To Add Value to Angus Calves, Target This Brand
Story & Photos By Miranda Reiman

Most cattlemen look for
well-rounded genetic profiles when
perusing sale books, but it can be
information overload.
For those who want to emphasize
carcass quality in their selection, the
Certified Angus Beef ® (CAB®) brand
offers a tool to help sort through data:
the Targeting the BrandTM logo.
“We know today’s bull buyer is
balancing a lot of different traits. The
logo is a quick reference that can point
you toward bulls more likely to help
you raise more CAB qualifiers,” says
Kara Lee, production brand manager
for the brand.
Angus breeders and bull studs use
that logo to identify animals that are
above breed average for the marbling
expected progeny difference (EPD)
and Angus Grid Value Index ($G).
As of the spring 2019 sire summary
those thresholds would be at least a
+0.53 on marbling and +$34.09 or
above on $G.
“Of the 10 carcass specifications,
the top reason cattle fail to make it
into our brand is lack of marbling,” Lee
says. “The grid value takes that into ac-

count, while also including other traits
of importance like adequate ribeye
and the value of carcass weight.”
Previously, breeders used the logo
generically on websites or sale book
covers to show support of CAB. If the
logo is used broadly, Lee says it should
be with language such as
“Click here for a list of
bulls that meet Targeting the Brand
genetic requirements” or
“Look for this
mark inside to
identify bulls
that will help
you target CAB
standards.”
Targeting the
Brand is now used
much like one for a
genetic test would be used to
denote individually tested animals.
Some producers may use it to make
an initial sort on bulls they’re considering, or some may use it to rank those
they already have on their list.
Texas cattleman Earl Wayne Reese

recently used it to help identify a seedstock supplier with the kind of bulls
he had in mind.
Reese already knew a thing or two
about carcass data and feedlot closeouts.
He’d retained ownership of his calves
through finishing for years. He knew
CAB was a legitimate target.
So when a Davis
Angus (Foss, Oklahoma) catalog
showed up in
his mailbox,
he noticed the
Targeting the
Brand logo
right away.
“There were
some particular bloodlines I
wanted to use, and
they had some really
good data on their bulls, so I
decided to go up there and see what
they looked like,” Reese says.
Many animals carried the mark, so
he sorted from there.
“I circle the bulls I’m interested in and
I only look at those bulls,” Reese says.

Kara Lee, production brand manager
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Can your bull
get more than
half your cows
PREGNANT
on the first day of
breeding season?
He can’t but,

WE CAN!
Contact Select Sires today to:

• Increase Pregnancy Rates

Give your females more chances to conceive.

• Increase Weaning Weights
Early-born calves are heavier at weaning.

Southeast Select Sires
Phone: (931) 489-2020 • www.southeastselectsires.com
Rick Mix: (620) 224-9423
Shawn Roy: (785) 737-3107
Ryan Bodenhausen: (785) 221-3284
Lucky Keller: (620) 770-6241
Matt Caldwell: (913) 755-1105

• Use Predictable Genetics
High accuracy bulls allow you to hit you target.

• Improve Uniformity

It’s Time to A.I.

Same age, weight and color calves are worth more.

•

Increase Cow Productivity

Early-born heifer have higher lifetime profitability.
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He came home with six new sires.
“We try to arm people with enough
information that they can make a decision on what they need for their cattle
and their herd,” says Debbie Davis,
who ranches with her husband, Jim,
and their family.
“We can say, ‘Hey, we’ve got those

“We can say, ‘Hey, we’ve
got those cattle that can
produce CAB, that can
get you a premium.’ We’re
aiming for the white-tablecloth crowd,”
—Kara Lee

17 th Annual

PRODUCTION SALE

Monday, March 18, 2019 n 11 AM
At the farm n Nevada, Missouri

SELLING 235 Lots Including: 95 18-20 Mo. Old Bulls
40 Yearling Bulls n 20 Donors & Bred Cows
5 Spring Pairs n 60 Bred Heifers n 15 Open Heifers

HPCA Propulsion S7 (19022439) earned the Lot 1
position in our 2019 sale. A SS Niagara son out of 2172,
the dam of HPCA Sunrise P245, the $1.25 million valued
female that sold in our 2018 sale, checks all the right
boxes. You’ll want to pay particular attention to his top
1% YW, CW, RE and $B with a +.89, top 15% marbling.
If we knew nothing else about Propulsion, he is a near
perfect specimen for muscle. But, his pedigree tells us so
much more about the future of this young bull.

Big Numbers OR Proof? Today’s seedstock business often seems like a race to see who
can create the highest numbered EPDs or indexes. Let’s not forget our customers, and the
entire supply chain, rely on us as seedstock suppliers to design beef cattle that improve
a cow-calf producer’s herd. Cattle feeders are searching for and willing to pay more for
reliable calves and grid formulas reward higher quality.

HPCA Rolling On S6017 (19155639), out of the fabulous
9022, she just keeps rolling on! Study his pedigree, EPDs,
and $indexes and you will see the true genetic value
that HPCA ROLLING ON offers. This is an elite bull from
any angle. His full brother, HPCA Check It, was one of
the high selling bulls in our 2018 spring sale, selling to
Select Sires.
HPCA Intensity 174 (18078492) is a stunning female
that will definitely leave her mark at HPCA for years to
come. Her first two progeny to sell were highlights in our
recent fall bull sale. Her and her next round of progeny,
highlighted by one of the best heifer calves we have ever
owned, will certainly be sale day favorites in March.

HPCA
Propulsion S7

HPCA
Intensity 174
HPCA
Rolling On S6017

“We’re proud to work for the brand
as the 2018 CAB Progressive
Partner Award winner!”
Free Delivery n 100% AI & ET n Repeat Buyer Discount n Genomic Testing
Outstanding Breeding Guarantee n Market Access n Feedlot Relationships

Watch the sale and bid live online.

Kenny & Janyce Hinkle n 14103 E. Summers Rd. n Nevada, MO 64772 n KennyHPCA@gmail.com n www.HinklesPrimeCutAngus.com
Phone/Fax: (417) 944-2219 n Kenny’s Mobile: (417) 448-4127 n Trevor Hinkle: (417) 684-1122 n Blake Baker: (417) 448-4384
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cattle that can produce CAB, that can
get you a premium.’ We’re aiming for
the white-tablecloth crowd,” she says.
Using the bulls with the right data
is only half of the value-added process,
Lee says.
“If you’re producing premium
feeder calves, you’ve got to match that
with premium marketing,” she says.
“That could be conveying more information about your calves to buyers at
auction, it could mean developing a
relationship with a feeder, or retaining
ownership through finishing.”
For those who sell at weaning, the
logo can help convey information, and
hopefully add value.
For example, the Angus LinkSM program features cattle groups that carry
the Targeting the Brand logo.
They can be marketed with the logo
when they average 125 or greater Grid
Score and each animal is predominately black-hided. In other words,
they need to be Angus type as defined
by the American Angus Association’s
“GLA” (Government Live Angus)
specification.
“Commercial producers who use
Targeting the Brand-identified bulls
should have a greater chance of qualifying their calves through the Angus
Link program,” Lee says.
CAB does not advocate single-trait
selection, but Lee hopes this tool helps
commercial cattlemen find the sires
that fit all their other economically
important traits while also focusing on
the end users.
“It’s a tried and true quote, but it’s
still as relevant today as when I first
heard it: the only new dollars coming
into this industry come from the consumer,” she says.
For more information, visit CABCattle.com.

