
 

Huntsville; their desire to produce 
quality beef in a profitable and      
sustainable manner has grown as 
well. This year Circle A celebrates 
their 25th year in production and they 
plan to be here for at least that many 
more. 
 

The Gust family always strives to 
produce the highest quality product 
possible. Dave always says, 
“Mercedes dealers don’t go out of 
business, there aren't many Yugo 
dealers left, but the Mercedes dealer 
is still there.” Circle A considers all our products Mercedes-
quality and we’ve invested in the research and development to 
create unique and profitable genetics. 
 

For the past 9 years Circle A has been buying and feeding custom-
er calves at Circle A Feeders in Huntsville, MO. Like any feeding 
operation, some times have been good and some less profitable. 
Even through record high prices, every single month for those 9 
years, Circle A Feeders has purchased feeder cattle from our    
customers and has plans to continue doing so. We turn the data we 
collect into profitable decision making tools for our customers 
providing direct feedback on management, genetics and herd 
health. This is a great testament to the commitment that the Gust 
family has not only made to Circle A, but to our customers. Thank 
you to Dave and the entire Gust Family for all that you have done 
and continue to do for Circle A! 
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Sale Dates 
 
 

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

March 18, 2017 
Spring Bull & Heifer Sale 
Iberia, MO 

● 

Please Join Us: 
for our 10th Annual 

Fall Bull &     

Heifer Sale 

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

Morrow Cattle Co. was founded by Jameson 
Morrow and his cousin Sally Delaney in 
2010 with just 5 cows and 250 leased acres. 
Today, they own 308 cows, 160 of which 
were purchased as bred heifers from Circle 
A, and operate on over 2,000 acres of land. 
 

After intensive research, they chose Circle A 
genetics based on Circle A’s reputation for 
quality and adaptation to a similar produc-
tion environment. They also like the fact that 
they could buy quality heifers in volume, 
sorted to calve in a tight window. They have 

not been disappointed in their decision. The Circle A heifers have adapted 
and calved out well and the first group bred back at 93%. 
 

Their growth has been aggressive and their goals are lofty. Sally and her  
husband Nick, are founders of Alaskan Leader Fisheries, the largest premium 
whitefish producers in the world. They know a little something about produc-
ing and marketing a premium protein product and plan to do the same in the 
beef industry. 
 

Their goal is to own 600 cows by 2020 producing at least 550 calves        
annually, with 80-90% of the herd consisting of Circle A genetics. They plan 
to feed cattle under arrangements with Iowa feeding partners, custom process 
their beef product and market to high-end beef users. You need to only visit 
their operation to see that they are serious about making this goal a reality. 
Everything they do is top notch from their equipment and indoor feeding/
calving facility to their management practices. 
 

We are proud to count Morrow Cattle Co. among our customers and wish 
them the best of luck in their endeavors. With their management, and ambi-
tion and our genetics, we see great things to come for Morrow Cattle Co. 

● 

Selling:   

More than 300 Head! 
 

126 Black Angus Bulls 
 

Stout, slow-grown, coming two’s 
Ready for Service 

Registered Angus and Circle A Premium 
Bulls (CAPB) 

 

200 Premium Spring-calving 
Angus Heifers 

Fetal Sex and Due Date by Ultrasound 

Summer 2016 
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The one question I get the most is, who owns  Circle A and what 
are they about? The short answer is, Dave Gust and his Family 
and they are about, Quality. The Gust Family runs Executive Mail 
Service (EMS). EMS is known for its customer service, data   
driven decision making, innovation and commitment to quality. 
Those same principles run deep through all the Gust Family    
businesses, including Circle A. 
 

Circle A began in 1991 with the purchase of land near Iberia, MO. 
I can still remember when Circle A burst onto the Angus scene,   
buying the very best cattle they could find and not afraid to pay 
good money for them. They built a big show barn and partially    
validated their expensive purchases by winning cattle shows on a 
national scale. Most didn’t realize that the Gust family had much 
bigger plans to play a larger role in the beef cattle industry. Circle 
A evolved from a registered cowherd focused on showing, into a 
full service genetic supplier focused on bull production and      
customer service, with a 7,000 head commercial cowherd to serve 
as the testing grounds for real-world, profitable beef production. 
 

In 1995 Circle A formed the Angus Sire Alliance, with the sole 
purpose of collecting objective, profitability-based data to use in 
making more informed breeding and selection decisions. The  
business prowess of the Gust family has enabled them to set aside 
many traditional decision making methods and focus on objective 
decision making supported by data and reason. The result is a 
cowherd bred for profitability, backed by the data to prove it. 
 

Circle A expanded over the years to include ranches in Stockton, 

Tradeshow Dates Jameson & Loni Morrow 

 

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

December 2-3, 2016 
MO Livestock Symp. 
Kirksville, MO 
 

January 19-20, 2017 
Kentucky Cattlemen Conv. 
Lexington, KY 
 

February 1-3, 2017 
NCBA Convention 
Nashville, TN 

● 

● 

● 

● 



Spring Bull & Heifer Sale Report 
Circle A Angus Ranch was proud to host their 22nd annual Spring 
Bull & Heifer sale offering 403 head sold on March 19th. The      
demand for Circle A bulls was steady and the demand for bred  
heifers was very strong, surpassing expectations. 
  

193 bulls averaged $4563 with the high selling bull going to ABS 
Global Inc. for $14,000. Lot 72, Circle A Priority 4311, is an      
exceptional spread bull with .5 BW EPD, 68 WW EPD, 108 YW 
EPD and 138 $B.  Lot 2 and 70, both also sons of SAV Priority 
7283, sold for $10,500 to Jim and Linda Stone of Clinton, MO and 
Joe Sunderland of Fayette, MO. Both bulls were wide, stout and 
powerful. Lots 1,73, and 75 brought $10,000 with several bulls   
following close behind. Harold Magnuson of Tunas, MO was the 
high volume buyer taking home 10 bulls with Kyser Farms of 
Greensboro, AL and Phillip Smith of Cave City, AR both taking 
home 6 bulls. 49 bulls sold for $5,000 or more, with 88 bulls selling 
for $4,000 or less.   
 

210 commercial, bred heifers, sold in lots of five ultrasounded to 
calve within ten days of one another and fetal sexed, averaged 
$2617 per head. Steve Hartley of Ozark, Mo and River Haven 
Farms of Springfield, MO bought the high selling lots at $3000 per 
head. Morrow Cattle Co., Jefferson City, MO was the high volume 
buyer taking home 50 head and Britt Farms of Clifton Hill, MO 
took home 30 head. Orville Brinker of Washington, MO purchased 
20 head with several buyers taking home 15.  
 

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 15th offering 126 bulls and 200 
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 rep-
resentative prior to the 
sale to place your bids. 

Nutrition For The Cows 

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 18 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 99% 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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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. 

A lot of our newsletters have been consumed with nutrition 
information in recent years. If you analyze financial infor-
mation from cow-calf producers across the United States, 
you will find there are three categories on which all the 
high-profit producers never skimp; genetics, nutrition and 
herd health. These are the three legged stool on which all 
good cattle are built. If you try to cut corners on any one of 
these three foundational elements, your stool falls over you 
will not maximize your profit potential. 
 

If you are using Circle A genetics you can rest assured you 
are buying from the world leader in profitability tested   
genetics. We have been measuring and selecting based on 
actual profitability using proprietary selection indexes 
longer than anyone in the country. We run 7,000 commer-
cial cows in a tough commercial environment and require 
them to be productive and efficient. Only the best make the 
sale and our research and development efforts become   
immediately available to our customers through their     
purchases. 
 

I recently had the opportunity to attend a conference put on 
by Purina. I’m not selling their feed, but I walked away 
knowing they are a global company with a world-class   
research and development program and some of the top 
minds in the animal nutrition field. Not surprisingly, they 
spoke a lot on the importance of proper nutrition at all 
phases of production to all classes of cattle. 
 

We have written a lot about what to feed your calves,    
specifically from weaning to the feedlot, but what and 
when we feed our cows may have just as big of an impact 
on the performance of your calves. It is not he first time 
I’ve been exposed to the concept of fetal programming. 
While our genes are set at conception, some of our genetic 
material is activated, or not, depending on our environ-
ment. Not just the genes, but also the physiology of the calf 
can be determined in utero. Adipose sites, muscle tissue 
and immune function of the fetus is directly impacted by 
nutritional intake of the cow while pregnant. 
 

How many times does the dry, bred cow get the worst for-
age or feed on the farm? Our thoughts are their nutritional 
requirement is very low, but at the same time their nutrition 
is ultimately setting the bar for the performance potential of 
the calf inside them. I’m certainly not advocating feeding 
your cows to a fat condition, but we must remember that 
there are a great many vitamins and minerals required by 
the cow and the fetus that are likely not being met by your 
forage alone. Every single class of cattle on your operation 
needs access to a good mineral. Good mineral is rarely the 
cheapest mineral you can buy, it does cost, but it does pay. 
Different minerals may have a similar nutrient analysis, but 
have vastly different nutrient availability to the animal. 
This is one reason why expensive mineral is expensive, it 
cost more to use the ingredients that are more highly avail- 

 

able to the animal. They had a sample pellet made from 
sawdust, used motor oil and clay. The nutrient analysis 
was good, the availably, was nearly zero.  
 

There are also times of the year when we practically 
forget about managing our bulls. After we pull bulls we 
often times assume their needs are very low and put 
them as far out of sight as possible. All classes of cattle 
need a balance of not only vitamins and minerals, but 
also protein and energy. Stockpiled fescue grass does 
not supply all of those needs. How many times have we 
then got those bulls up, semen checked them and won-
dered why they failed, a good balanced diet is essential 
for high-quality and high-volume semen production. 
 

We’ve begun to use a supplement block for our cow-
herd with an intake modifying technology. This is a big 
shift for us as we have traditionally used commodities to 
supplement our cowherd when needed. The cows look 
great and I believe we will see added advantages in their 
calves at side and in utero down the road. The blocks 
also provide a management tool to enable us to use 
more of our forage base and modify grazing behaviors. 
We’ll see how the economics work out, but I believe, 
like genetics, nutrition is an area where you can really 
afford more than you think. 
 

access to company representatives who 
have access to nutritionists, who’s job it is 
to help you and your cattle succeed. Be 
careful adjusting rations mid-stream to save 
a few bucks, put more emphasis on hay 
quality and feed your best hay to growing 
calves. Be sure the environmental condi-
tions are the best you can offer. Mud, cold 
and heat are all environmental stressors that 
lower gains and weaken immunity. Be 
aware of the physical form of the feed. 
Finely ground feed is not palatable to 
calves and is actually used as a form of  
intake limiter. Keep bunks, feeders and    
waters as clean as possible. Clean, fresh 
water cannot be overstated enough and is 
highly linked to intake and gains. 
 

If you have any questions ask, we raise a 
lot of cattle, we are happy to share our   
experience so that we can both succeed and 
both achieve higher profits. 

Nutrition For Calves 
After all the writing on nutrition I still show up to 
screen calves for Circle A Feeders and when I ask what 
they are getting fed, some producers don’t exactly 
know. It is usually, “the feed mill changed it up, they 
said it is just as good, but cheaper.” Often times I go 
look in the self-feeder and it is either full of 90% whole 
corn, or so finely ground it looks like corn-flour; neither 
of which I want to purchase calves after being fed.  
 

Some companies do have a pellet that when balanced 
correctly, can control intake on a self-feeder and       
provide part of a balanced diet. In most cases these also 
require access to a good quality forage or hay. What I 
usually see is a self-feeder in a mud lot with access to 
mature fescue hay. The hay quality isn’t good enough to 
balance the diet and lacks palatability, so the calves 
overeat on a diet meant for 6 pounds a day consumption 
and they eat 10-12 pounds of a 90% corn diet. Best case 
scenario, these calves are too fat and limited in their  
finish weight or destined to be yield grade 4’s. General-
ly, these calves have a difficult time adjusting to our 
high-forage receiving diet, go off feed, weaken their 
immune system and are a health wreck even though 
they left your place looking fine. Worst case, they have 
suffered from acidosis and will never gain efficiently 
and have to be shipped early at a loss, or die. 
 

Be sure you are in total control of your calves nutrition, 
know what they are getting fed and why. If your feed 
dealer does not have a nutritionist on hand, they have  

Everyone wants bulls that are durable and 
cows that last, but longevity is important 
in your seedstock provider as well. At 
Circle A, we are proud to have been 
breeding profitability tested genetics for 
25 years. We look forward to serving our 
customers for many more years to come. 

LONGEVITY 
MATTERS 

Celebrating 25 Years in Business 


