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We are looking forward to 2010 and the
new calf crop starting in mid March. Herd
sires, Cave Creek Performance, B&B Old
Jules, and B& B Cherokee, were used on the
cow herd. Heiferswere bred to B& B Revo-
lution, and B& B Panda. We are expecting
severa calves from our heifers who were Al
bred to JWest’s WW Doc, owned by Morris
Halliburton, and maybe a few Popeye and
B&B Baron Al calves out of some cows.

We are also looking forward to our 18th
annual Open House and Salein April on the
third Saturday (April 17th). We haven't de-
cided on exactly which heiferswe'll be offer-
ing for sale but we have somereally nice

Merry Christmas from the Bohaty's ones. Both fall and spring bred aswell as
Diane, Walter, Nancy & Scott some yearlings that will sell open. We have
several 2 year old bulls that we'll be selling

aswell asthe normal round of yearlings. We
plan to have acatalog on line in late Feb or

i*##;&#*##ﬁ‘*;&***#*#*##‘*ﬁ early March. Call for one or check our web
¥ _ & site at www.britishcattle.com
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Making Your Calves Pay
by Holly Foster (exertsfrom July 2009 Drovers)

As a cow-calf producer, your investment in your current
calf crop began long before the calves were on the ground.
Y ou’ ve worked to improve the health & productivity of
your cow herd, made bull selection choicesthat should im-
prove the genetic merit of your calves & done everything
you can to get a caf ready to wean, but is there more you
can do to make your calves stand out from the crowd, & is
it worth the effort?

Vdue-added programs that include preconditioning or spe-
cial market niches such as natural or source- & age-verified
programs have offered potential premiums to producers.
But isthe investment worth the effort?

Video sales have emerged as a good marketing opportunity
where you have the chance to advertise the “extras’ that
you’ve put into your calf crop. (A 2005 Study analyzing 10
years of Quperior Livestock Auctions show that premiums
range from 99 centsto $7.91 per hundred weight.)

Chris Nelson, business manager for Superior Stampede,
says“if aproducer pursues source & age verification or
some sort of third-party verification, it speaks to the reputa-
tion & management of the operation. That producer has
taken some extra effort to add value to his cattle, which can
separate them for buyers from “commaodity class' calves.”

Analyses of value-added programs have also revealed
that there are premiums to be had at the auction market
level for enhanced management. A 2006 study analyzing
calves fold through lowa auction markets found that third
-party verification of vaccination & weaning programs
added $6.15 per hundredweight.

“The easiest calvesto sell are the ones representing good
management practices’ says Mark Harmon of Joplin Re-
gional Stockyard in Carthage, MO. “Being able to vali-
date a health protocol, aong with the possibility of age &
source verification, makes calves worth more.”

Asyou prepare for the 2009 marketing season, a thor-
ough analysis of your breakevensis critical to under-
standing the potential benefits of various value-added
aternatives. OK State University researchers have devel -
oped a partial budget analysisin aM S Excel spreadsheet.
Y ou can substitute your individual operation’s production
datato evaluate costs versus revenue to help guide your
decision-making process.

To read the full article go to the Drovers web site

http: //mww.drover s.com/news_editorial .asp?

pgl D=744& ed_id=4957& component_id=922

& click on “Making Your Calves Pay” Thelink to the
spreadsheet is here aswell.

Visible Signs of an Animal with Tender M eat

By Ridge Shinn of Rotokawa Cattle & Massachusetts

Grassfed Co, Hardwick, MA (From Stockman Grass
Farmer Nov. 2009)

The most obvious visual clueto tendernessin cattleis
flatness of bone. Picture a Jersey cow. “Steaksfrom
Jersey steers were scored most tender of all breeds”
says a study by the University of Tennessee and the
USDA, JAnim Sci 22:1001-1008.

A company in Australia, Classic Livestock
(www.classiclivestock.com) selects cattle for slaughter

by visual appraisal. Inthe manua they have devel oped

for producers, they say: “Bone shape: thistrait isthe
most direct indicator of meat tenderness...for an animal

to be slaughtered.” The flatness of bone is a subjective

measurement but one can learn to fed it.
The jaw, ribs, and back leg are placesto fedl and de-

velop a sense of flat compared to rounded bone—it will
be convex in rounder boned animals and concave in flat

boned animals. Theribiseasy if you have animal in
the squeeze chute, put your thumb or finger directly on

the 13th rib and push—doesiit feel flat or evenin-
dented abit? Or doesit feel rounded? Thejaw is
also an easy place to evaluate an animal at hand.
On theleg, the easiest place to fedl is on the outside
of the ankle/lower leg, below the hock. Expect a
kick when you are fedling this bone. The leg can be
seen at some distance and is a good visual indicator
if you cannot touch the animal In general, the Brit-
ish breeds will be flatter; the continental breeds will
have a more rounded bone and the Brahmawill be
rounded and generally tough.

Another visible clueis docility; docility is directly
correlated to tenderness. One can see docility and
certainly one gets a sense of it when moving and
handling animals. A clear indicator of docility is
when an animal’ s head is lower than its body—
everyone has heard the expression “high-headed”;
the high headed animal will most likely be tough.

For more information, contact Ridge Shinn at 413-
477-6500 or ridge@bakewellrepro.com.



