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. Eliminate the Guesswork: Cowman to Cowman Bull Buying Tips
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hile buying the right bull or bulls isn't rocket
science, there can be many pitfalls or bear
traps to side-step during that process, espe-

cially with the financial ramifications of today’s extremely
strong calf markets and the increased costs of production —
bulls being one of them. There are also some simple things to
look for or expect from your genetics provider that can work
to your advantage when making that next purchase. For these
reasons, we wanted to provide you with the extra help you
might need going into another bull sale season. Therefore, we
have compiled the following bull buying “Do’s and Don’ts”
supplied to us by cattlemen for cattlemen!

Contributions made to this list come via decades of
experience and lessons learned in many facets of the beef
industry. Insight from cattle breeders to cattle feeders and
areas in between like veterinary practitioners, breed repre-
sentatives, and sales/sale barn managers can be found in

this edition. We truly hope you enjoy reading these tips as
much as we value the years of insight from all who contrib-
uted. There should be a little something for everyone.
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Tlp l. Genetics is the ONLY THING a producer is in full control of.

This makes bull buying your most important decision of the year.

Tlp 2. Purchasing bulls from a trusted seedstock source

is one way to ensure the quality of offspring produced. These reliable
sources will yield a product that fits a commercial producer’s program
and ensures there will be value in the offspring created by their bulls.

®
Tlp 30 Single Selection = Single Markets - Specialization and “Niche” marketing are buzz
words today that could potentially hinder future marketing opportunities. Markets and price structures
continually change. Selection for one or two traits only fit one or two markets. Select bulls that DO IT ALL.
Moderate birth weight, high growth, and well above breed average carcass will pay the bills and set a well-
rounded cow foundation. Never close doors by not offering a full package in your cow herd and calf crop.

T ®
lp 40 Beware of the scale buster! 1fa genetic supplier attempts to

wow you with impressive actual weights that you can’t seem to replicate, it’s time
to start asking some questions. It probably means you haven’t ventured out to the
“back 40” and caught a glimpse of his elegant array of creep feeders. Buy from

breeders that run their cows like you run yours, and you'll never be disappointed.

Tlp 5. When buying bulls, make sure you are part of a program or system,

Your seedstock provider is your consultant. Make sure they know what you need to hit the
profit drivers and will also help you prove and/or market the offspring.

®
Tlp 6. One thing to consider is the size of your genetic supplier. Most bulls
these days tend to sell with some kind of breeding warranty. If you have to use that war-
ranty during the breeding season, most large producers have plenty of bulls on hand at
all times to supply a new one, or can loan you a replacement until the next sale season.

Tlp 7. [dentify what your breeding goals are and stick with

them, Don’t chase fads - stay consistent. Year in and year out, guys that
set standards, keep ‘em simple, and stick to it have better replacement
females, more even calf crops, and see more profit.

@
Tl 8. A common mindset is the farther away from home you go to buy

bulls, the hetter they are. More often than not, that isn’t the case. Bulls grown and
developed closer to your cattle operation will be better adapted to your environment.
This will help ensure that their pasture performance is up to your standards.

®
Tlp 9. Real data, test data or genomic data is better than no data. Make
sure your bull supplier has some. At the feedyard - 43% of the profit comes from feed
conversion — 39% from carcass merit and the balance comes from carcass weight. Feed
efficiency is not a fad, so it won’t be going away. 1 1b. of dry matter conversion difference
and $6.00/bu corn on a 575 Ib. steer in the feedyard equals over $100/head difference.
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®
Tlp 100 Some critical factors that will directly affect the “mileage” you get out of your bull are:

A solid foundation - a bull can’t breed if he can’t walk. The rear feet in particular are the most important.
Today, we very rarely see foundered bulls; therefore, most modern day feet trouble can be attributed to
genetic problems that will be transferred to the bull’s offspring.

An adequate sized factory - bulls with above average scrotal size will tend to be more fertile and thus
better equipped to breed more cows in a timely manner.

®
Tlp llo Pay attention to flesh = bulls that flesh easier will have an

advantage staying in better shape during the breeding season. However, don’t
confuse this with buying over conditioned bulls that carry excess amounts of fat. All
too often, feedlot developed bulls melt or fall apart while trying to breed your cows.

®
Tlp 12. Sexually transmitted diseases are for real and need to be taken seriously. When buying bulls,
you should always expect thorough and properly completed health documentation with every bull. All virgin bulls
should have a breeding soundness exam/semen test certificate, documented negative BVD test (often verified by DNA),
and a record of all presale/ pre-breeding vaccinations. Any mature bulls must have a documented negative Trich test.

®
Tlp 13. “Well Balanced” Definition = Well balanced does not mean a bull that is

equally average in all traits, but rather should be a bull that is equally impressive in all traits.

®
Tlp 140 Don't let calving ease cost you money! Calving ease is extremely important
and we can all agree that a first calf heifer needs to have a very moderate sized calf. However, bulls
with “slam dunk” heifer calving ease generally sire calves that are too small if used on cows. A mature
cow can have a 75 to 85 Ib. calf with ease. Those calves will weigh much more at weaning time.

3 Continued on page 7
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MO — Stop By Anytime For a Visit!
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We are very pleased and happy with our bull we pur-
ith Flying H Genetics chased from Flying H Genefics. It is a very gentle, good
natured bull. He has serviced lots of cows and has always
table place with a crew who do generated a 100% calf crop with no calving issues. The
Lo PR they’re going to do. Last calves wean off very well each time and are taken to
whgt the); Sady e)’q" igue with one of market and sold in an even group. Those calves have
:E:?;?,IHL |C}1\q<;J ;umrchased. The problem always been in the top 5% of calves sold on sale day.

was well taken care of with prompt John & Linda Stewart; Stewart Farms,
attention and care. West Central MO cattleman

Roger & Sharon Pierce, Southeast MO
Yo This past fall, Flying H went out

of their wa i
y to help with a bull
that wasn’t working for me. l';'he

My experiences W .
have been very satisfactory. It is a

| ha\;le been extrelmelyfimpressed and pleased with the Fly-
ing crews’ quality of customer service, fairness, and atten- promptl ' .
tion to detail. They walked me through their bull selection to mypfqyrr:,ex;r:: qut;'thy bull
& buying processes, explaining to me what | may need and absolutely eXCellenvfr ';1. has been
not need at my convenience. | am very pleased with the 8 tempered, outstandi; b's AL
FHG bulls | was a part of purchasing in 2011. They have a very aggressive bmgdU” that is
held up better than any bulls we have bought before, and | totally pleased! isecerston
really look forward to our first set of calves. Donald B '

eeson, Southwest M0

MacShane Bartley, Kentucky cattleman cattleman
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o
Tlp 150 Your bulls should reflect your market. 1f the sale barn is your main market, then pounds pay - plain
and simple. Focus on producing an even set of heavy calves that are one solid color. Don’t ignore carcass traits. Instead, use
a reputable bull source that actively measures them and stay focused on the things that pay your bills.

[ )
Tl 16. A common mistake that cattlemen make is underestimating

the need of their bull battery. Each year, I get calls in the days just prior to turn out time,
stating that a bull(s) have failed their Breeding Soundness Exam (BSE). To complicate
this problem, the majority of bulls have already been sold, leaving a rancher with few
options. Solution: get your BSEs completed ahead of bull sale season, so you know the
total number of bulls you really need while you still have the chance at quality bulls.

Tlp 17. Understand that an animal is worth what two bidders are willing to pay for him on that given day.

Be prepared that your first choice(s) may end up being beyond your budget, regardless of the sale results of the previous

year. Identify bulls deep into the offering that still match your criterion, just in case you can’t afford the ones leading off the
sale. The same applies to the entire sale. Your number one priority when buying bulls is getting your cows bred. Your second
option may have to include utilizing another seedstock supplier. But, do you homework well in advance. Be sure they are
dedicated to their customers, raise the quality of bulls you've come to expect, and match up with your breeding philosophies.
Remember, the relationship you’ve built with your current seedstock supplier may justify an increase in your own budget.

Tlp 18. All of us in the cattle business are NO LONGER on an island by ourselves. Commer-

cial producers need to keep the needs of their customers in mind — every stop on the supply chain after calves
leave the farm or ranch is a customer. Feeders want cattle with growth and feed efficiency. The packer wants
cattle that grade choice with carcass weights big enough to make their operation more efficient in processing.
The consumer wants a quality product to eat. Modern day genetic evaluation tools are in place that when
making bull selections, we can be sure to meet the customers’ needs all the way through the production chain.

Just some of our valued contributors: Dan Dorn, Supply Development Decatur County Feed Yard
Ed Creason, American Simmental Association Bill ]?rownsberger, DVM
Wes Tieman, American Angus Association David Hoagland, DVM

Clint Berry, Red Angus Association of America Lar 1Y Engeman, D.VM .
Frank Padilla, American Gelbvieh Association Jackie Moore, Joplin Regional Stockyards
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