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1.OPERATION

Briefly describe your operation in terms of location, number of years at location, breeds, size of operation, number of cows, calving season and any other details you feel are important about your operation. This abstract will also be used in publicity and presentation and should not exceed 250 words.


Ralph E. Sydenstricker, Eddie’s father, established Sydenstricker Angus Farms (SAF) in 1952 at Paris, Missouri. They have been producers of registered Angus seedstock since that time. The herd was enrolled in Angus Herd Improvement Records in 1977.  The name of the operation has recently been changed to Sydenstricker Genetics (SydGen).


SydGen has utilized the same headquarters location south of Mexico, Missouri, in north central Missouri, for 41 years. They are currently calving about 500 head, of which 22% are embryo transplant calves. SydGen has a 90-day spring-calving season and a 60-day fall-calving season. The herd is maintained on 2500 owned and 750 leased acres. The farm is a combination farm with 25% in a crop rotation of corn, soybeans, and wheat, and 75% in pasture and hay.


Most of the production is marketed through an annual production sale held each year in November. All fall yearling bulls, and the older two-thirds of the spring bull calf crop are sold at that time, as well as a cross-section of females and embryos. SydGen began carcass evaluation of herd sires in 1988, and own or co-own 34 sires with carcass EPDs, based on 1268 of their progeny evaluated, as well as 12 more sires in some stage of carcass evaluation. They have marketed semen and AI certificates on herd sires since 1981.  Their semen directory, printed annually since 1992, now contains information on 53 sires. These sires are responsible for over 30,000 progeny with weights recorded in the AHIR database, and 3174 progeny on Australia’s Breedplan. Although many are young sires, seventeen of them have 5,135 daughters in production on AHIR.

2. GOALS:

Short Term:


Our short term goals are primarily focused on improvement of our pasture systems. Some of our later land acquisitions need to be set up to allow for more efficient use of labor, as well as providing better access to water and improvement of the working facilities. 


A short and long term goal is to improve conception rates, and to shorten the length of the spring calving season.

Long Term: 


Continual genetic improvement has been, and will remain our top long term goal. Our other long term goal is to continue to improve customer service, and to help bring programs to them that will contribute to their financial well-being.


Our mission statement, written in 1996, is “to ensure the success of our customers by developing predictable Angus genetics that excel in all the economically important traits, including carcass quality and cutability, feedlot performance, roughage conversion, maternal traits, fertility, disposition and soundness-thus allowing them to consistently and profitably produce a high percentage of finished cattle that meet Certified Angus Beef  specifications.”

3. RECORDS

Describe your record keeping analysis systems for both (A) performance and (B) economic/financial records.

A. Performance Record Keeping and Analysis System:

We have been enrolled in Angus Herd Improvement Records since 1977, and taken birth, weaning, and yearling weights on all calves since that time. Hip heights have also been recorded, and scrotal measurements on yearling bulls. Recently, we have added the Angus Information Systems (AIMS) software program to facilitate better access to the data, as our herd has grown. We have used EPDs since they have been available and do our best to educate our customers on their usage. This includes one on one evaluations of customers’ needs, and using our sale catalog as a vehicle to familiarize them with EPDs. 

B. Economic/Financial Record Keeping and Analysis System:

Financial record keeping and analysis is divided into two areas.

Semen and AI certificates on herd sires are inventoried, tracked, and billed using the 

QuickBooks program. Partners on the herd sires we merchandise semen and certificates on receive quarterly statements for each herd sire. These reports include buyers’ names of semen and certificates sold, and actual expenses relating to each herd sire for that time frame. Payments are then made to each owner according to their ownership share of the sire.

      For the farm, we keep separate accounts for the cattle enterprise and the grain enterprise. We separate expenses into 94 areas, and are on the accrual method of accounting.

Identify the 2-5 highest priority performance measures and explain how you use them to manage your operation. Example: measures could be % calf crop weaned or weaning weight per cow exposed.


In a seedstock herd, it is very difficult to place higher emphasis on any particular performance measure, and actually that could be in conflict with a balanced-trait philosophy. Fertility, however, would be a trait that should be emphasized strongly, even though it is very difficult to measure. We like to track the percentage of calves born in the first 30 days of the calving season. This places emphasis on cow fertility and response to the synchronization program. We select most of our replacements from this group. Bull calves from these earlier calves have more value as well. As an example of progress made, our percentage of calves born in the first 30 days of the spring calving season increased to 53% in 2001, compared to 37% in 1996.


We were also one of the first herds to put emphasis on carcass data collection, and to print all available interim carcass EPDs in our sale catalog. While not putting more emphasis on carcass traits compared to growth traits, we have tried to increase awareness and understanding of carcass EPDs, putting them on a comparable level with the growth traits. As an example, while 23% of our bulls cataloged in our 1995 sale had interim carcass EPDs, 85% of the bulls cataloged in our 2000 sale either had interim carcass EPDs, or interim carcass EPDs on both the sire and the dam.

Identify the 2-5 highest priority economic/financial measures and explain how you use them to manage your operation. Example: measures could be harvested feed cost per cow.


Better utilization of our forage supplies and less dependence on purchased feed supplies is one of our more important financial measures. As an example, our purchased feed cost per calf produced was $198.98 per calf produced in 1995, and $167.48 per calf produced in 2000, for a decrease of 18.8%. The major expenditures here would include mineral, supplements, oats, corn fed as grain, and corn harvested as silage.


As a seedstock producer, buyer acceptability of our bulls is always high consideration. We have been able to show a fairly steady improvement in our bull sale prices, while continuing to merchandise more bulls. 90 bulls in our 1995 sale sold for an average price of $2092, while 141 bulls in our 2000 sale sold for an average price of $2954. We have been able to accomplish this without adding any enticements such as free delivery or free wintering.


Industry-wide acceptance of our herd sires is another important measure of any seedstock herd, and we have seen a 373% increase in gross revenues from semen sales and AI certificates from 1995 to 2000.

4. BREEDING PROGRAM

A. % of calf crop sired by AI sires: 68% including ET calves

B. % of calves produced by embryo transfer: 22%

C. Briefly explain breeding program:

Spring Program: Due dates will begin about January 7-10. Cows are calved at one central location, and taken to two separate pastures depending on whether they have a bull calf or a heifer calf. The bull calf pasture is added to until we get to 105-110 pairs, and that cut-off date is about February 20. The heifer calf pasture system will handle about 120 pairs. Calves born after the cut-off date go to a third pasture system. Cows in the two early-calving groups are synchronized with GnRH and prostaglandin to be AI bred in very early April, or have heats recorded for embryo implantation the next week. (We utilize a few commercial cows for recipients, but most of our recipient cows are lesser-valued registered Angus cows that we refer to as “flex” cows.) We may or may not re-synchronize non-cycling cows for breeding/implantation three weeks after the first round. Natural service sires will go in after the second round. 

The pasture with pairs calved after February 20 or so will be synchronized one time, in early May, and natural service sires utilized after that time.

Fall Program: Our fall program has a narrower calving season (50-60 days), and we are able to segregate first-calf heifers from mature cows. We synchronize with GnRH and prostaglandin one time, although we may breed/implant a second time on a portion of these cows.

SELECTION: CRITERIA AND PROCESS

Sire Selection


We utilize both young sires and proven sires in our program. We feel a seedstock producer needs to invest in “research and development” by comparing these young sires against high-accuracy proven sires. We also believe this is a benefit to a breeder who purchases a sire from our program. Since most of the young sires used are products of our program, we have some history to help prevent “surprises.” We analyze all available data plus what we know about disposition, soundness, and fescue adaptability to guide us in our selection process. We strive for superior EPD values in all measurable traits. Outside AI sires are usually selected to add something specific, but still must maintain balanced-trait acceptability.

Replacement Female Selection:

1. Pedigree is evaluated for what we know about ancestors’ disposition, udder quality, and longevity.               

2. EPDs for all traits are considered. We put emphasis on growth traits, while eliminating any low outliers for scrotal, milk, and marbling or %IMF EPDs. BW EPD is not a major consideration for us unless it is coupled with low growth. Replacement heifer selection is still linked to bull production, and a large portion of our customer base will accept higher BW EPDs in order to get the growth and carcass values they desire.

3. Phenotypic evaluation for fleshing ability and structural soundness.

Donor Female Selection:


Donor females are selected for their phenotypic and genetic excellence, their production records, and their uniqueness of pedigree. Usually these females are from well-known cow families to enhance the marketability of the offspring and/or the frozen embryos themselves. 


Most of our donor females are older, proven cows, with a proven track record for producing herd sires, but we do flush some young cows. This year, in particular, we will flush four two-year-olds that have the pedigree, phenotype, and EPD profile to add value, and were especially strong in their ultrasound readings for %IMF and REA. We do not flush virgin heifers.

CULLING CRITERIA AND PROCESS:

Sire Culling:


As stated earlier, we do use some younger, unproven sires in our program. These are usually co-owned with other breeders, and often are bulls produced by us. We sample the ones we believe to be most promising. What we prefer is to use the sire fairly strong the first year, then wait until his proof comes in before going back to him. Buyer acceptability of his progeny, and the EPD values he generates will dictate how much we continue to use him.

Female Culling:


Conception rates, udder quality, disposition, and lack of maternal instinct are primary considerations for culling females. We have found that many heifers that do not conceive will accept an embryo, so several of these can be used as recipient, or “flex” cows.

7. POSTWEANING MANAGEMENT AND PERFORMANCE TESTING OF SALE BULLS

We have three different management systems for the three different groups of bulls. This gives our customers a choice, as some will prefer the high-energy “find out what’s in them” approach, and others prefer bulls grown out on a cooler, higher roughage ration.


Our fall-born bulls are calved in September and October, and weaned in May. They are fed on a self-feeder through the summer, using a fairly hot ration of corn, protein, limiters, and no additional roughage. Yearling weights, scrotal circumferences, hip heights, and ultrasound scans are taken in September. Last year, these bulls had average daily gains of 3.70 lbs./day, with an average ultrasound rib fat measurement of  .35, and rump fat of .38.


Our January through mid-February-born bulls are weaned in early August, and hand-fed a ration that has a 60-40 oats to corn ratio. These calves get about 4 lbs. of corn silage daily and free-choice grass hay through sale day during the third week of November. We then cut their grain back and increase silage until yearling weights and other yearling measurements are taken in early January. This year, these bulls averaged 3.50 lbs./day, with average rib fat of .34, and rump fat of .36.


Our mid-February through March-born bulls are weaned in October, then limit fed the oats-corn ration along with corn silage and free-choice grass hay. Yearling weights and the other yearling measurements were taken February 27 of this year. Their average daily gain was 3.10 lbs./day, with an average rib fat of .22, and rump fat of .24.

8. MARKETING: Describe the marketing program for your operation:


All fall-born bulls and the January-February group of bull calves are marketed in our annual production sale held the third week of November. The February-March group of bulls are marketed by private treaty and in the MBCIA Performance-Tested Bull Sale.

Average number of bulls sold/year: 165

% of bull calf crop sold as breeding bulls: 90

% sold to purebred breeders: 22

% sold to commercial breeders: 78

Number of bulls listed in current sire summaries: 59

List the performance data provided to the prospective buyer:


Birth weight, birth weight ratio, adjusted 205-day weight, adjusted 205-day weight ratio, post-weaning average daily gain, adjusted 365-day weight, adjusted 365-day weight ratio, adjusted scrotal circumference, sale day weight and weight per day of age, sale day frame score, yearling ultrasound measurements for %IMF, REA, rib fat, and rump fat; EPDs for birth weight, weaning weight, milk, yearling weight, scrotal circumference, carcass weight, marbling, REA, and fat thickness; ultrasound EPDs for %IMF, REA, rib fat, rump fat, and percent retail product. 


On the January-February bull calves that do not have yearling information, we supply post-weaning average daily gain to sale day, current weight, weight per day of age, and current frame score, as well as all available growth and carcass EPDs, and all birth and 205-day weights and measures.

Customer Service/Communication: Example: personal visit with bull purchasers, feeder calf buy back program, share carcass data collection expense:


Customer service is high priority with us. We strive to keep the customer satisfied, whether they are buying bulls, females, semen, or embryos. One of the most important facets of customer satisfaction is steering them toward the genetics that will accomplish their goals, even if that means sending them to a competitor if we do not have what they want. Over time, this trust building has paid off especially well, most notably in semen sales. During the past fiscal year, we had eight sires with over 100 progeny recorded with the American Angus Association, with a total of over 9,500 progeny on those sires. We are not able to do a lot of on-farm visits, but we do try to maintain a visible presence at cattle producer events of all types, especially in Missouri. We utilize the telephone, and now e-mail, to maintain direct contact with our customer base.  In the past 12 months, we have dealt directly with 2,030 customers, and probably that many more through semen distributors.


To aid our commercial customers’ marketing efforts, we were one of the founding seedstock members of the Farmland Supreme Beef Alliance. We also have purchased/partnered on feeder calves from customers to feed and market through the FSBA. There have been 336,000 head processed through FSBA, and two different pens of our customer cattle hold records there for dry matter feed conversion (4.9), and for average daily gain, pay weight to pay weight (4.97 for 121 days.)


We are also one of the founding members of the North Missouri Angus Breeders’ Alliance. Three feeder calf sales per year have been held at the New Cambria auction market. These feeder calves are weighed, sorted, and pooled into pot load lots, as much as possible, to create a “buyer friendly’ market that gives even the smallest producers the opportunity to sell in pot load lots. All calves have through some level of the Missouri Stocker/Feeder Quality Assurance Program, and this year were all carrying electronic ID tags. 


Three years ago, we began the Sydenstricker Influence Commercial Heifer Sale. Held the night of our November production sale, we have sold 130 to 200 bred heifers each year, all bred to bulls produced or owned by us. These are all consigned by customers, and the sale is held at the Callaway Auction Market, about 20 miles from the farm.


For our bull customers who purchase bulls in our November sale for spring breeding, we offer a wintering program to allow the bulls to stay in their contemporary group until they are picked up in April.  For a $250 fee, we will feed and care for the bull, take all yearling measurements and provide a breeding soundness evaluation.


Communication with our customers is done primarily through our sale catalog. We try to convey all pertinent information on the cattle selling, of course, but also include information on topics such as the use of EPDs, stacking pedigrees for carcass traits, birth weights compared to “tape measure birth weight estimates,” and timely comments on the beef industry. For instance, several quotes from the 1995 National Beef Quality Audit have been utilized.


We have also taken the lead in communicating exactly what we are selling. When we sell a “flush” or guarantee a donor cow, these terms are defined so the seller knows exactly what those terms are. Several years ago, we wrote a clarification titled “Interests Retained In Bulls,” and have been gratified to see many top breeding establishments in the U.S. and Australia use our terminology or excerpts from it as a basis for their partial interest bull sales.


Our advertising program is another large component of our communications, and we try to target these ads to the readership of the newspaper or magazine it will be printed in.

9. FORAGE RESOURCES: Briefly describe your forage base and your grazing management:


We generally seed orchard grass when establishing a pasture, but given our location, any pasture over five years old is predominantly fescue. By overseeding, we can keep red clover, ladino, and sometimes lespedeza in our pastures. Our hay is either alfalfa/orchard grass, fescue/orchard grass/clover, or bluestem/lespedeza. We use rotational grazing, with three to five pastures in each pasture system. We also put up corn silage, which is packed in a concrete pit silo. 

Briefly describe the use of harvested/purchased feeds for your cow herd:


We vary the three types of hay, and the corn silage, according to the nutritional needs of each group, in the winter and early spring. Late spring, summer, and fall nutritional needs of the cow herd are met by pasture.


The only purchased feeds are oats, protein supplement, mineral, and some soybean hull pellets. Because we sell 100 nine to ten-month-old bull calves, and 60 eight to ten-month-old heifer calves each year, we feel we do need to creep feed. Our creep feed is 10% soybean hull pellets and 90% whole oats, which seems to work quite well without over-conditioning. The heifer calves are only creep-fed for 30 to 60 days pre-weaning.

Describe your environmental stewardship practices:


We utilize several stock ponds to capture excess run-off water and as a cheaper alternative for drinking water for the herd.  Most of these ponds are fenced off so the cattle do not have access.  We have a lot of levees and waterways to help control erosion, and of course the very nature of fescue aids erosion control quite a bit.  Our rotational grazing program aids in plant diversity as well as allowing rest periods for the land to “heal”, especially in the spring when mud is a problem.


Whitetail deer and wild turkeys are in abundance on many of the farms, no doubt benefiting from good grass management.

10. INNOVATIONS AND IMPROVEMENTS:

Describe the most significant changes that have been made in your operation:


One of the most significant changes has been the streamlining and integration of our bull marketing and production systems, as detailed in part 7. This allows us to produce more uniform groups of bulls for sale.


Another significant change has been the evolvement from individual performance evaluation to EBVs, and now to EPDs as the major component of performance evaluation.


The use of registered Angus cows as recipients, or “flex” cows, has been a significant change, as well. This gives us the flexibility to run these cows along with our main herd, so that we can run larger groups of similar aged calves. “Flex” cows that get bred to the natural service sire help perpetuate the program with their heifer calves. Many of the male calves are marketed as registered show steer prospects, and some are marketed as breeding bulls.

List the 3-5 most important uses of technology that have helped you meet your operational goals:


EPDs have undoubtedly been the most important technology advancement in the seedstock industry, as they allow us to compare our herd, and individuals, to any others in the Angus breed, despite different environments and management systems.


Reproductive research, especially advancements in embryo transfer technology and heat synchronization, has been particularly helpful to our goal of continual genetic improvement.


The Internet is still very young, but we already see numerous advantages, especially in cost, with e-mail communication. On-line catalogs with sorting capabilities by EPDs, and web-sites with private treaty consignments are already here. No doubt marketing in the future will be affected by the possibilities of the Internet.


Technological advancements in herd health products and testing procedures have been a great contributor to overall herd health, and will probably play an even larger role in the future as biosecurity concerns grow. 

11.  CONTRIBUTIONS

Leadership positions in the beef industry

Received the 1997 Certified Angus Beef  Seedstock “Commitment to Excellence Award”

(Eddie L. Sydenstricker)

Member, Audrain County Cattlemen’s Association, 1990 to present

Member, Missouri Cattlemen’s Association, 1977 to present

Member, National Cattlemen’s Association/NCBA, 1977 to present

Member, Missouri Beef Cattle Improvement Association

Member, American Angus Association, 1952 to present-voting delegate for many years

Member, American Angus Association Board of Directors, 1980 to 1983

Helped organize the first Junior Angus Association in the nation, the Missouri Junior Angus Association, and served as its first president.

State FFA officer, and recipient of the American Farmer Degree

Recipient, University of Missouri Block and Bridle Club Livestock Person of the Year

Recipient, Gamma Sigma Delta Distinguished Achievement in Agriculture Award of Merit

(Ben Eggers)

Member, Missouri Cattlemen’s Association, 1977 to present

President, Missouri Cattlemen’s Association, 1993

Member, Missouri Cattlemen’s Association Long-Range Planning Committee, 2001

Northeast Regional Vice President, 1989-1991

Member, Executive Committee, 1988-1995

Chairman, Seedstock Council, 1988-1989

Member, Missouri Beef Industry Council, 1994-1995

Member, Missouri Beef Safety Assurance Task Force, 1990-1992

Member, National Cattlemen’s Association/NCBA, 1977 to present

National Cattlemen’s Association Director, 1993-94, 

National Cattlemen’s Beef Association Director, 1998- present

NCA Young Cattlemen’s Leadership Conference, 1991

NCA Grading Committee/NCA Live Cattle Marketing Committee, 1992-1997

NCA/NCBA International Marketing Committee, 1996-2001

NCBA Nominating Committee, Dues Division, 1997

NCA Resolutions Committee, 1994

NCA Myth busters

Governor Mel Carnahan’s Advisory Council on Agriculture

FFA, State Farmer Degree

Founding member, SEMO Cattlemen’s Association, served as first President, 1982

Founding member, Audrain County Cattlemen’s Association, served on Board of Directors, 1990-1994

Past Director, Missouri Beef Cattle Improvement Association

Member, American Angus Association, 1965 to present-voting delegate for many years

Member, American Angus Association Board of Directors, 1998 to present

Member, American Angus Association, Angus Productions, Inc. Board

Member, Missouri Angus Association, 1973 to present

Member, Missouri Angus Association Board of Directors, 1998 to present


Tours Hosted

Annually host 40 to 50 judging teams from across the US.

Annually provide judging classes for 4-H, FFA, and Department of Agriculture contests

Black Hawk Community College Farm Management Field Trip

Hawkeye Technical College Agribusiness Management Class

Audrain/Callaway County 4-H Livestock Field Day, 1995, 1996, 2000

Missouri Angus Association Field Day, 1990 

Missouri Angus Association Tour, 2000

Audrain County Cattlemen’s Association Field Day

National Block & Bridle Club Species Tour, 2001

MO Association of Rural Appraisers

Farm Journal Farm Safety Field Day

Foreign delegations

Research Support
Provided semen for scrotal circumference research at University of Missouri

Provided semen for research on high marbling vs. low marbling lines at the University of Florida.

Guest Speaker

(Ben Eggers)

Lawrence County Cattlemen’s Conference

Mid American Angus Breeders Tour, 2000

Missouri Ag-Expo 1999 (Value Added Conference)

Certified Angus Beef “Peak Performance” Seminar, 2000

Three H Ranch Field Day, 2000 

Audrain/Callaway County 4-H Livestock Field Day

Boone County  4-H Livestock Field Day

Leadership Positions in Community

(Eddie L. Sydenstricker)

Member, Rotary Club

Mexico Chamber of Commerce Ambassador Award

Audrain County Extension Leader’s Honor Roll

John Deere Manager’s Club

General support of local vo-ag chapters, 4-H, and other youth organizations-monetary donations, use of equipment, and raffle items

(Ben Eggers)

Member, Mexico United Methodist Church

12. BIF

Describe the most important role of the Beef Improvement Federation:


The most important role of the Beef Improvement Federation is to set the beef industry’s standards for performance and financial measurements. This allows all beef producers to compare their performance data more accurately. Knowing these measurements are based on peer reviewed, science-based principles allow all beef producers to use and compare data with confidence.

