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Brought to you by American Simbrah Breeders

INCREASING VALUE
By Caitlin Richards

Maurice Janda was a presenter at the 2018 Simbrah
Summit. 

Simbrah cattle on feed this summer at Graham Land and Cattle Co.

The American Simmental Association is currently conducting a steer feedout at Graham Land and Cattle Co.,
Gonzales, Texas (pictured). The feedout includes Simbrah sired cattle.

Simbrah producers came
together for the first annual
Simbrah Summit in San
Antonio, Texas in August.
Speakers and attendees
collaborated and discussed
ways to improve the
Simbrah breed throughout
the one-day event. 

Presenter Maurice
Janda of Graham Land &
Cattle Co. spoke to produc-
ers about a way to increase
their cattle’s value. While
he specifically spoke about
how it related to Simbrah
cattle, producers of all
breeds could take some-
thing away from his talk. 

As the feedyard manag-
er for Graham Land &
Cattle Co., Janda shared
with producers the impact
retaining ownership of
their cattle all the way to
harvest can have not only
on the Simbrah breed, but
also on their bottom line. 

“Hopefully, I will give
you an avenue to create an
interest in feeding cattle so
you can collect some of the
data as a group or individu-
ally to help promote your
breed,” said Janda. “Even
though, it may be some-

thing that you are not com-
fortable with or a little out-
side of your comfort zone.” 

Graham Land & Cattle
Co. is a custom feedyard
located in Gonzales, Texas.
Janda explained they have
a history of working with
producers to feed and fin-
ish out cattle as an exten-
sion of their operation. 

“We are truly a custom
feedyard. That is some-
thing Dr. Graham (owner)
has desired since he pur-
chased this in 1986,” Janda
said. “Whatever somebody
needs- we try to do it.” 

Over the years, Graham
Land & Cattle Co. has par-
ticipated in several feeding
trials and breed programs
to help producers and asso-
ciations collect valuable
data. Graham Land &
Cattle Co., with the help of
the packing plant, can
specifically help producers
collect data on rib eye area,
back fat thickness, quality
grade, yield grade and ten-
derness scores. 

“It is an opportunity to
understand a lot more
about your cattle when you
take them all the way to the

packing plant,” Janda said.
“Not just quality from a
dining experience, but also
average daily gains, feed
conversion rates and over-
all health. If you have never
owned a steer past the day
you weaned him, there is
probably a lot you can
learn about their health if
you own them through har-
vest.” 

During his presenta-
tion, Janda shared with
producers the data
Graham  Land & Cattle
Co. has collected over the
years on Simbrah cattle.
The data he shared was col-
lected on 214 head from
2006, 2007, 2008 and 2013.
He shared that the average
in-weight was 735.6 lbs. and
out-weight was 1,335 lbs.,
which correlates well with
what packers desire to “fit
the box.”

Additionally, he said the
Simbrah cattle’s average
daily gain was about 2.5 lbs.
per day and they had a con-
version rate just under 8
lbs. per day. Janda
explained that those are
pretty average numbers
and overall positive for fin-
ishing out a 700 lb. animal. 

Within those same 214

head of Simbrah cattle, 3%
graded prime, roughly 70%
graded choice and about
25-27% graded select.
Janda said those were fan-
tastic numbers compared
to the rest of the cattle
within their feedyard – with
the exception of their
Wagyu cattle. 

“We are already seeing
some great numbers in the
Simbrah cattle going to the

packing plant,” Janda said.
“Simbrah cattle fit very
well into what we do with
the Brahman influence that
they carry. The carcass
quality they present allows
us to sell those cattle just
about anywhere in the
country and they are prob-
ably going to be profitable
for you.” 

What allows Simbrah
cattle to do well at Graham
Land & Cattle Co., Janda
explained, is the area’s cli-

mate and the products they
feed. The mild tempera-
tures of South Texas, along
with feeding brewers grain
bode well for the breed,
which allows them to per-
form high. 

“The climate we have
and the products we have
available allow us to take
fantastic care of those cat-
tle and get them to grade
like their genetics will
allow them too,” Janda
said. 

(Continued on page 2)
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When considering re-
taining ownership, these
factors are important for
producers to take into
account. Certain breeds
need to be fed in certain

areas, Janda explained, in
order to maximize their
potential. In his presenta-
tion, he pointed out a par-
ticular picture of Simbrah
cattle feeding at the bunk. 

“This picture was taken
earlier in August at about
11:30 a.m. when it was 95

degrees and 85% humidi-
ty,” Janda said. “All of
them are at the feed bunker
eating – that is what you
want to see.” 

Most producers take a
traditional marketing ap-
proach because of logistics
and the minimal risk it
presents. When producers
take their cattle to the sale
barn it is simple, Janda
explained, but producers
lose not only potential
data, but potential dollars.

“The shrink going from
your ranch with an
unweaned animal through
the sale barn is about 9%,”
Janda said. “That
unweaned animal goes
straight to the sale barn and
is going to lose a lot of
weight and you aren’t going
to get paid for that. A pre-
conditioned animal is going
to do much better in that
scenario or much better
going through the feed-
yard.”

In order to retain own-
ership and see extra dol-
lars, Janda said producers
need to implement a true
45-day weaning program
where the calves have been
taken off of the cow,
received two rounds of res-
piratory vaccines and black
leg, dewormed and started
on a grain diet. Imple-

menting these measures
sets the calves up to suc-
ceed in the feed yard
because their rumen is pre-
pared. 

“That is a very stressful
moment in the animal’s
life,” Janda said. “It has
been weaned, hauled and
vaccinated. Then at that
point you have its changed
feed – you are looking at a
potential disaster. So that
weaning process, or pre-
conditioning process, is
extremely important to
ensure those animals will
make it because they are
going to be with us for a
long time.”

Janda broke down
exactly how retaining own-
ership can beef up a pro-
ducer’s bottom line when
compared to a traditional
marketing approach. Bas-
ed on current market and
input prices in August,
Janda figured producers
could potentially see a
$73.51 per head increase in
income when comparing
retained ownership to tra-
ditional marketing at
weaning.

As it relates to the
Simbrah breed, producers
can gain valuable informa-
tion to help market their
breed to other producers.
However, no matter what

breed a producer is raising,
retaining ownership can
help all producers market
their cattle better and man-
age their operation more
effectively. 

“I understand what we
do is a very small portion of
your business,” Janda said

in closing. “But I also think
what we do can add value
to the rest of your business
by feeding those cattle for
you. I hope we can add
value to your herd by gain-
ing some information and
generating data for all.”

***

(Continued from page 1)
Value...
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Mark and Martha McCrary
903-667-5135 • 903-278-6819 • mamamc4@sol.com • 307 North Runnels • DeKalb, Texas 75559

We accept calf scramble certificates.

Discover the difference of a
McCrary bull for your program.

Discover the difference of a
McCrary bull for your program.

McCrary Smith Inspired
A polled three-quarter bull

Sired by Smith McCrary Andy Black
He has a top 15% ranking in the breed for All Purpose Index and a

top 10% for Terminal Index

Smith Just Because
A polled three-quarter bull

Sired by Smith Stout N Black
Ranks in the top 1% of the breed for All

Purpose Index and the top 10% for
Terminal Index

Smith Fear Not
We just added this young, promising
herd sire prospect to our program
A polled purebred Simbrah bull
Sired by Smith Have No Fear
He’s loaded with potential and is backed
by generations of predictability.

FOR YOUR SIMMENTAL AND SIMBRAH CATTLE, CALL US!

He comes with a proven pedigree. His sire, Smith TMP Red
Jewel is an international champion, and is siring calves with lots
of performance. 

If you are looking for a calving ease bull,then this one fits the
bill. His EPDs rank him in the top 10% of the breed for calving
ease and 20% for birth weight and add to that he ranks in the top
10% for weaning and 15% for yearling---that’s the kind of spread
you want, if easy calving and pounds at weaning and yearling are
how you make your money.

WE INVITE YOUR INQUIRIES ON THIS SIRE AND WE HAVE
OTHER SELECT SIMBRAH FEMALES FOR SALE

We have a two-year-old
red, polled purebred Simbrah bull for sale.

Shallow Water Ranch

WE HAVE THE BLACK SIMBRAHS
YOU NEED

LOOK FOR OUR BULLS AT THE 2019 SAN ANTONIO,
HOUSTON AND BEAUMONT SALES!

Show heifers also for sale - 
we are Superbowl sponsors.

Breeding Registered BLACK Simbrah Since 1993.

Shallow Water Ranch

21501 CR 496 • Rising Star, Texas 76471
Bobby and Jeanne Thornhill

254/643-6715 (R) • 325/647-4030 (C)

Shallow Water Ranch
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Tom Brothers Ranch
schedules sale
Tom Brothers Ranch,

Campbellton, Texas, will
kick off their private treaty
bull sales on Dec. 8th. The
event will be held at the
ranch and the offering will
include 35 SimAngus and
Simbrah bulls. They will
sell with complete per-
formance information and
interested cowmen are
invited to visit their web-
site, www.tombrothers
ranch.com for photos, cata-
log and details. For addi-
tional information, contact
Ellen Tom at 210/313-0020
or ellen @tombrothers
ranch.com or Philip Tom,
512/296-6845 at philip@
tombrothersranch.com.

Buzzard Hollow
Ranch to host

bull sale
Buzzard Hollow Ranch

will host their bull sale on
Jan. 26th at the ranch in
Granbury, Texas. The sale
will be on www.DV
Auction.com. The offering
will include a selection of
SimGenetic bulls. For
more information visit
www.bhr-simmentals.com
or call Fred Schuetze at
817/573-0957.

Simbrahs compete
in bull test

The Rio Grande Valley
Beef Improvement Asso-
ciation (RGVBIA) held its
annual all breed gain test.

There were over 90 bulls
inclluded in  the test and
the RGVBIA Index is the
ratios of the following com-
puted with each age group
and breed: 30% for average
daily gain; 20% rib-eye
area/cwt, 20% weight per
day of age, 20% marbling
and 10% scrotal circumfer-
ence.

Reavis Farms, Mission,
Texas, had the high index-
ing Simbrah bull and the
third highest indexing bull
overall with a RGVBIA
Index of 123.00. The bull
sired by RFI Real Deal was
the champion in the inter-
mediate division. 7N
Ranch, Donna, Texas, had
the champion junior Sim-
brah bull with an index of

108.23, while La Muneca
Cattle Co. had the reserve
champion with an RGV
BIA Index of 103.68. 7N
and La Muneca also had
the champion and reserve
champion calves with bulls
that indexed 112.45 and
108.20,  respectively.

7N saw their Simmental
bull have the highest index
on the test with a 125.94
RGVBIA Index. The bull
is a son of Mr. NLC Up-
grade.

The top 32 bulls were
offered for sale through an
online auction. The
RGVBIA is now conduct-
ing another test and the
online sale will be March
15-18th.

SimGenetic steer
feedout underway

Currently, the Ameri-
can Simmental Association
(ASA) is conducting a
SimGenetic Steer Feedout
which includes Simbrah
sired steers at Graham
Land & Cattle Co., Gon-
zales, Texas. The test began
Nov. 1 and  a field day will
be held at a later. For addi-
tional information contact
Chip Kemp with the ASA
at ckemp@simmgene.com
or 406/587-4531.

Feed intake
project underway

The American Sim-
mental Association (ASA)
is collecting feed intake
data coupled with the car-
cass merit program and
your help is needed. Your
gift to the American
Simmental-Simbrah Foun-
dation, earmarked for the
feed intake project, will
help make collecting feed
intake data a reality for
ASA. For more informa-
tion contact Fred Schuetze,
research fundraising chair-
man at 817/894-0563 or
bhr@speednet.com. You
may also contact ASA staff
members Jackie Atkins at
jatkins@simmgene.com or
Chip Kemp at ckemp@sim-
gene.com.

Genetic selection
for calving ease
The most important

factor affecting calving dif-
ficulty is birth weight of the
calf in relation to size of the
dam. Genetics influences
birth weight. Birth weight
was one of the four traits
(along with weaning
weight, yearling weight,
and maternal ability which
is often called “milk”) orig-
inally evaluated with

Expected Progeny Differ-
ence (EPD), an estimate of
genetic transmitting poten-
tial. Birth Weight EPD
includes records not only
from an individual, but also
from relatives and progeny.
So, if Birth Weight EPD is
available for an individual
it should be used in genetic
selection instead of the
individual’s actual birth
weight, which can be highly
influenced by non-genetic
factors.

Birth Weight EPD is
just an indicator of calving
ease. As breed genetic
evaluation programs evolv-
ed, EPD was developed for
actual calving ease. EPD
for calving ease includes
the effect of birth weight
and so should be used
instead of Birth Weight
EPD. And when EPD for
calving ease is available, it
should be used alone with-
out considering Birth
Weight EPD.

Most breed associations
report two estimates of
calving ease. One is Direct
Calving Ease EPD. It
should be thought of as a
factor of the calf, i. e., how
easily the calf is born. This
is the EPD that should be
considered in predicting
ease of birth of a sire’s

(Continued on page 12)
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Lineup of carcasses from the Pine Ridge cattle fed at Graham Feedyard
and harvested at Sam Kane in 2018.

Simbrah carcass merit
Over the past several

years, Bill and Jane Travis
have fed their Pine Ridge
Ranch Simbrah cattle at
Graham Land & Cattle in
Gonzales, Texas and had
them sent to Kane Beef
where Dr. Joe Paschal,
longtime livestock special-
ist with Texas A&M Agri
Life Extension, collects
carcass data and tender-
ness results for them and
other breeders feeding at
several feedyards in South
Texas.

In 2018, Pine Ridge sent
two loads of cattle, 22 head
in March and 63 head in
July, that were typical of
the performance of this
carefully selected Simbrah
cattle. The first group

weighed 1428 pounds and
dressed at 63.2% for an
average carcass weight of
866 pounds. These cattle
had only .30 inches of rib
fat, but had an average rib-
eye area of 16.9 square
inches or 1.95 square inches
of ribeye muscle per 100
pounds of carcass weight.
Typically, 1.80 is consid-
ered muscular. These cattle
had an average marbling
score of Small 84 (Low
Choice). A total of 73%
were Choice or Prime with
an average yield grade of
1.6. Warner-Bratzler Shear
Force (WB SF) averaged
5.07 pounds with no steak
over 6.50 pounds (values
over 8.0 pounds are not
considered tender). 

Their next load of 63
steers sent to Kane Beef in
July averaged a little light-
er, 1320 pounds and dres-
sed 63.5% for an average
carcass weight of 805
pounds. These cattle had
.33 inches of rib fat and 15.6
square inch ribeyes and
again 1.95 square inches of
ribeye muscle per 100
pounds of carcass weight.
The average marbling
score of these cattle was
Small 87 (again on the up-
per end Low Choice).  A
total of 68% were Prime
(5%) or Choice and had an
average yield grade of 1.9.
WBSF averaged 5.59
pounds with only one ani-
mal being considered not
tender.

Dr. Paschal says he has
data on Pine Ridge’s cattle
going back several years
and the performance of
these cattle are typical of
their cattle each year.

The Travis’ have been
pursuing carcass data for
the Simbrah breed for
years and are staunch ad-
vocates for tracking the
data and using it to im-
prove their herd and the
breed.

***

By Martha Holllida Garrett 

We have the replacement females you want—pairs and breeding age heifers.  We’ve been
in the business for more than 30 years and we have developed our herd to fit the

demands of cattlemen who want profitable, low maintenance, high fleshing and
strong maternal influences.

Call us, we will be happy to discuss.

Also we want to announce that we have purchased the 
Hallak Ranch herd recently and will be adding these genetics
to our program. 
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The building blocks to commercial genetic awareness
By Lane Giess, American
Simmental Association
Director of Commercial
and Non-traditional Data
Programs

The commercial pro-
grams offered by the Ame-
rican Simmental Associa-
tion (ASA) are an effort to
provide genetic tools to the
largest sector of the beef
industry; the commercial
cattlemen. These efforts
are supported through
multiple ASA programs
and the world’s most com-
prehensive beef genetic
database. The three pillars
to ASA’s Commercial Pro-
grams are the Total Herd
Enrollment - Commercial
option (THE-CM), Cow-
herd DNA Roundup
(CHR), and the IGS Feed-
er Profit CalculatorTM
(FPC). These three pro-
grams allow you to maxi-
mize the genetic awareness
surrounding your program
and to make better man-
agement and selection
decisions.

Each of these programs
is designed to offer assis-
tance at three key manage-
ment moments in your pro-
duction system; breeding,
heifer selection and wean-
ing. This article will briefly
dive in to how each pro-
gram functions.

Total Herd Enrollment -
Commercial

The THE-CM is the
foundation to these pro-
grams and allows you to
fully capitalize on the true
genetic awareness of your
cowherd. This is a herd
reporting program that
helps isolate the known
genetic potential of every
female you own. The indus-
try’s best metric for under-
standing genetic merit on
individual animals is
through an expected prog-
eny difference (EPD). Sim-
ply put, an EPD informs
you of the difference in
production value for a
given trait compared to the
average animal. These are
all calculated through pedi-
gree relationships and per-
formance records - and
genomics if desired. Selec-
tion indexes take that one
step further by combining
multiple economically rele-
vant EPD’s along with
industry costs and thresh-

olds into a prediction
model. Your seedstock
provider undoubtedly uses
EPD’s and selection index-
es to make mating deci-

sions, why shouldn’t you
have the same technology?
http://www.simmental.org/
site/index.php/the-require-
ments
Cowherd DNA Roundup

The CHR is your oppor-
tunity to push the accelera-
tor on female genetic
awareness. Every cattle-
man understands who their
best producing cow is, but
do they know right away
which replacement heifer
will fill that role? The field
of genomics allows us to

gain a better understanding
of a young heifer’s genetic
potential even before she
start producing. This tech-
nology utilizes known
regions on the bovine
genome that impact specif-
ic economically relevant
traits. For example,
longevity in cattle is known
once they've been in pro-
duction for almost a gener-
ation, but you would hope
to know that information
before you invested time
and money in replace-

ments. Through genomics,
we can use known genetic
markers to give us an indi-
cation of whether a female
may last in the herd longer

(or shorter) than others.
The CHR will provide you
with years of information
before you have to invest

(Continued on page 6)
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years of time.  This pro-
gram is very time sensitive
so if you are interested, call
today.
Simmental.org/chr

Feeder Profit Calculator
While the other two

programs are focused
around your cowherd, the
FPC is centered around
where you make ends
meet. You’ve invested a lot
of time and money into not
only your cowherd, but also
your bull battery because
you know role genetics
plays in the end product.
You’ve also invested in
your management proto-
cols to ensure the feeder
calves you raise will stay
healthy and perform in the
feedlot. These investments
help you stay profitable
and build a more valuable
feeder calf, but are your
buyers aware of your com-
mitment? The FPC is a
third-party view of the
profit potential on your calf
crop through the under-
standing of genetics, health
and management. Your
buyers want low risk, high
potential calves with earn-
ing potential.  You want to
highlight that your calves
fit their need.  As opposed
to traditional marketing
slogans and empty state-
ments lets provide true
awareness.  Oh, and it is at
no cost.

We can know or guess--
choose know. 

Internationalgeneticso
lutions.com

***

(Continued from page 5)
Awareness...

SimGenetic sires recognized
by Integrity Beef Alliance

BOZEMAN, MT---
SimGenetic sires are now
recognized by Integrity
Beef Alliance (IBA) as
part of their value-added
program. IBA is a compre-
hensive beef production
system through which
members can utilize stan-
dardized management
practices, marketing out-
lets, data utilization, assis-
tance procuring replace-
ment cattle, and additional
support. IBA's Terminal

Calf Program provides
members with the option of
participating in a value-
added calf sale and offers

producers additional sup-
port such as data consulta-
tion. The Replacement
Female Program offers
producers the opportunity
to market females to IBA
Terminal Calf Program
participants. IBA helps
members produce a prod-
uct that exceeds consumer
expectations.

"Integrity Beef Alliance
is pleased to announce the
recent inclusion of the

Simmental breed as an
approved bull for use in the
value-added program,"
said Robert Wells, Alliance
executive director. "Sim-
mental cows were already
approved. We believe this
will allow commercial pro-
ducers utilizing Simmental
genetics an additional
opportunity to be recog-
nized and receive premi-
ums for all the value-added
traits they build into their
cattle. Integrity Beef
Alliance has an 18-year
track record of producing
high-quality value-added
calves for the industry and
which consumers are

demanding."
Chip Kemp, American

Simmental Association
director of commercial and
industry operations, ex-
pressed ASA's enthusiasm
about ASA's relationship
with IBA. "The inclusion
of SimGenetics into the
Integrity Beef Alliance
program is a win for all
involved," said Kemp.
"This allows those savvy,
profit-focused commercial
producers involved with
IBA the freedom to incor-
porate today's Simmental
influenced genetics to add
serious value to their feed-
er calves and to add mean-

ingful maternal merit as
well. The evolution of
SimGenetics, and the fact
that this evolution is
backed with fact-based sci-
ence, makes for an ideal
complement to the pre-
dominant cow base in the
south central portion of the
U.S. The data is clear, the
overwhelming majority of
commercial operations can
benefit from an infusion of
Simmental genetics. We
are pleased the IBA lead-
ership team has welcomed
SimGenetics into their pro-
gressive and highly regard-
ed data-driven program."

***
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Shopping for a new bull?
Here’s your guide

If you have been in the
cattle business for very
long, you are intimately
familiar with the many pur-
chasing decisions that your
operation requires you to
make. From feed and min-
erals to medications, equip-
ment, and pasture manage-
ment, it seems that the task
of finding the best option
for your operation is never-
ending. While operational
decisions are undoubtedly
important, there is one pur-
chase that is a tangible
investment in the future of
your program. If you
choose natural service as
your primary breeding sys-

tem and maintain a closed
herd, the only source of
new genetics you bring into
your program will be from
the bulls you select.

Research has shown
that following three gener-
ations of retained replace-
ment females, 87.5% of the
genetic make-up of the
heifers you retain is the
result of your last three bull
purchases. This makes your
herd sire purchasing deci-
sions critical to your opera-
tion’s success. When you
consider purchasing a herd
sire, there are a set of mini-
mum standards that each
bull should meet for con-

sideration, and then there
are “extras” that a seed-
stock producer may choose
to provide which will add
value to a bull. It really is
impossible to buy a bull
that is “too good”; howev-
er, it is entirely possible to
buy a bull that is “too
expensive,” so let’s take a
look at some factors to con-
sider when you are stand-
ing in the sale pens decid-
ing what to buy.

Information you
should expect

Earlier in this piece, it was
mentioned that certain
minimums should be con-
sidered when purchasing a
bull. By this, we mean if the
following information is
not available to you, con-
sider it a deal-breaker,
shake hands and walk
away.

Fertility
If you read many of

these articles you know
that the sale of one calf per
cow per year is the only real
source of revenue for cow
calf producers. While it is
true that some income can
be generated by the sale of
cull cows and bulls, sale of
these animals costs the
operation in terms of capi-
tal, and will not translate
into profit over time. It’s
unfair to say that every cow
that doesn’t get bred is the
bull’s fault. Cow fertility is a
complex matter independ-
ent of the bull, but it is cer-
tain that bulls who are
unable or unwilling to
breed cows will result in a
loss of revenue. Bull fertili-
ty is a function of several
factors including but not
limited to age, genetics,
nutrition and health; how-
ever, the only objective
method for evaluating bull
fertility is a breeding
soundness examination
(BSE). For this reason, it is
critical that any bull you
purchase should have pas-
sed a BSE in the past 30-60
days. A BSE should be per-
formed by a licensed vet-
erinarian or trained profes-
sional and should comprise
an assessment of scrotal
circumference, sperm con-
centration, motility and
morphology, the bull’s phy-
sical ability to breed based
on structure and general
health, and physical exami-
nation of the reproductive
organs (Table 1). A “satis-
factory” bull is determined
to be acceptable for all cri-
teria. It is important to
note that this is not a guar-
antee of fertility, but that
nothing was found that
would affect potential fer-
tility. Bulls, particularly

By University of Georgia Staff

This group of Simbrah bulls was photographed at Shallow Water Ranch.

(Continued on page 9)
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Make weaning and preconditioning
a worthwhile investment

By Jason Smith, Assistant Professor and Extension Beef Cattle Specialist, Department
of Animal Science, University of Tennessee Institute of Agriculture

Time and time again,
the data tells us that prop-
erly weaned and precondi-
tioned calves are more
valuable than calves that
were “weaned on diesel
fuel.” And it is beyond the
shadow of a doubt that
weaning and precondition-
ing is the right thing for our
industry. So why don’t
more of us employ weaning
and preconditioning as a

routine management prac-
tice? In short, it doesn’t
always yield a positive
return on investment.
This doesn’t mean that it
can’t, and it doesn’t mean
that it won’t. It just means
that if we aren’t focusing on
adding additional value to
the cattle above and
beyond just being able to
call them weaned and pre-
conditioned, it may not

seem like the juice is worth
the squeeze.

We know that the fact
that calves are no longer
balling adds value. We
know that castration and
dehorning add value. We
know that any of a number
of defined vaccination and
deworming programs add
value. We know that
bunk-breaking and famil-
iarity with a waterer adds
value. And we know that
marketing calves in a way
that puts them in front of
customers that recognize
the benefit of these things
adds value. So, if this is the
case, why are the returns
often too small to entice
more adoption?

Simply put, pounds still
pay. And unfortunately, a
4 – 5 % “value-added” pre-
mium for weaned and pre-
conditioned calves may not
offer enough “juice” for
many to justify “the
squeeze.” Even if it is the
right thing for the industry,
my experience has been
that a month and a half of
time and effort that pays
for itself without any addi-
tional return is a hard sell.
So, considering that it is the
right thing to do for the
industry, how do we add
enough additional value
during that period to yield
enough of a return to make
it worth our while and then
some? Nutritional man-
agement and time.

Expect 500 to 600 lb.
calves to lose roughly 50
lbs. at weaning. Even
when a portion of that is gut
fill, if those calves are man-
aged to gain only 1 to 1.5
lbs. per head per day during
a 45-day preconditioning
phase, we essentially get
them back to where they
started at weaning time –
and that’s about it. In that
scenario, the additional
value that was added to the
cattle through being able to
label them as weaned and
preconditioned is often off-
set by the expenses that it
took to get them there. If
managing calves for a rate
growth that will add addi-
tional value through weight
gain is not a primary focus
of your program, don’t
expect weaning and pre-
conditioning to be a game-
changer on your sale ticket.

But, those same calves
are managed to gain 2 to 2.5
lbs. per head per day during
that same 45-day weaning

(Continued on page 11)

We Believe In SimGenetic Cattle
And Believe They Can Work For You

WE HAVE BULLS AND REPLACEMENT FEMALES FOR SALE
WE’D LOVE TO SHOW YOUR OUR PROGRAM AND OUR CATTLE.

VISITORS ALWAYS WELCOME.

JOHNSON
CATTLE CO.

Wayne Johnson 830/391-2571
Kenny Johnson 361/438-3413
wjohnson4945@sbcglobal.net

Tim Smith consultant
512/587-7896  • smithgenetics1@gmail.com

Follow us on Facebook- Johnson Cattle Company, Kenedy, Texas

Wayne Johnson 830/391-2571
Kenny Johnson 361/438-3413
wjohnson4945@sbcglobal.net

Tim Smith consultant
512/587-7896  • smithgenetics1@gmail.com

Follow us on Facebook- Johnson Cattle Company, Kenedy, Texas
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yearlings,  must  be  observ-
ed to ensure that accept-
able libido or sexual desire
persist through the breed-
ing season after purchase.

Animal health
Do not buy bulls, or any

breeding cattle for that
matter, if health and vacci-
nation status has not been
verified. Bulls from rep-
utable programs will be
vaccinated and a simple
look at the sale catalog or
conversation with the seller
should provide all the
information you need for
your records. In addition to
confirming that vaccina-

tions have been given,
inquire as whether any
boosters have been given
and the date of the last vac-
cination. Any animal that
you bring onto your farm
should go through a quar-
antine period, but it is
important to know when
vaccines were given
because it takes time (30-45
days is best) for immunity
to build after a vaccination
is administered. Stress
caused by sale day, hauling,
commingling with other
bulls, or turnout on cows
can slow this process down.
It is vital that your new bull
have peak immunity in the
first 30 days after turnout
so that fertility issues asso-
ciated with disease or vac-
cine stress are minimized.
Apart from vaccines, bulls
should be bright eyed and
active with no signs of res-
piratory or digestive dis-
tress. They should have
tested negative for PI-
BVD and results available
for your inspection. Feet
and legs should be exam-
ined for soundness, and
body condition score
should be no lower than a 5
on a 1 to 9 scale. A desir-
able BCS of 6 is pictured in
Figure 1. Note that the ribs
of the animal are not visible
and that there is noticeable
fat covering in the forerib

and small pones around the
tail head. There should be
noticeable flesh in the bull’s
flank and moderate width
and substance to the
brisket area. In the case of
aged or non virgin bulls,
negative test results for tri-
chomoniasis, tuberculosis
and PI-BVD are also rec-
ommended in addition to
the records previously dis-
cussed. 

Performance data and
genetic information

The amount of genetic
and performance informa-
tion offered during the sale
of bull varies by seller and
scenario. Bulls sold pri-
vate treaty, may have less
data available than those
sold through a sale. Sale
catalogs are an excellent
place to find this informa-
tion. Performance data
may or may not be present-
ed, but is usually shown as
adjusted weaning or year-
ling weights, average daily
gains, or weight ratios. If
you have done business
with the breeder before
and know the consistency
and quality of his program,
performance information
is extremely valuable in
sorting through a bull
offering. The deal-break-
er here is genetic informa-
tion, potential herd sires
need to have genetic infor-

mation at least in the form
of EPDs. The exception
here is obviously commer-
cial bulls that are not regis-
terable through a breed
association, but in the case
of registered bulls, genetic
information should be pro-
vided. 

In visits to operations,
we are often directed
toward a bull and told that
he is a purebred, but wasn’t
registered. The value of a
registered bull is in having
access to pedigree informa-
tion and genetic predictors,
so if you are not going to
see these benefits, don’t
pay registered prices for

unregistered cattle. The
focus of this article is not
how to use EPDs, that’s a
conversation for another
day, but the point is that
whether you make your liv-
ing with cattle or work a
full-time job and just have
20 head on the old home
place, the ability to select
bulls based on genetic
merit will positively impact
your bottom line as long as
the cattle are managed
properly.

Information that 
adds value

At a bare minimum, the
information in the previous
section should be available

on any bull you consider
for purchase. Some pro-
gressive producers may
choose to collect more
information on their bulls,
or manage the cattle in
such a way that their value
is increased and a higher
sale price may be justified.

Guarantees
No one raises seedstock

without selling a bull that is
either infertile or sub fer-
tile at some point, the
measure of a good seed-
stock producer is in how he
manages these issues.
Guarantees are common in
the bull market, but they

(Continued from page 7)
Shopping...

(Continued on page 12)

If you have been in
the cattle business
for very long, you
are intimately
familiar with the
many purchasing
decisions that your
operation requires
you to make

“

“

Lazy SF Ranch
Craig and Doug Schultz • 6899 Rossignol Road • Bell City, LA 70630

Craig 337-802-2173 – Doug 337-540-8901 • lazysfranch@live.com

We Have

Them!

Lazy SF Ranch is home to
Simbrah, Simmental,

Fleckvieh, and we have
F1 Simbrahs

Come visit us when it’s
Simgenetics you need.

We have built our herds on
proven and profitable lines!

We would love to show you
some South Louisiana

hospitality

BULLS • REPLACEMENT • FEMALES
SHOW HEIFERS WE HAVE THEM

We Have

Them!
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American Simbrah - The World’s Breed
Please Contact These Progressive Breeders

9660 FM 713

Dale, Texas 78616

512/507-5719
rrtranspo@yahoo.com

Ronnie Reeves

3300 Longmire Drive
College Station, Texas 77845

800-786-4066 • 979-693-0388 • 979-693-7994 Fax
carl@bovine-elite.com • www.bovine-elite.com

Bovine Elite, LLC

* Semen & Embryo Sales
* A.I. & ET Equipment Sales
* MVE & Taylor Wharton Tanks
* A.I./Palpation Clinics
* TruTest Scales
* Professional Exporting 

& Importing
* Semen & Embryo Warehousing
* A.I. Consultation

SIMBRAH CATTLE
LITTLEFOOT CATTLE

COMPANY

4410 Meyer Road
Needville, Texas 77461

Home: 979/793-3482 • Cell: 832/473-0671
dlitefoot@yahoo.com •

www.Littlefootcattle.com

Doug, Karen, Daniel and Kevin Lightfoot

KATHY HUTTO &
JEFFREY REED

9660 FM 713
Dale, Texas 78616

512/507-5718

Embryos for sale sired by Charismatic

Simmental and Simbrah
For cattle information contact  Tim Smith,

512/587-7896

Featuring Sargeant
daughters 

STARTING WITH THE BEST

Bob Buresh

BURESH
CATTLE

For information contact our consultant,
Tim Smith, 512/587-7896

We have the influence of Priceless in our
young program.

HODGES CATTLE COMPANY

Featuring the influence of WHF Devils Cut

Sam Hodges
1311 Goliad St.

Houston, TX 77007
903/701-7929

SamHodges90@gmail.com

SIMMENTAL& SIMBRAH
BULLS & FEMALES

R F
obertson

arms
14846 South Hwy 183

Luling, TX 78648
512-217-6205

rtfarms@gmail.com

Ryan Robertson
Paul Estes 580-675-2407 home, 

940-357-1454 cell 
Dr. Ben Estes, DVM 940-357-1483 cell 

estesfamily@swoi.net
4100 CR 290 Wellington, TX 79095

Simbrah-Simmental

ESTES
RANCH

Jason Smith, Aimee & Andy Nienaber, 
Lisa & Nathan Naive,  William & Beth Smith

For information contact Tim Smith, 
smithgenetics1@gmail.com • 512/587-7896

Smith Andy N Black

KENTUCKY DIVISION
Quarter Horses, 

Simmental and Simbrah Cattle

• CALENDAR •
Nov. 17-20-LMC & Friends Giving THANKS Online Sale 
Dec. 1st-Louisiana Simmental/Simbrah Association Sponsored All Breed Junior Cattle Show, Lake

Charles, Louisiana
Dec. 8th-Tom Brothers Ranch Opening Day of Private Treaty Sale, Campbellton, Texas
2019
Jan. 26-Buzzard Hollow Ranch’s Annual Bull Sale, Granbury, Texas
Jan. 28-Junior Simbrah Heifer Show, Fort Worth Livestock Show, Fort Worth, Texas
Feb. 2-Cowtown Classic SimGenetic Sale, Fort Worth Livestock Show, Fort Worth, Texas
Feb. 3-Open Simbrah Show, Fort Worth Livestock Show, Fort Worth, Texas
Feb. 9-Fort Worth Livestock Show Commercial Female Sale, Fort Worth Livestock Show, Fort Worth,

Texas
Feb. 11-National Simbrah and National Percentage Simbrah Shows, San Antonio Livestock Show, San

Antonio, Texas
Feb. 13-Simbrah-Simmental Superbowl, San Antonio Livestock Show, San Antonio, Texas
Feb. 13-San Antonio Livestock Show All Breed Bull and Commercial Female Sale, San Antonio

Livestock Show, San Antonio, Texas
Feb. 14-Junior Simbrah Heifer Show, San Antonio Livestock Show, San Antonio, Texas
Feb. 16-19-LMC GenePLUS Online Sale XXVI
Feb. 26-TSSA International Simmental/Simbrah Sale, Houston Livestock Show, Houston, Texas
Feb. 27-International Simbrah Show, Houston Livestock Show & Rodeo, Houston, Texas
Feb. 27-Houston Livestock Show All Breed Bull and Commercial Female Sale, Houston Livestock

Show, Houston, Texas
Mar.7-Junior Simbrah Heifer Show, Houston Livestock Show & Rodeo, Houston, Texas
Mar. 13-Junior Simbrah Heifer Show, Rio Grande Valley Livestock Show, Mercedes, Texas
Mar. 14-Open Simmental Simbrah Show, Rio Grande Valley Livestock Show, Mercedes, Texas
Mar. 23-26-LMC GenePLUS Online Sale XXVII
Mar. 30-Junior Simbrah Show, Star of Texas, Austin, Texas

and preconditioning phase
(and it isn’t incredibly diffi-
cult or expensive to do so),
that’s an additional 40 to 60
lbs. of added weight. So
now, we have not only the
additional weight, but also
the premium associated
with the fact that we can
call them weaned and pre-
conditioned.

Most programs require
a minimum weaning and
preconditioning phase of
somewhere in the realm of
45 days. Unfortunately, it
seems like many groups of
calves are managed as if
they couldn’t get to the end
of that 45-day period and
cattle shipped soon
enough. But unless those
calves were creep fed,
expect their gain to be
back-loaded. Extending
that time frame – even by
two weeks – can pay huge
dividends.

Extending the phase
from 45 to 60 days, and
managing the cattle on that
same plane of nutrition
often adds somewhere in

the realm of an additional
120 lbs. of weight gain dur-
ing that 60-day period of
time. And we can expect
that additional weight gain
and value-added premium
to add $150.00 to $200.00 in
value per head. If we focus
on utilizing high quality
forages (pasture or har-
vested), an economical
source of supplemental
energy and protein, and a
complementary mineral
and vitamin supplement to
do so, that will generally
result in a $30.00 to $50.00
per head return over
investment.

Do you know of any
banks offering more than a
10 to 20% interest rate over
a 60-day investment peri-
od? I don’t either. But if
done properly, weaning
and preconditioning can.
And if necessary, work with
your nutritionist or Exten-
sion personnel to ensure
that your investment in
weaning and precondition-
ing adds value to your
calves in a way that widens
your profit margins, rather
than just becoming an
added expense.

(Continued from page 8)
Worthwhile...

P.O. Box 1085

979/777-0771
Caldwell, Texas 77836

www.melsonsimbrah.com
melsonsimbrah@gmail.com

Mark Melson

For more
information
on Simbrah

visit:
www.

simbrahworld.com
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calves.  The  other  is Mater-
nal Calving Ease EPD, i. e.,
how easily a female gives
birth. In sire selection,
Maternal Calving Ease
predicts calving ease of a
sire’s daughters.

Direct and Maternal
Calving Ease are different
traits. Just because a sire
has a desirable Direct
Calving Ease EPD does
not mean his daughters will
necessarily be easy calving.
This is a common miscon-
ception. In fact, most
research shows a negative
genetic relationship, rang-
ing in magnitude from low
to medium depending on
the particular study. So, if
you are selecting terminal
sires (with no replacement
heifers to be saved) you
should concentrate only on
Direct Calving Ease EPD.
But if you save heifers, you
should consider both Di-
rect and Maternal Calving
Ease. You can find sires
with desirable EPD for
both Direct and Maternal,
but it will not be as easy as
when looking for Direct
alone.

Source: Texas A&M
Beef Browsing Newsletter

Simbrah
promotional items

available 
The American Sim-

mental Association (ASA)
has marketing materials for
the Simbrah breed. A
brochure and signs are
available which promote
Simbrah as the crossbreed-
ing choice. For details on
how you can get copies of
the brochure for distribu-
tion and have the sign at
events in your area, contact
the ASA at 406/587-4531.

(Continued from page 3)
News...

vary in content from seller
to seller. Some guarantees
only last for 30 days while
others may guarantee the
bull through the first
breeding season. Guaran-
tees may pledge a full
refund or simply adjust the
terms of sale; however,
guarantees usually come in
one of four types:

1. Refunding the pur-
chase price to the buyer
and reclaiming ownership
of the bull in question.

2. Replacing the prob-
lem bull with another of
equal value.

3. Refunding the differ-
ence between purchase and
salvage price after the
buyer has sold the bull for
beef.

4. Giving a credit to-
ward the future purchase of
another bull.

As expected, most of
the time, a better guarantee
comes at a higher cost
because the seller is ab-
sorbing more risk if there is
a problem with the bull.

Genomic testing
The gamble with using

EPDs as a fail-safe selec-
tion tool is the accuracy of
the prediction in young cat-
tle that have few, if any,
progeny. The lack of con-

fidence associated with
EPDs on young bulls
comes from not having
progeny and sometimes
performance data both of
which increase the accura-
cy of the EPD. In young
bulls, for example, most of
their genetic value is based
on their pedigree. As
these animals age and have
offspring, we know more
and more about their
genetic merit. This
increased confidence is
denoted by an increase in
the accuracy value (0 – 1
scale) associated with each
EPD. It does not necessari-
ly mean the EPD increases
if accuracy increases. It just

means the EPD becomes
closer to the true value,
whether it increases or
decreases. Remember that
EPD stands for EXPECT-
ED progeny difference.
Genotyping a young ani-
mal increases accuracy
because having knowledge
of the genetic makeup has a
similar value to adding the
performance of 5 to 50
progeny, depending on the
trait in question. Samples
of DNA can be collected
very early in life, and unlike
metabolites or hormones,
the genetic code does not
change over the course of
an animal’s life. Genomic
testing allows producers to

take a virtual snapshot of a
portion of the genes that
are flowing in the popula-
tion which regulate eco-
nomically important traits.
This increased knowledge
about the actual DNA of
an animal allows for
increased confidence in the
genetically enhanced EPD
(GE-EPD), and has real
value for the buyer of the
bull.

Seller reputation
Arguably, the best way

to for a seller to add-value
to his bulls, is by doing busi-
ness the right way.
Cattlemen who have estab-
lished a reputation for pro-
ducing quality herd sires,

and have a good relation-
ship with their customers
set themselves a cut above
the rest, and often have the
ability to demand a premi-
um for their cattle. There
are buyers who will choose
not to pay for a bull from a
reputable program, but
repeat customers of
dependable breeders will
usually tell you that the sale
price was justified by the
added peace of mind know-
ing the seller will stand
behind the cattle, and that
buying from a program
with a history of producing
quality cattle is worth the
extra investment. It’s the
same concept we face when
purchasing household
items. Do I buy the name
brand or take a chance on
the cheap stuff?

(Continued from page 9)
Shopping...


