
Movin’ Forward

Commercial cattle producers these 
days face a seemingly endless array of 
financial challenges — everything from 
feed, pasture and equipment to labor 
expenses are pushing upward. At the 
same time, higher production costs are 
being offset by tight inventories and 
strong prices for cattle.

Lessons in the data
As the recently released “Here’s the 

Premium” project showed (see page 
66), producers of commercial Angus 
cattle receive an added bonus of record-
high premiums paid for Angus calves 
at auction as compared to non-Angus 
contemporaries. The evaluation, which 
is conducted by Certified Angus Beef LLC 
(CAB), is a big one, including data from 
300,000 calves sold in 13,794 lots at 10 
markets since 1999.

It points to big-time premiums 
for Angus calves. Data from nine 
cooperating auction markets last 
fall showed the all-time high Angus 
premium in absolute terms. That was 
$5.30 per hundredweight (cwt.) for the 
combination of 504-pound (lb.) heifers 

and 511-lb. steers sold in 660 lots.
The lessons of this study — and many 

others — are simple and straightforward.
First, through the years, Angus cattle 

have consistently brought premiums 
in the marketplace — and one of the 
easiest ways for commercial producers 
to add value to their calf crop is to turn 
out a registered-Angus bull. Unlike 
other breeds, Angus cattle also balance 
and optimize economic traits that are 
important to you. The breed is naturally 
polled, which means no dehorning. The 
breed possesses excellent maternal traits 
and calving ease. Angus feeder cattle 
have long held a reputation for growth 
and performance in the feedlot, and no 
other breed consistently delivers higher-
quality beef for consumers.

Second, commercial producers 
realize that it’s not all about adding 
value; it’s also about reducing risk. 
That’s where Angus cattle really shine. 
With the industry’s largest and most 
comprehensive genetic-evaluation 
system standing behind them, Angus 
cattle have built-in reliability and 
predictability. In other words, when you 

invest in Angus 
bulls or females, 
you can use the 
Association’s 
expected progeny 
differences (EPDs) 
and dollar values 
($Values) to 
make educated 
decisions about 
how to shape your 
cattle and where 
you want your cow 
herd to go. 

If you need more marbling, the 
genetics are there. If you need more 
calving ease, the genetics are there. If 
you need more growth, the genetics are 
there.

Third, by investing in Angus genetics, 
you’re also taking an important step in 
ensuring the resources you devote to 
production — everything from capital, 
pasture, equipment and labor — is 
pointed to delivering the highest-quality 
products for consumers. In spite of the 
economic recession, consumer demand 
for the Certified Angus Beef ® (CAB®) 

brand continues 
at record-setting 
levels. In fact, 
since the mid-
2000s, consumer 
demand for CAB 
has outpaced 
demand for 
commodity Choice, 
an indication that 
our customers are 
wanting a great 
eating experience.

Unprecedented opportunities
So, as you begin making your 

breeding decisions this spring, look no 
further than Angus. As an Association, 
we’re prepared to work with you to help 
identify the genetics that will work best in 
your program. Plus, as a service-oriented 
organization, we are positioned like few 
others to help drive value back to your 
farm or ranch — and reduce risk for your 
business as we move into uncertain 
times and unprecedented opportunities.
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2013 OFFICERS
Phil Trowbridge, president & chairman of the 
Board, 164 Waltermire Rd., Ghent, NY 12075; cell: 
518-369-6584; phil@trowbridgefarms.com • 
Gordon Stucky, vice president and vice chairman 
of the Board, 421 N.E. 70 Ave., Kingman, KS  
67068; cell: 620-532-4122; gordon@ 
stuckyranch.com • Cathy Watkins, treasurer, 
4577 N. CR 850W, Middletown, IN 47356; cell: 
765-635-4222; beaver-ridge@att.net

2013 BOARD OF DIRECTORS
Terms expiring in 2013— John Elbert Harrell, 
1343 Lee Rd. 157, Opelika, AL 36804; cell: 334-
524-9287; jhnharrell@gmail.com • Leo 
McDonnell Jr., 13 Bull Dr., Columbus, MT 59019; 
cell: 406-780-0176; leomcd@hotmail.com • John 
Pfeiffer Jr., 5103 W. Hwy. 51, Mulhall, OK 73063; 
cell: 405-880-0862; pfeiffer@agristar.net • Jim 
Rentz, 1005 W. Vine St., Coldwater, OH 45828; 
cell: 937-477-5347; rentzjames@yahoo.com • 
Kevin Yon, PO Box 737, Ridge Spring, SC 29129; 
cell: 803-622-4140; kyon@pbtcomm.net
Terms expiring in 2014—Chris Sankey, 1121 
Lake Rd., Council Grove, KS 66846; cell: 620-343-
0456; sankeys6nranch@yahoo.com • Arlen 
Sawyer, 44718 873rd Rd., Bassett, NE 68714; 
cell: 402-760-0232; abcattle@huntel.net • Doug 
Schroeder, 971 Rose Ave., Clarence, IA 52216; 
cell: 563-357-4044; schroederangus@msn.com • 
Darrell Silveira, PO Box 37, Firebaugh, CA 93622; 
cell: 559-217-1504; silveirabros@msn.com • Jim 
Sitz, 9100 U.S. Hwy. 91 N., Dillon, MT 59725; cell: 
406-925-9888; jimsitz1@gmail.com
Terms expiring in 2015—Charlie Boyd II, 6077 
Helena Rd., Mayslick, KY 41055-8717; cell: 606-
584-5194; cboyd2@maysvilleky.net • Scott 
Foster, 11893 M 140, Niles, MI 49120; cell: 269-
208-6470; sfostersrf@gmail.com • Phil Howell, 
729 W. Washington St., PO Box 442, Winchester, 

IN  47394; cell: 765-546-0838; dochowell765@
aol.com • Vaughn Meyer, 15571 Sorum Rd., Reva, 
SD 57651; home: 605-866-4426; sdangus@
sdplains.com • Don Schiefelbein, 34897 717th 
Ave., Kimball, MN  55353; cell: 303-324-5149; 
dschiefel@meltel.net  
Industry appointments—Dwight ‘Kip’ Palmer, 
Palmer Food Services, 900 Jefferson Rd., 
Rochester, NY 14623; office: 585-424-3210; 
kpalmer@palmerfoods.com • AGI Board, Dr. Larry 
Kuehn, U.S. Meat Animal Research Center, P.O. 
Box 166, Clay Center, NE 68933; office: 402-762-
4352; larry.kuehn@ars.usda.gov • Foundation 
Board, Laurie Widdowson, 15175 U.S. Hwy. 30, 
Lodgepole, NE 69149; cell: 308-249-0205; 
laurie@sandpointcattle.com

ADMINISTRATIVE STAFF
Bryce Schumann, CEO; Diane Strahm, executive 
administrative assistant; Bill Bowman, COO and 
AGI president; Rich Wilson, CFO; Milford Jenkins, 
Angus Foundation president; Terry Cotton, API 
president; John Stika, CAB LLC president

DEPARTMENTAL STAFF
Lou Ann Adams, director of information systems; 
Crystal Albers, assistant director of 
communications & web editor; Katie Allen, 
director of marketing and public relations for the 
Angus Foundation; Tonya Amen, director of 
genetic services; Bill Bowman, director of 
performance programs;  Eric Grant, director of 
public relations; Scott Johnson, director of AIMS; 
Don Laughlin, director of member services; 
Kenny Miller, director of finance; Sally Northcutt, 
director of genetic research; Robin Ruff, director 
of junior activities; Chris Stallo, assistant director 
of information systems; Shelia Stannard, director 
of activities & events; Jena Thompson, assistant 
director of public relations
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Premium demand
Angus cattle have consistently 

brought premiums in the 

marketplace — and one of the 

easiest ways for commercial 

producers to add value to 

their calf crop is to turn out a 

registered-Angus bull. 


