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Thursday, January 11 — San Saba
English

Co-Champion — Gloff Farms — Clifton, Texas

Co-Champion — Bob Speck — Menard, Texas

Reserve Champion — Lonnie Meredith — Haskell, Texas  

Crossbred

Champion — Ricky McKinnerney — Richland Springs, Texas

Reserve Champion — Johnny Graciano — Crystal City, Texas 

Exotic

Champion — Pat Pool — San Saba, Texas

Reserve Champion — Terry Geye — Rising Star, Texas  

CONGRATULATIONS TO THE WINNERS 
OF OUR STOCKER FEEDER SALE

San Saba: 325/372-5159                                                     Mason: 325/347-6361                    www.jordancattle.com 

Internet Guidelines:
View it live and bid online (or by phone at 325/372-5159) or give us a call and we will assist you with your 

purchases. If you have previously registered to buy with us online, click the “live auction” button on our website 

and log in, but if you have not previously registered to buy with us for our online sales, please do so at least 
two days prior to the sale. For instructions, go to our website and click on “internet sales”. If you have any 

questions when you get to cattleusa.com go to the help center tab. If you need additional assistance, please call 

or email us. A running order will be posted on our website the evening before the sale.

All Purchases and Sales are subject to  K. Jordan Enterprises General Terms and Conditions, 
which are incorporated by reference and can be located at www.jordancattle.com

Ken and Kynda Jordan —  Owners and Operators
Jeffrey Osbourn — Jody Osbourn — Bart Larremore

Weekly Sales Held At 11:00 A.M.     —     Monday: Mason | Thursday: San Saba

j

Thursday, February 8 @ 10:00 A.M. | San Saba
In Conjunction With Our Regular Sale. Bulls Will Sell At 10:00 A.M. 

Bulls Will Be Fertility Tested, Meet Trich Requirements, And Ready To Go To Work.

Featuring Martin-Bruni Brangus and STS Ranger Registered Angus Bulls
Consignments Welcome!

For details on the bull sale or online viewing/bidding info, please call or visit our website.

SPECIAL BULL OFFERING

Saturday, January 20 @ 10:00 A.M. | San Saba
Over 2200 Head Consigned

For details on the female sale or online viewing/bidding info, please call or visit our website.

JANUARY REPLACEMENT FEMALE SALE

Thursday, February 1 @ 11:00 A.M. | San Saba
In Conjunction With Our Regular Sale. 

Trophies Will Be Awarded To Our Champions And Reserve Champions In Each Breed

Offering Weaned and Non-Weaned Calves and Yearlings.

Consignments Welcome!

SPECIAL STOCKER AND FEEDER SALE

Saturday, February 17 @ 10:00 A.M. | San Saba
Consignments Welcome!

For details on the female sale or online viewing/bidding info, please call or visit our website.

EARLY SPRING REPLACEMENT FEMALE SALE

Farm — Ranch — Construction 
Equipment Auction

Saturday, January 27 — 9:00 A.M.
111 US Highway 84 West

Goldthwaite, Texas
(Across From Dairy Queen)

Consignments of quality items welcomed! 

This should be another large auction. We will be running two crews most 
of the day. Note we do not accept junk, used tires or household items. Early 
consignments include tractors, skid steers, mini skid steers, mini excava-
tors, lots of new skid steer attachments, lots of ATVS, lots of new and 
used trailers, travel trailers, several pickups, storage containers, portable 
restrooms, implements and lots more. Also, a large selection of cattle and 
sheep/goat panels, squeeze chutes, scales, new pipe, new net wire, cattle 
feed bunks, cattle pens, feed panels, cattle guards, new pressure washers, 
several new Polar Shed well houses, lots of new 15”, 16” and 17.5“ trailer 
tires, and much more.

For more details and pictures go to Liveoak-auction.com and click on the 
blue Proxibid link on the home page. Be sure to check out Ring 1 and Ring 
2. Website updated daily.

Can’t make it to the auction? Signup and bid online with Proxibid. All pur-
chases must be paid in full auction day. We accept cash, checks, wire 
transfer and credit cards with a 3.5% fee. 3% onsite 7% online buyer 
premium applies to all purchases. 8.25% sales tax applies unless you 
have a valid exemption. New buyers must furnish bank reference if paying 
by check. We reserve the right to hold purchases pending verification of 
funds. All purchases must be removed by February 9, 2024. Free loading 
available auction day until dark and Monday thru Friday for two weeks after 
the auction. After two weeks storage fees apply. No loading available on 
Saturday or Sunday.

Live Oak Realty & Auction
Goldthwaite, Texas  —  Texas Lic. # TXS 9123

For Equipment Questions Call: 
Glen Love Jr.: 325/938-6750
Chase Love: 325/451-0029

For Hauling Questions Call: 
Bubba House: 325/451-1555
For Office/Internet Questions Call:

Shylah Love: 325/451-4326 Or
Amy House: 817/933-5600

Like and follow us on Facebook for instant updates.
Hope to see you sale day.

Next Auction — Saturday, March 23

JP CONSTRUCTION
Creating Is What We Do!

Jay Pool
Owner/Contractor

Jpconstruction5297@gmail.com

325/226-2527

• Concrete
• Welding
• Metal Buildings
• Barndominiums
• Gate Entrances
• And More ... 

West Texas Trailer Co. Inc.
Quality Trailer Repair Since 1933

 • Lights            • Reflooring

 • Hubs             • Rubber Boards

 • Sandblasting / Painting

OWEN GRAY — 325/655-6445
1212 North Bell   San Angelo, Texas

By Colleen Schreiber
 DENVER — At the recent 
American Sheep Industry As-
sociation annual convention, 
attendees heard an update on 
what the organization has been 
doing on the lamb import front 
over the last 10 months.
 Brad Boner, ASI president and 
Wyoming sheep producer, shared 
what he’s learned while being 
on the front line of this issue. In 
April 2023, ASI received a letter 
from eight member states as well 
as the National Lamb Feeders 
Association requesting that ASI 
investigate the possibility of 
doing something about the ever 
increasing lamb import number.
 Boner said the organization 
took that letter very seriously 
as it represented a big chunk of 
ASI’s membership. The execu-
tive board immediately went 
to work looking into various 
Washington DC law fi rms that 
specialize in trade law. Two 
fi rms were interviewed with 
all the ASI executive board on a 
Zoom call for those interviews. 
Each fi rm offered a bid for each 
step of the process, and from that 
process ASI ultimately chose a 
fi rm to work with.
 Boner explained that there 
are two steps in the trade case 
process, the fi rst of which is 
an investigation.
 “We fi rst have to prove that 
we are injured,” said Boner. 
“Then if we are successful 
at that phase, then we would 
move to the remedy phase.”
 He noted that both of the 
DC law fi rms that they inter-
viewed recommended that the 
group pursue an anti-dumping 
investigation and a counter-
vailing investigation.
 “The definition of anti-
dumping is when an importer 
is selling their product in your 
country, cheaper than they’re 
selling it for in their country, 
or below their cost of produc-
tion,” Boner told the group. “It 
doesn’t really have anything to 
do with the price they’re sell-
ing it here. It has to do with the 
price in their home country.”
 A countervailing investigation 
involves fi nding out if the import-
ing country is subsidizing their 
producers at any level.
 The legal team fi rst set out to 
gather data from the domestic 
industry. A survey was devel-
oped and sent out to members. 
Boner noted that the survey 
primarily focused on produc-
ers and lamb feeders in the 
eight states that had requested 
the investigation.
 The survey was out for about 
six weeks and ASI and the at-
torneys conducted two Zoom 
calls for producers and feeders 
explaining the survey and its 
importance. All of the informa-
tion gathered was confi dential 
with only the law fi rm seeing the 
data. In the end those who turned 
in the survey represented about 
10 percent of the total U.S. 
sheep inventory.
 With that data in hand as 
well as some other economic 
data gathered from USDA, the 
law fi rm was able to determine 
the level of injury. Addition-
ally, the law fi rm spent a lot of 
time looking into the counter-
vailing side to see if there were 
any subsidies in Australia and 
New Zealand.
 Boner further explained that 
the legal defi nition of material 
injury in this particular case is 
that imports have to be a por-
tion of the reason the industry 
is suffering economically. The 
DC fi rm determined that the 
sheep industry could probably 
win the injury portion of a case 
though it was by no means a 
slam dunk, Boner said. How-
ever, while there was evidence 
of injury, the fi rm found no 
evidence in either country of 
subsidies. That meant that a 
countervailing case was out.
 That took them then to 
the anti-dumping case. With 
evidence of injury in hand, 
they next looked to determine 
remedy. For this they looked at 
dumping margins, which is the 
difference in price in their coun-
try versus the price in the U.S.
 “They found little evidence 
there,” said Boner.

 In fact, the best case sce-
nario they found was a one 
to two percent difference in 
dumping margins.
 “What that translates into 
is that the all the International 
Trade Commission could rec-
ommend as the remedy would 
be a one to two percent tariff,” 
said Boner.
 He further explained that as 
long as the U.S. price is within 
30 percent of the imported 
product price, either Australia 
or New Zealand, the U.S. can 
keep its lamb market share.
 “The only time we lose mar-
ket share is when it goes above 
that 30 percent,” he reiterated. 
“Basically a two percent margin 
will have no effect at all on the 
level of imports coming in.”
 Boner also pointed out that 
the attorney fees just for the 
investigation portion alone 
was to be about $60,000 for 
one country which is what they 
decided on. However, the rem-
edy phase was going to cost an 
additional $1.3 million.
 “After analyzing all that 
data, and the recommenda-
tions of the people with whom 
we trusted their knowledge of 
trade law, the six executive 
board members determined 
that a one to two percent 
dumping margin would prob-
ably have little to no impact on 
imports, and probably wasn’t 
worth spending the $1.3 mil-
lion,” Boner reiterated.
 The executive committee 
also had the DC fi rm look into 

the possibility of a 201 trade 
case. In this situation the injury 
level has a different legal term. 
It’s called “substantial injury” 
which means that imports 
would have to be the cause of 
the injury.
 “Our counsel was strongly 
convinced given what we had 
gathered that we could not reach 
that level of injury,” said Boner.
 The attorneys cited two 
main reasons for their assess-
ment. First, COVID was in the 
middle of the three-year win-
dow. The second was that the 
boxed meat price for half of 
that period actually increased 
and for six months the price 
was at record levels.
 “That was going to be a chal-
lenge for our case,” Boner said.
 The remedy phase of a 201 
is also different in that the 
ITC and the Department of 
Commerce make a recommen-
dation on injury level. That 
recommendation then goes to 
the presidential administration 
to determine if they’re going to 
implement a remedy or not.
 “They don’t have to imple-
ment anything,” he stressed.
 It was also pointed out that 
the fi rm is on retainer for three 
years and they will continue to 
monitor things going forward.
 “Given the resource com-
mitment, and the amount of 
time, and energy it takes, it’s 
our estimation that this indus-
try really has one shot to get a 
tariff, and the stars have to line 
up. If that happens, we’ll be 
happy to take that shot,” Boner 
assured participants.
 Peter Orwick, executive 
director of ASI, followed with 
additional comments on the 

process noting fi rst that as part 
of the effort, the board called 
a special information session, 
something that Orwick said 
he’s never seen in his 30 years 
as the executive director.
 “The reason being is they 
wanted individual outreach to 
the rest of the board to help 
with the education,” Orwick 
said. “We spent 50 minutes 
with one of the top lawyers 
in the United States that deals 
with international trade. I think 
that just goes to the serious-
ness of trying to respond to 
folks, whether they were con-
cerned with the price of lamb, 
or whether they were concerned 
with the infl ation that it takes to 
produce that lamb.”
 Orwick also noted that this 
is not a new issue. In his work 
diary dating back to 1994, he 
had documented a phone call 
with a South Dakota producer 

to discuss the impact of lamb 
imports on the industry.
 He also pointed out that the 
“Fresh American Lamb” label 
goes back decades to the 1960s.
 “We were not competing 
with fresh American beef or 
fresh American pork, we were 
competing with imports even 
back then,” said Orwick.
 He also pointed to the 2012-
13 market crash. The primary 

problem then was seasonality, 
meaning that even with the 
feedlot system there are times 
of the year when there are fewer 
lambs going through the system 
thus the lamb product on the shelf 
gets short and to maintain shelf 
space retailers often fi ll in the 
gap with imports.
 “I’m not trying to take away 

Lamb Imports Top Discussion
At Recent ASI Convention

See Lamb Imports
Continued On Page 4
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ABILENE LIVESTOCK

AUCTION, LLC
EST 2019

ABILENE, TEXAS

Billy Golson, Yard Manager
325/725-3064

Henry Pickett II, General Manager        
940/733-8208

325/673-7865

— Receiving Weaned Cattle Weekly  — 
Weaned Cattle Will Sell Following Bulls And Cows!

We Also Offer: Hauling — Day Labor  — Portable Set Of Corrals For Use

— RECEIVING STATIONS — 
San Angelo, Texas

Thomas Livestock
Chad Thomas: 325/456-7804

Jim Thomas: 325/656-0110

Call For Other Receiving Stations

CATTLE SALES EVERY TUESDAY — 11 A.M.
WEANED CALF SALEWEANED CALF SALE

The Second Tuesday Of Every Month
CRITERIA IS AS FOLLOWS:

                 1. Calves must be weaned a minimum of 45 days.
                 2. Only steers and heifers, calves must be castrated.
                 3. Approved vaccination program.  
We will provide a form to verify what has been given and signed by you or your veteri-
narian prior to the sale.

We recommend that you consult with your veterinarian on the vaccinations that you are 
going to use.

SHEEP & GOAT SALE
Other Monthly Sheep And Goat Sales Will Be Announced!

Loraine, Texas
Beau Preston

341 West Line (South Of School) 

325/242-6492

Throckmorton, Texas
Seymour, Texas
Henry Pickett II

940/733-8208

Post, Texas
Keith Osbourn

806/632-7267

Wanted: Grass And Wheat Pasture — Gain Or Long Term Leases

Lipan, Texas
Matt Addison

9411 Rocky Branch Highway

325/725-6208

512/556-3611
Andy Baumeister, Owner 

512/902-3540

Like Us On:

Lampasas, Texas

SALES EVERY WEDNESDAY — 11:30 A.M.

TANK COATINGS
ROOF COATINGS

IRDENV
PERMA-BILT
806/352-2761

www.virdenproducts.com

Call For Our FREE CATALOG

Available for metal, composition shin-
gles or Tar Roofs. Long lasting and 
easy to apply. We also manufacture 
Tank Coatings for Concrete, Rock, 
Steel, Galvanized and Mobile tanks.

Lamb Imports
Continued From Page 3

from the import topic, but the 
seasonality issue is historic; 
it’s endemic in the industry 
just as worries about the lack 
of tools available for predation 
management and about labor 
costs are,” Orwick stressed.
 He also pointed out that 
this time around will be the 
third time in six years that the 
industry has gone through a 
preliminary investigation on 
imported lamb and the poten-
tial to bring a case. Speaking 
from experience, Orwick also 
told participants that pursuing 
a 201 trade case is “absolutely 
political. You can’t do it as 
an amateur; you can’t do it 
halfway, you have to believe 
in it, and you have to hire the 
people who can make the case, 
not just legally but politically.”
 He added, because it is so 
political many law fi rms attempt 
an anti-dumping case fi rst.
 “If you can show injury, then 
the U.S. government has to 
implement the case,” said Or-

wick. “They review every trans-
action between the Australian, 
New Zealand and U.S. companies 
for 12 months to determine what 
that dumping rate is. It’s a mas-
sive undertaking.”
 Additionally, the attorney 
who successfully won the 201 
case for the lamb industry in 
1998, recently told Orwick that 
going after another 201 trade case 
is not off the table, however the 
window for doing so is critical.
 “There were lots of prob-
lems with the window we were 
presenting them,” Orwick 
reminded the group.
 Besides the two sticky issues 
that Boner pointed to, a third 
noted by Orwick is that the in-
dustry lost a major lamb company 
during that three-year period.
 “The absence of that company, 
and the amount of demand that 
went to imported product is just 
unquestionable,” said Orwick.
 Another great example of 
what makes moving on an-
other case diffi cult are H2-A 
herder wages particularly for 
the western range operations.
 “They’re seeing the most 
dramatic increases to wages, 
and it is absolutely dramatic,” 
he stressed. “It’s the perfect 
document that a law fi rm will 
take and say, ‘you know, your 
problem really isn’t the price 
of Australian lamb, it’s what 
your own government is doing 
to you in terms of wages.’”
 Add to that the dramatic in-
crease in infl ation at the farm/
ranch level. Additionally the 
retail price of lamb could be 
used as another argument.
 Orwick said that the boxed 
lamb price from 2021 into 
Easter of 2022, the COVID 

run-up, may well be the price 
producers need to cover the 
infl ationary overhead costs at 
the farm gate, but as Orwick 
relayed that price may well be 
a price that consumers have a 
harder time paying. He shared 
how his local King Soopers, 
the week before Easter had six 
packages each of $100 racks 
and $80 legs. He went back 
three days after Easter and 
found the same six packages 
of each still in the meat case.
 “We went through Greek 
Easter, same six packages still 
sitting there; we went through 
Ramadan, that three week 
period, and all of it was still 
there,” said Orwick. “I fi nally 
went back and bought every-
thing for 50 percent off. So in 
my mind that says what the 
consumer is willing to pay, and 
I think we hit that number.”
 He added that while produc-
ers need more out of that lamb 
price, a retail lamb price that 
can be maintained sustainably 
is critical.
 Orwick wrapped by ap-
plauding the work and the 
effort that the executive board 
put into the issue.
 Boner then wrapped the 
discussion by assuring par-
ticipants that ASI’s executive 
board will continue to watch 
the issue “like a hawk.
 “I also think we need not be 
shy in telling the importers that 
we have a lawyer on retainer. 
This is one of the issues that 
impacts sustainability of our 
industry, and we need to con-
tinue to fi gure out a solution. 
We’ve vetted a lot of things, 
and we will continue to do that. 
If they ever stub their toe and 
give us a window, we will be 
ready,” Boner concluded.
 

 ST. JOSEPH, Mo. — (US-
DA-Jan. 16) — Compared to 
last week, steers and heifers 
sold $3-10 lower.
 Light volume of trading 
fed cattle this week as pack-
ers continue to adjust harvest 
schedules as weather allows. 
Live sales of negotiated cash 
fed cattle trade in the Southern 
Plains were reported steady 
to $1 lower at $172. In Ne-
braska, live sales sold steady 
to $2 lower at $173, while the 
dressed sales sold 50 cents to 
$2 lower at $272-275. Choice 
boxed beef closed the week 
$12.10 higher at $289.26 while 
select was $12.32 higher at 
$271.85 for the same period.
 Weekly cattle slaughter 
under federal inspection es-
timated at 529,000, 25,000 
higher than last week and 
99,000 less than a year ago.
 Auction volume this week 
included 53 percent weigh-
ing over 600 pounds and 41 
percent heifers.
 Auction receipts totaled 
241,700 head, last week 
180,900 head and last year 
388,000 head.
 Texas 5200 head. Steers: 
medium and large No. 1 350-
399 lbs. $313.72, 400-449 
lbs. $310.51, 450-499 lbs. 
$289.57, 500-549 lbs. $273.97, 
550-599 lbs. $265.88, 600-
649 lbs. $245.36, 650-699 
lbs. $237.09, 700-749 lbs. 
$225.18, 750-799 lbs. $220.32, 
800-849 lbs. $216.52, 850-899 
lbs. $214.88, 900-949 lbs. 
$203.27; medium and large 
No. 1-2 400-449 lbs. $284.33, 
550-599 lbs. $247.30, 600-
649 lbs. $232.03, 650-699 
lbs. $224.04, 700-749 lbs. 
$204.65, 800-849 lbs. $188, 

850-899 lbs. $203.93; heif-
ers: medium and large No. 1 
350-399 lbs. $282.31, 400-449 
lbs. $260.27, 450-499 lbs. 
$251.64, 500-549 lbs. $240.16, 
550-599 lbs. $227.87, 600-649 
lbs. $217.60, 650-699 lbs. 
$214.94, 700-749 lbs. $212.20, 
750-799 lbs. $205.02, 800-849 
lbs. $197.07, 850-899 lbs. 
$180.95; medium and large 
No. 1-2 450-499 lbs. $247.41, 
500-549 lbs. $224.15, 550-
599 lbs. $223.01, 600-649 lbs. 
$207.44, 800-849 lbs. $188.44.
 Oklahoma 34,900 head. 
Steers: medium and large No. 
1 300-349 lbs. $350.27, 350-
399 lbs. $336.62, 400-449 lbs. 
$328.99, 450-499 lbs. $306.97, 
500-549 lbs. $289.61, 550-599 
lbs. $275.22, 600-649 lbs. 
$248.96, 650-699 lbs. $236.98, 
700-749 lbs. $223.28, 750-799 
lbs. $218.15, 800-849 lbs. 
$215.56, 850-899 lbs. $210.17, 
900-949 lbs. $203.95, 950-999 
lbs. $202.18, 1050-1099 lbs. 
$182.50; medium and large 
No. 1-2 350-399 lbs. $296.63, 
400-449 lbs. $288.25, 450-
499 lbs. $265.79, 500-549 
lbs. $262.20, 550-599 lbs. 
$256.09, 600-649 lbs. $230.42, 
650-699 lbs. $225.81, 700-749 
lbs. $217.68, 750-799 lbs. 
$210.55, 800-849 lbs. $206.73, 
850-899 lbs. $204.18, 900-949 
lbs. $195.54, 950-999 lbs. 
$193.56; heifers: medium 
and large No. 1 300-349 lbs. 
$274.34, 350-399 lbs. $284.86, 
400-449 lbs. $269.05, 450-499 
lbs. $256.45, 500-549 lbs. 
$235.38, 550-599 lbs. $227.68, 
600-649 lbs. $220.86, 650-699 
lbs. $215.43, 700-749 lbs. 
$206.16, 750-799 lbs. $197.97, 
800-849 lbs. $194.53, 850-899 
lbs. $194.63, 900-949 lbs. 

$185, 950-999 lbs. $185.62; 
medium and large No. 1-2 
250-299 lbs. $268.23, 350-
399 lbs. $245.66, 400-449 lbs. 
$240.13, 450-499 lbs. $237.40, 
500-549 lbs. $214.98, 550-599 
lbs. $223.28, 600-649 lbs. 
$210.14, 650-699 lbs. $203.73, 
700-749 lbs. $194.03, 750-799 
lbs. $194.34, 850-899 lbs. 
$175, 950-999 lbs. $170.18.
 New Mexico 4100 head. 
Steers: medium and large 
No. 1 250-299 lbs. $323.36, 
350-399 lbs. $312.39, 400-
449 lbs. $292.15, 450-499 
lbs. $270.42, 500-549 lbs. 
$258.70, 550-599 lbs. $244.57, 
600-649 lbs. $237.84, 650-
699 lbs. $226.98, 700-749 
lbs. $214.21, 750-799 lbs. 
$209.10; medium and large 
No. 1-2 350-399 lbs. $266.82, 
400-449 lbs. $269.52, 450-
499 lbs. $248.34, 500-549 
lbs. $232.89; heifers: medium 
and large No. 1 300-349 lbs. 
$273.25, 350-399 lbs. $268.13, 
400-449 lbs. $255.17, 450-
499 lbs. $254.32, 500-549 
lbs. $242.39, 550-599 lbs. 
$230.50, 600-649 lbs. $220.52, 
650-699 lbs. $214.35, 700-
749 lbs. $212.77, 750-799 
lbs. $200.91, 800-849 lbs. 
$182.92; medium and large 
No. 1-2 350-399 lbs. $225.66.
 Kansas 2400 head. Steers: 
medium and large No. 1 450-
499 lbs. $285.70, 550-599 lbs. 
$285.12, 600-649 lbs. $250.44, 
650-699 lbs. $227.39, 700-749 
lbs. $228.54, 750-799 lbs. 
$222.98, 800-849 lbs. $222.04, 
850-899 lbs. $215.17, 900-949 
lbs. $211.55, 950-999 lbs. 
$198.02; heifers: medium 
and large No. 1 500-549 lbs. 
$259.34, 550-599 lbs. $248.45, 
600-649 lbs. $222.34, 650-699 
lbs. $213.17, 700-749 lbs. 
$200.40, 800-849 lbs. $205.
 Missouri 25,000 head. 
Steers: medium and large No. 
1 300-349 lbs. $308.33, 350-

Nations Feeder Cattle Moved

Lower In This Week’s Sales

www.virdenproducts.com
www.ohtriangleranch.com
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4 AI SONS SELL

Roots Back to 1865

MARTIN-BRUNI CATTLE

10th Annual Spring Brangus Bull Sale

BREEDING OBJECTIVES FOR EACH MATING:
 Durable Feet & Legs  Moderate & Angulated Sheath  Docile Dispositions

 Functionally Balanced and Complete Phenotype:
• Moderate Mature Cow Weight & Frame • Digestive Capacity • Fleshing Ability • Thickness

• Muscle, Growth, & Carcass While Maintaining Milk and Maternal Strength
 Functionally Balanced and Complete Genomic EPD Profile

RAISED WITHOUT CREEP FEED

THURSDAY, FEBRUARY 8, 2024 - 10 a.m.
Jordan Cattle Auction, San Saba, TX
20 EXCEPTIONAL BULLS SELL!

OFFERING STACKED GENERATIONS OF PUREBRED BRINKS BRANGUS GENETICS
PRODUCING CONSISTENT AND PREDICTABLE HIGH QUALITY CALF CROPS

Bulls Available to View on Friday, February 2, �rough Sale Day
Phone and Internet Bidding Through Jordan Cattle Auction - 325-372-5159

Joe C. Martin IV 210-748-6881

FIBERGLASS TANKS
Maintenance, Rust and Worry Free ...

Livestock and Wildlife Tanks

Fresh and Potable Water Tanks

Feed and Fertilizer Tanks

AGRICULTURAL PETROLEUM

ENVIRONMENTAL CUSTOM
                                     Tanks Approved For 

                                   NRCS Cost Share Program

             800.487.4834

WWW.UFITANKS.COM

By Colleen Schreiber
 DENVER — At the recent 
American Sheep Industry As-
sociation annual convention, 
those attending the resource 
management council and poli-
cy forum heard an update from 
USDA-Wildlife Services. The 
update was wide-ranging and 
included everything from work 
underway for predator man-
agement of black vultures, 
wolves and coyotes as well as 
ongoing research both lethal 
and non-lethal.
 Keith Wehner, regional di-
rector for WSs’ eastern region, 
fi rst reminded participants that 
there are some large differenc-
es between the West and the 
East in terms of WS ability to 
manage predators. He stressed 
that WS has been operating in 
the western part of the U.S. 
for well over 100 years. In the 
East, it’s only been since 1987.
 “The traditional livestock pro-
tection that covers almost every 
western state really doesn’t exist 
in the same format in the East. In 
fact, the only place that it’s the 
same as in the West is in West 

Virginia and Virginia,” Wehner 
told participants.
 In the early 1990s, there 
were some pretty signifi cant 
livestock protection directives 
established in those states. 
Those directives have since 
been lost though WS still main-
tains a cooperative agreement 
there. Most of the funding for 
management and control of 
their three primary predator 
problems, coyotes, bears and 
black vultures, comes from 
the state with a smaller portion 
coming from WS.
 Currently, black vultures are a 
particularly hot topic in the East 
as they’ve expanded their range 
over the last 30 years. Tradition-
ally a Gulf Coast migratory bird, 
the black vulture can now be 
found as far north as Michigan, 
he told the group. Unlike the 
turkey vulture, which is largely 
solitary and almost exclusively 
eats from dead carcasses, black 
vultures don’t wait till some-
thing’s dead. They kill it.
 “They’re learning from one 
another how to kill livestock,” 
said Wehner. “We see it every 

day, and it’s really becoming 
a problem.”
 They tend to focus fi rst on 
pecking out the eyes of new-
borns and there may be 20 or 
30 vultures working on that one 
baby and its mother can’t fi ght 
off that many predatory birds at 
one time, he said. Other times, 
they’ll torment the cow while 
she’s having her calf.
 “The birds will chew up 
the cow’s rear end while she’s 
giving birth,” said Wehner. 
“Then they eat the afterbirth 
and attack the baby, usually as 
it’s being born.”
 Sometimes the young are 
born alive but with their eyes 
already ripped out.
 “It’s a lot more brutal and 
more inhumane than what I’ve 
seen wolves or even bears do,” 
he opined.
 He also noted that these 
birds don’t just cause big prob-
lems for farmers and ranchers.
 “We might get 100 vultures 
on a cell phone tower or a 
transmission tower and when 
they’re spooked, the fi rst thing 
they do is crap and the next 
thing we know is their excre-
ment has caused a million-
dollar power outage.”
 Airports also face chal-
lenges because of these birds.
 “The Department of De-
fense has a huge interest as 
well,” said Wehner. “They’ve 

lost aircraft to black vultures 
along the coast.”
 He also told participants 
that these birds love any 
petroleum-based product. 
They’ve been known to rip 
up a brand-new asphalt roof 
as well as windshield wipers 
and all the caulking around 
a vehicle windshield. Also, 
on billboards, the birds walk 
the top and literally peck at 
the plastic sheeting until it is 
hanging in the wind.
 “Three-quarters of my states 
are dealing with this issue,” said 
Wehner. “We provided opera-
tional assistance in 26 states.”
 While the birds are easy to 
trap by putting a roadkill deer 
in a trap that draws in 100 birds 
at a time, the problem is there 
are millions across the land-
scape. Additionally, because 
of the Migratory Bird Treaty 
Act, WS is limited in what they 
can really do. WS has to get a 
permit from the U.S. Fish and 
Wildlife Service before they 
can do anything at all.
 There is ongoing research to 
better understand some alterna-
tive prevention tools everything 
from lasers to effi gy placement 
on transmission lines, even in-
fl atable scarecrows.
 “These things only work 
for a short time because the 
birds are smart and they learn 
quickly,” said Wehner.

 Researchers are trying to 
better understand movement 
across the landscape, how they 
interact across the landscape, 
what they target as well as how 
the birds respond to trapping 
and or harassment. They’re 
doing survival studies as well.
 “These birds don’t have any 
natural predators so if a young 
bird doesn’t die in the fi rst six 
months, they’re believed to 
live 10 to 15 years,” Wehner 
told the group.
 Some birds are even being 
equipped with GPS collars 
to help in the various studies. 
Research has also shown that 
the vultures prefer red, green 
and black colored vehicles.

“They don’t like white though 
I have no idea why,” said Wehner.
 Wendy Anderson, who is 
the new head of the Western 
division for WS, reiterated that 
livestock protection from pred-
ators is a foundational mission. 
However, congressional ap-
propriations only cover about 
45 percent of WS operations. 
The remainder comes through 
cooperative funding.
 Anderson said that in 2023 
WS assisted sheep producers 
in 32 states with the top states 
being Nevada, Texas, Califor-
nia and Montana. The top fi ve 
predators taken were coyotes, 
mountain lions, black bears, 
black vultures and feral hogs.

 “Wildlife Services legally 
removed over 400 black bears, 
six grizzly bears, over 200 
mountain lions, almost 300 
gray wolves and over 68,600 
coyotes in 2023 for the protec-
tion of livestock,” Anderson 
told participants.
 She also shared an update 
on the ongoing issue with the 
use of the M44 device on BLM 
lands. She explained that in 
2023, the Center for Biological 
Diversity sent a letter and a pe-
tition asking BLM to stop the 
use of M44s on BLM lands.
 “The letter claimed that the 
M44 is a danger to the public’s 
pets and threatened and endan-
gered species,” said Anderson.
 The letter also made an in-
direct reference to HR 4951, 
which seeks a ban of M44s 
on all public lands. The peti-
tion attached to the letter 
was signed by the Center for 
Biological Diversity, Predator 
Defense and 70 over NGOs.
 WS responded by providing 
background and safety infor-
mation on the device itself and 
the sodium cyanide capsules 
as well as information about 
the agencies’ use of M44s on 
both public and private lands. 
Additionally, WS leadership 
met with BLM to further dis-
cuss the issue and stress the 
importance of continued use 
of the device on BLM lands.
 “Unfortunately, in August of 
2023, the BLM director decided 
to disallow use of all M44s with 
cyanide capsules on any BLM 
land,” she told the group.
 In November 2023, the 
BLM and WS revised their 
MOU to state that no M44s 
would be used on BLM lands.
 “This could change with a dif-
ferent administration,” she said.
 Anderson also offered an 
update on livestock protection 
dogs. In mid-2023, WS ran out 
of stock on both the public 
and private land versions of 
the educational signs used to 
advise those recreating that 
they may encounter livestock 
protection dogs or sheep. In 
early conversations between 
Wildlife Services staff and 
wool growers, the signs were 
deemed incredibly important 
and valued by livestock produc-
ers. However, there was mixed 
feedback regarding the messag-
ing on the signs and the photo-
graphs used, said Anderson.
 Thus, Wildlife Services’ 
leadership worked with ASI 
on updating the signs. ASI 
secured the funding and vol-
unteers to handle the printing 
and the new inventory of signs 
going forward. They are near-
ing completion.
 Anderson also talked about 
WS standards of evidence 
in conducting livestock lost 
investigations pertaining to 
Mexican wolves in Arizona 
and New Mexico.
 “Wildlife Services has al-
ways believed subcutaneous 
hemorrhaging with underlying 
tissue damage from bite marks 
to be the de facto standard for 

WS Update Wolf, Black Vulture
Predation At Annual Sheep Meet
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San Saba: 325/372-5159                                                                                                      Mason: 325/347-6361                    www.jordancattle.com 

Internet Guidelines:
View it live and bid online (or by phone at 325/372-5159) or give us a call and we will assist you with your purchases. If you have previously registered to 

buy with us online, click the “live auction” button on our website and log in, but if you have not previously registered to buy with us for our online sales, 

please do so at least two days prior to the sale. For instructions, go to our website and click on “internet sales”. If you have any questions when you 

get to cattleusa.com go to the help center tab. If you need additional assistance, please call or email us. A running order will be posted on our website the 

evening before the sale.

All Purchases and Sales are subject to  K. Jordan Enterprises General Terms and Conditions, 
which are incorporated by reference and can be located at www.jordancattle.com

Ken and Kynda Jordan —  Owners and Operators
Jeffrey Osbourn — Jody Osbourn — Bart Larremore

Weekly Sales Held At 11:00 A.M.     —     Monday: Mason | Thursday: San Saba

Thursday, February 8 @ 10:00 A.M. | San Saba
In Conjunction With Our Regular Sale. Bulls Will Sell At 10:00 A.M. 

Bulls Will Be Fertility Tested, Meet Trich Requirements, And Ready To Go To Work.

Featuring Martin-Bruni Brangus and STS Ranger Registered Angus Bulls
Over 55 Head Consigned!

Consignments Include:  25 Angus, 20 Brangus, 7 Hereford, 3 Limfl ex, 1 Limousin, 1 Red Angus & Others

SPECIAL BULL OFFERING

Thursday, February 1 @ 11:00 A.M. | San Saba
In Conjunction With Our Regular Sale. 

Trophies Will Be Awarded To Our Champions And Reserve Champions In Each Breed

Offering Weaned and Non-Weaned Calves and Yearlings.

Early Offerings Include:
• 41 weaned calves  — true F-1 tigerstripe steers with the balance being ¼ bloods (out of black F-1 cows and Hereford bulls), all been 

weaned for 120 days, two rounds of ViraShield 6 and wormed. 
• 83 Angus calves, weaned on October 8, two rounds of Modified live vaccine, weight 550+ pounds. 
• 35 black and black baldy calves, weight 500-600 pounds, two rounds of Pyramid 5, weaned September 15. 
• 12 Angus cross calves, weaned for 45+ days, two rounds of Nasalgen 3PMH, Covexin 8 and pour on wormer. 
• 55 Angus cross and Charolais cross calves, weight 450-650 pounds, weaned on July 1, one round of Triangle 5 and BoviShield Gold,  

then two rounds of BlackLeg and wormed. 
• 68 Angus / Maine cross calves, weight 550-675 pounds. 
• 35 black and black baldy calves, weaned for 60 days, given Vista Once. 

SPECIAL STOCKER AND FEEDER SALE

Saturday, February 17 @ 10:00 A.M. | San Saba
Consignments Welcome!

For details on the female sale or online viewing/bidding info, please call or visit our website.

EARLY SPRING REPLACEMENT FEMALE SALE

Martin-Bruni Brangus — 18 Brangus Bulls
• 18 virgin, registered eighteen to nineteen month old Brangus bulls, stacked generations of purebred Brinks Brangus genetics. 

The bull’s genetics have proven to produce consistent and predictable high quality calf crops. Bulls are sound footed, high vol-
ume, thick muscled and docile. They have been mated to balance growth strength with maternal traits for building a cow herd. 
Registration papers will be transferred at seller’s expense. Bulls will be available for viewing beginning Friday, February 3 at the 
auction. Consigned by Martin- Bruni Brangus. Performance data and EPD’s will be available on our website. This is the 10th 
Annual Spring Martin-Bruni Brangus Bull Sale.   (1) 

For details on the bull sale or online viewing/bidding info, please call or visit our website.

STS Ranger Registered Angus — 12 Angus Bulls
• 12 choice, registered, virgin Angus bulls, eighteen to nineteen months old. This registered herd was started about thirteen years 

ago with a lot of Gardiner influenced genetics. Registrations papers will be transferred by owner. Bulls are all freeze branded 
for identification.  Very good set of bulls coming from STS Ranger Registered Angus Ranch. (Stran Smith and Jay Foster). For 
EPD’s and videos of the bulls go to our website.   (2)

• 2 registered Brangus bulls, virgin, twenty to twenty-three months old — one bull is AI sired by American Legacy (BW 68, EPD’s BW 
2.4, WW 29, YW 56, Milk 4, TM 19) and the other goes back to Mound Creek (BW 67, EPD’s BW 0, WW 26, YW 51, Milk 7, TM 20) 
bloodlines, will be tested and ready for work for you. Bulls are consigned by Jason Katcsmorak of Leming, Texas.   (3)

• 3 virgin, registered black Limflex bulls, coming off Schur Limousin Cattle — two are eighteen to nineteen months old, one is twen-
ty-seven months old, both double polled and double black. If you are looking for bulls to add pounds and value to your calf crop 
then don’t miss these!   (4)

• 1 virgin, registered black Limousin bull, eighteen months old, coming off of Schur Limousin Cattle.   (5)
• 1 virgin, registered Angus bull, eighteen months old, consigned by Schur Limousin Cattle, tested and ready to go to work for you.   (6)
• 1 virgin, registered Red Angus bull, eighteen months old, coming off Square Bales LLC of Florence.   (7)
• 1 virgin Red Angus / Simmental cross bull, eighteen months old, consigned by Square Bales LLC of Florence.   (8)
• 2 registered polled Hereford bulls, coming two year olds, sired by Churchill Rock 646D ET and NJW 73S 10W Honest 74F ET — one 

is a high growth bull, and the other is a calving ease bull, consigned by Fracta Via Land & Cattle.   (9)
• 10 Angus bulls, coming two year olds, young herd sires, raised in West Texas, will be rugged and hard footed, will be able to go 

anywhere, consigned by JB Cattle.   (10)
• 5 horned Hereford bulls, eighteen to twenty months old, big boned, high growth bulls, raised in West Texas, consigned by JB Cattle.   

(11)
• 1 Brangus bull, two years past, big, stout Brangus bull, can go to the big pasture and cover a lot of cows, consigned by JB Cattle.   

(12)
• 1 registered Brangus bull, raised by Hickory Sands Ranch, young coming two year old virgin, big and stout, consigned by JC Ranch.   

(13)

depredation investigations 
across the U.S.,” Anderson 
told the group. “In New Mex-
ico and Arizona, unfortunately, 
we realized inconsistency had 
developed over time in the 
way we were conducting our 
depredation investigations.”
 That led WS to implement 
standards of evidence informally 
in 2020. In July 2022 WS began 
the process of establishing stan-
dards in writing for determining 
Mexican wolf predation. The 
goal was to ensure there are writ-
ten, science-based standards in 
Arizona and New Mexico that are 
consistent with how WS manages 
wolf depredations throughout the 
U.S. and that all involved parties 
have a clear understanding of 
the physical evidence required 
at the time of an investigation 
to make depredation determi-
nations.
 WS received comments 
on the development of these 
written standards from stake-
holders, including several 
groups representing livestock 
producers. Those standards 
were fi nalized in August 2023.
 “According to all research 
and state established stan-
dards, of which we are aware, 
the presence of subcutaneous 
hemorrhage and underlying tis-
sue damage is the core standard 
to confi rm wolf predation,” An-
derson reiterated. “The physical 
evidence must indicate that the 
animal was alive when bitten 
by the wolf and that the wolf 
bites are not associated with 
scavenging of an animal that 
was already dead.”
 She added that U.S. Fish 
and Wildlife Service agreed 
with the new written standards 
of evidence and WS investigation 
process will be helpful in terms 
of their issuance of management 
actions. With the new written 
standards in place, last year New 
Mexico and Arizona confi rma-
tions were right in line with 
the Northern Rocky Mountain 
confi rmations, Anderson said.
 “Our confi rmations in Ari-
zona and New Mexico haven’t 
decreased,” she added. “We’re 
staying right in line, so I feel 
like we’re doing a good job 
with these new standards.”
 She also told participants 
that there was an inspection 
done by the Offi ce of Inspec-
tor General through USDA 
to determine whether WS 
uses a consistent approach for 
its depredation reports, and 
consistent support for those re-
ports regarding livestock loss 
attributed to Mexican wolves 
in New Mexico and Arizona. 
OIG found that Wildlife Ser-
vices approach was consistent, 
but that supporting evidence 
was not always consistent. In 
a fi nal report, OIG provided 
WS with three recommenda-
tions with specifi c deadlines. 
Those recommendations in-
cluded implementing agency 
policy that clearly describes 
photographic support require-
ments for depredation reports; 
establishment of training on 
the agency policy includ-
ing detailed photographic 
requirements for depredation 
investigators and reviewers 
and fi nally a formal request to 
the Mexican wolf executive 
committee to review and make 
any applicable updates to its 
standard operating procedures. 
WS implemented all three 
recommendations by the due 
dates, Anderson said.
 “This inspection is con-
sidered closed, and with the 
standards of evidence, we feel 
we have a better path forward 
with the USFWS on depreda-
tion investigations.”
 Finally, Anderson offered an 
update on WS’s participation 
in the reintroduction of gray 
wolves in Colorado. Colorado 
Parks and Wildlife released 10 
gray wolves, all from Oregon, 
in Colorado pursuant to a 
2020 state referendum that 
required reintroduction of the 
endangered grey wolf by De-
cember 2023. Specifi cally on 
December 18, CPW released 
fi ve wolves onto public land 
in Grand County and another 
fi ve a few days later onto an 
undisclosed area in Grand and 
Summit Counties.
 She noted that in Novem-
ber, the USFWS released a 
fi nal rule establishing that the 
release would be designated 
under the ESA section 10(j) 
as an experimental population.

 “This designates management 
fl exibility that may include man-
agement action to address both 
impacts on people or livestock,” 
said Anderson.
 She also pointed out that the 
reintroduced wolves from Or-
egon are not the only wolves in 
Colorado. In 2021, wolves from 
Wyoming wandered into Colo-
rado. They remain in Colorado.
 Anderson told participants 
that currently WS is only 
participating as a member of 
the CPW Technical Working 
Group. The working group 
contributes expertise towards 
developing conservation ob-
jectives, management strate-
gies, damage, present preven-
tion, and conservation plan-
ning for wolves in Colorado, 
she explained. However, if 
WS is doing a depredation 
investigation and there is a 
possibility that it could be 
caused by a wolf, WS has to 
step back and contact CPW to 
do the investigation.
 “If CPW and USFWS de-
cide they want our assistance 
with depredation investiga-
tions in the future, we’ll have 
to enter into some MOU to do 
that,” Anderson said. “So right 
now, WS has very little impact 
or assistance with the Colo-
rado wolves, but hopefully that 
will change in the future. Right 
now, it’s very political.”
 Questioned why WS has 
not taken a more active role, 
Anderson responded by ex-
plaining that it’s the state who 
has thus far been reluctant to 
allow WS an MOU to be part 
of depredation investigations. 
Additionally, it was pointed 
out by WS’s Wehner, who 
previously served as the west-
ern director, that the reason 
WS has been so involved 
with wolves in other states is 
because in these states wolves 
were originally introduced as 
threatened or endangered spe-
cies. However, in Colorado, 
citizens passed a referendum 
saying they wanted wolves.
 “They’re a totally different 
beast in Colorado,” Wehner 
told participants.
 Referring to it as a “powder 
keg” he too acknowledged that 
it’s very political with differ-
ent personalities at play in the 
governor’s offi ce and different 
agencies.
 There was considerable more 
discussion about all things wolf 
and in particular about the depre-
dation investigation process and 
the standards of evidence for 
wolf depredation.
 Cat Urbigkit, Wyoming 
producer and vice president 
of Wyoming Wool Growers 
Assn., commented that the 
livestock industry has “a pretty 
big issue” with the standards of 
evidence that WS has adopted.
 “A strict reading of those stan-
dards indicate there would rarely 
be a confi rmed depredation,” Ur-
bigkit insisted. “And realize that 
our compensation is dependent 
upon that designation.”
 She added the whole issue 
has caused a huge rift between 
livestock producers and WS.
 “It’s put us on a very bad path 
with each other right now … I 
would just be very cautious. We 
just went through this process 
for WS to develop these written 
standards that we sure as hell 
don’t want to see happen in any 
other state,” Urbigkit stressed.
 Dustin Ranglack, Utah fi eld 
station leader for the National 
Wildlife Research Center, also 
shared an update regarding ongo-
ing research at the Fort Collins, 
Colorado, facility starting with 
the PAPP toxicant, an oral toxi-
cant being tested for coyotes.
 “Basically, it functions very 
similarly to sodium cyanide 
in that it reduces the body’s 
ability to deliver oxygen to the 
tissues,” Ranglack explained.
 He acknowledged that while 
it’s very humane and fast acting 
it is a bit slower than sodium 
cyanide. Specifically, it takes 
about 20 to 30 minutes before a 
coyote, for example, actually 
succumbs to the toxicant.
 “We’ve tested a lot of dif-
ferent doses and settled in at 
about 400 milligrams as the 
appropriate dose for coyotes,” 
he told participants.
 It’s delivered via a spring 
loaded ejector device, essen-
tially an M44 rebranded a bit.
 The big difference between 
PAPP and sodium cyanide is 
there is a potential for an anti-

dote for accidental exposure to 
a companion dog or a working 
dog, for example. However, 
researchers are struggling a 
bit on the delivery mechanism 
for the antidote, so it remains 
a work in progress.

 There are several different 
non-lethal tools being investi-
gated as well including fl adry 
and fencing, and a newer 
project underway includes the 
use of fl ashing eartags for live-
stock. NWRC put out about 

1700 fl ash tags in nine differ-
ent states in 2021. What they 
generally found is that livestock 
producers using the tags reported 
a reduction in predation between 

years and also between neighbors 
and more are interested in trying 
them or continuing to use them.

See WS Update
Continued On Page 6
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ABILENE LIVESTOCK

AUCTION, LLC
EST 2019

ABILENE, TEXAS

Billy Golson, Yard Manager
325/725-3064

Henry Pickett II, General Manager        
940/733-8208

325/673-7865

— Receiving Weaned Cattle Weekly  — 
Weaned Cattle Will Sell Following Bulls And Cows!

We Also Offer: Hauling — Day Labor  — Portable Set Of Corrals For Use

— RECEIVING STATIONS — 
San Angelo, Texas

Thomas Livestock
Chad Thomas: 325/456-7804
Jim Thomas: 325/656-0110

Call For Other Receiving Stations

CATTLE SALES EVERY TUESDAY — 11 A.M.
WEANED CALF SALEWEANED CALF SALE

The Second Tuesday Of Every Month
CRITERIA IS AS FOLLOWS:

                 1. Calves must be weaned a minimum of 45 days.
                 2. Only steers and heifers, calves must be castrated.
                 3. Approved vaccination program.  
We will provide a form to verify what has been given and signed by you or your veteri-
narian prior to the sale.

We recommend that you consult with your veterinarian on the vaccinations that you are 
going to use.

SHEEP & GOAT SALE
Other Monthly Sheep And Goat Sales Will Be Announced!

Loraine, Texas
Beau Preston

341 West Line (South Of School) 
325/242-6492

Throckmorton, Texas
Seymour, Texas
Henry Pickett II

940/733-8208

Post, Texas
Keith Osbourn

806/632-7267

Wanted: Grass And Wheat Pasture — Gain Or Long Term Leases

Lipan, Texas
Matt Addison

9411 Rocky Branch Highway
325/725-6208 Space is limited. Visit ranch.tcu.edu 

or call 817-257-7145.

For more than half a century, TCU’s renowned

Ranch Management program has given 

students an edge in agricultural resource 

success. This unique nine-month intensive 

program equips graduates with real-world 

strategies as producers and land stewards

in changing times.

TAKE THE
THE NEXT GENERATION

OF RANCHING. 

SM

RANCH MANAGEMENT

du

MENT

Custom Helicopter Application ServicesCustom Helicopter Application Services

Bart Alexander — 318/424-8395Bart Alexander — 318/424-8395
bart.alexander@chem-air.combart.alexander@chem-air.com
www.chem-air.comwww.chem-air.com

• Complete Turnkey Services For Prickly Pear And  
Broadleaf Weed Control

• Professional And Experienced Pilots And 
Ground Crew

• State-of-the-art Application Allows Pinpoint 
Accuracy And Ensures Uniform Coverage

• Family Owned And Operated Company

• Experience — Over 40 Years In Business!

512/556-3611
Andy Baumeister, Owner 

512/902-3540

Like Us On:

Lampasas, Texas

SALES EVERY WEDNESDAY — 11:30 A.M.

Realtor Landman Consultant
Lands Ranches Minerals RoW 

O&G Solar Wind Carbon
Purchases Sales Leases Title
Represent  Advise  Negotiate

Eric Hale • 512/773-3149
mesquiteridgeconsulting@gmail.com

WS Update
Continued From Page 5

 NWRC also has some quan-
titative data on a band of sheep 
with tags and a band without 
from the same area.
 “We showed that it cut dep-
redations by about one half 
with the fl ashing tags,” said 
Ranglack.
 The research is now under 
peer review with the next step 
being publication.
 He also mentioned that one 
of the issues with the fl ash tags 
is durability. Thus, they’re in 
the process of working with 
Colorado State University on 
a design that they could then 
take to an eartag production 
company to produce and even-
tually sell commercially.
 Responding to a comment 
that predators adapt to all of 
these tools like fl adry, Ran-

glack acknowledged that there 
is a habituation rate.
 “There’s never going to be a 
silver bullet.”
 However, he also opined 
that predators may be slower 
to habituate to fl ashing eartags 
than a static device, say a light 
on a fencepost, for example.
 Ranglack is also working 
with another potential tool 
in Oregon. Specifi cally, he’s 
using thermal imaging on a 
drone to detect wolves before 
they come into areas being 
grazed by cattle. The drone 
can also be used to chase 
away the wolves. Here too, 
he acknowledged there are 
defi nitely limitations.
 Finally, Ranglack told par-
ticipants that some producers in 
Texas say they now have more 
predator problems from caracaras 
than coyotes. To reckon with all 
of the avian predator issues, when 
the federal budgeting process 
fi nally gets worked out, one of 
the new hires will be an avian 
predator scientist at their Utah 
station to work on eagles, ca-
racara and raven issues.
 

— — — — — — — — — —
 Man needs, for his happi-
ness, not only the enjoyment 
of this or that, but hope and 
enterprise and change. — Ber-
trand Russell.

 ST. JOSEPH, Mo. — (US-
DA-Jan. 22) — Compared to 
last week, steers and heifers sold 
$4-10 higher, getting back the 
losses from the previous week.
 Preliminary 2023 yearly 
cattle slaughter rates suggest 
a 4.2 percent less slaughter 
than a year ago and 2.3 percent 
below the previous three-year 
average. The most reduction in 
slaughter percentage wise was 
beef cow slaughter 11 percent 
lower (about 440,000 head) 
than the previous year while 
steer harvest was 5.1 percent less 
(around 800,000). An interesting 
note is the 2023 steer harvest 
total (around 15 million head) 
would be the lowest steer total 
in 50-plus years.
 In recent weeks, ranchers in 
the Southern Plains are look-
ing to restock their limited cow 
herds recently and have made 
their way to the Northern Plains 
to get some bred females. Light 
volume of fed cattle trading 
this week again as packers 

continue to adjust harvest 
schedules as weather allows.
 Live sales of negotiated cash 
fed cattle trade in the Southern 
Plains were reported $1-1.50 
higher at $173-173.50. In Ne-
braska, live sales sold steady at 
$173, while the dressed sales sold 
unevenly steady at $273-274.
 Choice boxed beef closed 
the week $6.24 higher at 
$295.50 while select was 
$11.20 higher at $283.05 for 
the same period.
 Weekly cattle slaughter 
under federal inspection es-
timated at 617,000, 71,000 
higher than last week and 
30,000 less than a year ago.
 Auction volume this week 
included 55 percent weigh-
ing over 600 pounds and 42 
percent heifers.
 Auction receipts totaled 
96,900 head, last week 241,700 
head, last year 267,000 head.
 Texas 4400 head. Steers: 
medium and large No. 1 300-
349 lbs. $328.82, 400-449 
lbs. $332.02, 450-499 lbs. 
$305.82, 500-549 lbs. $278.61, 
550-599 lbs. $266.75, 600-649 
lbs. $257.99, 650-699 lbs. 
$236.43, 700-749 lbs. $231.19, 
750-799 lbs. $228.39, 800-849 
lbs. $222.87, 850-899 lbs. 
$216.98; medium and large 
No. 1-2 750-799 lbs. $219.18; 
heifers: medium and large No. 
1 300-349 lbs. $287.51, 350-
399 lbs. $281.72, 400-449 lbs. 
$268.66, 450-499 lbs. $265.09, 
500-549 lbs. $248.08, 550-599 
lbs. $242.03, 600-649 lbs. 
$229.43, 650-699 lbs. $223.39, 
700-749 lbs. $219.31, 750-799 
lbs. $210.73, 800-849 lbs. 

$204.15; medium and large 
No. 1-2 400-449 lbs. $220.29, 
450-499 lbs. $239.61, 700-749 
lbs. $210, 750-799 lbs. $202.50.
 Oklahoma 1700 head. 
Steers: medium and large No. 
1 450-499 lbs. $310.49, 500-
549 lbs. $302.23, 550-599 
lbs. $275.10, 600-649 lbs. 
$247.21, 650-699 lbs. $237.86, 
700-749 lbs. $226.24, 750-799 
lbs. $224.99, 950-999 lbs. 
$205.87; medium and large 
No. 1-2 550-599 lbs. $236.91, 
600-649 lbs. $234.48; heifers: 
medium and large No. 1 450-
499 lbs. $249.03, 500-549 lbs. 
$238.84, 550-599 lbs. $232.03, 
600-649 lbs. $218.88, 650-699 
lbs. $218.48, 700-749 lbs. 
$209.25, 800-849 lbs. $202; 
medium and large No. 1-2 400-
449 lbs. $246.63, 450-499 lbs. 
$238.64, 550-599 lbs. $216.42, 
600-649 lbs. $212.54.
 New Mexico 4100 head. 
Steers: medium and large No. 
1 250-299 lbs. $347.83, 300-
349 lbs. $336.72, 350-399 lbs. 
$320.25, 400-449 lbs. $315.55, 
450-499 lbs. $276.58, 500-549 
lbs. $256.90, 550-599 lbs. 
$254.84, 600-649 lbs. $243, 
650-699 lbs. $231.31, 700-
749 lbs. $215.15, 750-799 
lbs. $224.66, 800-849 lbs. 
$209.36; medium and large 
No. 1-2 350-399 lbs. $251.44, 
400-449 lbs. $264.68; heif-
ers: medium and large No. 1 
300-349 lbs. $286.80, 350-
399 lbs. $276.04, 400-449 
lbs. $254.72, 450-499 lbs. 
$252.03, 500-549 lbs. $236.47, 
550-599 lbs. $226.27, 600-
649 lbs. $217.65, 700-749 
lbs. $204.27, 800-849 lbs. 
$181.93; medium and large 
No. 1-2 300-349 lbs. $248.53, 
400-449 lbs. $225.25.
 Kansas 3600 head. Steers: 
medium and large No. 1 450-
499 lbs. $331.33, 500-549 lbs. 
$327.30, 550-599 lbs. $295.50, 
600-649 lbs. $273.15, 650-699 
lbs. $261.59, 700-749 lbs. 
$244.29, 750-799 lbs. $234.59, 
800-849 lbs. $229.68, 850-899 
lbs. $221.89, 900-949 lbs. 
$214.45, 950-999 lbs. $215.52; 
heifers: medium and large No. 

1 400-449 lbs. $277.58, 450-
499 lbs. $261.34, 500-549 lbs. 
$252.43, 550-599 lbs. $261.60, 
600-649 lbs. $233.68, 650-699 
lbs. $220.14, 700-749 lbs. 
$212.39, 750-799 lbs. $211.50, 
800-849 lbs. $209.15, 850-899 
lbs. $207.70.
 Missouri 5700 head. Steers: 
medium and large No. 1 450-
499 lbs. $308.80, 500-549 lbs. 
$292.24, 550-599 lbs. $276.19, 
600-649 lbs. $255.69, 650-699 
lbs. $246.73, 700-749 lbs. 
$237.77, 750-799 lbs. $231.27, 
800-849 lbs. $227.50, 900-949 
lbs. $218.05, 950-999 lbs. 
$205.15; heifers: medium 
and large No. 1 400-449 lbs. 
$264.30, 450-499 lbs. $259.73, 
500-549 lbs. $249.62, 550-599 
lbs. $231.50, 600-649 lbs. 
$230.38, 650-699 lbs. $223.37, 
700-749 lbs. $220.14, 750-799 
lbs. $210.64.
 Iowa 13,300 head. Steers: 
medium and large No. 1 350-
399 lbs. $320.04, 400-449 
lbs. $313.56, 450-499 lbs. 
$298.42, 500-549 lbs. $291.60, 
550-599 lbs. $282.61, 600-649 
lbs. $272.37, 650-699 lbs. 
$255.84, 700-749 lbs. $242.78, 
750-799 lbs. $232.16, 800-849 
lbs. $225.25, 850-899 lbs. 
$220.24, 900-949 lbs. $212.21, 
950-999 lbs. $189.66; heifers: 
medium and large No. 1 350-
399 lbs. $282.80, 400-449 lbs. 
$266.88, 450-499 lbs. $254.87, 
500-549 lbs. $248.44, 550-599 
lbs. $242.51, 600-649 lbs. 
$233.62, 650-699 lbs. $228.28, 
700-749 lbs. $214.54, 750-
799 lbs. $211.77, 800-849 lbs. 
$206.01, 850-899 lbs. $193.90.
 Nebraska 20,000 head. 
Steers: medium and large 
No. 1 350-399 lbs. $384, 
400-449 lbs. $359.92, 450-
499 lbs. $326.82, 500-549 
lbs. $323.64, 550-599 lbs. 
$302.71, 600-649 lbs. $290.37, 
650-699 lbs. $264.31, 700-749 
lbs. $252.44, 750-799 lbs. 
$242.32, 800-849 lbs. $234.82, 
850-899 lbs. $221.58, 900-
949 lbs. $221.16, 1000-1049 
lbs. $207.06, 1050-1099 lbs. 
$196.84; heifers: medium 
and large No. 1 300-349 lbs. 

Nations Feeder Cattle Traded
Higher In This Week’s Sales

www.chem-air.com
www.ranch.tcu.edu
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James Henderson • (940) 585-6171, cell

Mary Lou Bradley-Henderson • (940) 585-6471, cell

John Gardner • (806) 777-2799, cell

Minnie Lou Bradley

www.bradley3ranch.com

RANCH RAISED. PERFORMANCE SELECTED.

Build your herd on 65 years of proven results!

• Gain on grass test.

• Large offering – all bulls semen tested before sale.

• Our bulls have worked many seasons from Idaho 

to Flordia... yes, longevity and adaptability!

• All bulls are DNA tested for parentage and 

genomic value... PREDICTABLE RESULTS!

• Free bull delivery on purchases  totaling $10,000  

or more to  central location.

NOW IS THE TIME

February 10, 2024
at the ranch east of Estelline, Texas

200+ Angus Bulls
120+ Charolais Bulls
60+ Elite Angus Females60+ Elite Angus Femaleses

WesternProFeeders.com   |   1.833.533.3337   |   info@westernprofeeders.com

PATENTED FEEDING TECHNOLOGY

The Blue Ribbon of Feeding Systems

Benefits Of The Western Pro Feeders
— Reduced Bacteriological And Fecal Contamination Of Feed

— Best In Class 10 Year Warranty

— 30 Day Money Back Guarantee

— Our System Accommodates:

  Feeders For All Livestock

  All Types And Sizes Of Bales

  Tractor And Hydraulic Truck Bed Loading

— Save Time, Save Money, Save Hay

— 12 GA American Made Steel

— Little To No Hay Waste In Spring To Remove

— No Bare Or Weedy Spots In Pasture Where You Fed All Winter

— Making Feeding Easy

— Tray Is Made From High Molecular High Density Polyethylene 
And Is Tested From -20°F to 140°F

The Cattleman

The Shepherd

The Horseman

5655 Christoval Road
San Angelo, Texas

325/656-7912

Is Proud To Announce A New Line
Of Tractors From Deutz-Fahr

YEAR END SPECIAL
         Deutz-Fahr 

126 HP 5125D Keyline
      • Cab/Air Ride Seat

      • Hydraulic Shuttle Shift 

40-Speed Transmission

      • 540/1000 PTO

      • Self-Leveling Loader

         $91,290

Featuring Tractors From 65 To 336 HP

CUSTOM FELT HATS
AND

RENOVATIONS
James A. Andrae

830 E South Loop
Stephenville, Texas
254/965-5678

1-800-834-HATS
capitalhatters@yahoo.com

www.capitalhats.com

$344.06, 350-399 lbs. $320.39, 
400-449 lbs. $314.86, 450-499 
lbs. $300.41, 500-549 lbs. 
$288.50, 550-599 lbs. $268.86, 
600-649 lbs. $254.22, 650-699 
lbs. $240.78, 700-749 lbs. 
$224.68, 750-799 lbs. $219.42, 
800-849 lbs. $212.22, 850-899 
lbs. $209.05.
 Colorado 6900 head. Steers: 
medium and large No. 1 350-
399 lbs. $371.92, 400-449 lbs. 
$353.57, 450-499 lbs. $337.10, 
500-549 lbs. $310.96, 550-599 
lbs. $289.39, 600-649 lbs. 
$281.12, 650-699 lbs. $252.61, 
700-749 lbs. $243.30, 750-799 
lbs. $233.38, 800-849 lbs. 
$219.79, 850-899 lbs. $208.80, 
950-999 lbs. $194.79; heifers: 
medium and large No. 1 300-
349 lbs. $299.11, 350-399 lbs. 
$292.36, 400-449 lbs. $280.90, 
450-499 lbs. $292.48, 500-549 
lbs. $259.90, 550-599 lbs. 
$247.42, 600-649 lbs. $236.18, 
650-699 lbs. $233.75, 700-749 
lbs. $212.36, 750-799 lbs. 
$202.65, 800-849 lbs. $197.35, 
850-899 lbs. $191.25, 900-949 
lbs. $188.26.
 Wyoming 2300 head. Steers: 
medium and large No. 1 350-
399 lbs. $387.50, 400-449 lbs. 
$366.95, 450-499 lbs. $335, 
500-549 lbs. $316.77, 550-
599 lbs. $294.32, 600-649 lbs. 
$287.42, 650-699 lbs. $271.46, 
700-749 lbs. $244.51, 750-799 
lbs. $239.83; heifers: medium 
and large No. 1 300-349 lbs. 
$344, 400-449 lbs. $323.70, 
450-499 lbs. $313.56, 500-
549 lbs. $286.45, 550-599 lbs. 
$275, 600-649 lbs. $260.74, 
650-699 lbs. $233.95, 700-749 
lbs. $218.35, 750-799 lbs. $213.

South Dakota 11,700 head. 
Steers: medium and large No. 
1 400-449 lbs. $337.51, 450-
499 lbs. $316.22, 500-549 lbs. 
$313.29, 550-599 lbs. $303.27, 
600-649 lbs. $278.32, 650-
699 lbs. $261.66, 700-749 lbs. 
$248.55, 750-799 lbs. $241.17, 
800-849 lbs. $229.68, 850-
899 lbs. $224.55, 900-949 lbs. 
$212.11, 950-999 lbs. $210.80; 
heifers: medium and large No. 
1 350-399 lbs. $294.36, 400-
449 lbs. $288.89, 450-499 lbs. 
$283.59, 500-549 lbs. $279.70, 
550-599 lbs. $262.20, 600-
649 lbs. $240.48, 650-699 lbs. 
$232.72, 700-749 lbs. $223.40, 
750-799 lbs. $212.99, 800-
849 lbs. $205.27, 850-899 lbs. 
$203.14, 900-949 lbs. $200.02.
 North Dakota 1900 head. 
Steers: medium and large No. 
1 400-449 lbs. $342.39, 450-
499 lbs. $337.13, 500-549 lbs. 
$308.31, 550-599 lbs. $291.49, 
600-649 lbs. $276.74, 650-699 
lbs. $259.91, 700-749 lbs. 
$247.63, 750-799 lbs. $247.11, 
800-849 lbs. $231.81; heifers: 
medium and large No. 1 400-
449 lbs. $294.93, 500-549 lbs. 
$264.80, 550-599 lbs. $254.54, 
600-649 lbs. $255.13, 650-699 
lbs. $242.21, 700-749 lbs. 
$223.53, 800-849 lbs. $209.
 Montana 1600 head. Steers: 
medium and large No. 1 450-
499 lbs. $332.96, 500-549 
lbs. $314.96, 550-599 lbs. 
$299.31, 600-649 lbs. $295.19, 
650-699 lbs. $283.07, 700-749 
lbs. $254.58, 800-849 lbs. 
$229.94; heifers: medium and 
large No. 1 450-499 lbs. $299.42, 
500-549 lbs. $297.41, 550-
599 lbs. $278.02, 600-649 lbs. 
$261.60, 650-699 lbs. $238.90.

Virginia 1400 head. Steers: 
medium and large No. 1 
450-499 lbs. $262.48, 550-
599 lbs. $245.07, 600-649 
lbs. $229.59, 700-749 lbs. 
$213.23; heifers: medium and 
large No. 1 350-399 lbs. $186.83, 
400-449 lbs. $191.99, 450-
499 lbs. $200.16, 500-549 lbs. 
$197.59, 550-599 lbs. $192.66, 
600-649 lbs. $179.37.
 South Carolina 1500 head. 
Heifers: medium and large 

No. 1 350-399 lbs. $224.68, 400-
449 lbs. $220.94, 450-499 lbs. 
$220.63, 500-549 lbs. $207.01.
 North Carolina 1700 head. 
Steers: medium and large No. 
1 350-399 lbs. $244.02, 400-
449 lbs. $250.01, 450-499 lbs. 
$245.68, 500-549 lbs. $238.31, 
550-599 lbs. $234.86, 650-699 
lbs. $209.04; heifers: medium 
and large No. 1 300-349 lbs. 
$205.12, 350-399 lbs. $207.50, 
400-449 lbs. $207.40, 450-
499 lbs. $207.97, 500-549 lbs. 
$203.31, 550-599 lbs. $184.37, 
600-649 lbs. $176.31.
 Kentucky 1800 head. Steers: 
medium and large No. 1-2 
400-449 lbs. $271.36, 500-
549 lbs. $262.65, 550-599 lbs. 
$244.29, 600-649 lbs. $229.06, 
650-699 lbs. $223.88, 700-749 
lbs. $216.48, 800-849 lbs. 
$203.57; heifers: medium and 
large No. 1-2 400-449 lbs. 
$218.05, 450-499 lbs. $223.21, 
500-549 lbs. $216.89, 550-
599 lbs. $212.56, 600-649 lbs. 
$199.68, 650-699 lbs. $206.07, 
700-749 lbs. $194.84.
 Mississippi 1000 head. 
Steers: medium and large No. 
1 300-349 lbs. $314.71; heif-
ers: medium and large No. 1 
250-299 lbs. $267.73, 400-449 
lbs. $261.54.

 Alabama 2500 head. Steers: 
medium and large No. 1 350-
399 lbs. $293.48, 600-649 lbs. 
$245.81, 800-849 lbs. $205; 
heifers: medium and large No. 
1 350-399 lbs. $252.72, 400-
449 lbs. $246.84, 450-499 lbs. 
$234.57, 500-549 lbs. $229.36, 
600-649 lbs. $208.30.
 Georgia 4900 head. Steers: 
medium and large No. 1 300-
349 lbs. $308.54, 350-399 
lbs. $301.16, 400-449 lbs. 
$288.38, 450-499 lbs. $266.71, 
500-549 lbs. $258.29, 550-599 
lbs. $249.28, 600-649 lbs. 
$239.67; heifers: medium 
and large No. 1 300-349 lbs. 
$252.93, 350-399 lbs. $251.42, 
400-449 lbs. $245.66, 450-
499 lbs. $236.36, 500-549 lbs. 
$226.30, 550-599 lbs. $220.80, 
600-649 lbs. $207.13.
 Florida 4900 head. Steers: 
medium and large No. 1 250-
299 lbs. $364.81, 300-349 lbs. 
$347.14, 350-399 lbs. $318.34, 
400-449 lbs. $300.75, 450-499 
lbs. $291.27, 500-549 lbs. 
$273.44; heifers: medium and 
large No. 1 250-299 lbs. $291.54, 
300-349 lbs. $276.05, 350-
399 lbs. $266.01, 400-449 lbs. 
$257.27, 450-499 lbs. $243.78, 
500-549 lbs. $235.85. 

By Colleen Schreiber
 DENVER — Jake Vuil-
lemin, economist in the Eco-
nomic and Policy Analysis 
Division of USDA’s Farm 
Production and Conservation 
Business Center, offered an 
update on the loan defi ciency 
payment program for wool 
as well as the marketing as-
sistance loan program at the 
recent American Sheep Indus-
try Association annual conven-
tion. His remarks were made 
during the wool policy forum 
of the convention.
 Vuillemin told participants 
that there are dozens of com-
modities that can access the 
marketing assistance loan pro-
gram and the LDP program. 
Currently wool is essentially 
the only one that consistently 
has an LDP available. Cotton 
and rice hit from time to time but 
not with the same consistency as 
wool, he said. He attributed it to 
the wool market itself.
 “The wool market has not 
been great the last few years, 
particularly for the coarser and 
ungraded wools,” said Vuil-
lemin. “For ungraded wools, 
the payment is consistently the 
full value of the loan and that’s 
refl ective of the fact that there 
are times when it’s not even 
worth the cost of transporting 
it off the farm.”
 While the LDP program has 
been around for some time, it has 
not always worked work well.
 “Prior to 2020 it was use-
less,” Vuillemin opined.

 Even during COVID, it pro-
vided no relief for woolgrowers.
 “It became very clear that 
something wasn’t quite right,” 
he told participants. “Indepen-
dent of the fact that the loan rates 
hadn’t been changed in a while, 
it was like the way that we were 
calculating the payment just 
wasn’t working anymore.”
 He added that there used to 
be more data collected from 
USDA-AMS. When that data 
began to disappear, data from 
the Australian Wool Exchange 
was used. However, the prob-
lem remained in that there 
was not a lot of good price 
information for the ungraded 
and coarser wools.
 That’s when USDA and 
the wool team at ASI began 
to look closely into how the 
payment rate is calculated and 
the market prices used. Changes 
were made and those changes 
enabled the program to be more 
benefi cial to woolgrowers.
 Vuillemin explained that the 
Marketing Assistance Loan 
program is intended to provide 
interim fi nancing so that pro-
ducers can cashfl ow the busi-
ness while avoiding having to 
sell into a seasonally depressed 
market. The amount of loan 
principle that can be borrowed 
is equal to the pounds of wool 
multiplied by the loan rate for 
the class of wool produced.
 He explained that there is 
a loan rate for ungraded wool 

USDA Economist Updates Wool
Producers On LDP, Loan Program

See USDA Economist
Continued On Page 8

www.capitalhats.com
www.bradley3ranch.com
www.profeeders.com
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5000 GALLON 
WATER TANKS

For Potable Water
Or Stock Tanks
Larger Tanks
Available In

Increments Of
500 Gallons

All tanks coated inside for potable water 
and meet fire safety codes.

Custom Fabrication Work
All Types Of Containment Vessels, Water, 

Fuel, Food Grade Compartments

OVERHEAD FEED
STORAGE BINS

10 Ton — $8000

15 Ton — $8500

20 Ton — $9000

25 Ton — $9500

30 Ton — $10,000

35 Ton — $10,500
Delivery Charge

Quoted Separately
All Tanks Coated, 

Primered and Painted

THE SHUTTLE
BUGGY

Seven-ton corn capacity, 11.7 hp electric  
start Honda motor, 25 foot hose, 2830 CFM, 
lights, tandem axle with brakes, fender, ad-
justable  2-5/16” hitches, swivel jack, sight 
glass. $11,500.

903/945-2484
831/262-2270

PROTEIN FEEDERS

1500 Pound — $1000
2500 Pound — $1500
3500 Pound — $2000

2-1/2 ton corn capacity, 11.7 hp electric  
start Honda motor, 25 foot hose, 2830 CFM, 
lights, single axle with brakes, fenders, ad-
justable 2-5/16” hitch, swivel jack, and sight 
glass. $9500.

New 500 Gallon 
Overhead Fuel Tanks 
On Stands — $1200

RAINE
Tank & Fabrication

We Deliver Anywhere And 
FREE Delivery In Most Cases

1000 pound creep feeders with adjustable 
height bar for calves. $1200. Other sizes 
available.

Brady Johnson
President & CEO

Darcy Weishuhn
#1174646-446307 

Loan O cer

Farm & Ranch Loans
Recreational Land Loans

San Angelo (325) 944-9555

University & Knickerbocker

Sonora (325) 387-2593

229 Hwy. 277 North

“Family Owned and Operated”

Highway 84 North
P. O. Box 967

Coleman, Texas 76834

   325/625-4191                                          

John Robertson                                                                            Christi Robertson
  Cell: 817/475-6377

We Also Offer:         • Cattle Hauling         • Day Labor

CATTLE SALES EVERY WEDNESDAY — 11 A.M.

colemanlivestockauctiontx.com

Cattle Accepted 24 Hours Day / Seven Days A Week — Please Call Ahead!

MESQUITE REDUCES YOUR GRASS PRODUCTION

Research shows pastures with greater than 30% coverage 

of mesquite, are losing grass production. Regain grass 

production as well as accessibility to your land by beating 

mesquite with Sonora herbicide.

CONTACT US TO LEARN MORE:

James Jackson

254.396.2839

james.jackson@alligare.com

Cole Vestal

806.790.9395

cvestal@alligare.com

SONORA
™

HERBICIDE

Serving West Texas Since 1937

22 East Avenue B • San Angelo, Texas 76903

Call: Steve or Joe Kollmyer — 325/655-9683

A. J. KOLLMYER & SON

Air Compressors

Rock Drills

Paving Breakers

Bits — Steel — Hose

Rentals — Sales

USDA Economist
Continued From Page 7

based on dollars per pound 
greasy and there are loan rates for 
graded wools that change based 
on the micron. For the latter, it is 
based on a clean basis.

He also pointed out that for 
wool the marketing year is for 
13 months. Additionally, he noted 
that the loan rates ultimately have 
their roots in the Farm Bill.
 “On the graded side it’s 
$1.15 per pound greasy,” said 
Vuillemin. “We then apply the 
yield (1.15/0.46) to get $2.50 
on a clean basis.”

He reiterated that there is the 
ability to make quality differen-
tiations within the loan rate to 
come up with the different prices 
for the different classes of wool.
 “We’re always subject to the 
constraint that the weighted 
average price of those loan 
rates equal what is prescribed 
in statute, that $2.50 per 
pound,” he stressed.
 That statutory rate could 
change in the next Farm Bill. 

Vuillemin told the group that 

they’ve recalculated the credit 
loan rates for the 2024 market-
ing year. They are as follows 
on a dollars per pound clean 
basis: less than 18.6 micron 
$4.43, 18.6-19.5 micron $3.93, 
19.6-20.5 micron $3.64, 20.6-22 
micron $3.43, 22.1-23.5 micron 
$3.18, 23.6-25.9 micron $2.27, 
26.0-28.9 $1.04, greater than 29 
micron $0.76. Ungraded wool is 
$0.40 per pound greasy. 
 Additionally, the decision was 
made that going forward these 
rates will be recalculated on an 
annual basis for graded wools.
 “We need to make sure that 
the relative value of the differ-
ent micron classes are refl ec-
tive of what’s going on in the 
market,” Vuillemin explained. 
“Otherwise, the program is not 
as useful to producers, and it 
can potentially provide some 
perverse incentives.”
 He added that the rates are 
recalculated for other com-
modities on an annual basis so 
this brings wool into the fold 
from that perspective. Going 
forward the new rates will be 
announced in December and 
take effect in January.

 If using the program for grad-
ed wool, a core test is required. 
The lab in San Angelo is now 
up and running and USDA has 
added it to their list of approved 
core testing facilities.
 Producers may take out a 
marketing assistance loan at 
any time during the year using 
their wool as collateral.
 The loan rate is the CCC cost 
of borrowing plus one percent.
 “They’re usually able to bor-
row at the risk-free rate, so right 
now it’s about four percent and 
change,” he told the group.
 After the loan is dispersed, 
producers have nine months 
max to pay the loan back or 
when the wool is sold, which-
ever comes fi rst.
 Each Tuesday morning 
USDA announces current 
market prices for graded and 
ungraded wools based on the 
Australian Wool Exchange. 
The prices are effective on 
Wednesday morning.
 “If market prices drop below 
the loan rate, a producer only 
has to pay back the amount 
based on that lower market 
price, not the full amount bor-
rowed,” said Vuillemin.
 Producers also have the op-
tion of forfeiting the wool to 
the CCC.
 “We don’t love that, but it is 
an option.”
 Additionally, producers 
have the option of paying back 
the loan based on the weekly 
rate or the monthly rate which-
ever is cheaper.
 Vuillemin also stressed that 

once an LDP is requested for a 
particular lot of wool, the pro-
ducer forgoes the right to get a 
marketing assistance loan and 
vice versa. He said the LDP 
has been much more popular. 
 He explained again that an 
LDP is a direct payment equal 
to the difference between the 
loan rate and the repayment 
rate multiplied by the pounds 
of wool shorn. He also noted 
that LDPs are available for 

graded wool, ungraded wool 
and unshorn pelts. The un-
shorn pelt LDP is equal to 
the LDP for ungraded wool 
multiplied by 6.865.
 Finally, he told participants 
that it may behoove them to 
simply use the program based 
on ungraded wool, particularly if 
only doing the LDP. Additionally, 
he said it’s worth visiting with 
one’s local FSA offi ce to ensure 
everyone is on the same page.

By Julie Carter
 At the close of the New 
Mexico Cattle Growers As-
sociation (NMCGA) Joint 
Stockmen’s Convention in 
December, Jeff  Bilberry, VP of 
Singleton Ranches, was named 
2024 Cattleman of the Year. 
The award is the most presti-
gious honor given by NMCGA 
and is bestowed annually to a 
well-rounded member of the 
ranching community who is 
an advocate for agriculture in 
any form. 
 “This award is not about 
me,” said Bilberry later in a 
phone interview. “It’s about 
God and a refl ection of Him in 
my life. I was so fl oored when 
this happened. I had no idea. I 
came to the convention to go 
to the committee meetings and 
was ready to head home. They 
got me to stay by telling me 
Trent, my son, was getting an 

award. So of course, we stayed 
and it never at any moment oc-
curred to me that I was getting 
this award. I am so humbled 
by it. I don’t see myself being 
awarded for what I do. I just 
want to do my job and help 
where I can.”
 Bilberry’s roots run gen-
erations deep in New Mexico 
ranching. His family migrated 
to the southeast area of the 
state from south Texas in the 
early 1880s and has been home 
ever since. Bilberry grew up 
on a ranch south of Kenna, 
graduated from Elida High 
School and attended Eastern 
New Mexico University on 
a rodeo scholarship as a calf 
roper. “I grew up in a part of 
the state where it is just an un-
written thing, you rope. I lived 
among the champions, so it was 
just part of the everyday. I didn’t 
grow up with any access to that, 
so the roping was up to me if I 
wanted to do it. I had to buy my 
own cattle, buy my own horses 
and build my own arena. Dil-
lard and Jim Bob Nuckols 
were mentors, and both were 
a great infl uence on me.”
 Cutting his college time 
short after three years, Bilberry 
returned to the home ranch to 
work full-time with his dad, Bud 
Bilberry. They ran large num-
bers of yearlings on wheat, 
had a couple preconditioning 
yards as well as a herd of his 
own cattle on pasture. 
 During that time, he met 
the girl of his dreams, Cheree 
Chase, on a blind date. “I 
agreed to the date so her friend 
would quit bugging me about 
it,” he said. “We went to dinner 
at K-Bobs with some friends 
and the rest is history.” The 
couple married in June 1984. 
Cheree was a “town girl” 
who, as she shared, had very 
limited cooking skills but 
could at least make spaghetti 
from a jar. It wasn’t too long 
though before she became, by 
endorsement from her husband 
and all the area cowboys, one 
of the best ranch wife cooks 
around. “I adjusted, adapted,” 
Cheree said. “I quickly grew to 
love the lifestyle, love living in 
the country. I still do.”
 Bilberry continued to ranch, 
train horses and rodeo, but as 
his family grew with the ad-
dition of three children, Tori, 
Trent and Trey, he had to make 
the decision to focus on his 
home and family. “It wasn’t a 
hard choice,” he said. “It was 
just life. I needed to be home 
and not gone so much.” He 
hung up his rodeo plans to 
become a full-time husband, 
dad and rancher.
 In 1992, Singletons bought 
the Bojax Ranch north of Ro-
swell, New Mexico, and hired 

Bilberry Named The NMCGA’s
2024 Cattleman Of The Year
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Blanket Top Saddle Pads
100% Wool Blanket on top of a 1” Wool Felt Pad.

 Several colors and patterns available. Call or go 

Online for more information!

5655 Christoval Road
San Angelo, Texas

325/656-7912

Is Proud To Announce A New Line
Of Tractors From Deutz-Fahr

     SPECIAL
         Deutz-Fahr 

126 HP 5125D Keyline
      • Cab/Air Ride Seat

      • Hydraulic Shuttle Shift 

40-Speed Transmission

      • 540/1000 PTO

      • Self-Leveling Loader

         $91,290

Featuring Tractors From 65 To 336 HP

Authorized T & S Trip Hopper Dealer

Southwest Fabricators
580/326-3589 � Toll Free: 877/326-3574 � 503 S. Industrial Blvd. � Hugo, OK  74743

www.overheadbins.com

ROUND OVERHEAD FEED STORAGE BINS
“This can mean the difference between taking a loss or making a pro  t in the cattle business.”

 No more feed damage by rodents or varmints.

 No more feed sacks to handle.

 Heavy pipe structure. 

 Skid mounted.

Spray-on liner inside each bin.

 Truckload holding capacities in various sizes

 available.

 Friendly to the environment.

WE WON’T BE BEAT!
Let us bid on your 
livestock vaccines

FREE SHIPPING
on orders $165 or more

The grass IS greener on 
our side of the fence! 
Try it and see!

FREE SHIPPING

We will save you 
time & money!
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 West Texas Vet Supply
431 N. 7th • Abilene, Texas

1-800-468-5105

866/468-2791 • San Angelo, Texas

TexStar Sea Containers

INSTANT
STORAGES
SIZES: 20’s — 40’s

Cattle Preconditioning
and Backgrounding

Conventional Or All-Natural Feed
Options Available.

Located In Northeast New Mexico

Sowers Cattle Company — Will: 575/447-9455

By Colleen Schreiber
 DENVER — A gloom and 
doom scenario is how many 
see the U.S. wool manufac-
turing business today. Mitch 
Driggers, government contract 
consultant for the American 

Sheep Industry (ASI) Associa-
tion sees it otherwise.
 In his former life Driggers, 
a U.S. Air Force offi cer, was 
director of the U.S. Air Force 
Clothing Division where he 
was responsible for uniform 

research, development and 
acquisition. With that back-
ground, Driggers was the 
perfect consultant to focus on 
the military side of the wool 
business for ASI.
 Normally when Driggers 
presents at the group’s an-
nual convention it is to offer a 
military uniform update. This 
time around he was specifi cally 
tasked with discussing the U.S. 
wool manufacturing supply chain 
as it is today compared to what it 
used to be. However, before get-
ting into that topic, he couldn’t 
resist sharing a picture of two 
different military uniforms. One 
was a uniform from the 1930s 
designed by General George Pat-
ton for his tank operators. It was 
100 percent wool, dark green 
with pockets on the thighs so 
that his tankers could reach 
whatever they needed in their 
pockets, he told the group. 
The uniform was known as the 
Green Hornet.
 The other picture was of the 
new U.S. Space Force dress 
uniform, a wool/poly blend, 
now in production. Though 
it bears some resemblance to 
the Green Hornet, it’s not the 
same, Driggers said. He told 
the group that the uniform is 
in such high demand that he 
was not able to get his hands 
on one to display.

 Turning then to the topic 
of U.S. wool manufacturing, 
he told participants that the 
numbers he was prepared to 
share would lead one to view the 
prospects as gloom and doom. 
To counter that, he fi rst shared a 
picture of a new spinning facil-
ity located in North Carolina.
 “It’s the fi rst one we’ve seen 
in this country in a long time,” 
he told the group. “It’s not 
gloom and doom. The wool 
industry is a viable, active 
industry in the U.S.”
 That said he stressed that 
2024 is not 1995.
 “Those days are not coming 
back,” said Driggers. “We will 
not see the big mills we saw in 
the 1980s and 90s, but what we 
will see is an industry that is 
tailored to the demand of what 
is used in the U.S. today and 
what we export as well.”
 He added that the export 
piece is really the important 
piece of it all.
 He shared some numbers from 
1995. Wool production then was 
at 63.4 million pounds greasy; 
exports were six million pounds 
greasy, and imports were 88.8 
million pounds clean. Total mill 
consumption, the amount used in 
the U.S., was 142 million pounds 
clean, with Burlington alone pro-
ducing 60 million linear yards of 
fabric of that total.
 In 2022, U.S. wool produc-
tion had dropped to 22.2 mil-
lion pounds greasy, exports 
totaled 7.3 million pounds 
greasy, and imports totaled 
6.2 million pounds of clean 
wool. In particular, Driggers 
highlighted the export and 
import numbers, noting that 
in 2022 more pounds of wool 
were exported, over a million 
pounds more, compared to 
1995 even though substantially 
less was produced in 2022, 
some 41 million pounds less 
as compared to 1995.

There was a huge difference in 
imports as well, over 88 million 
pounds of clean wool imported 
in 1995 compared to just over six 
million pounds in 2022.
 Also in 2022, mill con-
sumption was an estimated 
10 million pounds clean, and 

Burlington’s production alone 
dropped to fi ve million linear 
yards. Driggers explained that 
mill consumption in 2022 was 
an estimate because the USDA 
no longer tracks that fi gure. 
The last time it was tracked 
was in 2003. At that time, 
wool consumption was 49.9 
million pounds and Burlington 
produced about fi ve million 
linear yards.

Another chart showed a “rela-
tive” look at what the U.S. market 
uses. The military piece, which 
essentially stays steady, is at 
about 15 to 20 percent of the 
total, Driggers said. Also today, 
about 65 percent of the total U.S. 
wool clip is exported. Domestic 
commercial mills use about 14 
percent of the total while small 
mills consume about six percent.
 He also shared a diagram indi-
cating the complexity of the wool 
manufacturing supply chain.
 “Wool processing is very com-
plicated, very expensive and it 
takes a long time,” he reminded.
 He used Chargeurs, as an ex-
ample.
 “When wool comes into 
the back end of Chargeurs, 
it’s blended fi ve times before 
it ever gets into the scouring 
line,” said Driggers.
 In fact, a mathematical 
evaluation of the blending pro-
cess found that a single fi ber is 
blended a million times before 
it ever comes out as top, he 
told participants. Then, when 
that top gets to the spinning 
mill, it goes through numerous 
processes before it ever hits the 
spinning line.
 He put together a list of 
commercial producing manu-
facturers, a list that he stressed 
was by no means a comprehen-
sive list. In 1995, among them 
were names like Faribault, 
Woolrich, Pendleton, Ameri-
can Woolen, Jagger Brothers, 
Northwest Woolen and Draper 
Knitting as well as Burling-
ton, Bollman, Chargeurs, and 
Kentwool to name but a few.
 “A lot have changed names; 
they might still be there, but a 
bigger number have left the 
room for a variety of reasons,” 
said Driggers.
 While the number of manu-
facturers today is far fewer, to-
day’s list encompasses some of 
the old but also a fair number 
of new manufacturers as well, 
the likes of Meridian Specialty 
Yarn Group, a state-of-the-art 
dying facility built less than 
20 years ago in South Caro-

lina, a facility Driggers called 
“awesome.” Tintoria Piana is 
another dye facility in Georgia. 
Others included Mountain 
Meadow, which Driggers said 
is his favorite startup story, 
as well as Clover Knits and 
Carolina Cotton Works.
 “This list of manufacturers 
is a perfectly capable list of 
converting the wool that you 
all grow,” said Driggers.
 “While the list of reasons 
for the decline in the number 
of manufacturers is extensive, 
most immediately blame the 
loss on labor and global com-
petition,” said Driggers.
 “There’s some truth in that, 
but those are not the only rea-
sons,” he stressed.
 In particular, he pointed to 
the trade agreements estab-
lished in the 1980s and 90s.

“Those had a huge impact on 
wool manufacturing and textile 
manufacturing leaving us.”
 However, he also reminded 
participants the latter is not un-
usual.
 “The textile industry came to 
us from Europe because we had 
cheaper labor; we had power and 
we had raw materials.”
 The industry came into New 
England and thrived there until 
about 1940. At that point, the 
mill owners discovered that they 
could move to the Southeast and 
save money on labor, power and 
facilities. Thus, the textile indus-
try moved to the Southeast.
 At the same time, a very ro-
bust garment-making industry 
developed in the U.S. That 
existed until about the mid-
1980s. Then with the trade 
agreements and global com-
petition aspect, manufacturers 
began to leave again, this time 
from the U.S. to other shores.
 “Historically, the textile 
industry has been the industry 
that has industrialized more 
countries than any other indus-
try,” said Driggers.
 Also, on his list of reasons 
why so many wool manu-
facturers have gone by the 
wayside was, synthetic fi bers.
 “I can’t overemphasize the 
impact of synthetic fi ber,” he 
told the group.
 He noted that in 1995, total 
world fiber production was 
about 24 million metric tons. 
In 2020, it had grown to about 
124 million metric tons but 86 
percent of that was synthetics 
of which about 55 percent was 
polyester.
 “When we look at the 

Fewer U.S. Wool Manufacturers,
Leaner, More Efficient, Capable
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Studdard Tank Refi nishing

Dee Studdard
575.420.7150

35+ Years Experience

* Polypipe
* Float Valves
* Storage
* Fiberglass Repair

Refurbishing & Manufacturing Storage Tanks & Troughs

MESQUITE REDUCES YOUR GRASS PRODUCTION

Research shows pastures with greater than 30% coverage 

of mesquite, are losing grass production. Regain grass 

production as well as accessibility to your land by beating 

mesquite with Sonora herbicide.
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cvestal@alligare.com

SONORA
™

HERBICIDE

change in wool manufactur-
ing, synthetics played a huge 
role,” he reiterated.
 Still, another impact was 
what he called the casualiza-
tion of the workforce.
 “Look around the room. 
How many wool suits do you 
see? I dare say in 1995 at this 
meeting many of us would 
have been in a wool suit and 
a tie,” Driggers opined. “That 
died completely with COVID.”
 The work from home not only 
killed the men’s suiting business 
but the women’s wool clothing 
business as well, he said.
 Also on Driggers’ list, was 
something he referred to as 
limited trans-seasonal cloth-
ing options. He explained that 
today all of the workplaces, be 
it the offi ce away from home 
or the home offi ce, are heated 
and cooled.
 “In the early 1980s, I was 
stationed in Belgium. In the 
wintertime in Belgium, it stays 
about 40 degrees and rains, 
and the offi ces where we were 
located were kept a comfort-
able one degree warmer than 
the outside air temperature,” 
Driggers quipped. “I wore a 
wool sweater every day. We 
even fl ew in wool suits.”
 Consumer spending has also 
played a role.
 “American consumers are 
notoriously cheap,” said Drig-
gers. “They buy on volume; 
they buy on replacement, and 
not on value.”
 The exception might be the 
upper 10 percent of consumers 
in terms of disposable income.
 “Wool is an expensive fi ber 
and an expensive fabric, in 
comparison to synthetics.”
 The fi nal one on the list was 
improved manufacturing.
 “We don’t need as much in 
the manufacturing chain today 
as we did in 1995,” he told 
participants. “Machines today 
are faster and more effi cient; 
therefore, we don’t need as 
many people to run them, and 
we don’t need as many mills.”
 As an example, he pointed 
out that in 1995 a 50-loom 
weave shop might have 20 
people running those ma-
chines. Today, the few that are 
left of that size might need fi ve 
to run that many machines. 
Plus, that same amount of 
equipment turns out a lot more 
product than it did in 1995.
 He reiterated that the entire 
list of reasons must be taken 
into consideration to really 
understand why the woolen 
manufacturing industry has 
changed so much.
 However, rather than focus 
on the past, Driggers pointed 
to the positives of the here and 
now. As an example, he noted 
that the Raeford mill in North 
Carolina and the weaving mill 
in Richmond both have made 
signifi cant capital investments 

in the last couple of years. He 
also mentioned the Pendleton 
plant out West.

“The Bishop family has taken 
it upon themselves to modern-
ize their production facilities to 
make them competitive in the 
future,” he told participants. “I 
hadn’t been in that mill in 
about 10 years. I was abso-
lutely amazed. There is not a 
single piece of equipment that 
hasn’t either been completely 
overhauled and refurbished 
or replaced. They’re more ca-
pable than they’ve ever been.”
 Meridian is another, he said.
 “They took the dye facility 
that was antiquated, and liter-
ally gutted it and then started 
with state of the art, brand new 
top to bottom,” said Driggers.
 They also opened a new 
worsted spinning facility in 
North Carolina, the first in 
some 15 years.
 “These are examples of 
people who are looking for-
ward, not looking back.”
 Another bright spot is that con-
sumer preferences are changing.
 “Americans want to buy Amer-
ican, and they’re trying to 
fi gure out how to do that,” he 
told the group.
 He cited wool socks as but 
one example.
 “Americans today prefer to 
buy wool socks,” he insisted. 
“Socks are a bright spot.”
 Driggers reiterated that 
the economics of production 
are improving again because 
fewer machines and fewer 
factories are needed to produce 
the same amount of goods.
 He also highlighted the 
international connections, 
calling it probably the most 
important positive.
 “If you want to sell wool, 
we got a place to sell it,” said 
Driggers. “It’s not in this coun-
try. As much as I would like to 
stand up here and say that we 
can consume every pound of 
wool that you produce in the 
United States, we can’t do it. 
It might happen in the future, 
but it’s not right now.
 “The place where your wool 
is marketed very successfully 
is in the international market,” 
he continued. “I started with 
ASI 22 years ago and U.S. wool 
was practically unknown in the 
international market. Today it’s 
known all over the world and 
in demand all over the world.”

He fi nished where he started 
with this idea of gloom and 
doom.
 “There’s no doom and gloom 
at all. We’re smaller; we’re 
leaner; we’re more effi cient. 
It’s not the time to quit folks. 
It’s the time to look to the fu-
ture. Keep doing what you’re 
doing and just do more of it. I 
look forward to a long bright 
future for American wool man-
ufacturing,” he concluded.

Abilene Light Calves
Sold $5-10 Higher

ABILENE — (Jan. 23) — 
High cutter and boner cattle 
$5-8 higher, lower cutter 
steady to $5 higher, light 
calves $5-10 higher, yearlings 
$5 higher. Receipts totaled 
850 head.
 Feeder steers, medium and 
large No. 1 200-300 pounds 
$180-375, 300-400 pounds $175-
330, 400-500 pounds $160-305, 
500-600 pounds $158-300, 600-
700 pounds $155-250, 700-800 
pounds $150-235, over 800 
pounds $140-230.
 Feeder heifers, medium and 
large No. 1 200-300 pounds 
$170-320, 300-400 pounds $165-
315, 400-500 pounds $160-303, 
500-600 pounds $158-255, 600-
700 pounds $150-250, 700-
800 pounds $145-230, over 
800 pounds $138-190.
 Slaughter cows, high cutter 
and boning utility $98-125, 
low cutter and canners $70-88; 
slaughter bulls, yield grade 1-2 
heavy carcass $120-130, low 
carcass $100-110.

 Replacement cows, medium 
and large frame No. 1 three 
to six years old $1500-2025; 
cow/calf pairs, three to six 
years old $1600-2100.

Lampasas Slaughter
Bulls Sold Higher
 LAMPASAS — (Jan. 24) 
— This week, stockers sold 
steady to $5 higher, feeders 
$5-7 higher, slaughter cows 
and bulls $5-7 higher. Receipts 
totaled 204 head.
 Steers: 200-300 pounds 
no test, 300-400 pounds $210-
316, 400-500 pounds $243-300, 
500-600 pounds $208-292, 600-
700 pounds $224-272, 700-800 
pounds $207-227.
 Heifers: 200-300 pounds $271-
300, 300-400 pounds no test, 
400-500 pounds $231-278, 
500-600 pounds $225-238, 
600-700 pounds $220-228, 
700-800 pounds $177-200.

 Slaughter cows: under 800 
pounds no test, 800-1100 
pounds $80-88, 1100-1300 
pounds $100-109; bulls 1000-
1300 pounds no test, 1300-
2100 pounds $85-123, replace-
ments no test.
 Replacement cows: baby-
tooth to fi ve year old $1000-
1750; solidmouth no test.
 Cow/calf pairs: young to 
middle aged with 300 pound 
calf up to $2000; aged with 
300 pound calf split.

Equity Video/Internet
Offers 745 Sheep

BARABOO, Wis. — (US-
DA-Jan. 24) — Feeder lambs 
were $4.50 lower this week. 
No trend called on slaughter 
lambs. Receipts totaled 460 
lambs and 285 ewes.
 The bulk of feeder lambs 
were out of the Western states. 

Slaughter ewes offered 
averaged 175 pounds and 
brought $82.

— — — — — — — — — —
 A man can succeed at al-
most anything for which he 
has unlimited enthusiasm. — 
Charles M. Schwab.

www.colemanlivestockauctiontx.com
www.mckenziecattle.com
www.wacostockyards.com
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AUCTION, LLC
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ABILENE, TEXAS

Billy Golson, Yard Manager
325/725-3064

Henry Pickett II, General Manager        
940/733-8208

325/673-7865

— Receiving Weaned Cattle Weekly  — 
Weaned Cattle Will Sell Following Bulls And Cows!

We Also Offer: Hauling — Day Labor  — Portable Set Of Corrals For Use

Call For Other Receiving Stations

CATTLE SALES EVERY TUESDAY — 11 A.M.
WEANED CALF SALEWEANED CALF SALE

The Second Tuesday Of Every Month
CRITERIA IS AS FOLLOWS:

                 1. Calves must be weaned a minimum of 45 days.
                 2. Only steers and heifers, calves must be castrated.
                 3. Approved vaccination program.  
We will provide a form to verify what has been given and signed by you or your veteri-
narian prior to the sale.

We recommend that you consult with your veterinarian on the vaccinations that you are 
going to use.

SHEEP & GOAT SALES
THIRD SATURDAY OF EVERY MONTH

Saturday, MARCH 16   •  Saturday, APRIL 20
Saturday, MAY 18

Wanted: Grass And Wheat Pasture — Gain Or Long Term Leases

— RECEIVING STATIONS — 

San Angelo, Texas
Thomas Livestock

Chad Thomas: 325/456-7804
Jim Thomas: 325/656-0110

Loraine, Texas
Beau Preston

341 West Line (South Of School) 
325/242-6492

Throckmorton, Texas
Seymour, Texas
Henry Pickett II

940/733-8208

Post, Texas
Keith Osbourn

806/632-7267

Lipan, Texas
Matt Addison

9411 Rocky Branch Highway
325/725-6208

Cross Plains, Texas
Billy Golson

325/725-3064

Woodrow, Texas
Keith Osbourn

806/632-7267

Ed Bynum
806/787-7271

Seminole, Texas
Keith Osbourn

806/632-7267

Ed Bynum
806/787-7271
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Sales Every Tuesday
Sheep / Goat 9 A.M.

Cattle 12 Noon

Jody and Robin Thomas, Owners

www.wacostockyards.com

254/753-3191 Office � 254/223-2958 Cell � 254/753-4390 Fax

2316 Highway 6 East

Waco, Texas 76705

West Texas Trailer Co. Inc.West Texas Trailer Co. Inc.
Quality Trailer Repair Since 1933

 • Lights            • Reflooring

 • Hubs             • Rubber Boards

 • Sandblasting / Painting

OWEN GRAY — 325/655-6445
1212 North Bell   San Angelo, Texas

Feeder Cattle
Continued From Page 9

lbs. $261.01, 450-499 lbs. 
$257.08, 500-549 lbs. $240.67, 
550-599 lbs. $229.84, 600-
649 lbs. $217.82, 650-699 lbs. 
$212.84, 700-749 lbs. $204.51, 
750-799 lbs. $197.82, 800-
849 lbs. $191.68, 850-899 lbs. 
$185.43, 950-999 lbs. $166.62.
 Tennessee 5300 head. 
Steers: medium and large No. 
1-2 300-349 lbs. $322.75, 
350-399 lbs. $312.85, 400-
449 lbs .  $299.88,  450-
499 lbs. $298.76, 500-549 
lbs. $284.62, 550-599 lbs. 

$269.89, 600-649 lbs. $246.91, 
650-699 lbs. $235.40, 700-749 
lbs. $228.92; heifers: medium 
and large No. 1-2 300-349 lbs. 
$278.76, 350-399 lbs. $271.23, 
400-449 lbs. $260.13, 450-499 
lbs. $251.98, 500-549 lbs. 
$237.80, 550-599 lbs. $223.80, 
600-649 lbs. $209.60, 650-699 
lbs. $211.22.
 Arkansas 7800 head. Steers: 
medium and large No. 1 300-
349 lbs. $346.63, 350-399 lbs. 
$349.64, 400-449 lbs. $326.35, 
450-499 lbs. $314.30, 500-549 
lbs. $303.26, 550-599 lbs. 
$284.35, 600-649 lbs. $275, 

650-699 lbs. $256.28, 700-
749 lbs. $253.64, 750-799 lbs. 
$239, 800-849 lbs. $226.22, 
850-899 lbs. $228.06; heifers: 
medium and large No. 1 300-
349 lbs. $292.71, 350-399 lbs. 
$293.53, 400-449 lbs. $279.70, 
450-499 lbs. $275.26, 500-
549 lbs. $264.23, 550-599 lbs. 
$246.70, 600-649 lbs. $236.78, 
650-699 lbs. $229.05, 700-749 
lbs. $221.41.
 Mississippi 5400 head. 
Steers: medium and large 
No. 1 200-249 lbs. $392.41, 
250-299 lbs. $387.17, 300-
349 lbs. $378.47, 350-399 
lbs. $370.30, 400-449 lbs. 
$339.36, 450-499 lbs. $315.66, 

500-549 lbs. $303.37, 550-599 
lbs. $281.16; heifers: me-
dium and large No. 1 250-299 
lbs. $315.80, 300-349 lbs. 
$307.56, 350-399 lbs. $290.25, 
400-449 lbs. $275.30, 450-
499 lbs. $262.24, 500-549 lbs. 
$249.82, 550-599 lbs. $233.99, 
600-649 lbs. $230.12, 650-699 
lbs. $217.04.
 Alabama 5700 head. Steers: 
medium and large No. 1 300-
349 lbs. $356.55, 400-449 lbs. 
$333.71, 450-499 lbs. $314.10, 
500-549 lbs. $305.49, 550-599 
lbs. $281.84, 600-649 lbs. 
$269.65, 700-749 lbs. $239.54; 
heifers: medium and large No. 
1 250-299 lbs. $309.20, 300-
349 lbs. $296.91, 350-399 lbs. 
$291.75, 400-449 lbs. $276.63, 
450-499 lbs. $264.75, 500-
549 lbs. $252.10, 550-599 lbs. 
$241.02, 600-649 lbs. $230.40, 
650-699 lbs. $224.28.
 Georgia 5800 head. Steers: 
medium and large No. 1 300-
349 lbs. $375.61, 350-399 lbs. 
$354.88, 400-449 lbs. $336.55, 
450-499 lbs. $321.28, 500-549 
lbs. $294.75, 550-599 lbs. 
$283.15, 600-649 lbs. $259.09, 
700-749 lbs. $236.63; heifers: 
medium and large No. 1 300-
349 lbs. $290.75, 350-399 lbs. 
$282.81, 400-449 lbs. $270.30, 
450-499 lbs. $258.96, 500-
549 lbs. $249.77, 550-599 lbs. 
$238.97, 600-649 lbs. $228.59, 
650-699 lbs. $222.18, 700-749 
lbs. $215.93, 800-849 lbs. $210.
 Florida 5500 head. Steers: 
medium and large No. 1 200-
249 lbs. $448.39, 250-299 lbs. 
$437.60, 300-349 lbs. $410.84, 
350-399 lbs. $380.61, 400-
449 lbs. $345.65, 450-499 lbs. 
$314.93, 500-549 lbs. $298.83; 
heifers: medium and large No. 
1 250-299 lbs. $348.07, 300-
349 lbs. $328.38, 350-399 lbs. 
$301.18, 400-449 lbs. $283.08, 
450-499 lbs. $266.14, 500-549 
lbs. $255.83.

By Colleen Schreiber
 DENVER — The lamb mar-
ket is no stranger to volatility 
and this past year was really 
no different. The new year is 
expected to provide slightly 
improved feeder lamb price, 
perhaps fewer imports and 
trend line demand for lamb.
 That was largely the gist 
of a lamb market update and 
outlook offered by Tyler Coz-
zens, agricultural economist 
with the Livestock Marketing 
Information Center (LMIC), 
at the recent American Sheep 
Industry Association’s annual 
convention here.
 Cozzens, who presented his 
update to the lamb council, 
told participants that LMIC is 
a nonprofi t housed within the 
Colorado State University’s 
Extension services. Working 
with 28 land grant universities, 
their primary role is to gather 
data information, conduct mar-
ket analysis and research. That 
information is then shared with 
Extension who then relays 
that information to producers 
out in the country. They also 
work with numerous industry 
groups, including ASI.
 Cozzens reminded that the 
USDA-NASS sheep and lamb 
inventory report is due out 
January 31. He shared a chart 
of year ago inventory levels 
and pointed specifi cally to the 
fact that sheep and lamb in-
ventory has been on a general 
downward decline.
 “We’ve been saying that for 
several years now,” said Coz-
zens.
 In particular he is focused 

on the breeding number in that 
pending report as that paints a 
picture in terms of available 
market supplies for lambs 
through 2024. The number 
he’s working with is about 
fi ve million total sheep and 
lamb inventory for his market 
forecast. He broke production 
into the three main areas, 
California, Texas and the 
Intermountain and Northern 
Plains region.
 Cozzens also closely fol-
lows the drouth monitor maps 
in terms of the impact of 
drouth to overall crop condi-
tion, range and pasture condi-
tions and feed availability.
 “We defi nitely see some im-
proved conditions from what 
we were seeing a few years 
ago,” he told the group.
 He noted in particular a 
downward trend in alfalfa hay 
prices compared to a year ago 
though it remains a little elevated 
from the fi ve-year average.
 In terms of feed costs, he 
also tracks Omaha corn pric-
es. Last year’s price fi nished 
just below $5 per bushel. Coz-
zens is also expecting corn to 
be below the $5 mark for most 
of 2024.
 “As far as the feed cost, 
we’re expecting it to be a little 
bit lower than it’s been over the 
past years, but again still above 
the fi ve-year average,” he said.
 Looking at weekly lamb 
slaughter levels, Cozzens 
noted that at various times 
throughout 2023, the level 
was below the fi ve-year av-
erage. However, towards the 
end of 2023 weekly slaughter 
levels improved and that 
improvement pushed weekly 
slaughter levels to almost 
three percent above the week-
ly average for 2022.

He also noted that mature 
sheep slaughter was slightly 
higher, particularly in the sum-
mer months of the third quarter.
 “I wouldn’t say there’s any-
thing overly concerning there,” 
Cozzens told participants. 
“There are definitely some 
spikes, but not anything where 
we saw a trend that was above 
what we would expect.”
 The mature sheep slaughter 

Sheep Producers Await Inventory
Report; Dictates Market Outlook

www.copelandherefords.com
www.bid.superiorlivestock.com
www.wacostockyards.com
www.livestock.com
www.bid.superiorlivestock.com
www.laytonauction.com
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San Saba: 325/372-5159                                                                                                      Mason: 325/347-6361                    www.jordancattle.com 

Internet Guidelines:
View it live and bid online (or by phone at 325/372-5159) or give us a call and we will assist you with your purchases. If you have previously registered 

to buy with us online, click the “live auction” button on our website and log in, but if you have not previously registered to buy with us for our online 

sales, please do so at least two days prior to the sale. For instructions, go to our website and click on “internet sales”. If you have any questions when 

you get to cattleusa.com go to the help center tab. If you need additional assistance, please call or email us. A running order will be posted on our website 

the evening before the sale.

All Purchases and Sales are subject to  K. Jordan Enterprises General Terms and Conditions, 
which are incorporated by reference and can be located at www.jordancattle.com

Ken and Kynda Jordan —  Owners and Operators

Jeffrey Osbourn — Jody Osbourn — Bart Larremore

Weekly Sales Held At 11:00 A.M.     —     Monday: Mason | Thursday: San Saba

Thursday, March 7 @ 10:00 AM | San Saba
In Conjunction With Our Regular Sale. Bulls Will Sell At 10:00 A.M. 

Bulls Will Be Fertility Tested, Meet Trich Requirements, And Ready To Go To Work.

• 35 choice, virgin, purebred Simmental and SimAngus bulls, twelve to twenty-one months old. 30 black, 5 red.  These bulls are 
coming from the North Central Texas Simmental breeders. These breeding programs are built on many years of selection 
for the performance traits that matter to the real cattleman. The sale catalog with EPD’s and performance data is available 
on our website.  Bulls have tested free or are pedigree free of AM, NH and CA and tested negative for BVD-PI and are 
Trich free. This is a good set of top quality bulls that will add additional growth, muscle and pounds to your calf crop.  Bulls 
will be at our facility Tuesday, March 5 for viewing.  For more information call Jordan Cattle Auction: 325/372-5159; Mike 
Mallett — 512/556-1021/ Mike Bartush — 940/736-6083.

For details on the bull sale or online viewing/bidding info, please call or visit our website.

CATTLEMAN’S KIND BULL SALE 

Thursday, March 7 @ 11:00 AM | San Saba
In Conjunction With Our Regular Sale.   

Trophies Will Be Awarded To Our Champions And Reserve Champions In Each Breed

Offering Weaned and Non-Weaned Calves and Yearlings.

Early Offerings Include:

• 100 Angus along with a few Angus Plus calves, weaned for 120 days under the Vac 45 (Premium Sale) guidelines, will aver-
age around 600 pounds, all sired by 44 Farms Angus bulls.  (Qualify for the Premium Sale).

•14 Charolais / Angus cross calves — 10 heifers and 4 steers. 

• 40 Brangus calves, mostly all out of the well known McKinnerney genetics. 

• 11 Angus calves, weaned for 60 days, wormed, two rounds of Vision 7 and BoviShield Gold. 

SPECIAL STOCKER/FEEDER AND

PREMIUM WEANED CALF SALE 

Thursday, March 21 @ 10:00 AM | San Saba
In Conjunction With Our Regular Sale. Bulls Will Sell At 10:00 A.M. 

Bulls Will Be Fertility Tested, Meet Trich Requirements, And Ready To Go To Work.

33 Hereford Bulls and 33 Angus Bulls 

For details on the bull sale or online viewing/bidding info, please call or visit our website.

KNOX BROTHERS BULL SALE 
325-835-2611

207 South Broadway

Mertzon, Texas 76941

— Booking Now — 
Specializing In Custom Processing For

 Cattle, Swine, Lamb, Goat And Deer

Jerky
Summer Sausage

 Snack Sticks

Fresh Cut Meat Counter Available Daily

Owners:
W. Bret Griffith — 830-719-3163
Jock Dutton — 325-450-2654

FIBERGLASS TANKS
Maintenance, Rust and Worry Free ...

Livestock and Wildlife Tanks

Fresh and Potable Water Tanks

Feed and Fertilizer Tanks

AGRICULTURAL PETROLEUM

ENVIRONMENTAL CUSTOM
                                     Tanks Approved For 

                                   NRCS Cost Share Program

             800.487.4834

WWW.UFITANKS.COM

CUSTOM FELT HATS
AND

RENOVATIONS
James A. Andrae

830 E South Loop
Stephenville, Texas
254/965-5678

1-800-834-HATS
capitalhatters@yahoo.com

www.capitalhats.com

SALE EVERY 
TUESDAY

11 AM

Visit Our Website: www.lonestarstockyards.com

All Classes Of Cattle Welcome
Deadline for animals to be pregnancy checked and sold as bred stock is noon on Monday.

— Trucking Available — 

To Consign Your Cattle Give Us A Call Anytime:

Bill Martin: 970-302-5834           Offi ce: 806-677-0777

2101 Adkisson Road

 Wildorado, Texas (I-40 Exit 54)

number is critical as it impacts 
the 2024 breeding fl ock inven-
tory. That in turn could impact 
the overall market outlook for 
the year.
 Something that surprised 
him was that the weekly 
dressed weight average tracked 
quite a bit lower than the fi ve-
year average throughout most 
of 2023. That translated into an 
overall lower lamb meat avail-
ability number for the year.
 “We had higher total sheep 
and lamb slaughter, but those 
lower dressed weights more 
than offset the higher number 
of lambs slaughtered leading 
to that lower lamb production 
number,” said Cozzens.
 He also noted that a lower 
supply number should add 
some price support which he 
said was likely what was hap-
pening towards the latter part 
of 2023.
 He also shared some feeder 
lamb numbers. These numbers 
are a composite of the Colorado, 
South Dakota and Texas markets, 
a simple average across those 
three market prices on a weekly 
basis. He had his 2023 feeder 
lamb price forecast at $2.20-
2.30 for the year. However, in 
Thanksgiving there was about 
two weeks where there was 
no data available. After that 
the price spiked up and ended 
above $3 per pound.
 “I definitely do not give 
myself a passing grade on 
that,” said Cozzens. “I was 
not expecting that … but from 
a producer standpoint, that’s 
defi nitely positive news.”
 He reiterated again though 
that some of that spike up 
was likely attributable to the 
overall lower supply. Addi-
tionally, he pointed out that 
Easter comes a bit earlier this 
year, March 31, so some of that 
upward movement could pos-
sibly also be due to early pull 
through for the Easter market 
supply chain.
 “The fi rst full week of Janu-
ary prices have defi nitely con-
tinued that upward trend,” said 
Cozzens. “That’s a good sign.”
 He added that the year could 
end on a bit more positive note.
 He also shared an update 
on a project he’s working on 
with ASI and the University of 
Wyoming determining overall 
health of the sheep industry, 
namely profitability within 
the industry. The model phase 
of the project closely follows 
what LMIC does on the cattle 
side, said Cozzens.
 As part of the exercise, the 
group is tracking monthly esti-
mated returns for lamb feeding 
operations in Colorado. He 

explained that they’re specifi -
cally looking at returns above 
variable costs. Fixed costs 
were not included in the analy-
sis because as he pointed out 
those vary by operation. Even 
variable costs vary, so some 
assumptions had to be made, 
he said. For example feed costs 
were strictly based on hay and 
corn costs, and specifi cally for 
Colorado. He told participants 
that Colorado’s corn basis is 
basically positive year-round 
which leads to a higher corn 
price going into these Colo-
rado lambs.
 The piece that the model is 
most sensitive to is the actual 
feeder lamb price. The model 
is based on a 70 pound feeder 
lamb fi nished at 140 pounds. 
Some labor, infl ation and in-
terest rates are included in the 
calculation for overall cost.
 Feeder lamb returns were 
up earlier in 2023 but then 
as feeder prices started to in-
crease, that offset some of that 
profi tability and there was a 
bit more of a downward trend 
over the last couple of months 
of 2023.
 Looking at the cutout price 
based on a rolling five-day 
average daily price, it too was 
on a positive trend throughout 
2023, near that $4.50 per 
pound range.
 “I would argue from a de-
mand perspective that means 
that demand is still there,” said 
Cozzens.
 Cozzens also tracks cold stor-
age supplies. He noted that cold 
storage supplies trended lower 
the last few months of 2023.
 “I would argue a lot of that is 

just supply getting pulled out 
for the holiday season,” he told 
the group. “If we start to see 
this move higher, that means 
product is potentially getting 
backed up in the supply chain, 
and that could potentially then 
start to translate to a lower 
cutout value.”
 As far as trade, specifi cally 
imports, he noted that there is 
typically a six week lag in the 
data. However, the November 
data wasn’t terribly out of line 
from November 2022. Coz-
zens said he’s not expecting 
imports for 2024 and 2025 to 
be all that high.
 Finally, he suggested that 
demand for lamb increased for 
about two years during CO-
VID and the year or so after. 
He suggested that for 2024 and 
2025 lamb demand will follow 
a more historic trend.
 Wrapping up, he reiterated 
a few key things to consider 
for planning purposes. Specifi -
cally, he stressed the need to 
look at inventory levels when 
the report is released, namely 
the breeding flock number. 
Cozzens said he’s not expect-
ing anything terribly surpris-
ing or out of the ordinary.
 The drouth monitor becomes 
increasingly important into the 
spring in terms of feed availabil-
ity and pasture conditions.

 Imports ,  he suggested 
should not be hugely higher 
over the next year or two.
 “That is definitely price 
supportive for the industry,” 
he said.
 Infl ation is a bit of a wild-
card, Cozzens told the group.
 “I don’t really know how 
that’s going to play out in 
2024. There is a lot of discus-
sion around the Feds lowering 

interest rates. We’ll see how 
much they actually lower them 
and what kind of response that 
has on the economy and the 
consumer’s willingness to go 
out and purchase more goods.”
 Overall lamb production, 
he reiterated is expected to 
be down over the next two 
years with dressed weights 

being another wildcard.
 “We’ll be watching that 
closely and adjusting our fore-
cast accordingly.”
 Finally, given lower produc-
tion and lower anticipated 
supplies, Cozzens said he has 
feeder lamb prices slightly 
higher over the next couple 
of years.
 

www.capitalhats.com
www.ufitanks.com
www.lonestarstockyards.com
www.starexpos.net
www.jordancattle.com
www.cattleusa.com
www.jordancattle.com
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COTTONSEED FEEDER
Whole Cottonseed Is High In Protein, Fat, Fiber And Energy.

This Combination Of Nutrients In One Feedstuff Is Unusual. It Should Be Fed At The Rate Of 4 To 7 Pounds (1.8 To 3.1 KG) Per Cow Per Day.

Typical Analysis

Dry Matter

Crude Protein

Fat

Crude Fiber

Calcium

Phosphorus

Total Digestible Nutrients

Net Energy — Lactation

93.0%

21.0%

17.0%

24.0%

0.14%

0.68%

91.0%

94:1 Meal / 

100 Lbs. Mark Langford: 512/734-1365                 Jordan Langford: 512/734-2026

Lease Program Available!Lease Program Available!

105 Sizes of Handmade Cowboy Boots In-Stock ... $419

Working Cowboy Special — Custom Fit and Handmade ... $499

Full Custom Cowboy Boots Starting At ... $700

Beck Cowboy Boots
7200 Canyon Drive

Amarillo, TX 79109

www.beckboots.com 
806/373-1600

•   25,000 Head Capacity

•   Professional Nutritionist
& Veterinarian

•   Competitive Feeding
Programs

•   Handle All Cattle & Feed
Financing Needs

Levi Lay
Manager

806/202-9029

Sandy Schemm, 
Offi ce Manager

Joshua 1:9

OXTOWN CATTLE FEEDERS
1580 Oxtown Dr.   —   Tribune, KS 67879

620/376-8985                                oxtown@wbsnet.org

JP CONSTRUCTION
Creating Is What We Do!

Jay Pool
Owner/Contractor
Jpconstruction5297@gmail.com

325/226-2527

• Concrete
• Welding
• Metal Buildings
• Barndominiums
• Gate Entrances
• And More ... 

Serving West Texas For 25 Years! Call Today!

By Colleen Schreiber
DENVER — Entrepreneurship 

was on full display at the recent 
American Sheep Industry As-
sociation’s annual convention.
 Throughout the several-day 

event, participants had the 
opportunity to hear about the 
successes and some of the 
struggles and challenges in 
startups from a wide variety 
of individual entrepreneurs 

from several different parts of 
the country.
 Albert Wilde, CEO, Wild 
Valley Farms, is a sixth-gener-
ation sheep rancher from Utah. 
He runs 2000-plus sheep, and 
in 2015 he developed a pellet 
form of inorganic fertilizer 
using his waste wool.
 Wilde told the group that 
wool is the only soil amend-
ment that can solve three big 
problems for plant growers, 

particularly in a greenhouse 
setting. It’s high in nitrogen 
and can feed the plant through-
out the growing season, it 
helps hold water in the soil 
thereby reducing the need to 
water a plant by 25 percent 
and it improves porosity es-
sentially by softening the soil.
 In the first water-holding 
study done on Wilde’s product, 
the greenhouse grower added 
water to the plants with the 
traditional soil amendments 
and then he took another set of 
plants and added wool pellets 
and water. At the end of seven 
days, the plants in the soil with 
the wool pellets had 40 percent 
more water left compared to 
those planted in the traditional 
soil amendments.
 The greenhouse grower 
also did a growth trial with 
some tomato plants that were 
being sold to Costco. He was 
using bloodmeal as the organic 
nitrogen source, which is 12 
percent nitrogen, said Wilde. It 
took the grower 76 days to get 
the tomato plants market ready 
using the bloodmeal. When the 
wool pellets were used, it took 
38 days, Wilde told the group.
 That study was followed by 
a release curve study done by 
Utah State University. Basical-
ly, it showed again that wool 
has a high nutrient content.
 They’ve also done studies 
with the University of Vermont 
on row crops. They were inter-
ested in learning if wool would 
be an effective fertilizer and 
if it would help reduce nutri-
ent runoff. The study showed 
higher crop yields when us-
ing wool compared to any 
of the other fertilizers in the 
study. Additionally, research-
ers found a three-day earlier 
harvest rate for crops when 
using wool pellets, said Wilde.

He also told the group that their 

biggest roadblock to having wool 
pellets known as the best organic 
fertilizer is simply education.
 “People ask all the time 
what I add as the fertilizer, 
and I have to explain that the 
wool is the fertilizer,” said 
Wilde. “Others think it’s the 
manure, but a pellet with a lot 
of manure has less nutritional 
value compared to a pellet that 
is 100 percent wool.”
 Lack of education is why 
when he began manufacturing 
his wool pellets he chose to start 
small with an eight-ounce pack-
age. He also went this route to 
keep his price point high.
 “Eventually, I would like 
to see the bottom of the waste 
wool market at $1 per pound,” 
said Wilde. “To do that, I need to 
keep the price up, but I also want 
to make sure that the product is a 
value for the consumer.”
 On the latter, he explained 
that an eight-ounce package of 
wool pellets that costs $12 will 
feed six, one-gallon hanging 
baskets.
 “I felt the consumer would 
see that as a good value.”
 Despite the unfamiliarity of 
wool as a fertilizer, the market 
is growing, said Wilde. As hard 
as it was on society, COVID 
was a particularly good time 
for his business because a lot 
of people began gardening 
during their confi nement and 
work from home stint.
 Though he can’t afford to 
buy all the low-grade wool 
produced in the country, he has 
made deals with producers to 
have them ship him his wool 
and he’ll pelletize it for them 
for $3 per pound and ship the 
pellets back to them to sell.
 Wilde has one customer 
in California who initially 
shipped him 600 pounds of 
wool. He pelletized it and 
shipped it back to her in 
22-pound bags at a cost of 
$3000, shipping included. 
She then sold those 22-pound 

bags of wool pellets at her lo-
cal farmer’s market for $165 
per bag. Five months later she 
sent him another 1200 pounds 
of wool. She averaged about 
$2.50 per pound profit on 
her waste wool by pelletizing 
it and selling it as fertilizer, 
Wilde said.
 Wilde added that some want 
to use their own packaging 
with their own label, but Wilde 
said every state is different in 
terms of licensing and label-
ing registration, and it’s not 
an easy process. He’s already 
passed that step so that’s a benefi t 
to those who just want it pellet-
ized and sold in his packaging. 
He knows of a couple of pro-
ducers in California who have 
tried to get theirs licensed and 
have yet to succeed.
 He also has other custom-
ers who are simply using the 
pelleted fertilizer in their own 
farming operation.
 Wilde has educated and pro-
moted the product by sending 
hundreds of samples to FFA 
groups, and he also became 
acquainted with a social media 
person who has two million 
followers on Instagram. Be-
cause her followers already 
trusted what she was doing in 
the gardening space, when she 
used the product and was able 
to relay the benefi ts of it to her 
followers, it grew product interest 
not only with her followers but 
with other infl uencers.
 Responding to a question 
about the pelleting process 
itself and the cost, he told the 
group that the cost to make 
them is simply the cost of the 
electricity.
 Marie Hoff, Full Circle 
Wool, a shepherd and wool 
monger in northern California, 
raises a small fl ock of heritage 
breed sheep primarily for con-
tract grazing. She began Full 
Circle Wool in 2013.
 In developing her brand, 
Hoff told participants that 

Producers Dialog About Value-
Added Businesses At ASI Meet

www.beckboots.com
www.harrisoncattlecompany.com


 
 February 22, 2024       Livestock Weekly      Page 13

Mike Mallett:        
Mike Bartush:     

512/556-1021
940/736-6083
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Thursday, March 7
Jordan Cattle Auction

San Saba, Texas
Sale Time: 10:00 A.M

35 LOTS
30 Black

5 Red

Celebrating 20 Years Of Performance Tested 
Simmental and SimAngusTM Bulls

20th Anniversary 
Bull Sale

For Sale Info, Catalogs & Videos: 

jordancattle.com

866/468-2791 • San Angelo, Texas

TexStar Sea Containers

INSTANT
STORAGES
SIZES: 20’s — 40’s

Realtor Landman Consultant
Lands Ranches Minerals RoW 

O&G Solar Wind Carbon
Purchases Sales Leases Title
Represent  Advise  Negotiate

Eric Hale • 512/773-3149
mesquiteridgeconsulting@gmail.com

Roswell Civic Center, Roswell, NM 
Starts 1 P.M. MT on March 7

Early Registration Is $90

For More Informaton Visit: nmbeef.nmsu.edu
Or Contact: Marcy Ward — 575/644-3379

An Educational Forum Tailored For Beef Producers In The Southwest.

The Southwest Beef Symposium is a joint effort be-
tween the New Mexico Cooperative Extension Service 
and Texas A&M AgriLife Extension Service, estab-
lished to annually provide producers with timely in-
formation about current industry issues and practical 
management.

MARCH 
7-8

J &  W Rock Milling 
Pastures – Ranch Roads – Building Sites 

Milling exist ing rock in place to 

smooth your rough, rocky property! 

Jarrett  Bray 

(210) 232-1491

jw rockmilling@gmail.com 

Serving West  Texas &  the Hill Country 

she was looking to use wool 
to develop practical everyday 
household use items. The one 
product that has caught on 
best are her wool dish sponges 
which she developed in 2014.
 “If there’s something I need, 
I’m going to try and construct 
it out of wool,” Hoff told 
the group. “The dish sponge 
came about one day while I 
was doing dishes with one of 
the crummy standard sponges. 
It was just gross, smelled ter-
rible and looked awful with little 
pieces fl aking away. It was moldy 
and I asked how was it that this 
could be cleaning my dishes.”
 Through trial and error, 
she eventually developed her 
own wool sponge. She began 
marketing them small scale 
through her local farmer’s 
market. They were popular 
and caught on and the margins 
worked for her.
 “I was able to sell wool dish 
sponges at a price that people 
were able to pay and felt was rea-
sonable to pay,” said Hoff. “Plus, 
it’s a good quality product and 
so much better than the standard 
dish sponges we’re used to.”

Her customers report they like 
the fact that it doesn’t smell, a 
sponge lasts six months to a year, 
and as Hoff pointed out it fi lls a 
niche in that it is not only a good 
quality product, but is environ-
mentally friendly, something 
that is also important to many 
of her customers.
 She told the group that as 
demand grew the challenge 
became processing.
 “Manufacturing in the U.S. 
is very limited, but I’ve been 
slowly fi nding different pro-
duction partners to help us 
scale up.”
 In fact, in 2023 she fi nally 
found a partner to work with 
on a commercial scale and a 
distributor to carry the product 
in some retail stores in north-
ern California. She’s hopeful 
that presence will help the 
business grow enabling her to 
reach a much more mainstream 
audience.
 She’s also hopeful that her 
story will continue to resonate 
with more and more people par-
ticularly the part of the story 
about how through the produc-
tion of wool she’s helping to 
manage native landscapes.
 Finally, Hoff told partici-
pants that her big picture 
goal is to have a product that 
enables woolgrowers to garner 
some profi t from their coarser 
wools. She pointed out that those 
like herself who operate on the 
northern California coast who 
can get their wool sold are either 
losing money, just covering 
the costs of shearing or barely 
breaking even.
 “That’s not sustainable,” 
said Hoff. “With the wool 
sponge project, I’m looking at 
something that actually gives 
the woolgrower a price for 
their wool that contains some 
profi t as well as some for my 
production partners and myself.”

 During Saturday’s board of 
director’s meeting, attendees 
also heard from Ralph DiMeo, 
with WeatherWool. As a life-
long hunter, he shared how 
he had never been satisfied 
with the wool clothing he 
hunted in. It wasn’t ever all 
that comfortable. He worked in 
woolens in the offi ce that were 
comfortable, and he wondered 
why he couldn’t have comfort-
able wool clothing to hunt in. 
After an extensive search, he 
concluded that kind of hunting 
apparel simply didn’t exist, so 
he decided to make his own.
 As a way of an introduc-
tion, DiMeo noted that when 
he was a kid everyone wore 
wool. Back then, Americans 
also wore American made 
clothing. That’s not so much 
the case today. Now, most 
Americans wear synthetics 
made elsewhere.
 “We’re out to change that,” 
said DiMeo. “We wouldn’t 
be doing this if we weren’t 
huge believers in what woolen 
clothing can do.”
 He sees great opportunity to 
grow the business by simply 
educating consumers about the 
value of wool.
 “One of the things we’ve 
tried to get across to people is 
wool clothing is made by na-
ture,” DiMeo told participants. 
“We think that’s key as there are 
more and more lovers of nature 
among the American public.”
 He added that wool as rain 
gear is something that most 
people wouldn’t think about 
either. His products are now 
proving that out.
 John Helle is a third-gener-
ation sheep rancher operating 
a fourth-generation ranch in 
southwest Montana with his 
wife, Karen, two sons, Evan 
and Weston, his mother and 
brother Tom. The family raises 
Rambouillet sheep. They also 
started Duckworth, a verti-
cally integrated wool company 
through which they turn their 
high-quality wool into quality 
wool garments.
 Helle told the group that 
it all starts with the genetics. 
His family has been selecting 
sheep for 40-50 years to get 
the kind of genetics needed 
to get the micron down and 
the length and strength up 
without adversely affecting 
the ability of their sheep to be 

highly productive on the range. 
Starting out they did it through 
diligence and persistence the 
old-fashioned way with him 
and his wife weighing lambs 
on a scale.
 However, over the last 20-
some years they’ve been in-
volved in the National Sheep 
Improvement Program thanks 
to help from Montana State 
University and the Montana 
Wool Lab.
 Helle acknowledges that 
today there is so much more 
technology available to them, 
and thanks to his two sons, 
who are a bit more tech savvy 
and possibly more patient, it’s 
getting employed.
 In the early 2000s he trav-
eled to Australia and returned 
with several OFTA 2000s. 
Since then, hundreds of thou-
sands of their fleeces have 
been tested with this machine.
 While visiting a top maker 
in Australia, he learned some-
thing that stuck with him, 
that making wool top is like 
making a cake. All the ingre-
dients in certain proportions 
are needed to make good top. 
That’s why their focus is on 
making sure they have a lot of 
different lines of wools that 
can be put together.
 To that end, their wool is 
sorted into lots that match the 
different types of yarn needed 
to make the right type of top to 
make the right type of fabrics, 
Helle explained. Typically, 
they’ll have 11 to 12 different 
lines of wool.
 Because Duckworth’s pri-
mary focusing is next to skin 
products, Helle Rambouillet 
sorts their wool accordingly. For 
example, their fi nest line, their 
AAA line, goes into their single 
jersey knit while the slightly 
coarser wools go into wool socks 
and outerwear. Essentially every 
line of wool is targeted for a 
specifi c wool product.
 He also told the group that 
it takes year-round diligence 
to ensure they maintain a high-
quality wool clip for garment 
production. As important as 
shearing is - how it’s done makes 
a huge difference - it’s just one 
time in the year. Year-round their 
vigilant about making sure their 
sheep do not go into corrals 
that may have animal hair or 
polypropylene twine.
 “We’re super serious about 

keeping our wool free of 
contamination,” said Helle. 
“We’ve seen how contamina-
tion problems down the chain 
have a devastating economic 
effect on the product.”
 Industry partners come to 
the ranch during shearing to 
learn the process, and to see all 
the steps they take to harvest a 
quality wool clip. They’ve also 
posted numerous YouTube vid-
eos on the Duckworth website 
to demonstrate and educate 
consumers about the process.
 However, it’s not just about 
the wool. The family is fo-
cused on producing the best 
dual-purpose sheep possible. 
They sell some 2000 breeding 
ewes annually to build a clien-
tele that can also help fi ll their 
need for wool in the future.
 “We’re constantly looking 
for that ideal female in terms 
of average rolling pounds of 
lamb weaned per ewe,” he told 
the group. “It’s an ongoing 
process but having lots of data 
at our fi ngertips helps guide us 
through the decision-making 
process. We can make progress 
on the lamb side without los-
ing on wool characteristics.”
 Helle told the group that hav-
ing a vertically integrated wool 
company gives them some 
stability in that they’re now 
consistently getting a good
price for their wool. However, 
he acknowledged that startups 
are risky, and they also require 
a lot of capital. They brought 
in some partners to help with 
that. They also secured a loan 
through the Sheep Center.
 “We were not bankable,” 
said Helle. “We’re thankful 
that the Sheep and Goat Fund 
took a risk on us.”
 They decided to go the 
private interest route because 
while the ranch had the ability 
to leverage assets to fi nance 
the project, the family was not 
willing to do that.
 The way it works is the 

ranch is a separate entity. They 
also formed a separate entity in 
between the ranch and Duck-
worth to handle the purchasing 
of wool and processing of it 
through the stages of produc-
tion, and then Duckworth is 
another separate entity.
 “It takes different business 
entities and thoughtful pro-
cesses to keep bankers happy 
and tax accountants happy and 

other ranch partners and own-
ers happy and also so we’re not 
putting ranch assets at risk,” 
said Helle.
 David Fisher hails from 
West Central Texas where he 
runs a commercial Rambouil-
let sheep operation on land 
that’s been in the family for 
four generations. Though he 

See Wool Innovation
Continued On Page 14

www.jordancattle.com
www.nmbeef.nmsu.edu
www.sanangelofarmandranch.com
www.mckenziecattle.com
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USDA Inspected
And 

Custom Exempt
Beef Processing
932 North Highway 281 

Evant, Texas 76525

254/471-5300  

lori@ioranchmeats.com

621 Longhorn Street • P. O. Box 454
Fredericksburg, Texas 78624

Sale: 830/997-4394                 Fax: 830/997-5804
Website: www.gillespielivestock.com

MARKET REPORTS

CATTLE — 934 HEAD SOLD WEDNESDAY, FEBRUARY 14
Cows and Bulls _____________________________________
Steers____________________________________________
Heifers ___________________________________________
Cows _____________________________________
Bulls ______________________________________
Bred Cows ______________________________
Cow / Calf Pairs ___________________________
Plain Cattle ____________________________

 Steady
Steady
Steady

$90.00-$125.00
$90.00-$135.00

$1300.00-$1850.00
$1250.00-$1800.00

$60.00-$110.00 CWT

NO. 1 MEDIUM TO LARGE FRAME

200-300 Pounds
300-400 Pounds
400-500 Pounds
500-600 Pounds
600-700 Pounds
700-800 Pounds
Lower Quality Steers
Lower Quality Heifers

STEERS
$200.00-$402.00 CWT
$270.00-$370.00 CWT
$260.00-$362.50 CWT
$220.00-$325.00 CWT
$200.00-$285.00 CWT
$180.00-$259.00 CWT
$100.00-$150.00 CWT

HEIFERS
$210.00-$335.00 CWT
$210.00-$337.00 CWT
$200.00-$325.00 CWT
$190.00-$265.00 CWT
$180.00-$254.00 CWT
$170.00-$216.00 CWT

$  80.00-$150.00 CWT

430 Pounds @ $362.50 CWT

500 Pounds @ $325.00 CWT

608 Pounds @ $285.00 CWT

405 Pounds @ $320.00 CWT

706 Pounds @ $216.00 CWT

650 Pounds @ $254.00 CWT

REPRESENTATIVE SALES
  1 Black Steer

  1 Black Steer

  3 Black Steers

  1 Black Heifer

13 Black Heifers

  1 Black Heifer

SHEEP and GOATS — 2169 HEAD SOLD TUESDAY, FEBRUARY 13

Sales: Sheep and Goats Tuesday — 9:30 A.M.
Cattle Wednesday — 12 Noon

Shaun Geistweidt        Wayne Geistweidt
830/998-4233                     830/889-4394

Shaun or Wayne Geistweidt Will Accommodate You
Whether You Have A Truck Load Or A Pickup Load!!!   

Light Lambs
Heavy Lambs
Kids
#1 Wool Lambs, 40-60 Pounds
#1 Wool Lambs, 60-80 Pounds
Barbado Lambs, 40-60 Pounds
Dorper Cross Lambs, 40-60 Pounds
Dorper Cross Lambs, 60-80 Pounds
Light Slaughter Lambs, 45-80 Pounds
Slaughter Lambs, 90-140 Pounds
Packer Ewes
Sheep Bucks / Rams
#1 Spanish / Boer Cross Kids, 20-40 Pounds
#1 Spanish / Boer Cross Kids, 40-60 Pounds
#1 Spanish / Boer Cross Kids, 60-80 Pounds
Spanish / Boer Muttons
Angora Kids
Lower Quality Kids
Packer Spanish / Boer Cross Nannies
Stocker Spanish / Boer Cross Nannies
Angora Nannies
Boer Cross Billies

Steady
Steady
Steady

$180.00-$290.00 CWT 
$170.00-$290.00 CWT
$130.00-$280.00 CWT
 $200.00-$316.00 CWT
$200.00-$316.00 CWT 
$140.00-$316.00 CWT 
$140.00-$290.00 CWT
$  20.00-$130.00 CWT
 $  90.00-$190.00 CWT
 $100.00-$390.00 CWT
 $140.00-$390.00 CWT
 $160.00-$355.00 CWT
$175.00-$355.00 CWT 
$140.00-$280.00 CWT
$100.00-$200.00 CWT
$  30.00-$200.00 CWT
 $200.00-$300.00 CWT 
$  20.00-$200.00 CWT
 $160.00-$220.00 CWT

“Family Owned and Operated”

Highway 84 North
P. O. Box 967

Coleman, Texas 76834

   325/625-4191                                          

John Robertson                                                                            Christi Robertson
  Cell: 817/475-6377

We Also Offer:         • Cattle Hauling         • Day Labor

CATTLE SALES EVERY WEDNESDAY — 11 A.M.

colemanlivestockauctiontx.com

Cattle Accepted 24 Hours Day / Seven Days A Week — Please Call Ahead!

Specializing In Ranch Sales And Appraisals
Jerrod Pitcock, Broker
1121 South Abe • San Angelo, Texas

PitcockProperties.com                 325/650-4079

Wool Innovation
Continued From Page 13

markets most of the products 
produced on his outfi t to the 
highest bidder, he also does 
some value-added marketing 
with his wife Stacy who hap-
pens to be a fashion designer.
 In terms of producing a 
quality product, be it wool or 
lamb, Fisher told the group 
that for him it boils down to 
three things, and he too said 
it all starts with genetics. He 
added that in his selection 
process he doesn’t get focused 
on one single factor.
 He participates in the Na-

tional Sheep Improvement 
Program (NSIP) though it’s 
perhaps not at the highest 
level in terms of the amount 
of testing, but rather he has a 
program of testing that works 
best for him. Rather than test 
every fleece, he’s primarily 
testing at the yearling stage. 
Micron and fl eece weight are 
collected. He then establishes 
a range that he wants his sheep 
to fi t within.
 “That allows me to cut out 
the bottom,” Fisher explained.
 The second step for him is 
management which is also 
another year-round process. 

He pointed out that it does him 
little good to have the right 
genetics if they’re not also man-
aged appropriately.
 The third element is prepa-
ration.
 “We can work all year-long 
on management and having the 
right genetics and screw it all 
up in a day,” he told the group.
 In this case, he was specifi -
cally referring to his wool clip. 
More to the point, he takes the 
time to make sure it’s prepared 
properly. That means, in part, 
having clean pens, a clean 
shearing surface and prep sur-
face and the clip is skirted and 
basically prepared in a way that 
makes it appealing to buyers.
 Fisher also switched shear-
ing crews a couple of years ago 
because he wasn’t satisfied 
with the quality of the shear-
ing process or with how the 
animals were being handled 
during shearing.
 He told the group that when 
he first got involved with 
NSIP his initial focus was 
on the lamb production side 
of the equation because his 
lambs account for the largest 
percentage of income that he 
gets from his sheep.
 “Ram production is fi rst for 
me,” said Fisher. “My goal was 
to have better lamb production 
and not go backwards in wool 
production.”
 Over the last few years, he’s 
seen that pay out in that his 

wool clip is now also a little 
better in terms of the micron 
and yield.
 Because he was tired of 
essentially being a price taker 
on his wool, he and his wife, 
Stacy, decided to try their 
hand in a value-added venture 
with their wool. He likes to 
say he grows it and delivers 
it and then steps aside and 
allows Stacy to do what she 
does best.
 They started small and are 
now utilizing about 1500 
pounds out of their clip in 
this value-added venture. He 
told the group that it’s not for 
everyone, and there is a learn-
ing curve.
 He shears about 10,000 
pounds of wool annually.
 “We’ll never get to the 
point where I’m using all of 
it in a value-added product 
mainly because it ties up a 
lot of money for a long time, 
and I’m not willing to do 
that,” Fisher told the group. 
“However, it is nice to have 
a product to feel good about, 
and we can set our price to 
capture as many dollars as 
we can.”
 He told the group that he’s 
struggled a bit getting Stacy 
to understand that he really 
needs to know two years out 
what she needs and wants.
 “We’ve had to change the 
way we plan shearing and a 
few other things, but as far as 

management we still manage 
for the highest quality wool,” 
said Fisher. “We’ve always 
cared about doing a good job, 
nothing’s changed there. It’s 
just trying to do a little better 
planning and looking into the 
future a little more.”
 Minnesota sheep producer, 
Bob Padula tells people he 
lives and operates closer to 
South Dakota than he does 
Minnesota. Though he’s a 
small producer with less than 
100 ewes, he’s been enrolled 
in NSIP since 1990. His clip 
is length and strength tested, 
and he’s adamant about main-
taining a skirted, paint-free 
wool clip.
 His wool clip is marketed 
through Roswell Wool and then 
to the startup, WeatherWool.
 Padula has an off-the-farm 
job, so he must have easy 
keeping sheep and particu-
larly so given that he operates 
in a really harsh environment 
in Minnesota.
 “Where I live, we have 10 
months of winter and two 
months of bad ice-skating,” 
he quipped.
 Despite the weather ex-
tremes, he is about as close as 
one can get to a range opera-
tion in the Midwest. He feeds 
hay in the wintertime, but oth-
erwise tries to maintain a low 
input system. Ewes lamb in 
April and May and he shears in 
March when weather allows.
 He learned a hard lesson 
about buying rams that were 
not fi ber tested and since 1988 
he won’t even look at a ram 
that hasn’t been fi ber length 
and fiber diameter tested. 
Asked how he manages to pro-
duce a good wool clip without 
sacrifi cing his lamb product, 
Padula told the group that it’s 
pretty simple.
 “If you start off with good 
wool and don’t go backwards, it 
pretty well takes care of itself.”
 On the lamb side, NSIP 
has been a bit slow in moving 

towards carcass data collec-
tion and evaluation. Padula 
was advocating for that back 
in the 1990s. However given 
the size of his operation, he 
said he’s not likely to ever use 
NSIP for carcass data. Instead, 
he focuses on taking out the bot-
tom 25 percent of his herd, and in 
that way his whole herd gradually 
shifts upwards in quality.
 “Lamb weight is important, 
don’t get me wrong, and we 
need number of lambs, but I’m 
going to focus on pounds of 
lamb and making well rounded 
ewe replacements with good 
wool,” he concluded.

Lampasas Slaughter
Bulls $2-4 Higher
 LAMPASAS — (Feb. 14) — 
This week, feeder steers and 
heifers steady, slaughter cows 
and bulls $2-4 higher. Receipts 
totaled 367 head.
 Steers: 200-300 pounds 
$261-350, 300-400 pounds 
$261-335, 400-500 pounds $271-
340, 500-600 pounds $231-315, 
600-700 pounds $225-264, 700-
800 pounds no test.
 Heifers: 200-300 pounds $236-
276, 300-400 pounds $228-300, 
400-500 pounds $239-290, 500-
600 pounds $220-270, 600-700 
pounds $165-229, 700-800 
pounds $198-234.
 Slaughter cows: under 800 
pounds no test, 800-1100 
pounds $80-108, 1100-1300 
pounds $80-114; bulls 1000-
1300 pounds no test, 1300-
2100 pounds $65-130, replace-
ments no test.
 Replacement cows: baby-
tooth to fi ve year old $1400-
1800; solidmouth $1250-1700.
 Cow/calf pairs: young to 
middle aged with 300 pound 
calf up to split; aged with 300 
pound calf split.
 Every year, if not every day, 
we have to wager our salvation 
upon some prophecy based 
upon imperfect knowledge. 
—  Oliver Wendell Holmes.

www.pitcockproperties.com
www.gillespielivestock.com
www.colemanlivestockauctiontx.com
www.brutontrailers.com
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