
Inside This Issue.. 

 

Principles v.ersus             Cover 

Practices       

 

Building a Strong  2 

Immune System   

 

Spring Sale Report  3 

 

Someone You Should              4 

Know 

Angus Ranch 
41 Hwy K 
Iberia, MO  65486 

Return Service Requested 

www.circlearanch.com 

Someone You Should Know 

Principles versus Practices 

Sale Dates 
 
 

October 17, 2015 
Fall Bull & Heifer Sale 
Iberia, MO 
 

March 19, 2016 
Spring Bull & Heifer Sale 
Iberia, MO 

● 

Please Join Us: 

for our 9th Annual 

Fall Bull &     

Heifer Sale 

AN UNPARALLELED COMMITMENT 
TO INCREASING THE QUALITY OF CATTLE THROUGH THE USE OF PROFITABLE GENETICS 

In 1948 Joe Kyser started Kyser Farms in Hale Co. 
Alabama. Today, his son Bill, along with Bill’s wife, 
three children and grandchildren, operate this catfish, 
cattle, timber and row crop operation. With 600 ac. of 
catfish ponds producing 5 million pounds of catfish 
annually and their own catfish rendering plant selling 
catfish 52 weeks a year, Kyser Farms’ cattle have to 
work for a living just like the people. 
 

Nearly 40 years ago Bill traded small catfish for 1/2 
Holstein, 1/2 Angus calves. They grew a herd of mama 

cows from these calves. They raised a good calf, but had high nutritional  
requirements. They tried Salers and found they had too much hair for the 
heat, they tried Senepol and found they didn’t have enough hair for the    
winter. Today they run 400-600 Brangus cross cows and pureblood Angus 
bulls. Kyser Farms operates on fescue grass and about 6 years ago Bill had 
the opportunity to tour Circle A. He was impressed with our record keeping 
and the fact we operate on fescue pastures. His first year of running Circle A 
bulls he had half as many open cows as the previous year and attributed it to 
the bull’s adaptation to fescue. 
 

About 10 years ago they began participating in a board sale at a local auction 
market. The first year Bill’s calves were the lowest price of six producers, 
last year, he received the highest price per pound of the 25 producers partici-
pating. Bill attributes his success to Circle A genetics combined with        
improved management practices. 
 

Circle A is proud to play a small role in the success of a multi-generational 
family farming operation and glad to see our genetics thriving in a wide 
range of environments. 

● 

Selling:   

More than 400 Head! 
 

130 Black Angus Bulls 
 

Stout, slow-grown, coming two’s 

Ready for Service 
Registered Angus and Circle A Premium 

Bulls (CAPB) 
 

300 Premium Spring-calving 
Angus Heifers 

Fetal Sex and Due Date by Ultrasound 

 

October 2-4, 2015 
Ozark Farm Fest 
Springfield, MO 
 

November 3-5, 2015 
Angus Convention 
Overland Park, KS 
 

November 7, 2015 
Cow/Calf Conf. 
Moorehead, KY 
 

December 4-5, 2015 
MO Livestock Symp. 
Kirksville, MO 
 

January 8-10, 2016 
MCA Convention 
Osage Beach, MO 
 

January 15-16, 2016 
Kentucky Cattlemen Conv. 
Owensboro, KY 

● 

● 

● 

what we feed, is all a fluid process seeking to op-
timize profitability, efficiency and sustainability. 
 

I cringe when I hear or read “experts” in the beef 
cattle industry proclaim to know truth. One may 
be telling you extreme low input cost is the     
answer and the other is bragging about their 1000 
lbs. weaning weights. Anyone so arrogant to 
speak with such confidence and suggest their 
method can work for all operations in all circum-
stances should be highly suspect. The only truth I 
believe is that cattle, and the operations that     
produce them, must remain flexible and adaptable 
to achieve continued success. 
 

Flexibility is an important trait even for commer-
cial cow/calf operations. Too many times I see 
producers stuck in a paradigm of “that’s how we 
do it.” Just because you have fed and marketed 
your calves at 800 lbs. for years, does not mean 
that makes sense this year. Don’t be afraid to  
continuously re-examine practices to be sure they 
are the best for achieving your principles. “That’s 
the way grandpa did it” may not be the best   
practice in today’s modern times. Grandpa may 
have been an innovative, genesis who was very in
-tune with his current marketing environment, 
often times you can best honor grandpa by      
honoring his spirit of adaptation and innovation. 
 

Commercial cattlemen should seek to purchase 
seedstock from suppliers with similar principles, 
who operate in a similar production environment. 
By purchasing cattle that are adaptable and flexi-
ble and reminding ourselves to remain the same 
we create the best opportunity to not only survive, 
but to thrive no matter what the challenge. 
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It is highly important that as people and as     
businesses we have a set of principles to which 
we subscribe; a set of beliefs that build the    
foundation for your being. At Circle A those prin-
ciples revolve around things like profitability, 
efficiency, sustainability and integrity. As we  
aspire to achieve those principles, our practices 
change quite frequently.  
 

Albert Einstein once said, “the more I learn, the 
more I realize how much I don’t know.” Farming 
and ranching make me feel that way time and 
time again. When I first got out of college I knew 
everything about beef cattle production. It was so 
frustrating to see managers not using the latest 
and greatest best practices. My professors were so 
confident and convincing in their teachings they 
had to be right. Today I’m a lot less committal on 
my opinions. When someone ask me about our 
practices or management techniques, about the 
best you will get out of me is, “this is what we 
think is working for us, on our operation, at the 
present time.” It isn’t that I don’t want to share or 
that we’re not confident in what we are doing; it 
is that our environment is ever-changing. 
 

As farmers and ranchers are aware, the weather 
plays a significant role in what we do and when 
we do it. Our input costs, market prices, labor 
availability, equipment expense, time manage-
ment, family and community obligations all play 
a role in which practices we are able or willing to 
employ to best adhere to our principles. When we 
wean, when we calve, at what weight we market,   

Tradeshow Dates 

Bill Kyser 

● 



Spring Bull & Heifer Sale Report 
Circle A was proud to host their 21st annual Spring Bull & Heifer 
sale offering 510 head sold on March 21st. The demand for both 
Circle A bulls and bred heifers was very strong with their highest 
averaging and highest grossing sale ever. 
 

210 bulls averaged $6626 with the high selling bull going to ABS 
Global Inc. Lot 110, Circle A Rough 3485, is an exceptional spread 
bull with 10 CED, 69 WW EPD, 121 YW EPD and 120 $B and a 
wide, stout phenotype to match.  Second high selling bull went to 
Topp Angus of Grace City, ND for $14,000. Lot 1, Circle A Rough 
3463, has a big foot, exceptional profile and a phenomenal set of 
balanced EPDs with the highest growth and $B EPDs in the sale. 
Lot 107, a calving ease son of VDAR Really Windy 4097 sold for 
Gary Johnson of Fairfax, MO for $12,500, and Lot 3, another     
Diamond in the Rough son, sold to Kleffner Farms of Dixon, Mo 
for $11,500. In all 9 bulls sold for $10,000 or more including Lot 
151 a Circle A Premium Bull for $10,500 to Meyer Land and Cattle 
Co. of Sylvan Grove, KS. Heileman Cattle Co. of Jonesboro, AR 
was the high volume bull buyer taking home 10 head and Kyser 
Farms of Greensboro, AL took home 7 bulls.  57 bulls sold for 
$7,500 or more, with 36 bulls selling for $5,000 or less.   
 

300 commercial, bred heifers, sold in lots of five ultrasounded to 
calve within ten days of one another and fetal sexed, averaged 
$3498 per head. Morrow Cattle Co. of Jefferson City, MO bought 
the top selling lots taking 20 head at $4000. Morrow was also the 
high volume heifer buyer taking home 70 head. Keith and Lynda 
Krull of Harrold, SD took home 40 head, Don Atkinson, of Mullins, 
SC took home 35 and Spring Garden Farm of Jefferson City, MO 
took home 20 heifers. 
 

Circle A and their customers are looking forward to green grass and 
continued great calf prices. Circle A feels fortunate to be part of 
their customers’ success and attributes their part to good genetics, 
good service and an industry leading calf buy-back program. The 
next opportunity to purchase Circle A genetics will be on October 
17th offering 130 bulls and 300 spring-calving, bred heifers.   

Don’t Miss it! 

View the sale and bid live online at: 
 

 
You may also contact Nick at       
573-280-5308 prior to sale day for  
buying assistance.  
 

To avoid sale delays, there will be 
no conference call during Circle A 
sales. Contact Nick or another sale 
representative prior to the sale to 
place your bids. 

Profitability Tested Gene�cs 
Circle A has selected for traits rela�ng to your bo�om-line 

for nearly two decades.  

Improving Feed Intake for 15 years 
In 1998 Circle A began collec�ng individual feed intake 

data. We’ve used that data in our breeding  decisions. Our 

ca�le now do more with less and our gene�cs could be 

doing the same for you. 

Quality Beyond Compare 
Our gene�cs consistently grade over 97% Choice and 

Prime and 50% qualify for CAB. This is while gaining around 

4 pounds a day and conver�ng at nearly 5 pounds of feed 

per pound of gain. 
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Bring your trailer!Bring your trailer!Bring your trailer!Bring your trailer!Bring your trailer!Bring your trailer!Bring your trailer!Bring your trailer!        
        

        

Pick up your bulls on sale day and Pick up your bulls on sale day and Pick up your bulls on sale day and Pick up your bulls on sale day and Pick up your bulls on sale day and Pick up your bulls on sale day and Pick up your bulls on sale day and Pick up your bulls on sale day and 

save $50 per head when you buy save $50 per head when you buy save $50 per head when you buy save $50 per head when you buy save $50 per head when you buy save $50 per head when you buy save $50 per head when you buy save $50 per head when you buy 

two or more bulls.two or more bulls.two or more bulls.two or more bulls.two or more bulls.two or more bulls.two or more bulls.two or more bulls. 

Circle A Feeders and its’ suppliers try very hard to    
develop calves with a strong immune system. We feel 
strongly that our recommended vaccination protocols 
are the best in the industry and with every meeting or 
seminar I attend, those beliefs are reaffirmed. With   
today’s calves being worth $1500 to $2000, you can’t 
afford not to have a top-notch vaccination program. It 
not only decreases risk and increases gains at the farm 
of origin, it helps insure your reputation and relationship 
to potential buyers. If spending a few dollars per head 
saves even one calf every few years, it is well worth the 
investment.  
 

The reality is, when we commingle cattle, some handle 
exposure to foreign antigens and stress better than     
others. I have the unfortunate job of sharing any health 
failures with our customers. The first reaction is, “they 
looked fine when they left and were never sick a day in 
their life.” I have no doubt that is true and they likely 
never would have gotten sick if they stayed at your 
place. The reality is, most of us do not finish cattle, so at 
some point they have to leave home and will be exposed 
to other cattle. This is the whole point of a successful 
vaccination program; to provide the calves with the  
necessary antibodies to fight off common diseases they 
may come in contact with after they leave home. 
 

After the disappoint and blame of their cattle getting 
sick dissipates, the next questions is, “What can I do to 
make them better?” The answer can evolve over time as 
we collect more data and strive for continual improve-
ment, but here are the best known practices at the      
current time: 
 

The development of a healthy immune system begins 
with passive immunity received from the dam and 
passed on to the calf through the colostrum. It is vital 
that calves receive colostrum in the first 24 hours of life 
(preferably much earlier). This means being on top of 
calving, especially heifers and during inclement    
weather, to be sure calves get up, are mothered up and 
nurse quickly. 
 

We’re learning more and more that a round of vaccina-
tions at “branding” time is vital to the calf’s lifetime 
immunity. This is the time where the passive immunity 
from the cow is starting to fade and the calf needs to 
develop it’s own active immunity. While the vast      
majority of Circle customers do not actually brand, 60-
90 days of age is a vital time to receive an initial       
vaccination. At this time we recommend a 7-way         
Clostridial (blackleg) without Somnus, a pasturella  

Building a Strong Immune System vaccine, a deworming and a respiratory vaccine in the 
form of a nasal spray, like Inforce 3. It is not necessary 
to also give an injectable respiratory at this time.  
 

The next important step is to give a round of pre-
weaning vaccinations, 3 weeks prior to weaning. I know 
this means getting cows and calves up twice and many 
producers are limited in their help and/or working facili-
ty locations, but getting the vaccinations in the calves 
and then allowing them back out with their mothers 
drastically reduces stress and increases the effectiveness 
of the vaccine. At this time they should receive an     
injectable 5-way Modified Live Vaccine (MLV) for  
respiratory, a blackleg with Somnus, a pasturella and 
injectable wormer. The respiratory and blackleg boost-
ers should be repeated in 3 weeks at weaning. The 
booster has to be given in a 2-4 week window of the 
first weaning vaccination. 
 

The next opportunity to create a strong immune system 
comes during the weaning process. Any opportunity to  
decrease stress at weaning will help in developing a 
healthy calf. Avoid weaning during times of climatic 
stress, extreme hot, cold or storms. Cows and calves 
will walk the fence for a few days ignoring normal    
behavior to find shade and shelter. It is extremely      
important that calves find access to clean, fresh water 
and feed in their new weaning environment. Place water 
and feed on the fenceline of the weaning pen so calves 
cannot help but find it. Access to good quality water and 
feed will make the weaning process faster and easier. 
 

Clean water is of utmost importance. This means being 
able to see the bottom of the tank clearly. This requires 
cleaning tanks and troughs frequently. Just because the 
tank is full of rainwater it has collected over the last 
several months, does not mean it is clean, fresh water. 
The intake of feed is directly proportional to their intake 
of water, if they are only drinking enough to stay alive, 
they will only eat enough to stay alive and we want 
them gaining. 
 

The final step is having calves on a diet and of a       
temperament that they will readily adjust to the feedlot 
setting. Calves should be on a fairly high roughage diet 
at home, a mixture of corn, distillers and soy hulls 
works good and is economical. If they are on a commer-
cial pellet, be sure it contains roughage or they are    
eating a good amount of hay. A diet of over 40% corn 
for calves is not acceptable. They also need to be       
accustomed to seeing a man on foot, that is how we 
have to handle them. If they won’t calm down and eat, 
their immune system quickly falls apart. (continued) 

Circle A Feeders is only    
willing and able to pay more 
for our customers’ calves   
because they are backed by 
great genetics and sound  
management. 
 

Following every step of the 
vaccination best practices is 
the best way to help ensure 
your calves are successful and 
that we can continue to      
purchase your calves at a   
premium price. 


