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One of the biggest challenges in the beef
business, or any business as far as that goes,
is to fill the needs of customers. For well over
a century Angus breeders have developed
their breeding programs and worked hard to
provide for the needs of their most important
customer — commercial cattlemen. Those
same commercial producers have provided
cattle for the next segment of the industry,
ultimately reaching consumers with the goal of
a high-quality and consistent end product.

It’s an interesting process, with each step
from conception to consumer depending on
each other and filling the needs, starting with
the contribution of genetics to the beef chain.

Genetic effect
In recent years the industry has more fully

realized the effect of genetics on its end
product. In some ways genetics are also the
problem in the industry, as we’ve mongrelized
the nation’s cow herd over the past three
decades. This has contributed to inconsistency
of the end product. Most segments today are
accepting the fact that, while management
plays a big part in improved beef products,
the major area of improvement will come
from wise breeding decisions.

In today’s industry the partnership between
segments is probably as effective as it has
ever been, but there is still plenty to be done.

ASSOCIATION LEAD IN
by DICK SPADER, executive director, American Angus Association

Filling the need is no accident

OFFICERS
PPrreessiiddeenntt  ——  Lawrason Sayre, 3332
Cool Branch Rd., Churchville, MD
21028

EExxeeccuuttiivvee  VViiccee  PPrreessiiddeenntt  ——  Richard L.
“Dick” Spader, 3201 Frederick
Blvd., St. Joseph, MO 64506

VViiccee  PPrreessiiddeenntt  ——  William Borror, PO
Box 158, Tehama, CA 96090

TTrreeaassuurreerr  ——  Charles “Bud” Smith Jr.,
5202 E. Hwy. 80, Russell Springs,
KY 42642

BOARD OF DIRECTORS
TTeerrmmss  EExxppiirriinngg  11999988  ——
Jack Baker, Missouri
Charles “Bud” Smith Jr., Kentucky
Steve Brooks, North Dakota
John Curtin, Illinois
Cecil McCurry, Kansas
TTeerrmmss  EExxppiirriinngg  11999999  ——
Jim Bradford, Iowa
Joe Elliott, Tennessee
Howard Hillman, South Dakota
Brian McCulloh, Wisconsin
Lowell Minert, Nebraska
TTeerrmmss  EExxppiirriinngg  22000000  ——
Keith Arntzen, Montana

Leroy Baldwin, Florida
Henry Bergfeld, Ohio
Minnie Lou Bradley, Texas
Abbie Nelson, California

AMERICAN ANGUS AUXILIARY
PPrreessiiddeenntt  ——  Renee Driscoll, Iowa

ADMINISTRATIVE STAFF
AAccttiivviittiieess  ——  Dean Hurlbut, director
AAddmmiinniissttrraattiivvee  SSeeccrreettaarryy  ——  Pat Musil
AAnngguuss  HHeerrdd  MMaannaaggeemmeenntt  SSyysstteemm  ——  
Scott Johnson, director

CCoommmmeerrcciiaall  RReellaattiioonnss  ——  Bill Bowman,
director

CCoommmmuunniiccaattiioonnss  aanndd  PPuubblliicc  RReellaattiioonnss
——  Susan Waters, associate director

EElleeccttrroonniicc  DDaattaa  PPrroocceessssiinngg  ——  Lou Ann
Adams, director

FFiinnaannccee  ——  Richard Wilson, director
JJuunniioorr  AAccttiivviittiieess  ——  James Fisher, director
MMeemmbbeerr  SSeerrvviicceess  aanndd  OOffffiiccee
MMaannaaggeemmeenntt  ——  Donald R. Painter,
director; Donna Holmes, assistant

PPeerrffoorrmmaannccee  PPrrooggrraammss  ——  John R.
Crouch, director

AMERIC AN ANGUS ASSOCIAT ION
3201 Frederick Blvd., St. Joseph, MO 64506
phone: (816) 383-5100; fax: (816) 233-9703

home page: www.angus.org; e-mail: angus@angus.org
Office hours: (M-F) 8 a.m. to 4:30 p.m. (CST)

More than ever before, Angus breeders are
striving to provide superior seedstock that will
help commercial cattlemen improve the quality
of their product and add to the profit line on
their balance sheets.

Predictable
Angus breeders use the best information

and the best technology available to fill your
demand for seedstock backed by proven
performance in the traits most important to
you. The industry has come to depend on the
American Angus Association for the most
accurate, predictable genetic information
available. The long-range plan of the Angus
breed continues to drive home that objective.

The American Angus Association over the
past decades has worked hard to serve the
commercial beef cattle industry through
numerous programs. We work closer than
ever before with commercial producers in a
number of areas. In April we staffed the new
Commercial Relations Department, and
efforts to achieve the Board of Directors’ goal
to improve relations with commercial
producers are now in full swing. This is just
one sign of the increasing cooperation
between the American Angus Association
members and commercial producers, and
you in turn with feeders, packers and
processors.

Opportunity knocks
It’s a good time to be in the Angus

business. We have a great opportunity to
prepare for even better times that are to come
in the next few years. There seems to be little
doubt that carcass traits and carcass quality
will be in strong demand, and this means that
producers who identify cattle with superior
marbling and lean yield genetics are going to
have an advantage.  Those genetics are in
the Angus breed.

That doesn’t mean that every other valuable
trait of the Angus breed isn’t important and
shouldn’t be seriously considered. It simply
means that today we have numerous bulls
available that can provide a balance of traits
that will be most useful for the majority of
cattle producers. In turn, there are numerous
bulls that can improve the progeny of your
cow herd in specific traits at a very rapid
pace. 

Along these lines, Angus breeders are
serious about providing carcass traits along
with calving ease, growth, feed efficiency,
fleshing ability of females, disposition. … The
list goes on. 

Already many of you have a good
indication of the carcass-producing ability of

your cow herds. In the years ahead many
more of you will retain ownership and collect
carcass information. Many of the new
alliances in the industry will move this system
forward. As a result, seedstock producers will
have to understand carcass evaluation and
be able to help you make intelligent bull-
buying decisions. Angus breeders are ready
for that future.

Success is not accidental
It is no accident that the Angus breed is in

the position it holds today. The world’s largest
database, sound breeding programs of
producers, and end-product marketing
programs such as the Certified Angus Beef
(CAB) Program, are only a few of the many
spokes in the wheel of success.

It will be no accident if Angus extends its
dominance in the 21st century. It will come as
a result of the planning and improvement of
the Angus breed and the continued effort of
Angus breeders to fill the needs of each
segment in the industry. 
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