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Timing
To put the discussion into context, it took

place in the mid-80s. Continental cattle were
becoming very popular and Angus breeders
were trying to add size and scale to the
breed.

As my professor pointed out, what good
does it do to select for more growth and
milking ability if you’re going to put the
cows out on unimproved, endophyte-
infected fescue pastures? It’s kind of like
asking a Kentucky Derby winner to run laps
around your calving barn.

There’s no doubt we’re focusing on more
traits now than we did back then. Yet, I
don’t recall having bulls around with 100-
pound (lb.) expected progeny differences
(EPDs) for yearling weight or 30-lb. EPDs
for milk.

We are a lot smarter about matching a
cow to her environment, and the diversity of
the Angus gene pool gives us the ability to
target the EPD profiles that will work with
resources available in our areas.

We know that our job as seedstock
producers is to design the cow that will most

effectively harvest our resources while
producing a calf that will yield the most
desired beef in a grocery store or restaurant.

We know that.
But it is still more fun to talk about what

herd sire we’re going to use this spring than
it is to talk about how many pounds of
nitrogen we need to apply to pastures.

Hot commodity
Competition for land may force us to

change our priorities. We’ve long lamented
the inflated prices of scenic areas. Remote
areas once thought fit only for cows are now
prime land for developers and businessmen
and women wanting homes in the country
to get away from high-stress corporate jobs.
The prices they are willing to pay make it
hard to justify running cows.

Even wooded areas in northeast Missouri
are selling for phenomenal prices to folks
wanting a bit of hunting ground where they
can escape to on weekends.

Commercials on television are touting
real estate as the best investment available.
It’s true, they aren’t making any more land.

But they said that in the 80s, too, and land
prices did fall. Right or wrong, fair or not, it
is reality.

We can’t give up and say it’s cheaper to
raise cattle in Brazil, Argentina or Mexico.
Former Association president Leroy Baldwin
provided a good example of why that’s the
case. He recalls when Hurricane Andrew
destroyed Florida’s lime crop. Before the
storm, Mexico was selling limes to the
United States for $8 per box; afterward,
Mexico increased the price of limes to $24
per box.

Especially in troubled times, it is critical
that we maintain a domestic food supply.

Our responsibility
For us and especially for our commercial

customers to continue making a living
raising cow-calf pairs, we’re going to have to
get more out of our land resource. We’re
going to have to start thinking in terms of
net value of beef produced.

That will require learning more about
both sides of the equation — the land that
produces the product we raise and the cow
that we use to harvest it.

We hope this issue, focused on grazing
strategies, sparks some ideas to help you
realize the genetic potential of your herd and
increase the productivity of your resources.

Realize your herd’s full potential
One of my college professors at the University of Missouri once told me that, in general,

seedstock producers were far better at selecting genetics than at managing cattle. His
point was that while genetic selection might be the fun part of being in the seedstock
business, it is a waste of effort to produce high-powered bulls and females unless you
manage them to realize their genetic potential.
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Angus Stakes
@by Shauna Rose Hermel, editor
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