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Advancing the breed
The lifeblood of any breed association is

the number of new cattle registered in the
herd book on an annual basis. For the first
10 months of our fiscal year, Angus
registrations were at 259,815, a 5.5%
increase from the same period last year. Of
this number, 23,444 calves were the result of
embryo transfer (ET), representing an 8.3%
increase. Likewise, transfers of registered
Angus to new owners increased by 10.2%.
The number of new members joining the
Association this year is up by 13%.

Participation in the Angus Herd
Improvement Records (AHIR) program

continues to increase in number of
performance items processed and the
number of herds enrolled. The big
performance gainer was a 10% increase in
ultrasound measures for body composition
and an 11% increase in herds participating
for the first 10 months of the year.

I never cease to be amazed at the
increasing number of transactions
transmitted electronically. Since a large
portion of our membership has computers,
it is reasonable that more than 50% of
registrations and more than 60% of
performance data are received through the
Internet via Angus Information

Management Software (AIMS) and AAA
Login.

Demand for Angus
The demand for Angus seedstock has

been overwhelming. A review of sale prices
reported by regional managers revealed that
registered Angus are commanding an
average price of nearly $300 more than at
this time last year.

Periodically, the Western Livestock Journal
(WLJ) surveys its readers relative to size,
scope and type of operation, as well as to
the number and breed of the bulls they buy.
Its general reader profile indicates that
about 90% of its readers own or manage a
beef cattle operation and about 88% are
cow-calf operators. These readers use an
average of 17.5 bulls and replace 4.2%
annually. Seventy-five percent say they
travel from 100 to 499 miles to buy their
bulls.

When asked what elements influenced
their buying decisions, results showed:

@84% said calving ease;

@74.8% said growth traits;

Up Front
@by John Crouch, executive vice presidentA

S
S

O
C

IA
TI

O
N

AMERICAN ANGUS ASSOCIATION
3201 Frederick Ave., Saint Joseph, MO 64506-2997
Office hours: (M-F) 8 a.m. to 4:30 p.m. (Central)
phone: (816) 383-5100; fax: (816) 233-9703
e-mail: angus@angus.org n home page: www.angus.org

OFFICERS
Joe Elliott, president, 1291 Stroudsville Rd., Adams, TN 37010; resjoe@
bellsouth.net n John Crouch, executive vice president, 3201 Frederick Ave.,
Saint Joseph, MO 64506; jcrouch@angus.org nMinnie Lou Bradley, vice
president, 15591 CR K, Memphis, TX 79245; bradley3@srcaccess.net nBen
Eggers, treasurer, 3939 S. Clark, Mexico, MO 65265; eggers@socket.net

BOARD OF DIRECTORS
Terms expiring in 2004—Ben Eggers, 3939 S. Clark, Mexico, MO 65265;
eggers@socket.net nMark Gardiner, HC 1 Box 292, Ashland, KS 67831;
gar@ucom.net n Jot Hartley, PO Box 553, Vinita, OK 74301; jot_hartley@
hotmail.com n Jay King, 28287 Woodside Drive, Rock Falls, IL 61071;
saukvalleyangus@essex1.com nRichard (Dick) Tokach, 5520 CR 81, Saint
Anthony, ND 58566; rctokach@westriv.com

Terms expiring in 2005—Leo Baker, 11440 Angus Lane, Saint Onge, SD
57779; msbaker@mato.com nGregg Blythe, 3207 Old River Rd., Decatur,
AL 35603; clydec7@aol.com nBill Davis, HC 57, Box 4075-1, Sidney, MT
59270; rolnrok@direcway.com n Robert (Bob) Schlutz, 260 Colonel’s
Drive, Box 66, Columbus Junction, IA 52738; rwschlutz@aol.com n John
Schurr, 40842 Farnam Rd., Farnam, NE 69029; john@schurrtop.com

Terms expiring in 2006—Al DeClerk, 3914 Engelberg Rd., Pocahontas, AR
72455; eafherd@cox-internet.com n Joe Hampton, 2600 Back Creek Rd.,

Mount Ulla, NC 28125; rhampton@webkorner.com n Paul Hill, 11503 SR
554, Bidwell, OH 45614; champion@zoomnet.net n Dave Smith, 1601 N. CR
200 E., Greensburg, IN 47240; dsmith@stewartseeds.com n Rob Thomas,
42734 Old Trail Rd., Baker City, OR 97814; thomasangus@direcway.com

ADMINISTRATIVE STAFF
Executive vice president: John Crouch
Vice presidents: Finance—Richard Wilson n Information & Data
Programs—Bill Bowman n Industry Relations—Jim Shirley

DEPARTMENTAL STAFF
Activities & Junior Activities—James Fisher, director; Shelia Stannard,
assistant director nAdministrative Secretary—Diane Strahm nAngus
Information Management Software—Scott Johnson, director nCommercial
Programs—Jim Shirley, director n Finance & Accounting—Richard Wilson,
director; Kenny Miller, assistant director n Foundation Development—
Milford Jenkins, director n Industry & Member Communications—Sara
Moyer, director n Information Systems—Lou Ann Adams, director n
Member Services & Office Management—Bryce Schumann, director; Carol
Waller, assistant director n Performance Programs—Bill Bowman, director;
Sally Northcutt, genetic research director

AMERICAN ANGUS AUXILIARY
President—Amy Iman Bellis, Orrick, Mo. For a complete list of officers,
refer to page 49.

REGIONAL MANAGERS—Refer to page 290.

CERTIFIED ANGUS BEEF LLC
President—Jim Riemann, Wooster, Ohio 
For a CAB staff listing, refer to page 92.

A preview of year-end numbers
As I write this column, it is almost the first of September and difficult to realize that

summer is nearly over. The rains have been good in Saint Joseph, and harvest and a hint
of autumn fill the air. It is a great time to live in the Midwest and to be involved in the
Angus business. 

Normally I would refrain from writing about business until the end of the fiscal year.
However, by the time final year-end results appear in print, it will be near Thanksgiving.
So if you will indulge me, I will share some observations regarding our business in fiscal
year (FY) 2004 somewhat ahead of schedule.

CONTINUED ON PAGE 32



@69.3% said breeder reputation;

@57.4% said cost;

@56.1% said carcass;

@54.4% said maternal traits;

@42.1% said pedigree; and

@37.4% said color.

In the end, 68.8% of the WLJ readers
surveyed said they were using Angus bulls.
So if color only influences slightly more than
one-third of these decisions, and if 68.8% of

those same producers are using Angus bulls,
their decisions are obviously not based on
color alone, but rather on the traits that have
bearing on bottom-line economics. The
survey clearly points out that buyers
surveyed prefer Angus to other black-hided
bulls.

In addition to breeder reputation and
cost, commercial bull buyers continue to be
drawn to excellence in calving ease, early
growth, maternal value and end product

merit. These genetic attributes have been,
and will continue to be, the very
cornerstones of Angus genetics. The only
way a commercial stockman can be sure is
through the purchase of a registered Angus
bull.
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