
A good friend of mine asked me this question.  I think I kicked the dirt a little and probably stumbled through some words before 
finally telling him what I really thought and that was òNOó.  I said that with a tongue in the cheek, because if seedstock producers 
do not provide more information and selection than an innovative commercial cattle operation can easily do, they will become 
extinct.  With what we have learned from Hybrid and Composite bulls it is not necessary to purchase bulls from a seedstock pro-
ducer if the job is not being done correctly. 

In order to continue providing the commercial cattle industry with genetics, where do seedstock operators need to focus? 

Data:  It is easy to take actual weights, however EPDõs are a much more reliable source of performance information.   In 
addition, in herd data and analysis only provides more accountability and commitment to their breeding program. 

Bull Development:  Nutrition during bull development must be carefully monitored to allow full expression of genetic 
potential, but not to feed bulls to a point where they are overly fat, when their reproductive capabilities may be compro-
mised.  Typically, commercial cattlemen are not interested in bull development so in a way it is also a service. 

Customer Service:  Commercial cattlemen should understand that assistance is a phone call away. 

Innovative:  Seedstock suppliers need to be innovative in their business decisions.  They must constantly seek a more 
efficient and productive service to provide the consumerõs of their product.   

Breeding Program:  The seedstock producer should first assess the goals of their customer before pairing a bull to their 
program.  In doing this, they will step beyond the level of simply providing a bull, and into the realm of helping a pro-
ducer achieve their goals and maximize profitability. 

Every seedstock operation should work on all of these points.  However, I want to highlight the specific areas of focus at Rippe 
Gelbvieh.  From a data standpoint, we take as many actual weights as possible.  This increases the EPDõs accuracy for the bulls we 
market.  Consequently, our bulls EPDõs should be more reliable than your average seedstock producer.   In addition, we track 
cow weights and measure their percent body weight weaned.  We work hard on reducing mature cow size and the data and analy-
sis starts as open heifers.  Our goal is to create an in-herd cow maintenance EPD for our bull customers to use as a tool in bull 
selection.  We hired a nutritionist to assist us in bull development.  I do my best to call my customers at least once a year and 
encourage everyone to call me with any question.  We do our best to track new methods in cow/calf management, attend con-
ferences, and consult professionals in order to increase our awareness and our own profitability.  We are building a database to 
track our customerõs genetic goals.  This way, the customers affect our breeding decisions.  Knowing their goals will allow us to 
more closely assist them in their bull procurement.  Our goal is to build a closer relationship with our customers so that they are 
getting the best bull for their individual program and their dollars are being spent in the best way possible.  We encourage any of 
you to give us a call when it is convenient for you. 

Rippe Gelbvieh understands that without taking the extra step in seedstock production our business will become extinct.  It is our 

job to provide a basket of goods that is higher quality, creates less work for the commercial cattlemen, and allows them to focus 

on their business.  In turn, this will allow us to be a genetic supplier for the present and in the future.  
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òThe most effective way 
to cope with change is to 
help create it.ó 
L. W. Lynett 

Hello everyone, calves are weaned at home and I am real excited about this 
years crop.  I hope you find some valuable insight in this newsletter.  If you 
have any questions about the newsletter, or have some special request for 
other information, feel free to give me a call anytime at (316) 323-4874. 

Sincerely,   

Dustin Rippe  



Everyone wants to say which one is more profitable and lay out blanket statements.  However, each operation is differ-
ent, has unique advantages or disadvantages, and this must be analyzed often to find opportunities.  The week after 
Memorial Day weekend there was a real opportunity to back-
ground your calves, purchase your feedstuffs, hedge them us-
ing January feeder futures, and lock in an additional $30/hd.  
Since then feeder futures have softened and we have experi-
enced a run-up in the price of corn.  To truly take advantage of 
these opportunities and not be exposed to risk factors, you 
must look for ways to lock in profit objectives. 

 This table outlines an example of a calculation that determines 
backgrounding potential.  By taking a 550# steer today worth $108/cwt and adding 2 lbs/day into January the cost of 
gain to beat is $76.83/cwt.  This means that if you can add weight for less than $0.76 per pound (to a 550# steer to-
day), the January feeder board will pay you to add the weight.  If you can do this, it makes sense to background calves, 
rather than sell the calves at weaning.  This calculation was a real life example a few weeks ago.  Prices change daily 
and basis varies by region.  Another key point in this scenario is that you should be willing to lock in the January price 
(sell January feeder contract) now to reduce market risk. 

These opportunities open and close all the time.  However, it is important for cow/calf operations to analyze the best 

decision on marketing their calf crop each year.  Obviously this is simply an example of a snapshot in time and the mar-

kets have changed greatly since this time.  Feel free to contact Rippe Gelbvieh for any assistance in marketing your calf 

crop. 

Background or Sell at Weaning? 

  Per Cwt Per Head 

Jan Feeder Contract: $99.00 $841.50 

Basis for 850#: -$2.00   

Proj. Selling Price in January $97.00 $824.50 

Current 550# bids (cwt): $108.00 $594.00 

Value of Adding 300#:  $230.50 

Breakeven Cost of Gain (cwt): $76.83   

Beef Demand Update 

It is no secret that beef demand 
has been lackluster the past 12 
months during these tough eco-
nomic times.  Outside of the ob-
vious high unemployment, and 
current state of the economy sev-
eral other factors are weighing on 
the cattle market. 

The beef cutout to pork cutout 
spread is at historic levels.  Pork 
is very cheap to the consumers 
and offers them a very cheap pro-
tein alternative.  However, look-
ing forward the December live 
cattle futures compared to the 
December Lean Hogs futures is 
trending towards longer term 
averages.  If this continues, this 
shouldnõt be much of a factor in a 
couple months. 

Dairy herd retirements have put 
pressure on the slaughter cow 
market as well as the trimmings 
markets.  Cooperatives Working 
Together (CWT) recently an-
nounced a fourth herd retire-
ment in the last twelve months.  
This does not bode well for the 
price of cull cows this fall and 
marketing those cows immedi-
ately could very well be a pro-
ducerõs best option. 

The export markets have been 
disappointing for all the protein 
sectors.  It has been widely re-
ported the amount pork ex-
ported has been down so far this 
year.  Even though beef exports 
are adequate, considering where 
we have been in previous years 

this year is still disappointing.  
New leadership, similar to our 
democratic party, has been 
elected in Japan.  The other 
party has been in control since 
WW2, therefore it is tough to 
gauge when exports will pick 
up to Japan.  Talks dealing with 
Agriculture trade did start in 
the beginning of October. 

I decided to write a special sec-

tion on this topic because of the 

importance this plays into our 

cattle market.  Long term pro-

tein demand is very bullish on a 

global scale.  However, the 

current economic situation is 

currently masking this bullish-

ness. 



 

I have started a new job for a company called Cattle Fax.  I am really 
excited about the challenge to serve the cattle industry and to en-
hance my career professionally.  Cattle Fax is located in Centennial, 
CO and has been the source of information for the cattle industry for 
over 40 years.  Cattle Faxõs focus has been information on, by, and 
for the beef industry.   They are the global leader in beef industry 
research, analysis, and information.  Since 1968, their exclusive in-
dustry database has set the standard for market information and 
analysis.  Their expertise translates to a more profitable bottom lineð 
whether you are a beef producers, allied industry business partner, 
or financial institution.  Cattle Fax is not a stake holder in the mar-
ketñthey are an information and analysis service designed to meet 
the unique needs of the beef industry.  When it comes to providing 
you with tools you need to make profitable business decisionsñ
Cattle Fax is the deciding factor.  Cattle Fax serves many cow calf 
producers within the industry and has memberships to fit any 
budget.  If you would like more information about Cattle Fax please 
visit their website at www.cattlefax.com or call 800-825-7525 and 
ask for Dustin.  I will be serving the feedlots in CO and Western NE.  
I will also be serving the cow/calf and stocker operations in NM, 
CO, WY, MT, SD, ND, IA, NE.  As I said previously, I am really 
excited for this new opportunity and challenge and would also like to 
thank Meyer Natural Angus for enhancing my knowledge of the beef 
industry.   

Dustin takes a job with CattleFax 

Selling a bred Heifer

Rarely does Rippe Gelbvieh offer fe-

males for sale.  However, in November 

we are selling a bred heifer out of the 

heart of our breeding program on the 

Kansas/Nebraska Pick of the Herds Fe-

male Sale, November 29th at Salina Kan-

sas.  She is pictured on the right.  She is 

an ET heifer out of Foxi Roxiõs dam and 

EXT.  She is bred to Black Impact and 

expected to calve in the first 10 days of 

February. 

Bull Sale : 

March  1 3 , 2 0 0 9 

I recently went home and hand picked the bulls 

that will make the sale.  In addition, I have 

traveled to our cooperators and selected their 

bulls.  I am tremendously excited to showcase 

this pen of bulls.  We will offer more than we 

ever have and will ultimately market around 45 

bulls this year.  Come take a look whenever 

you want and we would be happy to show 

what we have this year and discuss our breed-

ing program. 

Look for us at Denver 

Rippe Gelbvieh has never exhibited at Denver.  

However, this trend is going to change this 

year.  We are planning to be exhibit a pen of 

red balancer bulls out of Buddy Boy.  In addi-

tion, we might be exhibiting another Buddy 

Boy bull out of our ET program and a black 

balancer bull out of our ET program.  We 

would also like to wish the Rea family good 

luck with their Foxi Roxi and Cherokee Can-

yon black balancer bred heifer.  As some of you 

may remember, 2 full brothers of this heifer 

were on our bull sale last year. 


