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This year’s buzz topic is sus-
tainable beef production.  
You are probably wondering 
what that means, plus how it 
will impact you and your op-
eration.  However, after lis-
tening to many presentations 
on the subject I don’t have a 
brief answer for you.  I will try 
my best to go over some of the 
points I have gathered.

Work is being done in Can-
ada to define sustainable beef 
production and it’s also being 
done globally.  Recent meet-
ings were held in Brazil to ad-
dress a definition, with Cana-
da at meetings with Colum-
bia, Mexico, Brazil, Argentina, 
Paraguay, the United States, 
the European Union and Aus-
tralia.

Canada’s Roundtable for 
Sustainability has the follow-
ing Vision: The Canadian 
beef industry is recognized 
globally to be economically 
viable, environmentally 
sound and socially responsi-
ble.  

The Mission: Be a global 
leader in the continuous im-
provement and sustainability 
of the beef value chain 
through science, multi-
stakeholder engagement, 
communication and collabo-
ration.  

The principals of sustain-
ability include resources, 
community, continuous 
learning, efficiency and inno-
vation, food, animal care, and 
multi-stakeholder collabora-
tion.

Economic sustainability 
means that producers must 
be able to be competitive and 
not be driven out of business 
with unreasonable demands.  
Beef producers are indeed be-
ing environmentally respon-

sible and take care of their an-
imals. There will be future 
added modules for animal 
care and environmental 
stewardship.  We know we are 
on track to practical improve-
ments via technology, knowl-
edge, research and empower-
ing producers to do what they 
do.

What you have just read are 
words taken right from in-
dustry publications.  Now 
let’s put it into words that 
more likely represent what it 
means to the various sectors 
of beef production.

The retailers are looking for 
a product that they can adver-
tise as having been raised 
with care, taking into consid-
eration natural resources, the 
minimization of greenhouse 
gases and improving air qual-
ity. I am assuming they want 
a constant supply of this beef 
to guarantee the future of 
their businesses. 

The public wants a guaran-
tee that the environment has 
been protected and the ani-
mals have had good lives, plus 
they want a product they can 
afford.

The producers are being 
asked to verify that they have 
practiced environmental 

stewardship, followed animal 
codes of care and subscribed 
to full traceability.  They will 
be asked to improve what 
they are doing in the future as 
more demands are made.

Social license - the idea that 
you will have to raise your 
product in a manner that the 
public approves of - will ask 
for more from producers as 
we go forward.  The public 
will not buy a product they 
do not feel has been raised in 
a way that they approve of, so 
society’s demands will mat-
ter to the marketability of 
your product.

The producer’s idea of sus-
tainability will likely be prof-
itability all the time, not just 
occasionally. They will have 
to accept the demands of the 
customer to stay in the in-
dustry.

We have some work to do to 
get sustainability standard-
ized globally and address all 
the needs of the various sec-
tors of production - from pri-
mary producer, to retailer, to 
customer. This is going to be 
a lengthy process and a con-
cept you will hear about for 
some time.

C H A i R  R e P o R t

pAulA lArsoN | SCA ChAiR

sustainable beef production – what does that mean?

pAUlA lARSoN photo
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board members: 
district 1

ryan beierbach • Whitewood, sK
p: 306.532.4809 or 306.735.1341 

e: shophighplains@me.com

district 2
Ken Demyen • Qu’appelle, sK

p: 306.699.2481 or 306.699.7833
e: qar.appaloosa@sasktel.net

district 3a
laurie Disney • Wood mountain 
p: 306.476.7522 or 306.476.2729 

e: odiznee@gmail.com

district 3b
larry grant • Val marie, sK

p: 306.298.4901 or 306.741.9867 e: drylake@sasktel.net

district 4
rick toney • gull lake, sK

p: 306.672.3703 or 306.671.7900 • e: rtoney@sasktel.net

district 5
levi hull • Willowbrook, sK

p: 306.641.6271 • e: levihull507@msn.com

district 6
garret hill • Duval, sK. 

p: 306.725.7451 or 306.725.4909
e: lbranch.ghill@gmail.com

district 7
paula larson • D’arcy, sK

p: 306.379.4523 or 306.221.0509
e: larsonranchphoto@sasktel.net

district 8
michael spratt • melfort, sK

p: 306.752.6336 • e: mspratt@sasktel.net

district 9a
ryan sommerfeld • medstead, sK
p: 306.342.2136 or 306.342.7259
e: ryan.sommerfeld@xplornet.ca

district 9b
Dean moore • paradise hill, sK

p: 306.344.5370 • c: 306.344.7981
e: dsmoore@bellevista.ca

scFa
brad Welter • Viscount, sK 

p: 306.365.4281 • e: welter@pound-maker.ca
greg thompson • moose Jaw, sK 

p: 306.631.7413 • e: greg.mtfeed@sasktel.net

ssGa
lloyd thompson • estevan, sK

p: 701.340.5133 • e: tfourranches@xplornet.com
harold martens • swift current, sK. 

p: 306.741.3961 or 306.757.8523
e: mranchltd@shaw.ca 

Past chair
mark elford • Wood mountain, sK
p: 306.476.2635 or 306.478.7200

e: elfordranch@sasktel.net

craig douglas, ceo
p: 306.665.2333 • c: 306.380.4668 • ceo@saskbeef.com

bill strautman, communications specialist
p: 306.665.2333 • c: 306.380.4608
e: communications@saskbeef.com

Patty englund, Policy analyst
p: 306.665.2333 • c: 306.380.4636

e: policy@saskbeef.com

bev magill, Project manager
p: 306.665.2333 • c: 306.281.4077

e: project@saskbeef.com

raquel schultz, executive administrator
p: 306.665.2333 • f: 306.665.2336

e: officeadmin@saskbeef.com

NeWs IN BrIeF

Cow herd reproduction is the most 
important factor affecting the 
profitability of Saskatchewan beef 
producers. | FilE photo

canaDa beef connects  
WIth consumers 

Canada Beef Inc. (CBI) has come out 
with a new way to relay instant inspira-
tion or information about what to buy, 
what to cook, how to cook beef. It’s 
called the Roundup App and it delivers 
loads of recipes and meal ideas; cooking 
instructions and tips; how-to cooking 
lesson videos; tenderness guidelines; a 
cow cuts chart and much more.

After much collaboration with the 
beef industry, CBI introduced this new 
app and no matter whether a beef cus-
tomer is in the supermarket or in their 
own kitchen, help is at their fingertips. 
The CBI Roundup App developed with 
pride by Canada’s beef farmers and 
ranchers is now available through the 
Apple store.  

For more information go to www.
makeitbeef.ca 

taKe the sasKatcheWan  
21-DaY calVIng challenge

The Saskatchewan Ministry of Agri-
culture, Regional Services Branch, New 
Life Mills, Saltec–Ceres Industries and 
Cargill are hosting a Saskatchewan 21-
day calving challenge contest to raise 
awareness surrounding cow herd re-
production and tracking reproductive 
success.

Cow herd reproduction is the most im-
portant factor affecting the profitabili-
ty of Saskatchewan beef producers. It is 
five times more important than growth 
rate and 10 times more important than 
carcass quality.

Producers are invited to record, mea-
sure and evaluate their calving season 
to see how their herd stacks up with re-
production and profitability. 

One of the simplest ways to track the 
reproductive success of a cow-calf herd 
is to graph a calving distribution. It is 
the calculation of how many calves are 
born in each 21-day period of the calving 
season. 

To create a calving distribution, count 
the cows that have calved during the 
first 21 days of the calving season. Di-
vide this number by the total number of 
cows that calve in the season and multi-
ply by 100 to get the percent of cows 
calving in the first 21 days. Repeat this 
process for each of the next two 21-day 
periods. The goal is have at least 60 per-
cent of the herd calving in the first 21-
day period.

The Saskatchewan 21-day calving 
challenge contest is sponsored by New 
Life Mills, Saltec-Ceres Industries and 
Cargill and ends June 1, 2015. To obtain 
your official contest calving book and 
for more information contact your local 
Regional Livestock Specialist. Or, call 
the Agricultural Knowledge Centre at 
1-866-457-2377. 
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C o v e R  s t o R y

A move to grAss pAys dividends

For years, the Craigs were 
mixed grain farmers and ear-
ly adopters of zero tillage 
technology. But even that 
didn’t totally protect them 

from the drought of the 1990s. Plus, 
higher fertilizer prices and lower grain 
prices helped push them to make a 
change.  

“We took a holistic management course 
and began to put our acres back into 
grass. We began the transformation in 
1998 and it took seven years to complete,” 
says Crystal.

“We were fortunate that the Environ-
mental Farm Plan programs were run-
ning and there was grant money avail-
able for fencing new grass stands, ripar-
ian areas and creating solar panel water 

stands. We now have 3,800 acres of 
mostly tame grass divided into 40-acre 
paddocks.

 “In the beginning, we had Angus cattle 
with some Hereford, Simmental and Gal-
loway crosses and ran Black Angus bulls.”

The Craigs didn’t use antibiotics or 
added hormones and received a premi-
um for the cattle.

“We began selling antibiotic-free 
yearling cattle seven years ago. Initially, 
we tried selling them online, but were 
discounted if the cattle weren’t the right 
colour or had short ears or tails or the 
like. We started selling directly to 
Spring Creek in Alberta and they take 
only animals that are at least 50 percent 
Angus,” she says. 

Spring Creek Ranch specializes in han-

By BoNNIe WArNyCA

halfway between 
Biggar and Rosetown, 

leam and Crystal 
Craig, along with their 

son Nathan and 
daughter-in-law 

Meagan, run more 
than 300 commercial 

cow-calf pairs  
in the Bear hills. 

DAVE FURMAN photo
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dling cattle raised without added hor-
mones or antibiotics.

The Craigs invested in a scale to elimi-
nate possible disputes over weight, and it 
also gives them a better idea about the 
pounds of beef they raise.

The cow herd has changed over the 
years from a mixed bag of genetics to a 
Black Angus-based herd. Going to mar-
kets and production sales, the family 
soon realized that colour consistency 
and numbers brought a higher return for 
the calves.  

 “Selling into a value chain does mean 
added responsibilities,” says Crystal. 

“All the cattle must be age verified and 
audited by the Verified Beef Program. 
We must also provide birth records and 
medical records. The cattle cannot be 
pregnant and all must have been born on 
the ranch.”

This family has tracked the weight 
gains in certain fields. They play closer 
attention to the grass growth stages, es-

pecially with the feeders. The cattle mob 
graze in 40-acre fields and are moved ev-
ery four days. In a dry year, they may hold 
the cattle in a paddock longer and sup-
plement with hay bales.

Most of the grass mixtures include ci-
cer milk vetch and one field includes 
sainfoin. With very little native grass, 
the Craigs felt the cicer milk vetch would 
improve the grass quality and offer quick 
ground cover. They broadcast vetch seed 
on a bale grazing site and let the animal 
impact seed it down. Twenty inches of 
rain one year also helped.

At the beginning of the cattle transi-
tion, the Craigs looked at several differ-
ent handling systems. In the end, a 
neighbour had the blueprints for a New 
Zealand designed handling system 
which was similar to a Temple Grandin 
design. Grandin is a well-known animal 
behaviourist and consultant to the cattle 
industry.

“My husband, like most grain farmers, 

likes rectangular blocks and straight 
lines,” admits Crystal. “But once we 
looked things over, he agreed that the 
circular pens would work well.”

the young ‘uns take over the cows
Over the past several years, there has 

been another transition on the Craig’s 
Tadpole Grove Farm. Eldest son Nathan 
returned to the farm in 2000 and bought 
a house and three quarters of land from 
a neighbour. He added 20 cows in 2003, 
one month before BSE was discovered in 
Canada. After working for a wage for a 
few years, he and his parents formed a 
partnership which gave him equal shares 
in the cow herd. Between them, they had 
200 cows. 

“I was lucky. My parents helped me get 
started. I think if you’re not born into the 
industry, it’s pretty hard to enter,” says 
Nathan Craig.

Nathan’s wife Meagan and son Cabri are a big part of 
the future ranch plans. Since this photo was taken in mid 
November, the couple welcomed new son Graeden.  |  DAVE 

FURMAN photo

Crystal, Leam and Nathan discuss the plans for the day’s work 
of processing and preg checking.  |  DAVE FURMAN photo

continued on page 8 ›› 

I was lucky. My parents helped me get started. I think if 
you’re not born into the industry, it’s pretty hard to enter.

nAthAn CRAig
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“I worked a few winters in the oil patch 
and then found a local job to help make 
my land payments. But the off-farm job 
was stretching into 10 months of the year 
and I was determined to make my living 
on the farm. It’s now been six years with-
out off-farm income.

“We calve about 300 Angus-based cows 
and sell the bulk of the calves as yearlings. 
We keep our own replacements, and sell 
open heifers into the Spring Creek pro-
gram along with our steer calves.  

“We’ve been associated with the Kotel-
kos (the operators of Spring Creek Ranch) 
in Alberta for several years now. I re-
member when Bern Kotelko came in his 
helicopter to first look at our cattle.”

Even though the family sells cattle that 
haven’t been given hormone implants or 
antibiotics, vaccines are allowed in the 
Spring Creek protocols. The cattle are 
given their Blackleg, IBR and BVD shots. 
If an animal is sick and requires antibiot-
ics, they are administered. Nathan fig-
ures they treat anywhere from one to two 
percent of the cattle annually. These an-
imals are sold at auction.

The family receives the carcass infor-

mation on their calves, but that doesn’t 
dictate their culling decisions. Nathan 
believes that grades are made or lost dur-
ing the final feeding stages. 

“If we based our decisions solely on car-
cass traits, we would have to separate our 
herd into groupings. We know when a 
cow needs culling either from age, dispo-
sition, udder condition, or if she is open. 
It’s easy to tell if they are raising good 
calves or not,” says Nathan. 

Calving has moved a few times over the 
years, from mid-March to the beginning 
of May. Along with the change in dates, 
came a change in management. 

“We once calved in corrals and then 
moved the pairs to bigger pens. It was 
very labour intensive. When we decided 
to try calving in a 40 acre paddock I was 
terrified. I thought trying to deal with 
the cows and calves in such a large space 
might be a nightmare. But it seemed the 
more protective cows weren’t as threat-
ened in a bigger area and we’ve had few 
problems. We ear tag the calves at birth 
and give them a shot of A, D and seleni-
um,” says Nathan.

One winter, after a late April storm and 
an unusual amount of snow, the family 
was unable to get the maternity squeeze 

out from under a snow bank. They real-
ized they had to find a portable solution. 

They found the O.K. Corral – a portable 
unit with panels that wing out. It also has 
a maternity pen that snaps onto the sys-
tem. The Craigs call it a game changer. 

It only takes about 15 minutes to set up. 
The centre is an alleyway – a maternity 
pen is head-locked in and opens if the 
cow needs to lie down during the birth-
ing process.

Calving is moved to different pastures 
each year using portable windbreaks. 
The size of the calving pasture varies 
from 40 to 80 acres.

The Craigs swath grazed during the 
transition years but now only bale graze 
in winter. 

“I still believe that swath grazing is a 
great way to feed cows because there is no 
competition for the weaker animals. It 
worked while we were still grain farming 
and had the equipment. Now we position 
the bales in the winter fields and cut the 
strings before freeze-up,” says Nathan.

 “We put up between 2,000 and 3,000 
bales for winter feed. We are located 
close to Prairie Malt so we supplement 
the yearlings with barley pellets. The 
amount depends on the fluctuating 
winter temperatures.” 

Nathan married a local woman, Mea-
gan, in 2013. In 2014 the couple took full 
control of the cow herd, while Nathan’s 
parents focused on their gravel business.

The yearling calves are sold between 
mid-August and mid-September. It’s 
the only paycheque the younger Craigs 
have to cover the year’s expenses.

For the couple, the magic number of 
cows to make a living and still have time 
for their young family is about 300. They 
have a part-time hired man and be-
tween the three of them, and other fam-
ily members who lend a hand when 
needed, they are happy with the busi-
ness plan. 

“We sit down when we get our pay-
cheque to figure out our budget. We sit 
down again in December to make sure 
we’re on track,” says Meagan, who han-
dles the books.

“We pay ourselves an income each 
month and we try to live off that. One 
big payment seems like a lot, but it has 
to be closely monitored to be stretched 
until the next one.”

 ‹‹ continued from page 7

The Craigs implemented a New Zealand designed handling system which closely 
mirrors a Temple Grandin design.  |  NAthAN CRAig photo



8   |   ConneCtion  DeCeMBeR 2014   |   99   |   ConneCtion  

After almost 10 months as 
president of the Canadian 
Cattlemen’s Association 
(CCA), Camrose cattle pro-
ducer Dave Solverson admits 
it has been a whirlwind ride. 

Racing to town hall gather-
ings across the country and 
jetting off to meetings in Ot-
tawa, Washington and other 
global gatherings, he’s had lit-
tle time to reflect.  

Here at home, the tight sup-
ply of North American cattle 
that resulted in high calf pric-
es, has many Canadian cattle 
producers putting much-
needed cash in their pockets. 
But while all seems bright on 
the home front, there is much 
work to be done stateside.

In early October, the Five 
Nations Beef Alliance (FNBA) 
members met in Texas. FNBA 
represents producers from 
countries that account for 
one-third of global beef pro-
duction and about half of 
global beef exports. The Alli-
ance members, including 
Canada, the U.S., Mexico, 
Australia and New Zealand, 
reconfirmed a number of 
guiding principles. 

“As competitors, it’s impor-
tant for us to present a united 
front on the international 
stage as we work towards low-
ering and eventually elimi-
nating tariffs and subsidies,” 
explains Solverson.

“During the meeting, one of 
the main topics of conversa-
tion around the table was to 
ensure that all alliance mem-
bers are taking the same mes-
sage to their negotiators for 

the new agreement with the 
Trans-Pacific Partnership 
(TPP).”

Free trade agreements, 
whether bilateral or multilat-
eral, tend to last years, so he 
says it’s important to get them 
right. 

“We are in a strong supply-
demand situation now and 
can afford not to settle for a 
compromise position,” Solv-
erson says.

The conference concluded 
with a statement issued by the 
FNBA calling for TPP leaders 
and their negotiators to se-
cure “gold standard” out-
comes for beef. This means: 
elimination of tariffs (without 
exclusion), no trade distort-
ing restrictions (quotas) or 
safeguards, clear disciplines 
for non-tariff barriers to 
trade, liberal rules of origin, 
trade-facilitating regulatory 
systems and international 
science-based standards. 

cool: the seemingly never-
ending saga 

Entering the New Year, 
there are few options left for 
the United States to continue 
to defend its County of Ori-
gin Labelling (COOL) legis-
lation. It can mount one more 
appeal to the World Trade 
Organization (WTO), which 
could be announced as late as 
January. After that, the Gov-
ernment of Canada should 
know within a few months 
whether Canada will win 
that last-ditch appeal. If so, 
then Canada should be in a 
position to impose retalia-

tions or tariffs by mid-2015.
“There are two coalitions in 

the U.S. that are onside to 
help us fight this segregation 
of Canadian beef product. 
One includes members from 
the American cattle and pork 
industries. After Canada 
posted a potential retaliation 
list of other commodities, 
more than 100 American or-
ganizations not directly in-
volved in livestock formed a 
coalition to also help in the 
fight against COOL,” says 
Solverson.

“These coalitions are speak-
ing out and writing congress 
trying to get the COOL segre-
gation stopped.”

Solverson expects that part 
of the pushback from the 
American political machine 
comes because the U.S. live-
stock industry lacks the same 
working relationship with 
their law makers as we do in 
Canada. As a result, the cattle 
and hog industries have been 
caught up in partisan poli-
tics.

Now that the Republicans 
have taken over the House of 
Representatives and the Sen-
ate, he is more optimistic 
about a satisfactory COOL 
resolution. 

town hall meetings
Solverson says many pro-

ducers admit they are retain-
ing few heifer calves this year 
to take advantage of the 
strong calf prices. They want 
to get some bills paid, says 

By BoNNIe WArNyCA

year in review  
with CCA president Dave solverson

C C A  R e v i e w

continued on page 10 ›› 

“We are in a strong supply-
demand situation now and 
can afford not to settle for 
a compromise position,” 
says CCA president Dave 
Solverson.  |  CCA photo
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Solverson. 
“One producer remarked 

that he sold his steer calves in 
the fall for as much as he sold 
his entire calf crop last year,” 
he says.

“I think we’ll begin to see 
more heifer retention next 
year. If the higher market 
holds, the number of bred 
heifers will eventually rise 
substantially.”

While trade deals continue, 
we need more labourers for 
Canadian packing plants to 
meet the needs of various 
customers, he says. 

“Between the two Alberta 
packing plants, they are short 
about 300 workers. It doesn’t 
seem to be affecting the 
throughput to any great de-
gree, but it does mean that 
packers are missing some op-
portunities to add more val-
ue,” says Solverson.

“For instance, we still don’t 
have bone-in access to China 
so it takes skilled workers to 
de-bone that product. A lot of 
times sellers would go after 
some of these markets that 
require certain products, but 
they just don’t have the labour 
force to do it.”

The number of processed 
cattle in Canada has re-
mained steady at 45,000 to 
55,000 head per week, but 
Solverson says Canada is still 
exporting about a million 
head of live cattle per year, 
which includes feeder calves 
and fed cattle, plus cull cows 
and bulls.

He says even though prima-
ry agriculture has been ex-
empted from the new chang-
es to the Temporary Foreign 
Workers Program, the CCA is 
working with government to 
reform the current immigra-
tion strategy.

But labour shortages are an 

 ‹‹ continued from page 9

industry issue. The average 
age of farmers/ranchers in Al-
berta is 55, which reflects the 
average age of producers in 
North America. But, there are 
ways to bring in younger pro-
ducers.

 “One way to get a foot in the 
door in the cattle industry is 
through feeder and breeder 
co-ops. They require a low 
down payment and collective 
security,” he says.

“There are other opportuni-
ties for expansion as well. As 
more ranchers and farmers 
exit, there is pastureland 
available for rent. My brother, 
Ken, and I are taking advan-
tage of available pasture in 
our area as some of our neigh-
bours have sold their cows.

“We’ll see the expansion 
come in the form of fewer pro-
ducers and larger herds. 
While some have a negative 
view on the idea of ‘consolida-
tion’, most farms and ranches 
in Canada have expanded be-

cause they’ve brought in oth-
er family members in a share 
structure.”

five-year industry strategy
CCA is leading the discus-

sion on a five-year cattle in-
dustry strategy along with 
the National Cattle Feeders, 
the Beef Cattle Research 
Council, Canada Beef Breeds 
Council and Canada Beef Inc.

The strategy is built on four 
pillars:

Beef demand: increase car-
cass cut-out value.

Competitiveness: reduce 
cost disadvantages compared 
to main competitors.

Productivity: increase pro-
duction efficiency.

Connectivity: Enhance syn-
ergies within industry and 
connect positively with con-
sumers, the public, govern-
ment, and partner industries.

It’s anticipated that the na-
tional strategy will be fully 
launched to the industry by 

year end. 

What’s been the most 
rewarding part for you in this 
position?

“I’ve witnessed first-hand 
the respect that government 
and our alliance members 
have for the CCA. It has been 
a real pleasure to meet with so 
many of our counterparts 
from around the world. I’m 
not a master of all trades, but 
I’m sure mingling with mas-
ters,” says Solverson.

“I must add that without the 
support of my family includ-
ing my brother, Ken, my 
daughter, Joanne, and long-
time employee, Joe Bennett, I 
wouldn’t be able to leave 
home for this immense op-
portunity.

“We run 750 black cows and 
retain the calves to finish. It 
has helped me to understand 
all sectors of the industry 
from calving to grassing year-
lings to finishing.” 

Steaks for soldiers is an important event for CCA. CCA president Dave Solverson (far right) 
lends a hand at an event in Edmonton.  |  CCA photo
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tight cattle supply changes  
Canada Beef’s marketing plan
By BoNNIe WArNyCA

Jack Hextall, a cow-calf pro-
ducer from Grenfell, Sask., 
took over as chair of Canada 
Beef Inc. (CBI) in September 
2014. 

Hextall served as CBI fi-
nance chair in 2012 and is now 
getting settled in his new role. 

“In early November, I went 
on the Prime Minister’s trade 
mission to China along with 
four high profile cabinet min-
isters including Minister 
(Gerry) Ritz. We hosted a cou-
ple of media, importer and re-
tailer events where we didn’t 
just talk about the Canada 
Beef brand, but we served up a 
taste of our product,” says 
Hextall.

“I was impressed at how in-
terested the Chinese were 
about our beef production 
program. As more and more 
Chinese move up into the mid-
dle class ranks, they want beef 
on their menu. It must be 
raised in a pristine environ-
ment and under high safety 
standards.”

According to Hextall, Can-
ada exported about $32 mil-
lion dollars of beef to China 
up to September 2014, a 38 
percent increase compared 
to the same period last year. 
The main cuts marketed are 
boneless short ribs, leg mus-
cle cuts and chuck eye-roll 
for hot pot cooking. While 
many of the cuts are under-
valued in Canada, they are 
sought after in China.

The Chinese border is still 

not open to bone-in beef 
from Canada, but propo-
nents continue to lobby for it. 
Bone-in would raise the val-
ue of Canada’s exports con-
siderably because it would 
require less labour to process 
and it would open the door to 
a bigger product line.

“Canada Beef is in the pro-
cess of finalizing a three-year 
strategic plan that will deliv-
er on that strategy. With 
such a tight supply of prod-
uct, we’re targeting higher 
value markets in which to 
market our beef,” says Hex-
tall.

“Our new business plan 
will be all about building the 
Canadian beef brand and de-
veloping brand loyalty. The 
new Centre of Excellence set 
to open in Calgary is expect-
ed to be a centrepiece of the 

plan.”
During the years of recov-

ery after BSE was discovered 
in Canada, Canada Beef fo-
cused on promotion and 
moving large volumes. Now, 
the organization can turn its 
attention to marketing the 
Canadian Beef Advantage.

On the domestic front, with 
such high profile partner-
ships with Tim Hortons, Mc-
Donald’s Restaurants, Sub-
way and the Canadian Foot-
ball League, the Canadian 
beef brand is doing well.

Hextall says that Rob Mei-
jer, chief executive officer of 
CBI, explains it this way:

“Canada Beef Inc. is much 
like the CFL or the NHL , 
while the regional and pro-
ducer brands are the teams in 
play. Each team may have dif-
ferent attributes, but all play 

under the same banner.”
But even with unprecedent-

ed high calf prices, the future 
funding of producer-driven 
programs such as Canada 
Beef could be in jeopardy.

“In the days of the Canada 
Beef Export Federation 
(CBEF) and the Beef Informa-
tion Centre (BIC), there was 
roughly $18 Million from the 
national checkoff and the 
Legacy Fund for beef market-
ing and promotion.

“Today that number is $10.5 
million and with less cattle to 
market, estimates are that 
could drop to $8.5 million 
over the next few years,” says 
Hextall.

“The day will come when 
markets will soften as they al-
ways do in a cyclical industry. 
When that day comes, we 
need to be prepared by hav-
ing consistent value-added 
markets and cutting-edge re-
search. It takes money to con-
tinue that development.” 

Hextall says that all the na-
tional groups including CBI 
are beginning to discuss the 
possibility of raising the one 
dollar national checkoff. That 
conversation will be part of 
the national strategy to main-
tain presence in domestic 
and new export markets. 

“We will have an open dia-
logue with funders and pro-
ducers across Canada about 
the value of investing in their 
own industry,” suggests Hex-
tall. “We will need to grow the 
pie, rather than cut it up into 
smaller pieces.”  

Federal Ag Minister Gerry Ritz and CBI chair Jack Hextall 
promote Canadian Beef at a media event during an Asian 
trade mission.  |  CANADA BEEF photo

“I was impressed at how interested the Chinese were 
about our beef production program.

JACK hEXtALL  |  cBI cHAIR

C A n A D A  B e e F  i n C  R e v i e w
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s A s k  A g  H A l l  o F  FA M e

Dale Montgomery has won 
many North American 
stock dog awards over the 
years.

His dog, Gyp, holds the re-
cord stock dog time at Canadian Western 
Agribition at 47 seconds. His dog, Huck, 
is legendary in stock dog circles.

Now Montgomery is attracting notice 
for other reasons. His contributions to ef-
ficient, low-stress livestock handling re-
cently won him a place in the Saskatche-
wan Agriculture Hall of Fame.

The story begins in 1986. Montgomery 
was coming to terms with a big change in 
his life – the end of a long, successful ca-
reer in rodeo. He’d started out when he 
was 17 years old riding broncs, then got 
into bulldogging, calf roping and team 
roping.

 “Every cowboy’s days are kind of num-
bered,” he says. “I’d rodeoed for years and 
I was getting ready to retire, or at least 
slow down.” 

Around that time, a friend living on an 
acreage near Saskatoon, was looking for a 
home for an energetic young Border Col-
lie. The dog was getting in trouble herd-
ing horses on neighbouring acreages.

 “He was going to get run over or some-
body was going to shoot him, so I got 
him,” says Montgomery. “As soon as I got 
him home, I saw he was a different kind of 
a dog. I didn’t know what it was. I just 
knew he could handle stock like nothing 
I’d ever seen.”

DAle moNtgomery  
AND “tHAt HuCk Dog”
how one man and 
one dog brought a 
better way of stock 
handling to 
saskatchewan
By sHIrley Byers

That was Huck, the dog he credits with 
transforming his way of thinking about 
stock dogs. There’s a softening in his voice 
when he talks about “that Huck dog”.

“For years, most cowboys basically 
wanted a dog that would chase cows. But 
Border Collies are a gathering dog. You 
can send them out a half a mile or a mile 
away and they will gather cows home.  
You learn to work with that natural in-
stinct so that at command they will circle 
a herd. Then, at whatever point you want, 
they will bring them up. Once they’re 
trained, you can use them for herding or 
driving,” says Montgomery. 

 “That’s the way that Huck dog was. He 
was a natural. That dog taught me a much 
better way of handling livestock. You 
don’t want a dog that’s in there biting and 

chasing and causing a lot of ruckus. You 
want a dog walking in there calmly and 
coolly, and just a nip here and a nip there, 
but only if it’s needed.”  

All that winter, Montgomery worked 
with Huck. He’d trained cattle dogs be-
fore but he worried that he didn’t have 
quite the right knowledge to train this 
dog, whose livestock handling style was 
so different from anything he’d ever seen.

There wasn’t much information avail-
able in Canada on herding dogs, but his 
local librarian in Maple Creek found him 
a book, The Farmer’s Dog, by John Hol-
mes, which he recommends.

He learned from that book, and in the 
spring of 1987 he took Huck to a clinic in 
Fort Assiniboine, Alta., taught by Ray 
Ollerenshaw, then president of the Inter-

Dale Montgomery and his legendary dog Huck, with another win at Agribition.   
|  BRoWARNY photogRAphiCS photo 



12   |   ConneCtion  DeCeMBeR 2014   |   1313   |   ConneCtion  

national Sheep Dog Society. This was a 
man who had seen his share of talented 
herders, but he couldn’t stop raving about 
Huck.

In 1989, Canadian Western Agribition 
hired Montgomery to do a stock dog dem-
onstration during the rodeo. It was an in-
stant hit with the crowd and the stock dog 
competition has been one of the show’s 
most popular events ever since. 

As well as breeding Border Collies, 
Montgomery began to do custom train-
ing. There are usually 15 to 20 dogs on his 
farm in the Maple Creek area, not count-
ing the puppies. He’s raised two or three 
litters a year for the last 25 years and 
trained hundreds of individual dogs. 
And most of the dogs birthed on the 
Montgomery farm are descendants of 
that Huck dog. 

People often ask him, how do you know 
if a dog is a good one? The herding in-
stinct and other qualities a good stock 
dog needs all come in varying degrees, he 
says. Intelligence, strength and a train-

able disposition are all important.
 “With most dogs, you have to wait for 

that herding instinct to hit them, al-
though there is the odd exception, such 
as a puppy herding his or her litter-
mates. Generally, that instinct can be 
ignited anywhere from a few months to 
a year and a half,” he says.

 “With some dogs it happens very 
gradually. With others it can happen 
overnight.  One day they have absolute-
ly no interest in working. The next day 
they want to work like crazy. It’s like 
that instinct is there and something 
triggers it and away they go.”

Dog owners need to wait for that in-
stinct to kick in, but there’s plenty they 
can do in the meantime, Montgomery 
says. An eight- to 10-week-old puppy is 
too young to work, but it can learn obe-
dience.  He adds it doesn’t require a lot 
of obedience, just the basics.

 “I just want the dog to hang out with 
me, follow me around, come to me 
when called, maybe lie down or stay on 

command.”
In more than 20 years of competitions, 

Montgomery’s wins include seven 
World Stock Dog Competitions at the 
Calgary Stampede, eight Agribition ti-
tles, Farmfair Edmonton wins, as well as 
top times in Rapid City and Bismarck, 
North Dakota, and other American 
competitions.

He recently took dogs Ben and Sue to 
the fall shows at Lloydminster, Edmon-
ton and Agribition. But now, he’s not 
sure if he’ll continue to compete.

 “I turned 65 last winter,” he says. “A 
year and a half ago, I broke my back. 
That really slowed me down.”

He is currently thinking about a series 
of articles on training stock dogs for the 
Canadian Cowboy Country magazine 
and those might evolve into a book, he 
says. 

Montgomery was inducted into the  
Saskatchewan Agriculture Hall of Fame 
in August 2014.
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There was a time when cattle 
producers and research scien-
tists kept to themselves.

But the Beef Cattle Research 
Council (BCRC), is bringing 
them together to ensure re-
search funded by BCRC has 
the greatest impact in the in-
dustry.  

Dr. Reynold Bergen is the 
Science Director for the BCRC. 
Together with BCRC Execu-
tive Director Andrea Brockle-
bank and Beef Extension Co-
ordinator Tracy Herbert, they 
rely on a group of leading-edge 
beef producers to help make 
funding decisions that will 
move the industry forward. 
BCRC has also strengthened 
the lines of communication 
between other industry 
funders and the research com-
munity. 

“BCRC does not have a huge 
pool of funds to support re-
search in Canada so we’ve 
found ways to stretch those 
dollars. Nationally, BCRC re-
ceives on average, 15 cents out 
of each national check-off dol-
lar. In some provinces such as 
Saskatchewan, the research 
portion of that dollar is double 
that amount. Alberta and B.C. 
have also increased their con-
tributions. We’ve been able to 
leverage those research dol-
lars through funding from Ag-
riculture and Agri-Food Can-
ada (AAFC) and the Growing 
Forward Beef Cattle Industry 
Cluster,” says Bergen.

 “The value of research is 
now being recognized by 
more producers.  Saskatche-
wan once earmarked 10 cents 
of their national check-off 
dollar for research and that 
has increased to 30 cents. Al-

berta is up to 20 cents and 
B.C., Manitoba and Nova Sco-
tia have all increased their 
contributions. BCRC’s budget 
is now twice what it was just 
five years ago.

“Research is expensive and 
through the Beef Science 
Cluster, with BCRC and AAFC 
pooling our research dollars, 
we’ve been able to allocate 
more dollars towards projects 
of mutual interest. As well, 
other organizations are con-
tributing additional research 
funds, such as the Alberta 
Beef Producers, the Alberta 
Cattle Feeders Association, 
Beef Farmers of Ontario, Que-
bec Beef Producers, Pioneer 
Grain and the Grey-Wooded 
Forage Association of Alber-
ta.”

In 2012, BCRC held a Nation-
al Beef Research Workshop 
bringing together every seg-
ment of the industry, includ-
ing cow-calf producers, feed-
ers, packers, pharmaceutical 
companies, consulting vets 
and nutritionists. 

The workshop had two ob-
jectives. One was to review re-
search funded in the past five 
years. The other was to decide 
what research needed to be 
funded in the next five years.

“In the months leading up to 
the workshop, 25 different 
beef research funders were 
surveyed to develop a list of all 
of the projects they had fund-
ed in the previous five years,” 
says Bergen.

“The survey suggested that 
funders had not been commu-
nicating or working together 
effectively. As one example, 
the majority of the funding for 
feedlot health focused on re-

R e s e A R C H

Beef cattle research 
now more focused     
By BoNNIe WArNyCA

spiratory disease, which made 
sense. But on the cow-calf 
side, the vast majority of  fund-
ing was going to Johne’s dis-
ease. While Johne’s is a prob-
lem, it isn’t the only problem. 
There are many other health 
and welfare issues at the cow-
calf level that need more re-
search.”

In response to the funder 
survey, the council put togeth-
er a database to keep tabs on 
all industry-related research 
and funding agencies. They 
can now track if a project is al-
ready receiving funding from 
other sources such as govern-
ment, industry, or funders 
such as the Alberta Livestock 
and Meat Agency Ltd. (AL-
MA). If so, then BCRC can de-
termine if the project already 
has sufficient funding. 

The discussions at the Na-
tional Beef Research Work-
shop led to the development of 
a National Beef Research 

Strategy. A number of govern-
ment and industry funders 
have adopted the National 
Strategy to guide their ongo-
ing beef research funding de-
cisions.

Bergen says that prior to 
2008, only about 10 percent of 
BCRC funding was allocated 
to forage research, well short 
of what it required. 

“When industry doesn’t 
fund an area of research, gov-
ernments take that as a signal 
that it’s not a high priority and 
they start to divert less dollars 
to that area. Retiring research-
ers aren’t replaced and eventu-
ally research programs shut 
down,” says Bergen.

“Since it’s forage that under-
pins the entire industry, under 
Growing Forward 2 and the 
Beef Cluster we are earmark-
ing about one-third of the 
funds to forage research. For-
age is getting a bigger slice of a 
bigger funding pie.”

AAFC field days brings producers and researchers together.   
|  AAFC photo
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»» BCRC, established in 1997 as a division of the Canadian 
Cattlemen’s Association (CCA), is charged with determining 
research and development priorities for the Canadian beef cattle 
industry. it also administers national check-off funds allocated 
for research. Each provincial beef organization determines what 
percentage of their national check-off dollar goes to research.

Currently, native forage 
breeding work is underway at 
AAFC’S Swift Current facility, 
led by Mike Schellenberg. 
Bruce Coleman at the Univer-
sity of Saskatchewan is work-
ing on tame forage breeding 
and the University of Manito-
ba is looking at alternative for-
age crops. 

In addition, Bergen sees part 
of the solution for increased 
and better forage production 
coming from a wider utiliza-
tion of legumes.

While more research is un-
derway into forages, an even 
bigger boost for forage re-
search is that younger re-
searchers are joining the ef-
fort.

“Mike Schellenberg trained 
post-doc Bill Biligetu from 
Mongolia. He has since been 
hired as the assistant profes-
sor in forage crop breeding 
with the Crop Development 
Centre at the University of 
Saskatchewan,” says Bergen.

“It’s exciting. Now we can 
more easily connect the dots 
from industry dollars to re-
search and then to developing 
more researchers in the field 
and place them in a position 
where they can train others.”

BCRC is helping to fund a 
new forage chair at the Uni-
versity of Manitoba, a position 
held by Dr. Emma McGeough 
from Ireland.  Dr. Raquel Ro-
driquez Doce from Spain is 
working at the Lacombe AAFC 
research station. Her research 
focuses on the development 
and management of cereal-
forage crops for improved uti-
lization in cow-calf, back-
grounding and feedlot opera-
tions.

To further strengthen the re-
search network, BCRC has de-
veloped a mentorship pro-
gram modeled after the CCA’s 
Young Leaders program. 
These new forage researchers 
have been partnered in a one-
year pilot program with inno-
vative cattle producers and in-
dustry professionals in order 
to further open the communi-
cation lines between industry 
and research.

To address the void caused 
by an industry reduction in 
on-the-ground tech transfer, 
BCRC has developed a website 
– www.beefresearch.ca – to 
make it easier for producers to 
access new technologies and 
production-related research.

Webinars are also proving 
popular with producers – not 
only from Canada, but North 
America and internationally.

“We’ve done three webinars 
to date focusing on the build-
ing blocks for reproduction, 
genomics and mineral nutri-
tion. The response has been 
phenomenal. The webinar has 
a Q & A survey part way 
through and it gives the pre-
senter an idea of his audience 
and what they are interested 
in. It also provides producers 
with a face to identify with 
when they have questions 
about particular issues,” says 
Bergen.

“Through social media, in-
formation is much more ac-
cessible to producers on a  
larger scale. They are either 
paying for the research 
through check-off dollars or 
taxes and they are now more 
aware of how their dollars are 
being spent which provides 
real value.”  

www.saskbeef.com

Featured agrologist

1,500 Agrologists practice in Saskatchewan.
Is your advisor a Professional Agrologist (PAg)

or an Agricultural Technologist (AT)?

Supported by:

Agrologists  |  Qualified. Committed to Ethics. Regulated. Professional.
By Saskatchewan law, only a registered member can practice agrology.

The future of your business deserves a professional.

www.sia.sk.ca/find-a-member 

John Ippolito, PAg
Regional Crop Specialist
Ministry of Agriculture

John is well known as a “go to” person when 
there’s crop production issues or challenges. 
He has been providing knowledge and advice to 
farmers for over 30 years. 

“Producers want advisors with a professional 
agrologist (PAg) designation because it gives them 
the confidence that they are receiving accurate, 
science-based information. The requirement for 

ongoing professional development each year is what keeps me up-to-date 
in my area of practice.”

John was raised in south east SK and a graduate of the College of 
Agriculture & Bioresources. He started his career with Saskatchewan 
Wheat Pool and enjoyed the past 27 years with the Ministry of Agriculture.

Michael Champion, PAg
Head of Industry & Government Relations, SK
Ducks Unlimited Canada

Michael provides leadership in developing policy 
for Ducks Unlimited Canada and communicating 
those policies to government and industry. 
This includes the Ministry of Agriculture and 
Environment, Nature Conservancy of Canada, 
the Saskatchewan Wildlife Federation, farmers, 
ranchers and others.

“Being a PAg gives us credibility when dealing with stakeholders because they 
know we are properly trained, up-to-date in our area of practice and able to 
speak on behalf of agriculture.”

Michael was born in Moose Jaw and graduated from the College of AgBio 
in 2000. He joined Ducks Unlimited as a field agrologist, spent 3 years with 
PFRA, and returned to Ducks in his current position. 



Beef Producers in Saskatchewan may qualify for funding provided 
through Growing Forward 2, a federal-provincial-territorial initiative

NEW BIOSECURITY PROGRAM!
Producer Funding Available for Vet Visits to Assess the Risks...

and Develop Protocols

FOOD SAFETY
50% up to $750/producer

Eligible equipment includes:
*squeeze with neck extender

*individual livestock weigh scale
*record keeping software 

To be Eligible, Producers Must Have:
$2,500 in Cattle Sales, Completed VBP Training,

Room Left in $750 Cap

To learn more about VBP in Saskatchewan,
visit saskvbp.ca or contact Coy Schellenberg, Provincial Coordinator,

at 306-859-9110 or office@saskvbp.ca

VERIFIED BEEF PRODUCTION
IN SASKATCHEWAN

BIOSECURITY
50% up to $1,000/producer

Eligible items include services 
provided by a Vet to undertake:

*Biosecurity Assessment
*Biosecurity Protocol Development

To be Eligible, Producers Must:
Attend a Workshop and Receive the Vet Advice 

In-Person and On-Farm



2015 WINTER WORKSHOPS
BIOSECURITY & FOOD SAFETY AWARENESS

In order to be eligible for any 
funding, producers need to 
complete the VBP training.  

For Biosecurity Funding, 
producers must attend a 

Workshop.

For Food Safety Funding, 
producers must attend a 

Workshop or take the 
Online Course.

All Workshops and Online 
Courses are offered at no cost!

Please RSVP for the Workshop 
you plan on attending!

FREE LUNCH AT ALL WORKSHOPS!
All winter workshops will begin with a FREE Lunch at noon 

provided by Boehringer Ingelheim:

WORKSHOPS SPONSORED BY:
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i n s u R A n C e  P R o g R A M

By sHIrley Byers

Cattle prices are robust 
these days, but pro-
ducers haven’t forgot-

ten the times they weren’t. 
That’s why uptake of the 
Western Livestock Price In-
surance Program (WLPIP) 
has been, and will likely con-
tinue to be brisk, says Jodie 
Griffin, program co-ordina-
tor with the Saskatchewan 
Crop Insurance Corporation.

Producers purchase insur-
ance to manage the risk of fall-
ing prices. If the market falls 
below the coverage price with-
in the selected time frame, the 
producer receives the differ-
ence between the coverage 
price and the actual price re-
ceived. The program is market 
driven, taking into account 
three risk factors: price, cur-
rency and basis. 

Price risk is calculated from 
the futures forecast. Currency 
refers to our Canadian dollar. 
Basis is the difference be-
tween current price and the 
futures or the current price in 
one location as compared to 
the price in another location.

 “Basis is the component 
most subject to volatility. It’s a 
moving target,” says Griffin.

To sign up, producers can go 
to their local crop insurance 
office and fill out an applica-
tion. When the application is 
complete, they will receive an 
email with their activation key 
to get started.

Because the program is 

about forecasting prices, there 
are time restrictions as to 
when producers can buy the 
policy.

The WLPIP website at: 
http://www.wlpip.ca/ offers 
up-to-the-minute informa-
tion. Once producers are 
signed up, they can access the 
program online.

 “We really want producers 
to understand that signing up 
for the program does not mean 
they’re obligated to purchase a 
policy. It just means their sub-
scriptions have been put into 
the program. If in the future 
they wish to participate, it’s 
there and accessible for them 
to participate. It’s 100 percent 
voluntary,” says Griffin.

In the fall, many producers 
were looking at the Feeder 
segment of the program. But 
for cow-calf producers, the 
calf program will start again 
Feb. 3, 2015 and run until May 
28, 2015.

Calves born in June may still 
qualify for that program.

“The program is about the 
forecasted price in the fall. So 
producers calving later in the 
year, but still intending to 
market sometime in the fall, 
can still purchase the insur-
ance. They will just be pur-
chasing it before their calving 
cycle is complete,” Griffin says.

The total expected sale 
weight of the cattle being mar-
keted must be factored into 
the insurance premiums and 
payout. But what happens if it 
is above or below the expected 

Insurance Program 
guarantees a  
floor price

sale weight?
“The key word is the ‘expect-

ed’ sale weight. We all under-
stand that the sale weights can 
fluctuate. Payouts are made 
on the expected sale weight 
you have insured,” says Grif-
fin.

 “Death losses, change in 
marketing dates, percentage 
of retained heifers and change 
in bull power – these are all 
factors for consideration when 
estimating expected sale 
weight. Those are things that 
must be considered. This is 
expected sale weight – we 
don’t expect you to be bang 
on.”

Producers can also decide 
not to sell their animals with-
in the insured time frame, says 
Griffin, providing an example.

“The policies of our cow-calf 
producers are coming due to-
day. Let’s say they’ve decided 

they’re going to retain those 
calves. They want to back-
ground them. That’s com-
pletely fine. The policy ex-
pires. Whether they are sell-
ing the calves in the 
marketplace or transitioning 
them in the next production 
cycle, that still speaks to risk. 
If it’s a declining market they 
would still get their payout.” 

Pat Hayes from Val Marie is 
one of Saskatchewan’s five di-
rectors for the Canadian Cat-
tlemen’s Association. One of 
the components he pushed for 
in the WLPIP was cost-shared 
premiums, an arrangement 
like crop insurance, in which 
the provincial and federal gov-
ernments split the cost of pre-
miums with producers.

That didn’t happen, but the 
program’s administration is 
cost-shared between the fed-
eral government and four 

The Western Livestock Price Insurance Program allows cattle 
producers to insure a floor price for calves, fed cattle and 
feeder cattle.  |  FilE photo
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western provinces. The feder-
al government has also com-
mitted to deficit financing. 
This means that at times when 
there’s not enough money in 
the pool to pay out the policies, 
the federal government makes 
up the difference. 

Besides being bankable – 
producers can use the fact that 
they have this price insurance 
to negotiate with their bank-
ers – the program offers two 
other solid advantages, he 
says.

First, it puts producers in a 
stronger position when they 
are contracting cattle.

 “Major feeders that have 
contracted cattle ahead of 
time will have to narrow up 
their basis to contract cattle 
now because if they put too big 
a premium on a delivery date 
that’s a long way off, producers 
will just insure the cattle in-
stead of taking a contract with 
a feedlot.” 

Second, this program will 
keep cattle in Canada and help 

keep infrastructure such as 
trucking, order buying firms 
and packing houses healthy.

 “For example, right now we 
have a cheaper cost of gain go-
ing to the U.S. Corn is cheaper 
than barley so the U.S. can bid 
more on Canadian cattle than 
Canadians can,” says Hayes.  

A Canadian cattle producer 
might wonder if spending 
$1,500 or $1,600 for a calf with 
no guarantee as to what he’ll 
get out of that animal a few 
months down the line is worth 
the risk.

With the WLPIP, potential 
buyers can buy insurance on an 
acceptable bottom price. If the 
market does go higher, they’ll 
get the higher price. If it takes a 
dive, they’ll still get their in-
sured price. 

Hayes says it keeps cattle in 
Canada. Keeping cattle in Can-
ada, whether they’re back-
grounders or finishers, means 
they become fat cattle in Cana-
da. That helps keep Canada’s 
packing houses running.

Making Seeding Simple!

Telephone: 780-352-9890, Wetaskiwin, AB

www.technotill.com

IMPROVED PACKER PLATES

• Sideband fertilizer
• Reduce maintenance
• Reduce costs

 IMPROVE GERMINATION
 DIRECT SEED INTO SOD

 PROVEN IN WET & DRY CONDITIONS

Grazing Re-Imagined: 
Managing Complexity 

for Conservation & Profit
ND Grazing Lands Coalition Winter Conference 

Wednesday, Jan. 21
9:30 a.m. to 5 p.m. CST at the Grand Hotel Minot, Minot, ND

For more information or to register at www.ndglc.com 
under events or phone 701-527-5169

Register by Jan. 14
$30 per person • $50 per couple • $20 student 

Includes membership in the NDGLC, conference meals and snacks

KEYNOTE
Dr. Gordon Hazard

West Point, Miss.

KEYNOTE
Dan Dagget
Flagstaff, Az.
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A g R i C u lt u R e  A D v o C A C y

By BoNNIe WArNyCA

The Farm Animal Council of 
Saskatchewan (FACS) will of-
ficially launch their new name 
and new mandate this month 
– Farm & Food Care Saskatch-
ewan (FFC SK). The goal of the 
new organization is to bring 
together ALL commodity 
groups - including livestock 
and crops - under one umbrel-
la to talk about food.

“We are going to take our 
message of ‘food’ to the con-
sumer in a different way than 
has been done previously,” 
says Adele Buettner, Execu-
tive Director of FACS.

“The vision for FFC SK is to 
focus on the production of 
food from farmgate to the con-
sumer plate. We want to edu-
cate consumers and all those 
within the Agri-food industry 
about the processes associat-
ed with how their food is 
raised and introduce them to 
the people that raise it, pro-
cess it and cook it.” 

It’s a new conversation 
FACS sister organization in 

Ontario rewrote their man-
date and identity about two 
years ago when they formed 
Farm & Food Care Ontario. 
Their goal was to meet the 
growing consumer demand 
about where their food comes 

from. Now that FACS has fol-
lowed suit there are synergies 
and collaboration between 
the two on the new messag-
ing.

“About a year ago, the Sas-
katchewan Ministry of Agri-
culture held a one-day forum 
where both Farm & Food Care 
Ontario and our American 
counterpart, the Centre for 
Food Integrity, were invited to 
speak about their transforma-
tions.  A poll showed there was 
a lot of interest from the audi-
ence which included all the 
key players in the industry,” 
says Buettner.

“There was a commitment of 
$5,000 each from barley, 
wheat, canola, flax and pulse 
and matching funds from the 
livestock sector to get the ball 
rolling. The FACS board be-
gan the process to develop the 
bylaws and business plan for 
the new organization.”

FACS set up an FFC SK advi-
sory board to provide input 
into the creation of the new 
entity. The board included 
representatives from the Sas-
katchewan Cattlemen’s Asso-
ciation, Saskatchewan Egg 
Producers, Chicken Farmers 
of Saskatchewan, Sask Pork, 
SaskMilk, SaskFlax, Sask Bar-
ley, Sask Wheat, SaskCanola, 
Sask Pulse, the Saskatchewan 
Ministry of Agriculture, Sask 
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M
ENUS OF OPPORTUNITY

FArm group ADApts to 
CHANgINg lANDsCApe

Bison, the Saskatchewan Fruit 
Growers and FACS.

In November, FACS held 
their final AGM. In December 
it will officially launch the new 
organization at a two-day 
meeting in Saskatoon titled 
“Farms at the Table: Menus for 
Opportunity”.

The new group already has a 
number of initiatives planned. 
Following an Ipsos Reid sur-
vey result which identified the 
top ten areas of interest for 
consumers for farming prac-
tices, FFC Ontario together 
with a number of partners re-
leased the third edition of The 
Real Dirt on Farming. It’s a 
52-page document outlining 

We are going to take our message of ‘food’ to the consumer 
in a different way than has been done previously.

ADELE buEttnER  |  executIve dIRectoR of fAcs

Adele Buettner.  |  FFC SK photo
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farm and food care practices 
in Canada.

While the document was 
spearheaded by FFC Ontar-
io, the Saskatchewan group 
provided both funding and 
content. From this docu-
ment, FFC SK will develop a 
speakers’ bureau to provide 
skills and tools for farmers to 
speak out about their indus-
try.

“We held a puppet show 
during October’s educational 
week in Saskatchewan to take 
the message of the pizza farm 
to a number of elementary 
students across the province. 
It helped to tell the story of 
what crops go into making a 
pizza,” says Buettner. 

“We have a number of other 
projects already in the works. 

Some will align with the On-
tario group, some will be a na-
tional initiative and some will 
be made-for-Saskatchewan.

“We recently signed a four-
year sponsorship agreement 
with Great Western Brewer-
ies, for instance, to help to 
fund our efforts. As they pur-
chase 100 percent Saskatche-
wan wheat and barley, they 
are very supportive of the FFC 
SK and our interest to con-
nect with consumers with the 
food story.”

While an interim board is in 
place that includes a director 
from the main crop and live-
stock commodities and the 
Ministry of Agriculture, there 
will be formal elections held 
mid-February 2015, for a 
12-member FFC SK board.

The newly established group Farm and Food Care Saskatchewan 
will advocate for all forms of agriculture in Saskatchewan, 
including livestock and crop producers.  |  ADElE BUEttNER photo

When you recycle used oil, � lters and antifreeze you keep 
our water, my water safe. Used antifreeze is toxic and just 
one litre of used oil can contaminate one million litres of 
water.

And when you recycle their containers, plus DEF contain-
ers, you keep tonnes of unwanted waste out of our Back-
Forty and land� lls.

So I thank you, Bessie and the whole herd thanks you, as 
does Mother Nature.

usedoilrecyclingsk.com
Saskatchewan Association for Resource 
Recycling Corp.
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PA s t u R e  M A n A g e M e n t

By ANgelA lovell

Management is the most important fac-
tor when it comes to achieving maxi-
mum productivity from grazing. That’s 
the message Jim Gerrish told producers 
during a series of Manitoba Grazing Club 
workshops. 

 “We have certainly seen an increase in 
interest in better managing grazing 
sources,” says Gerrish, a grazing manage-
ment consultant and founder of Ameri-
can Grazing Lands Service LLC. 

“The high grain prices have increased 
gross income, but profit margins per acre 
haven’t changed that much because input 
costs increase as much as prices do. We 
can accomplish productivity increases 
just through grazing management, so the 
profit margin per acre is increasing for 
grazing lands while it’s shrinking for farm 
lands.”

The workshops, held at Miniota, Melita 
and Mather, were sponsored by Ducks 
Unlimited Canada with funding provid-
ed by Tundra Oil & Gas. 

Gerrish reports three pounds of gain per 
day per animal on finishing steers in his 
managed grazing system. Following are 
his five essential steps to gain maximum 
productivity from a grazing system.

1. build a better solar panel
Gerrish says only green, growing leaves 

take solar energy and make it into live-
stock feed. At least 90 percent of the 
ground should be covered with green, 
growing plants.

Leaves are the photosynthetic factory of 
the plant, so if excessive grazing removes 
too many leaves too frequently, the plant 
cannot support itself and will shrink or 
die. Plants capture less solar energy if live-
stock graze too long in the same pasture 
or graze the plants too short.

It can be tempting to leave the cattle for 
too long in one place, but what producers 
have to get past, says Gerrish, is the idea 
that they are going to waste grass if they 
move them too soon.

“To get high animal performance and 
faster regrowth, you need to move the an-
imals appropriately, even if it looks like 
they could stay one more day. There is no 
such thing as wasting grass because grass 
feeds grass, soil and livestock,” he says.

2. capture more water
Making more efficient use of every drop 

of water that falls on the land is a key 
factor to improving and maintaining 
productivity. Keep ground covered all 
the time with both living, growing ma-
terial and dead plant litter on the soil 
surface.

Cover will keep soil cooler than bare 
ground. Less soil disturbance from re-
duced-tillage or no-till will prevent evap-
oration loss and improve soil structure for 
better water infiltration and reduced run-
off.

3. maintain nitrogen and mineral cycles
Nitrogen (N) is usually a limiting ele-
ment for growth in most grassland eco-
systems and adding synthetic N fertil-
izer is generally unaffordable. Establish-
ing and maintaining N-fixing legumes in 
pastures is a much more cost-effective 
way to maintain the N cycle. As organic 
matter in the soil increases, the pool of N 
in the soil will also increase.

Many minerals are cycled through ani-
mals and excreted in urine and manure. 

        sTEPs  
To BETTER 
PAsTuRE  
MANAgEMENT

Healthy pastures and greater productivity require a combination of management 
strategies, says Jim Gerrish, a grazing management consultant.  |  FilE photo

5
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Minerals present in urine, such as N and 
potassium, are more readily plant avail-
able because they immediately return to 

the soil. Minerals such as phosphorus and 
calcium are released more slowly from 
manure as it decomposes.

Pastures that have more residual growth 
and better litter cover on the surface re-
main cooler and wetter. That hastens the 
decomposition of manure and accelerates 
mineral cycling.

4. encourage biodiversity
An ideal pasture system should aim not 
just for different plant species, but plants 
that grow at different times and provide 
different ecological functions. Examples 
include cool-season annuals and peren-
nials, warm-season annuals and peren-
nials, plus N-fixing plants.

Diversity in plant species also attracts a 
range of micro-organisms, insects, birds 
and mammals, all of which can perform 
vital functions to assist mineral and water 
cycling.

5. rest and recover
Balancing use and recovery in pastures 
is a key strategy to achieve and maintain 
maximum productivity. It’s essential 
that plants aren’t overgrazed or grazed 
for too long a period of time and that 
enough residual plant material is left be-
hind to aid regrowth.

“The optimum utilization rate for most 
pasture is 50 percent. If you take one-

third of the plant growth and leave behind 
two-thirds you will get better root growth. 
Leaving more residual will also improve 
water infiltration, give better drought re-
sistance, cool the soil surface and improve 
mineral and nutrient cycling to produce 
more organic matter in the soil,” says Ger-
rish.

Research suggests that by leaving four-
inch-high residue in a mixed cool-sea-
son, grass-legume pasture, regrowth 
produced one ton of feed in 40 days. 
However, it took 64 days to grow one ton 
of feed from a residual of two inches. Pro-
ductivity increased 60 percent by leav-
ing four inches rather than two inches of 
residual.

Length of recovery will need to be ad-
justed depending on weather conditions 
and growth stage. Gerrish emphasizes 
the need to plan grazing ahead of time 
and build in flexibility to allow for chang-
ing conditions.  

“You need to have a view of the whole 
season and what is ready to be grazed, 
what’s coming up behind you that you 
have already grazed and what’s going to 
be ready to graze ahead of you. Then you 
need to decide how to adjust your graz-
ing,” he says.

Angela Lovell writes for Ducks Unlimited 
Canada and Manitoba Grazing Clubs
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“Cattle coming into  
my feedlot are usually  
heavier, so I treat ’em  

with long lasting  
ZACTRAN on arrival.”

Heavier weight cattle are often at 
lower risk to BRD so it makes sense 
to treat them with the fast acting,1 long 
lasting2 product that won’t break the 
bank. (And it’s plastic, so you won’t 
break the bottle either.) 

Treat them with ZACTRAN®.
Ask your veterinarian why  
ZACTRAN is ideal for  
cattle in your feedlot.
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s B i C  C o n F e R e n C e

WeDnesDaY, JanuarY 21
8:00 am registration and coffee

8:30 am opening remarks and Introductions
  Dr. greg penner, Co-Chair 
  Saskatchewan Beef & Forage Symposium

 greetings from:
  the honourable lyle Stewart 
  Minister of Agriculture, province of Saskatchewan 
  Dean Mary Buhr 
  College of Agriculture & Bioresources, 
  University of Saskatchewan

9:00 am how to find the best cows in Your herd
  Dr. Nathan Erickson 
  Western College of Veterinary Medicine 
 power of production records
  tara Mulhern-Davidson 
  lonesome Dove Ranch, ponteix, SK

10:00 am networking break and Industry trade show

10:30 am antibiotic resistance & antibiotic use in beef cattle 
production
  Dr. tim McAllister, AAFC lethbridge 
 antibiotic use in a feedlot; a Veterinarian’s perspective
  (presenter to be announced)

12:00 pm luncheon and Industry trade show

1:30 pm Bruce Vincent, Montana logger turned motivational speaker, 
on the power of working collaboratively to safeguard your 
industry and build your reputation. 
 new strategies for pasture rejuvenation
  Dr. Alan iwaasa, AAFC Swift Current, SK 
 When Does rejuvenating your forage stand pay?
  Duane thompson, tee two land & Cattle Company,  
  Kelliher, SK

3:10 pm networking break and sbIc trade show

3:40 pm sweet forages
  (presenter to be announced) 
 perennial forage breeding:
 current progress, future perspectives
  Dr. Bill Biligetu, University of Saskatchewan 
 Increasing beef production in Intensive grazing systems
  Dr. Flavio Santos, University of Sao paulo, Brazil 
 forage Varieties and grazing management
  Aaron ivey, Evergreen Cattle Company, ituna, SK

6:00 pm beef and beer bash
 An evening of networking and entertainment that will include: 
 Fund-raising auction in support of the SBiC Scholarship Fund 
 the comedy of rising star Canadian performer Chris Funk

sbIc beef & forage sYmposIum agenDa
(subject to change)

Queensbury convention centre, evraz place
thursDaY, JanuarY 22
7:00 am buffet breakfast and registration

8:00 am low levels of mycotoxin in my feed: Is It safe?
  Dr. John McKinnon, University of Saskatchewan 
 feed mill approach to managing ergot contamination
  Amanda Van De Kerckhove, Co-op Feeds, Saskatoon, SK 
 rumen acidosis: how big is the problem?
  Dr. greg penner, University of Saskatchewan

10:00 am networking break and sbIc trade show

10:30 am reproductive management for late-season calving cows
  (presenter to be announced) 
 trade mineral status of saskatchewan pastures
  leanne thompson, Saskatchewan Forage Council 
 management strategies for the good times
  Craig Klemmer, Senior Agricultural Economist, Farm Credit  
  Canada

12:30 pm closing luncheon

tuesDaY, JanuarY 20
9:00 am bcrc committee meeting

 Ramada plaza hotel, Maple Room

10:00 am saskatchewan forage council board of Directors
 Queensbury Convention Centre, Salon A

4:00 pm trade show exhibitor set up (until 8:00 pm)
 Queensbury Convention Centre, Salon A

8:00 pm trade show exhibitors reception
 Ramada plaza hotel, pine Room

WeDnesDaY, JanuarY 21
Queensbury convention centre, evraz place

7:30 am registration and coffee

8:30 am saskatchewan beef & forage symposium

to 5:00 pm (includes lunch) and Industry trade show

12:30 pm saskatchewan cattle feeders association agm
 Conference Room 4

12:30 pm Verified beef production agm
 Conference Room 5

6:00 pm beef and beer bash
 An evening of networking and entertainment that will  
  include: 
 Fund-raising auction in support of the SBiC Scholarship Fund 
 the comedy of rising star Canadian performer Chris Funk

sbIc WeeK at a glance
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thursDaY, JanuarY 22
Queensbury convention centre, evraz place

7:00 am buffet breakfast and registration

8:00 am beef & forage symposium 

to 5:00 pm (includes lunch) Industry trade show

9:00 am saskatchewan livestock marketers association agm
 (members only) Conference Room 6

11:00 am saskatchewan angus association board of Directors
 Conference Room 4

12:00 pm saskatchewan stock growers semi-annual meeting
 Conference Room 5

12:15 pm sbIc closing luncheon

1:30 pm saskatchewan cattlemen’s association agm
 salons 1 & 2

6:00 pm at the ramada plaza hotel, canadian ball room:
sbIc awards banquet cocktail hour, followed by dinner 
at 7:00 pm and awards program

frIDaY, JanuarY 23
all friday industry meetings will be held at the ramada plaza hotel

9:00 am  saskatchewan livestock association breakfast and 
agm 
saskatchewan cattle breeders’ association agm 
oak Room

12:00 pm saskatchewan simmental association
board of Directors agm 
 Cedar Room
saskatchewan hereford association agm 
 Birch Room
saskatchewan angus association agm 
 oak Room

1:00 pm saskatchewan charolais association agm
 

Philip & Marie Harty 780.376.2241 ■ 780.385.5977 John & Myrna Rawe 780.376.3598

Plan now to attend...
Rawes Ranches Ltd.

32nd Annual Performance Tested Charolais Bull Sale
Tuesday, February 17, 2015

at the ranch, Strome, AB

On Offer: 140 TWO YEAR OLDS

Serving Commercial Cattlemen for
FORTY YEARS

Philip & Marie Harty 780.376.2241  780.385.5977 John & Myrna Rawe 780.376.3598

Bull Video & Catalog Online
www.rawesranches.com

The Ranch where performance is no accident!

MERRY 

CHRISTMAS

AND ALL THE BEST 

IN 2015!
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resolutions 
sca 2014 district meetings
By BIll strAutmAN

s C A  2 0 1 4  D i s t R i C t  M e e t i n g s

At the 2014 Saskatchewan Cattlemen’s 
Association district meetings, five resolu-
tions were passed. These will now be dis-
cussed at the 2015 SCA annual general 
meeting in January 2015. Resolutions 
passed at the AGM are used by the SCA 
board to help develop policy.

Additional resolutions may be prepared 
and brought from the floor for discussion 
at the SCA AGM. These may include reso-
lutions presented at district meetings 
that did not have quorum, or other resolu-
tions registered cattle producers may 
wish to have discussed, that were not pre-
sented at any SCA district meetings.

2015 sca agm – resolutIon 1

sca District 1 – resolution 1
Whereas BSE submission numbers are 
below target levels; and 
Whereas we are trying to reach negligi-
ble status; and
Whereas more 4D animals are being 
marketed which puts the industry at risk 

of public scrutiny about humane trans-
port; and
Whereas $75 is a minute sum as com-
pared to the salvage value of animals 
moved through the system; therefore
Be it resolved that a $4 levy be placed on 
marketed animals to create a fund that 
compensates producers 80 percent of the 
market value for animals submitted for 
BSE testing 
Moved by: Henry McCarthy 
Seconded by: Chris Leeds  
Carried 

2015 sca agm – resolutIon 2

sca District 3b – resolution 1
Be it resolved that the list of people re-
ceiving refunds of the provincial check-
off be made available to the membership 
at large; perhaps through the magazine 
or online.
Moved by: Walter Funk 
Seconded by: Pat Hayes   
Carried 

2015 sca agm – resolutIon 3

sca District 7 – resolution 1
Whereas the fall calf run is an extremely 
busy time for Saskatchewan cattle produc-
ers; and 
Whereas the SCA district meetings are 
held during the busiest week of the season; 
and 
Whereas cattle producers have a difficult 
time attending and supporting these dis-
trict meetings; therefore 
Be it resolved that SCA district meetings 
be scheduled for the first week of Decem-
ber and the SCA annual general meeting 
be moved to the last week of February. 
Moved by: Ron Shea - Kindersley 
Seconded by: Les Hauken - Brock 
Carried 

2015 sca agm – resolutIon 4

sca District 5 – resolution 1
Whereas animal movement tracking is 
more difficult and takes longer without 
premises ID; and
Whereas Alberta has mandatory prem-
ises ID; therefore
Be it resolved that the SCA encourage 
the provincial government to make 
premises ID mandatory.
Moved by: Tom Treen
Seconded by: Mike Neilson  
Carried

2015 sca agm – resolutIon 5

sca District 5 – resolution 2
Whereas much pasture, hay land and 
crop land has experienced excessive 
flooding because of drainage; therefore
Be it resolved that SCA lobby the pro-
vincial government to come up with a 
strategic plan regarding land drainage in 
consultation with producer associations 
so that unnecessary flooding of hay, pas-
ture and crop land does not occur.
Moved by: Lillian Skoretz
Seconded by: Terry Hull  
Carried

pAUlA lARSoN photo
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By BIll strAutmAN

For 2014, the Saskatchewan Cattle-
men’s Association had five districts eli-
gible for director elections – Districts 2, 
3b, 5, 7 and 9a.

Districts 2 and 3a held elections. In 
District 2, current director Ken Demy-
en from Qu’Appelle was defeated by 
Philip Lynn from Morse. In District 3a, 
current director Larry Grant from Val 
Marie held onto his position by defeat-
ing challenger Will Lowe of Kyle.

Directors in District 5 and 7 – Levi 
Hull from Willowbrook and Paula Lar-
son from D’Arcy – won by acclamation.

In District 9a, Ryan Sommerfeld from 
Medstead did not run again and Arnold 
Balicki from Shellbrook was named di-
rector by acclamation.

The new directors are expected to 
take their place on the board on Jan. 22, 
following the annual general meeting 
of the SCA in Regina.

sCA DIstrICt eleCtIoN 
results - 2014

canadian ag literacy week
March 1-7, 2015

The Saskatchewan Cattlemen’s Associa-
tion 6th Annual General Meeting will be 
held at Salon 1 and 2 in the Queensbury 
Centre in Regina on Thursday, January 
22, 2015, starting at 1:30 p.m.

Resolutions from the 2014 district 
meetings will be discussed and voted on. 
If registered producers have additional 
resolutions they would like to discuss, 
they can bring them forward from the 
floor of the AGM, to be discussed and 
voted on.

sca annual general meeting
thursday, January 22, 2015 – 1:30 pm

agenDa for the 2015 sca agm 
(tentatIVe)

»» Call to order and opening comments

»» Approval of agenda

»» Minutes of the 2014 SCA AgM

»» Chair report

 • introduction of new directors
 • thank you to outgoing directors

»» Financial report

»» Appointment of auditor

»» CCA representative elections

»» Resolution session

»» Closing comments

By BIll strAutmAN

Agriculture in the Classroom in partner-
ship with Farm Credit Canada, is pro-
moting Canadian Agriculture Literacy 
Week, for the fourth year in a row.

For the week of March 1-7, farmers and 
ranchers are being welcomed into grade 
3, 4 and 5 classrooms across Canada, to 
read books about agriculture to stu-
dents. They’re also encouraged to talk 
about their food production operations 
and give kids a chance to ask questions 
about where their food comes from and 
how it’s produced.

In 2014, 92 schools and 3,310 students 
in Saskatchewan welcomed 99 volunteer 

readers into their classrooms. For 2015, 
Agriculture in the Classroom has part-
nered with Viterra to develop a feature 
agriculture storybook around the theme 
of “Farm Stewardship and Sustainabili-
ty:  farming for the next generation.”

More than a dozen cattle producers 
took part in 2014.

If you would like to visit a local school 
to read and talk about your operation 
with elementary school students, con-
tact the SCA office. We’ll put you in touch 
with the Saskatchewan AITC people. 
Email us at communications@saskbeef.
com or call 306-665-2333.

s C A  A n n u A l  M e e t i n g
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M A R k e t P l A C e

EARLY CASTRATION

HUMANE
BLOODLESS
DRUG FREE

800-858-5974
www.CallicrateBanders.com

CALL FOR A DISTRIBUTOR NEAR YOU.

"The Callicrate Bander
is phenomenal."

George Chambers, Carrolton, Georgia

"The Callicrate ‘WEE’  Bander
is well worth the investment."

John Blevins, California

CATTLE GOATS SHEEP

MADE 
IN USA

HORN
REMOVAL

DELAYED CASTRATION

Trusted Quality, Trusted Support,  
Trusted Service!

NEW POLE MOUNT WIRELESS COWCAM SYSTEM!
WATCH OVER YOUR LIVESTOCK IN GREAT DETAIL!

All wireless systems include  
everything you need to view  
from any TV.
■  Wireless range, when all 

conditions ideal, can be as far as 1 km
■  Specially designed to address the 

environmental conditions of the prairie  
provinces, all outdoor rated equipment

■  Read an ear tag from over 150’ away in the dark
■ Control the rotation, tilt, and zoom functions of the camera 

with joystick
■  Zoom capability of over ¼ mile
■  Saves you 100s of trips to the barn
■  Ability to add audio pickup to hear the 

activity surrounding camera
NOW AVAILABLE – UPGRADE AND VIEW FROM YOUR SMARTPHONE!

            Facebook /allenleighSC            Twitter @allenleighSC

204-728-8878  
Toll free 1-866-289-8164
545 Assiniboine Ave., Brandon, MB
Call us today!
www.allenleigh.ca

PTZ 
10X

ELITE AUTOMOTIVE GROUP INC. O/A

SUBARU OF 
SASKATOON

MORE VEHICLES AT 
WWW.SUBARUOFSASKATOON.COM

*MSRP does not include Freight, PDI,Taxes & Fees *See dealer for details

471 CIRCLE PLACE • 665-6898 OR 
1-877-373-2662

2014 SUBARUXV 
CROSSTREK
THE GAME CHANGING CROSSOVER!

THE FARMER’S ALMANAC IS PREDICTING A 
HARSH, COLD & WET WINTER... IT’S TIME 

FOR A SUBARU!!

MSRP STARTING FROM 
$24,995*

$1,000
PURCHASE 
DISCOUNT

Full Off-Roading capability with Sym-
metrical AWD. 1,500 lb towing 

capacity. Generous ground 
clearance. Sporty handling. 

Class leading 
fuel ef� ciency 
6.0L/100 km.
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WWW.BERGENINDUSTRIES.COM
306-363-2131

$800PRICES START AT
Available in black, white or blue

1080 - 3400

US Gallon

306.253.4343 or 1.800.383.2228
Huge selection of banjo fi ttings at competitive pricing. 

www.hold-onindustries.com

Listen to Spirit of the West at  
www.bertradio-online.com

Hugh McLeannan
voice of

The Spirit of the West

(306)739-2900 primegrains.com/prime-sainfoin.htm
jhusband@primegrains.com

Organic Sainfoin Seed 
Europe’s “Healthy Hay” - sainfoin.eu

An ancient, non-bloating, 
nutritious, low input, perennial 
forage loved by all animals. 
Recent research from Utah State 
University indicates both better 
meat fl avor and nutrition from 
sainfoin supplemented forage.

SASKATCHEWAN’S
P R E M I E R
BEEF EVENT

Conference

“Forage Focus” 
January 22 – 24, 2015

EVRAZ Place, Regina SK

Beef & Forage Symposium
Industry Meetings

Host hotel: Ramada Plaza

For more information and to register visit: www.saskbeefconference.com

Dodge    City Auto

2014 RAM 2500 HD 
CREW CAB 4X4

Stock #P9029

WE WON’T BE UNDERSOLD
WWW.DODGECITYAUTO.COM

2200 8th Street East, Saskatoon, Sk
(Corner of 8th & Preston)

1-800-667-4755
306-374-2120 Dealer #911673

Was $56,905
$49,133
Less $1,500 
Loyalty Bonus++

CLEAROUT PRICE

$47,633*
$268 Bi-Weekly

WINTER
 RAM 2500 HD 

WINTERWINTERWINTERWINTERWINTER
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The discussion continues 
about food safety. Specifi-
cally, how safe are beef prod-
ucts when compared by con-
sumers to other protein 
sources in their diet. The Ca-
nadian Cattlemen’s Associa-
tion (CCA), through the Beef 
Cattle Research Council, has 
been working on this file.

Recent events have re-
newed interest and discus-
sion regarding the potential 
use of irradiation to kill 
harmful bacteria on meat. 
Irradiation may provide ad-
ditional insurance of food 
safety before meat leaves the 
plant.

Until recently, the last ma-
jor food safety recall in a Ca-
nadian beef packing plant 
was in the fall of 2007. Over 
the following five years, Ca-
nadian beef packing plants 
processed more than 15 mil-
lion cattle without a major 
food safety recall. But when 
harmful bacteria slip 
through the system, the con-
sequences can be serious. Ir-
radiation has the potential 
to provide an effective safety 
net if food pathogens man-
age to evade the first few 
lines of defence.

Irradiation is approved for 
onions, potatoes, wheat, 
flour, whole wheat flour, and 

whole or ground spices and 
dehydrated seasonings in 
Canada. Irradiation is ap-
proved for use in fresh meat 
in the U.S. but not in Canada.

The CCA submitted a peti-
tion to Health Canada to ap-
prove the use of irradiation 
in beef in 1998. That request 
was neither approved nor 
denied. It was neglected and 
allowed to lapse, perhaps be-
cause government feared 
how consumers would react.  

There are a number of mis-
conceptions about food irra-
diation. Irradiating food 
does not make food radioac-
tive. The radiation beam 
passes over the food, and 
once the beam has passed, 
the radiation has passed too. 
It’s like an electric fence — 
the fence stops being electri-
fied as soon as the fencer is 
unplugged. Irradiation 
doesn’t affect nutritional 
quality. 

National levy funds sup-
port research focused on 
electron-beam (e-beam) 
treatment of beef trim. This 
research is still underway, 
but preliminary results are 
encouraging. Firstly, e-
beam treatment was still 
able to kill between 90 and 
99 percent of the Salmonella 
that were inoculated onto 
the beef.

Even more promising, the 
e-beam killed 99.99 percent 
of the E. coli. This means 
that if there were 10,000 E. 
coli present on the beef be-
fore e-beam irradiation, on-
ly one of them would be ex-
pected to survive the treat-
ment.

cow-calf survey
It’s time to update beef pro-

duction numbers. The West-

ern Beef Development Cen-
tre and its partners have ini-
tiated a survey in Western 
Canada. It’s been a long time 
coming. The last one took 
place only in Alberta in 1999.

Government, researchers 
and producer groups agreed 
it was time to find out what 
is happening on beef opera-
tions across the four western 
provinces. In order to make 
sound decisions about where 
research dollars should be 
spent, what government 
programs should exist and 
determine the structure of 
the demographic, we need 
your input.

Think about it. The indus-
try has changed a lot since 
1999. Updated information 
can be used to develop re-
search programs and exten-
sion courses and may also 
confirm shifts that have oc-
curred on many operations.

The survey includes ques-
tions about when the breed-
ing season started, the 
length of calving times, calv-
ing problems and death loss-
es. Weaning weights and the 
number of calves that sur-
vived to that time are also in-
cluded. Questions have been 
added about modern prac-
tices such as swath grazing 
and pain control for dehorn-
ing and castration.

Individual results will not 
be shared, but interested 
producers can request a re-
port to compare their opera-
tion to others. The deadline 
to submit a written or online 
questionnaire is Feb. 28, 
with results expected in late 
spring.

So, let’s take a few minutes, 
sit down with a cup of coffee 
and document what’s actu-
ally going on in your herd 

and the beef industry in 
Western Canada. 

strong prices
A question running 

through some producer’s 
minds these days, is whether 
it is time to exit the beef in-
dustry. Regardless of the 
producer’s age, now may be 
the time to consider the op-
tions.

With cattle prices at levels 
never seen before by many, 
how does one make the most 
of this opportunity? For 
some, it may be time to fol-
low their plan to exit the in-
dustry, either all at once with 
a big sale, or over a period of 
years. For others, it may be 
time to commit to the longer 
term goal of staying in the in-
dustry and expanding.

All producers eventually 
exit the industry. Each one 
has the chance to decide how 
and when that day will come. 
Some will have made a suc-
cession plan and family will 
step forward and pick up 
where they left off. This is a 
good place to be.

Others will be the last gen-
eration on the place. This can 
be a more difficult decision 
to make — downsize and re-
tire knowing this is the end 
of the road for the family 
farm. Nonetheless, making 
this decision when the mar-
kets are where they are is a 
good place to be.

And then there are those 
who deny reality and pro-
crastinate to their detri-
ment. One thing is for sure. 
The reins are in your hands. 
It’s up to you to make the 
most of it.

CrAIg DouglAs | SCA CEo

C e o  R e P o R t

Beef irradiation would make meat safer
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We’d like to 
welcome a 
brand new 
addition to 
our family.

Nobody covers farming better or in more detail than The Western Producer. 
Come see our features, recipes, articles about machinery, livestock and agronomy, 
and reader contests. In print and online, if it’s farming, it’s here.

Ready to love on Android and iPhone

1-800-667-6929  |  www.producer.com  |

ALL
NEW

VERSION 5 
UPDATE NOW 
AVAILABLE



Be an 
AGvocate

Help tell the real story of Canadian agriculture

Our industry needs more agvocates

To reach its full potential, agriculture needs everyone in the industry  
to speak up and speak positively.

Agriculture More Than Ever is an industry-driven cause to improve 
perceptions and create positive dialogue about Canadian ag. Together 
we can share the facts and stories about this vibrant and modern 
industry, and tell the world why we love what we do.

It’s up to all of us to be agvocates and it’s easier than you think – visit 
AgMoreThanEver.ca and find out how you can get involved.
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