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Executive Vice President's Report 

Sound business practices 
are keys to beef cattle profits 

The business of cattle production over- 
~h;idows both the tradition and romance 
of our industry in these economic times. 
Every day it becomes more evident that 
sound business practices hold the keys 
that will unlock the gates that lead to 
profits-profits that can keep the nation's 
ranchers, farmers and feedlot operators 
in business. 

It is no accident that the American 
Angus Association selected as its promo- 
tional slogan, "ANGUS-The business 
>reed." Much of the activities of the 
A+ociation in 1986 have been aimed at 
improving the business end of beef cat- 
tle production, all the way from breeding 
and merchandising registered and cnm- 
mercial Angus cattle to boosting the con- 
sumption of high quality Angus hccf 
through the Certified Angus Beef pro- 

gram. The spirit of out slogan was ampli- 
fied at the 1986 Beef Profit Conference 
here in St. Joseph in September. 

No one welcomes the adversity and 
tough economic conditions that have 
troubled the beef cattle business in recent 
years. But out of it may well come new 
direction that will improve our fortune 
and bring increased prominence and 
growth for the Angus breed. 

The past few years have shattered our 
industry's false confidence that beef 
would continue as the number one food 
item regardless of what we as producers 
did or failed to  do. As a result, this year 
we embarked upon a nationwide beef 
checkoff program that will provide the 
funds needed to bring people back to en- 
joying the pleasure and health benefits of 
beef. The funds will allow our industry 
to dispel the otherwise mostly reasonable 
and intelligent people who have spread 
so much destructive information about 
beef. 

Moreover, the beef industry has taken 
a close look at itself, and realized that it 
has ignored some of the things that long 
made it great-namely beef quality, con- 
sistency and consumer satisfaction. There 
has been more positive discussion the past 
year about the need to produce cattle 
that yield carcasses of the correct size with 
sufficient marbling and with a minimum 
of fat cover, than in the last 15 years. In 
this respect the American Angus Associa- 
tion is no longer a lone voice crying out 
in the wilderness. 

If the industry does indeed pay close 
attention to eating quality and consumer 
satisfaction, I am convinced that it will 
build the kind of beef cattle industry that 
will expand the demand for beef, par- 
ticularly Angus beef. Improved demand 
for Angus will strengthen your Associa- 

tion and enable it to even better fulfill 
the obligations of the Charter under 
which the Association was organized in 
1 8 8 3 ~ "  ... to maintain unimpaired the 
purity of said breed and to ... best promote 
the interest of said breed of cattle in 
America." 

It seems customary for annual reports 
like this one to be optimistic and put for- 
ward the best foot of the industry they 
represent. But if you read this report you 
will see that your Association is down for 
the year in registrations, transfers, new 
members and income. But vou will also 
see that we finished the year financially 
in the black and set new records in sales 
of Certified Angus Beef. In this report 
vou will see what vour Association has 
done the past 12 months to overcome 
some of our problems and plan confident- 
Iv for the future. 

I am optimistic about the future of your 
Association and your breed of cattle. 
One never knows what roadblocks might 
be thrown in our way by our own or 
some other government, or by Mother 
Nature herself. But barring unpredictable 
calamity I think Angus cattle will prof- 
itably fulfill the needs of our changing 
and maturing beef cattle industry. 
Thanks to the groundwork that has been 
done Angus have a better opportunity 
than our competition to provide a bet- 
ter way of life for thousands of families 
and individuals who rely upon the cattle 
business for all or part of their livelihood. 

Whether or not 1986 Droves to be a 
pivotal year for our business, it has been 
a pleasure for me to work with a talented 
and dedicated board of directors and 
staff. These men and women, I can assure 
you, have gone to great lengths to serve 
you and your chosen breed of cattle in 
1986. 

- - 
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CAB sales a t  record 29.75 million pounds 
The Certified Angus Beef business 

soomed in 1986 as sales climbed to a 
.ecord 29.75 million pounds, about 850 
railer truck loads, with an estimated 
vholesale value of $100 million. That's 
,early double last year's record sales fig- 
ires of 15.9 million pounds. 

The program provides a significant and 
'rowing outlet for Angus and predomi- 
iently Angus cattle. During the fiscal 
rear approximately 1,133,000 head of 
,teen and heifers were identified visually 
is qualifying for the program. That 
imounts to about 5,000 head each work- 
ng day at present slaughter levels. Of 
hese live Angus 23 percent or 263,000 
lead actually met the exacting carcass 
pecifications to qualify for the value- 
dding Certified Angus Beef (CAB) car- 
:ass roll. 

Slaughtered under government inspec- 
ion, USDA graders actually make the 
election of carcasses that meet CAB 
pecifications. The program is the only 
lational branded beef program, and en- 
oys widespread confidence and respect 
vithin the beef industry. 

Growth of the program has been be- 
fond most experts' expectations. In 1983 
oral CAB sales were 1.6 million pounds, 
vhich is only about two weeks' sales 
rolume today. The record month this 
'ear was May when 3.29 million pounds 
(ere sold, the first time monthly output 

topped the three million pounds level. 
The year's highlights included the ad- 

dition of 275 new licensed retail outlets, 
bringing the total to some 500 in 32 
states. The largest outlets added this year 
were 205 Jewel Food Stores in the Chi- 
cago area and 50 National-Canal Villere 
Stores in and around New Orleans. Both 
chains merchandise approximately one- 
half million pounds of CAB each month. 

During the year six new packing plants 
were signed on to produce CAB. This 
brings the total to 18 plants in the 13 
states of Colorado, Iowa, Kansas, Ken- 
tucky, Minnesota, Missouri, Nebraska, 
Ohio, Oklahoma, Pennsylvania, South 
Dakota, Washington and Wisconsin. 

The food service business also signed 
up for CAB in record numbers. During 
the year, 190 new licensed restaurants 
were added to the rolls for a total of 41 1 
i n  42 states and five foreign countries. 
There are another approximately 400 
restaurants which serve CAB but are not 
licensed to advertise or promote the fact. 

Other new additions for the year in- 
clude four fabricating plants bringing the 
total to 10; nine new food service dis- 
tributors for a total of 35 including one 
each in Guam and Puerto Rico, and six 
new retail distributors for a total of 11. 

Also important to the growth of the 
program was the addition of the first 
CAB manufacturer-processor to the pro- 

Certified 
Angus Beef 
Saks Growth 

ANGUS 
BEEF - 
15.9 

Shnppiiic the Certificil .A~KIIS Bi\j  cusc (II L I  Xeii 
O r l c ~ ~ n s  urea Cunal \'illcrc Super Mori.. :< pun\ 
W L I ~ ! ~ L T  of K ~ ~ l n c r ,  Lmisianu. Chi-ned b> SO i*:intl Tea 
Co. ,  the National and Canal Villcri: stores bq;tin sellin; 
Certified Angus Beef on May 12.  Sales rolume is one, 
half million pounds a month. 

gram. They have been licensed to for. 
mulate CAB summer sausage, salami and 
beef sticks from CAB chucks. The firm 
is Festival Sausage Inc., Oakland, Illinois. 
This will increase the percentage use of 
CAB carcasses and thus add to the value 
of each CAB carcass. 

Exports of CAB continue to grl: . with 
the popularity of U.S. type ste ah ' , -uses 
around the world. In 1986 five licensed 
CAB export companies sold beef from 
Angus cattle far beyond US.  borders. 

As demand and sales increase, CAB 
packers are more actively seeking Angus 
cattle. One packer has sent letters to the 
feeders it buys from urging them to buy 
Angus feeder cattle to put in their lots. 
This firm has also instituted a premium 
for cattle that qualify for CAB and also 
for Prime carcasses. 

To insure a steady supply of c ;  ..-Â for 
the program, and to bring the benciits of 
the program more fully to the ~roduction 
level, the CAB Phase I1 portion was in- 
itiated in 1986 with formation of a Cer- 
tified Angus Feeder (CAF) program. A 
committee was appointed to explore the 
best way to implement such a program 
and John Crouch, director of perform- 
ance programs, was named to head the 
CAF program. 

The success of any breed of bee! nnttlc 
depends upon how the busines' .op^ 
who grow, feed, process and sell hr. profi 
it from and demand that breed. certified 
Angus Beef is increasing the demand 
Angus cattle throughout the united 
States. 
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Sell Angus benefits to commercial producers 
- 

Sales are one of the keys to success in 
any business, and the public relations 
department concentrated in 1986 on sell- 
ing Angus benefits to commercial cattle 
producers and helping members do a bet- 
a:r job of selling in their individual 

I .iperations. 
The national advertising program 

which featured the second year of the 
"elephant campaign" reached 80 percent 
of the nation's cow-calf producers and 90 
percent of feedlot operators an average 
of 6.3 times a vear. This was in addition 
1 

1 : 

In the Association's efforts to keen in 
touch with commercial cattle producers. 
and encourage them to use more Angus 
bulls in their operations, two issues of the 
ANGUS BEEF BULLETIN were written 
and mailed to some 32,000 commercial 
Angus customers in October and March. 
This publication goes to all non-members 
of the Association who have had cattle 
transferred to them in the 24 months 
prior to publication. 

A highlight of the year was the Na- 
tional Beef Profit Conference, designed 

ciation headquarters in St. Joseph, it at- 
tracted more than 500 people to thepro- 
gram and the Association open house. 
Maybe most important it received wide 
media coverage. 

T o  help members do a more effective 
and efficient job of advertising and pro- 
motion, the Public Relations Department 
sponsored an Advertising Seminar for 
registered cattle breeders in Fort Worth, 
Texas. Designed as a pilot program for 
future such events, the program was well 
received. In addition the department pro- . - 

:o a full schedule of regional manager ads to culminate the two-year " ~ l e ~ h a n t "  duces a Merchandising column each 
across the country and advertising in advertising campaign. Held at the Asso- month for the Angus Journal. 
selected other fa& and livestock pibli- 
:ations. 

The American Angus Association and 
Fletcher/Mayo/Associates, creators of 
the elephant advertising campaign, were 
honored in April by the National Agri- 
Marketing Association (NAMA). The 
Angus campaign won second in the na- 
tion in the NAMA national advertising 
awards program. During the first six 
months of 1986 the Association ranked 
34th nationally among agricultural print 
advertisers. 

For 1987, the Association has created 
,in all new advertising approach to start 
the 1987 fiscal year. It features qualified 
experts telling commercial cow-calf pro- 
ducers the kind of cattle they (the experts) 
need to satisfy beef demand. The ads 
then explain how Angus will best help 
them fill these needs. 

The  public relations department 
worked closely with the agricultural 
media as well as the general media to see 
that information about Angus cattle and 
about individual Angus breeders and 
Association members was distributed and 
used. During the year the public relations 
department wrote, printed and mailed 
29,297 individual copies of 168 news 
releases to publications and broadcast 
facilities around the nation. In addition 
some 34,401 individual copies of photo- 
graphs were printed in the Association 
darkroom and mailed out for release. In 
addition personalized news releases were 
wnt to the home town media of all new 
members and to adult and junior mem- 
hers who participated in major activities 
like the National Junior Angus Show, or 
who were elected to serve as delegates at 
the annual meeting. These individualized 
news releases are computer generated and 
are used extensively by the local media 
at which they are directed. 

lheres Â¥Â WQ 1.1 p - v l i i  hew a "i~imi.'rvI" like the oitf 
~iunol l~ - r rwi lJ  prfwin :n;iAtflic 
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Youth lead way to Angus breed's future 
The American Angus Association's 

junior activities program is dedicated 
both to attracting young people to the 
Angus business and to providing educa- 
tional and leadership opportunities that 
will help develop their skills and insure 
a strong future for the breed. 

The National junior program is built 
upon the strong base of state and local 
junior Angus groups. During the past 
year the Director of Junior Activities 
worked closely with these organizations 
where nearly every junior Angus breeder 
is involved in one way or another. Here 
they learn the fundamentals of leader- 
ship, organization, participation, and cat- 
tle showmanship and production. There 
are currently 65 of these active junior 
groups scattered throughout the U.S. 

A highlight of the 1986 fiscal year for 
many young people was the National 
Junior Angus Show in Springfield, Illi- 
nois. Juniors and their families from 35 

states took part in the many activities 
that surrounded this event. The show 
itself was the third largest ever, attracting 
532 head of cattle from 29 states. It did 
however, have the largest registered steer 
show ever. 

Some 57 state showmanship winners 
from 32 states took part in the National 
Junior Angus Showmanship Contest. In 
addition there was the annual meeting of 
the National Junior Angus Association, 
and the National Angus Olympics in 
which 100 teams from across the nation 
took part. Most local junior Angus ac- 
tivities don't get done without the help 
of dedicated adult advisors, and at the 
National Show Gordon and Norma 
Conner, Buffalo, Kentucky were named 
1986 Advisors of the Year. 

In addition to the national show the 
American Angus Association sponsored 
the Eastern and Western Regional junior 
Angus Shows in Montgomery, Alabama, 

The I986 Nt~tioii~il  Jiminr 
Angus Associiition />mtrii 

mfmhers urc: seiitvd from 
left: Beth iMcDonuld, 

Huntsrifie, At., prcsiclent; 
Julic Coonruil, Pullman, 

Wu., cnmmt~nicutions 
director; Richard Jenkins, 
Cni?, Tn.; Cindy HoÃ§ck 

Blishong, k's; Kclli 
Crossland, ElDorudo, Ar.; 

and Christy Dumcron, 
Lcxington, 11. Directors 
srunding from left, arc: 

Cliff Simmons, 
Willi~~msron, Mi., vier 

president; Jiinniv Ju>pcr, 
Nicholusrille, Ky.; Nick 

Brost, O-sforil, In.; Chud 
Cush, Centrr Hull, Po.; 

Kim Olson, Grunil 
Moiintl, Io~ru; and RIISSL.~~ 

Coon, Bethel, Mo.. 

and Reno, Nevada, plus three regional 
preview shows in Washington, Massachu- 
setts and Texas. The idea is to have a na- 
tional or regional event each year 3- 

tively close to most every junior member. 
The National Junior Angus Associa- 

tion Board had one of its busiest years 
ever. The group sponsored a national 
leadership conference, and acquired a 
donated heifer to help support the Angus 
Foundation. That heifer sold at auction 
for $16,500 during the National Western 
Stock Show, to staunch Junior Angus 
supporters, George Becker and Hazel 
Caponi, Enderlin, South Dakota. 

An active role was played by A r  is 

juniors in the Youth Beef Industry Con- 
gress, a gathering of junior beef breed 
leaders from the nation's 13 most numer- 
ous beef breeds. The group also initiated 
the Junior Association Scrapbook con- 
test, sold T-shirts to promote Angus and 
junior Angus programs, wrote monthly 
articles in the Angus Journal, and pub- 
lished a semi-annual Junior Angus 
newsletter. 

Youngsters who want to get experience 
working for Angus breeders in anr ' er 
part of the U.S. took part in the Ass a- 
tion's Summer Job Program. Since the 
program started in 1979 some 86 juniors 
have participated, working on 51 differ- 
ent farms. 

Achievement in many phases of Angus 
work is singled out by the National Junior 
Recognition Program. This past year 25 
youngsters earned the Bronze award. 
There were 23 Silver winners and 11 
dedicated youngsters were  resented the 
coveted Gold award. 

Activities bring Angus people toget her 
Businesses run on a whole lot more 

than cold hard facts, a favorable balance 
sheet and tough competition. The Activi- 
ties Department of the American Angus 
Association works to stimulate the kind 
of Angus activities that draw together 
people with like interests. This provides 
them with opportunities to exhibit their 
cattle in competition with other mcm- 
bers, to promote their product, to Irorn, 
formally and from one another and to 
socialize under conditions rhar lead to an 
improved Angus business climate. 

The Activities highlight for 1986 was 

the completion of the first Roll of Vic- 
tory Show year to honor exhibitors, 
breeders and cattle that were the most 
successful in the show ring. The program 
awards points to winners at various 
selected shows and at four Super Point 
Shows (The North American Interna- 
tional Livestock Exposition, All-Ameri- 
can Angus Futuritv, Western States 
Angus Fururitv and the National West- 
ern Livestock Show). The winners for the 
1985-86 show year were honored during 
the Annual Banquet at the North Amer- 
ican in Louisville. 

Registered steer shows had their best 
year ever in 1986. This included junior 
registered Angus steer shows at the Illi- 
nois, Missouri and Tulsa State Fairs, the 
Iowa State Fair Terminal Steer Classic 
and the Houston Fat Stock Show. These 
shows were in addition to the regis 'ed 
steer show at the National Junior P. $5 

Show and the terminal Junior Angus 
Steer Show at the North American. Next 
year several junior preview shows will also 
include a registered steer division. 

This interest in registered steer sho\\'s 
is doing more than just promoting the 
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breed. It creates an increasing amount of tions a year earlier of only 653 and trans- 
business for registered Angus breeders. In fers of 447 head. 
1986 some 1,359 Angus steers were re- Five more past and present Angus lead- 
corded with the American Angus Asso- ers were inducted into the Angus Heri- 
ciation and 1,278 of them were trans- tage Foundation. Leaders who made ma- 
ferred. This compares with steer registra- jor contributions to our business, and 

Certified Angus Beef 
steaks are cooked in 

boiling soybean oil for the 
540 people irho attended 
the Sational Beef Profit 

Con/erencc September 
11-12 in St. Joseph, 
Missouri. The event 

attracted cattle producers 
from 31 states and 

agriailtural journalists 
from the largest and 

leading beef cattle 
publications. 

whose names will be added to the Angus 
Heritage rolls are-Myron M. Fuerst, 
Rhinebeck, New York; Kenneth Litton, 
Hamilton, Virginia and John F. Gauger, 
Clear Lake, South Dakota, plus two men 
now deceased, Ed Stout of Boonville, 
Missouri and Kenneth A. Clark, Alder- 
son, West Virginia. 

The 1986 National Western Angus 
Sale offered members the opportunity to 
showcase their breeding programs and 
also to merchandise some of their top 
bulls and females, including embryos and 
flushes. The sale, an annual event, saw 
32 bulls average $6,334, while two females 
went for an average of $7,675 and three 
embryos averaged $4,667. Buyers were 
from 19 states and Canada. 

During the year the staff worked with 
organizers of a new show for the Eastern 
United States. It will be called the Atlan- 
tic National Livestock Show. The first 
show will be at Timonium, Maryland, 
May 23-25, 1987. 

Little delay in work processing and return 
Service to members is one of the key ter of hours, instead of days. And thanks 

functions of a registry association. to overnight delivery services fast work 
Answerine auestions, ex~laining ~ r o -  can be handled from great distances. 

processing work and returning it to mem- greater for the member than regular 
bers as soon as possible, is vital to the processing. 
business success of breeding and mer- The member services department, 
chandising registered Angus cattle. headed by Don Painter and his assistant 

In 1986 all registration and transfer ap- Donna Holmes, also answers hundreds 
plications that were received by the Asso- of questions a year, keeps the rule book, 
ciation on Monday were processed by the contained in the Breeders' Reference 
Member Services department and mailed 
back to breeders on Tuesday. One-day 
turn around time on this work is unique 
ro the American Angus Association. 
Turn around time at most other associa- 
tions is measured in weeks or even 
months. 

The Association's computerized data 
processing system accounts for a great 
deal of the work processing speed that 
members of the American Angus Asso- 
ciation enjoy. However, this could not be 
done without a dedicated and well 
trained corp of workers who understand 
rhe importance of their job. They are also 
:I versatile group who can do a number 
i f  jobs within the office for both efficien- 
cy and speed. 

Guide up-to-date, and even helps settle 
minor disputes between members. 

In the tough economic times exper- 
ienced by the cattle business, and even 
all of farming, the past few years, agricul- 
tural businessmen need every edge they 
can get to turn a profit. The service pro- 
vided by the American Angus Associa- 
tion, at very nominal costs by industry 
standards, helps provide this edge for 
registered Angus breeders. 
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Process 220,963 AHIR weights 
Records-accurate, concise and use- 

ful-form the foundation for growth and 
improvement in any business. They 
define the starting point for a goal, and 
act as mile markers on the way to reach- 
ing it. 

Angus Herd Improvement Records 
(AHIR), collected by members and pro- 
cessed and evaluated at the American 
Angus Association office, provide accu- 
rate descriptions of the genetic differences 
in Angus cattle. Use of these records in 
the past year, and the past two decades, 
by members of the American Angus 
Association, have allowed Angus breed- 
ers to make tremendous strides in seed- 
stock production-strides that add eco- 
nomic value to individual animals and to 
the Angus industry. 

In the 1966 fiscal year 17,936 AHIR 
weights of all kinds were taken by mem- 
bers and processed by the American 
Angus Association. In 1986 this number 
had grown to 220,963, with more than 
1,700 members involved in the program. 

The highlight of the year was publica- 
tion of the 1986 Angus Sire Evaluation 
Report. In order to produce the report 
individual and progeny data on more 
than 32,000 Angus bulls were analyzed. 
In the report, which is available free to 
commercial cattle producers and mem- 
bers alike, complete information is listed 
on 1,193 bulls currently being used in the 
U.S. In addition there are 1,298 bulls 
listed in the young sire supplement, to 
give breeders a head start in their sire 
selection. These bulls were born after 
January 1, 1982 and have at least 10 prog- 
eny weaning weights reported with a 
weaning weight accuracy value of .40. 

Also, the 1986 report contains a sec- 
tion with 187 bulls that have detailed car- 
cass information available on them. This 

section is the result of increased demand 
for cattle that produce superior carcasses 
with a minimum of fat cover, both for 
the Certified Angus Beef program and 
the general beef trade. 

Angus Sire Evaluation began in 1972 
and the first Report was issued in 1974. 
The original designed program has been 
gradually replaced by Field Data Sire 
Evaluation that uses all records submit- 
ted by Angus breeders. Open artificial in- 
semination, combined with its increased 
use, allows researchers to analyze not on- 
ly sires, but all other qualifying ani- 
mals, and calculate Expected Progeny Dif- 
ference (EPD) values on them all. This 
will allow your Association to eventual- 
ly replace ratios and estimated breeding 
values with EPDs, to provide Angus 
breeders with the most accurate, up-to- 

date technology for genetic breed 
improvement. 

However, the primary function of the 
Performance Programs Department re- 
mains the accurate and fast daily process- 
ing of AHIR records submitted by Angus 
breeders in the United States and several 
foreign countries. Except for unusual cir- 
cumstances all AHIR work in 1986 had 
a turn around time of four working days. 
This means that with the cooperation of 
the U.S. Postal Service, members can 
have their AHIR records processed and 
back on their desk within a week after 
they are received at the American Angus 
Association headquarters. 

That's good business-because records 
are only of value if they are available on 
the member's desk when he or she needs 
them. 

The American Angus Association's new Computer Software system is demonstrated during the American Angus 
Association's open house September 1 1  by Gloria Hurlbut (left) of the performance programs department. In- 
troduced in 1986 the system allows members to computerize their herd record keeping and simplify reporting 
of information such as registrations, transfers and performance information, to the Association. 

Angus Journal improvements win contest 
The Angus Journal chalked up another and graphics impressive. Writing quality 

impressive year in 1986. The magazine sticks out. Covers show originality. Dif- 
was the highest scoring publication in the ficult to fault (and difficult to show im- 
1986 Livestock Publications Council an- provement)." 
nual contest. 

The Angus Journal won two firsts, five 
The j u d g e  had this to say about the seconds and five certificates ofrnerit, earn- 

Journal: "A quality book in recent years, 
ing it the most points in the contest. 

this one (1986) has been improved even 
more by a new editor. New departments The 11 issues of the Angus Journal 
with new headings are attractive, features published in fiscal year 1986 included a 
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total of 1,948 pages of advertising and 913 
pages of editorial-total pages for the year 
of 2,861. Net profit for the year for the 
Journal and Angus Productions Inc., was 
$1,008.53, an impressive figure considering 
economic conditions and that the maga- 
"me carries over half the cost of maintain- 
ing the regional managers. 

The mission of the Angus Journal is to 

lights. Each issue also has complete sale 
reports, show reports, lists of new mem- 
bers, a calendar of events, including up- 
coming sales and shows, plus specially 
prepared feature stories written by the 
editorial staff. 

For easy reference an index of the past 
year's articles is printed in the Herd Ref- 
erence edition. This way members who 

The sound financial condition of API 
and the Angus Journal is also the result 
of a move that made every Angus Jour- 
nal subscription a reader-paid subscrip- 
tion. The magazine is a bargain for all in- 
volved. The $15 subscription fee for the 
11 issues of the magazine covers less than 
the cost of the paper that the magazine 
is printed on and the postage. In other 

, keep members of the ~ k e r i c a n  Angus 
Association fully informed about the busi- 
ness of breeding, managing, and mer- 
chandising registered Angus seedstock. 

I Each year the magazine includes such 
useful features as the complete Sire Eval- 
uation Report in October, the Pathfinder 
Report in May, and the reference feature 
of each year's Herd Reference Edition. 1 Regular monthly columns include mer- 
chandising, the Angus auxiliary, youth, 
the Executive Vice President's lead in col- 
umn and the well read association high- 

save each issue can easily look up special 
articles of interest. It is the kind of 
magazine and the kind of service one 
would expect of the publication from the 
world's largest beef cattle registry 
association. 

The  new Special Services Department 
of Angus Productions Inc., generated 
gross revenue of more than $356,000. 
The department designs, prints and mails 
sale catalogs and brochures, using the 
production and art facilities of the Angus 
Journal. ' 

words this makes the news, features, 
other information and advertising free to 
the subscriber. 

The extra costs are paid for by adver- 
tising and special services, and it must be 
noted that advertising rates haven't 
changed from 1979 when the American 
Angus Association started publishing the 
Angus Journal. 

It is fittingly a well run business for 
ANGUS-The business breed. 

Regional Managers travel 474,730 miles in 1986 
For many members their nearest and 

most frequent ~ersonal  contact with the 
American Angus Association is their 
regional manager. The 11 regional mana- 
gers who handle all phases of the Angus 
business in their territory are a strong 
feature in the Angus cattle business 
today. 

Throughout the 1986 fiscal year Angus 
regional managers drove their automo- 
biles a total of 474,730 miles on  Associa- 
tion business. That includes attending 
local and state association meetings, field 
days, sales and other events. They also 
represent the Angus Journal, help 
members plan their advertising and pro- 
motion and work the ring at hundreds 
of auction sales. Each regional manager 
drove an average of 40,691 miles in 1986, 
and this does not include airline travel 
or  transportation in someone else's 
vehicle. 

The men are available to breeders to 
answer questions, to help locate cattle, or  
to plan merchandising programs or sales, 
even if these plans do not include sale 
advertising in the Angus Journal. Follow- 
ing are the names, addresses, telephone 
numbers and the territory of each region- 
al manager: 

Regional  Manager s  
W A Y M O N  ASHLEY-Arizona, 
New Mexico, Texas 
321 Z Cheryl Lane, Ft. Worth, Texas 
761 17, (81 7) 834-6552 

JOHN BARTON-Iowa, Missouri 
Rt. 1, Columbia, Mo. 65201, (314) 
449-305 1 

RICHARD DYAR-Alabama, 
Arkansas, Louisiana, Mississippi 
Rt. 1, Crossville, Ala. 35962, (205) 
659-6305 

CHUCK GROVE-Kentucky, 
Ohio, Tennessee 
Rt. 2, Box 182, Forest, Va. 24551, 
(804) 525-4687 

DON LAUGHLIN-Colorado, 
Kansas, Oklahoma 
P.O. Box 8847, Wichita, Kan. 67208, 
(3 16) 686-7670 

BILL POWELL-Delaware, Eastern 
Canada, Maryland, New England 
States, New Jersey, New York, 
Pennsylvania, Virginia, West Virginia 
8332 Revelation Ave., Walkersville, 
Md. 21793, (301) 845-2154 

JIM SHIRLEY-Manitoba, 
Minnesota, Nebraska, South Dakota 
1021 Vine St., Brookings, S.D. 
57006, (605) 692-161 3 

D O N  TRIMMER-Illinois, Indiana, 
Michigan, Wisconsin 
1706 Rockineham Drive -1. Normal, 

SCOTT WELLER-Florida, 
Georgia, North & South Carolina 
10905 Carmel Crossing Rd., Pineville, 
N.C. 28134, (704) 541-0195 

JEFF WINDETT-California, 
Idaho, Nevada, Oregon, Utah, 
Washington, Western Canada 
660 S.W. 191s  St., Aloha, Ore. 
97006, (503) 645-6586 

BRUCE WEETER-Alaska, ~i~ort.ing the r im i i r  lhl- .\'iirionnI ~ ~ ~ ~ r c m ,  here, 10 ~L,I~I-  

central canada ,  M ~ ~ ~ ~ ~ ~ ,  ~~~~h ing pliln Io~i i l  nlccrlnp CIIILI I~I I I~, ,  L I I I ~  ticring 11% w"Â¥ 
rcpre~cnriiiirr~ (or rhr . - W i n  liiÃ§rnnl Eiii'h mun Jri1.1.~ 

Dakota, Wyoming more ihun - t i ) , ~ ) O f I  mill'\ ,i w i r  tn lirmnn~r rhi: Angm 

Pray, Mont. 59065, (406) 3 33-4444 /n,vnc,~ in hi. rrrririin 
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