
by Wes Ishmael, 
Clear Point Communications

The threat of Foreign Animal Diseases
(FAD) like Foot and Mouth Disease (FMD) and
Bovine Spongiform Encephalopathy (BSE) has
been a worrisome shadow hovering around the
cattle business since before Noah was big
enough to run a sorting gate. With recent events,
though, the shadow looms larger and darker.

“We have to be aware of what we’ve always
had to be aware of in terms of Foreign Animal
Disease, but now there is a greater likelihood
those things will be introduced,” says Scott
Crain, DVM, a partner in the Cattle Health Man-
agement Network at Meade, Kansas.

Indeed. Even before the terrorist attack Sep-
tember 11 and the queasy uncertainty left in its
wake, history had already boosted producer
awareness about the increasing need for
enhanced bio-security.

First there was the outbreak of BSE in Eng-
land in 1986 (peaking in 1993); the first cases of
BSE were confirmed in Japan this fall. Then, last
spring, the first outbreak of FMD in England
since 1967—endemic in much of the world
every year—left many U.S. producers and their
bankers guessing odds on when it would show
up here.

After all, the speed and miles defining
today’s cattle business increase the opportunity
for disease to spread. As Crain explains, the
problem in England wasn’t a cow sneezing over
this fence or that one; it was the countless people
and vehicles zipping in and out of herds, up and
down highways that spread FMD so fast and so
completely.

And, when it comes to the possibility of
intentional introduction, by means of bio-terror-
ists, for instance, there is no telling if they will
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Fire Line
Managing the risk of Foreign Animal Disease begins with
bio-security that limits its potential entry to the herd
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by Dr. Kent Andersen

Consumers once purchased exclusively
generic beef products.  Not so long ago, pack-
ers only sold boxed beef or swinging beef car-
casses, and only purchased cattle “live” or on
the rail with no value-based grids or formulas.
Only a short time ago, virtually all cattle feed-
ers produced for solely one market end-point,
with no individual cattle management or regard
for matching genetics to specific target mar-
kets.  What was once a beef industry loosely
managed and valued on averages, is becoming
an integrated system rapidly marching toward
accountability among all segments.  

Accountability appears to be the key oper-
ative for twenty-first century beef production.
Whether it be retailers, packers, feeders, cow-
calf producers, seedstock suppliers, animal
health or feed companies, we are all being held
more and more accountable.  With the rapid
and revolutionary move by packers toward
case-ready products, accountability for inade-
quate muscle and excessive fat looms larger
and larger on the horizon.    

Unlike some traits of fed cattle and their
carcasses which can be managed effectively
through non-genetic means, muscle and case-
ready yield are largely predetermined by
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BEEF HERD MANAGEMENT TIPS

Getting the Herd through Calving 
and Preparing It for Breeding Season
By Harlan Ritchie, Ph.D .

Distinguished Professor of Animal Science
Michigan State University

Calving difficulty is the primary cause of calf mortality at
birth or shortly thereafter.  In the 1970s, Gus Konefal, an innova-
tive producer in Manitoba, developed what later became known as
the “Konefal Daytime Calving Method.”  He discovered that wait-
ing until evening hours to feed pregnant cows during calving sea-
son resulted in a high percentage of them calving the next day (6
a.m. to 6 p.m.) when they could be more easily observed for dys-
tocia.  Several research stations followed up with studies on the
Konefal Method.  Across all trials, an average of 65% of the cows
calved during the 6 a.m to 6 p.m. time period; an average of 21%
calved from 6p.m. to midnight; and only 14% calved between
midnight and 6 a.m.  This feeding schedule may not be feasible in
some herds, but in others, it could help reduce calf losses.

Because most calving problems occur in first-calf 2-year-old
heifers, it pays to give this age group extra attention at calving
time.  Calves that have undergone a difficult birth can benefit by
feeding them a quart of stored-up colostrum or commercial
colostrum substitute through an esophageal tube within 2 hours of
birth.  Supplemental colostrum can be a virtual “miracle drug” to a
depressed newborn calf.

Achieving a successful breeding season begins in late gesta-

tion by having cows on a rising plane of
nutrition so they are gaining about 1
pound per day during the last 90 days of
pregnancy and in moderate condition
(score of 5 on a 1 to 9 scale) by calving
time.  In a study at the Miles City
Research Station, 2-year-old heifers fed to gain a pound per day
during the last 90 days of gestation had an 18% higher pregnancy
rate than those fed to maintain their body weight.

A common reproductive problem is delayed return to postpar-
tum estrus.  If a female is to calve on schedule each year, she has
only an 80-day window in which to cycle and become pregnant.
This means that cows should be cycling within 60 days after calv-
ing.  Research has shown that running gomer bulls with the cow
herd after calving can significantly reduce the post-partum interval
to first estrus.  In a Nebraska study with mature cows, those
exposed to gomer bulls cycled 21 days earlier (41 vs. 62) than
control cows.  In a Montana study with first-calf heifers, bull
exposure resulted in a 16-day difference (59 vs. 75) in cyclicity.
Illinois and South Carolina researchers reported similar results
using testosterone-treated gomer cows instead of gomer bulls. 

In summary, management strategies planned for and imple-
mented during the 150-day period from 90 days before to 60
days after parturition are key to a successful calving and breed-
ing season.

Dr. Harlan Ritchie
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genetics “bred-in” at the cow-calf level.  It follows that commer-
cial producers are faced with the challenge of matching bulls to
their specific cowherds, and the resulting calf crop to target mar-
kets.  The target market is likely to hold producers accountable
for inadequate yield to the retail case, as well as palatability of
the end product.  Enter the need for carefully designed cross-
breeding solutions constructed around given sets of commercial
cows, matched to bulls aimed at producing progeny for an end-
product “bullseye”.  

Recognizing the variation which exists
across commercial cowherds, and the variety
of specifications for different end-product
targets, it is only sensible to conclude that a
variety of different types of Limousin bulls
(i.e. fullblood, purebred, percentage – with
suitable EPD profiles) are needed.  

Fullblood, purebred and high percent-
age Limousin bulls which excel in growth
and muscle are ideal compliments to British
based and Brahman X British cross cow-
herds which need added muscle to meet
requirements of the mainstream yield and
grade (case-ready yield with adequate mar-
bling) oriented markets.  For Continental
influenced cowherds aiming toward these
same mainstream markets (yield and quality
grade), Limousin-Angus (LM-AN) hybrid
bulls may be in order, since enhancement of
both muscle and marbling are required.  For
markets oriented more exclusively toward
muscle, fullblood and muscular straight-bred
Limousin bulls can reliably fill the bill when lean dress and case-
ready yield are the economic drivers.      

For a quick reference about matching different types of com-
mercial cows to different types of Limousin sires and several target
markets, the above guide is provided.  Management of hybrid vigor
(heterosis) and issues concerning replacement heifers should also
be considered when designing long term crossbreeding plans.  

For the purpose of fine-tuning sire selection for adequate mus-
cle and resulting case-ready yield, along with genetic merit for other
carcass traits, carcass EPDs and ultrasound information is now com-
monly available.  For example, ribeye area EPDs and/or ultrasound
scan information relating to ribeye size and ratio, can help to fine-
tune the selection process.  As well, with a keen eye, muscle can be
assessed visually, and since it is highly heritable can readily be
emphasized in bull selection.  Depending upon the makeup of the
commercial cows and the market targets, use of these selection tools
can identify sire prospects which represent genetic merit for the
desired combination of carcass and production traits.  

SUMMARY:
The beef industry’s race toward case-ready products promises

to rapidly change the landscape of accountability for carcass per-
formance – for mainstream markets greater economic reward for
high retail yield and correspondingly more sensible values placed
on quality grade.  Given the importance of genetics in determining
the yield of case-ready product, cow-calf producers hold the key
for unlocking the door to twenty-first century carcass premiums.

Fullblood, purebred and percentage Limousin bulls can be con-
structively matched with different types of commercial cows to hit
carcass targets.   Carcass EPDs, scan information and visual
appraisal should be used to select sires with appropriate genetics
for muscularity required by different markets.  As packers shoulder
the economic burden of loss due to insufficient muscle along with
excessive fat and bone, feeders and cow-calf producers are likely
to be held financially accountable. 

Beef Industry Marches Toward Accountability
continued from page 1

Type of Commercial Cows Type of Limousin Sire Target Market*

British (and British cross) ——>PB & FB Limousin ———>Yield & Grade (Y&G)
————————————>LM-AN Hybrid —————>Quality Grade

British X Continental—————>PB & FB Limousin ———>Muscle and Y&G
Cross ———————————>LM-AN Hybrid —————>Yield & Grade

Continental ————————>PB & FB Limousin ———>Muscle
————————>LM-AN Hybrid —————>Yield & Grade

Brahman Cross ———————>PB & FB Limousin ———>Muscle and Y&G
————————————>LM-AN Hybrid —————>Yield & Grade

PB=Purebred, FB=Full Blood, LM=Limousin, AN=Angus

*Different target markets have varying specifications upon which premiums and
discounts are rendered.  Yield and grade (Y&G) markets reward a combination of
USDA yield and quality grades.  Muscle markets reward primarily yield grade with little
or no regard for quality grade.  Quality grade markets are those which emphasize
marbling with lesser emphasis typically placed on yield grade.   Limousin cattle excel
in genetic merit for delivering desired levels of muscularity, without production of
excess fat.

Iowa
Dunlap Livestock
Auction

Dunlap, IA
Jon Schaben
712/643-5761
January 18

South Dakota
Platte LIvestock
Auction

Platte, SD
Joe Tagethoff
800/337-2655
January 9 & 23

Special Feeder 
Calf Sales

Limousin special calf sales have become 

an important marketing tool for commercial

cattlemen.  Users of Limousin genetics have 

the opportunity to consign to special calf sales 

in their area.  To participate in any of 

these upcoming special Limousin-influenced 

feeder cattle sales, contact 

the respective representatives.
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ever strike, when or how.
Incidentally, Crain believes the sparse cattle density in typical

cow/calf operations probably make them a less desirable bio-terror-
ist target than cattle feeding operations and the market channel—
trucks, assimilation facilities and the like—itself.

Besides, even if you could build a Cottonwood-thick, stone
wall around every piece of ground that cattle meander over you
still couldn’t eliminate the risk of FAD, given the fickle vagaries of
bacteria, viruses and whatnot.

The good news is there are ways to minimize risk simply by
constructing a bio-security plan, glued together with plenty of com-
mon sense. Keep in mind, bio-security efforts by producers and the
industry as a whole are the very reason why FMD hasn’t been in
this country since 1929, and why a recent Harvard study under-
scores the remoteness of BSE ever getting into the U.S. 

Bio-security Basics
At its core, bio-security describes any effort aimed at prevent-

ing the introduction of pathogens or toxins that can harm the health
of cattle or the safety of the beef supply.

With that in mind, Jan Sargeant, DVM, an assistant professor
at Kansas State University’s (KSU) Food Animal and Health Man-
agement Center explains, “The biggest gaps in bio-security come
in the way we move cattle around, which break the primary princi-
ples of bio-security.”

Namely, Sargeant says bio-security boils down to minimizing
the risk in the environment, contact between cattle so that diseases
can’t be spread, and contact between cattle and other possible dis-
ease transmitters such as equipment, vehicles and even people.

“Keep animals from different sources separate from one
another as much as possible,” says Sargeant. “Don’t mix new
arrivals with animals that have already been on the operation for a
period of time; that includes maintaining separate water sources for
new arrivals.”

As for minimizing the risk associated with other transmitters,
Sargeant suggests: “Make sure water and feedstuffs are not con-
taminated with feces or other toxins; establish protocols for manure
handling in confinement areas; reduce exposure to non-domestic
species (including access of vermin, pets and wildlife to feed-
stuffs); reduce contact with other cattle groups
through adequate fencing; remove dead cattle
immediately and dispose of them adequately
(see Bio-Security Tips).”

Likewise, Sargeant says, “Particularly in
this day and age I believe producers need to
think about keeping track of who is coming on
to their operations.”  Some feedyards, for
instance, have taken to limiting access to their
operations to one entry point, and they ask any-
one visiting to sign in. A log such as this offers a
head start on tracking down the origin of a dis-
ease outbreak, should it ever occur. Conversely,
it provides a way to alert recent visitors to a dis-
ease challenge they may be carrying away with
them.

When it comes to the environment itself, Crain says, “Soap
still kills about anything.” His point is that basic hygiene can do
wonders to stop pathogens in their tracks. That means keeping
equipment clean, not lying around in the open, or lying in a tub of
disinfectant so long that it becomes a pail of bacterial goo infecting
everything it touches. That also means considering how feed han-
dling equipment, trucks and trailers can serve as cross-contamina-
tors when producers take their role in disease introduction or
prevention for granted.

As well, Sargeant points out reducing cattle stress reduces
risk since stressed individuals are more prone to succumb to a
wandering pathogen. Stressors can be physical, climatic and
nutritional. 

Start at the Start
Of course, the best place to stop disease is before it ever gets

to your front gate. Crain believes producers need
to have a handle on the health history of the cat-
tle they buy before bringing them home.
Although a health certificate can’t guarantee cat-
tle haven’t been exposed to a particular disease,
a health certificate and health history can offer a
feel for the level of risk.

Sargeant points out this kind of documenta-
tion goes hand-in-hand with record keeping on
both the buying and selling ends of the equation.
“I think we will have to formally keep track of
more things in the future, such as each stop cat-
tle make along the way, where they came from
and where they’re going.” says Sargeant.

Incidentally, that is an advantage to regis-
tered stock. The process of registering cattle and
transferring ownership offers a ready-made

Fire Line continued from page 1 Bio-Security Tips
Granny was right. It’s a whole lot easier to snuff out a fire

before it ever starts. In the case of  Foreign Animal Disease,
these are some bio-security steps you can take to protect your
operation.

• Know who is coming on to your place. If they are an
international visitor, contact your veterinarian about the
appropriate steps to take.

• Know the source of any stock you bring on to your place and
keep any new animals segregated until you’re comfortable
they’re not bringing a disease with them.

• Devise a response plan. If a contagious disease were found in
your county, as an example, do you know how you would
sequester your herd from fence borders and still make feed
and water available?

• If you spy any unusual clinical symptoms, or notice unusually
high morbidity or mortality call your veterinarian immediately.

• Keep in mind that increased concentration of livestock also
increases the risk of spreading disease if one is present.

Bio-security describes 

any effort aimed 

at preventing 

the introduction 

of pathogens or toxins

that can harm 

the health of cattle 

or the safety of 

the beef supply.



paper trail of cattle origin and destination.
Moreover, different operations have every right to tai-

lor their health demands. As an example, there was a time
when neither seedstock producers, nor cow/calf operators
thought much about Johne’s disease, if they’d even heard
of it. Now some make their purchase of breeding stock
contingent upon a clean test for the disease.

All of this record keeping, documentation and risk
assessment for individual diseases really boils down to
evaluating how much risk your operation is exposed to,
from what likely targets, and at what cost.

“Develop a bio-security team and have a clear proto-
col in place to be followed in the event of a disease out-
break, which can allow a timely response to problems,
thereby minimizing the impact on the operation,” recom-
mends Sargeant. “Bio-security should be a team effort. The
individuals involved might include your veterinarian, order
buyer or extension agent.”  

Besides helping construct an effective bio-security
plan, Sargeant explains this team can also serve as the first
line of defense should a problem arise. “Maintain a close
relationship with your bio-security team, and call your vet-
erinarian immediately if unusual clinical signs or unusually
high mortality or morbidity occur,” she says.

Bottom line, the cost of not considering Foreign Ani-
mal Disease, specifically, has gone up, while the returns to
be had for understanding health risks and how to manage
them are increasing even more.

For more specific recommendations about bio-secu-
rity and bio-security planning check out USDA’s website
at www.usda.gov and NCBA’s at www.beef.org.

LIMOUSIN’S COMMERCIAL CONNECTION Page 5

• If you visit another country, visit with your veterinarian
about steps you can take upon your return to prevent
bringing in an unwanted hitchhiker.

• Know the source of all of your feed; read the labels and
know what is in your feed and supplement.

• Understand that loaning and borrowing stock increases
the risk of spreading disease.

• Make sure water and feedstuffs are not contaminated
with feces or other toxins.

• Establish protocols for manure handling in confinement
areas.

• Reduce exposure to non-domestic species (including
access of vermin, pets and wildlife to feedstuffs).

• Reduce contact with other cattle groups through
adequate fencing.

• Remove dead cattle immediately and dispose of them
adequately.

Compiled through information from: Max Coats, DVM,
Texas Animal Health Commission, John Maas, DVM, University
of California-Davis, Ian Stewart, DVM, USDA-APHIS, and Jan
Sargeant, DVM, Kansas State University

LimousinLibrary
Below is a list of a variety of publications concerning the beef

industry that are worthy of your special attention.  Some of the articles
are available electronically on NALF’s website at www.nalf.org/sug-
gestedreadings.html.  Others are available through the source listed. 

What’s Hot and What’s Not About Beef In The Supermarket
Dr. Gary C. Smith, Colorado State Universtiy, presented this
material at the Wakefern Food Corporation Seminar in Edison,
NJ on September 19-20, 2001 discussing a wide array of topics
including, case-ready fresh meats, “branded beef”, “traceability”
(farm to fork traceback) and bar-code scanning of product.  Mate-
rial is posted on the NALF web site at  www.nalf.org/suggeste-
dreadings.html.

Crossbreeding — The Lost Art?
Dr. Scott P. Greiner, Virginia Tech, has written a 3 part series of
article’s dealing with the art of crossbreeding.  Within the article
Dr. Greiner outlines crossbreeding fundamental principles, design
and management of crossbreeding systems and sire selection.  Arti-
cle is posted on the NALF website at www.nalf.org/suggestedread-
ings.html.

Full Speed Ahead
Trends in globilization, consumer demographics and new 
technology will shape the road ahead.  BEEF, November, 2001,
pg. 40

Interrelationships Among Carcass Characteristics of
Feedlot Steers and Heifers Selected for Competition

This Kansas State University Report of Progress evaluated the
interrelationships among carcass characteristics of steers and
heifers selected from commercial feedlots for competition in the
Beef Empire Days lives and carcass contests.  This study indi-
cates that ribeye area is more closely related to economically
important carcass characteristics in trim, muscular cattle than pre-
viously identified.  Report is available electronically at
www.oznet.ksu.edu/library/lvstk2/srp873.pdf

New Plants Mean More Choices for Producers
Steve Kay writes in his column about five brand-new packing
and processing facilities having opened or being planned to open
and how some are applauding the first of the new generation of
beef plants.  These facilities are smaller, but more integrated and
“value added” in their orientation.  Kay’s Korner, December 3,
2001, pg. 3 Western Livestock Journal.
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Picking the “Right Sire”

Table 1. Percentile Breakdown for 1999-2001 Born Limousin Cattle*
Upper
Percentile Gestation Birth Weaning Yearling Milking Scrotal Carcass Ribeye Fat Marbling
Group Length Weight Weight Weight Ability Circumference Stayability Docility Weight Area Thickness Score

5% –2.0 –1.3 24.2 41.7 12.3 0.6 19.9 22.1 21.0 0.38 –0.02 0.09

10% –1.5 –0.6 21.4 37.4 10.5 0.5 18.9 19.7 18.0 0.31 –0.01 0.07

20% –1.1 0.1 18.0 32.0 8.4 0.4 17.5 16.5 15.0 0.24 –.01 0.04

30% –0.8 0.6 15.5 28.0 6.9 0.3 16.7 14.0 12.0 0.18 0 0.03

40% –0.6 1.0 13.2 24.4 5.5 0.2 15.9 11.9 10.0 0.14 0 0.02

50% –0.3 1.4 11.2 21.1 4.3 0.1 15.0 9.8 8.0 0.10 0 0.00

60% –0.1 1.8 9.1 17.8 3.1 0.1 14.2 7.8 6.4 0.05 0.00 –.01

70% 0.1 2.2 7.0 14.4 1.9 –0.1 13.1 5.8 5.0 0.01 0.00 –0.02

80% 0.4 2.7 4.6 10.7 0.5 –0.1 11.9 3.4 2.2 –0.04 0.03 –0.04

90% 0.7 3.4 1.2 5.6 –1.6 –0.2 10.1 .2 –1.0 –0.11 0.01 –0.05

Picking the “right” sire is the key to making genetic
improvement.  In your next calf-crop, half of the genes will be
from sires used during the last breeding season.  If you produce
your own replacements, nearly 90% of the genetic makeup of
your herd is comprised of genes from sires used during the last
three generations.

While you will always shop for structurally correct animals
with thickness, rib and volume, knowing the current Limousin
EPD statistics (Table 1 below) is paramount to rounding out your
genetic evaluation.

The most current International Limousin Genetic Evaluation
Manual for the United States and Canada is anticipated to be
available by the end of January.  The Spring Sire Summary is
one of the most comprehensive tools available to the beef indus-
try, including performance data from both the US and Canadian
herd books.  Updated Carcass EPDs are a feature calculation of
the Spring Sire Summary, which also includes the most current
EPDs for docility, stayability and new genetic predictions for all
the traditional performance traits.  Contact the NALF office to
request a copy.  

NALF provides a web-based Sire
Selector program posted on its web
site under the “performance pro-
grams” tab.  The program is designed
to assist in the selection of sires for
use in all types of breeding programs.
This program is updated after each
National Cattle Evaluation (NCE) to
include the latest EPDs.  All bulls that
qualify for the NCE General Listing
and the top 500 young sires for birth,
weaning, yearling and milking ability
are included.

After a producer enters specific
selection criteria, bulls that meet the
defined qualities are selected for dis-
play and printing.  Criteria can
include: low/high EPDs, minimum
accuracies, birth year range,
polled/scurred only, fullblood only and
black only.  For more information on
this useful tool log onto the NALF
website – www.nalf.org – or contact
the NALF office.

Electronic Sire Selection Tool
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We’re looking for Good Cattle
ConAgra Better Beef is looking for a steady supply of cattle that perform 

all the way to the meat counter. Cattlemen with load lots of top quality cattle 
will be rewarded for producing a consistent beef product. 

CBB Market Advantages
• CBB offers market flexibility, with

four end-product markets.

• CBB provides carcass and feedlot
performance data on every calf
fed in the program.

• CBB currently feeds over 
200,000 head.

• CBB is a total service program. 

• CBB will help position your program
to capture future profits.

Add value to your calf crop today. Get involved with one of America’s fastest growing Branded Beef Companies. 
For more information about CBB’s buy-back program and capturing the true value of your next calf crop, contact:

Wendell Geeslin Al Perez
970/785-6170 P.O. Box 190 970/395-8544

wendell@ magnesscattle.com Platteville, CO 80651 aprez@conagrabeef.com
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