NATIONAL STOCKER AWARD 
General Information
50 POINTS
Provide a brief review of the general nature, history and production of the nominee’s operation.
1. Percentage of total cattle revenue generated by stocker/background​ing business in 2008-2009? 100%
To be eligible for the National Beef Stocker Award, the nominated operation must derive the majority of its cattle revenue from the stocker/backgrounding operation.
2. How many years has the nominee been involved in the stocker/backgrounding business? 
12 years
3. During this period of involvement, has the scope of the nominee’s stocker/backgrounding operation (select only one): 

XX Grown ☐ Declined ☐ Remained Static

4. How many head were part of the nominated program in 2008-2009 (i.e., only the cattle included in the winter forage stocker production phase program if that is the category of nomination)? 963
5. Percentage of total stocker revenue derived from nominated category. 100%
6. Primary challenge to the stocker/backgrounding operation in 2008-2009, and how you dealt with it. Wheat pasture was tough to come by. What could be obtained was expensive, and performance was less than projected. We found some corn circles we could lease for the stalks to supplement for the forage, so we started on the wheat pasture we did have to get them straightened out, then switched over to the stalks.

7. Including the nominee, how many individuals are involved in handling the day-to-day operation of the enterprise? (fill in appropriate numbers):

Full-time: _________________________________________________

Part-time: 1
8. What is the expected evolution in the next three years? We were able to lease more ground close to us and  plan to double the size of the program this year. By 2011 my plan is to be turning 3,000 head annually.
9. What is the nominee proudest about when it comes to his/her stocker operation? I’m proud of being able to start with no economic stake in the cattle business 12 years ago, and build equity in cattle through the stocker industry. When I started, I leased all of the ground and ran cattle on contract for others. Now, I own the cattle I stocker and have been able to start piecing together some ground of my own. 
10. What is the most valuable lesson learned during the nominee’s stocker career? It’s nothing new, but the fact that gain is everything—it drives everything—in this business. Guess wrong on that or drop below an otherwise accurate projection and you can’t overcome it on a set of calves, relative to your profit goals.

11. What role does the nominee believe his/her operation serves in the U.S. cattle/beef business? Like other stocker and backgrounder operations, I believe we play a key role in consumer beef demand on both sides of the equation. On the supply side, we provide consumers a constancy of supply since 80 percent of the calves in this nation are born in the spring and can only spend so many days in the feedlot from a cost standpoint. By assembling and managing calves in groups more alike than they would otherwise be, we help turn out a more consistent supply, though the variation in each segment of the business is staggering. By warehousing cattle on forage, decreasing the cost of gain of fed beef, we're also a key component in keeping the consumer beef price as affordable as it is. For that matter, stockers and cow-calf producers utilizing rangeland play an integral role in managing the sustainability of those resources.

12. What are key changes/challenges the nominee believes the U.S. stocker industry faces in the next three years and how will his/her opera​tion address them? 

Volatility in commodity prices as we’ve already seen for the past 18 months. Even though margin rather than relative price drives our profitability, the extreme volatility makes timing buy-sell decisions tougher and lots more costly if you guess wrong. With that in mind, we will contract more calves to sell further out as soon as the profit objective is reached on them.

Beef demand, especially with cattle supplies as low as they are, will be key to cattle prices. It seems to me that domestic beef demand has remained surprisingly strong in light of the recession/depression. Likewise, global beef exports continues to grow. We won’t be able to count on demand growth, though, until the domestic and global economic mess turns around. There not much we can do about beef demand as an individual operation, other than supporting programs that promote beef. We can do something about the consequences, though. With that in mind, we are looking harder at how to lower costs while maintaining production.

Finally, I think government intervention is a real concern, everything from proposed dairy herd buy-outs, to COOL, to legislation that prevents packer ownership of cattle more than two weeks out. All of those create artificial barriers in the market. Consequently, the market is not able to operate as efficiently—it still ends up going where it needs to go—and creates more economic loss along the way. I spend a lot more time writing my Congressional representatives than I used to, trying to help them understand why particular legislation is positive or negative to the industry; and I encourage my peers to do the same.

Overall
50 POINTS
Provide an overview of your operation, philosophies, goals and how you do business. 

This overview should include:
• Why the operation is being nominated—What sets the nominee apart from the others in this segment of the stocker industry, (i.e., what aspects of the operation are different from or allow the nominated operation to be more competitive than peers engaged in the same stocker category?)
• Procurement—How cattle are typically procured (i.e., sources, typical distance hauled, whether previous health history is required, whether you purchase with value-added markets in mind, etc.) 
• Management—Data routinely tracked and monitored, at what stages cattle are weighed, whether cattle are managed individually or as groups, etc.
• Health—Objectives of the nominee’s health program, including the role of the veterinarian. The decription should include: 
• Receiving and processing protocols (if using metaphylaxis, please cite the specific products used) 
• Vaccination program 
• Pull and treat protocol 
• Implant protocol 
• When and how you utilize a veterinarian 
• Any other details that help the evaluation committee understand how you apply health management.
• Nutrition—Explain the nominee’s nutrition program and how it fits with the land resources that are available. The description should include: 
• Techniques used to optimize gain per day 
• Supplement strategies 
• Who you consult with to build rations (e.g. consulting nutritionist, feed company representative, etc.)
Overview/philosophy


Basically, we’re in the business of sorting up and grading up fly-weight calves to market as feeder cattle weighing 700-800 lbs. We buy put-together calves out of the Southeast that weigh on average no more than 325 lbs. I’ve used the same two order buyers the past three years to procure the calves. I’ll start buying in August, placing calves on some warehoused standing Bermuda grass until fall cereal grain pasture becomes available, supplementing them accordingly. In the initial stage our primary focus is to keep them alive and give them a chance to grow some frame.


We view the lightweight calf as risk management; we have more eventual pounds to dilute the cost across; we also have less invested in the ones we lose. Plus, besides marketing forage, starting put-together lightweight calves is the service we have to market.


We believe our ability to do this with an average death loss of 2% and average morbidity of 20%, with a re-pull rate half of that, is what makes us unique and competitive. We’re able to make more return per calf, on average, than if we focused on selling gain alone.

As far as management in general, we manage the cattle as groups, though we tag the calves individually so we can track health and performance. We’ll temp everything at processing and weigh them at processing; we do the same a week after processing when we move them from grass traps to warehoused Bermudagrass or to cereal grain pasture (depending on the time during the season calves have been purchased). We weight and temp again when we go from Bermudagrass to cereal grain pasture, and when we go from cereal grain to warehoused corn stalks as we did for the first time this past year. Another way of looking at it is they are weighed and temped each time they are moved as a group geographically and nutritionally. 

Between that information and what we see, we make sorts each time we weigh and temp—any that don’t look like they can keep up with the group, we’ll cut our losses and market them through the local sale barn. The only other time we’ll temp them is if we pull and treat. We’ll market load-lots of calves at any time during the process when our profit objective has been reached in them. So, our records include individual weights, pull and treat records, group average daily gain for each phase, as well as cost of gain for each phase. We also track the calves by order-buyer and trucker. As well, we try to track who ultimately winds up with the cattle we sell.
As stated earlier, we put together calves, so we don’t actively seek to buy any calves destined for value-added markets. The reason is because of the added risk and price associated with calves verified for one thing or another. 

Health:

We get cattle in, give them a chance to settle in grass traps for approximately 24 hours. Grass hay is available as soon as they unload. Also, we use water troughs with circulating pumps that create a small fountain effect; seems to help new arrivals find and get interested in the water. 
After calves have been on the ground for a day, we’ll process them, weigh and temp each one (that begins the health record, including product names and specific lot numbers). Metaphylaxis is a standard part of our processing (we use Micotil), as is vaccinating with modified live vaccine for IBR, BRSV, BVD and PI3 (we typically use Bovishield 4). We’ll also worm them with Ivomec and implant with Component. 
After they’re processed we’ll move them to some grass pasture adjoining the trap, provide hay if needed. A week later, we’ll weigh and temp each one again before shipping them to warehoused grass or cereal grain pasture.
 
If we pull a calf to treat we’ll take it to a hospital pen until it’s ready to return to the home group (usually Baytril or Nuflor). We won’t treat an animal more than three times, including the initial round of metaphylaxis. So, after the third treatment they go back into their home group, then it’s between them and their maker.

The individual cattle weights also help us use the right amount of vaccines and treatments; they also helps us pull cattle sooner that are sick, rather than everything with an elevated temperature. Nutritionally, though, we treat them as a group.
Cattle handling is a major part of our animal health program. From the day cattle arrive to the day they leave, we handle them as quiet, slow and easy as possible. It’s nothing fancy, but we’ve worked to eliminate loud noises and shadows in our processing area, anything that causes cattle to balk.

As far as veterinarians go, I consult with ours at least once per year, to review our processing and treatment protocols and products. Other than that, unless we get into a wreck we can’t figure out, we take care of things on our own.
Nutrition: 
It all boils down to cost of gain, relative to the projected value of gain. When it makes sense, we’ll use pelleted protein for supplement, complete mixed ration for part of the time and any other strategies we can figure out to lower the overall cost of gain (not just feed) through decreased cost and/or increased production. We always keep mineral out for them, too, with Rumensin.
I’ve tried to be progressive as possible without increasing cost unless there was a marginal return to be had. For instance, we typically use the Oklahoma Gold program to supplement protein; though we didn’t this year because I read the market wrong and stayed in on some calves I should have bailed on.
Usually a friend of mine who owns the local elevator, as well as our county extension agent help me evaluation rations and ingredient options. Between the two of them I can get a handle on whether what I’m thinking at the time sounds reasonable. I also have friends in the stocker business in other parts of the country that bounce things off of.
NATIONAL STOCKER AWARD 
Please consider (type in name of operation): _____ Bent Bow Cattle Co. _____________________
for the 2009 National BEEF Stocker Award in the following Stocker Production Phase (select only one). 
Programs can be nominated in only one category — nominations in multiple categories will be ineligible.
The nominated operation understands that the award evaluation committee may contact it for further information. Further, the nominated operation understands if selected as a Phase I finalist, they will be required to provide Profit​ability Metrics for up to five groups of cattle managed during the contest year (see www.nationalstockeraward.com for the information that will be asked for at that time). If selected as a Phase II finalist, the nominee understands that BEEF magazine will conduct an on-site interview and take photos for an article to appear in BEEF magazine and through other media. If selected as a National Stocker Award winner, the nominee agrees to attend the 2010 NCBA Convention to accept the award sponsored by Elanco Animal Health. Information provided in this application will be used solely by the evaluation committee and held in the strictest confidence by BEEF magazine. Should the nominee earn the national award, the nominee and BEEF will agree upon what specific details can be shared about the nominee’s operation.
Select one phase: 
❑ Summer Stocker program (forage-based) e.g. calves purchased or retained for grazing from approximately April 1 to August 30. 
XX Fall /Winter Stocker program (forage-based, including crop residues such as corn stalks) e.g. calves purchased or retained for post-weaning gain, primarily using standing forages such as winter wheat or ryegrass pasture, or crop residues such as corn stalks, from approximately September 1 through March 31. 
❑ Backgrounding / Drylot Stocker (feed-based) e.g. calves purchased or retained for pre-stocker backgrounding and/or postweaning gains primar​ily using feeds other than forage. 
❑ Combination Stocker, e.g. cattle procured and carried across two or more of the above stocker phases (applicants need to make clear how the nominated group(s) of cattle were managed during each phase) 
Name of person submitting application (if different from nominated operation) 
_____________ Hooter McCormick ______________________________________
Address (headquarters) _____8765 County Road 29 __________________________
City ______ Apache Flats ________ _______State ___ TX ____Zip code ___00000 ____
Phone (_999_)______123-4567__________Fax (_999_)________123-5678 _______ 
E-mail _____ bbcc@anywhere.com ________________________________________
Relationship to nominee ________Self______________________
Name of nominated operation 
_______________ Bent Bow Cattle Co ___________________________________
Contact person at nominated operation 
___________________________________________________
Address (headquarters)________________________________
City _____________________State _______Zip code _______
Phone (____)________________Fax (____)______________ 
E-mail _____________________________________________ 
I, ______________________________________, (signature) agree that the 
information on this nomination form is accurate, timely, and not fabricated.
Please visit www.nationalstockeraward.com for a complete set of contest rules.
