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Equine Education Courses

Marion County Extension will offer 2 Equine Care
and Technology courses, Basic and Advanced,
beginning Monday, January 24™, 2005.

Basic topics include: anatomy and conformation,
equine nutrition, herd/health and first aid, handling
horses and restraint, breeding, foaling, as well as barn
management and farm safety.

Advanced Course This course is designed to
expand the knowledge of equine industry professionals.
Classes for this course change each year and have
included such topics as advanced reproduction, animal
welfare, horse farm economics, genetics, ethology-the
study of equine behavior, performance horse lameness,
advanced equine nutrition, and preventative medicine,
etc.

Each course consists of nine sessions. Classes will
meet at Central Florida Community College beginning
Monday night January 24™ 2005, from 6-9 p.m. The
Community College is located on SR 200 in Ocala.
Cost for each class is $55.00.

For more information contact Mark Shuffitt at (352)
671-8400, or the Continuing Education Department of
Central Florida Community College at (352) 237-2111.

Thursday
January 27", 2005
7:00-9:00 p.m.

Marion County Agriculture Center
2232 NE Jacksonville Road
Ocala, Florida

TOPIC:

oal Disease

SPEAKERS:
Steeve Giguere, DVM: UF Veterinary Medicine
Dana Zimmel, DVM; UF/IFAS Extension Vet.
Mark Shuffitt, Marion County Extension



22" Annual

Florida Cattlemen's Institute
&
Allied Trade Show

January 20, 2005
Osceola Heritage Park
off Highway 192 East of Kissimmee

“PICKING UP THE PIECES /
PREPARING FOR THE LEAN YEARS”

8:00 am — TRADE SHOW OPENS

8:45 am — Welcome
Dr. Larry Arrington
UF/IFAS Dean for Extension

TOPICS
The Principles of a Good Herd Health Program

Ed Richey, DVM; Beef Cattle, UF/IFAS Extension Vet.

“Where are we now?”
Randy Blach, Executive VP, Cattle-Fax,
Englewood, CO

Forage and Nutritional Management
Dr. Findaly Pate and Dr. John Arthington
Ona, REC

The State of Florida
Charlie Bronson
Florida Commissioner of Agriculture

National Animal Identification —

“Another Government Regulation or a Useful
Management Tool?”

Dr. Todd Thrift

UF/IFAS Dept of Large Animal Clinical Sciences

“Where are we headed?”
Randy Blach, Executive VP, Cattle-Fax,
Englewood, CO

REGISTRATION

Please RSVP to your County Agent if you plan to
attend!

Special thanks are extended to the Allied Trade Show
Exhibitors. Without their support the Florida
Cattlemen’s Institute would not be possible!

Beef Cattle Management Tips

JANUARY
Buy only performance tested bulls with superior
records.
Apply lime for summer crops.
Check for lice/treat if necessary.
Control weeds in cool season pasture.
Begin grazing winter pastures when approx. 6”
high. Rye should be 12”-18" high.
Check and fill mineral feeders.
Put bulls out for October breeding season.
Make breeding herd lists for single sire herds.
Observe cows: record heat, breeding abnormalities,
discharges, abortions, retained placentas, difficult
calvings, etc.
Observe cows for calving difficulties.
Observe calves for signs of scours.
Make sure bulls have adequate nutrition; so they
will be in good condition for the breeding season.
= Discuss herd health with your veterinarian and
outline a program for the year.
Watch for grass tetany on winter pastures.
Increase magnesium levels in mineral mixes if grass
tetany has been a previous problem.
Vaccinate cows and heifers against vibriosis and
leptospiriosis prior to the breeding season.
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FEBRUARY

Top dress winter forages, if necessary
Check and fill mineral feeders
Put bulls out with breeding herd
Work Calves:

1. Identify

2. Implant with growth stimulant

3. Vaccinate
Provide adequate nutrition to lactating cows
Check calves for signs of respiratory disease
Cull cows that did not calve
Check for lice, treat if necessary
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John Mark Shuffitt
Livestock Agent Il
Marion County Extension Service

The Institute of Food and Agriculture Sciences is an Equal Employment
Opportunity-Affirmative Action Employer authorized to provide research,
educational information and other services only to individuals and institutions that
function with out regard to race, color, sex, age, handicap or national origin.
Persons requiring special accommodations should contact the Extension Service
one-week in advance of program for assistance.



Does Preconditioning Feeder Calves Pay the Cow-
Calf Producer?
Dr. Walt Prevatt and Dr. Darrell Rankins
Auburn University

Feeder cattle buyers and feedlot managers have touted the
virtues of preconditioned feeder calves for more than a
decade now. However, that does not mean that they will
willingly pay for the value added from preconditioning
feeder calves. In fact, most will admit they are only going to
make one more bid than the next buyer. Therefore, feeder
calf producers must fully describe their preconditioned
feeder calves and market them in an environment where they
will be compensated for the increased value.

What Does Preconditioning Mean?

Feeder calf preconditioning means different things to
different people. Thus, in order to at least have an
opportunity to get paid for what you do, the feeder cattle
producer needs to represent the product he is selling by fully
describing the preconditioning program that the feeder
calves have received. A common feeder calf
preconditioning program includes a complete health
approach (initial and booster vaccinations, deworming,
castration, dehorning, etc.). These calves are weaned and
taught to feed out of a trough for a minimum of 45 days.
Producers have been known to vary from this standard
practice, but it is very important for cattle producers to fully
describe their preconditioning program. This way, buyers
will be aware of the enhanced value of these animals and bid
appropriately.

Preconditioning and Shrink

One cannot talk about preconditioning feeder calves without
considering shrink. Many cattle producers are unaware of the
shrink they leave in the cow pen on sale day. Feeder calves
that are sold at weaning typically incur a larger shrink than
those that have been preconditioned. The primary reason for
this is that preconditioned calves have recovered the shrink
incurred during gathering and sorting. A conservative
estimate by some cattlemen is that feeder calves will shrink
2 percent from gathering and 4 percent from sorting. An
additional 2 percent is often incurred during loading. Also,
cattle buyers typically get a 2 percent pencil shrink on the
gross weight of the feeder calves. Summing these four items
will give you a total shrink on the feeder calves, which in
this example amounts to 10 percent. Depending upon the
conditions (weather, time of day, nearness to working
facilities, cattle disposition, number of cattle to be sorted,
etc.) shrink may be more or less than this estimate.

How to Evaluate the Preconditioning Opportunity

A comparison of feeder calves sold at weaning which were
not preconditioned with feeder calves sold after 45 days of
preconditioning will help determine if preconditioning pays
the cow-calf producer. (Table 1, Last Page) The feeder
calves sold at weaning (non-preconditioned) alternative is
the simplest to evaluate. Let’s assume an initial weight of
640 pounds, 2 percent gathering shrink, 4 percent sorting

shrink, 2 percent loading shrink, and 2 percent pencil shrink.
Thus, a 10 percent total shrink on 640 pounds per head will
result in a total shrink of 64 pounds per head. The net pay
weight would be 576 pounds per head (6401bs-641bs).
Assuming a sale price of $117 per hundredweight for the
576 pound feeder calf would result in gross receipts of
$673.92 per head. Since no preconditioning costs were
incurred with this alternative, the net receipts would also be
$673.92 per head.

The feeder calves sold after 45 days of preconditioning
alternative requires a little more effort to evaluate. The
feeder calves will receive a complete health program (initial
and booster vaccinations, deworming, castration, dehorning,
etc.). The preconditioned feeder calves are weaned from the
cow, sorted by sex, weight, and quality, and bunk broke
(eat/drink from a trough) for an additional 45 days longer
than the non-preconditioned feeder calves. Let’s assume the
preconditioning cost is $1.34 per head per day. Thus, the
total preconditioning cost would be $60.22 per head
($1.34/Hd/Day * 45 days). Let’s also assume the feeder
calves will realize an average daily gain of 2.25 pounds per
head per day during the 45 day preconditioning period.
Thus, the gross pay weight would be 741 pounds per head
(640 + 45*2.25). The shrink for the preconditioned feeder
calves is estimated to be 5 percent (3 percent loading shrink
and 2 percent pencil shrink). The net pay weight is
approximately 704 pounds per head (741 — 37). Assuming a
sale price of $110 per hundredweight for the 704 pound
feeder calf, gross receipts result in a total of $774.61 per
head. Net receipts for preconditioning feeder calves for 45
days is $714.38 per head ($774.61 — $60.22). The difference
in net receipts between the preconditioned and non-
preconditioned feeder calves is an additional $40.46 for the
preconditioned calves.

Is Preconditioning Feeder Calves for Me?
In order for preconditioning to be beneficial to the producer,
the producer must:

e Fully describe the preconditioning program to
potential buyers.

¢ Have adequate working facilities to perform
preconditioning management practices.

e Have enough cattle to achieve truck load units.

e Be able to meet nutritional requirements and attain
reasonable weight gain during the preconditioning
period.

o Identify market channels that will reward them for
the added value.

With today’s high feeder calf prices, preconditioning and
weaning feeder calves is beneficial to buyers as well as the
beef industry. Preconditioning (weaning, recommended
vaccinations, health procedures, bunk broke, etc.) reduces
the amount of sickness, weight loss, and death loss
associated with the feeder cattle industry. Managing this
important transition period for the feeder calf (pasture to
feedlot) adds more dollars to everybody’s bottom line.
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Table 1. An Evaluation To Determine If Preconditioning Pays The Cow-Calf Producer®.

Iltem

Feeder Calves
Sold At Weaning
Non-Preconditioned

Feeder Calves
Sold After 45 Days
Preconditioning?

Initial Weight, Lbs.

Days Of Preconditioning

Preconditioning Cost/ Hd./Day

Preconditioning Cost/Hd.

Average Daily Gain, Lbs./Hd./Day

Gross Pay Weight, Lbs.
Gathering Shrink, 2o
Sorting Shrink, %6
Loading Shrink, 26
Pencil Shrink, 26

Total Shrink, 26

Total Shrink, Lbs.

Net Pay Weight, Lbs.
Sale Price, $/Cwt.

Gross Receipts, $/Hd.

Preconditioning Cost, $/Hd.

Net Receipts, $/Hd.

640

(]

640

10
64.00
576.00
$117.00
$673.92
$0.00

$673.92

Difference in Net Receipts (Col. 2 - Col. 1), $/Hd.

640
as
$1.34
$60.22
2.25

741.25

a N W O

37.06
704.19
$110.00
$774.61
$60.22
$714.38

$40.46

lFeeder calves are assumed to be of comparable breed, lot size, quality, uniformity, etc.

’Feeder calf preconditioning includes a complete health program (initial and booster vaccinations,
deworming, castration, dehorning, etc.). The preconditioned feeder calves were "weaned from the cow,”
sorted by sex, weight, and quality, and bunk broke (eat/drink from a trough) for an additional 45 days longer

than the non-preconditioned feeder calves.



