadian approval of feed formulations 
for cattle added a new approach to parasite 
control in Canada.

•  Cydectin (pour-on, injectable): contains 
moxidectin. 

•  Synanthic (oral suspension): contains oxfen-
dazole. 

•  Valbazen(oral suspension): for use in cattle, 
sheep, and goats for the removal and control 
of liver flukes, tapeworms, stomach worms, 
intestinal worms, and lungworms. 

•  Dectomax (pour-on, injectable): Contains 
doramectin for broad-spectrum control of 
internal and external parasites.  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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Trump delivers  
Trade blows

  prime cuts By Steve Kay

President Trump quickly shattered 
any final hopes U.S. cattle pro-
ducers had that he would relent 

on his pledges to withdraw the U.S. from 
the Trans-Pacific Partnership or leave 
NAFTA alone. Now they and other ag 
groups will have to persuade the admin-
istration to open up export markets in 
other ways as quickly as possible.

Many groups expressed dismay after 
Trump’s executive order over the TPP. But 
U.S. participation had died during the pres-
idential election campaign, as both Trump 
and Hillary Clinton vowed to withdraw. 
With the TPP dead, the U.S. industry now 
realizes it must push hard for bilateral trade 
deals, especially with Japan. The U.S. beef 
industry is losing an estimated US$400,000 
in sales per day there.

Of more concern is that Trump also 
affirmed another campaign pledge, to 
renegotiate the North American Free Trade 
Agreement. The fear is that anything more 
than minor changes might damage the 
industry, as it is highly integrated with Cana-
da’s and Mexico’s.

The beef industry will be hoping that 
bilateral deals might lead to a start to reduce 
the 38.5 per cent tariff that Japan imposes on 
U.S. beef (and Canadian beef). The Trump 
administration says it will begin negotiat-

ing bilateral trade deals with the countries in 
the TPP agreement. TPP includes 11 other 
countries in the Asia-Pacific region. 

The National Cattlemen’s Beef Association, 
the North American Meat Institute and the U.S. 
Meat Export Federation all hope this will occur. 
USMEF remains fully committed to its valued 
trading partners in the TPP and NAFTA, says 
president and CEO Phil Seng. These countries 
account for more than 60 per cent of U.S. red 
meat exports. In some of these key markets, the 
U.S. red meat industry will remain at a serious 
competitive disadvantage unless meaningful 
market access gains are realized, he says.

NCBA is especially concerned that the 
administration is taking these actions with-
out any meaningful alternatives in place that 
would compensate for the tremendous loss 
that cattle producers will face without TPP or 
NAFTA, says president Tracy Brunner. Spark-
ing a trade war with Canada, Mexico and 
Asia will only lead to higher prices for Amer-
ican-produced beef in those markets and put 
American producers at a much steeper com-
petitive disadvantage. Ninety-six per cent of 
the world’s consumers live outside the U.S. 
Expanding access to them is the single best 
thing the U.S. can do to help cattle-producing 
families be more successful, he says. 

The Canadian Cattlemen’s Association also 
weighed in on President Trump’s decisions. 

The economic benefits of Canada-U.S. agri-
culture trade are clear, it says. Canada is the 
largest export customer for almost all large 
U.S. agricultural-producing states, purchas-
ing around $714 per capita of U.S. agricultural 
products, while the U.S. purchases around $69 
per capita of Canadian agricultural products. 
Canada is the U.S.’s top customer for overall 
trade, purchasing more than China, Japan and 
the U.K. combined, and Canada is its closest 
ally. Prime Minister Justin Trudeau has indi-
cated that Canada welcomes a negotiation to 
update and improve NAFTA. As for the U.S. 
withdrawing from the TPP, CCA has encour-
aged the Government of Canada to pursue 
alternate plans, including completion of a 
Canada-Japan agreement to ensure Canadian 
beef producers get the trade access they need.

NCBA president Brunner in his comments 
noted that the TPP and NAFTA have long 
been convenient political punching bags. But 
foreign trade has been one of the greatest suc-
cess stories in the long history of the U.S. beef 
industry, he added. Now it’s up to him and 
other industry leaders to persuade the Trump 
administration to build on rather than further 
undermine that success.  c

A North American view of the meat industry. 
Steve Kay is publisher and editor of Cattle 
Buyers Weekly.
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This year more Canadian beef 
will be marketed with a tag of 
some aspect of sustainability 

than at any time in our history.   
Thanks in part to a new Verified Beef 

Production Plus (VBP+) database, the 
players will soon be able to prove that. 

For years Canadian agriculture has 
collected all sorts of data on farm and 
food production and the beef industry 
is no exception. But the track record 
shows that data simply has not been 
used as effectively as it should.

That is changing across all of agricul-
ture with a new era of data connectivity. 
Beef is a big part of that growing potential. 
Today there are more brands involved and 
more industry interest in serving a con-
sumer more interested than ever before in 
how their food is produced. 

More robust options
“VBP has always internally tracked 
registered cattle operation participa-
tion,” says Andrea Brocklebank, execu-
tive director of the Beef Cattle Research 
Council, the body that oversees the 
VBP+ program. “But this secure data-
base has been updated as part of the 
move to Verified Beef Production Plus.”

VBP+ added new modules for bios-
ecurity, animal care and the environ-
ment to the original mandate of on-
farm food safety. The goal was to give 
the industry a much more robust defi-
nition of sustainability.

Correspondingly, the information 
from this expansion now has more value.

target beef streaM
This is all about leveraging the data in the 
marketplace, says Brocklebank. The target 
is the verified sustainable beef stream. 

The new world of data connectivity 
brings together more players. In a man-
ner that respects producer privacy the 
end-users will not know the names of the 
cattle operations, just if cattle are sup-
plied from a registered VBP+ operation.  

As cattle are marketed, RFID num-
bers can be linked at the carcass level 
in the packing plant. Those cattle can 
be identified as to whether or not they 
came from a VBP+ registered opera-
tion. That information can then be used 
by a food company to prove that a cer-

tain percentage of their purchase on a 
net basis comes from a verified sustain-
able beef production program. 

In addition BIXS has the potential 
to work in partnership with various 
players in the value chain to produce 
custom production and marketing pro-
gramming around that data.

“It’s important for VBP participants to 
know that all of this is completely under 
the producer’s control,” says Brocklebank. 
“The VBP-status in the VBP database 
belongs to them and is only used with 
their permission.”

Key producer interest
One question comes up perhaps most 
often in the VBP+ growth. If producers 
are looking after ensuring their beef is 
produced sustainably, who is looking 
after whether they will get credit for that 
effort?

“Nothing happens without effort 
and capturing the alluring potential of 
data connectivity in the beef chain is 
still a work in progress,” says Brockle-
bank. “But producers should take care-
ful note of the progress that is taking 
place today, the market interest, the 
development of the Canadian Round-
table for Sustainable Beef, and new 
activity that supports this. 

“Momentum is growing. Never 
before has participation in VBP+ had 
more potential to drive a difference in 
the market and back home on the farm.”

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

VBP+ connects Big growth from data
New VBP database part of new era for beef connectivity

Andrea Brocklebank: New era for  
data in sustainable beef.
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T here has been much discussion 
on protectionism as we watch 
the trumping of the TPP and 

look at NAFTA with sorrowful antici-
pation. What is the importance of huge 
trade deals and why should we exam-
ine them now? 

The largest global trade body is the World 
Trade Organization (WTO), which is a 
negotiating body established in 1995. The 
WTO succeeded GATT, established in 1947, 
as a foundation for the now 164 member 
countries (Afghanistan was the last to join) 
to be governed in a binding agreement for 
goods and services, which represents 64 per 
cent of global trade. 

The agreement allowed for regional 
trade agreements (RTA) that have grown 
in power and size within the WTO, but 
many view the WTO as a centre for dis-
pute, a mechanism that is allowed under 
the regulations. Trade is based on access 
and access is determined by tariff and 
non-tariff barriers. In other words the 
WTO ensures, by consensus, that everyone 
plays by the rulebook. 

Non-tariff measures can be such things 
as sanitary and phytosanitary or tech-
nical barriers which fall outside of the 
common guiding principles within the 
agreement. The argument of the import-
ing country is for the protection of peo-
ple, plants and animals, which makes 
sense, but over 50,000 of these non-tariff 
barriers have been implemented since 
1995. Both price-based and non-price-
based measures play into active trade. 
For countries wanting access to Canada 
as an example, they see the behind-the-
border restrictions on food ingredients 
as protectionist and lobby for access. For 
Canada, we can relate in the beef indus-
try to country-of-origin labelling as an 
example of behind-the-border restric-
tions deemed protectionist. 

Bilateral trade agreements have tre-
mendous power and an example is the 
free trade agreement between China 
and South Korea. They can benefit trad-
ing partners outside of the agreement 
or there can be consequential costs. An 
aftershock effect of that deal was felt 

in the Canadian and American market 
in hides, which represents 80 per cent of 
credit value. China started accessing more 
hides from South Korea at a time of a 
slump in demand and North American 
values dropped, ultimately putting heavy 
pressure on cattle prices. 

Russia, as a member of the WTO since 
2012, is keeping ties with trading part-
ners that are important to them in agri-
culture and energy. Maxim Chereshnev, 
Russian trade and economic development 
chair, reflected on trade possibilities while 
in India this past November: “The most 
significant spheres for interacting are agri-
culture, medicine, science and technology. 
Furthermore, development in the energy 
sector has become the heart of Russian 
export policy.” (WTC 2015) If agriculture 
and energy are priority exports for Russia, 
which has yet to begin to tap its potential, 
we might expect that they will be knock-
ing on our door and, in particular, at the 
threshold of those counties we have strong 
trade deals with, such as the U.S.  

There is indeed a sense of urgency in 
my mind, for an assertive trade mandate. 
Should we be going long with global 
trade agreements that take years to nego-
tiate or going fast with binding bilateral 
trade agreements that are a little more 
product specific and solidify our position 
before the competition heats up or trad-
ing partners put on all their protection-
ist armour? With near trade balance with 
fully developed countries such as the U.S. 
and developing countries such as India, 
we still do suffer a trade deficit particu-
larly in agri-food. Some level of behind-
the-border is always required for food 
products. Unfortunately, Canadian man-
ufacturers often experience the oppo-
site. The federal government recently 
announced the removal of $48 million in 
tariffs for food ingredients to benefit the 
food processing industry. But the list was 
reflective of products we have in Canada 
and will disadvantage Canadian ingredi-
ents. These disconnects can have a greater 
impact on production and economic 
growth than even the most robust trade 
agreement. 

I have often wondered, outside of the 
argument of job creation, why trade 
agreements are strongly opposed. The 
demographic of trade is the supporting 
argument with 70 per cent of deals made 
between developed countries in large 
trade agreements leaving other member 
countries without the full benefit of trade 
agreements they are part of. Behind-the-
border barriers are frustrating for devel-
oping countries and the long road to 
ascension within a trade agreement can 
be costly. 

The goal of emerging economic pow-
ers such as BRICS (Brazil, Russia, India, 
China and South Africa), is to have stron-
ger arbitration within trade agreements. 
This warrants attention as BRICS mem-
bers contribute 30.8 per cent of world 
economic output, represent 30 per cent 
of global land mass and house 42 per cent 
of the world’s population — and they 
are busy. India, for example, has already 
signed bilateral investment treaties with 
83 countries. 

CETA is on the table and the WTO is not 
a threat or threatened and plays an impor-
tant role in dispute resolution and in guid-
ing principles. But I question if the speed 
of negotiation can keep up with the speed 
of commerce. There is much more hap-
pening than what we hear about. Canada 
currently has 54 signed trade agreements 
with a host of partners. 

The question of whether the dilution 
of trade agreements is protectionist may 
be moot, considering the need for higher 
value-added products and recognizing 
that the speed of commerce outpaces 
negotiation. The underlying question of 
whether or not preferential access is truly 
fair remains unanswered, yet is an impor-
tant discussion in regard to global food 
security. How we navigate the next few 
months will set the tone for our future 
economic stability and will be a reflection 
of our desire to truly trade places with our 
past ideology on historical agreements.  c 

Contact Brenda through her website:  
www.brendaschoepp.com. All Rights Reserved. 
Brenda Schoepp 2017
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By Brenda Schoepp  straight from the hip

Trading Places
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  CCA reports By Dan Darling

Dan Darling  
is president  

of the Canadian 
Cattlemen’s  
Association

Unleashing oUr  
growth potential

Those of us in agriculture understand the impor-
tance of the industry in terms of economic 
contribution to Canada’s GDP but oftentimes 

it seems that clout is overshadowed by other equally key 
industries. That’s why I was pleased to see agriculture 
featured prominently in the recent Advisory Council on 
Economic Growth report. The report, Unleashing the 
Growth Potential of Key Sectors, contains recommen-
dations to promote growth in all areas of the Canadian 
economy by identifying and then addressing major 
obstacles and barriers preventing some sectors from 
realizing their full potential.

In the report, Agriculture and Food is recognized as 
one of eight sectors in Canada deemed as potential can-
didates for a strategic approach whereby government 
and the private sector work together to create the policy 
actions and infrastructure needed to remove identified 
barriers and obstacles and help unlock sector potential. 
Energy and renewables; mining and metals; healthcare 
and life sciences; advanced manufacturing; financial 
services; tourism and education were also on the list. 
However, the report selected the agriculture sector as an 
example of what this targeted approach of the govern-
ment in concert with the private sector could look like, 
and suggested a pilot could get underway this year.

The advisory council said it will talk with sectors about 
identifying major obstacles to growth. The CCA intends to 
follow up with them in that regard. Much of the messaging in 
the report is consistent with CCA’s messaging and the input 
CCA delivered to the advisory council, particularly in terms of 
increasing exports, meeting labour needs, research, the Cana-
dian Beef Advantage and our focus on sustainable beef pro-
duction. Moreover, the report’s vision echoes the industry’s 
National Beef Strategy, and the recommendations are similar 
to the Agri-Food Competitiveness Council the CCA partici-
pated in during the early ’90s, a process which did develop 
some useful regulations and policy recommendations. 

The report comes just as Canadian Cattlemen’s Asso-
ciation (CCA) representatives returned from the National 
Cattlemen’s Beef Association (NCBA) annual convention, 
where the importance of sound trade policy to unfettered 
access was a key topic. In addition to the NCBA conven-
tion schedule of events, CCA participated in several addi-
tional meetings, including a session with the beef industry 
leadership from the U.S., Mexico and Canada. 

At the trilateral meeting NCBA, CCA and Mexico’s 
Nacional de Organizaciones Ganaderas (CNOG) presi-
dents reaffirmed the North American Free Trade Agree-
ment (NAFTA) is beneficial for all beef producers, 
reflecting the integrated nature of the North American 
beef industry. I also expressed the importance of con-
tinuing to work towards simplifying trade between Can-
ada, the U.S. and Mexico. 

The trilateral leaders’ discussion focused on U.S. Presi-
dent Donald Trump’s stated desire to renegotiate NAFTA 
and his withdrawing the U.S. from the Trans-Pacific Part-
nership (TPP). These actions reflect the new reality that the 
U.S. administration will pursue bilateral trade agreements 
in place of broader regional or multi-lateral initiatives.

Discussion briefly focused on the proposed 20 per cent 
tax on Mexican imports to the U.S. and the work NCBA 
is doing to educate the administration on how this would 
cripple the U.S. economy and cause massive U.S. job losses. 
CCA noted that it will be a major focus for Canada in the 
months ahead to use every opportunity to draw attention 
in the U.S. to the importance of Canada-U.S. trade and how 
the Canadian government has recently shuffled its cabinet 
with a view to doing just that. With the U.S. withdrawing 
from the TPP, the CCA has encouraged the Government of 
Canada to pursue alternate plans, including completion of a 
Canada-Japan bilateral agreement or seek a revision to the 
participation formula necessary to bring TPP into force.

The Trump administration has also provided a wel-
come opportunity in the form of the so-called “Two for 
One” executive order on regulatory policy whereby U.S. 
government departments must eliminate two existing 
regulations for every new rule they create. The announce-
ment of U.S. Secretary of Agriculture Sonny Perdue is also 
very welcome given his experience in the agriculture sector 
and experience with the benefits of trade. The intention of 
the Trump administration to appoint an undersecretary 
for trade at the U.S. Department of Agriculture (a position 
that Congress created years ago, which has previously been 
left unfilled) should be helpful as well. 

The CCA team in Nashville also met with representa-
tives from Cargill and Tyson and had good, productive 
meetings to better understand how we can co-operate 
with these important buyers of Canadian cattle on our 
common priorities for the year ahead.

The CCA will work closely with Canadian government 
officials and the embassy in Washington and consulates 
across the U.S. to ensure that the interests of Canadian 
beef producers are well represented as the Trump admin-
istration moves forward.

Finally, I would like to thank Canada’s beef producers 
for continuing to step up to the plate in 2016 regarding 
bovine spongiform encephalopathy (BSE) surveillance. 
A total of 27,346 samples were submitted for testing in 
2016, all of which tested negative. Although this annual 
total once again fell short of Canada’s target number of 
30,000 annual samples (a target established in 2003), this 
is a welcome result given Canada’s shrinking herd and 
other challenges to meeting the annual target. Maintain-
ing a credible level of BSE surveillance to demonstrate 
that Canada’s control measures are effective and are 
working towards eradicating the disease is important.  c



BW: +2.6 

Peak Dot Ranch Ltd.

At the Ranch, Wood Mountain, Saskatchewan

View Sale Book and Sale Cattle Photo Gallery at www.peakdotranch.com
 or phone Carson Moneo 306-266-4414   Clay Moneo 306-266-4411 Email:peakdot@gmail.com

Spring Bull Sale

Peak Dot No Doubt 60D Peak Dot No Doubt 51D

Peak Dot No Doubt 81D Peak Dot No Doubt 235D Peak Dot No Doubt 69D

Peak Dot Easy Decision 5D Peak Dot Easy Decision 34D Peak Dot Easy Decision 30D

Peak Dot Element 102D Peak Dot Element 73D Peak Dot Element 86D

Wednesday� April �� ����

200 BULLS
 A reputation source for Angus seedstock that have been bred for performance, maternal traits and superior phenotype. Featuring large 

sire groups, calving-ease bulls and affordable genetics for the cowman. Free delivery in a 500 mile radius of the ranch.

Peak Dot No Doubt 101D

Hoover No Doubt X SAV Iron Mountain 8066 
BW: +3.0 WW: +67 YW: +114 M: +26 BW: 84 205 WT: 1025 

Hoover No Doubt X SAV Radiance 0801 
BW: +3.3 WW: +79 YW: +131 M: +34 BW: 84 205 WT: 1007 

Hoover No Doubt X Vision Unanimous 1418
BW: +4.4 WW: +72 YW: +122 M: +24 BW: 86 205 WT: 863

Hoover No Doubt X Duff Encore 702 
BW: +2.1 WW: +72 YW: +120 M: +25 BW: 84 205 WT: 910 

Hoover No Doubt X  Basin Prime Cut 354K
BW: +2.7 WW: +66 YW: +106 M: +23 BW: 87 205 WT: 850 

Hoover No Doubt X SAR New Trend 4100 
BW: +3.2 WW: +70 YW: +114 M: +29 BW: 87 205 WT: 936 

Bushs Easy Decision 98 X Vision Unanimous 1418
BW: +1.4 WW: +85 YW: +139 M: +27  BW: 70 205 WT: 902

Bushs Easy Decision 98  X SAV Iron Mountain 8066
BW: +3.2  WW: +82 YW: +128  M: +22  BW: 82 205 WT: 922

Bushs Easy Decision 98 X SAV 004 Predominant 4438
BW: +4.3 WW: +86 YW: +138 M: +30  BW: 85 205 WT: 1019

4M Element 405 X SAV Iron Mountain 8066
BW: +2.6 WW: +76 YW: +126 M: +32  BW: 80 205 WT: 949

4M Element 405 X Peak Dot Pioneer 9X
BW: +2.6 WW: +81 YW: +129 M: +33  BW: 84 205 WT: 965

4M Element 405 X Stevenson Bruno 6371
BW: +2.5 WW: +76 YW: +123 M: +35  BW: 84 205 WT: 1025

Heifers for Sale...Peak Dot Ranch has registered Angus heifers for sale 
by private treaty. This is a seldom offered chance to acquire some of the top 
females from our program. This is a perfect set of heifers for anyone wanting 
to start a new Angus herd, or strengthen an existing one.  Contact Peak Dot 
Ranch for more information on this opportunity. 
View a complete list of the Private treaty heifers at: www.peakdotranch.com

Over 75% of these bulls selling are calving ease bulls with superior performance that will work well on heifers.



associations
Saskatchewan will introduce new  
national levy after April 1

The Saskatchewan Cattlemen’s Asso-
ciation’s upcoming year will continue to 
revolve around connecting with produc-
ers and consumers.

“It’s many little things that add up,” 
says Ryan Beierbach, who was returned 
by the board for a second term as chair.

A regular e-newsletter providing expert 
speakers for special marketing meetings 
and the fall district meetings are new ini-
tiatives aimed at reaching producers with 
timely marketing and production infor-
mation that can help put more money in 
their pockets, he explains.

Reaching out with social media, mes-
sages on a popular talk radio show, news 
releases, periodic mail-outs to rural box 
holders, partnering with retailers and res-
taurants to support beef sales, producing 
resources detailing beef production for the 
website, and the hugely successful virtual 
ranch tour are some examples of the new 
initiatives that target broad audiences.

Marianne Possberg was hired last year to 
fill the newly created position of beef pro-

duction specialist. She co-ordinates exten-
sion efforts to extend research findings 
to producers and connect with research-
ers who can carry out projects aimed at 
boosting productivity and profits.

The SCA’s Feeder Cattle Marketing 
handbook provides resources and contacts 
for potential buyers in Eastern Canada and 
the U.S. so it is easier for them to seek out 
and bid on Saskatchewan feeder cattle.

Beierbach is encouraging producers to 
participate in the new national Verified 
Beef Production+ program to help the 
SCA establish a one-stop shop for cus-
tomers looking for verified beef raised to 
specific standards. 

 SCA staff are working with others 
across the country to be sure that Veri-
fied Beef + matches up with the criteria 
for verification under the protocol being 
developed for the Canadian Roundtable 
for Sustainable Beef.

Beierbach is also urging producers 
to take a long look at what the Western 
Livestock Price Insurance Program has 
to offer. Signing up so you are eligible to 
take out a policy doesn’t cost anything 
and is one way producers can show their 
support for the program, and aid SCA’s 

  tHE inDUstRY

NewsRoundup
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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

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

For more  information contact:

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

Candace By 306-536-3374
124 Shannon Road, Regina, SK  S4S 5B1

charolaisbanner@gmail.com Saskatchewan Cattlemen’s Association 2017 board of directors. Front row (l to r): Rick Toney (vice-
chair), Gull Lake; Bill Jameson (past chair), Moose Jaw; Levi Hull (executive member-at-large), 
Willowbrook; Joe Jackson, Moose Jaw; Arnold Balicki (finance chair), Shellbrook. Middle row (l to r): 
Laurie Disney, Rockglen; Bill Huber, Lipton; Brad Welter, Viscount; Paula Larson, D’Arcy. Back row (l to r): 
Mike Spratt, Melfort; Ryan Beierbach (chair), Whitewood; Garret Hill, Duval; Chad Ross, Estevan; Keith 
Day, Kyle; Ryder Lee (CEO). Missing are Dean Moore, Paradise Hill, and Harold Martens, Swift Current.



efforts to ensure that it will be funded in 
the next agricultural policy framework 
agreement.

Forage insurance is another program 
that could use a boost of producer sup-
port. The SCA is working with the pro-
vincial government to put the program 
on an even playing field with crop insur-
ance. The cap on variable-price hay 
insurance was removed last summer, but 
finding an effective model to insure pas-
ture production is a complex problem.

On another front, the SCA members 
agreed to lobby both levels of govern-
ment for a program that recognizes and 
pays agricultural producers for the car-
bon sequestered on their grasslands.

This will take a good deal longer than 

making a few phone calls to the right per-
son. The first step, says Beierbach, is to 
be sure the existing research on carbon 
sequestration is solid. Then the SCA must 
approach the federal government to rec-
ognize the research as being accurate. And 
finally Canada must convince the Interna-
tional Panel on Climate Change to recog-
nize carbon sequestration on grasslands 
at the international level before it can be 
included in the Canadian formula for cal-
culating carbon sequestration. The formula 
currently recognizes grasslands as neutral.

The SCA’s initial $1 million investment 
in the new Livestock and Forage Centre of 
Excellence southeast of Saskatoon is start-
ing to bear fruit as work has begun on the 
new feedlot and barn and a fundraising 

committee chaired by SCA CEO Ryder Lee 
is seeking out private funding to complete 
the remaining phases of the centre. 

The SCA has also approved funding 
to research ways to mitigate the environ-
mental impact of feedlots. SCA members 
who sit on the board of the Beef Cattle 
Research Council are part of a team eval-
uating research priorities for the entire 
beef industry that will be sumitted for 
funding under Growing Forward 3. 

The SCA will also be implementing the 
increase in the national checkoff from 
$1 to $2.50 per head of marketed cattle 
as approved by its members at the 2016 
AGM. The increase will take effect after 

Continued on page 50

CANADIAN SHORTHORN ASSOCIATION
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YOUR ONE STOP BLOCK AND
MILK REPLACER SUPPLIER

MILK 
REPLACER

High quality 
milk replacer 
powder for all 
domesticated 

livestock. 
Manufactured 
with all high 
grade raw 
materials.

“The Horse Supplement of Choice”

PROTEIN & MINERAL BLOCKS FOR HORSES

“The Horse Supplement of Choice”

TUBS NOW
AVAILABLE
IN 3 SIZES

CATTLE BLOCKS (Protein)
AGRI-BLOK™ 20% All Natural Protein
AGRI-BLOK™ 25% Protein (15% NPN)
AGRI-BLOK™ 32% Protein (12% NPN)

MINERAL BLOCKS (No Protein)
10:10 Mineral

10:10 2500 E, 14:7 1000 MG/KG Iodine
15:7 Mineral

8:6 Beef Pasture
18:4 Swath Grazing

LOW MOISTURE SALT FREE
AGRI-BLOK™ 12%-20% All Natural Protein
AGRI-BLOK™ 30%-40% Protein (10% NPN)

NOTE: AGRI-BLOK™
PRODUCTS DO NOT CONTAIN ANY 

ANIMAL BY-PRODUCTS

For more information or for a dealer 
near you call: 1-800-340-2311

www.canadianagriblend.comPROUDLY CANADIAN

Canadian Agri-Blend Inc.

AGRI-BLOKTM

NEW AT 
CANADIAN AGRI-BLEND

REDMONDTM ALL 
NATURAL SALT 

PRODUCTS the appropriate provincial and national levy orders are amended 
to reflect the increase, which could be anytime between April 1 
and the start of the SCA’s new fiscal year on August 1.

In the meantime, the association will be taking steps to 
promote the importance of the higher checkoff to fund beef 
research and promotion, and the requirement to begin col-
lecting the levy on private treaty sales of commercial cattle and 
breeding stock. When the seller and purchaser reside in the 
province, the buyer will be responsible for deducting the levy 
from the amount payable to the seller and submitting it to the 
SCA. For inter-provincial sales, the provincial associations have 
agreed that the buyer must identify the province where the seller 
resides so the National Checkoff Agency can return the levy to 
the seller’s provincial association.

A change enacted last year requiring producers to contact the 
SCA office for the form to request a refund of the provincial 
checkoff has been an effective way of engaging them in discus-
sions about the value of contributing. Refunds in 2016 were 
down nearly $20,000 from 2015. 

A full explanation of the levy policy and the SCA annual 
report are posted on the association website, www.saskbeef.ca.

News
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� ursday April 6, 2017 – 1:00 PM
Saskatoon Livestock Sales, 306-382-8088

Bull SaleBull SaleWho’s Your Daddy14th Annual

Sale bull videos at www.youtube.com/whosyourdaddybullCatalogue online at all three websites

WE KNOW OUR BULLS HAVE 
TO BE BE� ER JUST TO GET 

YOUR A� ENTION!

 at’s why we cull hard and only sell 50 bulls a year. 


 ese are the top cut from over 400 purebred 
Shorthorn cows. 
 ick, rugged, BEEF BULLS that 
are bred to handle the harsh conditions of Western 

Canada. Also on o� er a select group of 
open replacement heifers.

Saskvalley Stock Farm
Carl Lehmann 306-232-3511

www.saskvalleyshorthorns.com

Bell M Farms
Richard Moellenbeck 306-287-7904

www.bellmfarms.com

Muridale Shorthorn
Scot Muri 306-741-6833

www.muridale.com

For more information or a catalogue contact:
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BULLS SIRED BY:
WPRA Legacy 314A

Red ACC Dynamo 11B
Red D Bar Dynamo 67Y
Red WRAZ Swaze 146B

ACC Tiger 3Z
ACC Pacesetter 73B

ACC Upward 99A
Crescent Creek Chisum 16Z

Crescent Creek Rito 79A

Anderson Cattle Co:
204-734-2073

Sale managed by: 

T Bar C Cattle Co:
306-220-5006

60 TWO YEAR OLD & YEARLING
RED AND BLACK ANGUS BULLS

OPEN HEIFERS & COW CALF PAIRS

APRIL 12TH, 2017
Lunch 12 Noon - Sale 1 PM 
at the farm, Swan River MB

andersoncattle.ca 
or buyagro.com

View the catalog at

ASSOciAtiONS
Manitoba aims to increase its beef herd

Manitoba Beef Producers (MBP) head into this year with hopes 
of expanding the provincial cow herd, preparations being made to 
deal with full traceability, and plans to lobby for fairness to produc-
ers as governments move forward with plans for a carbon tax. 

The association is also preparing for the introduction of the  
$2.50 per head national checkoff sometime this summer, an 
increase from the current $1 per head levy that was approved by 
producers at the last annual meeting of the MBP. 

“Our main job this year as far as increasing the number of beef 
producers on the landscape will be letting people know that beef 
production in Manitoba is a really good thing and our organiza-
tion is here for them and working to make it profitable,” says MBP 
president-elect Ben Fox.

The new Conservative government’s minister of agriculture, 
Ralph Eicher, announced last summer that he would like to see the 
cow herd increase from approximately 485,000 head today to its 
pre-BSE level around 750,000. 

The MBP board of directors followed through on its commit-
ment to gather ideas from its members at fall district meetings on 
how this might be accomplished. Four themes came out of those 
meetings: find ways to make beef production more economically 
predictable; gain access to more Crown acres; attract new produc-
ers and secure labour to help existing producers grow their herds.



March 30 ~ 1:00 pm ~ at the Ranch

Annual Bull Sale   Firs
t

:Luke & Ceanna Tannas

Featuring Registered Black Angus

Lunch @ 11-12, Supper provided after sale
with Generations Cattle Company

Home: 403-637-2425                   Luke: 403-863-9560                   Ceanna: 403-638-7311
PO Box 30, Water Valley, AB      T0M 2E0

Ranch located 20km West of Water Valley, AB on Hwy 579

50 Yearling 
Bulls & 10 Open 

Heifers

Several resolutions addressed specific hurdles that would need to 
be overcome to support an increase in the beef herd. 

Regarding access to Crown lands, members favour giving the 
minister of agriculture oversight and control over agricultural 
Crown lands. There was also some agreement on the need for a 
more flexible process to transfer Crown lands between produc-
ers to ensure that it is being used effectively. 

The need for improved maintenance of existing drains on 
Crown and private lands was raised as a barrier to the use of these 
acres. Beaver population control would have to be another part of 
the package along with properly managed watersheds to reduce or 
prevent recurrent flooding of valuable forage land. 

There was unanimous agreement that the current model for 
funding education is outdated and unfair to farmers, and no 
doubt acts as a deterrent to potential new entrants looking to 
invest in the beef business. Property ownership has no bearing on 
the ability to pay tax, and the members urged their association to 
continue to lobby government to remove the property tax from 
farmland and buildings involved in farm production. 

Members also approved of the role the MBP has to play in 
educating producers about the implementation plan agreed 
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shilohcattle@netago.ca          www.shilohcattle.comVisit us on FACEBOOK

Blake Morton - 403-820-4162
Darcy Olesky - 403-820-1830

Alisha Minchau ( Herdsman ) - 403-857-9563 
Home - 403-665-2023

RR #3 :: CRAIGMYLE :: ALBERTA, CANADA :: T0J 0T0
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VISITORS WELCOME!!  
Drop by anytime to  
check out the cattle.

 2016 ALBERTA ANGUS 
ASSOCIATION’S PUREBRED 

BREEDERS OF THE YEAR 

Off spring on offer from -  
RED ML HUSTLER 272Z

Sire of Red Shiloh Cannon Fire 8C 
& Red Shiloh Defender 6D  

the 2015 and 2016 Canadian 
Angus Association Bull Calf 

Champions. 

Off spring on offer from -  
RED WILDMAN  

CHUCK NORRIS 012X
Sire of the 2016 Canadian  
Red Roundup Champion  

Bull Calf. 

TRENDSETTER BULL & SELECT REPLACEMENT HEIFER SALE
March 25th , 2017    |   At the Ranch -  Hand Hills Lake , Alberta

40 Red Angus Bulls and Angus/
Simmental Cross Bulls &  

Red and Black Replacement  
Heifer Packages on Offer. 

Other Sires Represented:  
Red Shiloh Actively Loaded 81A,  
Red Redrich Bumper Crop 336B,  

Red GJP Thor 255A &  
Red Shiloh Badlands 7B
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Friday,	March	24,	2017	
1:00	CST	

Cowtown	Livestock	Exchange	
Maple	Creek,	SK	

Featuring:	
75	Virgin	Two-year	old	Bulls	
25	Yearling	Bulls	
100	Commercial	Open		
Replacement	Heifers	

Featuring	sons	of:	
•  Merit	2015	
•  Young	Dale	Yuma	94Y	
•  Merit	Lucky	Sevens	3061A	
•  Standard	Hill	Yahoo	61Y	
•  SAV	InternaUonal	2020	
•  Brooking	Unanimous	4008	
•  Maple	Springs	Focus	78A	
•  Young	Dale	Xcaliber	40A	
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Manitoba Beef Producers 2017 board of directors. Back (l to r): Dave 
Koslowsky, Killarney; Heinz Reimer (past president), Steinbach; Ken McKay, 
Fisher Branch; Larry Wegner, Virden; Bill Murray, Makinak; Stan Foster, Benito; 
Robert Metner of Moosehorn taking over from retiring director Caron Clarke, 
Ashern; Gord Adams, Deloraine; Larry Gerelus, Shoal Lake. Front row (l 
to r): Tom Teichroeb (second vice-president), Langruth; Dianne Riding 
(secretary), Lake Francis; Ben Fox (president), Dauphin; Ramona Blyth (first 
vice-president, MacGregor; Peter Penner (treasurer), Winkler.

to by the industry and government for full traceability, and 
explaining the necessity of premises identification and move-
ment reporting documents. 

If this industry-negotiated plan fails, Fox fears the government 



will enact far less farmer-friendly regula-
tions requiring the reading of tags each 
time animals move out of a premise. 

Seven districts brought resolutions for-
ward dealing with climate change and car-
bon sequestration.

In light of the requirement for a carbon tax 
imposed by the federal government, the pro-
ducers asked the MBP to lobby the province 
to implement an Alternate Land-Use Services 
program to provide payments to agricultural 
producers for measurable increases in car-
bon sequestration and any environmentally 
sound practices that retain additional water 
on the land they manage.

Other resolutions called for an exemption 
from carbon taxation on all agricultural-
related inputs and for the MBP to urge 
government to take no steps toward reduc-
ing CO2 emissions that are out of step with 
those in the U.S. The aim of the motion was 

to avoid any repercussions by the U.S. that 
might damage the competitiveness of Cana-
dian agriculture and the rural economy.

Fox says he was honoured by the directors 
confidence in him to lead the organization 
for the coming year. He feels he is ready to 
face the challenges ahead. He comes into his 
new role having served four years as district 
director during which time he served on the 
executive as first and second vice-president 
and secretary, as well as chair of the animal 
health committee, vice-chair of the Crown 
land committee and as a member of the gov-
ernance committee. He is also the alternate 
representative to the National Cattle Feeders’ 
Association and co-chairs the Manitoba TB 
task force.

Fox brings depth of knowledge to the 
table as a rancher and cattle buyer for JBS. He 
was raised on a purebred Hereford operation 
near Lloydminster, Sask., and formally edu-
cated at Oklahoma State University. In 2006, 
he and his wife, Linda, moved to the Dauphin 
area where they run their diverse operation 
under the name of Justamere Ranch. He’s 
proud to be able to say that their four chil-
dren are now the fifth generation of the Fox 
family to be involved in primary production. 

News
Roundup
Continued from page 53

Dave, Mary Beth, Dylan & Adam Sibbald ~ 53193 Hwy #1 West Calgary, Ab, T3Z 3G8

Dylan’s Cell 403-850-7341
redbulls@sssredangus.ca

Dave’s Cell 403.850.7736
Phone 403.932.5585

find us on 
Facebook

www.SSSRED 
ANGUS.ca

selling 75 ANGUS YEARLING BULLS BY THESE LEADING HERD BULLS Reds + Blacks

C O N T E N D E R  1 2 1 B B I G  G A M E  8 1 4 A A M B U S H  7 7 1 XN O R T H  D A K O T A  2 7 B

DEPEND ON.
The Program You Can M A X  1 5 9 Y

SSS RED ANGUS
4 4 T H  A N N UA L

MON, MARCH 20, 2017 
1PM • SSS NORTH SALE 
FACILITY, CALGARY, AB

BULL 
SALE

Watch & bid live 
D L M S . C A
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DON’T MISS!
Painful Procedures Workshop

Animal Welfare in the 21st Century

Moving Beyond the Five Freedoms

Practical Strategies and New Thinking 
in Swine Production

A Tale from a Dairy Farmer

A Day in the Life of a Chicken Vet

Rodeo Showcase

A Fresh Look at Consumer Attitudes

2017 Livestock  
Care Conference

March 21-22, 2017
Best Western Denham Inn & Suites 

Leduc, AB

Register at  
afac.ab.ca/2017



AssociAtions
Three families honoured by SLA

The current Saskatchewan Livestock Asso
ciation representing all the cattle, horse, 
sheep and swine breeders in the province 
was formed in 1975 to replace the Sask
atchewan Livestock Board, but the honour 
rolls it presents to farm families who have 
made outstanding contributions to the 
livestock industry, their communities and 
the province date back to the first recipient 
Hugh McKellar in 1927. 

The three latest recipients who received 
their honour rolls during the recent Sask
atchewan Beef Conference in Regina are: 
Bob and Marjorie Blacklock, Sask atoon; 
Bob and Janet Jackson, BoJan Enterprises, 
Sylvania; and Ted and Olive Perrin, Perrin 
Ranching, Beechy. 

Bob and Marjorie Blacklock, Saskatoon, 
are wellknown for their longtime connec
tions with the Angus breed, livestock mar
keting, and livestock insurance businesses. 
They operated M Double B Livestock, a 
registered Angus operation and sale man
agement company. Bob was an active part
ner in the Saskatoon Auction Mart from 

1979 to 1996 and the couple took owner
ship until 2007. They were early partners 
with Farm Credit on the Alliance Pro
gram, operated the Stockmen’s Assistance 
Finance Company from 20032014, and 
continue to operate Stockmen’s Insurance. 
He is a past president of the Saskatchewan 
Angus Association and the Livestock Mar
keters of Saskatchewan.

Bob and Janet Jackson, BoJan Enter
prises, Sylvania, Sask., have spent 40plus 
years contributing to the promotion of the 
Charolais breed in Canada. He is currently 
the field man for the Saskatchewan Cha
rolais Association and has been a director 
and president of the association as well 
as a director and executive member of 
the Canadian Charolais Association. Bob 
has served on several Agribition commit
tees as a director and as barn boss for 10 
years, while Janet managed the Charolais 
General Store. He spent 18 years on Farm 
Credit’s appeal board, 15 years on the Syl
vania school board, and 30 years as coun
cillor for the RM of Tisdale, 10 of those 
as reeve, while Janet completed a 23year 
career in nursing.

Ted and Olive Perrin of Swift Cur Continued on page 56

nEWs RoUnDUP
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Bob and Marjorie Blacklock



Images courtesy of Canadian Cattlemen’s • The Beef Magazine

Sharing
Common
Ground

AUGUST 15 TO 17, 2017 AT THE BMO 
CENTRE, CALGARY, ALBERTA

canadianbeef industryconference.com
 twitter @CDNBeefConf 

 facebook.com/canadianbeefindustryconference

“Home of the world famous Calgary Stampede”

rent are widely known as advocates and ambassadors for agri-
culture, opening Perrin Ranching at Beechy to many trail rides, 
agricultural organizations and international bus tours through 
the years. Ted was on the boards of the provincial and national 

News
Roundup
Continued from page 55

Bull Sale  - April 12, 2017
2 pm at the Ranch

14 miles SW of Swift Current, SK

2016 High Selling Bull - Red Flying K Boss 95C
sold to Howe Angus & Eye Hill Stock Farm

K

F L Y ING

R A N C H

Brian, Christine, Dylan, & Shane Hanel            H: 306-773-6313            C: 306-741-1582           www.flyingkranch.ca

 80 Yearling Red Angus Bulls

Follow us on Facebook!
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Bob and Janet Jackson



NEWS ROUNDUP

MARCH 27 - APRIL 1

The 110th

Klondike Showmanship Competition
Junior Prospect Steer Show

Boys & Girls Calf Feeding Competition
Market Steers

Carcass Calcutta Awards 
Live Sale

All Breeds Junior Heifer Show
Celebrity Showmanship Class

Jackpot Heifer Show

MONDAY,  MARCH 27

FRIDAY, MARCH 31

DAILY  ATTRACTIONS 

6 HORSE HITCH  
CHAMPIONSHIP B 

WINTER FAIR 
Royal Manitoba 

BRANDON, MB KEYSTONE CENTRE   1.877.729.0001
ROYALMANITOBAWINTERFAIR.COM 

AG ACTION STAGE 

ROYAL EXPERIENCES ADVANCE GATE TICKETS
FREE CHILDREN’S PASS 

AVAILABLE ONLINE AND  AT THE PROVINCIAL EX OFFICE
UNTIL MONDAY, MARCH 27 WHEN THE GATES OPEN 

SAVE 

PRIME CUT
CARCASS CLASS & CALCUTTA

SUNDAY MARCH 26 4:00 PM 
HEARTLAND LIVESTOCK SERVICES
329 - 12th STREET NORTH, BRANDON 

OFFICIAL 
EQUIPMENT 
SPONSOR 

$5 SUNRISE BREAKFAST 
6 :30 - 9 AM 

NON-PERISHABLE FOOD 
DONATION APPRECIATED 

MONDAY,  MARCH 27 
TUESDAY, MARCH 28

1-2 PM 

The 110
th

2017 RMWF Canadian Cattlemen.indd   1 2017-02-01   9:51:18 AM

Charolais associations for six years each, a 14-year director of the 
Saskatchewan Stock Growers Association and its representative 
on the Prairie Conservation Action Plan. The couple received the 
Environmental Stewardship Award in 2004, the Duke of Edinburgh 
Habitat Conservation Award in 2005, and an award for outstanding 
achievement for range management in 2006. Olive was the driving 
force behind starting the Saskatchewan High School Rodeo and the 
Snakebite Riding Arena Club, alongside being very active in local 
housing and care-home initiatives.  c

Ted and Olive Perrin
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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

LEAVE YOUR LOADER IN THE FIELD WITH A  
TRI HAUL SELF UNLOADING BALE MOVER

REAR LOADING 

1000-5th Ave., Box 539, Pilot Butte, SK  S0G 3Z0 

1-800-505-9208
www.trihaulbalemovers.com

•    Hauls & unloads 3 rows at time - 8’-29’ lengths  
hold 6-18 round bales.

•   Unloads in under a minute
•   No hydraulics or  

winches.
•   Mounts on any  

flatdeck or truck  
chassis.

Risk Management
Cattle Export

Marketing Power

www.cowsincontrol.com
Phone 403-775-7535

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

M
A

R
K
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P
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C
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New regs create old problem

I read with interest Gren Winslow’s comments on the new 
regulations on the humane transportation of cattle (Cana-
dian Cattlemen, pg. 4, February 2017). 

How history repeats itself. In the mid-1970s there was 
great concern about transportation times on rail trans-
port of feeder cattle from Western Canada to Ontario. At 
that time the maximum time for movement without rest, 
feed and water was 36 hours. This necessitated offload-
ing at Winnipeg for several hours and this increased the 
length of time the animals were between the previous 
and the new owner. The practical view of producers was 
that the sooner these cattle could get to their final desti-
nation, and in the care of their new owners, the better for 
them. Research was conducted with the full involvement 
of the Ontario Humane Society and, on the basis of that 
research, the regulations were changed to permit up to 
52 hours in transit, as long as the cattle arrived at their 
final destination within that time limit. This permitted 
cattle to move out of places as distant as Alberta all the 
way to their final destination and the result was healthier 
calves upon arrival. The new regulations will inevitably 
create the same problems as were addressed and resolved 
in the late 1970s.

Charlie Gracey, Ancaster, Ont.
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T H E O UTSTA NDIN G B R A N D

HI-HOG
FARM & RANCH

EQUIPMENT
Ltd

        1974     ♦     2017

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

Maximize returns on your feed investment

Nifty
Feed

Dispenser

Round Bale, Multi-bale, 
and Fenceline Feeders

Calf tipping table with neck extender (Item #55, 472 lbs)
Optional hydraulic tipping kit (Item #58, 36 lbs)

Shown with optional trailer

Hi-Hog Farm & Ranch Equipment Ltd.

MADE  IN

The Outstanding Brand

Start Strong
with Hi-Hog’s outstanding

Calf Tipping Table

letters
Looking for “Heifer Bulls”?

Shellmouth, MB  204-564-2540  www.nerbasbrosangus.com

Our focus is making better cows, selecting for 
maternal traits and moderating frame resulting 

in bulls that have built in ‘calving ease”!

�  70+ bulls 
available for 
spring 2017

�  volume 
discounts for 
buying 4 or 
more

�  sold private 
treaty off the 
ranch

�  selecting 
from a 600 
cow base

�  over 700 bulls 
sold since 
2003

�  testimonials 
available



Sales results
M.C. Quantock Canada’s Bulls Sale
January 28, Lloydminister, Alta.

 Red Angus summer 2-yr. olds, av. $6,458
Red Angus x Fleckvieh Simmental  summer 
2-yr. olds, av. $6,528
Red Angus x Gelbvieh  summer 2-yr. olds, 
av. $5,158
Horned Hereford x Fleckvieh Simmental 
summer 2-yr. olds, av. $4,442
Horned Hereford x Fleckvieh Simmental 
yearlings, av. $5,200
Dehorned Hereford summer 2-yr. olds,   
av. $4,442
Black Angus x Fleckvieh Simmental 2-yr. 
olds, av. $6,193
Black Angus x Fleckvieh Simmental 
yearlings, av. $3,896
Black Angus summer 2-yr. olds, av. $5,081
Charolais summer 2-yr. olds, av. $6,905
434 Bulls, av. $5,832

Lazy S Ranch 48th Annual  
Bull Power Sale
Saturday, January 28, 2017, at the ranch, 
Mayerthorpe, Alta.

Red Simmental, av. $6,108
Black Simmental, av. $5,841
Red Beefmaker — (SimAngus), av. $6,108
Black Beefmaker — (SimAngus), av. $4,929
Black Angus, av. $5,103
Red Angus, av. $5,844
233 lots, av. $5,703

Hill 70 Quantock Ranch Barn 
Burnin’ Bull Sale
February 4, Lloydminster, Alta./Sask.
 54 Hereford bulls, av. $5,593
 30 Charolais 2-yr. olds, av. $7,564
 32 Charolais yearlings, av. $5,914
 57 Black Angus 2-yr. olds, av. $5,934
 33 Black Angus yearlings, av. $5,220
 21 Simmental 2-yr. olds, av. $5,120
 19 Black Angus/Simmental, av. $5,303
 17 Red Angus/Simmental, av. $6,103
 60 Red Angus 2-yr. olds, av. $6,588
 25 Red Angus yearlings, av. $4,340
 18 Red Angus/Gelbvieh, av. $4,570
366 Bulls, av. $5,811
 60 Bred heifers, av. $2,155
 52 Open heifers, av. $1,389

n Jacob Onyschuk is the 
new director of business 
development for the Cana-
dian Hereford Associa-
tion. He spent the last four 
years with Northlands in 
Edmonton growing the 
number of purebred cattle 

entries at Farmfair International. He gradu-
ated from the University of Alberta in 2013, 
with a BSc in agriculture and a major in ani-
mal science. Prior to graduation, Onyschuk 
was an active member of 4-H Alberta and a 
Premier’s Award recipient in 2012. After his 
4-H career, Onyschuk continued to expand 
his commercial cattle herd at his farm in 
Westlock County. 

n The Canadian Simmental Association 
(CSA) has reported that a blue-backed 
Simmental RFID tag should be available 
this spring, pending final approval from 
the CFIA. A personalized back button will 
help identify Simmental-influenced cattle 
in the sale ring, at feedlots, and throughout 
the beef chain. The Simmental RFID tags 
are manufactured by Allflex and carry the 
Simmental “S” icon and half a Canadian flag 
in the centre along with the blue coloring.  

Only CSA members in good standing or 
producers who purchased and transferred 
a Simmental bull to their name in the past 
two years are eligible to purchase the dis-
tinctive ear tags. They can be purchased 
online at the Canadian Cattle Identifica-
tion Agency (CCIA) website, or by phon-
ing  1-877-909-2333, after the purchase has 
been approved by the CSA office  For details 
contact Rae-Lee Erickson at rerickson@sim-
mental.com. 

n  Each year, Manitoba Youth Beef 
Roundup selects the members who will 
represent their team at Agribition during 
their annual junior weekend for all junior 

cattle enthusiasts under the age of 25 years 
of age. The 10th annual Manitoba Youth 
Beef Roundup will be held August 4, 5 and 
6, 2017, in Neepawa, Man. 

The show is organized by representa-
tives from various breeds that have been 
involved with national and provincial 
shows in the past. The goal is to prepare 
young entrepreneurs for a future in the 
livestock industry by taking part in this 
showcase of youth, cattle and friendly com-
petition in events to match all interests and 
skill levels. Events include team grooming, 
individual and team judging, showman-
ship, marketing, sales talk, impromptu 
speeches, art, photography, scrapbooking, 
plus Ag Challenge competitions, a cook-
off, cattle shows, scholarships as well as 
the cattle classes. At this 10th anniversary 
Roundup they will be adding a low-stress 
cattle handling workshop, cattle presenta-
tion workshops, an advocacy workshop, 
and invitations will be extended to 4-H 
Champion Females from each 2017 club 
achievement competition.

Last year’s provincial representatives 
were Samantha Rimke of Oak Lake and 
Adam Harms of Cartwright. Rimke earned 
the fourth overall top judging  award at the 
Canadian National 4-H and Youth Judg-
ing competition at Agribition in Novem-
ber and was awarded a cash prize along 
with a belt buckle.  The Canadian National 
4-H and Youth Judging Competition helps 
develop the skills of our young agriculture 
judges for various species of livestock and 
forages. Check out the Facebook page for 
Manitoba Youth Beef Roundup or contact 
Lois McRae 204-728-3058 for more details. 

n The Canadian Hereford Association 
launched its approved CCIA Alflex RFID 
tag in December 2016. The CCIA-approved 
Hereford RFID tags are available for any 
active member registering cattle, and com-
mercial cattlemen that have had a bull trans-
ferred into their name in the last six years. So 
far, sales are closing in on 2,000 units.

n Miller Wilson Angus ended up the big 
winners at the Canadian Bull Congress in 
Camrose, Alta., last month taking home 
the $10,000 prize as the triple crown win-
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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

Jacob Onyschuk



ner with the Grand Champion Bull, Grand 
Champion Female and Pen of Bulls. 

n Piper Whelan is the new 
registry/member services 
assistant at the Canadian 
Charolais Association. 
She grew up on a pure-
bred Maine-Anjou ranch 
at Irricana, Alta., and was 
active in junior shows and 

4-H. Whelan studied at the University of 
Alberta and the University of King’s College 
school of journalism. She has worked in the 
journalism and publishing industries for 
the last few years, and her written work has 
appeared in several beef-related magazines.

n  4-H Canada and Syngenta Canada 
announced the national winners of the 
Proud to Bee a 4-H’er video contest last 
month. The first and second runner-up 
entries each received an Apple iPad mini 2 
and the remaining top 10 entries received 
a selfie stick plus 4-H Canada branded 
items. The winners are: 
1st place — The Pas Helping Hands, 4-H 
Manitoba; 2nd place — Aidan Tully, 4-H 
Manitoba; 3rd place — Colton Skori, 4-H 
Alberta; 4th place — Comox Valley 4-H 
Calf Club, 4-H British Columbia; 5th place 
— Boots N Bridles 4-H Club, 4-H British 
Columbia; 6th place — Irishtown 4-H 
Club, 4-H New Brunswick; 7th place — 
Caroline Carpenter, 4-H New Brunswick;  
8th place — 4-W 4-H Club, 4-H Alberta;  
9th place — Hillmond 4-H Beef Club, 
4-H Saskatchewan; 10th place —  Jocelyn 
Kerr, 4-H British Columbia.

n It’s hard to believe that it’s been 50 years 
since the first Simmental bull, Parisien, 
was imported to Canada, but its true and 
Simmental breeders from across Canada 
are preparing to celebrate the breed’s 50th 
anniversary at events in nearly every prov-
ince this year. Be sure to mark your calendar 
and plan to join the excitement at number-
ous events across the country. For more 
details as they become available contact 

your provincial Simmental association or 
Rae-Lee Erickson at the CSA office 403-
250-7979 or rerickson@simmental.com.

n The World Angus Forum is set for June 21 
to 26 in Edinburgh, Scotland with farm tours 
scheduled for Ireland, Scotland and England.  
For details see worldangusforum2017.com.

PURELY PUREBRED
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Piper Whelan

Continued on page 62

n There was some great news for Here ford breeders coming out of Fort Worth, Texas 
where a Canadian cow, RVP 51X ABLAZE 7A owned by Harvie Ranching of Olds, 
Alta., and RSK Farms of Brandon, Man., was named the 2016 Hereford Miss World 
Champion over females from Europe, Asia, Australia and South America. The 
website HerefordBreeder.Net, which nominates Champion animals from across the 
globe to compete in a Hereford Miss World competition at Fort Worth every year, 
selected RVP 51X ABLAZE 7A as its North American Champion prior to the world 
competition. There were 70 countries competing for the championship. She is 
pictured here winning National Champion Female at Canadian Western Agribition 
with her heifer calf at her side, Harvie RSK Ms Autumn 32D. The pair won 
Agribition, FarmFair, Bonanza and the Hereford Breeder World Championship. 
She was undefeated and it’s safe to say her show career has ended as she becomes a 
donor cow. This Miss World competition has been going on for five years, and four 
of the five winners have been Canadian-bred and -owned Hereford females.



n Cattlemen’s Young Leaders:
Wilco van Meijl
Mentor: Jeff Smith, 
Gateway Livestock 
Exchange and Lyndsay 
Smith, Prime Analytics

Wilco van Meijl grew 
up on a commercial cow-
calf family farm in Rapid 

City, Man., and has always had an interest in 
cattle, through his involvement in 4-H and 
breed associations. He has a B.Sc. in agri-
culture with an animal science major from 
the University of Manitoba and worked 
for Cargill for 9-1/2 years on the crop side 
before joining Farm Credit Canada as a dis-
trict director.

Van Meijl and his wife, Adrienne, have 
three children and recently started a part-
nership with van Meijl’s brother and his 
wife, to begin the transition of the family 
farming operation that will calve between 
380-400 cows this spring. He is looking to 
better understand advanced marketing 
options for cow-calf producers in order 

to effectively hedge their calves and man-
age risk. 

Nicole Viste
Mentor: Tim Hardman, 
beef director of World 
Wildife Fund U.S.

Raised on the family 
ranch, Viste is the fourth 
and fifth generation on 
each side of her family to 

be involved in agriculture in the Hanna 
area of Alberta. Throughout her school 
years, she was involved with all aspects 
of her parent’s commercial cow-calf and 
backgrounding operation, and never 
turned down an opportunity to work 
cattle with others. She attended Olds Col-
lege, obtaining her diploma in agriculture 
production, focusing on beef. After college 
she worked in the Special Areas with the 
Agricultural Service Board, becoming a 
rangeland agrologist. She continues to be 
actively involved with the family ranch, 
and has her own small, but expanding, 
commercial cow herd. She also operates 
Greystone Images, a western art/photog-
raphy and home decor business. 

Kristy Layne-Carr
Mentor: Carol Kitchen, 
president and CEO of UFA

Layne-Carr grew up on 
a mixed grain and cow-
calf operation in central 
Manitoba. She was involved 
in 4-H beef projects for 

many years and obtained a bachelor’s of sci-
ence degree at the University of Manitoba 
where she became involved in the Faculty 
of Agriculture Students’ Organization and 
sat on the executive for the Stockman’s Club. 
She went  on to pursue a master’s degree at 
North Dakota State University in animal and 
range sciences, focusing on dormant season 
grazing. In 2006, she and her husband began 
farming with a 30-cow herd raised from her 
4-H projects, and worked full-time off-farm. 
Since then, the cow herd has expanded to 
200 head of Angus-based cows, and the fam-
ily has grown to six members. Layne-Carr sits 
on the advisory committee for Manitoba Beef 
and Forage Initiatives and is hoping to gain 
insight and understanding of leadership roles 
in the industry, while specifically focusing on 
advancing women in agriculture.   c

PURELY PUREBRED
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Want to know what’s
next in agriculture?
Watch This Country Called 
Agriculture and be informed.

This Country Called Agriculture is a new on-demand 

video series that delivers relevant news & information 

on the agriculture industry. Host Rob Eirich interviews 

ag pioneers, professionals and academics that off er 

insight into today’s trends and what the future holds for 

agriculture – on and off  the farm. Video topics include: 

 Sustainability

 Starting a new farm

 New technology

 Food production

 Ag innovations

 Renewable energy

 Production 
 and marketing

 Exporting

 Alternative energy
 & fuel sources

 AND MORE

Sept 15 – 30 Ag 
for Life and ATCO 
Electric speaking 
about awareness 
and working 
safely around 
power lines

TCCA CURRENT 
EPISODES

Brought to 
you by

Start watching now at AGCanada.com/TCCA

Wilco van Meijl
Nicole Viste

Kristy Layne-Carr

Continued from page 61
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By Debbie McMillin  Market SuMMary

TheMarkets
Fed Cattle

Fed cattle sales dropped back $4/
cwt in the past couple of weeks. It’s 
not uncommon for beef demand 
to slow in February and that, cou-
pled with an increased number of 
Eastern fed cattle moving west for 
slaughter and a larger number of 
cows in the mix, covered off the 
tighter supplies of local fed cattle.  
Since the start of the year fed steers 
traded between $156 and $160/cwt, 
averaging $156.67 the week ending 
February 10, compared to $173.56 
last year. The Alberta/Nebraska 
cash-to-cash basis is strong and by 
the second week of February was at 
-1.02/cwt compared to -8.82/cwt 
last year. As a result exports are off 
by 16 per cent so far in 2017, and 
while U.S. sales usually pick up as 
market-ready numbers start to 
increase, the strong basis is expected 
to limit interest from southern buy-
ers this year. 

The January 1 Canadian cattle-
on-feed inventory of 858,129 is 
down eight per cent from last year, 
and the smallest since reporting 
began in 2000. December place-
ments were up six per cent at 
93,999, in response to the better 
prices at that time. The tighter sup-
plies were evident in a 10 per cent 
drop in steer slaughter to 108, 876 
in the first seven weeks of the year, 
and a one per cent dip in heifers at 
69,997 head. 

Feeder Cattle

The 550-lb. steer average slipped 
to $202.13/cwt from $206.81 at 
the end of January, which is still $3 
above the first week of this year, but 
$69.51 below 2016. Heavier calves 
also slipped under seasonal pres-
sures and a lack of support from 
the technical market with 850-lb. 
feeder steers averaging $162.41 by 
the second week of February, down 
from $174/cwt at the start of 2017, 

and $43 from last year. Auction 
market volumes are quite man-
ageable and export interest light as 
Alberta feeders continue to trade 
at a premium to the U.S. markets. 
The 850-lb. feeder basis has been 
positive for the past two weeks but 
ranged in 2017 from -3.32/cwt to 
+4.40 compared to a more typical 
negative basis for most of last year, 
when we saw it as high as +1.76/
cwt but also at -17.40/cwt the same 
week as the current market.  Feeder 
exports through January totaled 
3,525 head, down nine per cent 
from last year. 

 NoN-Fed Cattle

D1,2 cows also lost a few dollars the 
past couple of weeks, down from 
a January high of $98.50/cwt to 
$93.25 the second week of Febru-
ary. The seasonal trend is that the 
non-fed cow market strengthens 
through the first quarter; however, a 
slightly lower fed cattle market and 
slower February demand have pres-
sured the current price. Of course, 
Canadian prices have remained 
relatively strong compared to U.S. 
markets, which has limited exports 
and increased the rate of domestic 
slaughter. Canadian cow slaughter 
is up 12 per cent from a year ago.  
Exports, on the other hand, were 
down 34 per cent from last year in 
January at 12,014 head. Butcher 
bull volumes are generally light 
this time of year but the slaughter 
numbers to date at 1,314 head are 
21 per cent larger than a year ago. 
Here again, exports are down even 
more, by 32 per cent, with only 
3,428 head crossing the border. The 
second week of February saw light 
trade of slaughter bulls trade at an 
average price of $102.44/cwt.

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

More markets   

Fed Cattle
During a time of seasonal strength, 
North American beef markets 
continue to deal with large per capita 
supplies of red meats and poultry; 
however, the underlying strength 
should win out in the coming months. 
This same seasonal strength should 
pick up Canadian markets near the 
end of the first quarter, despite the 
unusually strong basis weighing 
on the market this spring. Buyer 
interest will perk up in anticipation 
of BBQ season adding some steam 
to wholesale prices. Tight front-end 
supplies will support this push by 
keeping Canadian feedlots current.  

Feeder Cattle 
With limited risk management 
options available, heavy feeder 
calves will continue to struggle  
in the near term, while lightweight 
calves should start to enjoy seasonal 
strength. Rain and recent snowfalls 
in many areas will spur buyer interest 
for grass cattle, and spring moisture 
forecasts suggest more grassers  
will be put out this year, making for 
some competitive bidding. Limiting 
factors to keep an eye on are the 
strong basis levels and the overall 
margins in the fed market, which 
chalked up some large losses in the 
second half of 2016. 

NoN-Fed Cattle
Slaughter cow numbers will  
tighten in the coming months as 
many cows are heavy in calf and 
producers are either in the midst of, 
or gearing up to start calving.  On the 
retail side, the second quarter is a 
time when BBQ season beckons  
and the demand for hamburger 
picks up. Seasonal trends say D1,2 
cow prices will pick  up steam 
heading into the second quarter and 
peak as cows with calves at side 
head out to pasture, limiting supplies 
for wholesale buyers. The upside  
on this market may be capped by 
the already strong Canadian cow 
price compared to the U.S., which 
limits exports.

  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

February 2017 prices*

Alberta
Yearling steers (850 lb.) . . . . . . . . . . . . . . . . .  $168.56/cwt
Barley . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 3.69/bu.
Barley silage. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 46.13/ton
Cost of gain (feed) . . . . . . . . . . . . . . . . . . . . . . . . . 56.94/cwt
Cost of gain (all costs). . . . . . . . . . . . . . . . . . . . . .  86.76/cwt
Fed steers. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  158.29/cwt
Break-even (July 2017) . . . . . . . . . . . . . . . . . . . .  136.43/cwt

Ontario
Yearling steers (850 lb.) . . . . . . . . . . . . . . . . . .  $175.53/cwt
Corn silage . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 38.80/ton
Grain corn. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  4.60/bu.
Cost of gain (feed) . . . . . . . . . . . . . . . . . . . . . . . . .  72.72/cwt
Cost of gain (all costs). . . . . . . . . . . . . . . . . . . . .  106.33/cwt
Fed steers. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  144.85/cwt
Break-even (August 2017) . . . . . . . . . . . . . . . . .  147.85/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

2017
2016

Market Prices

Market Summary (to February 4, 2017)
	 2017	 2016
Total	Canadian	federally	inspected	slaughter	 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .232,459	 .  .  .  .  .  .  .  .  .  . 239,599
Average	steer	carcass	weight 	 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 918	lb .	 .  .  .  .  .  .  .  .  .  .  .  .938	lb .
Total	U .S .	slaughter	 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 3,471,000	 .  .  .  .  .  .  .  . 3,401,000
Trade Summary
Exports	 2016-17	 2015-16
Fed	cattle	to	U .S .	(to	January	28) 	 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 18,491	  .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .21,906
Feeder	cattle	and	calves	to	U .S .	(to	January	28)	 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .3,525	  .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .3,894
Dressed	beef	to	U .S .	(to	December)	 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 594 .89	mil .lbs	  .	 .	 .	 .	 . 507 .62	mil .lbs
Total	dressed	beef	(to	December) 	 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 792 .78	mil .lbs	  .	 .	 .	 .	 .709 .05	mil .lbs
IMports		 2016	 	 2015
Slaughter	cattle	from	U .S .	(to	December)		 .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . 	0 	 .  .  .  .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 .	 . 0
*Dressed	beef	from	U .S .	(to	December)	  .  .  .  .  .  .  .  .  .  .  .  .  .  . 250 .15	mil .lbs 	 .  .  .  .	 263 .55	mil .lbs
*Dressed	beef	from	Australia	(to	December)	  .  .  .  .  .  .  .  .  .  .  . 61 .47	mil .lbs 	 .  .  .  .	 .	 .90 .92	mil .lbs
*Dressed	beef	from	New	Zealand	(to	December)	 .  .  .  .  .  . 45 .67	mil .lbs 	 .  .  .  .	 .	 . 56 .67	mil .lbs
*Dressed	beef	from	Uruguay	(to	December)  .  .  .  .  .  .  .  .  .  .  . 34 .93	mil .lbs 	 .  .  .  .	 .	 . 29 .82	mil .lbs

Canadian Grades	(to	February	11,	2017)
%	of	A	 Yield
grades	 +59%	 54-58%	 – 53% 	 Total
AAA	 0 .1	 0 .5	 1 .6	 2 .2
AA	 15 .7	 23 .4	 24 .0	 63 .1
A	 17 .9	 9 .7	 4 .4	 32 .0
Prime	 1 .2	 		0 .2	 0 .1	 1 .5
Total	 34 .9	 33 .8	 30 .1	
	 Total	A	grade			98 .8%
	 		Total	graded	 Total	ungraded	 %	carcass	basis
EAST		 68,163	 4,124	 81 .3%
WEST	 207,536	 3,242	 83 .4%

Only	federally	inspected	plants
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The feeder cattle market has expe-
rienced unprecedented volatil-
ity over the past couple of years. 

Steers averaging 600 pounds traded for 
over $300/cwt in September of 2015 but 
in February this year sold for $198. The 
erratic price action has caused cattle pro-
ducers to take more interest in hedging 
feeder cattle and the Western Livestock 
Price Insurance Program. Therefore, I 
thought this would be a good time to 
discuss the feeder cattle futures mar-
ket for North American feeder cattle. 
Whether you are using futures and 
options brokers or the Western Livestock 
Price Insurance program, understand-
ing the market dynamics of the cash and 
futures markets is prudent when plan-
ning your risk management strategy. 

The feeder cattle futures market (which 
trades on the CME Globex electronic plat-
form) is the price discovery mechanism for 
North American feeder cattle. The contract 
is 50,000 pounds and is based on the CME 
feeder cattle index. Without going into 
detail, this feeder cattle price index is based 
upon a large sample of transactions in the 
12 major feeder cattle-producing states for 
700- to 899-pound medium and larger-
frame feeder steers.  

One of the most important factors for 
western Canadian cow-calf producers to 
understand is the basis. This is the differ-
ence between the CME feeder cattle futures 
price and the local price at the auction mar-
ket. The local market price is referred to as 
the “cash price.” 

Recently, the USDA cattle inventory 
report put the 2016 U.S. calf crop at 35.1 
million head, which was a year-over-year 
increase of one million head. This is a supply 
factor that will influence the overall North 
American “cash” price of feeder cattle. 

An example of basis risk, however, would 
be if there was a drought in central Alberta 
and cow-calf producers sold a larger num-
ber of feeder cattle earlier than usual during 
the fall. 

Once a producer understands the differ-
ence between the cash and futures markets, 
there are three main characteristics of mar-
ket behavior that are crucial to managing a 
successful risk management strategy.  

During the fall of 2015, I had produc-
ers call me stating it was going to cost $80 
per head to lock in a $200 loss using the 
price insurance program and they wanted 
to know why. Usually when the market is 
anticipating a surge in supplies, the feeder 
cattle futures market will lead the cash price 
lower. Often, the futures market can turn 
lower one to three months before the cash 
starts to follow. Remember, it is a futures 
market so the market is discovering prices 
in the future. If a producer is trying to buy 
price insurance or hedge production three 
to five months forward, the futures market 
will be trading lower in anticipation of the 
larger supplies coming into the market. 

Second, feedlots will continue to aggres-
sively bid up the price of feeder cattle even if 
they can’t lock in a positive margin by hedg-
ing or locking a price on the fed cattle. This 
makes it almost impossible for a cow-calf 
producer or backgrounding operator to use 
the feeder cattle futures to hedge profitably 
or set a floor price at reasonable levels. Usu-
ally, feedlots have to have negative margins 
for an extended period of time before they 
lower their bids on the replacement cattle 
thereby allowing the backgrounding opera-
tor to buy feeder cattle at a reasonable price.  

This leads me to the third characteristic, 
which is called the constellation of prices. 
Feeder cattle futures will often behave like 
the nearby live cattle futures; however, in 
theory, the feeder cattle futures are the live 
cattle five months forward. For example, 

the April 2017 live cattle futures rallied 
by $20 since the lows in October 2016. At 
the same time, the May 2017 feeder cattle 
futures have strengthened by a similar 
amount. I’ve attached a chart including 
both the feeder and live cattle futures. If a 
producer bought feeder cattle during the 
price lows last October, it would be dif-
ficult to hedge or use the price insurance 
program at reasonable levels. However by 
waiting for the April live contract to rally, 
in essence, will also pull up the feeder 
market. Cow-calf producers and back-
grounding operators need to have an idea 
of the market direction for fed cattle so 
that they can plan their hedging or insur-
ance purchase. 

In conclusion, understanding behaviour 
of the cash and futures markets is necessary 
for a successful risk management program. 
Whether producers use futures and options 
or the livestock insurance program, it’s 
important that they understand these char-
acteristics and use this knowledge in their 
own market analysis.  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.  
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  market talk By Jerry Klassen

Reading feedeR cattle 
futuRes maRkets

  futures compared



Sales&Events
EvEnts

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.

31  Cultivating the Great Claybelt symposium, 
Kapuskasing, Ont.

May
11-14  LMAC 38th Annual Meeting and 

Convention, at Perlich Bros. Auction Mart, 
Lethbridge, Alta.

25-27    British Columbia Cattlemen’s Association 
annual meeting, Coast Kamloops Hotel and 
Convention Centre, Kamloops, B.C.

 
salEs

March
7  Belvin Angus 5th Annual Bull Sale, at the 

farm, Innisfail, Alta.
10   Gelbvieh Advantage Bull Sale, Innisfail 

Auction Mart, Innisfail, Alta. 
10  A. Sparrow Farms Annual Bull Sale, at the 

farm, Vanscoy, Sask.
11 Edie Creek Angus, Ashern, Man.
11  LLB Angus — 31st Annual Bull and Female 

Sale, at the farm, Erskine, Alta.
13  Remitall Farms Bull and Select Female Sale, 

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

Olds, Alta.
17  Reese Cattle Co. Charolais Bull Sale, 

Innisfail Auction Market, Innisfail, Alta.
18  Oakview-Perkin-Triple R  Simmental Bull 

Sale, Brandon, Man.
18  Canada’s Red, White and Black Bull Sale, at 

Johnstone Auction Mart, Moose Jaw, Sask. 
18  Hwy 16 West 7th Annual Ranch Raised 

Multibreed Bull Sale, Mayerthorpe Ag Barn, 
Mayerthorpe, Alta.

18  Pleasant Dawn Charolais Bull Sale, at 
Heartland Livestock, Virden, Man.

20  SSS Red Angus 44th Annual Bull Sale, at SSS 
Red Angus North Sale Facility, Calgary, Alta.

20  Maple Lake Stock Farms, Kick Off to Spring 
Bull Sale, Hartney, Man. 

21  WLB Livestock 13th Annual Bull Sale, at the 
farm, Douglas, Man.

21  Diamond W Charolais and Angus Bull Sale, 
at Valley Livestock, Minitonas, Man.

21  Gilliland Bros. Charolais Bull Sale, at the 
farm, Carievale, Sask.

22  3rd Annual Elite Genetics Bull Sale, RSK 
Farms Sale Barn, Douglas, Man.

22  HTA Charolais and Guests Bull Sale, at 
Beautiful Plains Ag, Neepawa, Man.

23  Elder Charolais Bull Sale, at the farm, 
Coronach, Sask.

23  Wheatland Cattle Co. Annual Bull Sale, at 
the farm, Bienfait, Sask.

24  Top Cut 25th Annual Black Angus Bull Sale 
at Cowtown Livestock Exchange, Maple 
Creek, Sask.

25  Northern Alliance Bull Sale, at B.C. 
Livestock, Vanderhoof, B.C.

25  Shiloh Cattle Company Annual Bull and 
Replacement Heifer Sale, at the ranch, 
Craigmyle, Alta.

27  Riverstone Cattle Company Bull Sale, Olds, 
Alta.

27  Southwest Showcase Annual Bull Sale, 
Heartland Livestock, Swift Current, Sask.

27  Everblack Angus 16th Annual “Common 
Sense” Bull Sale, North Central Livestock, 
Vermillion, Alta.

28  Prairie Distinction Charolais Bull Sale, at 
Beautiful Plains Ag, Neepawa, Man.

30  Rivercrest Angus Ranch 14th Annual Spady 
Bull Sale, at ranch, Alliance, Alta.

30  Tannas Ranches 1st Annual Bull Sale, at the 
ranch, Water Valley, Alta.

april
1  Towaw Cattle Co, 38th Annual Bull Sale, 

Sangudo, Alta.
1   53rd Annual Manitoba Bull Test Station 

Bull and Female Sale, Douglas, Man.
1  Lauron Red Angus 26th Annual Bull and 

Select Female Sale, at the farm, Didsbury, Alta.
1  Alberta Shorthorn Association’s “Cowman’s 

Advantage Shorthorn Bull Sale,” Innisfail 
Auction Market, Innisfail, Alta.

1  Tri-N Charolais and Guests Bull Sale, at 
Heartland Livestock, Virden, Man.

1  Crescent Creek Angus 19th Annual Bull and 
Female Sale, on the farm, Goodeve, Sask.

2  Summit 3 Speckle Park Sale, Codiak Acres, 
Ardrossan, Alta.

3  North of the 49th Bull Sale, at Wilgenbusch 
Charolais, Halbrite, Sask.

4  JAS Red Angus “Buy the Beef Bull Sale,” 
Neepawa Ag Complex, Neepawa, Man.

4   Cedarlea Charolais and Windy Willows 
Angus Bull Sale, at Windy Willows farm, 
Hodgeville, Sask.

4  Top Cut Speckle Park Bull Sale, at Dryland 
Cattle Trading Corp., Veteran, Alta.

5  Peak Dot Ranch Ltd. Spring Bull Sale, at the 
ranch, Wood Mountain, Sask.

6  Hunter Charolais Bull Sale, at the farm, 
Roblin, Man.

7  Wilson Lees Value Added Bull Sale, at Right 
Cross ranch, Kisbey, Sask.

8  Six Mile Ranch 42nd Annual Bull Sale, Fir 
Mountain, Sask.

10  Justamere Farms 22nd Annual Bull Sale, at 
the farm, Lloydminster, Sask.

10  Moose Creek Red Angus, Yearling Sale, 
Kisbey, Sask.

11  Rodgers Red Angus 44th Annual 
Performance Bull Sale, Perlich Bros Auction 
Market, Lethbridge, Alta.

12  Anderson Cattle Company Inc., at the farm, 
Swan River, Man.

12  Flying K Ranch Annual Bull Sale, at the 
ranch, Swift Current, Sask.

13  South View Ranch 17th Annual Bull Sale, 
Ceylon, Sask.

14  Delorme Ranch Your Choice Bull & Heifer 
Sale, Cowtown Livestock, Maple Creek, Sask.

15  Cornerstone Charolais & Red Angus 
Bull Sale, at Whitewood Auction Mart, 
Whitewood, Sask.

15  Short Grass 39th Annual Bull and Female 
Sale, at the ranch, Aneroid, Sask.  c
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