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Purchasing bulls and replacement females from a repu-

table breeder pays; however, many forego using thisinformation
to choose the best animals because it can be overwhelming.
Knowing how to properly work through a sale catalog is
paramount to success in choosing a herd bull, cleanup sire,
or replacement heifers. Understanding the expected progeny
difference (EPD) and performance measures listed in sale
catalogs can seem daunting, but these ten tips will help make
the process easy and painless:

Before the Sale

1.

Decide on your traits of interest and your “deal break-
ers.”

Before requesting sale catalogs, it is a good idea to
make some decisions about which traits are a priority in
your production system. Consider the amount of labor
and resources (forage, grain, etc.) available and decide
which traits might be limiting in your environment. For
example, if you work off the farm or ranch, you may not
have the labor resources available to monitor and assist
with calving problems, so calving ease EPDs would be a
priority. Another example would be limited forage avail-
ability, making the selection of animals with moderate
growth rates, smaller mature size, and moderate milk
production (i.e. moderate yearling weight and milk EPDs)
your focus. Also consider when you will sell the cattle, as
this will dictate which output traits are important. If selling
at weaning, the weaning weight EPD may be of utmost
importance, whereas if you are retaining ownership, some
selection on carcass traits would be warranted. If raising
your own replacements, make sure to place some selec-
tion emphasis on maternal traits. If you have a terminal
breeding system and will not keep replacements, you do
not need to place any emphasis on maternal traits for
bull selection.

Once important traits are identified, decide which
ones are “deal breakers.” These will be traits that would
reduce the ability of the cattle to fit your environment
and production system. For example, if you are keeping
replacements for a harsh environment, you may select
only sires in the top 15 percent of the breed for calving
ease and no higherthan breed average for mature height/
weight (or yearling weight) and milk production. You may
wish to keep your desired EPD ranges for the traits you
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are interested in on a small card in your wallet to refer
back to both looking through the catalog and later at the
sale.

. Decide on a breed to achieve your goals.

If you have not already selected a breed, consider
which breeds will best fit your production system and
selection goals that you developed in tip 1. It is easier
to identify a breed with the strengths you are looking for
than to try and find bulls or females within a breed which
has poor performance (on average) for a trait you are
interested in improving. This is where appropriate use
of crossbreeding to capitalize on breed complementar-
ity can be valuable. To help select a breed, consider
the information in Figure 1. When buying females, it is
a good idea to consider taking advantage of heterosis
by purchasing crossbred females. Crossbred females
have, on average, better fertility, 600 additional pounds
of cumulative weaning weight and almost one additional
calf over their lifetime when compared to purebred cows.

. Do a Background Check.

Getting the catalog in advance, most likely through
the mail, will give you ample time to look through the
performance information and other pertinent material.
The ultimate goal is to narrow down the number of
bulls which need to be visually examined by using their
performance and EPD data. Thoughtful completion of
this process takes time, so it is imperative to obtain the
catalog well in advance of the sale. Animals that have
pedigrees indicating that they are closely related to large
numbers of animals (i.e. out of the same sire) within your
herd should be eliminated to avoid inbreeding depression
and expression of genetic defects. It may also be useful
to visit the ranch where you wish to buy a bull or female
so that you can examine their management practices
and view the cowherd. If the breeder’s herd is managed
similarly to your own and has a cowherd thatlooks like you
want yours to look, it is probably a good place to source
genetics. If you intend to retain replacement females,
closely examine the dams of your potential purchases.
In addition to conformation and mature size, inspect the
udder attachmentandteatsize, asthese factorsinfluence
the longevity of animals in your herd. Also request to see
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Growth
Breed?®  Rate and
Group Mature Size

Percent Age
Retail at Milk
Product  Puberty Production

Jersey X X X XXXX
Longhorn X XXX XXX XX
Angus XXX XX XX XXX
Herford XXX XX XXX XX
Red Poll XX XX XX XXX
Devon XX XX XXX XX
Shorthorn XXX XX XXX XXX
Galloway XX XXX XXX XX
South Devon XXX XXX XX XXX
Tarentaise XXX XXX XX XXX
Pinzguaer XXX XXX XX XXX

Brangus XXX
Santa
Gertrudis XXX

XX XXXX XX

XX XXXX XX

Sahiwal XX
Brahman XXX
Nellore XXX

XXX XXXXX XXX
XXX XXXXX XXX
XXX XXXXX XXX

Braunvieh XXXX
Gelbvieh XXXX
Holstein XXXX
Simmental XXXXX

XXXX XX XXXX
XXXX XX XXXX
XXXX XX XXXXX
XXXX XXX XXXX

Maine Anjou XXXXX XXXX XXX XXX
Salers XXXXX XXXX XXX XXX
Piedmontese XXX XXXXX XX XX
Limousin XXX XXXX XXXX X
Charolais ~ XXXXX XXXX XXXX X
Chianina XXXXX XXXX XXXX X

a Adapted from Cundiff et al. 1993.
b Increasing number of X's indicate relatively higher levels of trait.

Figure 1. Table from NBCEC Sire Selection Manual, 2™

Edition.

http://www.nbcec.org/producers/sire.html

their production records (which is often called a “dam
summary”) to verify the dams’ fertility and performance
of other offspring.

Examine guarantees, delivery,and other information.

Most cattle sold through a seedstock sale will have
associated guarantees through their breed association,
through the producer themselves, or both. This informa-
tion is frequently listed in the front of the sale catalog.
Make sure thatthe animals are guaranteed to be breeders
and that a breeding soundness examination has been
performed on all bulls. If you are considering non-virgin
bulls, make sure they tested negative for trichomoniasis.
In addition, consider pickup (whether they will hold the
cattle or if they must be picked up sale day) and delivery
information (trucking arrangements, etc.). Some larger
producers may also have buyback or other marketing
opportunities for calves sired by their bulls. If you have
questions about the guarantee, delivery procedures, or
otherquestions aboutthe cattle, do not hesitate to contact
the seedstock producer or the sale management. They
have a vestedinterestin making sure that potential buyers
are knowledgeable about the services being offered to
them. An example of what this information may look like
is included in an excerpt from the OSU Cowboy Classic
Sale (Figure 2).

Eliminate those animals which do not have accept-
able performance for your deal breakers.

When beginning to sort through the performance
data, any animals possessing characteristics that are not
consistent with your production goals should be eliminated
from consideration. Those traits and characteristics
identified as deal breakers should be given comparatively
more weight than other goals in the breeding objective.
For example, you may wish to eliminate any bulls that
you would not consider “calving ease” if he is to be used
on heifers. If cows with large mature size or high milk
production are a deal breaker in your environment, you
may wish to choose animals that are at or below breed
average for mature size EPDs (or alternatively yearling
weight for those breeds that do not have mature size

UNLESS OTHERWISE EXPRESSLY STATED IN THESE SALE TERMS AND CONDITIONS OR ANY OTHER WRITTEN AGREE-
MENT BETWEEN THE PARTIES RELATING TO THE SALE OF CATTLE UNDER THESE SALE TERMS AND CONDITIONS,
OKLAHOMA STATE UNIVERSITY (OSU) MAKES NO OTHER WARRANTIES, EXPRESS OR IMPLIED, INCLUDING ANY
IMPLIED WARRANTY OF MERCHANTABILITY R FITNESS FOR A PARTICULAR PURP OSE, EVEN IF SUCH PURPOSE IS
KNOWN TO THE PARTIES.

THE REMEDIES PROVIDED IN THESE SALE TERMS AND CONDITIONS ARE THE EXCLUSIVE REMEDIES OF THE BUYER,
OR ANY PARTY CLAIMING THROUGH THE BUYER, AND UNDER NO CIRCUMSTANCES WILL OSU BE LIABLE FOR ANY
INCIDENTAL, INDIRECT, SPECIAL, CONSEQUENTIAL, PUNITIVE OR EXEMPLARY DAMAGES UNDER ANY INDEMNITY
PROVISION OR OTHERWISE.

TERMS OF SALE

Bidding: Each animal will be sold fo the highest bidder. The aucioneer in charge willsefle any disputes as fo bids,
and his decision on such matters will b final.

Announcements:  If there is any inconsistency in the terms of this sale book, the supplement sheef or day-of-sale
announcement, (i) the doy-of-sale announcement will ontrol over both the supplement sheet and the sale book,
and (i) the supplement sheet will conirol over the sale book

Cash Sale: Allsales are for cash unless safistactory credit arrangements,including any possible reservation of se-
cority interest by the vendor, have been made with the vendor prior o sale.

05U Bursar’s Office Policy and Procedures: There will be o finance charge computed af o periodic monhly
vat of 1.5% por month, or an APR of 19.56%, on any unpaid balanco. All accounts with an unpaid balance will be
assessed a minimum finance charge of .50 per month. Bursar accounts are assessed a finance charge affer 30 days
past the due date on any remaining unpald halance that has heen billed.

Buyer's risk: The risk o loss and injury of each animal passs fo the buer as soon as i is sold, but it is the obli-
gation of 05U fo ensure thal animals are fed and cared for free of chorge 10 the buyer unil looded for shipment or
uniilthe expiration of 48 hours affer the sale, whichever occurs sooner.

Identification:

1. 05U must ensure that cach animal has a roadabls pormanent idsntiication mark (6.9, fattoo, hot-iron brand or

b. Unless otherwise agreed b the buyer and 05U, a female is not quaranteed to be a brecdsr after the date of the
salo, when that fomal s fo be used, or affempted fo be usad, in an embryo fransfer program.

8. 05U makes the following guarantees with respect o all “pregnant recipients": (i) that the female is pregnan, (i)
that the resuling calf 15 of the pedigree represented, and (i) hat the resulting calf s of the sex represented (f so
represented).

Semen: Unless otherwise agreed by the buyer and OSU, with respect fo the sale of semen 05U makes no guaran-
tees with respectfo the performance or charadterisicsof such semen and the buyer is purchasing such semen “as s.”
Embryos: Unless otherwise agreed by the buyer and OSU, with respect 1o the sale of embryos 05U makes no guar-
anteos with rospac fo the parformance or charadiristcs of such ombryos and the buyor is purchasing such ombryos
“asis”

Options and privileges of return or adjustment:

1. Except as provided in paragraph 2 of this section, al claims for adjusiment or refund must be made in writing on
or hefore the later of (1) stx months affer the sale date and (1) the date on which the animal reaches 30 months of
age.

2. All daims relating to the misropraseniation of servics sire and all claims rolating fo paragraphs 10 and 11 of this
saction must b mada in writing on o before the sacond anniversary of the dafe of sale.

3. 1fan animal i clsimed 10 be a non-breeder, the animal may be rerurned 1o OSU f in good condition and complying
with the health requirements of Oklohoma. OSU s entitled 10 six months tril following the return of the animal in
which 1o prove that the animal is a breeder. If at the end of the six-month period 05U is unable fo prove the animal
is a broodor, 05U must, at the option of the buyar, roplace the animal with another of equal valuc or refund the pur-
chase price. The return of the full purchase price will be deemed full satisfacion and setflement. Any expense incurred
for transporting an animal daimed o he a non-breeder will he the respansibility of the buyer, except that 0SU will
be responsible for osts i excess o the distance b the buyer's farm and the location where the
sale took place. If 05U proves the animal fo be a breder, it will be the obligation of the buyer fo fake delivery of
the animal and pay all fransportation xpenses.

4. 1f o female sold as “safe in calf” proves nof 1o be i calf, the buyer may receive service from the bull previously
wsee, if available, 1 the bull i uble, 05U must moke o sotisfoctory adjusiment on the purchuse price 1o the

he purcho o

Figure 2. Sample of OSU's Cowboy Classic Sale terms and conditions.
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Figure 3. Search results from a North American Limousin Foundation Sire

Selector tool.

EPDs) and milk EPDs. Breed averages should be listed
on each breed’s website, in the sire summary from the
association, ormay be listed in the catalogitself. Percentile
ranks can be obtained from every breed association’s
website.

Identify the animals within your optimal EPD range
for your traits of interest.

After animals inconsistent to environmental and
production concerns have been removed (the deal
breakers), identify the animals that have EPDs within
optimal ranges for the other selection criteria. Good
ways to identify what EPDs may be optimal include
decision support tools (such as the Angus Optimal Milk
Module or Colorado State’s ERT Tool, for example) or
EPD percentile ranks in each breed’s sire summary. With
“deal breaking” animals already removed, simply select
for EPDs with the most favorable values for the traits
in your selection criteria. Remember that multiple-trait
selection is essential, but the more traits being selected,
the harder it is to find animals that meet all your require-
ments and the less genetic progress you will make in
any one trait. For example, a sire selector tool returned
only 10 results when the selection criteria were top 25
percent for CED and WW and below the top 30 percent
for MA and 40 percent for YW (selecting for high calving
ease and weaning weight while limiting milk production
and mature size).

Rankthe bulls according to how well their EPD profile
fits your production system.

After eliminating deal breakers and identifying per-
centile ranks for EPDs for the remaining selection criteria,
rank your interestin the bulls orfemales according to their
EPDs, considering all traits in the selection criteria at one
time. Some traits may have antagonistic relationships
(such as calving ease vs. growth or maintenance energy
vs. milk production), so getting a feel for which bulls or
females have the optimal EPDs for all traits of interest is
a vital step in choosing animals on which to place bids.
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At the Sale

8.

10.

Visually evaluate the animal.

Evaluate the bulls or females that you previously
ranked to assess their fithess for traits in which EPDs
are not offered. Examples of traits commonly evaluated
using only the animal’s phenotype include conformation,
soundness, and fluidity of movement, and docility, among
others. Eliminate any animals not sound and those that
may have limitations in your environment due to physical
characteristics. Also eliminate animals that possess a
disposition that is unacceptable to you. You should now
have a final ranking of the bulls or females.

Look at Sale Order and Supplemental Sheets.

Make sure to pick up supplementalinformation sheets
and the sale order. Supplemental sheets will contain
any corrections to the catalog and may include updated
weights, DNA testing information, pregnancy data, or
ultrasound data not available at the time the catalog
was printed. This may eliminate additional animals from
your list. Additionally, find the sale order for the bulls
and compare it to your final ranking. With luck, the sale
order of the bulls you're interested in will be consistent
with your ranking.

Devise a strategy for bidding.

Strategize your purchasing decision given your rank-
ings and the sale order. Knowing the average from the
previous year’s sale and/or the range of prices for those
bulls or females may be useful in helping define your
budget. If you have a relationship established with the
breeder, you may be able to obtain additional advice on
which animals are in great demand and may be out of
your price range, and thatinformation can help you decide
whether to wait for a more highly ranked bull later in the
sale order, or to go ahead and bid on a lower ranked bull
earlier in the sale order.



