
BOISE, IDAHO (Sept. 26, 2006)—To
capture full value for the calves they produce,
producers need tomaster the technique of
“riding desk, not just riding herd,” says Ty
Groshans,AmericanAngusAssociation
assistant director of commercial programs.
And what that means, exactly, is keeping
accurate records and knowing how your
herd performs on paper.
In a“Back to Basics” session presented

Sept. 26 at the National Angus Conference &
Tour,Groshans encouraged producers to be
unafraid of the change in the industry that is
placingmore emphasis on information. That
information can add value when youmarket
your cattle.
“Information equals premiums,”

Groshans said.Documented records of
preconditioning and weaning practices have
been shown to be worthmore than $5.00
per head in premiums.
Adding value,Groshans said, can be

accomplished through quality product,
customer service,maintaining records and
best management practices (BMPs).
Marketing options include selling your

cattle on-farm or at an auctionmarket;
through video auctions,marketing alliances
or branded beef programs; or by retaining
partial or all ownership.However,Groshans
warned,“Market your product, or someone
else will.”
The real key to value,Groshans stressed, is

age and source verification because it offers
producers a chance to compete in the global
marketplace.“Between 2000 and 2005,
export markets fromBrazil increased by
400%. Export markets from the United
States decreased by 70%,”Groshans said,
quoting Terry Stewart, Stewart and Stewart
LLC,Washington,D.C.
Age and source verification is also

becoming a demand of domestic markets
such as chain-store giantsWal-Mart and
McDonald’s.
To help producers document and verify

their cattle, the Association offers
AngusSource® as a U.S.Department of

Agriculture (USDA) ProcessVerified
Program (PVP) that monitors genetic, age
and source verification.AngusSource
processes and procedures verify the claims of
50%Angus-sired genetics, source and group
age through a system approved by the
USDA.

Enrolling in AngusSource
To enroll in AngusSource, follow this

procedure.

• Contact AngusSource to enroll cattle
over the phone; additional questions
about yourmanagement practices
and/or operationmay be asked.
• Provide the number of head you are
enrolling, sire registration numbers,
birth day bymonth/day/year of the
oldest calf in the group, and contact
information.
• Submit copies of any required records.
• Choose a tag option; either visual tag, or
visual and radio frequency identification
(RFID) tag combination.
• Submit additional marketing
information toAngusSource.

Groshans encouraged producers to utilize
the program beyond just putting the tag in
the calves’ ears. To truly capture the full value

Documented Information: Key to Value
by Micky Wilson

20
06

Na
tio

na
l Angus Conference & Tour

Purina Mills, LLC

Sponsored by

2006 National Angus
Conference & Tour

Ty Groshans, American Angus Association, ex-
plained how producers can document age,
source and genetics through the AngusSource®
program and how they can use that information
to strategically market their calves.

Whether ordering visual tags (shown) only or
with RFID tags, order AngusSource® tags ear-
ly to allow time for the order to be processed
and delivered.



of themarketing program,Groshans said,
producers need to utilize themarketing
document (see Fig. 1) that is created for the
cattle enrolled.While the Association e-mails
this document to feedlots and order buyers,
producers should ensure that the document
is presented with the cattle at sale time.

While the document
includes source and group age
as well as the name,
registration numbers and
expected progeny differences
(EPDs) of the sires of the
calves as part of the PVP
process, producers can opt to

customize their marketing document by
including additional information such as
weaning and vaccination schedules.
On a closing note,Groshans reminded

conference attendees to enroll early in
AngusSource to ensure tags would be
delivered to the operation in time to work
calves. Formore information about
AngusSource, visitwww.angussource.com or
call (816) 383-5100.
To listen to Groshans’ presentation and/or

view his PowerPoint®, visit the newsroom
atwww.nationalangusconference.com.

Editor’s Note: This article was written under contract or by staff of Angus Productions Inc. (API), which claims copyright to this material. It may not be
published or distributed without the express permission of Angus Productions Inc. (API). To request reprint permission and guidelines, contact Shauna Rose
Hermel, editor, at (816) 383-5270 or shermel@angusjournal.com.

Fig. 1: AngusSource®Marketing Document


