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Dear Friends & 
Fellow Cattlemen,

As we enter a 

new year, it’s always 

good to pause and 

look back. For those 

of us in the cattle 

business, 2014 will be 

one to remember. Following several years 

of drought and higher feed costs, we’ve 

been blessed with rain, replenishing feed 

supplies, and cattle markets have been the 

highest we have seen.  

I believe our better market and lower 

feed cost is here for awhile. Having said that, 

we need to remember that markets do what 

markets do. Over the long haul, in a world 

of capitalism, the price of commodities is 

the average cost it takes to produce them. 

The Wulf Cattle model has been and will 

continue to be a model that differentiates 

from the average. We do this by selling 

value added fed cattle that are designed with 

value added genetics. Buying and feeding 

Limousin-cross cattle allows us to capitalize 

on their inherent efficiency, while producing 

a very high quality carcass. 

Passing value along the supply chain 

to ranchers that are utilizing Wulf Cattle 

genetics and then buying their feeders is 

how it works. We cannot say thank you 

enough to the many operations that have 

aligned themselves with us to make this 

(Continued on page 7)

www.WulfCattle.com

Selling approximately 425 Limousin,  
Lim-Flex & Angus bulls, 50 registered females

Seminar: Thursday, March 26 n 7 PM (supper at 5 PM)
Sale: Friday, March 27 n 12 Noon (Lunch at 11 AM)

Both events are held at the farm (47694 320th St. n Morris, MN 56267)  
10 miles south of Morris on Hwy. 59

(Continued on page 5)

These impressive young sire  
prospects competed in the 2015  

National Western Bull Show 
and will return to sell in our 

Opportunity 2015 Sale.

Wulfs Billionaire N102B 
Red/DblPld
Wulfs Xtractor X233X X PLND Yawner 102Y

 CED BW WW YW 
 8 0.5 75 107 

 MA SC DOC YG MB MTI
 22 0.9  -.16 -.01 53

Wulfs Bachelor K688B 
Blk/HoPld

Wulfs Xclusive2458X X Wulfs Soloist 6284S

   CED BW WW YW
   5 3.5 83 121 

 MA SC DOC YG MB MTI
 33 . 05 32 -.08 .39 70
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“If you do the basics, everything else 
will come, but if you start cutting 
corners, then you’ll have to start all 
over,” says Lyle Gjermundson, owner 
of Gjermundson Ranch in Halliday, N.D. 
The whole Gjermundson family must 
live by that logic because successful 
rodeo and ranching careers have 
surely come their way.

Stanley and Sharon Gjermundson raised 
their five children in the small town of Marshall, 
N.D. When all five kids were at home, the town 
population boomed: 13 residents. Although the 
Gjermundson kids came from small and simple, 
the big, bright lights of the state and national 
rodeo grounds didn’t intimidate them a bit. 

Gjermundson’s eldest son, Brad, is a four-time 
world champion saddle bronc rider. Second son, 
Casey, is a several-time high school rodeo national 
qualifier and pro-rodeo circuit rider. Third son, 
Lyle, was a state high school steer wrestling cham-
pion. Their two daughters competed successfully 
at the state level in high school rodeo. Now, sev-
eral Gjermundson grandchildren ride high in the 
arena saddle as they compete in their individual 
events. 

Lyle’s own daughter, Sadie, currently rides for 
the Dickinson State University rodeo team. But, 
Lyle says, it all goes back to their father, Stanley. 

“If it wasn’t for Dad, we probably wouldn’t 
have gotten into the ranching and the rodeo part 
of it,” he says. “My Dad ranched and he rodeoed. 
He had kids that he had to support, so he didn’t 
get to rodeo as much as us boys did.”

Well, Stanley’s ranching for a living, rodeoing 
for fun example must have branded the lifestyle on 
his sons. Today, all three have their own ranches 
and live within 20 miles of each other, which 
works out because, Lyle says, they can all help 
each other when needed. 

The Rodeo Reach
It’s not just an extended family affair for Lyle. 

His wife, Sharlene, and two daughters, Shaldon 
and Sadie, help out on Gjermundson Ranch, as 
well. Sharlene is a registered nurse and works at 
a clinic about 40 miles from ranch headquarters. 
She helps check cows, rake hay and fill in when 
needed.

Together, Shaldon and Sharlene have an 
employee drug testing business in the nearby 
oil fields. Shaldon lives close to home and her 
husband works in the oil fields. 

“Shaldon’s very helpful. She’s 20 miles away, 

but when she has time, she’s out here,” says Lyle. 
“When my youngest daughter was still in high 
school, Shaldon came out on weekends, when we 
were gone rodeoing. She spent many weekends 
out here.”

Sadie earned a degree as a veterinary 
technician and now studies physical therapy at 
Dickinson State University, about 50 miles from 
the ranch. She also has a few head of cows she 
runs with her father’s herd. 

“Both the girls attribute a lot when it comes to 
the haying season. They’re both very good tractor 
operators, helping me rake and bale hay. They like 
to do it.” 

“My two girls are my two boys,” Lyle notes. 
It’s no surprise that it was through rodeo Lyle 

discovered Wulf Cattle. In 2011, sitting in the 
stands watching his daughter compete, Lyle asked 
a rodeo friend how he marketed his calves. His 
friend explained his relationship with Wulf Cattle. 
On Monday, Lyle was speaking to Jerry Wulf over 
the phone expressing interest in the feedlot pro-
gram. Two days later, Nate Knobloch was calling 
Lyle wanting to know more about the cattle. Not a 
week passed before Nate was on the place looking 
at the calves. Lyle says he’s been selling to Wulfs 
since. 

But rodeo friends didn’t just introduce the 
Gjermundsons to Wulf Cattle. Rodeo has helped 
solidify an already strong relationship. 

When making plans to attend a Wulf Cattle 
seminar in McLaughlin, S.D., Lyle invited his 
neighbors to make the trip. 

“I have two neighbors that had seen my bulls. I 
asked them if they wanted to go. I said ‘You know, 
just because you go down there doesn’t mean you 
have to buy Limousin bulls. But it’s a lot better for 
you to go and listen to them than to listen to what 
I have to say because they know more about it,’ ” 
Lyle explains. 

“I’m hoping that they get on board and buy 
bulls from [Wulfs] and that they can sell calves to 

[Wulfs] too!” he says.
During the seminar, Lyle happened to run into 

another rodeo friend. 
“He was the state champion team roper in 

North Dakota the year that I won the state steer 
wrestling,” Lyle remembers. “He’s been running 
Wulf cattle for several years. He’s done really well 
ranching and he goes back and says, ‘Well, that’s 
because of the Wulf bulls.”

Rodeoing on the Ranch
In 2005, after living in Bismarck, N.D. for 

15 years, Lyle and Sharlene decided it was time 
to move home. Now living in Halliday, the same 
place Lyle graduated from high school, they run 
340 Angus-based cows and use Wulf Limousin 
bulls for a F1 Limousin-Angus cross. Lyle’s cattle 
operation covers 4,000 acres, 1,000 of which are 
hay ground. 

Brothers, Casey and Brad, also have Angus 
cows and use Wulf bulls on their herds. 

Lyle’s herd starts calving around April 10. He 
says the later calving has been a big improvement 
to his herd. 

“When I lived in Bismarck I had 20 head 
of cows. I calved early because I worked for a 
landscaping company in town. I’d be laid off until 
about the first of April, so usually I’d get done 
calving before I ever went back to work,” he says. 
“I only had 20 head, but I lived with them more 
or less during the month of March because of the 
cold weather.

“The calves were maybe bigger because they 
were at least a month older than the ones that 
I calve now, but a smaller live calf is still worth 
more than a big dead calf,” he states. 

Lyle markets his calves in the fall. He sells 
them off the cow to Wulf Cattle. He says one of the 
biggest reasons he has for using Wulf genetics is 
that Wulfs will buy back his calves. 

He explains, “That’s a plus to me when I 
can haul my calves 10 miles to the scale that my 

(left to right) The Lyle Gjermundson ranching and rodeoing family includes  
son-in-law Justin, daughter Shaldon, Lyle, wife Sharlene, and daughter Sadie.

From the Rodeo Arena to Ranch Headquarters
By Paige Nelson



3

He figures that if the arena’s there, at least 
somebody should be using it. 

“When it’s just me, I don’t rope as much now. 
I kind of like to rope when it’s nicer out,” he says 
looking at thermometer reading 4 degrees.  

How It Should Be—How It Is
Lyle can’t think of anything negative to say 

about Wulf Cattle customer service or the genetics 
they offer. 

“I think they would do anything to help me,” 
he emphasizes. “I called Casey Fanta on a Thurs-
day right around the Fourth of July. I had a bull 
that went bad. I’d only had him out for four days. 
By Monday, he had bulls here to replace him. 
He dropped them off. He said, ‘Use them. If you 
want to keep them, pay for them in the fall. If not, 
we’ll come and get them when you take them off 
of the cows.’ That’s worth a lot, knowing that they 
dropped two bulls off here. I guess most people 
would probably bring bulls and make sure you 
paid for them (the bulls) before they left,” says 
Lyle. 

Lyle has never attended a Wulf Cattle bull sale. 
He doesn’t need to. 

“I had Nate buy me seven bulls sight unseen. I 
told him what I wanted to spend. He got me seven 
of them for right around that amount of money. 
They’ve treated me really good,” Lyle says. “Then 
he called and asked if they were fine. If not, they 
would have come and picked them up if I wasn’t 
satisfied.”

Yes, as far as customer service goes, Lyle is 
pleased, but Lyle was even more impressed by 
Jerry Wulf’s attitude at the seminar he attended. 

“Jerry came around and spent time with me 
until I was done with the questions I had. It wasn’t 
like he was in a hurry to say ‘hi’ and move on. 
He was down-to-earth, didn’t think just because 
they have these good cattle that they’re better than 
anybody else,” explains Lyle. 

Another hit on Lyle’s good list: “If I call them 
and leave a message, they do call me back.” n

brother runs with a partner. It’s a done deal. I 
don’t have to ship them 50 miles to Dickinson or 
wherever and let them stand and beller for 3-4 
hours.”

Lyle appreciates the time he saves sending his 
calves to a Wulf feedlot, but something he might 
even appreciate more is the customer service that 
meets his calves before they jump on the truck. 

“Nate comes when we deliver calves. He came 
to the scale this past year and got to talk to both 
my brothers and I. When I would sell to my previ-
ous buyer, sometimes he would never even show 
up—just had the people weigh them and that was 
the end of it,” Lyle recalls.

“Even when I didn’t have any Limousin-cross 
calves, when it came time to sell my calves, Wulfs 
gave me more than what I could have gotten at the 
sale barn,” he states.

Gjermundson’s calves are marketed through 
Wulf’s program as all-natural beef. Lyle says the 
calves get their spring and fall vaccinations and 
that’s it. If one does need doctored, he keeps track 
of it and sells it later. 

Wulfs purchased Lyle’s calves even before Lyle 
was a bull customer, but over the years Lyle hasn’t 
sold every calf to Wulfs. 

“This year I’ve got 33 calves that I held over. 
They are small calves; late calves and I keep 
them. Everybody says, ‘Why don’t you sell those 
small calves? They’re worth a lot of money.’ I just 
tell them, ‘We need something to rope,’” he says 
smiling. 

Lyle has an indoor arena on his ranch and 
invites area high school kids and Dickinson 
college students over for winter roping. Roping 
schools have been held at Gjermundson’s place 
and Sadie is planning to host a goat tying school in 
the spring.

“It’s just kind of a thing to help them out,” says 
Lyle of his willingness to let the rodeo community 
use his equipment. “When I was young, people 
tried to help me out if they had a building I could 
rope in. It’s just something to give back to those 
kids.” 

Lyle runs cattle on some of his dad Stanley’s land near Halliday, N.D.

Spring Bull 
Retirement 
Program
March 26-27

Get paid a premium to retire your herd 
sire! Make arrangements to bring your used 
herd bull to the farm near Morris, Minn. 
on March 26 from 3-6 p.m. and March 27 
from 8-11 a.m. Wulfs have a certified scale 
at the farm. We will have an American Foods 
buyer there bidding top prices on your 
bulls. They must meet all USDA withdrawals 
for any animal health products they have 
been given.

Wulfs will add an  
additional premium to  
the value of the retired bull. 

n  1-4 bulls = $200 per bull
n  5-9 bulls = $250 per bull
n  10+ bulls = $300 per bull

American Foods will pay Wulf Cattle for 
your bulls. You will receive full value plus 
the premium to be used as sale credit at 
Wulf’s Opportunity Sale of 2015 on Friday, 
March 27.

Times: Thursday, March 26 3-6 p.m. 
Friday, March 27 8-11 a.m.

**Call us starting March 23  
for a bid estimate.



4

Tammy Mikkelson ensures quality control 
with fed cattle and genetics at Wulf Cattle. 
This includes managing office responsibilities 
such as shipping and receiving paperwork for 
fed cattle, registrations, submitting DNA, and 
weaning and yearling data for the registered cow 
herd. Public relations and marketing tasks also 
fall under her job.

Before Tammy began working at Wulfs in 
2012, she was in human resources at Riverview 
LLP. She started her own beef herd at age 10 
with a 4-H heifer and continues ranching with 

her husband today raising registered Angus 
genetics.

She volunteers her time with the South 
Dakota Beef Breeds Council and is a member 
of the South Dakota Spotlight Board, National 
Cattlemen’s Beef Association, South Dakota 
Cattlemen’s Association and American Angus 
Association. Tammy and her husband, Dan, 
have three sons and five grandchildren with 
one more grandchild on the way. She enjoys 
camping, gardening, reading, watching family 
members at sporting events and ranching. n

Wulf Cattle Team Member Spotlight
Tammy Mikkelson

As our beef industry 
is rapidly changing, Wulf 
Cattle believes value 
based marketing systems 
will continue to grow. 
Limousin and Limou-
sin-influenced cattle 
create a high yielding 
carcass that is desirable 
for the value added 

programs we market to, which include Non-Hor-
mone Treated (NHTC), Natural, and Natural Global 
Animal Partnership (GAP). To add value to your 
calves, you can make them eligible for one or more 
of those programs. 

Non-Hormone Treated Cattle (NHTC)
This program is USDA regulated and cattle 

are exported to any of the 27 countries within the 
European Union. The main requirement is that 
cattle may not receive any type of added hormones 
during their entire life cycle. However, they may 
still get antibiotics or fed animal by-products. The 
cattle must come from an NHTC-approved ranch 
and have program compliant tags (EIDs) in their 
ears. As a rancher, a few of the main things you will 
need to keep track of include all hormone usage, 
birth records showing first and last calf born, and 
place program compliant tags in the cattle. Each 
ranch must also complete an onsite, third party 
audit once a year. We market our NHTC cattle 
through Tyson and Greater Omaha. Both of these 
markets require USDA Yield Grade 3 or better and 
80 percent USDA Choice or higher. Therefore, 
cattle that are high yielding, have genetics for good 
marbling, and can put on muscle naturally fit well 
in this program. Currently, the demand for NHTC 
cattle exceeds the supply.

Verified Natural Beef (VNB)
This is a Never Ever 3 (NE3) program, where 

cattle cannot receive any antibiotics, animal 
by-products, or added hormones. Also, the feed for 
these animals must not come in contact with any 
feed that contains any of the previously mentioned 
items. Each animal is identified by a program 
compliant tag and cattle have to come from a 
VNB-approved ranch. As a rancher, some of the 
things you will need to track include all hormone 
and antibiotic usage, birth records and feedstuffs 
onsite. You will have an onsite, third party audit 
once a year. The cattle we market through this 
program go to Tyson and must have a black or 
red hide. If not, an affidavit is required to prove 
Angus genetics. The carcass requirements for this 
program are USDA Yield Grade 3 or better and 80 
percent USDA Choice or higher. This program can 
be combined with the NHTC program. In the event 
you need to treat a VNB calf, it can move into the 
NHTC program and is still worth a premium.

Global Animal Partnership (GAP)
This program audits the welfare of animals. It 

is a 5-step program with extensive standards and 
record keeping. Standards range from when to 
wean a calf to the best time and way to castrate. 
There are guidelines on shipping times, pen size, 
feed bunk space for feedlots, and the number of 
ear tags an animal can have. The cattle need to be 
Natural to qualify and there is an onsite audit every 
15 months. These cattle go to Tyson and are under 
the same carcass specifications as the Natural 
cattle. The majority of this beef is marketed through 
Whole Foods Market.

Affidavit Natural
This is similar to the VNB program. The differ-

ence is Affidavit Natural ranches do not need to be 

third party verified; ranches will only need to sign 
an affidavit stating they agree to the Natural guide-
lines. VNB cattle will receive a higher premium, 
due to the fact that if a VNB animal is treated, it can 
move into the NHTC program. If an Affidavit Natural 
animal is treated, it becomes commodity.  The car-
cass requirements for this program are USDA Yield 
Grade 3 or better and 80 percent USDA Choice or 
higher. The cattle that fit the Tyson Natural Program 
the best are Limousin-cross calves.  We also market 
Affidavit Natural cattle to Laura’s Lean. Our carcass 
requirements for them include USDA Select or Stan-
dard with a USDA Yield Grade of 1 or 2.  Purebred 
Limousin calves work great in this program. 

We currently purchase many of our bull 
customers’ feeder cattle through ranch direct, sale 
barns or video auctions. If you are already produc-
ing value added calves for us, you will be receiving 
your carcass data this spring prior to the sale. Once 
you get that data, look it over and see how your cat-
tle fit into our targeted markets. This will give you 
an idea on what traits to select for when purchasing 
a bull for the coming year. Feel free to reach out to 
our Wulf Cattle team to help you understand your 
data and/or guide you in bull selection.

With the right genetics and a little extra work 
to verify calves for NHTC, Natural or GAP, you can 
add value to your calves. In 2014, 10 percent of 
finished cattle in Wulf Cattle yards were sold as 
commodity; these were program fall-outs or from 
producers not eligible for value added markets. 
We focus on feed conversions and red meat yield. 
Because of that, we like to feed a high percentage 
of Limousin and Limousin-influenced cattle. n

To learn more about adding value to your 
calves, contact Robyn Metzger at (605) 695-9874 
or robyn.metzger@wulfcattle.com.

A Value Added Program That Will Work for You
By Robyn Metzger, Feedlot R&D/Value Added Programs
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“Why, as a dairyman, 
should I want to breed my 
cows with a beef sire?” 
We get this question a 
lot. Our answer is usually 

“We want to make your herd more profitable,” and 
then we follow-up with, “Tell me what your goals 
are for your herd.” Each dairy is unique in its goals 
and what it wants to accomplish. Following are a 
few examples of strategies a dairyman uses and 
how breeding with beef fits the strategy.
The sexed semen-using-herd: Sexed semen 
is used quite a bit in the dairy industry. There are 
many different ways to use sexed semen but the 

one common result is getting more heifer calves 
when using it. Creating more replacement heifers 
with less cows gives the dairyman an opportunity to 
get more creative with the remaining cows. Some 
dairymen choose to use the extra cow pregnancies 
to make more heifers to sell on the open market. 
Others have opted to breed these cows to a beef 
sire creating a calf that brings a premium over the 
current dairy beef calf market.
The infertile cow “hard breeder”: The sooner 
a cow can be bred, the sooner it can return to 
the milking herd. Sometimes, dairymen breed as 
many as eight AI (artificial insemination) breeding 
services in an effort to get a cow pregnant. Using 

a beef breed after an elected number of services 
sometimes helps in getting the cow pregnant. It 
also ensures that those hard-breeding genetics will 
not return to the dairy as a replacement heifer.
The genetic improvement herd: There is a lot 
of technology available on the market to view and 
rank the genetic value of a cow herd. Many dairies 
across the country are ranking the value of each 
individual cow in their herds and then deciding out 
of which cows they want replacements. Often, the 
dairy will breed the top two thirds of its herd for 
replacement heifers. By breeding the bottom third 
of the herd to a beef sire, the dairyman can keep 
these cows in milk production and have calves that 
can bring a premium over the current dairy beef 
calf market.

Other examples include crossbred herds, herds 
not wanting to grow and others as well. With each 
strategy, there is an opportunity for the dairyman to 
accomplish his breeding strategy and create more 
value for his calves by using a straw of semen from 
a Wulf Cattle bull. Give us a call today to see how 
we can help you with your breeding strategy! n

Breeding to Feeding Update
By Anthony Ekren, Dairy Beef Marketing

At Wulf Cattle, we were cattle feeders long 
before we earned a reputation as a premier 
Limousin seedstock breeder. Decades of cattle 
feeding experience led us to the value of 
efficiency and yield of Limousin. 

As our Wulf Cattle registered Limousin 
operation grew, the primary source for our 
feeder calf supply was our commercial bull 
customers.  We have sourced Limousin or 
Limousin-cross feeders from our bull customers 
for many years and that will not change. 

Today, Wulf Cattle feeds and markets over 
50,000 fed cattle with plans to increase our 
marketings each year. We are excited about the 
value of Limousin and are interested in buying 
your Limousin or Limousin-cross feeder calves. 
We are especially interested in calves that may 
qualify for our natural and NHTC programs.

Our Wulf Cattle feedyard capacity is 
expanding. Whether you are a Wulf customer 
or not, if you have Limousin or Limousin-cross 
feeder calves, we want to buy your calves. 

Talk to us about adding value to your cattle through natural or NHTC programs.

If you are interested, please contact:

Nate Knobloch: (Cell) (712) 330-9347 / nate.knobloch@wulfcattle.com 
Jerry Wulf: (Cell) (320) 491-1390 / jerry.wulf@wulfcattle.com

Learn more at www.WulfCattle.com

CRV GenexAlta Genetics Select Sires

Breeding to Feeding Semen Distribution Partners

(Continued from page 1)

Wulfs Blackhawk N903B • Blk/HoPld 
Wulfs Xclusive 2458X X PLND Wonderful 903W

 CED BW WW YW
 11 0.8 76 113

  MA SC DOC YG MB MTI
  24 0.5  -.11 .15 59

Wulfs Bullion K684B • Red/HoPld
Wulfs Titus 2149T X Wulfs Soloist 6284S

 CED BW WW YW
 4 3.9 85 119

  MA SC DOC YG MB MTI
  27 0.5 25 -.22 .04 59



6

(left to right) Dale McLellan, Wayne Hepper, and Bruce and Gail Sperr were nominees  
for the commercial producer award. All are Wulf Cattle customers and feeder calf suppliers.

Each year in Denver, the North American 
Limousin Foundation (NALF) recognizes a 
commercial producer with the Commercial 
Producer of the Year award. This year, all three 
nominees are Wulf Cattle customers and feeder 
calf suppliers. This prestigious award was 
presented to Flying O Ranch, Wayne and Jane 
Hepper, Fort Yates, N.D. 

The Flying O Ranch was started by 
young, 24-year-old Wayne Hepper, 
with six cows. The Flying O Ranch 
has been a loyal Wulf customer 
for more than 30 years. Today, the 
Flying O runs approximately 2,700 
commercial Angus cows. Through 
the use of data and technology, 
Heppers focus on improving 
performance, health and carcass 
quality. The Flying O Ranch has 
earned a well deserved reputation 
as one of the most progressive 
beef producers in the U.S. Wayne 
and Jane Hepper are passionate 

Excited That  
“Beef is  
our Business”

It is hard to believe that it is almost 
Opportunity Sale time once again. It is 
amazing how quickly time flies by in a 
market, like what we have enjoyed the 
past several years. To have the demand 
for our product at an all-time high and to 
be receiving the rewards for producing 
the right product is very satisfying. We are 
striving to produce the cattle to make our 
partners even more profitable by adding 
value added pounds to your calf crop and 
ultimately dollars to your bottom line.

Our goal is to produce the genetic 
ingredients for all of your crossbreeding 
needs. The value of the Limousin x Angus 
animal continues to prove itself in our 
breeding and feeding program, as well as on 
the rail. This year’s sale is stacked deep with 
quality Limousin, Lim-Flex and Angus herd 
sires and herd building females.

Like always, if I can be of any assistance 
with your breeding or cattle management 

needs, please don’t 
hesitate to call. My cell 
number is 320-288-
6128 and I am glad to 
talk cattle anytime.

Sincerely, 
Casey Fanta 
Seedstock Manager

Wulf Customer Receives NALF’s  
Commercial Producer of the Year Award

Thursday, March 26  
Seminar & Open Panel Discussion

5 p.m. supper followed by seminar at 7 p.m.

“Crossbreeding: It Makes Us All More Money”
Welcome comments: Jerry Wulf

Moderator and introductions: Casey Fanta

Speakers

Closing comments: Jerry Wulf

Dr. Matt Spangler, Univ. of Neb.:
Backed by Science

Travis Bies, H&T Bies Ranch:
Cow-Calf Perspective

Nate Knobloch, Wulf Cattle:
Feedlot Perspective

Robert Scherer and J Holmes, Tyson Fresh Meats:
Packers Perspective

Jerry Wulf congratulates Jane and Wayne Hepper as they receive  
NALF’s Commercial Producer of the Year award.

promoters of the beef industry and recognize 
how Limousin fit in a disciplined crossbreeding 
program, adding value throughout the food chain. 

We would like to congratulate the other 
award nominees, Dale McLellan Ranch, Lantry, 
S.D. and Bruce and Gail Sperr, Herman, Minn. 
We appreciate your business and applaud your 
contributions to the beef industry. n
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happen! Together, we have built an elite 

sustainable model that we believe will be 

here for generations to come. If you’re 

interested in becoming a value added feeder 

cattle supplier for Wulf Cattle, give us a call, 

or better yet, pay us a visit. We are very 

interested in hearing about your operation 

and creating an opportunity that will add 

value to yours.

We extend a heartfelt thanks to all 

customers, cattlemen, and friends. It is our 

hope that you join us for our 27th annual 

Opportunity Sale at the farm in Morris, 

Minn. We are very pleased with this year’s 

genetic offering. Be sure to come view the 

cattle, have supper with us and attend our 

annual seminar the evening of March 26. 

Sale begins 12 noon on March 27. If there 

is any way we can help with travel plans or 

accommodations, be sure to give us a call. 

Travel safely and we look forward to seeing 

you there.

Kind Regards,

Jerry Wulf

(Jerry’s Letter, continued from page 1)

Wulf Cattle 
26406 470th Ave., Morris, MN 56267 
Office (320) 392-5802 
Wulf@WulfCattle.com n www.WulfCattle.com

Connect  
With Us

www.WulfCattle.com

Wulf Cattle Channel

WULF’S
OPPORTUNITY 
SALE of 2015

Friday • March 27, 2015 
At the farm • Morris, MN
Selling approximately  

425 Limousin,  
Lim-Flex & Angus bulls,  
50 registered females
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Semen is available on  
many Wulf Cattle sires. 

View the directory  
under the “Buy It Now” tab at  

www.WulfCattle.com.  
To order, contact Wulfs at  

(320) 392-5802.

Proper animal handling is important for the 
health and performance of your cattle. Under-
standing the idea of flight zone and point of 
balance will enable you to move your cattle with 
more ease. They have a scope of vision that is 
almost 360 degrees with a blind spot directly be-
hind them. Keeping this in mind should help you 
position yourself within the animal’s eyesight. 

Flight Zone 
This is an imaginary circle around the animal 

which is its personal space. It varies in size 
depending on how wild or tame the animal is and 
how well it has been handled. Very tame animals 
will have no flight zone and a person may touch 
the animal without it running away. If an animal 
starts to move away from you, it is because you 
have entered its flight zone. When this happens, 
be aware that the animal may not see how to get 
away, so it may try to run back past you. Whether 
you are moving an animal by itself or a whole 

herd, you should try to stay on the edge of the 
flight zone. If an animal starts getting nervous or 
afraid, back away from them. Once you are out of 
their flight zone, they will calm down.

Point of Balance 
The point of balance is the animal’s shoulder. 

If you stand behind their point of balance, they 
will move forward. If you stand in front of the 
point of balance, the animal will move backwards. 
This is why, when you are working cattle in an 
alley, cattle will back up when you stand in  
front of them and move forward when you stand 
behind them.

Whether you are on horseback, ATV or foot, 
recognizing the flight zone and point of balance 
will help you handle cattle more effectively. To 
learn more, the National Beef Quality Assurance 
website at www.BQA.org has a number of cattle 
handling videos available.   n

Be Kind Tip: 
Flight Zone and Point of Balance


