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Publishing for more than 29 years and devoted to Alberta’s 
beef producing industry, Alberta Beef Magazine has the largest targeted 

commercial beef circulation into Alberta of any other publication.



WE ARE 100% BEEF! By advertising in Alberta Beef Magazine 
you are reaching on a per capita basis, the largest cattle operations in Alberta.

FRONT COVER ADVERTISING!

E-BLASTS A GREAT WAY TO REACH MORE CLIENTS!
Readily accepted by recipients due to high trust level from more than 28 years of publishing 
for and about the beef producers of Alberta and Saskatchewan. All Alberta Beef Magazine 
and Beef Illustrated ads can be e-Blast ads and directly link to your websites and videos! 
Ask your sales representative for details and pricing!

EMAIL BLASTREACH 2110PRODUCERS

BUDGET SENSITIVE!
Camera Ready Ads Supplied To Us: 
A camera ready ad that has not published with us 
and supplied camera ready 4.5625” x 2.25” ... $185

Word Ads: $120 Allows approx. 75 words that can 
include full description of your product/services, 
contact information and a full colour logo.

INSERTS
Efficient and cost effective method of targeting Alberta’s 
largest commercial cow/calf producers with multi 
paged inserts or company brochures! Design services 
available. Insert rates upon request. 
Call us at 403-250-1090 for more details.

SPECIAL PROJECTS
Lets us produce, print, sell and take care of all the 
necessary details in producing your breed associations 
personal directory. Includes maps of producer locations, 
farm/ranch directions, membership listings and more. 
All printed on high quality, durable paper for longevity. 

SIGNS
Farm gate signs, show stalls, vinyl banners, 
vehicle graphics and trailer wraps, please 
call for more information at 403-250-1090 
or write us at: beefmags@albertabeef.ca

2019
B R E E D E R S  D I R E C T O R Y

IN-HOUSE DESIGN
Posters, catalogues, brochures, advertisements and also web 
site design ...  our In-House Design can bring your concepts 
or ideas to fruition including full service packages designed 
to enhance your marketing programs.

THE POWER OF FRONT COVERS!
Your distinct front cover will be our readers’ first 
impressions. And impressions keep on growing with 
our Alberta Beef Magazine on the inside holding the 
great profiles, stories and articles the readers enjoy 
and rely on. Your front cover will be seen for weeks 
and months to come as our readers retain Alberta 
Beef Magazine for more than 2 months.

2 OR 4 PAGE FRONT COVER PACKAGES 
TO CHOOSE FROM.
This unique front cover package offers impressive 
reach delivering to 7,000 producer homes with an 
average of 2+ readers per household. You reach 
14,000 beef producers, some could 
be your “new” customers!
2 Page Front Cover Package:  
$3,685 net.
4 Page Front Cover Package: 
$5,600 net.
Contact your sales 
representative for ad 
specifics and availabilities.

SHARE THE FRONT COVER
With Alberta’s Most Famous Beef People!
 1-3X 4-6X 7-9X 10-12X
Front Cover Banner  $1970 $1875 $1780 $1695
Front Cover Ear Lug  $840  $800 $765  $720

‘TOP SPOTS’ PREMIUM AD PLACEMENTS.
Top Spots are rotating advertising placements attached 
to well-known and respected columns, articles and story 
headings plus always-referred-to information.
• Political & Industry columnists
• Current hot subjects
• Ag financial experts
• Sustainability/Environment
• Table of Contents
• Events and more!
Only five Top Spots available 
per edition.
Ad space: 1.5”w x 1.75”h, 
full colour. $225 per insertion. 
Minimum 5 edition commitment 
$1,125 net.
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City consumers venturing out to shop during the pandemic are being confronted with some empty grocery shelves, most notably at the meat counter. For many, it brings the reality of a per-ceived food shortage close to home. Thanks to fickle human nature, it causes many consumers to buy even more meat, which exacerbates the situation. Such retailing disorder can be a goldmine for processors and 

marketers as they can sell everything in the meat case with no discounts, no wastage or leftovers. Packers have been running more shifts to satisfy the demand. They are paying higher wages and taking preventa-tive steps to keep their workforce healthy.  Increased demand has seen boxed meat wholesale prices reach-ing new highs over the previous two 

years. It’s been so lucrative that a US Senate committee wants to investi-gate American packers for excess profiteering during the virus crisis. The US National Cattlemen’s Beef Association also wants the cattle futures market investigated because of its wild gyrations and steady decline at a time of high demand.Industry commentators have pointed out that meat merchandis-ing and distribution have become complicated with the closure of the restaurant business. For instance, directing surplus high-end steaks and roasts to the retail market doesn’t work that well, being that the market is demanding much more ground beef, which is being sold out rapidly. No merchan-diser wants to grind tenderloins into ground beef as the retail price would be astronomical. Balancing the meat cut-out value must be a merchandiser’s nightmare right now. One suspects high-end cuts are going into frozen storage, but that can only last for a limited time. Eventually, the wholesale/retail market will work through all this, but it will take time. It’s at the producer/feeder level that real aggravation is setting in, and it has to do with cattle pricing dysfunction, futures market chaos, and high anxiety. The latter has everything to do with COVID-19 impacts. Beef producers and feedlot operators are getting exasperated with being left out of the increase in wholesale beef prices that pro-cessors are enjoying. Live cattle prices have been under significant 

pressure for several weeks even as demand for beef increases. One sec-tor of the industry making money and another losing is nothing new for the cattle business. Few cattle producers shed any tears when processors lose money on every carcass. The wild card in this situ-ation is the erratic behaviour of the futures market, with contract prices fluctuating and declining. Now by the time this column is published, all cattle pricing may have changed completely. One expects cattle feed-ers to start stalling their marketing, but that only works on a coordi-nated level and can’t last too long. It may be another marketing loss situation for the federal ag minister to use in addressing the shortcom-ings of the AgriStability producer support program. She could make this to be a food marketing emer-gency to justify changing the pro-gram or is that wishful thinking.Notwithstanding that, what is causing anxiety in the futures market is the genuine fear that packing plants may just close over-night because of the virus. That has already happened at large meat plants in the US, Ontario and Quebec. It’s guaranteed to get worse in a worker intensive business like meat processing. Harmony Beef in Balzac closed for a couple of days recently because just one employee had been diagnosed. Small plants are a concern, but it’s the giant processing plants that are the big worry. Cargill, JBS, Tyson and other plants have all had major shutdowns causing cattle marking 

“Notwithstanding that, what is causing anxiety in the 
futures market is the genuine fear that packing plants may just close overnight because of the virus.

OPINION

High anxiety with COVID-19 by Will Verboven... meat industry on the edge
Integrated Traceability Solutions  

 Feedlot Management Software www.itslivestock.com 
1-877-333-7373 

Right Now ® Emerald Mineral

©2020 Cargill, Incorporated. All Rights Reserved. 
ALTOSID® Insect Growth Regulator is a registered trademark of Wellmark International.

THE RIGHT NOW® MINERAL PROGRAM 
HELPS YOU MAKE SURE THAT THE 

RIGHT MINERALS GO TO THE RIGHT 
COWS AT THE RIGHT TIME. 

with Altosid®

Grass changes with the season. 
Shouldn’t your mineral? 

Ask your Cargill® consultant how Right Now® Mineral can 

help. You’ll get answers that go far beyond black and white.

For more information, email us at beef_can@cargill.com.  
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John Lee:He helped write the book on Ag Public Relations

On the inside...



SPONSORSHIP OPPORTUNITIES
Sponsorship of the topics and areas of special importance to the readers, enhances 

your company’s relationships with the beef producer readers of Alberta Beef Magazine.
• 4-H Shows and Sales • Events • Breed Features • Custom Feedlot Guide 

• Fall Feeder Guide • Commodities Column

SPECIAL EDITORIAL

INDUSTRY

Several shades of GREY

Critical Hazard Health Safety & Environmental Limited 
is an occupational health, safety and environmental 
consulting firm located in Lethbridge, Alberta. With over 20 
years of experience Critical Hazard HSE Ltd. provides the right 
insight to ensure the safety of your employee’s and business.

We provide safety leadership that is needed to the 
agricultural industry while supplying our clients with the 
information and training that is needed to up hold the 
integrity of your business as well as ours. We believe in 
company specific programs as your company and operation 
is unique and your safety management system should 
reflect that. With over 20 years’ experience in the safety and 
agricultural industry our team of dedicated professionals can 
assist you in all aspects of your operation.  

Critical Hazard HSE Ltd, is your one stop service provider, 
for company specific and specialized training courses and 
programs, we also work directly with company owners, 
right down to the labourers and workers to design 
and build a custom health and safety management 
systems to specifically fit your company or operation. 
We also provide all types of Personal Protective 
Equipment, Safety Equipment and Tools, as well as 
Rescue Equipment and Rescue Standby Services. 

We have had several successful program implementations 
where companies have seen drastic changes to their safety 
culture as well as a substantial reduction to not only their lost 
time incidents but also the reduction in their WCB cost. Some 
companies have seen these changes as early as 10 months after 
initial implementation.  Our programs have been proven to get 
results, if safety is your next step be sure to contact us first. 

Critical Hazard HSE Ltd.
3215 – 16th Avenue North

Lethbridge, Alberta, Canada  T1H – 5E8
info@criticalhazard.com  •  403-332-3316

www.criticalhazard.com

Looking at the list of 142 rec-
ommendations from the tech-
nical working group outlin-

ing how Occupational Health and 
Safety (OHS) rules could apply to 
farms and ranches with a deadline 
for comments the end of February, 
it’s apparent the AgCoalition has its 
hands full. Determining the intent 
of each piece of legislation and how 
it can be met within the context of 
the farm and ranch industry poses a 
lot of grey areas. 

“Therein lies the work ahead 
for the AgCoalition to take a risk 
assessment approach to see what 
the intent for each code require-
ment is and then transform it into  
practical guidelines that will work 
in our industry,” says Rich Smith, 
ABP executive director. “The OHS 
Act says an employer must take any 
steps that are reasonable and practi-
cal to protect the health and welfare 
of the workers. No one disagrees 

with that, but it will be a tedious 
task to develop the guidelines and 
then phase in implementation.    

“Sam Green from the Alberta 
Wheat Commission and a member 
of the AgCoalition, has done the 
exhaustive job of going through 
each of the recommendations and 
there are a finite number of risks 
not infinite.”

With more than 40,000 farms 
and ranches in the province, no one 
expects the long arm of OHS to be 
on every property auditing their 
compliance, but what this legis-
lation does is raise the profile of a 
safety culture. To do that, it is vital 
that the regulations are reasonable 
enough to encourage producers to 
move forward on them. The import-
ant thing is to get producers think-
ing of safety in everything they do. 

Smith says that one of the 
weaknesses of the legislation is 
that it doesn’t make work places 

safer – what makes them safer are 
employers and employees having 
the education and training to make 
them safer. “One of the things that 
became clear as the government was 
working through Bill 6, was that the 
best way to increase the coordina-
tion of education and training activ-
ity was to develop our own safety 
association,” says Smith. “To that 
end, the AgCoalition  created the Ag 
Safe Alberta Society, an industry led 
farm and ranch safety association. 
Once we get the safety guidelines 
developed and recognized by the 
OHS, then it will be up to the Ag 
Safe Society to get the information 
out to producers.”

To date, there is no concrete date 
for putting the legislation into prac-
tice and  ABP’s new chair Charlie 
Christie has it on good authority 
that the implementation won’t be 
hurried. On a recent conference call, 
Minister Carlier  assured them that 

Fall Feeder
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BEAVERLODGE
VJV BEAVERLODGE AUCTIONS
Box 606, Beaverlodge, AB  T0H 0C0
Phone:780-354-2423
Fax: 780-354-2420
Email: vjvbeaverlodge@gpnet.ca
Web: www.vjvauctions.com 
Contacts:
Manager – Peter Raffan 250-260-0758
Regular Sales: Thursdays
Please visit our web site for details

VJV DAWSON CREEK AUCTION, BC
301-116 Ave., Dawson Creek, BC 
V1G 3C9
Phone: 250-782-3766
Fax: 250-782-6622
Email: vjvdawsoncreek@outlook.com
Web: www.vjvauction.com
Contact:
Manager – Peter Raffan 250-260-0758
Regular Sales: Every Tuesday @ 9:00 a.m.
Special Calf and Yearling Sales: Fridays 
in the fall.   
Special Sales: See website for all listings 
of Bred Sales, Bull Sales & Horse Sales
Internet Sales: Canadian Satellite 
Livestock Auction – www.cslauction.
com (see Red Deer); Canadian Gold 
Show Alley – www.vjvauction.com
For a complete list of available field 
reps, please view our web site www.
vjvauction.com

BROOKS
BOW SLOPE SHIPPING 
ASSOCIATION
Phone: 403-362-5521
Fax: 403-362-5541
Email: bowslope@eidnet.org
Web: www.bowslope.com
Contact:
Lachie McKinnon, Manager
403-362-1825
Erik Christensen, Asst. Manager
403-363-9942
Regular Sales: Every Friday @ 9:00 a.m.
Special Sales:
All Breed Calf Sale: Mondays & 
Wednesdays in October & November
Bred Cow & Heifer Sales: Saturdays in 
November & December
Visit our website for all upcoming sales.

CALGARY
TEAM – THE ELECTRONIC AUCTION 
MARKET
Phone: 403-234-7429
Fax: 403-266-3368
Email: info@calgarystockyards.com
Web: www.teamauctionsales.com
Contact: Jason Danard
Feeder Cattle Sales: Every Friday.
Slaughter Cattle Sales: Daily.
Broadcasting live from auction markets 
across Western Canada daily.

CLYDE
NORTH CENTRAL LIVESTOCK 
EXCHANGE INC.
PO Box 119, Clyde, AB T0G 0P0
Phone: 780-348-5893
Fax: 780-348-5704
Email: jchesher@nclclyde.com
Web: www.nclclyde.com
Contact:
Len Hrehorets 780-991-6737
Levi Pedgerachny 587-987-1252
Garth Rogers 780-349-1491
Regular/Presort Sales: Tuesdays 
@ 9:30 a.m.
Special Sales: Contact for details.
Internet Sales: DLMS, contact 
Jeannie Chase 780-554-4939
Email: jeannie@dlms.ca
Web: www.dlms.ca

EDMONTON
DLMS – (DIRECT LIVESTOCK 
MARKETING SYSTEMS)
Phone: 780-554-4939
Fax: 780-732-4385
Email: jeannie@dlms.ca
Web: www.dlms.ca
Contact: Jeannie Chase
Regular Sales: Thursdays @ 10:00 a.m.
Daily Presort Sales from across Western 
Canada. Please visit our website for 
more details.

FORT MACLEOD     
SOUTHERN ALBERTA LIVESTOCK 
EXCHANGE (S.A.L.E.) – FORT 
MACLEOD AUCTION
Phone: 403-553-3315 or 888-553-7715
Fax: 403-553-4264
Email: ramona@livestock.ab.ca
Web: www.livestock.ab.ca
Contact – Cattle:
Allan Lively 403-627-7776
Justin Keeley 403-627-6534

Darren Shaw 403-601-5165
Contact – Sheep:
Darren Shaw 403-601.5165
Ryan Konynenbelt 403-892-6534
Regular Sales: Tuesdays @ 9:00 a.m., 
Feeders first.
Special Sales/Electronic Sales: See 
www.livestock.ab.ca for the most 
current schedule.

INNISFAIL
INNISFAIL AUCTION MARKET
Phone: 403-227-3166
Toll Free: 1-800-710-3166
Fax: 403-227-2202
Email: iamarket@telus.net
Web: www.innisfailauctionmarket.com
Contact: Danny Daines 403-391-0580
Regular Sales: Wednesdays @ 9:00 a.m.
Special Sales: please see website for 
details on upcoming Bred Cow, Horses, 
and Purebred Sales.

LETHBRIDGE
BALOG AUCTION SERVICES INC. 
Phone: 403-320-1980
Toll Free: 1-877-320-1988
Fax: 403-320-2660
Email: sold@balogauction.com
Website: www.balogauction.com
Contact: Bob Balog 403-382-5727
Regular Sales: Every Wednesday
@ 10:30 a.m.
Special Sales: Mondays, Tuesdays
& Fridays
Electronic Sales: Thursdays @ 10:00 a.m.

PERLICH BROS.
AUCTION MARKET LTD.
Phone: 403-329-3101
Toll Free: 1-855-PERLICH 
Fax: 403-327-2288
Email: auction@perlich.com
Website: www.perlich.com
Contact: Bob Perlich 403-382-7800
Regular Sales: Thursdays @ 10:00 a.m. 
& 1:00 p.m.
Special Sales: Rancher Calves – 
Wednesdays @ 10:00 a.m. Oct. to Dec.
Presort Calves: Saturdays & 
Occasionally Mondays, Oct. to Nov.
Stock Cow and Bred Heifers: Tuesdays 
& Fridays Nov. to Dec. @ 1:00 p.m.

FOOTHILL FARMS  7,000 4	 4	 4	 4	 	  
Henk Vandenberg • Fort Macleod, AB. 
(403) 553-4290 • Cell: (403) 315-3969  
E-Mail: foothillfarmsfortmacleod@gmail.com 

KASKO CATTLE CO. 40,000 4	 4	 4	 4	 4	 4 
Ryan Kasko • Coaldale Alta./ Raymond, AB 
Phone (403) 345-4301  Cell:403-795-2246 
Email: ryan@kaskocattle.com • Finishing

KAV 7,000 4	 4	 4	 4	 4	 4 
PO Box 488, Linden, AB T0M 0S0 
Kevin Klassen • 403-546-2420 
info@kavltd.ca

SCHOOTEN & SONS CUSTOM FEEDYARD LTD 90,000 4	 4	 4	 4	 4	 4 
Box 148, Diamond City, Alta. T0K 0T0 
Ph: 403-381-3883 Fax: 403-381-8809 
Shane 403-634-1535 • Cody 403-634-4116 • Justin: 403-315-5679 
www.schootenandsons.com E-mail: schootenandsons@yahoo.ca

SHELTER VALLEY CUSTOM FEEDING - LETHBRIDGE 10,000 4	 4	 4	 4	 4	 4 
Sam McQuaid & Cory Conan • Lethbridge, AB 
Ph: (780) 857-2720 
Sam Cell: (780) 209-2373 • Cory Cell: (403) 894-1020 
E-mail: svlc@telus.net • Feeding all classes of cattle

SHELTER VALLEY LAND & CATTLE  36,000 4	 4	 4	 4	 4	 4 
Sam McQuaid & Chris McQuaid • Czar, AB. • (780) 857-2720 
Sam Cell: (780) 209-2373 • Chris Cell: (780) 806-6107  
E-Mail: svlc@telus.net • Feeding all classes of cattle 

STAUFFER FEEDLOT 5,000 4	 4	 4	 4	 4	 4 
Murray Stauffer or Jack Puddifant  •  Eckville, AB 
Ph: 403-746-5737  Fax: 403-746-5739 
stauff1@xplornet.com 
Family operation, 59 years experience in the cattle business.

TFS EXPANSE FEEDERS / BOW RIVER FEEDERS 30,000 4	 4	 4	 4	 4	 4 
TFS FINCASTLE / BARNWELL FEEDERS 
Office: 403-223-9090  
James Bekkering: 403-634-1187

BALLCO FEEDERS 16,000 4	 4	 4	 4	 4	 4 
Jeff Ball: 403-684-3540  Cell: 403-371-6362 • Brant, AB. 
www.ballco.ca   Email: jeff@ballco.ca 
Share Pens • Barley Silage • Individual animal management 
In business 25 years

BEAR TRAP FEEDERS 4,500 	 	 4	 4	 4	  
Don Lowe & Bob Lowe • Nanton, Alta.  
Phone (403) 646-5550  Fax: (403) 646-5697 
donlow@gmail.com • Backgrounding & Finishing

CAIRNS FEEDYARD LTD.  5,000 4	 4	 4	 4	 4	 4 
Madden, AB.  
DJ Cairns 403-333-2401 • email cf@xplornet.com 
Backgrounding & Finishing • Shared Pens

CALHOUN CATTLE CO. LTD. 6,000 4	 4	 4	 4	 4	 4 
Rod, Jason & Carol Calhoun 
Box 72, Swalwell, AB T0M 1Y0 
Ph: 403-546-2655  Fax: 403-546-3831 
Rod cell: 403-333-5440 • Jason cell: 403-333-5438 
calhouncattle@gmail.com

DE WILDE FEEDERS 4,000 	 4	 4	 4	 4	  
Marco de Wilde 
(403) 634-4026 
Box 3, Monarch, AB T0L 1M0 
dewildemandp@gmail.com 
Backgrounding and Finishing

DIAMOND 8 CATTLE CO. 7,500 4	 4	 4	 4	 4	 4 
Cam Vanee – Pincher Creek, Alberta 
Ph: 403-627-1525, Cell: 403-894-2178 
E-Mail: barjw@hotmail.com 
Feeding all classes of cattle

DRILAND FEEDERS 20,000 4	 4	 4	 4	 4	 4 
Warner, AB. • Jacob Bueckert 
Ph:  403-642-3732 • Cell:  403-634-2234 
jacob@driland.ca 
Backgrounding & Finishing

TR
UCKING

TR
UCKING

PEN
 SHARING

PEN
 SHARING

PER
FO

RMANCE 

TR
ACKING

PER
FO

RMANCE 

TR
ACKING

AGE V
ER

IFI
CATIO

N

AGE V
ER

IFI
CATIO

N

MARKET
 SER

VICES

MARKET
 SER

VICES

CUSTO
M ORDER

 

BUYING AND SEL
LIN

G

CUSTO
M ORDER

 

BUYING AND SEL
LIN

G

CAPACITY

CAPACITY

CATTLE MATS WITH PROVEN PREVENTION!
www.DoubleDmats.com

1.888.377.2879 | info@DoubleDmats.com
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Kelly Fraser 
continues the family legacy
By Bonnie Warnyca

Growing up surrounded by cattle, horses and a grain operation, Kelly Smith 
(Fraser) recalls it as being the best of the best childhoods. Her grandparents 
J.O. Smith and his wife Rebecca created Poplar Haven Farm located north of 
Wimborne in the early 1940’s, where they raised five children including Kelly’s 
dad, Gary. Besides her parents, Gary and Kristine Smith, Fraser and her brother 
Guy were both playmates and workmates with their cousins only a half mile 
away from either side of the home farm.
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INDUSTRY

The University of Saskatchewan’s Beef Cattle Research Unit built 50 years ago and located on land along the banks 
of the South Saskatchewan River within the Saskatoon city limits, had long outlived its life expectancy. And while 
there were many discussions over many years about where to relocate the aging feedlot, it wasn’t until 2014, when 
the Saskatchewan Ministry of Agriculture suggested an in-depth review of the province’s research, training and 
outreach capacity of the livestock and forage facilities which was the catalyst for the U of S to create a Livestock 
and Forage Steering Committee.  

At that juncture, research was 
conducted in separate 
facilities operating inde-

pendently under three banners. 
The Western Beef Development 
Centre was located at the U of 
S-owned Termuende Research 
Ranch near Lanigan; the U of S Beef 
Cattle Research Unit was in the 
City of Saskatoon limits; and the 
Goodale Research Farm at Floral, 
Saskatchewan also owned by the 

U of S, served most of the needs 
of researchers and students at the 
Western College of Veterinary 
Medicine. But, it needed upgrades. 
The premise of the review was to 
find a way to create a cluster of 
research in forage and livestock in 
an atmosphere based on collabora-
tion and innovation.

Four years later, that vision 
became a reality with the October, 
2018 official opening of the 

Livestock and Forage Centre of 
Excellence (LFCE), a partnership 
between the U of S, the federal and 
Saskatchewan governments and 
the forage and livestock sectors. 
It is a unique business plan, says 
Tim Oleksyn, cattle producer and 
a member of the Livestock and 
Forage Steering Committee. “Even 
before the committee was officially 
struck, government, producers and 
the U of S worked on developing 

A new forage and 
livestock research cluster

the vision document,” he says. 
“What began as a $25 million proj-
ect, over time, became a $38 mil-
lion project but in the end, we have 
world class research facilities that 
can take the Canadian cattle indus-
try to a much higher level and 
hopefully contribute globally.”

The LFCE is comprised of 27 
quarters of land in two locations 
and operates three units:

The Beef Cattle Research unit in 
Saskatoon was closed and moved 
to the U of S land south of Clavet, 
which includes a 1,500 capacity 
feedlot and intensive environmen-
tal training. The first research trial 
began in August of this year.

The Forage and Cow-Calf 
Research and Training Unit, also 
south of Clavet, will include 300 
breeding cows and 18 herdsires 
which will be moved to their new 
location from the WBDC in the 
fall of 2019.

The Goodale Research Farm, 
southeast of Saskatoon near Floral, 

includes 165 breeding cows as 
well as horses, bison and deer for 
research. Construction upgrades 
will begin in May of 2019.

“Some of the research at the 
Goodale Research Farm will focus 

on the animal health aspect and 
forages while the Clavet loca-
tion will look at the footprint 
side of the cattle industry,” says 
Oleksyn. “Alison Sunstrum for 
instance, using GrowSafe, has new 
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March 11 & 12, 2019 
Hyatt Regency – Calgary, AB

Elevating the 
discussion in agriculture
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U of S students and producer Murray McGillvray burn the new LFCE brand.

Research has already begun at the new Saskatchewan Livestock and Forage Centre of Excellence. The LFCE will pull together the three 
research units including The Western Beef Development Centre, the U of S Beef Cattle Research Unit and the Goodale Research Farm at Floral.

January
• Focus on Education
• Alberta Beef Industry Conference

November
• Environment & Sustainability

March • Farm Safety

December
• Looking back, looking forward

August
• Custom Feedlot Guide  • Women in Agriculture

April/May
• Technology (May)
• 4-H Sales and Shows (April & May)

September or October
• Fall Feeder Guide
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MANAGEMENT

www.WLPIP.ca  •  1.877.899.AFSC (2372)

PRICE INSURANCE AVAILABLE FOR FED CATTLE, 
FEEDER CATTLE AND CALVES FOR WESTERN 
CANADA’S CATTLE PRODUCERS.

DEADLINE REMINDER
May 31, 2016 - Last day to purchase Livestock Price Insurance - Calf for 2016.

Because every beef producer can be affected by price, basis and 
currency risk, the Western Livestock Price Insurance Program has 
coverage options for every stage of production. Don’t stray from 
the herd - find out how to protect your operation today. 

www.WLPIP.ca  •  www.AFSC.ca  •  1.877.899.AFSC

PRICE INSURANCE ON FED AND FEEDER CATTLE, 
AND CALVES, AVAILABLE TO EVERY WESTERN 
CANADIAN PRODUCER.

PROTECT YOUR INVESTMENT 
FROM VOLATILE MARKET PRICES.

DEADLINE REMINDER
WLPIP-Calf is available to purchase from Feb 2 to May 31.

Infrared technology 
cuts a wide swath

The team has a current research 
study in effect in collaboration 
with Cargill using the infrared 
technology to single out animals 
at risk of dark cutting. Once they 
identify them, they treat them 
with another product that has 
been perfected by Schaefer called 
DeStress to calm the animal down 
prior to processing.

“A third application for the 
technology is in the identifica-
tion of metabolic efficiency,” says 
Schaefer. “Simply stated, ani-
mals that are more efficient lose 
less energy to the environment. 
Infrared can identify and rank 
these animals with a 24h test. This 
would particularly have appli-
cation for example in a feedlot 
where the incoming calves could 
be measured in a “forecasting” 
manner to enable management 
and feeding decisions to be made 
in the current production cycle. If 
an animal was known to be less 
efficient, a feedlot operator could 
elect not to try to finish that ani-
mal to a high quality grade since 
it would simply take more feed 
and time to do so. That would sig-
nificantly reduce the cost of pro-
duction for the feedlot.” 

Which one of the livestock 
solutions with this technology 
will move to the forefront largely 
depends on the willingness of 
engineers and manufacturers to 
develop the infrared cameras to 
be more portable, cost effective 
and reliable.

“The infrared cameras are 
coming down in price,” says 
Schaefer. “That has to happen to 
be able to introduce this technol-
ogy into feedlots and cow-calf 
watering stations. 

“Since Canada is one of the 
few countries in the world to 
have RFID tags able to contain a 
lot of data about the animals, we 
could lead the world by marrying 
the infrared diagnostic output to 
those tags. The infrared camera 
would take the image and the 
RFID tag would send the image to 

a computer data base. This would 
be a huge tool for pen checkers. 
They could check the computer 
to see what animals are show-
ing signs of distress either with 
cooler or hotter temperatures and 
include them on their daily pen 
check list.” 

Currently RFID tags can go 
in either ear, but Schaefer says if 
they put them all in the same ear, 
it would save the cost of a second 
detection antennae. 

The team continues its testing of 
different infrared cameras to try to 
find a less expensive model for pro-
ducers. Schaefer is encouraged by 
the work that computer scientists 
have done to automate the systems 
more reliably.

“We’re steadily moving forward 
into application mode and the future 
looks bright for infrared technology 
to help the industry solve some of 
its long-term challenges,” he says. ■

BY BONNIE WARNYCA
Infrared technology use in 

animal agriculture is a fairly 
recent phenomenon in North 

America but Canadian research-
ers are hoping this technology 
will impact the cattle industry in 
several areas.  

Dr. Allan Schaefer, adjunct pro-
fessor at the University of Alberta, 
has been studying the possible 
uses for this non-invasive technol-
ogy in livestock for over 25 years 
and suggests they are in the beta 
phase of testing for commercial 
applications. As they continue 
to uncover uses for this technol-
ogy, they have already proven its 
worth both economically and in 
the area of animal welfare.  

He says if you ask producers 
and feedlot operators what their 
biggest challenge is they will 
often point to bovine respiratory 
disease or BRD. Food processors 
by comparison, continue to deal 
with beef quality factors such as 

dark cutters and of course, feed 
efficiency affects everyone in the 
value chain.  

“We initially collaborated with 
the Animal Disease Research 
Institute in Lethbridge and its 
great group of veterinarian 
pathologists to track the respira-
tory virus or BRD in beef calves,” 
says Schaefer. “Within a few 
days of virus infection, using 
this thermal signal, we were able 
to identify the onset of a respi-
ratory problem in calves while 
the clinical signs didn’t show up 
until day nine or 10. Clinical signs 
appear slowly because cattle are 
prey animals and have evolved 
to not show signs of weakness to 
predators which makes the dis-
ease tough to recognize until it’s 
almost full blown.” 

A few months ago, Schaefer 
and his team installed an infrared 
system in a waterer at the Olds 
College beef unit. The objective 

was to test less expensive infrared 
cameras which would bring the 
cost down for producers. Schaefer 
says with current costs for treat-
ing BRD running anywhere from 
$35 to as high as $75 a head, iden-
tifying this disease in its incuba-
tion stage could reduce antibiotic 
use and costs, but also help to pre-
vent co-mingled cattle from con-
tracting the disease.  

Schaefer says just as the ancient 
Greek physicians used their hands 
to detect heat signals, or a human 
milker detecting mastitis in a 
dairy cow, an infrared camera can 
detect thermal biometric signals 
often associated with infection. 

“In addition, he says, when 
cattle are stressed, you can see all 
kinds of thermal changes either 
too cold or too hot. While a higher 
temperature in an animal can 
often predict an infection, a lower 
heat signal can also detect other 
signs of abnormalities.” 
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      Western CanadianVideo Calf SaleFriday, Sept. 13th @ Lethbridge Lodge25,000+ head!

Yearling ClassicVideo SaleFriday, August 9th @ Chain Lakes, AB10,000+ head expected!

Salute to 4H memberson upcoming achievement days!

Mark your calendars!
www.livestock.ab.ca

Fort Macleod Auction PO Box 1330, Fort Macleod, AB, T0L 0Z0 1-888-553-7715 • Fax 403-553-4264REGULAR CATTLE SALES: Tuesdays at 9:00am

NEXT GENERATION FEMALE SALEApril 16 1pm @ FMA
PAIR SALESApril 24 • May 15 • May 29

Alberta 4-H Clubs Livestock Show and Sale Listings
DATE

LOCATION SHOW 
TIME

HEAD SALE 
TIME CLUBS 

PARTICIPATING COMMITTEE 
CONTACT

NORTHWEST REGION
May 6 Thorsby Haymaker Center 11:00 AM 21 5:00 PM Thorsby 4-H Multi

Julian Borys  780 940-0420

May 22 Heritage Pavilion 10:00 AM 38 7:00 PM Duffield 4-H, Lakemere 4-H Beef
Annette Visser  780 885-1561

May 27 Barrhead Ag. Barn 9:00 AM 52 7:00 PM Freedom Naples 4-H Multi, Meadowview 4-H Multi, 
Camp Creek 4-H Multi Robin Mackenzie  780 674-0802

May 26-27 Drayton Valley Omniplex (sale May 27) 
Female show May 26

10:00 AM 51
Lin-Berry Buck 4-H Beef, Two Rivers 4-H Beef Club, 
Lobstick 4-H Beef & Multi Club Tyler Calvert  587 879-4904

May 29 Josephburg Moyer Centre 9:00 AM 12 1:00 PM Fort Saskatchewan 4-H Beef
Murray Skippen 780-719-5852

May 29 Sturgeon Agriplex, Cardiff AB 12:00 PM 33 6:15 PM Bon Accord 4-H

Maureen Young  780 913-8641

PEACE REGION
May 13 Evergreen Park, 

Grande Prairie, AB
8:00 AM 61 6:00 PM Bezanson 4-H Multi, Kleskun 4-H Multi, Grande Prairie 4-H Multi Melanie Humbke  780-228-7635

May 21 Manning Ag Grounds, Manning, AB 9:00 AM 4 4:00 PM Three Rivers 4-H Beef
Shay Steiger  250-833-7655

May 25 High Prairie AG Plex, High Prairie, AB
2:00 PM 8 6:00 PM Coyote Acres 4-H Club

Louise Liebenberg  780-536-6654

May 27 Beaverlodge Ag Barns, Beaverlodge, AB
12:00 PM 42 7:00 PM Valhalla 4-H Beef, Beaverlodge 4-H Beef

Lexi Balisky  780-343-5959Mark Jacklin  780-882-5456 Emma Lambert  780-882-1037

 

UFA’s 
Carol Kitchen  
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85 Rugged Rising Two Year Olds!

Stauffer Ranches

2 YEAR OLD BLACK ANGUS BULL SALE

FEBRUARY 7, 2019
FORT MACLEOD AUCTION

TUESDAY, FEBRUARY 19TH

36th Annual Bull Sale - 170 Two Year Olds

See page 7 for details. BEEF Talks

Alberta Beef
Industry Conference

2019

ALBERTA BEEF MAGAZINE SPECIAL ADVERTORIALS 
Anniversaries, grand openings, milestones, business 
expansions, new product launch ... all perfect for an 
Alberta Beef Magazine Special Advertorial.  Full page story 
professionally written, $2650.
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View Grazing Videos at www.unionforage.com

Ben Stuart 780.888.7303 Graeme Finn 403.312.2240 Roger Meyers 306.221.1558 Mark McNinch 306.845.8036

Partnering with World Leaders in Forage Breeding

Annual, Perennial & Cover Crop, Forage Seed Blends,Year Round Forage & Grazing Solutions

A great fit for cattle producers.
◆    Silage Programs to maximize yield.

◆   KWS Progas Hybrid Fall Rye followed by second crop.

ORDER
NOW

I
f you read the word ‘rye’ and assume 

low yields and few attractive benefits, 

get ready to have your mind changed. 

Plant breeding leader KWS, together 

with seed distributor FP Genetics, now 

offers four recent-to-Canada hybrid 

fall rye (HFR) varieties with impressive 

yield, lots of flexibility and, best of all, 

double cropping potential. 

 “For so long, rye has been treated 

as a weed, a cover crop, something 

extra but not a primary crop,” says Dr. 

Becca Stokes, a livestock nutritionist 

for KWS. “I encourage people to look 

at hybrid rye as a completely new crop. 

We start with these new, far superior 

genetics, and then we’re talking preci-

sion ag, precision planting, managing 

it like the true high yielding cereal crop 

that it is. At first producers are skepti-

cal. When they see the science behind 

it and see that not only is it comparable 

to other cereals for feed value, it offers 

huge flexibility, then they get excited.”

HFR can be cut for silage at two 

stages. Cut at flag leaf, HFR silage will 

be an extremely high quality silage with 

lots of green biomass. Crude protein 

will hit 15% or higher and digestibility 

can be in the 85%+ range due to low 

lignification and lower NDF (neutral 

detergent fiber). Comparatively, swath 

grazed barley’s crude protein is typ-

ically about 13% and digestibility is 

about 75%. This means HFR cut at flag 

leaf increases dry matter intake and 

results in faster body weight gain. 

The second option is to cut HFR 

silage at the milky stage. While its 

crude protein will be lower (generally 

in the 8-9% range) and lignification will 

have increased, cutting later typically 

doubles a producer’s silage tonnage. 

Silage production trials by FP Genetics 

showed HFR produced 20% to 30% 

more than barley and 15% more than 

conventional rye in dry matter at the 

milky stage.

“The decision on when to cut HFR for 

silage really depends on your production 

system,” says Stokes. “If you need that 

high quality, high crude protein, you’re 

going to cut at flag leaf. But if you’re 

feeding where tonnage is a priority, it’s 

better to cut at the milky stage.”

 Jordan Kolk, operations manager 

for Kolk Farms Ltd., a feedyard near 

Iron Springs, Alberta, thinks silage HFR 

has a clear fit in his rotation. 

“In terms of feed quality, I’d say it’s 

been consistent with our winter wheat 

as long as it’s taken early enough. 

Tonnage wise, we see probably a 20% 

High yielding, ultra-flexible Hybrid Fall 
Rye a great fit for cattle producers

advantage over spring cereals. What I 

really like about it, though, is it give us 

the opportunity for a double crop. The 

hemp we grow for grain needs to be in 

the ground July 1. That’s doable with 

fall rye because we can get silage off 

in June.”

While Kolk grows all of his HFR 

for silage, the crop can also be grown 

for grazing and/or grain. With careful 

management, it can even be grazed in fall 

or spring and then cut for silage in June. 

Currently, FP Genetics, KWS and 

researchers at various institutions are 

conducting additional research on how 

to optimize HFR. 

“On the beef side, we’re really early 

days,” says Wehrle, director of mar-

ket development for FP Genetics. “We 

believe it’s a bigger opportunity and that 

it could benefit farmers in a much wider 

geographic area than we first thought, 

but there’s still work to be done.”

Wehrle expects continued, relatively 

moderate increases of HFR acreage 

over the next few years until interest 

reaches a critical mass. Then, he says, 

he expects it to really take off. 

HFR is currently available in Canada 

from Union Forage.

Advertorial

When Kevin Porter throws around the word ‘sustainability’, 
he’s not talking about a marketing shtick or a political excuse. He’s talking real sustainability: the decisions an 

individual farmer and the whole industry need to make to promote 
the long-term viability of beef cattle. “I want this industry to be healthy and my business to be strong. 
To get there, we need to improve the health of our land, since soil 
is the foundation of everything. We have to improve the consistency 
of our cattle. We have to look at what makes a business successful, 
and by that I mean strategy. And we have to talk about acceptable 
margin for the whole value chain. All that together is what it takes 
for someone to survive in this business.”Porter is a fourth generation cattleman who runs Porter 
Ranches, his family’s 115 year old cow-calf operation in Stony Plain, 
Alberta. A lifetime cattle producer, he’s spent 15 years breeding 
premium polled black and red Simmental seed stock and the last 
ten also breeding black and red Simmental Angus crosses. He believes sustainability starts with building balanced, 
low-maintenance cattle. To achieve that, he depends on science: 
ultra-sounding all replacements, then breeding cows and bulls with 
similar EPDs in as many heritable traits as possible.  He also uses ‘tough love’. “If you want to just feed grain, you don’t need my cattle,” he 

says. “I want cattle that are hardy and resilient because that’s what 
commercial cattlemen need.” Porter believes sustainability also depends on cattlemen 
rethinking strategy. At a business level, cattlemen need to focus on 
efficiency. To that end, he focuses on right-sized offspring rather 
than huge frame sizes, promotes early weaning, pushes his calves 
towards a 13 to 16 month harvest age, and selects for easy keepers 
that can generally rough it on their own. “You sell cattle by the pound but you make a living on the dif-
ference between the cost of production and the value you get when 
you sell. Way too many people think pounds of calf off a cow, not 
how much it costs to raise those pounds.”At an industry level, Porter believes cattlemen need to more 
proactively drive messaging. “We’re marketing to consumers using slogans like ‘antibiotic 
free’ and ‘hormone free’. We’re no longer just marketing based on 
how fantastic our product is,” he says. The industry needs to move towards a collective idea of what a 
piece of meat should look like on a plate, he says, and then all work 
towards messages that promote the excellence of the product. 

That said, the messaging is only as good as the messenger. 
To turn consumers’ opinions, the industry needs a fully coordi-
nated effort. 

“Moving forward, all the links in the beef value chain must 
adopt production protocols that provide animal comfort, productivity 
and safety. Gone are the days of just talking about it. Production 
protocols will have to be verified to bring the public back onside 
with confidence.”

If Porter’s perspective and priorities align with your operation, 
check out Porter Ranches’ annual bull sale coming up Friday, 
March 16th, 2018 at the ranch grounds in Stony Plain. 60 yearling 
polled black and red Simmental bulls and red and black Simmental 
Angus crosses are described in the sale catalogue (available at 
www.porterranches.com) and will be offered at the sale. 

Porter 
Ranches
focused on ‘real deal’sustainability

Ranches
Friday March 16, 2018at the ranch, Stony Plain, AB 1pm

SELLING: 60 Simmental & Max BullsCommercially Raised

Keith
Cell: 780-915-3969

Kevin Call or Text: 
780-915-9823

Visit with us!

email: kmporter@canadasurfs.net

Kevin Porter on his ranch at Stony Plain, AB
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After years of discussion, 

the Alberta Cattle Feeders 

Association (ACFA) and 

the Alberta Beef Producers 

Association (ABP) have an agree-

ment in principle on how to man-

age the $3 levy collected on every 

beef animal sold. It is momentous 

to see the two groups come to an 

arrangement about how to recap-

ture the more than $2 million that 

has been refunded annually with 

the majority going back to the prov-

ince’s cattle feeders. 
Both boards have agreed on the 

content and ABP passed it at their 

annual meeting in December while 

the ACFA will present the proposed 

agreement at their annual meeting 

in February. 
Bryan Walton, president and 

CEO of ACFA says last year at the 

AGM, members pushed for an 

agreement between the two organi-

zations to work under the refund-

able model, make it directional or as 

a last resort create a cattle commis-

sion. After surveying the member-

ship at large, there was a consensus 

to pursue the directed option. The 

breakdown for the $2 refundable 

portion of the levy suggests that 

remitters (auction markets and oth-

ers) receive five cents; $1.30 goes 

to ABP; 40 cents into a new Alberta 

Beef Industry Development Fund 

and 25 cents to ACFA. If individuals 

don’t want their 25 cents to go to the 

cattle feeders, it can be redirected to 

the Fund but nowhere else.

“The $2 million plus that is cur-

rently refunded annually will go a 

long way to leverage programming 

which is to be agreed upon by both 

parties,” says Walton. “We will take 

the agreement to our membership at 

the AGM and if approved, there will 

be a plebiscite probably mid-year 

in 2018 and people and cattle each 

have a vote.”
As for the 25 cents which is to be 

directed to the ACFA, Walton says 

that number was selected because 

it comes close to funding their orga-

nization. Currently, they are sup-

ported by the membership with a 

levy of $1 per head with an option 

to voluntarily support priority pro-

grams with a second dollar. It is 

expected that this new agreement 

will reduce the membership fee 

significantly. 
With details yet to be agreed 

upon, there will be a sunset clause 

in case of a disagreement regard-

ing an extension, at which time, it 

could be terminated. 
ACFA was instrumental in 

helping to create the AgCoalition 

or the Alberta Agriculture Farm 

and Ranch Safety Coalition 

struck in 2016 to bring the agri-

culture community together to 

address concerns with Bill 6. 

The AgCoalition has two main 

roles; advocacy and farm safety 

Game Changers 
By Bonnie Warnyca

Bryan Walton, president and CEO of ACFA
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Alberta Beef Producers
All the groups were disappointed 

in the low turnout; but accept the 
results. ABP chair Charlie Christie 
admits the loss was a tough blow 
but suggests the working relation-
ship built between ABP and ACFA 
will continue. “We’ve scheduled 
a joint board meeting with cattle 
feeders in January to reflect on the 
result and discuss how to move for-
ward,” says Christie. “We will also 
have our own board meeting the 
following day. The collaboration 
with the cattle feeders was a critical 
step in bringing the industry closer 
together to work on shared govern-
ment messaging and perhaps find 
new ways to develop efficiencies 
between the two.

“At one of our producer meet-
ings, someone suggested that we 
need to do less educating and 
more listening. I agree with that; 

but it’s also a two-way communi-
cation. We’re going into the New 
Year reflecting on the plebiscite 
outcome and looking at our own 
programming to see where we can 
bring more of the industry mem-
bers on side. ABP delegates are 
producers and they are engaged 
on behalf of the industry. It’s up to 
others to become involved and take 
part in directing the future of their 
own industry.”

Christie shared that it’s a time to 
reset or reboot – it could look very 
different in the end or it could look 
similar, but the plebiscite results 
have triggered a will to consider 
all options. “Budgets will be tight,” 
says Christie. “The 2018 January to 
June check-off refund was close to 
40 percent representing $1.35 mil-
lion. We’re waiting to see what the 
July to December refund totals are.”

The plebiscite was not the only 

measure of work throughout the 
year for ABP. At their December 
annual meeting there were many 
resolutions that will help to direct 
this year’s focus. There were con-
cerns over wildlife damage and 
compensation as angulates are tak-
ing more and more of farmer’s feed 

For much of 2018, the Alberta Beef Producers, Western Stock Growers’ Association and the Alberta 
Cattle Feeders’ Association spent time and energy on the proposed mandatory non-refundable 
check-off plebiscite which finally happened last fall. While ABP and ACFA spent almost two years 
hammering out a deal between them which they hoped would keep roughly $2.5 million in check-off 
dollars from being refunded, their hopes were dashed when 51 percent of the 1874 votes counted 
were in favour of keeping the mandatory refundable service charge model.    

... and the elephant in the room

Charlie Christie.

INDUSTRY

In 2019, the Alberta Beef Producers celebrated their 50th anniversary. It was a time for reflection and a renewed plan going forward. Here are some of their momentous plans for the future sustainability of their organization. 

Since the plebiscite returned a no vote to abolish the refundable check off, both ABP and ACFA have made it a higher priority to find syner-gies that will both strengthen their lobby efforts and reduce costs. With a director from each board attend-ing one another’s board meeting, Charlie Christie, recent past chair of ABP, says transparency between the two groups is wide open.Over this past year, ABP and 

ACFA have together attended Ministerial meetings in Edmonton unless it is something specific to one or the other organization. With fewer dollars to spend, they are finding more areas where they can share both the costs and the work 

load. The competitiveness project released at the end of the year is just one of those examples. There were a large number of proposed changes taken to the ABP fall meetings which gar-nered a lot of attention and many were passed at the December ABP AGM. Those included a resolution passed to reduce the zones from 9 to 5. Each zone will have seven delegates for a total of 35 delegates 

which is less than the current 54 delegate positions. The zone meet-ings will now be one full day meet-ing per zone later in the year with the entire board in attendance at each and will include presenta-tions from national partners. This 

move replaces 20+ fall meetings around the province.  
The ABP board will be reduced to 12 from 16 and elected at large by the delegate body at the AGM with at least one elected from each of the five zones. The board mem-bers will serve two-year terms with staggered elections so only half of the board members will be up for re-election each year. The AGM will be moved to the Alberta 

A new era of change has begun

Christie remembers that when he first joined ABP 14 years ago, there were about 27,000 producers and those numbers have shrunk to about 18,000.“ ”
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producers with each edition. When you bundle 
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