








Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

© 1077-$6500

TR CAG CARBON COPY 7630E ET TURNBULLS DUTY-FREE 358D
DCR BLUEPRINT J7 S0S JACKPOT PLD 158J
DCRMSTANK G317 MXS EVERLY 816F
M&M OUTSIDER 4003 PLD PRO-CHAR WINCHESTER 6D
SOS CORTANA 19J STEPPLER MISS 52G
M&M MS STEALTH 9509 PLD ET STEPPLER MISS 238E
REG# 2402724 | GAP 19M | JANUARY 17 2024 REG# 2402630 | GAP 21M | FEBRUARY 1 2024

LOT 8 - $6800

NYC BULL SALE 9




Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

10T 9-$9500

PUGH LEGAL 122L 9 PUGH LUNAR 980L
SPRING COVE RENO 4021 RED WILDMAN GUNNERY 611D
PINE VIEW MOGUL G241 RED PUGH JUAN 181J
BALDRIDGE ISABEL C773 RED GJP 58E 50P LOLA 181T
PUGH 3000C BLACKFOOT 7717E OAVMOTOWN 11B

PUGH 489Z ROSEBUD 122H PUGH 436Y BLACKBIRD 980G
GJP 4235 MISSVOODOO 4897 GJP 308W MS 9449B RAVEN 436Y
REG# 2402528 | GJP 122M | JANUARY 15 2023 REG# 2402702 | GJP 980M | FEBRUARY 17 2023

NYC BULL SALE




Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

CHABOLAIS

PCC BARRON 4108M

CCCWCRESOURCE 417 P

CCC WC REDEMPTION 7143 PLD ET
WCROLLS ROYCE 3177 P ET

M&M OUTSIDER 4003 PLD
BRCHE BERKLY ANN 8507 PLD ET
TR MS BERKLY 4711B ET

REG# MC883118 | PCC 4108M | FEBRUARY 1 2024

S AT

L0T11-$7000

NYC BULL SALE




Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

CCCWCRESOURCE 417 P CCCWCRESOURCE 417 P
CCCWC REDEMPTION 7143 PLD ET PCC BREWITT 929G
WC ROLLS ROYCE 3177 P ET MISS PRAIRIE COVE 407B
M&M OUTSIDER 4003 PLD M&M OUTSIDER 4003 PLD
BRCHE BERKLY ANN 8507 PLD ET MISS PRAIRIE COVE 968G
TR MS BERKLY 4711B ET PZCLILY 5013 ET
REG# MC883127 | PCC 414M | JANUARY 2 2024 REG# MC896501 | PCC 410M | JANUARY 4 2024

LOT 13- $8100

NYC BULL SALE




Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

LOT 14 - $7800

PCC BOLD-CONTENDER 404L 74 PCCTURTON 4302L
WC PLATINUM 8558 P TR MR FIREWATER 5792R ET
WCR BOLD MOVE 168 P TR PZC MR TURTON 0794 ET
WCR MS REMIX 9250 P WILLOWVALE PROJECTOR 90C
SVYTRUST 6H THOMAS MS IMPRESSIVE 0641
MISS PRAIRIE COVE 234K STAUFFERS MADISON 85M
MISS PRAIRIE COVE 802F SFL89AMISS FISTFULL 19F
REG# MC896500 | PCC 404M | JANUARY 30 2023 REG# MC884048 | PCC4302M | JANUARY 18 2023

10T 15- $9300

NYC BULL SALE




Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

S AL

N

WRIGHTS RAPID FIRE417M 76

REMINGTON LOCK N LOAD 54U EPDs
W/C RAPID FIRE 2101C
MOGCKJILT2101 B
WW 114.8

HFTIGER 5T
WCC PATRICIA 306N
WCC PATRICIA 19X

NYC BULL SALE



Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

WRIGHTS BET ON RED 49M 77 WRIGHTS RAPID FIRE 428M 78

W/C FORTKNOX 609F REMINGTON LOCK N LOAD 54U EPDs

W/C BET ON RED 481H W/C RAPID FIRE 2101C BW3.7
W/CANGEL7113E MOGCK JILT2101 )

WW 92.7

SOO LINE MOTIVE 9016 PVFINSIGHT YW 1417

WCC LARKABA 127Y WCC EMBLYNETTE 2369 .
WCC LARKABA 149A WCC EMBLYNYTE 9578

REG# CROSSBRED | WRA 459M | FEBRUARY 24 2024 REG# CROSSBRED | WRA 428M | JANUARY 18 2024

NYC BULL SALE




Bull pedigree and data may have been adjusted for the purposes of this exercise, may not reflect actual data and pedigree.

WRIGHTS BET ON RED 437M 79 WRIGHTS BET ON RED 443M 20
W/C FORT KNOX 609F W/C FORTKNOX 609F
W/C BET ON RED 481H W/C BET ON RED 481H
W/CANGEL7113E W/CANGEL7113E
RED WRIGHTS IRONHIDE 47 HFTIGER 5T
WCC QUEEN 1M WCC PATRICIA 17U
WCC QUEEN CITY 34Z WCC PATRICIA 1712

NYC BULL SALE




Farm Sales Scenarios

1-50 Simmental influenced commercial herd, 30 Registered Simmental cows.

Needing to retain 1 bull for first calf commercial heifers with focus on calving ease. Bull customers look to
buy bulls to add pounds to their commercial herd calves. Purebred cows calve in March; Calves sell privately
and in consignment sales throughout the year. 4 heifers are retained as replacements each year.
Commercial herd calves in April, Calves sell to market end of September off the cow.

2 -200 Angus influenced commercial herd, 100 Registered Angus cows.

Needing to retain 1 bull for cows to add pounds at bull sale time on the registered cattle. Bull customers look
to buy bulls with calving ease in mind for their first calf heifers. Purebred cows calve in January; Bulls sell in
production sale the following March. 10 heifers are retained each year for replacements. Commercial calves
in April, sell in December after being on feed for 45 days.

3-100 Charolais influenced commercial herd, 150 Charolais registered cows.

Needing to retain 1 bull for commercial herd to improve maternal traits on their cow herd. Bull customers
look to buy bulls to improve calving ease in their purebred cows. Purebred cows calve in February; Bulls sell
in annual production sale in April; 10 heifer calves are retained for replacements. Commercial calves are
sold directly to the market in October after 30 days of feed.

4- 250 Sim-Angus registered cows

Needing to retain 1 bull to use on mature cows to add style, improve calving ease. Bull buyers are looking for
bulls to improve carcass traits to help excel their pasture to plate business. Calving January/February. 10
heifers are retained every year for replacements. Female sale annually in December. Bulls sell in annual bull
sale held in April.

5-130 Red Angus registered cows

Needing to retain 1 bull for use for embryo and semen sales as well as on influential cow families within herd
as well as promote herd/Farm via cattle shows, bull congresses. Bull buyers are looking to add performance
to their registered herds. Bulls are sold private treaty off farm. Females are sold in October annually in an
online sale.

6 — 60 registered Red Angus, 60 registered Charolais

Needing to retain 1 Charolais to add pounds to bulls for the sale. Bull buyers are looking to add maternal
traits to their tan based commercial cow herd. Bulls sell private treaty on farm with the 12 bulls to be culled
and kept to put on feed and sell through the farms store front. 4 heifers of each breed are kept for
replacement; the rest are sold private treaty.



Tips for Herd Building, Sales,
Administration and Customer Service

Herd Building

Consider key functional aspects of the animal that you value in an animal.

2. Consider your current herd and how an animal may improve your herd as well as align
with your current breeding program.
3. Consider the breed overall and if these animals will support the breed and be desirable
to customers within your target market.
4. When buying multiple animals consider how these animals will work together with your
current herd.
Sales

Cold calling a new customer can be a little intimidating. However, when you approach it from a
relationship-building perspective, it can become much easier and even an enjoyable part of
cattle raising.

1.

Consider the needs of your customer. Your job is to find a good match of an animal that
supports their herd and meets their needs. Being on the side of your customer makes it
a much more enjoyable experience and can build relationships that can last many years.
When calling for the first time, being in a quiet environment with limited distractions at a
time that works for both you and your customer can help to make a good first
impression. When you get your customer on the phone, asking if it is a good time for
them to talk is a considerate way to start the conversation.

Setting goals for the outcomes is important (i.e. sell 1 bull) when learning this new skill,
setting goals for the process also helps to help build your confidence (i.e. call 3 potential
new clients every day before 11:00 am).

Be intentional when calling your potential customers. For some people, writing out key
points on paper can help them refer to them when in conversation, in case you get
nervous.

Clients often don’t say yes to a purchase on the first call and it can take months or years
of building a relationship. However, if you have an animal that will work for them, be
prepared by setting your pricing and conditions in advance, so you can take advantage
of the sale.

When talking to customers, try to listen more than talk. Selling is about understanding
and seeing the customer’s needs from their point of view. Always be polite and
considerate of their time and opinions.



Administration

“The devil is in the details.”

The purchase or sale is not completed until the administration is done. The purebred industry is
based upon good recordkeeping, and often your customer is relying on you to complete the
administration to complete the sale. Whether it is registrations, invoicing, DNA, vet visits,
inoculations or any other number of activities on the farm or ranch, it often needs to be followed
up with an administrative practice. Developing these skills early on can set your operation
apart, help you build a good reputation and help you make good decisions with good
information.

Customer Service

Part of the sales process is giving good customer service. Sometimes challenges may arise
during the sales process and in order to build a long-standing relationship with a customer, you
may need to problem solve with a customer. If a problem arises with a customer, addressing
the challenge as you learn of it, getting clear on what the problem is and then trying to solve the
problem as quickly as possible is important to build a good brand. Good customers know that
challenges can arise with any operation, but it is the way that the problem is addressed that can
show the integrity of your operation.

10



Participant Instructions

Herd Building
(All Participants)

You are building a herd to meet the needs of one of six typical beef
markets in Canada. You will randomly draw this scenario with a
competition facilitator. Review the provided catalogue and choose four
bulls with a budget of $32,000 that you think meet your needs. Once you
have chosen your animals to purchase, use the QR code on your phone
Herd Building or the provided computer lab to enter your purchases.

All participants should purchase 4 bulls.

Animal Sales

(Intermediates and Seniors)

Review the catalogue with a list of buyers. Each buyer will have a
budget to purchase bulls. Each time an animal is sold, fill in this form
through the QR code on your phone or the computer lab to register
your sale(s). All bulls need to be sold at the end of the day, 8:00 p.m.
on Thursday.

Animal Sales

Seniors will need to sell a minimum of 2 bulls and retain at least 1
bull for your herd.

Intermediates will need to sell a minimum of 1 bull and retain at
least 1 bull for your herd.

11



Assessment Rubric

Undercover Buyer (Assessment Tab)

Points Division
5 4 3 2 1 S | J
Administration
Not all animals
Speed of Purchases Paperwork Within the first 2 | Within the first 4 | Within the first 6 By the deadline were
hours hours hours purchased by
the deadline. 5 5 5
. , . . . . Not all animals
Speed of Sales Paperwork Within the first 2 | Within the first 4 | Within the first 6 By the deadline were sold by
hours hours hours .
the deadline. 5 5
Number of Partially Completed Al Missing 1 Missing 2 Missing 3 Missing 4
Entries - Buying
5 5 5
Number of Partially Completed o . .
Entries - Selling All Missing 1 Missing 2 Missing 3 No sale paper 5 5
Herd Building
Reasons that Reasons that No reasons
were reasonable .
related to other . were given but
Reasons . . reflecting the
animals chosen in . purchases
their herd choice of were made
' individual animal ' 20 | 20 | 20
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Points Division
5 4 3 2 1 |
All other Not all animals
- participants with were
Value of Remaining Herd Top 2nd 3rd completed purchased by
purchases the deadline. 5
Sales
Sales were done in Not all animals
Speed of Sales Top 2nd 3rd o were sold by
a timeline manner .
the deadline. 5
m:mw___ Mﬁm..é:: Not all animals
Value of Sales Top 2nd 3rd P P were sold by
completed .
the deadline.
purchases 5
Seller had bulls Seller had
. . bulls priced too
Bull was priced priced .
. . high or too low
appropriately and appropriately but
- for todays
logistics of semen left some
L . market. Seller
testing, insurance questions . .
. o . provided little
and delivery logistically with logistic support
exceeded semen tests, 9 . PP
. . for insurance,
expectations. insurance and .
delive semen testing,
Pricing and logistics - and delivery 5
Seller exceeded Seller met Seller could
expectations, was expectations, was not answer
, knowledgeable on knowledgeable on very many
Sales Experience the bulls being bulls but still left a questions and
sold and carried a couple questions was not
conversation with unanswered. familiar with 5
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Points Division
5 4 3 2 1 S | J
professionalism. the bulls being
sold.
Customer Service
Did not resolve
m“umwa of Addressing Customer Within the 1st hour Within the first 2 | Within the first 4 By the deadline the issue but
Service hours hours the customer
was contacted.| 5
. Customer
Customer service . .
Customer . service did not
. . Customer service | met the needs of
What was the customer service |Seller exceeded all service was meet the
. . . met the needs of | the customer but
experience - rating from buyer. expectations handled well and . . needs of the
the customer. not in a timely .
promptly customerin a
manner )
timely manner.| 5
Total 75 | 65 | 35
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