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1. 2015 NEW YORK BEEF PRODUCER’S WINTER MANAGEMENT PROGRAM 

  

Day one of the conference will focus on the opportunities offered by grazing cattle through the summer 

and selling them at the end of the grazing season.  

 

Day two will focus on improving the reproductive efficiency of the cow herd. 

 

As always we have national and local experts sharing their knowledge and experience. This is a 

conference not to miss. 

 

 

Friday, January 16, 2015   

9:00 AM - 4:30 PM Winter Management Program 

   

8:00 AM Registration and Trade Show Opens 

9:00 AM Welcome Andy Weaber, NYBPA President 

   

9:15 AM 

Big Picture - Where do stocker cattle fit 

in your operation? 

Dr. Tom Field, University of Nebraska- 

Lincoln 

10:00 AM 

Stocker cattle basics – factors to 

consider Joe Eisele, Northern Limits Farm 

10:45 AM Economics – Is it profitable?  

Dr. Greg Halich, University of 

Kentucky 

11:30 AM Soil health Fay Benson, Cornell University 

   

12:15 PM Lunch and Trade Show  

   

1:30 PM Health and receiving programs 

Donny Wald, Sr. Territory Business 

Manager, ZOETIS 

2:15 PM Custom grazing Andy Buck, Auburn, NY 

   

3:00 PM Break  

   

3:15 PM Marketing options Web cast - Dr. Phil Osborne, WVU 

4:00 PM Stocker/backgrounder producer panel 

Luke McCallister, George Ellis, Rich 

Hoskins 

5:00 PM Adjourn   

   

Saturday, January 17, 2015   

   

8:00 AM Registration and Trade Show Opens 

9:00 AM Welcome 

Andy Weaber, NYBPA President & 

Randy Librock, NYBPA VP 

9:15 AM Baxter Black Baxter Black 
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10:00 AM Break  

   

10:30 AM 

Setting the stage - Reproductive 

Efficiency 

Dr. Tom Field, University of Nebraska- 

Lincoln 

11:15 AM Heifer fertility Dr. John Hall, Univ. Idaho 

   

12:00 PM Lunch and Trade Show & *** NYJBPA Semen Auction*** 

   

1:30 PM 

Cow fertility - Nutritional effects on 

Repro Dr. Dan Kniffen, PSU 

2:15 PM Practical experience with AI & ES Dr. Tim Dennis 

   

3:00 PM Break  

   

3:15 PM Bull fertility Dr. Rob Gilbert, Cornell 

4:00 PM 

New Technology to improve 

reproductive efficiency, EPDs, 

genomics Dr. John Hall, Univ. Idaho 

   

4:45 PM Adjourn and Trade Show closes  

5:15 PM PM Reception (Cash Bar)  

6:00 PM Annual Dinner and Awards Banquet 

To register go to http://www.nybpa.org/abwc.htm or contact Brenda Bippert, NYBPA Executive 

Secretary, Phone: 716-902-4305, Cell: 716-870-2777, Email: nybeefproducers@aol.com. 

 

2. WEST VIRGINIA BEEF TOUR 

 

10th Biennial Beef Tour 

“The Mountain State Tour” to West Virginia 

September 24-28, 2014 

 

For those that missed the daily articles from the WV Beef Tour, I have included them below. Thanks to 

Nancy Glazier, NWNY Dairy, Livestock & Field Crops Team. Cornell Cooperative Extension for 

writing these articles each day. 

 

DAY 1-Wednesday. 

http://www.nybpa.org/abwc.htm
mailto:nybeefproducers@aol.com
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Our first stop on the Mountain State Tour to West Virginia 

was at the West Virginia University Reymann Memorial 

Farm, Wardensville. Jerry Yates, farm manager, runs 2 bull 

tests during the year – one in the summer (which just 

concluded) and one in the winter. The winter test concludes 

with a sale the end of March. The bulls are fed a silage-based 

diet to gain about 3.25 lb a day.  

The highlight of the stop was the Grow Safe Feed System, 

the first system installed at a bull test station in the US. Passive feed intake is monitored via radio 

frequency identification tags. The system was developed by two individuals with no knowledge of the 

beef industry. One worked for Electrolux developing commercial vacuum systems, the other worked 

with radio frequency monitoring of train cars. It was originally developed to monitor intake for an 

ostrich farm. Death loss was 94% after 30 days. The farmer said if he could figure out which ostrich 

chicks weren’t eating he could significantly cut 

mortality.  

Occupancy at the bunk can vary day to day for each bull. 

He showed us some of the data from the summer test. 

Intake can indicate illness; he needs to look for trends 

and not be quick to assume a bull is sick.  

The Angus data from the bull test will be combined with 

data from other bull tests that utilize the  

Grow Safe system to develop a Residual Feed Intake 

EPDs using 20,000-30,000 bulls. The trait is moderately 

heritable with no or little negative effect on other traits.  

A lacking component is automatic weight measurements. Jerry pointed out how stressful running the 

bulls through the chute to weigh them. They can be off feed for 2 days for the first few times run 

through the chute. Progress is being made using body measurements taken electronically to accurately 

estimate weights. 

 

DAY 2 – Thursday 

Day two of our tour had all great stops. Each farm 

operator has his own story, but all have passion for their 

enterprises. The first stop was at Teets Farms in Lost 

River. The farm is owned by Mike and Matt Teets; Matt 

is the operator with his wife, Jill and 3 young boys and 

some hired hands. Their focus is show cattle, but other 

things – sheep, poultry and USDA-quarantine barns for 

exports to foreign countries.  

 
 
 

Farm manager, Jerry Yates at the Reymann Farm 

Jill and Matt Teets talking about their operation in 

the sale barn. 
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Second stop was at Weese Farms in Fisher. John Weese with 

the help of his two sons run an operation that focuses on 

stocker/backgrounder cattle. He does finish about 10-20 cattle 

a month for the Kosher market in Maryland. John stated right 

from the get-go that he does not take any government money 

and relies heavily on his ag-friendly lender. He also told us 

for his sons to be successful he will have to give them the 

farm – cattle, equipment, and land – since they wouldn’t be 

able to afford to get into the business. Cattle prices may be 

high but the margin is small. 
 

Third stop was at Cottage Hill Farm/Triangle 

T Farm, owned by the Taylor family. This is a 

farm currently run by 3 generations. Their 

focus is registered Hereford cattle. Poultry 

production under contract with Pilgrim’s Pride 

is another enterprise. This enterprise pays the 

bills, but not without costs. They are in the 

Chesapeake Bay watershed so more 

environmental restrictions are occurring.  

Show cattle are the pride and joy of the farm. 

Grandson, Dave’s best bull is in the 

background. He is just a year old, two months 

older than the bull in the foreground, and weighs close to 1,450 lb.   

 

Our last stop of the day – with dinner included - was at 

Flying W Farms. Rick and wife, Margaret run a 

complete vertical chain operation: cow/calf, finish, 

slaughterhouse, processing, and restaurant/store. Rick 

is the 4th generation on the farm. About 80% of their 

slaughter is for other farms. The kill floor is about a 

mile from the store and processing room since they 

didn’t want live animals coming to the store. 

 

 

 

Some comments from WVU extension agents that joined us: 

Average herd size in the state is 16-18 cows. 

Many of the beef operations have benefited from the poultry industry’s litter in the state. 

There are no zoning laws, but changes are in planned. 

 

Some observations on the day: 

These operations were started two or more generations ago, but the current family members have take 

the enterprises in their own directions.  

Love for farming.  

 

John Weese (right) talks about his operation with 

his vet, Dr. Anna Smith. 



 

 

 

6 

Day 3 - Friday 

Day three of our beef tour started at Harpers Farm, Seneca 

Rocks. Carol and Joe run Harper’s Old Country Store, one of 

the longest running businesses in the state. Joe owns the largest 

sheep flock (Hampshire, Suffolk, Dorsett crosses) in the state of 

West Virginia, running about 400 ewes. He purchases 

backgrounded calves he from ‘board’ sales sight 

unseen. The USDA grader and the sales barn 

owner go out to the farms to grade the calves. 

These calves and of the ewes graze the same 

mountaintop pastures. We rode up to the pastures 

on the bus then boarded wagons to nearly the top 

of Harper’s Mountain, about 3,200 ft.  What a 

view! He does have some predation from wildlife, 

both bears and coyotes. They utilize guard dogs and donkeys for protection.  The store front is pictured, 

right. We ate lunch at the Front Porch Restaurant.  

 

 

Second stop was at the farm of Jim and Jamie Kinsey 

(pictured left with bred heifers), Kinsey’s Oak Front Farm in 

Flemington. Jamie and his dad run a beautiful herd of elite 

Angus. They have participated in the Wardensville Bull Test 

for 10 years. The first year they had their bulls rejected for 

the sale. This was Jim’s motivation to focus on improving 

the cowherd and not just bull selection.  They now send 

around 20 bulls a year with some of the top bulls. The bull 

calves that don’t make the cut get cut! They sell about 60 or 

so steers in lots with a weight range of 100 lb or more; this is a little bit of a wide range, but works for 

the farm. Heifer calves are sold privately. Their best marketing tool is to have potential buyers come to 

the farm for a visit.  

 

Retired extension agent, Ed Smolder got on the bus here to talk about the pooled sale he started 20 years 

ago. They have 20 producers that started with the pool and are still with it. One buyer told him it was a 

pond, not just a pool with that many participating farms! They are graded and sold in sorted lots.  
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Last stop of the day was at Beech Hill Farm, 

Phil  and Becky Osborne. The land has been 

in Becky’s family since 1778 from an original 

land grant of 900 acres, and own about 350 

acres now. Phil is retired from WVU 

extension and runs a unique heifer program. 

He started by buying pens of heifer calves 25 

years ago that didn’t develop well. He now 

buys 2 heifers from any farm then sells them 

a bred heifer back, selling remaining heifers. 

This year, most farms want both heifers back 

to build their herds since prices are high. We went for a 

wagon ride to the top of Phil’s farm while Becky and 

some of the neighbors fixed us a great picnic dinner, 

probably our last one for the season! We stood around a 

small campfire to end the evening getting to know our 

hosts and their friends.  

 

 

 

 

3. STOCKER CATTLE. Part III – Business Models 

 

The last two articles were on the potential economic return and the structure of the stocker 

industry in the US.  In this article I’d like to lay out some scenarios that were discussed by farms we 

visited on our recent WV Beef Tour, Sept 24-28. 

Like any good business plan, you need to start with the end in mind.  For the most part stocker 

cattle will be sold to a finisher-either grain or grass.  The finishing enterprise generally needs 400 lb gain 

to cover the fixed and overhead charges and hopefully make a profit.  Therefore a steer that finishes at 

1200 lb should weigh 800 lb entering the finishing phase.  As the finish weight varies with frame score, 

entry weight also vary, but usually 700-900 lb is a good target. 

 

System Days 

grazing 

In weight, lb Comments 

1. Calves are 

purchased in the 

spring and sold in 

the fall  

150-180 450-650 Price in spring is often highest of the 

season 

2. Calves purchased in 

spring sold mid-

summer 

60-90 550-750 Utilizes spring flush 
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3. Calves purchased in 

late summer and 

sold in fall 

60-90 550-750 Use of aftermath grazing 

4. Calves purchased in 

fall, wintered and 

sold in mid-summer 

or fall 

150 days 

of winter 

feed; 60-

180 days 

grazing 

350-550 Cost of gain through the winter must be 

competitive; requires some sort of 

protection from weather 

 

Each system has its advantages and disadvantages. Using System 1 the cattle are purchased when 

grass is ready and put directly to pasture. There is no period of feeding stored feeds. There are two major 

risks. While purchasing preconditioned (weaned and vaccinated) cattle will reduce the incidence of 

bovine respiratory disease (BRD), a small percentage still may get sick. As such, it is recommended that 

there be a short period of acclimatization to the new environment with access to proper handling 

facilities. The other major risk is price. Most herds calve in the spring, with the highest number of cattle 

available for sale in the fall. Therefore supply is limited. Demand is high given that many farmers are 

looking for cattle to graze summer pastures. 

System 2 involves putting calves on pasture in the spring and selling in mid-summer.  This 

system works well with a cow/calf operation that calves in April – June. These lighter weight calves are 

wintered and turned out with the cows the following spring. For smaller operations additional calves can 

be purchased to increase sale lot size in mid-summer. The advantage of this system is that once the 

spring flush is grazed, the yearlings are sold leaving sufficient pasture to maintain the cow herd through 

the remainder of the grazing season. 

One farm in WV utilized System 3 and said that he made more money on this system than any 

other. He would purchase mismanaged calves such as bulls, straighten them out and then put them 

together in similar lots for sale. They would graze aftermath of meadows harvested for hay. The 

advantage is that there was a short turn around and these calves could be purchased under the market. 

The challenge to this system is that it requires very good husbandry skills and adequate handling 

facilities. 

System 4 allows the operator to purchase calves when they are typically lowest in price and then 

depending on the market and weight of cattle they can be sold in the spring, mid-summer utilizing the 

spring flush or later in the summer. If a cheap source of feed is available to overwinter the calves this 

can be a good option. Bovine respiratory disease can be more of a concern as the calves will be lighter 

and weather conditions are less optimal. A barn or woodlot that provides protection from the weather is 

required. 

The attraction of the stocker operation is that it can be tailored to a variety of environments, 

markets and available resources. The system chosen need not be static; what works one year may not be 

best the following year. In the next article I will attempt to put some economic values to each system. 

The education committee of the New York Beef Producer’s Association has selected Stocker 

Cattle as a topic for the Friday session of the 2015 Winter Beef Management Conference, January 16-17 
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in Syracuse. I hope that you will put this date on your calendar to decide if this is a viable business 

opportunity for your farm. 

For additional information contact Mike Baker, Cornell Beef Specialist, mjb28@cornell.edu, 

607-255-5923 or Brenda Bippert, New York Beef Producer’s Association Executive Secretary, 

nybeefproducers@aol.com, 716-870-2777.  

 

4. CORNELL ALL FORAGE BULL TEST 

 

Nancy Glazier, Small Farms Specialist, NWNY Dairy, Livestock, Field Crops Team 

There are currently 21 bulls enrolled in the Cornell All Forage Bull test, with some additional interest. 

The bulls will be delivered on Jan 7 & 8 to the Cornell University Ruminant Center (formerly Cornell 

T&R) in Dryden. Data will be collected over a 140 day test. Updates will be available on the Cornell 

Beef Management Website, http://beefcattle.ansci.cornell.edu/. For additional information contact 

Nancy at nig3@cornell.edu, (585) 315-7746 or Mike Baker, mjb28@cornell.edu, (607) 255-5923. 

 

 

5. FRAME SIZE AND AGE AT SLAUGHTER AFFECTS PEFORMANCE AND CARCASS 

QUALITY OF GRASS FINISHED BEEF 

 

There is much discussion on what type of beef is most appropriate for finishing on 

an all forage diet. A long term study by researchers at Clemson University, Virginia 

Tech and the USDS-ARS Research Center in WV evaluated impact of frame size and time-

on-pasture of steer performance, longissimus muscle fatty acid composition, and 

tenderness.  

 

Two frame sizes (3.3 and 4.1) and three times on pasture (89 d, 146 d and 201 d) 

were evaluated. The frame size would produce an estimated weight at low Choice of 

1051 lb and 1110 lb. Time on pasture (TOP) correlated to animals that were 16.6, 

18.6 and 20.3 months of age at slaughter. Cattle grazed native pastures consisting 

of orchardgrass, bluegrass and white clover along with hay meadow regrowth 

containing triticale and Italian rye grass. 

 

Performance data is shown in Table 1. 

 

 

Table 1. Effects of frame size and time-on-pasture for forage finishing on 

carcass traits and objective color measurements 

 Frame size Time on pasture, d  P-levels 

Carcass traita Small Medium 89 146 201 Frame TOP 

Animal age, mo 18.5 18.5 16.6 18.6 20.3 0.53 0.001 

Finishing ADG, lb/d 2.4 2.2 2.7 2.1 2.0 0.001 0.002 

Frame score2 3.3 4.1 3.7 3.6 3.7 0.001 0.88 

mailto:mjb28@cornell.edu
mailto:nybeefproducers@aol.com
http://beefcattle.ansci.cornell.edu/
mailto:nig3@cornell.edu
mailto:mjb28@cornell.edu
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Slaughter weight, lb 811 865 757 816 941 0.001 0.001 

HCW, lb 471 502 439 473 546 0.001 0.001 

FT, in 0.12 0.11 .08 0.10 0.15 0.40 0.001 

REA, in2 9.3 9.7 9.2 9.4 9.9 0.04 0.008 

Marbling scoreb 423 436 402 439 457 0.80 0.001 

Quality grade4 Std+ Se- Std+ Se- Se 0.62 0.001 

Yield grade 1.79 1.73 1.59 1.70 1.99 0.25 0.001 

Ribeye L* 39.98 40.19 41.35 39.31 39.6 0.63 0.001 

Subcutaneous b* 16.34 15.85 15.11 15.74 17.43 0.23 0.001 
aHCW = Hot carcass weight, FT = fat thickness, REA = ribeye area. 
bMarbling score: 300 = Traces, 400 = Slight, and 500 = Small. 

 
 

Increasing frame size of the finishing steers produced greater ADG by 0.22 lb, BW by 53 lb, HCW by 

31 lb, and ribeye area by 0.41 in2. Ribeye L* and subcutaneous fat color b* is an instrument measure of 

darkness and yellow color, respectively. Lower values indicate darker lean and more yellow fat. There 

was no difference in the color of the lean or the subcutaneous fat due to frame size. As cattle spent more 

time on pasture and were older at harvest, the lean was darker and fat more yellow.  

 

Overall ADG was positively correlated with tenderness. The cattle that had a higher rate of gain 

produced more tender beef. This is generally thought to be the increased concentration of fat in the gain. 

Tenderness decreased with TOP or age. The authors predicted that after 18.3 months of age the cattle 

will exceed the consumer acceptable threshold for toughness. 

 

(Source: Duckett, et al., J. Anim. Sci. 2014.92:4767–4774. “Effect of frame size and time-on-pasture on 

steer performance, longissimus muscle fatty acid composition, and tenderness in a forage-finishing 

system.”) 

 

6. NYCG GRAZETTE 

Karen Hoffman, NRCS Grazing Specialist 

 

Pasture Management Tips: 
 
Winterizing Your Grazing Facilities – adapted from an article by Rob DeClue, Chenango County SWCD, 
October 1999 
 
Shortening daylight, crisper morning air, frost coated grass, and the changing of the leaves undeniably signal the 
end of yet another grazing season, unless you have stockpiled some pasture.  For most graziers, the livestock will 
shortly come in under cover for shelter and feed under green-up next spring.  The end of the growing season also 
triggers the task of winding down field work, and putting equipment away for the winter.  Just as with farm 
machinery, your grazing equipment – fencing and watering system components – should be winterized until the 
needs for them returns in the spring.  These tools that permit you to get the best forage quality out of your 
pastures are an investment, so taking care of them now ensures their long-term use over several seasons.  Here 
are five quick pointers to get you started: 
 

1) Back off tension on high-tensile fencing.  This is important near public roads where heavy snow 
tends to pile up, and along woods that might shed large limbs or even an occasional tree.  Reducing 
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the lateral pull of the strands at the corners, ends, and gates diminishes the shifting of the posts 
during changes in ground conditions of freezing and thawing. 

2) Unplug power cord of energizer from 115/230 VAC outlet.  Simply turning off the unit will not 
entirely guard it from surge coming into it from the utility side.  Having a surge protector between the 
energizer plug and the outlet also helps, but unplugging completely eliminates the potential for 
damage.  Although there isn’t much lightning during the winter months, surges can result from other 
issues on the utility side. 

3) Store temporary/portable fencing material under cover.  The ultraviolet rays in sunlight cause 
deterioration of the plastic and resins used in electric twine/ribbon, plastic and fiberglass posts, and 
other products.  Keeping them out of the weather extends their useful life considerably. 

4) Shut off the water to your watering system.  While this seems intuitive, if not done it can quickly 
ruin your distribution network of pipes.  The pressure generated at the supply end combined with the 
pressure of ice in the pipes can crack or break the pipes easily.  Also drain the pipes if they are above 
the frostline to prevent ice from damaging them over the course of the winter. 

5) Lengthen above ground plastic pipe as necessary.  Black polyethylene pipe has a relatively high 
thermal expansion/contraction coefficient.  As an example, for a 1000-foot run there would be a 
change of almost 4 feet in length when the daily temperature changes by 40oF.  This can cause pipe 
to separate at junctions or other fittings, so putting some slack in the line either by repositioning the 
pipe or adding extra footage in the pipe will prevent this from happening.  If your pipe has separated 
during the grazing season, that’s a sure sign that there isn’t enough “give and take” in the line for 
temperature variations. 

 
Of course, if you winter animals outside, and/or have freeze-proof watering systems, some of these tips won’t 
apply to your farm. We will share a few more next month! 
 

Pasture News: 
 
NYS Alfalfa-Grass Survey – the following survey is being conducted by Dr. Jerry Cherney at Cornell to gather 
important data on forage crops grown in NY.  He is trying to determine what proportion of the forage crops in NY 
is pure alfalfa or mixed alfalfa/grass (including pasture), and needs good data to be used for requesting research 
funds.  Please cut and paste the following questions into a new email and forward to these email addresses: 
adg12@cornell.edu and jhc5@cornell.edu.   
 

NYS Alfalfa-Grass Survey 
The purpose of this survey is to estimate the relative acreage of alfalfa and alfalfa-grass in NYS as 

impacted by farm size. 

1.      Farm Size (use number of cows, or number of crop acres) 

  Small     <200 cows or <500 acres

  Medium  200-700 cows or 500-1500 acres

  Large      >700 cows or >1500 acres



                                                      Small              Medium            Large 

2.      Pure Alfalfa (total acres)        ______             ______            ______ acres 

    Roundup Ready Alfalfa     ______             ______            ______ acres 

3.      Alfalfa-grass                          ______             ______            ______ acres 

mailto:adg12@cornell.edu
mailto:jhc5@cornell.edu
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4.      Pure grass                              ______             ______            ______ acres 

 

The NY Grazing News is now available on the web! 
 

View the News online at: http://www.ny.nrcs.usda.gov/technical/pasture_grazing/grazette/index.html 

 

7. BQA-UPDATE – REPRODUCTIVE HORMONE INJECTIONS CAUSE TISSUE DAMAGE  

 

Injection sites are known to cause damage which affects meat quality. It is often thought that hormone 

injections cause less damage than antibiotics, vaccines or anti-inflammatory drugs. It is also incorrectly 

believed that meat from market cows are used entirely as ground product. In the 2007 National Beef 

Quality Audit, 100% of packing plants reported removing sub-primals from market cows and bulls. In 

dairy cows, the 2007 National Animal Health Monitoring Service reported that nearly 70% of 

reproductive drugs were given in the upper hip and round. While facilities on dairies make it 

inconvenient to give reproductive hormones in front of the shoulder, given that 15% of annual receipts 

come from the sale of cull dairy cows, producers are beginning to re-evaluate their practices. This study 

was designed to test the hypothesis that reproductive hormones are not as damaging to muscle tissue as 

flunixin meglumine and would not be different from saline injection. 

 

The researchers used the blood concentration of creatine kinase (CK) as metric to estimate muscle 

damage. In future studies it will be necessary to measure the impact on muscle tenderness postmortem. 

Dairy cows in different lactations were given the common reproductive hormones, prostaglandin (PG) 

and GnRH; a substance known to cause severe muscle damage - flunixin meglumine; saline and a needle 

injection only.  

 

Results showed that PG and flunixin injection both caused a significantly increased estimate of muscle 

tissue damaged compared with needle only. PG and flunixin caused a marginally significant increased 

muscle tissue damage compared with GnRH. No statistically significant difference was found between 

the estimated weight of muscle tissue damaged by flunixin compared with PG, or by saline compared 

with GnRH or needle only.  

 

The authors concluded that the assumption that reproductive hormones are less damaging than vaccines 

and antimicrobial drugs is probably incorrect. The effect of reproductive hormones on tissue site damage 

should be examined more closely, including postmortem evaluation of injection site lesions and effects 

on tenderness. 

 
V. R. Fajt, et al. The effect of intramuscular injection of dinoprost or gonadotropin releasing hormone in dairy cows on beef 

quality. J. Anim. Sci. 2011. 89:1939–1943 

 

8. INTRODUCING THE NYS BEEF FARM BUSINESS SUMMARY PROGRAM. 

 

Sandy Buxton             

518-380-1498  

Sab22@cornell.edu 

 

http://www.ny.nrcs.usda.gov/technical/pasture_grazing/grazette/index.html
mailto:Sab22@cornell.edu
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     To help beef producers, large and small, whose numbers are growing across NYS, Cornell University 

and Cornell Cooperative Extension are working with customized software developed by the University 

of Minnesota to help beef farms analyze their financial and production numbers. 

     The new project which will help beef producers understand and use data to make business decisions 

is currently spreading across New York State. The Beef Farm Business Summary program is modeled 

after work done for years with dairy farmers to help them improve their businesses. 

     The final personalized report is designed to help quantify and identify strengths and weaknesses on 

the farm as well as cost of production. This information is also valuable to assist farm managers in 

choosing market channels that optimize income. 

     Much of the starting information farms already have: animal numbers and ages, income and expense 

info for taxes, list of equipment or other assets as well as liabilities. If the farm harvests crops to feed the 

animals or to sell, that would be more data needed.  

     While many beef farms are not designed to provide full-time income streams, the information is no 

less valuable since producers require the data this software can generate to identify strengths, 

weaknesses and opportunities on the farm. 

     No one wants to subsidize their customers. Knowing cost of production makes it more likely the farm 

will sell into market channels where the income received will at least cover expenses. 

     Additionally, producers would also be able to see how their production system stacks up for return on 

investment, yield per acre and others. Whether selling feeder calves, backgrounded, off grass, breeding 

stock or conventionally finished cattle, the information and numbers generated by the process and the 

resulting report will provide a new view into the activities of the farm. 

     For more details on the NYS Beef Farm Business Summary or to find an educator to help, please call 

your local Cornell Cooperative Extension office or contact Dr. Mike Baker, Cornell University 607-255-

592, mjb28@cornell.edu. Soon there will also be information at www.ansci.cornell.edu/beef. This 

project is supported by the Hudson Mohawk RC&D Council, the NY Farm Viability Institute and NIFA-

USDA Benchmarking Grant program. 

 

9. BEEF PRICES ARE UP – NOW WHAT AM I SUPPOSED TO DO? 

 

Cattle prices are at historic levels because the national cattle inventory is the lowest it’s been since 

WWII. This is due to severe drought in the big cattle states, competition from corn for ethanol which has 

reduced availability of hay and pasture land and rising exports. Packers are short cattle, causing the 

closure of some plants and those remaining are pricing finished cattle nearly 20% higher than the spring 

of last year. USDA in its April Livestock, Pork and Poultry Outlook reported feedlot profits of 

$200/head. This has pushed the price paid for feeders up.  In a research project evaluating the factors 

that affect the price of cattle in New York, prices for feeders are also 20% higher this spring compared 

to last year. With higher prices nationwide, Harlan Hughes, Professor Emeritus, at North Dakota State 

University projects that cow-calf producers will have the opportunity to see a return of $246/cow this 

fall. The production sector is responding to good returns by slowly expanding their herds, which will put 

fewer heifers into the slaughter mix, further raising feeder calf prices in the short term. All of this is 

good for the cow/calf producer selling feeder calves, but has serious consequences for other segments of 

the industry. 

The question has to be raised about consumer demand.  Through February this year, the retail price 

of beef has risen 5% and while pork and poultry prices have also increased, they are still cheaper than 

beef. Fortunately this has not dampened demand. CattleFax has projected that consumer demand will 

remain steady to slightly increase in 2014 suggesting that beef buyers will continue to put beef in their 

mailto:mjb28@cornell.edu
http://www.ansci.cornell.edu/beef
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grocery carts. 

I’ve had several conversations with cattle buyers about the high price of feeder cattle. A stocker 

operator who grass finishes is wondering if he can pay the high price for feeders and still supply grass 

finished beef to his customer base. Will they be willing to pay the extra price for beef if he factors in the 

price of feeder cattle? 

A cooperative that acts as a conduit to markets in New York City is getting push back from its 

members as they feel that they can receive similar prices in the commodity market. The cooperative is 

not sure they can pay the premium necessary to meet the demands of membership and pass this premium 

onto the NYC markets. 

Finally, a cattle feeder that adds value to fed cattle by selling retail is also struggling with the price 

of feeder cattle and passing that price increase on to its customers. While this feeder/retailer guarantees 

local, consistently tender and flavorful beef, will these attributes be valued by the consumer? 

So what’s a beef seller to do? 

First, for sellers comparing to the commodity market, they need to be sure they understand the 

specifications of the market.  Not all feeder cattle bring the same price. Breed, weight, condition and 

management are all factored into the final price. Take for example a set of steers that sold on April 12 at 

Finger Lakes Livestock Exchange (Table 1) in Canandaigua, NY. The weight range was 29 lbs., yet the 

spread in receipts per head was over $365. Lot #1 was discounted to all lots, for a reason not captured by 

the price recorder. There was something that the buyers didn’t like about these cattle. Compared to Lots 

#3 #4, Lot #2 was discounted for being red. Lot #3 was discounted for carrying lighter muscle than Lot 

#4. Lot #3 received a premium to Lots #1 and #2 for being pre-conditioned. While this is a select group 

of cattle to demonstrate a point, the factors that affect feeder calf prices have been documented in a 3-

year study in New York. 

 
Table 1. Description of feeder cattle and price received April 12, 2014 

Lot # Weight, lb. Pre-conditioned1 Color2 Muscle3 Price, $/lb. $/hd. 

1 472 N 1 2.5 1.40 661 

2 489 N 2 2.5 1.50 734 

3 477 Y 1 2.5 1.95 930 

4 501 N 1 2.0 2.05 1026 
1Preconditioned defined as having some level of vaccination prior to sale day. 
2Color: 1 = Black; 2 = Red 
3Muscle Score: Heavy = 1; Moderate = 2; Light = 3 

 
  The same is true for finished cattle.  At the April 23 sale in Canandaigua, NY, Choice steers 

ranged from $1.39 to $1.55/lb., while Select cattle were $1.18 to $1.34/lb. On a 1200 lb. Choice steer the 

difference in receipts is nearly $200. If that same 1200 lb. were Select, the spread would be even greater. 

The point is that when hearing that cattle brought $2.00/lb. at the sale, it has to be understood that while 

prices have increased 20% from last year, there is still a large range in the value of cattle. Do your cattle 

meet the qualifications to get the highest price? 

 The second consideration in market selection is that a farm should be operating from a business 

plan which describes the goal of the operation. According to Matt LeRoux, Marketing Specialist with 

Cornell Cooperative Extension, “the business plan gives guidance on market channel selection”. Brent 

Gloy, Cornell Department of Applied Economics and Management tells producers “Ask yourself, what 

chain are you most suited to participate in, how can you deliver the most value to that chain, what 

relationships are necessary to successfully compete in your chosen value chain, what key factors can 
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destabilize or adversely affect the value chain”. Every market has product specifications, just like the 

ones described above for the commodity market. 

Production methods and cost of production must produce a profit for a given market. If that is 

not the case, the enterprise either needs to produce at a lower cost or chose a market with higher 

receipts. If the higher cost of production cannot be passed on to the consumer, then reevaluation of the 

goals is required. A good example is selling at a Farmer’s Market. While the price per pound is often 

higher on certain cuts, others may not sell as well. Also when time to prepare for, sell at and clean up at 

the market is accounted for, net return can be very low. In this situation it may be difficult to raise prices 

as there are often several meat purveyors in the market which does not allow much price movement. 

Reevaluation of the business plan could lead to lower marketing costs such as selling quarters and halves 

or increasing price may be an option due to the relationship built with buyers and the quality of the 

product. 

The good news is that there has been plenty of press about the increasing price of beef and to 

date demand has not declined. In the commodity market communication with the buyer is somewhat 

more difficult. If you use direct marketing channels, communication with your buyers gives you the 

unique opportunity to explain to them why your price has increased and why your product still has 

value. 

Quality. Twenty percent of beef purchased in grocery stores does not provide an acceptable 

eating experience. This has mostly to do with genetic variability in cattle, not production practices.  

What are you doing to improve consistency of your product? Do you go to the processor and look at 

each carcass? How much fat do they contain? What size is the ribeye? Is the beef tender? How do you 

substantiate quality claims? One processor samples every carcass and will not sell it unless it meets their 

standards for flavor and tenderness.  

Value. Your customer must see additional value in your product, or they will buy it cheaper at 

large retail outlets. What are the intangible benefits to purchasing your beef? Some examples include 

farm experience, supporting local, production system (natural, grass finished, organic), personal 

relationships, providing expertise in choosing the right cuts and preparing the beef, and delivery.  

Reputation. Brian Henehan, retired Cornell Extension Associate states “Your reputation is an integral 

part of the “story” that you tell to customers.  Some segments of consumers are very interested in how 

you produce a product or the values you adhere to in conducting business.  Some examples include: the 

ethical treatment of animals and utilizing environmentally sound practices Highlighting your reputation 

or the standards you set for conducting business can be a productive marketing strategy.” Do your 

customers know your standards of trade relative to quality of your product, e.g. money back guarantee? 

If surveyed, how would your customers rate your reputation? The American Soybean Association 

provides the following advice: “Always stay transparent and follow this model – Act responsibly. Admit 

mistakes. Engage stakeholders. Build trust.” 

What not to do. If profitability requires denigrating other beef producers that operate differently than 

you do, what does this say about your reputation? All beef is grass based – even for grain finished beef; 

70-75% of the diet over the entire production cycle is composed of pasture and forage. With very few 

exceptions, all beef producers raise their beef humanely-it would not make economic sense to do 

otherwise. Large confinement operations are regulated to a much greater extent than small operations – 

therefore impact on the environment by production system is similar. Finally, there is no research 

documenting that any one production system is superior in producing beef that is beneficial to human 

health. 
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For direct marketers, these principles have not changed. Communication with the consumer has always 

been the driving force in differentiating your product. However in the current market where all food is 

expensive and the consumer has many protein choices, they are more important than ever if you are 

going to participate in this channel and continue to be profitable. 

For additional information on communicating with consumers and “telling your story” take the free 

online tutorial at http://www.beef.org/mastersofbeefadvocacy.aspx. 
 
(Editor’s note, this article written by Mike Baker, Cornell Beef Extension Specialist, first appeared in 

the June issue of Farming Magazine, http://www.farmingmagazine.com/) 

 

 

10. TO/DO DECEMBER/JANUARY 

1. Take forage sample for nutrient analysis.  Depending on your locality, hay may be in short 

supply or of poor quality.  Allocating the best feed to younger, higher producing animals will 

stretch out your supply.  If practical feed and manage separately:  

a. weaned heifer calves 

b. first and second calf heifers and old thin cows 

c. the rest of the dry herd 

d. lactating cows and their calves 

e. herd sires 

2. Cows should be in body condition score of 5.0-6.0 for March calving (Smooth appearance, last 

3-4 ribs are just visible, and there is some brisket fat). 

3. Heifers should be in body condition score 5.5-6.5 (slightly fatter than cows, can begin to see 

pockets of fat on either side of tail head). 

4. Watch for lice 

5. Make initial selection of replacement heifers. Factors to base selection: 205 day adjusted weight, 

MPPA of dam, temperament and soundness. 

6. Wean calves less than 120 days old before hard winter weather sets in.  They will do better on 

grain plus hay, than if left on their dams. 

7. Calves kept over the winter should be fed to gain 1.3-1.5 lb/day.  Full fed legume/grass hay plus 

5-6 lbs. of grain will support this level of growth. 

http://www.beef.org/mastersofbeefadvocacy.aspx
http://www.farmingmagazine.com/

