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Stressed for Success 

Sale Dates 
 
 

October 18, 2014 
Fall Bull & Heifer Sale 
Iberia, MO 
 

March  21, 2015 
Spring Bull & Heifer Sale 
Iberia, MO 

● 

Please Join Us: 

for our 8th Annual 

Fall Bull &     

Heifer Sale 

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

David and Ariel Heileman have built their operation 
from the ground up. They started by selling a small  
timber business David help build and have evolved 
into a multi-state, cow/calf, replacement heifer and 
feedlot operation. 
 

Headquartered near Jonesboro, Arkansas, Heileman 
Cattle Company runs about 250 cows, 250 heifers, 
and feeds out 4500 head in their own feedlot. They 

are also partnered on a 10,000 head feeding facility in Fort Worth, Texas. 
 

In five years they hope to be feeding 10,000 head in their own indoor feeding 
facility and have half of their cow-herd dedicated to registered production. In 
the fall of 2013 the Heileman’s purchased 7 bulls and 49 heifers from Circle 
A. They came back this spring and purchased two more bulls. David recalls 
many years ago seeing a 9 year old cow bring a premium at the salebarn   
because she had a Circle A brand on her hip and he has followed the Circle A 
program ever since. 
 

They collect their best Circle A bulls for AI use and clean-up with the rest. 
“The bulls cover 25-35 cows for a 90 day breeding period twice a year and 
have held up well,” says Heileman. “Calving ease is our number one trait, 
but since we finish our own cattle they have to gain well and grade well;  
Circle A genetics offer a great balance between those traits.” 
 

David says he’s willing to pay for top-end bulls because the quality of the 
calves over that bull’s lifetime more than pays for the added up-front        
expense, plus he is able to pass on those genetics to his customers providing 
better replacement females. “Circle A bulls have hands down paid my family 
enough returns to keep us coming back each sale.” We’re happy to count 
young entrepreneurs, like the Heilemans, as our customers and excited to see 
where they take their operation using Circle A genetics. 

● 

Selling:   

More than 400 Head! 
 

140 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 3-5, 2014 
Ozark Farm Fest 
Springfield, MO 
 

November 4-6, 2014 
National Angus Conven. 
Kansas City, MO 
 

December 5-6, 2014 
MO Livestock Symp. 
Kirksville, MO 
 

January 2-4, 2015 
MCA Convention 
Osage Beach, MO 
 

February 20-22, 2015 
Western Farm Show 
Kansas City, MO 

● 

● 

● 

One of our greatest blessings, curses, benefits and 
challenges raising cattle in Missouri is fescue 
grass. More cattle are raised on fescue than any 
other grass in the United States and I would guess 
around 90% of our customer base runs on fescue. 
For those not familiar with it, fescue is a hardy 
grass that will grow in marginal soil and handle 
the hottest summer to the coldest winter and has a 
long growing season. The down side it is the   
majority is infected with a fungal entophyte that 
is toxic to animals which can lower intake, lower 
gains, decrease milk production and lower      
conception rates. 
 

From a genetic improvement perspective raising 
cattle in a fescue environment provides a great 
stressor capable of “testing” cattle to weed out the 
lower producers. While we’re simply not capable 
of producing absurdly high 1000 pound weaning 
weights without excessive supplementation in a 
fescue environment, we are capable of producing 
genetics that rival anyone in the country, and our 
EPDs prove it. We strongly suggest producers 
operating on fescue pastures seek seedstock    
providers that do the same and have done so for 
many years. We know our genetics are capable of 
excelling in a non-improved fescue-based produc-
tion system and love to see what they do for    
customers who operate in a similar environment. 
We are also excited when those genetics provide    
explosive gains to customers all over the country 
from the Rockies to the Northern Plains to the 
Gulf Coast. The key to our success and the      
advantages our genetics provide to customers all 
over the United States is that our cattle leave here 
properly Stressed for Success! 
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● 

Sometimes when we imagine a beef cattle seed-
stock operation our mind conjures images of 
white fences, freshly mowed green grass, alfalfa 
bales, silage piles, new trucks and shiny trailers. 
Odds are, if you only visit Circle A on sale day 
you’re bound to see a couple of the for mentioned 
items. But, your not really getting a fair picture of 
what we’re all about and the new trucks and shiny 
trailers are probably our customers. 
 

Drive a little further down the gravel roads 
around any one of our three ranches and you’ll 
see cows, and cowboys that earn a real living. 
Our philosophy is simple, give the cows a reason-
able production environment and a goal and let 
them sort themselves out. The goal is to breed and 
wean a respectable calf with little to no individual 
assistance. The production environment is fair, 
but would not be considered cushy, easy and is 
rarely lush. 
 

Our system is designed to test cattle, we want to 
identify and multiply the good ones and remove 
the ones that fail. If our test is too easy and every-
one passes, we have not done our job. Our goal is 
not 100% conception rate. Realistically it is closer 
to 90% and that varies depending on the year. At 
around 90% we’ve done our job, identified the 
less fertile cattle, and have not overfed the weaker 
ones and masked their inability with excess feed 
and added expense. As our herd becomes more 
fertile, we can run more cows and breed in lower 
body condition which reduces expenses and    
increases returns. 

Tradeshow Dates 



Spring Bull & Heifer Sale Report 
Circle A Angus Ranch was proud to host their 20th annual Spring Bull 
& Heifer sale offering 402 head sold on March 15th. The full house 
made for a very solid bull sale and the hottest bred heifer sale we’ve 
ever witnessed. 
 

202 bulls averaged $4531 with the high selling bulls going for $11,000 
each. Lot 1, Circle A Upshot 2361, a bull with growth EPDs in the top 
1% of the breed and an outstanding phenotype, sold to Gary Johnson, 
Fairfax, MO. Lot 14, a heavy, stout Woodhill Mainline son also with 
great growth genetics, went to Danny Helton of Meta, MO. Lot 19, a 
powerful SAV Brave son in the top 10% of the breed for 7 traits sold 
for $10,500 to the Smith/Vannoy Partnership of Shelbyville, MO and 
Lot 4, an EXAR Upshot 0562B son with an outstanding EPD profile 
sold to Clayton Drake of Iberia, MO for $10,000. Several other bulls 
were in the $8000 and up range including two Circle A Premium Bulls 
going to Ridge Top Farms of Unionville, IA for $8000 each. Bill 
Kyser of Greensboro, AL was the high volume bull buyer taking home 
10 bulls. 68 bulls sold for $5,000 or more, with 45 bulls selling for 
$3,500 or less.   
 

200 commercial, bred heifers, sold in lots of five ultrasounded to calve 
within ten days of one another and fetal sexed, averaged $2945 per 
head. Daniel Kuschel of Chamois, MO purchased the high selling lot 
at $3,500 per head.  Karl Kuschel, of Chamois, MO purchased 45 
head, Randy Britt of Clifton Hill, MO purchased 40 head and Don  
Atkinson of Mullins, SC also purchased 40 head. The 85 black-baldie 
heifers averaged $3078.   
 

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 18th offering 140 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. Con-
tact Nick or another 
sale representative pri-
or to the sale to place 
your bids. 

A Promise Kept 

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. 

I would like to take this opportunity to thank the owners of 

Circle A, Mr. Dave Gust and his family for being true to 

their word. To date we have not turned away a single calf 

supplier to Circle A Feeders simply because the prices 

were too high. In August we paid one producer an average 

of $1811 per head for calves weighing 769 pounds. The 

entire first delivery in August we averaged $1696 per head 

on calves weighing an average of 710 pounds. I think that 

exhibits a real commitment to our customers during a time 

when it would have been very easy to not purchase calves 

simply because the market was very inflated and breakeven 

opportunities are suspect at best. Thank you to the Gust 

family for their long-term commitment to Circle A’s      

customers. 

 

“Building Better Bulls” outlines what we do to improve 
both genetics and development to avoid foot issues. No 
matter how hard we sort and how much science we put 
behind improving feet, there will be a small percent of 
bulls who’s feet need attention. Today’s cattle are     
extremely high growth, they are bred for high intake 
and rapid gain. Despite being fed a low-starch diet, 
some bulls over-eat leading to excessive toe growth. If 
caught early, it can be a benign issue requiring one or 
two trimmings, maybe an annual trimming at worst. I 
am amazed how many producers refuse a bull proper 
foot care; after all we trim our nails, horses hooves, 
dairy cows, sheep and goats, but many still refuse to 
maintain their bulls feet despite the huge investment 
they represent. Some of our top customers have their 
bulls feet touched-up at every breeding soundness exam 
as a matter of good policy to insure less failure during 
the breeding season. 
 

Many times feet issues do not occur until 3-6 months 
after delivery. Usually the customer takes the bull to the 
vet and the vet says the seedstock breeder developed 
them on too hot of a diet and caused them to founder. 
After about the second or third time we had large, new 
customers purchase multiple bulls and have a high    
percent of feet failures I went searching for answers. 
Why would 75% to 100% or their bulls fail despite   
being relatively unrelated, being developed in multiple 
pens at our place and not having significant foot issues 
with the rest of the sale offering? My conclusion is the 
majority of the time they simply tried to protect their 
new investment in genetics by pouring feed to the bulls 
when they get home. Sometimes that feed is a high-
starch diet and usually they have access to too much at 
once. It may only be for a week or two before turnout, 
the bull gets acidosis, founders, is out on grass breeding 
with no up-close look at his feet for months and        
suddenly they are noticed with excessively long toes.  
 

Disposition is another issue than can and should be 
evaluated prior to purchase. We make every attempt to 
pull bulls with poor dispositions from the sale, we have 
even done so the morning of the sale. We make the 
bulls available for up close and personal inspection   
prior to every sale and encourage buyers to examine 
their disposition. Our bulls are absolutely never given a 
calming agent of any kind. Sometimes a problem arises 
in certain bulls when they are singled off. Running 
7,000 cows and selling 400 bulls annually, these bulls 
have never been by themselves. Placing them on a   
trailer or in a pen by themselves can be a new and     
unwelcome experience to some. We recommend single 
bulls go straight home and be placed with other animals.  

The stress of a sale ring, trailer ride and 
new home can be a lot for some bulls, put 
them with friends and give them a chance 
to relax. 
 

Reproductive injuries are by far the most 
frustrating for us as there is seemingly little 
us or our customers can do to prevent them. 
I am convinced they are primarily caused 
by inexperienced breeders being too       
aggressive in their duties. Having clean 
pastures, not over-using young bulls and 
not mixing young and old bulls may help 
lessen the probabilities of reproductive   
injuries. A good rule of thumb is one cow 
per month of age of the bull. 
 

By having both us and our customers doing 
everything we can and by reacting quickly 
when issues are noticed we can keep bulls 
sound and breeding for many years. 

Keys to Bull Longevity 
Enclosed you will find information on the great lengths we 

go through to produce bulls that are capable of doing their 

jobs for many breeding seasons. It is a combination of    

selection for the right genetics and development techniques 

that create these well honed breeding machines capable of 

transmitting profitable genetics for years to come. We take 

the longevity of our animals seriously understanding they 

represent a significant investment to our customers. 
 

We also realize that cattle are living animals subjected to 

the mercy of mother nature, luck, fate and random acts of 

God. We do carry that risk for our customers for the first 

90 days after purchase with a breeding soundness         

guarantee, but suggest they further protect their invest-

ments with insurance policies beyond that. The down side 

is we can both do everything right and bad things can still 

happen to good animals. However, there are some steps 

customers can take to minimize the risk of accident or     

injury and maximize their bull’s chance for  success. 
 

A relatively small percent of our bulls have any issues their 

first breeding season, my guess is around 5%. The good 

news is, I also estimate that the first breeding season is by 

far a bulls greatest single chance of failure. There are many 

reasons for this; the bulls is still growing and developing 

himself, the bull is undergoing an environmental and nutri-

tional transition and this is his first attempt at doing his job, 

breeding cows. 
 

The three most common points of failure or complaint   
during the first breeding season are feet, reproductive     
injury and disposition. 
 

Foot structure is something that should be evaluated every 
time a bull goes through the chute and prior to purchasing. 


