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WE GIVE YOU 100% EFFECTIVE USE 
OF EVERY DOLLAR SPENT REACHING YOUR 

CUSTOMER – BEEF PRODUCERS.
FRONT COVER ADVERTISING!

E-BLASTS, A GREAT WAY 
TO REACH MORE CLIENTS.

‘TOP SPOTS’ PREMIUM AD PLACEMENTS.

INSERTS

SIGNS

DESIGN  |  PRINTING SERVICES  |  SPECIAL PROJECTS

Our e-Blasts easily and efficiently add ‘frequency’ to 
advertising campaigns and is completely complementary 
to magazine and radio drives!
All Alberta Beef Magazine ads can seamlessly become 
e-Blast ads and directly link to your websites and videos.  
Ask your sales representative for more details, costs 
and schedules.

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.
Special Projects: We will produce, print, sell and take care of all the necessary details 
in producing your special projects. Breed association directories, crop manuals, 
commemorative publications, bull sale and equipment catalogues … all printed on high 
quality, durable paper … for more details reach us at 403-250-1090 
or write to beefmags@gmail.com

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.com

Target Alberta’s commercial cow/calf 
producers with cost efficient and cost 
effective inserts. Choose from front 
cover wraps, multi paged inserts 
or brochures that are stitched in or 
stitched as pull-outs, and many more 
options.  Insert rates are available 
upon request. For more details 
call us at 403-250-1090 or write 
to beefmags@gmail.com

FIRST IMPRESSIONS!
Alberta Beef Magazines offers our 
advertisers ‘first impressions’ to 
our readers with our 2 or 4 page 
False Front Cover!
2 PAGE FRONT COVER 
PACKAGE: 
Front cover + inside front cover. 
$3750
4 PAGE FRONT COVER 
PACKAGE:
Front cover, inside front cover, back page, inside back 
page. $5715

SHARE THE FRONT COVER
With Alberta’s Most Famous Beef People!
 1-3X 4-6X 7-9X 10-12X
Front Cover Banner  $2020 $1925 $1870 $1735
Front Cover Ear Lug  $860  $820 $785  $740

Top Spots are rotating advertisements placed beside the 
headlines of stories, articles and columns written by well-
known and respected writers. Top Spots are positioned 
with always-referred-to information.

• Only five Top Spots available 
per edition.

• Ad space: 1.5’w x 1.75”h  * Full 
colour. * Minimum 2 edition 
commitment: $840 ($420 per 
insertion)h

• Maximum 5 edition 
commitment: $1550 
($310 per insertion)
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OPINION

GST, easy as 123… or is it?  by Ebony Verbonac

I’ve had a lot of questions from clients regarding the proper treat-ment of Goods and Services Tax as it relates to their farming operations. It always tends to be, “when should I register for GST?”, “what sales do I collect GST on?” and “what purchases can I claim for GST purposes?”. 
Who should register for GST?Per the CRA, small suppliers are not required to register for GST. Any supplier that exceeds $30,000 of sales in any one given calendar quarter, or $30,000 over four consecutive calen-dar quarters is no longer classified as a small supplier and must register for GST. The effective date of registra-tion is the day at which the supplier exceeds the $30,000 threshold. How-ever, you can always voluntarily register for GST if your sales do not exceed the $30,000 threshold. This is regardless of whether you are an incorporated business or operating as a sole proprietor. Once you have determined whether registration is required, you can register via the CRA website, by mail or by telephone. Alternatively, your accountant should be able to take care of registration for you.

Understand the termsIt’s important to understand the distinction between taxable, exempt and zero-rated in terms of GST:
• Taxable supplies mean that the transaction is subject to GST at the prevailing provincial rate. For example, in Alberta this would mean 5% would be added to the sale price of supplies that fall into this category. As a producer of 

taxable supplies, you are also able to claim any GST paid on inputs purchased to produce those sup-plies, these are known as input tax credits (ITCs). 
• Exempt supplies are not subject to GST. While this means that suppli-ers are not required to charge GST on the sale of exempt products, they are likewise unable to claim input ITCs on purchases required to provide those products.

• Zero-rated supplies are subject to GST at 0%, meaning that GST is not charged on sales. Such sup-plies offer a combination of the above categories. As noted, GST is charged at zero percent which is the equivalent to exempt, how-ever, suppliers of zero-rated supplies are also able to claim ITCs on purchases required to produce those supplies - this is likely the category that most of your sales as a farmer or rancher fall into.

When to charge GSTMost of the revenues you’ll gen-erate from your farm are referred to as zero-rated, which means that they are not subject to GST. A hard and fast rule to determine if a sale is zero-rated is whether the items are destined for human or animal consumption. There is a long list of items that are taxable, meaning that GST must be charged on related sales. A few examples include:
• Horses, Mules, Donkeys
• Animals sold as pets

• Gravel, stones, rock, sod or soil
• Seeds (when sold in small quantities)

GST is also charged on other farm activities including, custom/contract work, land rent, artificial insemination and yardage (when custom feeding, feed is considered zero-rated). 

Farmland and other farm assetsIt’s important to be aware that GST should be charged on the sale of farmland. As a seller, failing to charge the purchaser GST on the tax-able sale of farmland will result in a decrease to your proceeds in the amount of GST owing, as the GST will be taken from the cash received from the sale. With all things tax, there are some nuances to this rule and consulting your accountant and/or lawyers before proceeding is strongly encouraged.If you are selling farmland to a relative (child, grandchild or former spouse) and the farmland is intended for personal use and enjoyment, you are not required to charge GST. However, when the land is being purchased for commercial/continued farming purposes, (i.e., there is a desire to generate a profit from farming operations), GST must be charged on the sale. This should be a consid-eration in any matrimonial or estate planning discussions.When selling land to a third party (i.e., a neighbour), elections can be made to not charge GST, however, this should be consulted with your accountant prior to doing so. 

Earn greater rewards          this Fall!
Speak to 
your Merck 
Representative today
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THE RIGHT NOW® MINERAL PROGRAM 
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Grass changes with the season. 
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Ask your Cargill® consultant how Right Now® Mineral can 
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John Lee:He helped write the book on Ag Public Relations
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www.abiconference.ca

June 14 – 15 | Cambridge Red Deer Hotel

Join the Conversation:  #ABBeefConf22

Alberta Beef Industry Conference 2022

Talks

OPINION

It’s Baaack – mCOOL resurrection on the horizon  by Will Verboven... the cattle industry needs to start assembling a war chest but ...Just when you had hoped that Country of Origin Labelling (COOL) and its successor mCool had finally been buried, the new President Biden administration (BA) has taken steps to maybe exhume that old trade barrier zombie. Many 

in the beef industry on both sides of the border have condemned the Biden executive order (EO) to review COOL as unnecessary and interfer-ing in a successful North American beef marketing system. But I sus-pect that most of the US ag and 

food production industry does not vote much for Democrats, includ-ing President Biden. That means extremist leftwing green lobby groups who are Democratic Party supporters have the ear of progres-sive governments like the BA. Most of those folks are urban dwellers with little connection to commer-cial agriculture. Gosh, doesn’t that sound familiar - just insert Trudeau and the federal Liberals. The only small-time cattle producer ally those urban groups have is the notori-ous R-CALF, a longtime insidious anti-Canadian beef trade group. R-CALF was an instigator of the original COOL legislation; they must be chortling with delight as the BA is doing their bidding once again. History repeats itself.There is nothing inherently wrong with COOL for many food products, it’s used extensively in North America, but it doesn’t work for beef products due to the nature of the beef sector’s traditional mar-keting system. That means cattle and beef crossing the Canada/USA border lose their nationality. It’s a marketing trail that is over 150 years old and generally works well as long as both national governments stay out of applying regulations, barriers, tariffs and other border and trade mischief. Such nuisance activity is why governments create free trade agreements – but as we learned with the Canada/Europe free trade agreement, it’s not really free when it comes to the cattle and beef trade. 

It’s the same under the Canada/USA free trade agreement as the WTO beef trade challenge had proven. Canada usually gets the short end of the stick because, as the boy scout of interna-tional trade, Canada is loath to upset any trading partner and just takes the abuse. Unless, of course, it’s dairy supply management, the BA is also launching an ag trade action against Canada, claiming that US dairy prod-ucts are being unfairly restricted from being imported into Canada. You can rest assured that the Quebec-centric Trudeau government will be vigor-ously fighting that challenge. Curious isn’t it? The arrival of the new Biden administration was supposed to herald a new world of cooperation between two progressive leftish gov-ernments after the departure of the evil Trump administration. Yet the BA has moved aggressively against Canadian pipelines, continues the softwood lumber war and now has instigated agriculture trade activity against Canada. If this rate of BA trade mischief continues, we may be wish-ing for the good old days of President Trump. But I digress.The BA order requires the USDA to examine and perhaps redefine the “Product of the USA” label. As the North American cattle industry well knows, that’s a can of worms, nota-bly with further processing. The BA announcement stated there might be new rules “so that domestic farmers and ranchers don’t have to compete with foreign companies that mis-lead consumers.” What does that 

www.liphatech.caSupporting the Ag Industry 

The only small-time cattle producer ally those urban groups have is the notorious R-CALF, a longtime insidious anti-Canadian beef trade group. R-CALF was an instigator of the original COOL legislation; they must be chortling with delight as the BA is doing their bidding once again. History repeats itself.
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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.
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T he three Peake sisters, 
Martina, Michelle and 
Whitney all knew that even-

tually raising beef cattle close to 
their great-great grandparents 
homestead was where they would 
end up; maybe not just right away. 

 “We grew up on a ranch at 
Finnegan, Alberta an hour north 
of Brooks,” said Martina (Peake) 
Wade, the oldest of the three sisters 
who are in their early to late 30s. 
“My sisters and I worked closely 
with mom and dad from a young 
age and there wasn’t a job we 
couldn’t or wouldn’t tackle. At the 
time, my parents raised commer-
cial black cattle and kept extensive 
AI records on the almost 200 head 
of females, allowing them to access 
better genetics than they could 
afford to buy which is a strategy we 
all continue to follow.“Initially, mom suggested that 

I do something off ranch after 
high school. On a whim, I went 
to Vancouver and took a cook-
ing course at a French culinary 
school. It was fun, but not some-
thing I wanted to do full time. Dad 
encouraged me to have a back-up 
plan to be able to deal with the ups 
and downs of the cattle business. 
I obtained my red seal journey-
man instrumentation ticket and 
for five years worked and lived in 
Drumheller. After that, I worked as 
an operator for another five years.”

In 2010, Martina married Steve 
Wade, an electrician/oil patch 
operator she met at work and they 
settled near Dalum on her mom’s 
family farm. About that time, 
Martina and sister Whitney bought 
a Black Angus herd from High 
River. Because Martina was still 
working off farm, Michelle stepped 
in to help her calve them out. In 
2015, Martina decided to leave her 
job and focus on the cattle. 

Today, the Wades calve out 80 
purebred Black Angus females, 
retain replacement heifers and have 
a few bred heifers for sale under 
the ranch name of Wade Cattle Co. 
They rent grass from Martina’s 
mom and live a half hour from 
Michelle at Homestead Coulee and 
50 minutes from Whitney where 
she and husband Regan live. “The farm is 20 minutes SE 

of Drumheller and we live in the 

The next generation of women in Agriculture
meet the Peake sisters – here is Martina Peake 

By Bonnie Warnyca

Martina helping preg test and process cows at sister Michelle’s branding. 

Martina cutting calves at sister Michelle’s brandng.
Bringing the cows home for AI.

original yard site that was home-
steaded in about 1920,” explained    
Martina. “We have 3.75 sections 
or 1,700 arable acres at Dalum of 
which 1,000 acres is rented out and 
farmed. There is 180 acres of hay 
land plus I rent a half section from 
a neighbour and another small pas-
ture for bred heifers. I rotationally 
graze the grass in the summer and 
utilize stubble grazing in the fall 
and winter.”The sisters and their parents 

hold an annual bull sale the first 
of March but are making a transi-
tion this year. They did hold their 
March sale but kept some of the 
yearling bull calves for a fall sale 
in September. The plan is to switch 
the entire bull sale next year to fall 
to sell long yearlings. Martina said 
that between the four ranches they 
sell between 80 and 100 bulls annu-
ally, mostly to a strong local cus-
tomer base but also sell a few bulls 
out of province. “We calve in April, so by moving 

to a fall sale we are able to get a bit 
more age on the bull calves. We’re 
still working on options to winter 
the bull calves for our customers,” 
said Martina. “Each ranch has bred 
heifers for sale and they will tie in 
nicely with the fall sale. Currently, 

we only sell about 15 bred heifers 
a year but hope to bump that up as 
we increase our herd numbers.

“We rely heavily on AI to 
improve our genetic base and since 
dad is a Genex rep, we have many 
contacts to choose from. My sisters 
and I have gone on the Montana 
Angus tour many times which 
allows us to assess a large number 
of cattle of different genetics from 
different parts of the States.”With two-year old Dean in tow, 

outside winter chores are done 
with a Bale truck and in summer 
Dean travels in style in a side-by-
side with a car seat or the half ton. 
Martina remembers riding in the 
saddle with her mom at an early 
age before getting her own pony. 
That same pony was ridden by all 
three sisters as they learned to help 
muster cows. Branding was staged a little 

differently this year as the fami-
lies reduced the number of help-
ers following as best they could 
with social distancing and having 
a single person handle some of the 
processing jobs. Like many other 
producers, the family had to adapt 
to the slowdown at the packing 
plants. “Dad was feeding 50 steers 
at Cattleland when the market 

tanked and we all had to hold onto 
the cull cows,” she explained. “He 
sold some beef privately as butcher 
beef and was then lucky to get a 
few kill dates. We held back some 
culls about a month and a half lon-
ger than we would have liked. 

 “Once Steve is ready to work 
full time at the ranch we plan to 
take over more land to make more 
hay for a few more cows. We’d like 
to establish a bigger bred heifer pro-
gram. Till then, I think I can handle 
up to 120 females. In the meantime, 
Steve helps a lot when he’s not at 
his other job.”Martina and her sisters share the 

ups and downs of the beef industry 
daily and all gather regularly along 
with their parents to lend a hand 
with extra chores. Prior to branding 
in June, dad and the sisters gath-
ered cows on horseback, pulled cull 
cows out to take to town and vac-
cinated all in one day. They trade 
work back and forth.“It is fairly unique that all three 

girls are ranching,” said Martina. 
“Dad never treated us any differ-
ent than he would have treated 
sons. It didn’t make a lick of differ-
ence. Even though we all have our 
own ranches, we continue to work 
together as a family unit.” ■

WOMEN IN AG

FOOTHILL FARMS  7,000 4	 4	 4	 4	 	  
Henk Vandenberg · Fort Macleod, AB.
Ph: 403-553-4290 · Cell: 403-315-3969
Foothillfarmsfortmacleod@gmail.com 

JUBLIEE FEEDLOTS 6,500 4	 4	 4	 4	 4	 4 
Evan Stanley · Westlock, AB.
Ph: 780-349-2476 · Fx: 780-349-5414
lois@jublieefarms.ca
High moisture barley rations

KAV 7,000 4	 4	 4	 4	 4	 4 
PO Box 488, Linden, AB T0M 1J0 
Kevin Klassen • 403-546-2420
info@kavltd.ca

SHELTER VALLEY CUSTOM FEEDING - LETHBRIDGE 10,000 4	 4	 4	 4	 4	 4 
Sam McQuaid & Cory Conan · Lethbridge, AB.
Ph: 780-857-2720 · Cell S: 780-209-2373 · Cell C: 403-894-1020
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.
Ph: 780-857-2720 · Cell S: 780-209-2373 · Cell C: 780-806-6107
svlc@telus.net
Feeding all classes of cattle

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

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

BALLCO FEEDERS 16,000 4	 4	 4	 4	 4	 4 
Jeff Ball · Brant, AB.  Ph: 403-684-3540 · Cell: 403-371-6362
jeff@ballco.ca · www.ballco.ca
Share Pens · Barley Silage · Individual animal management
In business 26 years

BEAR TRAP FEEDERS 4,500 	 	 4	 4	 4	  
Don Lowe & Bob Lowe · Nanton, AB.
Ph: 403-646-5550 · Fx: 403-646-5697
beartrapfeeders@gmail.com 
Backgrounding & Finishing

CAIRNS FEEDYARD LTD.  5,000 4	 4	 4	 4	 4	 4 
DJ Cairns & Skyler McBride · Madden, AB.
Cell DJ: 403-333-2401 · Cell S: 403-815-5867
cairnsfeedyard@gmail.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.
Ph: 403-546-2655 · Fx: 403-546-3831
Cell R: 403-333-5440 · Cell J: 403-333-5438
calhouncattle@gmail.com

CARMANGAY COLONY FEEDERS 5,000 	 	 4	 4	 4	 4

Ben Wurz-Feedlot Manager - Carmangay, AB
CELL: 403-795-9806 FAX: 403-643-2410
benwurz71@gmail.com

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

DRILAND FEEDERS 20,000 4	 4	 4	 4	 4	 4 
Jacob Bueckert · Warner, AB.
Ph: 403-642-3732 · Cell: 403-634-2234
office@driland.ca 
Backgrounding & Finishing
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• Virtually no tissue damage
• Less stress on the animal
• Animals barely notice the hit
• No need to confine the animal
• High tech darts for ideal delivery

Model 389 cartridge type 
available in cammo or black

Cattleman’s Choice
Model 178B  
operated for close range shots

Darts, Projectors 
and Accessories available from:

Graham McKenzie 
Weyburn SK
306-861-7074
mckcattle@live.ca
Dale Watson 
Minton SK
306-861-4618
wrgf@sasktel.net

www.pneudart.com

Remote Drug Delivery System

Pnuedart Authorized Dealer
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“There’s been a lot of work 
done in removing coni-
fers around communities 

to reduce fuel for fires,” says Mike 
Pritchard, wildfire prevention coor-
dinator with the B.C. Cattlemen’s 
Association. “But, when you open 
up stands and allow in more water 
and light, those areas grow more 
grass. Grass is one of the most vola-
tile fuels for fire. If you have a lot of 
grass, fire can use the grass to move. 
So, if all you do is remove conifers, 
you’re just exchanging one fuel type 
for another. What the Government 
has told us we need to prove is that, 
by using cattle to graze out some of 
the grass, we can reduce a wildfire’s 
intensity so that it can be stopped 
with ground crews instead of with 
air tankers.”

Pritchard, a rancher from near 
Vanderhoof, BC, has 36 years of 
experience fighting wildfires. He 
has bird-dogged, ground crewed 
or helped plan suppression strat-
egy for most of the large fires that 
have impacted BC’s hot and dry 
Okanagan Valley over the past 
three decades. Now, he’s turning 
that knowledge into cattle graz-
ing strategy. 

First, he and his team needed to 
find the right test locations. They 

determined three key requirements: 
the area had to be in an interface area 
(ideally the first 400 meters, but up to 
two kilometers, from populated areas), 
there had to be at least 40 homes at 
risk from wildfire in the immediate 
area, and the locations needed to fre-
quently face wildfire risk.     

A 13km stretch of land just south 
of Cranbrook fit every requirement 
and, since that city’s fire prevention 
team already bought into the con-
cept of bovine fire suppression, it 
proved a natural first trial location. 

“They’ve done lots of work on 
fuel management in the Cranbrook 
area. The southeast of the province 
is probably leading in that. They 
had harvesting trees, prescribed 
burning, and cattle written right 
into their fire suppression prescrip-
tion,” says Pritchard. 

In early June, two local ranchers 
with nearby range tenures pushed 
200 cattle into two 6.5km long areas. 
The cattle grazed for three to four 
weeks. While data isn’t yet fully ana-
lyzed, Pritchard’s early impression 
is that the grazing made a difference. 

“Anecdotally, it looks like we did 
some good there,” he says, noting 
the cattle will be able to do more 
good next year once the area is more 
fully logged. 

The project’s second plot in 2020 
was in Peachland/Summerland: an 
area hard hit by multiple recent fires.  

“The Peachland/Summerland 
area is a very highly urban inter-
face with a huge fire history. The 
part of Peachland [we’re working 
in] has been evacuated three times 
since 2014,” says Pritchard. “The 
local First Nation is doing harvest-
ing of trees in the area; we want 
to work with them to do the cattle 
thing otherwise there’ll be an issue 
with maintenance going forward.”

Results from the 2020 effort in 
Peachland/Summerland showed 
many more cattle are necessary.

“Our hope with this first year was 
just to get baseline data. We had 50 
pairs on over 4000 acres and the 
data shows we didn’t touch it at all: 
we didn’t have enough cattle. That’s 
good data for us as a starting point.” 

Containing the cattle is an 
evolving effort. Electric fences did 
the job this year, but Pritchard and 
his team hope to soon trial radio 
collars instead. Sourcing the right 
radio collars proved challeng-
ing, but technology may arrive 
from Norway as soon as this 
October. Telus has indicated sup-
port for the project as a trial run of 
its infrastructure.  

Bovine fire-fighters 
protecting urban 
interface one 
mouthful at a time

ENVIRONMENT

If you visited Cranbrook, BC this past June, you likely drove right past BC’s newest wildfire prevention 
team: 200 head of commercial cattle munching their way through grass that would otherwise become 
ideal fuel for summer fires. The cattle, along with 50 pairs that grazed near Peachland, BC in late May, 
are the first try in a three-year wildfire suppression pilot project financed by the BC Government and 
managed by the BC Cattlemen’s Association. 

Mike Pritchard, wildfire 
prevention coordinator with the 
B.C. Cattlemen’s Association. “
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WESTERN STOCK GROWERS
1882 – Pincher Creek Stock Association forms

1883 - South-Western Stock Association forms

1886 - Canadian North-West Territories Stock 
Association (CNWTSA) forms

1887 - CNWTSA renamed Alberta Stock 
Growers’ Association 

1894 - Southern Alberta Stock Growers’ Asso-
ciation forms

1896 – WSGA established

1905 – Province of Alberta officially forms

1909 - Edward, Prince of Wales, made a life 
member of WSGA 

1913 – Medicine Hat Stock Growers’ Associ-
ation established

1914 – Medicine Hat Stock Growers’ Associ-
ation joins WSGA

1920 – Stock Growers’ Protective Association 
of Western Canada established

1921 – WSGA merges with the Stock Grow-
ers’ Protective Association of Western Canada, 
using the latter’s name

1923 – Stock Growers’ Protective Association 
of Western Canada changes its name to WSGA

1936 – Short Grass Stocker Growers’ Asso-
ciation forms

1937 – WSGA’s longest-ever serving presi-
dent, Dan Riley, hands off the organization’s 
reins after 16 years of service. 

1941 - WSGA presents Edward, Duke of 
Windsor, with a lined buffalo robe not long 
after he abdicated the throne of England. 

1943 – The Short Grass Stock Growers’ Asso-
ciation merges with WSGA

1996 – Centennial Cattle Drive

1896 to 2021 and beyond – WSGA draws 
from the best in the industry to effectively 
advocate for Albertan stockmen’s rights.

We have the ability to produce more with less 
today. That’s great and wonderful – it’s what 
we’ve been working towards - but a side effect 

is that our opinion as producers matters less and less,” 
says Callum Sears, WSGA’s current president. “Pro-
ducers are getting fewer and fewer and we’re being 
outnumbered and out-voted. It’s so important for people 
to be involved in organizations like Stock Growers’ so we 
can come together to make our voices a little bit louder.”

WSGA’s membership is currently responsible for 
three million rangeland hectares and over half a mil-
lion head of cattle. While the details of its specific efforts 
have changed over the years, its mandate to protect stock 
growers’ rights and the fragile rangelands they operate 
on has remained absolutely consistent through the years. 

“From a broad sense, a lot of the issues we deal with 
today come back to property rights, and that’s what Stock 
Growers’ was founded upon,” says Sears. “At the start of 
the day, we might think we’re talking about two differ-
ent issues but, once we hash it all out, it’s almost always 
about basic property rights.” 

How has the WSGA lasted a century and a quarter, 
and what keeps it going strong? The answer lies in three 
key factors: WSGA is an entirely voluntary organization, 
run by stockmen, for stockmen. 

WSGA is not funded by checkoff or government. 
The majority  of its operating funds come from dues 
paid by members who voluntarily join the organiza-
tion. The fact that membership is voluntary keeps the 
organization keenly focused on its members’ priori-
ties. Membership-raised operating funds also allows 
WSGA to advocate on behalf of stockmen without being 
obliged or indebted to government or corporate funds 
and priorities. 

“If you align with how we run our business and 
how we attack policy, then you become a member,” 
says Lindsye Murfin, WSGA’s general manager. “That 
allows us to be more independent in our messaging. We 
can be nimble and advocate however our membership 
tells us to advocate.”

“If we don’t meet our members’ needs and if we don’t 
pursue the work our members care about, they have the 
option to walk away,” adds Sears. “The fact that we have 
so many committed and longstanding members is proof 
that we continue to provide value.”

Ultimately, there’s no one better to advocate and work 
on behalf of stockmen than stockmen themselves. 

Though certain stockmen priorities overlap with 
those of feeders or other cattle industry groups, land 
use and other priorities are often unique to stockmen. 
Rather than trying to meet a broad range of industry pri-
orities, WSGA focuses exclusively on the unique needs 
of its members. 

WSGA: the voice of 
Albertan stockmen 

for 125 years
This fall marks 125 years since a handful of southern Albertan 

cattlemen met and formed the Western Stock Growers’ Association 
(WSGA). Alberta’s longest running agricultural organization, WSGA has 
been an independent, membership-driven, stockmen-specific, grassroots 
producer organization through every day of its existence. Today, WSGA 
is more necessary than ever as the disconnect grows between urban and 

rural, between makers and takers, and between government and the 
people who produce food under government’s rules. 

“
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Cattle may be an aid to 
reducing forest fires.
The short documentary ‘Too Close to Home’ explores the role 

cattle can play in reducing wildfired risk

Following the  success 
of  “Guardians of  the 
Grasslands”, “Close to 

Home” is the second documen-

tary produced by the Canadian 

Cattlemen’s Association’s Public 

and Stakeholder team in col-

laboration with Story Brokers 

Media House.  
As more and more wildfires 

scorched lands far and wide across 

the globe and drought ravaged so 

many North American cattle op-

erations, it seemed the right time 

to zero in on new possibilities to 

help fight fire albeit a rather out-of-

the-box partnership that brought 

fire experts together with the B.C. 

Cattlemen’s Association. 
The intense fires of 2017 and 

2018 in British Columbia burned 

more land in the province than in 

the last 25 years combined. The 

fires also torched many homes in 

the high-risk areas of Kelowna, 

Peachland and Vernon. These fires 

exposed the problem of interface 

between homes and the surround-

ing forest and grasslands. 
In 2018, eager to find yet anoth-

er tool in the fire-fighting tool box, 

B.C. Wildfire Services approached 

the B.C. Cattlemen’s Association 

to work together on a three-year 

pilot project to investigate the pos-

sibility of using cattle to reduce the 

fire threat.   
Ranchers and fire crews began 

to see that the areas which had 

been grazed by cattle seemed to 

reduce the intensity of fuel for the 

fire and allow firefighters to stop, 

turn or fight the fire. They saw that 

where cows grazed early in the 

spring in the south areas, the fire 

came up to where they had grazed 

and it stopped.
Municipalities, towns, research-

ers, First Nations, conservation 

groups and ranchers came together 

to collaborate on the project to see 

if agriculture could play a part in 

reducing the wildfire risk. Now in 

its third year, research has proven 

what history has already taught us, 

when you remove a disturbance 

from a landscape, you start to see it 

degrade. That degradation shows 

itself in the deadfall in the forests 

lying in wait to someday help to 

fuel a fire in its path. 
“We’re not saying we can pre-

vent a fire but we have found a 

way to perhaps give it a smaller 

fuel base and a better chance to 

protect the infrastructure,” said 

Kevin Boon, General Manager for 

the BCCA and administrator for 

the pilot projects. 
“Several steps had to happen 

before we were ready to release 

cattle in three different project ar-

eas. We developed a landscape lev-

el plan for the areas and searched 

out water sources. We also thinned 

out the timber. For a 2 km area, 

we phased out the density of the 

trees, reducing the stems in the 

first 400 yards to maybe 250 stems 

per hectare and then maybe 500 

stems per hectare before reaching 

the standard 1,200 stems per acre 

by the end of the area we closed 

off for the cattle. That reduced the 

amount of fuel by the trees. We 

also had to take some of the lower 

branches off trees up to about 15 

feet so the cattle could get under 

them to graze and reduce the pos-

sibility of a grass fire reaching up 

to the treetops.“
“Too Close to Home” has be-

come a catalyst to throw open the 

windows of possibilities for agri-

culture to come to the aid of both 

nature and urban and rural dwell-

ers. Where once the idea seemed 

rather far-fetched, today it has 

some merit.   

 “After 2017, when the fires were so big 

in the Caribou, we noticed how agri-
culture and cattle grazing allowed fire 

fighters to better stop, turn or fight fires. 

After that, the Wildfire Services branch 

and the B.C. Cattlemen’s Association 

began to pay closer attention to areas 

that had been grazed or disturbed so 

they could be used for fire guards for a 

line of defense,” said Boon. 
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There are many guardians of the 
grasslands – but we need more

In the November issue of Alberta 
Beef Magazine, Larry Simp-
son, Conservation and Strategic 

Philanthropy Advisor for Nature 

Conservancy Canada, discussed the 

tremendous loss of native grassland 

acres on the prairies. Recapping that 

discussion: from 1991 to 2016, there 

was a loss of natural grassland in 

Canada of approximately 147,000 

acres per year. With the majority 

of those acres being lost to acreage 

development and cropping. 
Conservation easements are one 

way ranchers can halt the progres-
sion of loss of native grasslands and 

wetlands. A conservation easement is 

an agreement that a landowner can 

enter into to ensure wetlands will not 

be drained and native grasslands will 

not be cultivated or subdivided, to 

list the most important aspects of 

conservation easement agreements.  

Ranchers care about their land. 

In many cases ranches may be 

multi-generational, passed down 

from parents to children and some 

landowners want the peace of mind 

knowing that the ranch their family 

has created over the decades will be 

protected long-term.
A conservation easement is an 

option for landowners who are 

invested in the long-term conser-
vation of their property but want to 

retain ownership of the land. 
An easement is a tool in which 

a landowner decides to voluntarily 

limit certain uses from occurring on 

all or part of their property so that 

the natural values that are import-
ant to them, such as wetlands and 

native grasslands, are protected for 

the long-term.
The genesis for this conserva-

tion tool came in the mid 1990’s 

from Neil Harvie, a rancher owning 

land on the Bow River between Cal-
gary and Cochrane. He could see 

how urban expansion and acreage 

development was rapidly convert-
ing ranches around him.  He loved 

his land and wanted to find a way 

to conserve it, but he also wanted 

to continue to own it, ranch it, con-
trol access and give it to his children.

He had a little booklet titled Pre-
serving Family Lands that he had 

secured from a rancher friend in 

the United States where conserva-
tion easements were common.

When Neil looked into it he saw 

that this conservation tool was not 

available in Canada. He knew, how-
ever, that it could be of real value 

to landowners, primarily ranch-
ers, who wished to ensure the land 

and the wetlands they cared about 

would not be sacrificed for urban 
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J ennifer Pearson, DVM, is an as-
sistant professor at the U of C 
Faculty of Veterinary Medicine 

in bovine health management. She 
splits her time between teaching 
veterinary students and cattle re-
search. “It has taken time for the 
cattle industry to recognize that 
cattle feel pain,” said Pearson. “It 
is difficult to detect or measure 
pain in animals. Cattle are prey 
species and tend to hide pain, dis-
comfort, or stress to prevent be-
ing easy targets for prey species. 
There are different types of pain 
that cattle experience. A cow that is 
lame has a mechanical type of pain 

compared to a bull calf that is cas-
trated with a knife and has a sharp, 
surgical pain. A calf with diarrhea 
will have inflammatory and cramp-
ing type of pain, compared to a calf 
experiencing a burning sensation 
of pain from either being branded 
or disbudded. “We know that pain is an indi-

vidual sensory experience and that 
animals experience pain different-
ly. We’ve seen producers increase 
their use of pain mitigation prac-
tices as part of their management 
strategies and look at other differ-
ent ways to improve cattle welfare. 
Most producers understand that if 

a procedure would be painful to 
them it’s probably painful for the 
animal and they will treat them 
with pain meds.”Most recently, my research in-

vestigated pain mitigation strat-
egies to improve the health and 
welfare of beef calves assisted at 
birth,” said Pearson. “Calves were 
randomly assigned either a sub-
cutaneous injection treatment of 
Metacam or a placebo after assisted 
calving. These calves were mon-
itored until weaning to measure 
parameters associated with pain, 
growth, and health. Calves given 
Metacam gained more weight in 

Do cattle feel pain? 

 Dr. Jennifer Pearson, DVM: “There are different 

types of pain that cattle experience which makes 

it harder to use one standard measurement for 

all types of pain,” said Pearson.  

In a 2017 article, Nigel Caulkett, DVM, answered the question that cattle do indeed feel pain the 

same way that humans do but their expression of pain is much more stoic. Since then, many in-

dustry caregivers have become more focused on mitigating pain for many different procedures.

MANAGEMENT
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Y ou have heard it on the news, 
seen it in the headlines and 
clicked it on social media: 

we should reduce meat consump-
tion to decrease our individual 
carbon footprint and protect the 
environment. Recently, restaurants 
and food websites have removed 
beef from their menus and recipes 
in claims to be doing their part to 
become more climate conscious.

Could it be possible that in 
some parts of the world, rais-
ing beef cattle actually preserves 
endangered ecosystems, provides 
valuable wildlife habitat and pro-
motes carbon sequestration? In 
Canada, these are the environmen-
tal benefits from the land cared for 
by beef farmers and ranchers and 
their livestock. With less than 2% 
of Canadians directly involved in 
agriculture, it is not surprising that 
these immense benefits are not well 
known by the average consumer.

Recently it has been suggested 
that reducing beef consumption by 
25% would result in a 10% reduc-
tion of livestock-related emissions. 
A narrow definition of sustain-
ability, based on greenhouse gases 
alone, could lead us to believe that 
a reduction in emissions is good at 
any cost. But greenhouse gases are 
just one sustainability metric: only 
one way of looking at the carbon 
footprint of our diet.A full Life Cycle Assessment 

encompassing environmental, 
social and economic perspectives 
for the Canadian beef industry 
was completed by the Canadian 
Roundtable for Sustainable Beef 
(CRSB) in 2016. The environmen-
tal assessment calculated that the 

beef industry contributes 2.4% 
of our total national emissions. 
So, if we were to reduce our beef 
consumption by 25% and thereby 
livestock related emissions by 10%, 
our national reduction in emissions 
would be about 0.2%. Not negligi-
ble, but certainly not the silver bullet 
that has been suggested – especially 
if we consider the unintended con-
sequences that would follow from 
reducing the Canadian beef herd.

In Canada, 35 million acres of 
native temperate grasslands are 
cared for by beef farmers and ranch-
ers. This ecosystem is one of the most 
endangered in the world, with less 
than 26% remaining. To survive and 
thrive, grasslands need (yes, need) 
a large grazing herbivore, as they 
were shaped by the massive herds 
of bison that historically roamed the 
prairies. Suggestions to reduce beef 
consumption by 25% could poten-
tially mean nearly 9 million acres of 
native temperate grassland being 
converted to other uses.Lands where beef cattle are 

raised also provide the majority of 
wildlife habitat on all food produc-
ing lands in Canada – close to 70%. 
When grasslands are lost, species 
that depend on them for survival 
suffer. Reducing the beef herd by 
25% would lead to around 18% less 
wildlife habitat across this coun-
try, impacting some of the most 
at-risk species including the swift 
fox, burrowing owl and greater 
sage grouse.Finally, back to carbon – the 

central point in the climate change 
conversation. Grasslands with 
beef cattle currently store 1.5 bil-
lion tonnes of carbon in the soil. 

Cultivating or developing these 
lands could lead to upwards of 
50% of that stored carbon being 
released. In the scenario of losing 
25% of these lands, the result would 
be 190 million tonnes of carbon 
emitted – more than one third of 
Canada’s total annual emissions. A 
recent study led by Nature United 
suggests that “avoiding grass-
land conversion and the resulting 
preservation of soil carbon stocks 
represented the single largest 
opportunity in Canada” for natural 
climate solutions. In other words, 
a decrease in the national cattle 
herd would release much more soil 
carbon into the atmosphere than we 
would ever save from the reduced 
cattle emissions.A food system’s sustainability is 

more complex than a single metric 
can convey. Looking at greenhouse 
gases alone overlooks the ecosys-
tem services provided by having 
cattle on the land – not any land, 
this land. Canada’s grasslands and 
vast pastures, which benefit from 
a keystone grazer, make beef an 
environmentally sound, sustainable 
source of protein. Undoubtedly, 
there are large regional differences 
and impacts associated with rais-
ing cattle in certain less well-suited 
parts of the world. For Canada, 
preserving grasslands and wild-
life habitat should be our priority. 
When we look at the whole complex 
story, reducing beef consumption 
could cause more harm than good. ■Anne Wasko is Chair of the Cana-

dian Roundtable for Sustainable Beef 
(CRSB), a Market Analyst and raises 
CRSB-certified beef in Saskatchewan.

OPINIONReducing beef consumption 
might not be environmental 
solution some think   by Anne Wasko
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1/3 Page 
Vertical
2.167” 

x 
9.5”

1/3 Page Horizontal 7” x 3”

Front Cover Banner 7” x 1.25”

2/3 Page Horizontal
7” x 6.25”

1/2 Page Vertical
3.375” x 9.5”

1/4 Page 
3.375”

x 4.625”

1/3 Page Square
4.583” x 4.625”

1/6 Page 
Vertical
2.167” 

x  
4.625”

Ear Lug
3”x 1”

TOP SPOT
 1.5”w x 
1.75”h

1/2 Page Island
4.583” x 7”

1/6 Page 
Horizontal

4.583” x  2.167”

1/2 Page Horizontal
7” x 4.625”

Double 
Business Card 
2.167” x  2”

FILE SUBMISSION
• Images must be saved as PDF, tiff, EPS or jpeg at a minimum of 

266 dpi. (eps files must have type converted to outlines). Incorrect 
sizing or specifications of ads will result in an additional charge 
based on $60.00 hour.

• Client sending the file accepts responsibility for the accuracy of text 
and quality of all images. We are able to reproduce any layout if 
provided with a hard copy, fonts and original images/document.

If you have any questions about our electronic file standards please 
call 403-250-1090. 

Image  . . . . . . . . . . . . . . . . . . . . . . . . . . . . 7” x 9.5”
Final Trim . . . . . . . . . . . . . . . . . . . . . . . . . 8” x 10.5”
Bleed . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ..25” 
Printing process . . . . . . . . . . . . . . . . . . . . . . . . . Web
Resolution  . . . . . . . . . . . . . . . . . . . . . . . . .  266 DPI

PO Box 76070, RPO Millrise, Calgary, AB T2Y 2Z9 
P 403-250-1090  

www.beefnews.com | beefmags@gmail.com

Alberta Beef Magazine reaches 7,000 Alberta 
beef producers with each edition. When you 

bundle your Alberta Beef Magazine advertising 
with our sister publication, Beef Illustrated, you 
not only save up to 30% on the Beef Illustrated 
advertising, you also reach an additional 11,000 
beef producers (6,000 producers in Alberta and 

5,000 producers in Saskatchewan). The combined 
circulation of Alberta Beef Magazine and 

Beef Illustrated delivers to just over 18,000 
qualified beef producers. That’s value like 

no other publications can offer.

*Does not apply to Beef Illustrated Super Half Pages.  
*Readership of Alberta Beef Magazine is 

unduplicated to the Beef Illustrated delivery.
*Cannot be combined with any other offers or discounts.

SAVE  UP TO 30%*

ALBERTA BEEF MAGAZINE RETAIL RATE CARD 2022/2023
All quoted rates are in Canadian currency, net rates. Gross rates: add 15%. Prices do not include GST. 
Closing dates are approximately the 15th of the preceding month. Effective September 1, 2022 to August 31, 2023.

 Single Double
6X B/W  $522 $1,045
12X B/W $920 $1,835

BUSINESS CARDS
Spot colour: $50 Full colour: $100

2022 / 2023 ABN RATE CARDM RATES  INCLUDE FULL COLOUR

1X 6X 11X

1/6 $1,158 $905 $815 

1/4 $1,360 $1,180 $1,065 

1/3 $1,785 $1,595 $1,375 

1/3 Horizontal $1,905 $1,715 $1,550 

Super 1/2 $2,315 $2,105 $1,880 

1/2 $2,040 $1,850 $1,650 

2/3 $2,215 $2,005 $1,790 

Full $3,300 $3,035 $2,610 

Inside Covers $3,645 $3,235 $2,865 

Outside Back Cover $4,045 $3,595 $3,170 

Double Page Spread $5,990 $5,445 $4,800 

1 -3 X 4 - 6 X 7 - 9 X 10 - 11 X
$2020 $1925 $1870 $1735

MINIMUM BUY MAXIMUM BUY 
Minimum buy = 2 editions Total = $840 ($420 per insertion) 
Maximum buy = 5 editions Total = $1550 ($310 per insertion)

1 -3 X 4 - 6 X 7 - 9 X 10 - 11 X
$860 $820 $785 $740 

Business Card 
2.167” x  1”


