
The Limousin breed has always been known
for its ability to turn inputs into pounds of red
meat. With the unveiling of case-ready products,
Limousin genetics add a whole new meaning to
the word efficiency.

Limousin advantages in efficiency are 
well documented through data gathered at the U.
S. Meat Animal Research Center in Clay Center,
Nebraska. This data shows the Limousin genetic
advantage in turning inputs into pounds of red
meat, which should bode well for the 21st centu-
ry beef industry.

“Because Limousin had a higher dressing
percentage, higher percentage of retail product
and lower percentage bone than the other breeds,
it was the most efficient in measures of efficien-
cy where the endpoint was retail product weight
or where the output was retail product gain.” –
MARC 1999.

Case-ready is a new word in the vocabulary
of many cattlemen, which was started by Wal-
Mart.

“I don’t know if the economic signal has
been sent to the beef industry
just yet. I think the beef
industry is looking long term
and we are a company known
for our reputation,” says Jes-
sica Moser, a Wal-Mart
spokesperson. “Case-ready
provides the product our cus-
tomers are looking for. We
feel it is the highest quality
product we can provide.”

Case-ready adds a
whole new dimension to
Wal-Mart’s meat department.
Marketing beef in this man-

ner also adds an element of customer service.
“Case-ready products allow our meat

department staff to be out front helping the cus-
tomers. Stocking the meat case in this manner
also allows us to keep better track of what’s sell-
ing,” Moser says. “We can have specific products
in stock for our customers. We have always tried
to make things easy for our customers, we’ll con-
tinue to focus on this with our case-ready prod-
ucts.”

The industry has seen continuing rise in
demand for beef products; however, there is still
a safety issue, because society does not know
where to put its trust. Case-ready products add to
the safety element of beef.

“One of the great benefits of case-ready
products, is they are packaged once and not
opened again until the customer gets home,”
Moser says.

With the nation’s third largest meat retailer,
Wal-Mart, sending the economic signal for case-
ready products, the industry is looking for ways
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A CLEAR SIGNAL FOR
CASE-READY PRODUCTS

LIMOUSIN ESTABLISHES LEAD
IN MUSCLE GROWTH EFFICIENCY

By Clifford Mitchell

(Continued on Page 3)

Efficiency of Efficiency of
Retail Product Retail Product

Gain Production Dressing Retail Product
from 0-207 days* to 463 lbs of product* Percentage Percent

Limousin 47 57 63.4 72.3

Angus 35 26 61.3 61.5

Hereford 34 24 60.3 60.1

Gelbvieh 40 49 59.9 70.0

Simmental 38 46 59.8 68.4

Charolais 40 50 60.7 68.7

* Retail product gain/per Mcal of ME.

Breed group means for muscle growth efficiency and related traits.
(MARC 1999 Technical Bulletin, Number 1875)
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The new Bottom Line format includes advertisements from
our industry partners and “breeder equality” advertisements.
There is limited space available for the final three issues of the
annual contract period which runs from April through January.
The fee is the same $250 paid by original advertisers. Size of
ads may vary with the addition of new breeder partners in the
Bottom Line. This is the final opportunity to place an ad in the
Bottom Line until the next contract year, which begins with the
April issue in 2002. Ad copy deadlines are established for the
coming year, but original advertisers will have the first opportu-
nity at the limited space available.

Advertisements only feature breeders who decided to take
advantage of this promotional opportunity. If you need assis-
tance locating a Limousin seedstock source near you, please do
not hesitate to call the NALF office. 

This commercial publication will focus on ways to better
manage and market Limousin cattle, with industry news being
at the forefront of the editorial mix. 

To maintain the integrity of the publication and the mes-
sage it sends, Bottom Line will never exceed a 60% to 40% ad
to editorial ratio. 

Bottom Line has also become a publication member of the

Livestock Publications Council. This allows the publication access
to an annual critique contest for feedback on improvement.

To help NALF reach circulation goals,NALF is calling on
the membership to help supplement our circulation list. NALF
members may request that four issues (1 year) of the Bottom Line
be distributed to their own confidential prospective customer lists
for $10 per name ($2.50 per issue).  Interested members are
directed to contact the NALF office for instructions regarding
submission of prospective customers to have names added to the
Bottom Line mailing list.  All prospective customers originating
solely from NALF members will remain confidential.

This new format has been exciting to develop and I think
the topics are both timely and somewhat cutting edge for the
21st century beef industry. Please let me know what you think
of the new format and any of the material. 

I want to thank the NALF staff for all the help in getting
this first issue to press. I would also like to welcome our new
partners in the publication, ConAgra Better Beef, Laura’s Lean
Beef Co. and the 50 breeders who advertised in this inaugural
issue-Clifford Mitchell, editor, Bottom Line. Letters to the editor
may either be mailed to the NALF office or e-mail
clifford@nalf.org

BOTTOM LINE BUSINESS
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to identify higher yielding cattle accurately using technology like
Video Image Analysis (VIA). This technology will help transmit
more accurate data up and down the production chain more effi-
ciently, to help identify genetics that are the most suited for case-
ready production.

“Case-ready products will not only change the type of cattle
the industry is feeding, but also the target we aim at,” says Dr. Bill
Mies, Texas A&M University. “The industry will also face a mixed
bag of confusion in the next five to seven years as the industry
makes the transition to case-ready.”

One of the main reasons, according to Mies, the industry will
face a lot of confusion is because of the time and expense
incurred by the packing industry to change production to case-
ready products.

In the future, a Select YG 2 carcass may very well be worth
more than a Choice YG 3 because of the advantage in red meat
yield and case-ready product. Case-ready promises to change the
value proposition of yield and quality grade.

Cost of producing case-ready products is a significant factor as
the beef industry moves from commodity products to case-ready
brands. 

“Case-ready processing floors will cost about $50 million
each. IBP has two of these under construction, which will service
only a portion of the Wal-Mart demand,” Mies says.

Improved efficiency and increased demand will offset these
costs, as the industry makes the transition from the box to the meat
counter.

With feeder supplies growing smaller as the market approach-
es a typical upward cycle in the rebuilding phase of America’s
cowherd, packer margins are growing tighter. With costs of $4.4
billion dollars to feed on and trim off excess fat, the days of the
race-track rinds of fat are over. According to Mies, packers will
have to absorb trim losses as cuts of beef are packaged ready for
consumer appraisal, they won’t be able to hide them in the box.

As the VIA technology is more widely implemented in pack-
ing plants, the Choice-Select spread is anticipated to become an
antiquated measure of carcass value. VIA will not change the
Choice/Select spread, but it will allow cattle to be paid for more
accurately on the basis of red meat yield.

“It used to be the big payoff was the Choice-Select spread. In
the future, cattle feeders will feed to a yield grade, with the big
break between YG 2 and 3. Yield Grade 3 cattle are too fat for the
case-ready products,” Mies says. “The industry will target primari-
ly YG 2’s, with increased emphasis on yield grade.”

For several years the beef industry has seen a shift to a British
x British cross calf crop. Quality grade driven grid markets paved
the way for this fad of lost efficiency, chasing the premiums offered
for the Choice grade. Relatively cheap corn prices lessened the
blow to lost efficiency, but case-ready will change breeding pro-
grams across the land. In order to capture lost efficiency dollars,
crossbreeding programs have to be reinvented, targeted to the right
blend of Continental and British genetics to meet end-point mar-
kets for case-ready products.

“We’ll see a shift from some straight English to more of a
50% British and a 50% Continental cross,” Mies says. “The

straight English cattle are too
prone to hit YG 3. A 50/50
mix will hit a more desirable
yield grade target.”

Which leads to the issue
of the industry perception
that marbling is synonymous
with carcass “quality.” Car-
cass “quality” entails a much
larger scope than a quality
grade when packing compa-
nies bear the expense of trim
loss. With case-ready packag-
ing, leaner carcasses with less
outside and seam fat, will be
the most profitable.

The 2001 National Beef
Quality Audit reveals several

figures that denote lighter muscled, less efficient cattle in the feedlot.
Compared to 1995, 2001 saw heavier carcasses, less desirable yield
grades, less ribeye area per carcass cwt. and increased fat thickness.
There have been less instances of poor eating experiences due to
feedlots learning how to better manage the cattle they are feeding
and technology used by the packing industry to eliminate palatability
problems. The best way to improve yield grades, decrease fat thick-
ness and increase ribeye area per hundredweight is by using and
more effectively managing the right genetics. 

Crossbreeding with Limousin genetics offers such benefits.
The first step in positioning your herd to fit the case-ready market
should be balancing the composition of British vs. Continental
genetics in your next calf crop. This will enhance production effi-
ciency and create the blend of 50% Continental and 50% British
genetics feeders and packers are looking for, with the added bene-
fits heterosis brings to production.

“Most planned crossbreeding is smart, but what’s the best
cross?” says Dr. Kent Andersen, NALF Executive Vice President.
“Limousin bulls are the best cross on British based females, because
the right Limousin genetics add muscle and increase cutability,
decrease fat thickness, improve efficiency to case-ready endpoints
and help maintain moderate birth weights and mature size.”

The case-ready revolution demands performance all the way to
the meat counter. Appropriate carcass weight and portion size,
case-ready yield and true palatability will drive the bus in the 21st
century.

CASE-READY  . . . . . . . . . . . . . . . . . . . . . .
(Continued from Page 1)

“Because Limousin had
a higher dressing
percentage, higher
percentage of retail
product, and lower

percentage bone than
other breeds, it was the

most efficient in
measures of efficiency
where the endpoint was
retail product weight or
where the output was
retail product gain.”

——————
MARC 1999

CATTLEMEN ON THE WEB
NALF’s e-mail database for cattlemen using Limousin

genetics continues to expand. Currently, all NALF publications
are available on the web; however, we have future plans to take
this communication a step further and offer NALF publica-
tions, especially the Bottom Line to users of Limousin genetics
in an electronic format. If you would like to receive this publi-
cation in this medium once this delivery method becomes
available, please e-mail laurie@nalf.org with your e-mail
address and contact information.
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By Harlan Ritchie and Dan Buskirk
Department of Animal Science

Michigan State University

Many regions of our continent experienced a drought in 2000,
followed by a tough winter in 2001, which could be followed by a
potentially tough spring.  If it does develop into such a spring, cow-
calf producers may be hardpressed to meet the feed demands
required to get cows cycling and bred back on time for their 2002
calves.  In the next 2 years, we will experience peak calf prices
during the current beef cycle, so it is imperative to get cows bred
back on schedule in order to take advantage of these favorable eco-
nomic conditions. 

Nutritional Management
If hay prices are out of sight, by-products could be a viable

alternative (corn gluten feed,  cottonseed hulls, gin trash, distillers
grains, potato by-products, etc.).  If by-products are already bought
up, grain may be the next feed resource to consider.  

It takes special management, but research has shown that corn
or other grains can economically replace a substantial amount (65
to 75%) of hay in a beef cow diet when roughage is scarce or
expensive.  To minimize the risk of digestive problems and irregu-
lar intake, it is recommended that a minimum of 0.5% of body
weight of roughage dry matter  (DM) be fed daily.  For example, a
1200-pound cow would need 1200 x .005 = 6 pounds hay DM/day.
Hay contains about 88% DM, so the “as-fed” amount would be 6.8
pounds/day.  Hay can be fed separately from the grain, although
grinding and mixing them is ideal and reduces hay waste.  Howev-
er, grinding may not be possible in many cases.  The remaining
energy requirement can be supplied by feeding corn or other
grains.  A feed analysis is recommended, because some additional
protein may be needed, depending upon the crude protein (CP)
content of the grain and roughage components. 

The amount of grain must be limited to less than a full-feed, or
the diet will exceed the cow’s energy needs and become needlessly
expensive.   Cows should be adapted to a grain diet over a period of
a week or more to avoid rumen acidosis, this can be done by
decreasing the roughage and increasing grain on a daily or every
other day schedule.  It is important to have adequate bunk or feeder
space so all cows eat their ration at one time.  If they can’t all get to
the bunk, aggressive cows may over-eat, leading to acidosis.  A rule
of thumb for bunk space is 2 to 2.5 feet per cow.  

Table 1 gives examples of corn-based limit fed diets for
mature beef cows using the following feedstuffs: bromegrass hay,
mid-bloom (NEm, 0.54; CP, 14.4%), shelled corn (NEm, 1.02; CP,
8.5%), and soybean meal (NEm, 0.93; CP, 49.9%). 

Table 2 lists the estimated daily savings in dollars per cow for
limit feeding a corn-based diet compared to a free-choice grass hay
diet (30.7 pounds/day) for a 1200-pound cow in late pregnancy.  No
hay storage or feeding waste is included in these estimates, which
may range from 10 to 20% of DM for round bales fed in large bale
feeders.  Consideration of these losses would further improve the
cost savings over those shown in Table 2.  

The estimates in Table 2 do not account for the cost of feed
bunks.  However, bunks can quickly pay for themselves when the
corn-to-hay price ratio is low.  For example, at a corn price of $2/bu
and hay price of $60/ton, the saving is $.38/day/cow.  Assuming a
cost of $120 for a 12 ft. bunk that feeds 10 cows at a time, 10 cows
x $.38/day = $3.80/day savings.  At this rate, it would take 31.5
days to pay for a bunk.  At $2 corn and $100 hay, it would take only
14 days. 

At a current price of about $2/bu, corn is generally the lowest
priced energy source in many regions.  But, in other regions, vari-
ous other grains may be the cheapest source.  For comparison pur-
poses, following are the NEm and CP values, respectively, of other
commonly fed grains: wheat, 0.99, 14.0%; milo; 0.94, 10.0%; bar-
ley, 0.93, 13.2%; oats, 0.78, 13.6%. 

Reproductive Management
For those producers using artificial insemination, a new estrus

synchronization system (MGA®-Select), researched at the Univer-
sity of Missouri, shows promise of “jump-starting” herds that have
not begun to cycle by 40 days after calving.  A cow has only about
80 days after calving to get bred in order to calve on schedule the
next year.  Conception rates have been as high as 80% on this sys-
tem.  The procedure is as follows.

Day 1 to day 14:  Feed MGA (0.5 mg/cow/day).
Day 26: Inject GnRH (e.g., Cystorelin®, Factrel®, or

Fertagyl®).  
Day 33: Inject prostaglandin (e.g., Lutalyse® or Estrumate®.)
Heat detect and breed immediately following prostaglandin

for the next 96 hours.

For those who would prefer to do a timed AI than heat detect,
breed at 72 hours after prostaglandin and give a second GnRH at
that time. 

GETTING COWS BRED AFTER A TOUGH WINTER

NEm CPDiet, lb/day (as fed basis)
Stage of cycle Requirement, Requirement, hay corn soy
and cow wt. Mcal/day lb/per day
Last 1/3 pregnancy
1000-lb. 9.7 1.6 5.7 7.1 .8
1100-lb. 10.3 1.6 6.3 7.6 .6
1200-lb. 10.8 1.7 6.8 7.9 .6
1300-lb. 11.4 1.8 7.4 8.2 .6
1400-lb. 11.9 1.9 8.0 8.5 .6
First 4 mo. lactation
1000-lb. 14.4 2.5 5.7 10.9 2.2
1100-lb. 14.9 2.6 6.3 11.3 2.2
1200-lb. 15.5 2.7 6.8 11.6 2.2
1300-lb. 16.0 2.8 7.4 11.9 2.2
1400-lb. 16.6 2.9 8.0 12.2 2.2

Table 1. Limit-fed corn-based diets for mature beef cows

hay price, $/ ton
$40 $60 $80 $100 $120

Free-choice hay cost. $/cow/day: $.61 $.92 $1.23 $1.53 $1.84
Corn price, $/bu Cost savings by replacing hay with corn, $/cow/day
1.80 .17 .41 .65 .88 1.12
2.00 .14 .38 .62 .86 1.09
2.20 .11 .35 .59 .83 1.07
2.40 .08 .32 .56 .80 1.04
2.60 .05 .29 .53 .77 1.01
2.80 .03 .27 .50 .74 .98
3.00 .00 .24 .48 .71 .95

Table 2.  Savings ($ cow/day) for a limit-fed corn-soy based diet com-
pared to a free-choice hay diet for a 1200-lb mature cow in the last
one-third of pregnancy.a
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Spring is here and many of the nation’s cowherds are in the
peak of calving season.  It is a time of great optimism and excite-
ment as new calves, and the result of the previous year’s genetic
selections arrive.  However, any level of excitement quickly disap-
pears when having to face the unwanted headaches associated with
calving difficulty (dystocia).

Millions of dollars are lost annually in the beef industry due to
dystocia.  The most prominent losses occur due to the death of the
calf at time of calving.  Other losses, also have a direct effect on
the operation, and include: increased labor, veterinary costs,
delayed rebreeding and more open
females. Calves from hard births
are also more likely to experience
health problems, which result in
higher medicine costs.

“Calving is important to us
from a labor perspective” says Tom
Christensen, manager of Baur
Farms, a 1,000 cow commercial
herd from Van Meter, Iowa.  “In
addition to the cows, we farm a
considerable amount of ground
with a total of only three employ-
ees.  Calving ease has got to come
first for us.”

In a University of Minnesota
Extension Bulletin titled, “Mini-
mizing Calving Difficulty in Beef Cattle,” Dr. Pete Anderson
groups the many causes of dystocia into two general classifica-
tions.  First are those factors affecting size and shape of the calf,
such as birth weight, and sex of the calf.  The second classification
includes those factors affecting the ability of the dam to give birth,
such as age of dam, pelvic area and body condition score.  The
interaction between these factors ultimately determines the inci-
dence of dystocia.

The most common cause of dystocia is that the fetus is too
large in relationship to the cow’s pelvic opening.  It is inevitable
that occasional dystocia will occur due to abnormal presentation
(breech birth, head or foot back, etc.).  Given today’s technologies
and management tools, cattlemen can help minimize dystocia
through selection.

Reams of technical papers are available on the topic.  All of
which confirm…big, dead calves don’t grow.  Christensen says, “If
you don’t keep them alive, it doesn’t matter how much potential for
growth they have.”

Research at the U.S. Meat Animal Research Center (MARC)
in Clay Center, NE, has shown that calves experiencing calving
difficulty are about four times as likely to be born dead or die with-
in 24 hours of birth than those born without difficulty.  MARC data
also confirms that virtually any level of dystocia causes a delay in a
female’s ability to return to estrus, thereby contributing to a higher
incidence of open and later calving cows during the next calving
season.

When designing a sound crossbreeding system, nearly all busi-

ness minded cattlemen with British-based cowherds depend upon
Continental breeds to add muscle to their calves.  Given the close
genetic relationship between birth weights and growth traits, cattle-
men must be continually mindful of the fine balance between the two.  

Placing too much emphasis on minimizing birth weight often
results in reduced weaning and yearling weight.  On the other
hand, too much emphasis on increasing weaning and yearling
weights can easily result in higher birth weights.  Finding the bal-
ance between the two is a challenge cattlemen face every breeding
season.  Fortunately, by selecting bulls on the basis of both their

birth weight EPDs and growth EPDs, individuals can be identified
which calve easily and grow rapidly.  

Over the years, Limousin has gained a favorable reputation for
their calving-ease, calf vigor and overall survivability.  Research
from a 1988 Oklahoma State University Agricultural Experiment
Station study confirmed, “Limousin sired calves were 4 to 8
pounds lighter and caused cows less calving difficulty when com-
pared to Charolais, Chianina, Maine Anjou or Simmental sired
calves.”  The findings on birth weight and calving difficulty
showed a distinct advantage for Limousin compared with most
other popular Continentals.

The most recent data from MARC continues to support the
calving ease attributes of Limousin in comparison to other major
Continental breeds.  Limousin recorded a 6% lower incidence of
calving difficulty and a 10 pound lighter birth weight as compared
to the average of Gelbvieh, Simmental and Charolais (see table of
breed differences in maternal efficiency traits, page 12).

Continually striving for improvement, Limousin breeders have
focused selection pressure to maintain the breed’s sensible birth
weight advantage while bending the curve on growth traits.

“We really search for those curve bender bulls, or those bulls
with low birth weight EPDs and good growth numbers,” says
Christensen.  “Last year we did a pretty good job with birth
weights on the Limousin sired calves averaging 74 pounds on
steers and 72 pounds on the heifers, and all those calves grew real-
ly well.”

EASING INTO SPRING
By Benjie Lemon

Figure 1.  Limousin genetic trends for growth traits, birth weight and gestation length.
Source: NALF International Genetic Evaluation, 2001

(Continued on page 13)
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to their highest profit potential. Various forms of electronic cattle
management (ECM) are being used to supplement the experienced
eyeball of feedlot managers. ECM helps determine harvest date,
days on feed, etc. and just like instrument grading in the packing
house, it should help fit cattle into the right grid market.

Adams feels the ability to track information will add value to
any set of calves both through the feeding and marketing side of
the production chain. 

“The EID/ECM sorting system can help eliminate outliers
before they get to be a problem,” Adams says. “There is very good
information to be gathered through individual animal management.
The points where we can apply management increase when we
have data.”

Around 9% of all cattle slaughtered are what we call “out”
cattle. “Out” cattle are heavyweights, lightweights, dark cutters,
blood splash, Standards and YG 4’s. These out cattle prey on the
profits of every rancher in the system because they
drastically decrease the total dollars that go back
through the system. Being able to eliminate these
cattle will automatically add value.

The individual management that goes into a
pen of cattle through sorting can help cure a lot of
industry ills, according to Adams.

“We can sort a group of 200 head into several
different groups. After we follow the first group
through the plant we can learn things about how to
manage and market the next group of cattle,”
Adams says. “Our marketing situation is geared to
the optimum end date. Giving them enough days on
feed to reach their genetic potential, but not feeding
them too long to lose efficiency and get too fat,
helps reap benefits above the plant averages. You can cure a lot of
ills with sorting.”

With data and individual cattle management, cattlemen can
place a little better guarantee on their cattle. By taking some of the
risk out of his calf crop the cow/calf man can also help create a
profit for his product.

“If a producer can take the risk out of owning his cattle by
having a known process the cattle go through, then he can work on
genetics. If a buyer can’t layoff some of the risk, he will go to
another set of cattle,” Adams says. “If a producer goes to the trou-
ble to put in an EID tag and can actually trace data on each calf,
buyers are going to believe it.”

Once feedyard and carcass performance is benchmarked for a
producer, he can fine tune his crossbreeding program and bull
selection practices. The most sophisticated producers will seek to
track progeny data back to individual sires or a group of sires used
in a multiple sire pasture, some will even know the cow side of the
equation.

“We have producers in our program who are using full broth-
ers on a group of cows or they are even taking it a step further
through the use of AI,” Perez says. “This produces a more uniform
group of calves, with less range from top to bottom.”

Even with data coming back on calf crops that have been fol-
lowed all the way to the rail, cattlemen are challenged to make
genetic improvements to the cowherd. Feedlot and carcass data are

only part of the production equation, since reproductive efficiency
and maternal traits are essential in building a profitable cowherd.
The slow generation gap and the time it takes to get carcass data
back to the cow/calf man leaves the beef industry behind the eight
ball when it comes to making changes.

“It will take several years of data to model genetic and man-
agement decisions. It takes a while to draw the lines where a pro-
ducer wants his cowherd to be,” Adams says.

AzTx is performing another service to help the cow/calf man
trace cattle back to the ranch after the feeding and harvest phase.

“We try to link the ranch number to the EID tag we put in at the
feedyard so cattlemen can tie the data back to their cow herd,” Adams
says. “To the individual rancher the greatest challenge is tying the
data back to the cowherd. If he can’t tie it back to the cowherd he
can’t use it for subsequent years of cattle or even the next calf crop.
To continue to add value something has to be done before those cattle
hit the feedyard, otherwise we’ll max him out the first year.”

As the industry takes a firm hold of instrument
grading and EID, transfer of information back to the
producer should be in record time. It is perceived the
lack of trust between the packer, feeder and cow/calf
man will lead to some sort of visual image provided
to producers from each individual carcass. Carcass
images could be stored and displayed on a computer
monitor, with both feedyard and harvest data
expressed in this image. Producers could see first-
hand what their cattle did without having to make
special arrangements to travel to the plant where
their cattle were harvested.

Managing the genetics in a cowherd or on a par-
ticular group of calves may all go for naught, if prop-
er management is not done from a herd health stand

point. Texas A&M’s Ranch to Rail program shed light on the prof-
itability of cattle based on their genetics and health program. Cattle
that went to the sick pen more than once experienced drastic
declines in performance, both on the rail and in the feedlot.

“I don’t care what genetics a calf has if he’s going to get sick.
If he gets sick he’s lost any advantages he had, because he won’t
perform up to the potential of those genetics,” Adams says. “A
solid animal health program will eliminate the biggest risk.”

As the industry makes the transition to the individual animal
from a system based on pen averages, cattlemen who have posi-
tioned their herds to hit specific end-point targets are definitely in
the driver’s seat. These firms will continue to lead the industry,
even in times of record beef prices. When we talk of a system
adding value to a pen of calves, the first question a producer asks
is, “Will I get paid for doing it?” Adams thinks the value of infor-
mation will continue to climb and reward producers for thinking
out of the box.

“If the efforts of producers are creating better products, over
time their cattle will demand more value,” Adams says. “The value
of the cattle is going to speak for itself, all cattle aren’t going to
bring the same money.”

“At some point in time we’ll have a two-tiered marketing sys-
tem. Cattle that have been highly managed will be one price. The
guys who don’t establish a value for their calves will be at another
figure,” Perez says. 

In the 21st
century, the

resources now
available to

cattlemen would
make their

ancestors who
trailed the first

cattle to railroad
terminals, 

sit up and think.

SHARING GENETIC INFORMATION  . . . . . . . . . . . .
(Continued from Page 14)
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Compliments of:

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 Limousin-
Cross feeder 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. Call Al Perez, director of marketing, 

at 970-395-8544 or Wendell Geeslin at 970-785-6170 to visit about 
CBB’s buy-back program and capture the true value of your calf crop. 


