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Shelter from the Storm 

Sale Dates 
 
 

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

October 15, 2016 
Fall Bull & Heifer Sale 
Iberia, MO 

● 

Please Join Us: 

for our 22nd Annual 

Spring Bull &     

Heifer Sale 

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

Ken Smith took a little different route than 
most if us involved in agriculture. Ken was 
raised in Pacifica, CA, about 16 miles south 
of San Francisco. His mothers family was 
from Missouri and that along with college 
football brought him here. After an injury 
ended his sports career, he worked for a 
ranch in southwest Missouri and found his 
passion for the land and cattle. 
 

Ken’s cowherd started with Simmental and 
then moved to Charolais mixed with Brahman. Seeking calving ease, better 
quality and more marketable calves, he found his way to Circle A in 2004 
and purchased a bull. Later that year he also purchased 10 open cows from 
Circle A’s ranch in Stockton. Since then Ken has been a loyal bull buyer and 
added 30 more Circle A females to his herd. His herd is nearly all Circle A 
genetics and the improvement has been nothing short of astonishing. 
 

Ken was among the very first to sell calves to Circle A Feeders in 2007 and 
his first few sets of carcass and feedlot data were a little rough. But, with 
consistent feedback of data, proper genetic selection and Ken’s hard work, 
his calves are now among some of the best that Circle A buys. Ken says the 
process has been an evolution, but it’s paying back big dividends allowing 
him to expand his operation. Ken calls Circle A the best marketing system 
for cattlemen today and is happy to share the story of his success with any-
one who will listen. “The program takes commitment to do things right, but 
you can see the results and you get paid for doing it.” 
 

Ken is a positive and happy fellow, we enjoy our interactions with him and 
are glad we could work together on improving his cowherd and profitability. 

● 

Selling:   

More than 500 Head! 
 

208 Black Angus Bulls 
 

Stout, slow-grown, coming two’s 

Ready for Service 
Registered Angus and Circle A Premium 

Bulls (CAPB) 
 

300 Premium Fall-calving 

Angus Heifers 
Fetal Sex and Due Date by Ultrasound 

 

February 29, 2016 
Forage & Beef Conf. 
Cuba, MO 
 

October 7-9, 2016 
Ozark Farm Fest 
Springfield, MO 

● 

At Circle A, we’ve never really been considered  
a trendy bunch. We’ve been focused on the same 
thing since our inception over two decades ago, 
PROFIT. We’ve been measuring and selecting for 
improved feed efficiency since 1998. We were 
the first in the Angus breed to calculate and use 
EPDs for heifer pregnancy, cow stayability, feed 
intake, average daily gain and tenderness. While 
many breeders and even breed associations have 
followed our lead, we didn’t do it to be popular, 
or because we thought it would sell bulls, we did 
it because we knew it would help us breed cattle 
that are more profitable in a commercial setting. 
 

We’re a bit unique in that selling breeding stock 
isn’t what solely drives our operation, but it is a 
valuable facet of our larger beef production     
system. While we’ve been progressive and      
innovative in our selection techniques, we’ve  
remained disciplined and principled in our goal; 
selecting for overall profitability. Running over 
7,000 commercial cows and feeding out our own 
and our customers'’ calves keeps us grounded 
with our finger placed directly on the traits that 
really matter. 
 

So, in a world where fads come and go, markets 
shift faster than you can maneuver, and specula-
tors look to make a quick buck; Circle A has been 
and will continue to serve as the shelter from the 
storm. Your source for commercially oriented 
genetics backed by the most accurate profitability 
indexes in the beef cattle industry and combined 
with the best customer service possible. So if 
your desire is to always find the next best thing 
we wish you luck, we’ll be here breeding cattle 
based on profitability and continuing to serve our 
               customers. 
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March 19, 2016 
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Stormy seems to be a fitting word to describe the 
volatility in most markets these days. Wether 
we’re talking about oil, grain, stocks or cattle; the 
markets move fast and significantly in both     
directions at the drop of a hat. While this means 
there is certainly opportunity for some to make a 
lot of money, there is also the possibility to loose 
just as quickly. 
 

Speculators seem to be driving the market at 
times, those with little or no actual production 
experience, no real skin in the game; just guys in 
suits trading paper and drastically affecting our 
lives. But, there are also speculators within the 
beef industry; those jumping in a out of the feeder 
calf market, bred heifer sales, even bull sales. 
Many don’t last long because they get caught in 
the market and then they move on looking for that 
easy money in another game. 
 

They’re easy to spot, they are the guy who you 
never know what he might be into next, constant-
ly changing his colors and flying a new flag. They 
are the used car salesmen of the beef industry, 
“whatever you want, we’ve got it.” Once they 
were the calving ease capitol, your source for 
growth, then the marbling king, then the highest 
$B in the land, now genomic testing proves their 
bulls are the best around. We’re not making light 
of those technologies, all have their place, but 
their place belongs in a balanced selection       
approach driven by profitability and their                         
 customers’ needs. 

Tradeshow Dates 

Ken Smith & Dave Gust Sr. 



Fall Bull & Heifer Sale Report 
Circle A Angus Ranch, was proud to host their 9th Annual Fall Bull 
& Heifer sale offering 414 head sold on October 17th.  The bleach-
ers were filled with potential buyers vying for the opportunity to 
own elite genetics backed by great service by bidding on the 120 
bulls, and 294 bred heifers. 
 

120 bulls averaged a very respectable $6050 with Lot 7, Circle A 
Thunder 4134 going for $20,000 as the high selling bull. Sold to 
Big D Ranch, of Center Ridge, AR, Lot 7 is a calving ease bull with 
an exceptional phenotype and smooth, eye appealing profile. Big D 
Ranch also purchased lot 2, a S McCoy 124 son for $13,000. Lot 
73, a son of Circle A’s own GW Certified 103 C, sold to Morrow 
Cattle Co. of Jefferson City, MO for $13,000. L&S Farms of West-
phalia, MO purchased lots 1 and 36 for $12,500 and $12,000 re-
spectively. Mike Croston, was the high volume bull buyer taking 
home 6 bulls to Ava, MO. 30 bulls sold for $7,000 or more, with 10 
head going for $10,000 or more.  
 

294 commercial, bred heifers, sold in lots of five, ultrasounded to 
calve within ten days of one another and fetal sexed, averaged 
$2630 per head. Morrow Cattle Co. of Jefferson City, MO and Rick 
Brewer of Hohenwald, TN both purchased 40 head. Larry May of 
Bunker, MO took home 36 and Brent Bettels of Butler, MO took 
home 35 head. High selling heifer lot was 5 head going to Jose Cruz 
of Rhineland, MO for $2950. 
 

The sale was a great success despite lower calf prices and dry grass 
conditions and Circle A feels fortunate to be part of their custom-
ers’ success and attributes their part to good genetics and great ser-
vice. The next opportunity to purchase Circle A genetics will be on 
March 19th offering 208 bulls and 300 fall-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 rep-
resentative prior to the 
sale to place your bids. 

Take Control of Your Calves Nutrition 

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 98% 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. 

I've never reprinted one of our articles, but calf nutrition is 

one of the most frequent challenges I see on calves destined 

for Circle A Feeders, so I’m including this one again. 
 

If you look up “pre-conditioning” on the internet almost 

every article and research paper focuses on what vaccina-
tions you give your calves. The truth is you can give all the 
vaccinations in the world, but if that calf has not been 
properly prepared for the feedyard nutritionally they are 
never going to perform to their full potential and possibly 
headed for a wreck. We see cattle come in to our feedlot 
that look great, have gained great thus far and appear 

healthy. The problem is their rumen has been “burned up”, 
they have experienced acidosis and the rumen is scared. 
Best case scenario, they never live up to their genetic     
potential and gains are lower than expected. Worse case 
scenario, they don’t go on feed, their immune system 
weakens and they have sever issues with reparatory disease 
costing thousand in treatment costs, reduced gain and death 

loss. This is why “fleshy” calves are discounted at the 
salebarn. Because a certain percentage of those calves were 
fed too hard, they have experienced acidosis and their    
rumen is permanently scared having long-term detrimental 
affects to their digestive system. 
  

It never ceases to amaze me who some producers trust 
when it comes to their calves’ nutrition. You are the ones 
out there in the snow and dark delivering calves and      
vaccinating in the rain, but when it comes time to select 

their pre and post-weaning diets, too often the advice of 
whoever is at the counter at the feedstore, your neighbor or 
the feed truck delivery man takes precedence even though 
thousands of dollars are on the line. Proper nutrition as 
calves not only affects the cow/calf producer’s bottom line, 
it will affect the performance of those cattle for the rest of 
their lives. Producers should take an active role and not  

only understand exactly what they are feeding their calves, 
but also the why behind the ration. Professional advice 
should always be sought before mixing or changing rations 
and that advice can be relatively easy to find. 
  

  

I sought the advice of our feedlot consultant, Dr. Ki      
Fanning, with Great Plains Livestock Consulting Inc., Dr. 
Justin Sexton, former University of Missouri Beef          
Nutrition Specialist and our veterinarian Dr. Ray 
Stegeman, of Osage Veterinary Clinic. The remainder of 
this article is a compilation of their responses. 
  

The best possible diet is a TMR or Total Mixed Ration. 
This is where roughages are ground and all components of 
the diet including vitamin and minerals are mixed. This   
ensures every bite is nutritionally balanced. Unfortunately,  

 

most producers cannot justify the expense of this type of 

system. The next best option is hand-feeding the calves. 
This requires the producer to be in his cattle at least 
once and preferably twice daily. It makes it easy to read 
the bunk, adjust the amount of feed as needed and to 
identify sick calves. Hand feeding helps avoid the     
opportunity for grain overload, or acidosis, and keeps 
the cattle calmer which also helps gains and is easier on 

the help and the equipment. 
  

Most of our experts warned us to stay away from calves 
fed on self-feeders all together. Variation in feeds and 
weather often lead to acidosis and those calves’ rumens 
are scared for life. I see self-feeders with rations       
containing 80% corn, fine ground like hog feed and 
with too little or no limiters. Straight corn should never 
be over 40% of the calf diet, and should be coarsely 
cracked. More corn or finely ground corn leads to more 
acidosis. If your calves are eating 15-20 pounds on    
average, that means some are likely eating over 25 
pounds. They should be consuming no more than 2-
2.5% of their body weight on a dry matter basis. 
  

A good way to gauge their rumen health is to look at 
their manure. Healthy manure will range in consistency 
from play dough to axil grease, it should stack at least 1 
inch high in piles. Grey colored manure indicates rumen 
acidosis and a dietary change is needed. If it is brown 
water with pieces of corn in it, there is a problem. 
  

The rumen needs roughage to function properly, if you 
are not feeding a TMR, be sure calves are consuming a 
good quality hay. Corn stalks and low-quality, brown 
fescue are not suitable for a growing calf, a good quality 
grass hay is fine if fed with a balanced ration. 
 

Be sure you have a good quality vitamin/mineral mix in 
your ration and include an ionophore like Rumensin to 
help prevent coccidiosis, avoid acidosis and prevent 
overeating. When hand feeding ensure you have        
adequate bunk space for all animals to eat at one time 
and separate animals by size into different pens if     
possible. About 18” of bunk space per head is needed. 
The importance of a clean water source cannot be 
stressed enough, clean and freshen water troughs and 
tanks regularly. 
  

Never drastically change the feeding routine just prior 
to shipping, if anything maybe add 10% roughage.  
Never restrict water or feed to try and fill them prior to 
shipping. Ensure they are not off feed for extended    
periods during sorting or working and if you do use a 
self-feeder never let them run out.  If you do, hand feed 
them until they are worked back up on feed slowly to 
avoid overeating. 

In most cases your local feedmill can mix 
you a ration using primarily commodity 
products such as corn, soy hulls, distillers 
grains and corn gluten, that will best pre-
pare your calves for the feedyard. These 
rations may be more cost effective than 
what you are doing now and will help to 
optimize performance prior to leaving the 
ranch rather than maximize performance. 
Calves will go onto the next phase ready to 
eat, more adapted to a feedyard diet and 
perform better throughout their lives. For 
help designing a custom  ration, particular-
ly those destined for Circle A Feeders  
contact:  Ki Fanning 

    Ki.Fanning@GPLC-Inc.com 

    402-890-5505 
Nothing is worse than buying a bull, bringing him home, only 
to run into problems. Weather, nutrition, and grass all play a 
role in how well your bull can do his job - getting his cows 
bred! Circle A bulls are known for their ability to thrive in all 
environments - including fescue-based grass county and warmer 
climates. For more than two decades, we’ve supplied bulls   
nationwide - coast to coast and border to border. We’re hard on 
our bulls to make life easier on our customers. 


