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Presidentõs Message . . .  
Fall is in full swing with exciting events taking place in the livestock industry 

across the country. The added South Devon shows including the Western Region-

al in Billings, Montana and the Eastern Regional Show in Louisville, Kentucky 

are just two examples of our expanded exposure to cattlemen interested in seeing 

how South Devon cattle look and perform. 

Midland Bull Test in Columbus, Montana will once again have a great line-up of 

performance-tested bulls with emphasis on feed efficiency.  

This coming January we will have the 44th National South Devon Show in Den-

ver, Colorado during the National Western Stock Show and Rodeo, January 7-10. 

I hope all of you can attend and take advantage of the opportunity to meet with 

cattlemen from around the world  and spread the positive message of the strengths 

of the South Devon cattle that we all admire. The Schedule of Events includes the National Show, Junior 

Breeding Heifer Show, the presentation of the 2017 Youth Experience heifer donated  by Bar E Cattle, Clin-

ton, North Carolina, Board of Directors meeting, social and the annual banquet and benefit auction.  

Having traveled across the country this past year, I have been pleased to learn how cattlemen are appreciat-

ing the benefits of using South Devon cattle  to increase heterosis, hybrid vigor and fertility. As we transition 

into lower prices for feeder cattle, it becomes even more important to bring our breeds key traits into play for 

seedstock, commercial and feedlot operations. Right now, commercial cattlemen and feedlot operations are 

re-analyzing their production and cost to stabilize their operation. South Devon can play an important role by 

adding feed efficient, performance cattle that grade and yield effectively in a very docile animal. This sum-

mer I visited a feedlot where South Devon fed steers weighing 1300 pounds, could easily be approached. 

These are ranch-raised Montana cattle with no special handling. Just recently I visited a commercial herd in 

western Kansas, where the cows were just as docile and even better had 650 pound calves at side, carrying 

all of the South Devon traits. 

South Devon cattle, now more than ever have the opportunity to add value to all classes of cattle. In times of 

challenge, the genetically important traits offered by the South Devon breed can benefit commercial and 

feedlot operations. 

Special thanks to everyone who supported and participated in the summer events and to all the NASDA  

members and juniors who take the time to participate in the events and active promotion and support of the 

breed.  

South Devon bulls in southeast Arizo-

na. 

South Devon commercial cow/calf pairs in 

western Kansas. 

Dar Giess, NASDA President 

Cover Photo by K Focus Photography 

South Devon steers in 

a northwest Iowa 

feedlot. 
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T 
o move the profitability needle of your 
business, a master plan is a must: de-
fined goals, beginnings and endings, 

and how you wish to measure your successes.   

 

The beauty about it is, the South Devon breed 
is proving more and more to commercial pro-
ducers how successful the cattle can be. We as 
South Devon producers know this, however it 
is important we put ourselves outside of the 
box and be able to market our unique genetics 
to potential commercial cattlemen.   

 

Through my own experience and education, 
here is a step-by-step ladder for planning and 
executing what an operation must do to step-
up their marketing efforts. In the end the ef-
fects of not taking proper action now, may re-
flect poorly on your bank account later, espe-
cially when youôre wondering where all your 
customers went.   

Fuel your Marketing Engine 
 
Marketing is often the single system that holds 
back business growth. Perhaps one of the most 
vital areas of marketing is knowing where your 
customers are coming from and what their fa-
vorite method of communication is, whether it 
be on more modern platforms or in the form of 
calling up your loyal bull buyer a week before 
the sale.  
 
Each potential customer responds differently 
to marketing methods. Are they on Facebook, 
Instagram, email, website, etc? The list could 
go on until it makes our head spin. Unfortu-
nately, as we pour more of our resources to be 
on as many media outlets and print platforms 
as possible, it is maybe best to select the top, 
most effective handful. Dedicate your precious 
time to creating an effective, year-round strate-
gy to stay active with your customers. Deter-
mine which, magazines, newspapers, social 

media accounts, etc. you determine to be worth 
your time and money.   
 
Market to your current and past customers  
 
These folks are your first priority. It takes much 
more effort to attract a new customer than it 
does to retain a current customer. Customers will 
choose to be loyal to those producers taking the 
time to make sure their customers are taken care 
of fully and thinks positively with their pur-
chase. Some tips I have found to be effective. 
 

 With current customers, treat them well 
and always stay in communication. 
Knowing their thoughts help us as seed-
stock producers continuously improve.  

 
 Send out holi-
day greetings. 
A practice that 
does not re-
quire much 
effort, yet still 
shows every 
customer that 
you are thank-
ful and contin-
uously think 
of them. 

 
Communicate 
exciting news 
around your 
operation. Customers become invested in 
our operation and look forward to hearing 
our successes. This could be in form of a 
Facebook post, an Email blast or even a 
mailed postcard. 

 
 Capture the image of your operation and 
share it with good photography. Quality 
photos go a long way and reach mass au-
diences much more than a photo taken on 
your phone. With each generation, we are 
becoming a visual based industry. Per-
haps invest in a professional photogra-

Successful Marketing -Take the Next Step 

It takes much 

more effort to 

attract a new 

customer than 

it does to retain 

a current 

customer. 

By Kate Hagans  
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pher from your area to consult and as-
sist in taking ranch photos. Look at 
these photos as an investment you can 
use for years to come.  

 
Customers should receive at least two 
physical mail pieces from you within a 
single year. As much as we love tech-
nology, physical mail targets the emo-
tional side of marketing more than any 
other form.  

  
Create the ñWOWò feeling 
  
Itôs the extra-effort step. When a customer 
feels ñWowedò, they are much more likely to 
relay that positivity to their friends and col-
leagues. Positive word-of-mouth communica-
tion is highly effective and reaps huge benefits 
to us as producers, but can only be accom-
plished when a customer has been ñWowedò. 
 

Focus on personal engagement with one 
another.  

 
Spend the extra dollar to ensure it is 
done right. 

 
Properly execute the process of a sale. 

 
Create a problem recovery plan. Situa-
tions are never perfect. 

 
Out-of-the-Box thinking never hurts. 

  
Invest more time and energy in developing 
your referral sources.  
 
A potential customer has a hard time making 
the decision to make a new and unfamiliar pur-
chase, particularly in the case of trying out a 
new breed of cattle. However, with a referral 
from a trusted friend or notable and experi-
enced cattlemen, that purchase might become 
easier. Referrals are garnered when customers 
have a positive experience and wish to share 
their success with others. Take the time to en-
sure your customers will become advocates of 
your product and more importantly, the South 
Devon breed. 

Kate Hagans is an Agricultural Communications 

graduate of Kansas State University. She had her 

start in feeder cattle and backgrounding as a member 

of ïH Ranch in Utica, Kansas. She is a membership 

coordinator at Kansas Farm Bureau and a freelancer 

who writes about agriculture and ranch topics. 

Referrals matter because we all prefer to buy 
from people whom we know and trust. You must 
achieve a level of trust ï this may be difficult 
when a stranger is an interested producer. Take 
time to get to know a potential customer if they 
are taking time to look at your cattle.  
 
If nothing else, educate.  
 
Educate your customers about what you bring to 
the table. In the case of cattle genetics, what do 
they get from South 
Devon that they oth-
erwise wouldnôt get 
from a different 
breed?  Educate on 
sources of infor-
mation backing up 
your claims. And 
most importantly, 
educate your audi-
ence about your op-
erationôs history, 
values, and beliefs. This is perhaps the most im-
portant way to gain trust. Every business must 
start from the ground up, and by building the 
strongest foundation you can, it will create a sta-
ble structure for the duration of your business 
and ultimately lead to future growth and profita-
bility.  

We all prefer 

to buy from 

people whom 

we know and 

trust. 
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44th National South Devon Show 

January 10, 2017 - 9:00 A.M. - Denver, CO 

Schedule of Events 

Saturday, January 7, 2017 

Cattle Check-In, Cattle Barn 

12:00 p.m. - Junior Pizza Party in the Barn 

7:30 p.m. - South Devon Social, DoubleTree Hotel 

Sunday, January 8, 2017 

9:00 a.m. - National Board Meeting, DoubleTree Hotel 

7:00 p.m. - South Devon Banquet, Benefit and Silent Auction 

 National Western Club, Stock Show Grounds 

 Cost: $25 per person, payable at the door 

Monday, January 9, 2017 

Local Tour or Day at the Stock Show. TBD 

Tuesday, January 10, 2017 

9:00 a.m. - 44th Annual National South Devon Show, Junior Breeding Heifers, Followed by Open Show 

 South Devon Youth Experience Heifer Awarded 

South Devon Room Block - DoubleTree Hotel, 3203 Quebec St., Denver, CO. $114 Single/Double/night 

plus tax. Reservation Deadline: December 5, 2016. Call: 303-321-3333 or 1-800-Hiltons. Airport and Stock Show 

Shuttle Provided. 

Entries - Entries for the 2017 National South Devon Show close on November 20, 2016. To enter online, log on 

to www.nationalwestern.com. Entry fees are $50 per head. $35 per head must be mailed to the National West-

ern Stock Show and the remaining $15 along with a copy of the entry form must be mailed to the NASDA office, 

19590 East Main Street, #104, Parker, CO 80138. 
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Stranberg to Donate Back to MYBEP Program 

Kyle Stranberg, Maynard, MN will donate the second calf 

from the heifer he received through the MYBEP program. 

The Northern States South Devon Association  

is a Proud Supporter of the  

Minnesota Youth Beef Experience Heifer Program 

2016/2017 Schedule of Events 

October 20-23, 2016, Minnesota Beef Expo, St. Paul, MN 

March 12, 2017, Spring Meeting, Anoka, MN 

August 2017, Minnesota State Fair, St. Paul, MN 

September 2017, Annual Field Day and Meeting, Bay City, WI 

CƻǊ aƻǊŜ LƴŦƻǊƳŀǝƻƴ /ƻƴǘŀŎǘΥ WƛƳ {ŀŘƭŜǊΣ ǇǊŜǎƛŘŜƴǘΣ όсмнύ рум-утлс ƻǊ bŜǩŜ bŜƭǎƻƴΣ ǎŜŎǊŜǘŀǊȅΣ όтмрύ рфп-оулр 

12 South Devon Heifers have been awarded through this program. 

 I received a South Devon heifer from this program in 2005. The people I met and the opportunity it gave 

me is irreplaceable. I am so grateful for the number of producers and individuals who donate and sup-

port this program. You truly make a difference! It is because of the MYBEP program that today I have a 

small herd of cattle all my own, which still has that same heifer I received who started it all.   

          Briana Jahn Ferguson 

Kyle Stranberg, Maynard, Minn., was the 

winner of the 2013 Minnesota Youth Beef 

Experience Program South Devon heifer. 

Generously donated by members of the 

Northern States South Devon Association and 

supplied by Sadler Cattle Company, Anoka, 

Minn., the heifer went on to produce two 

quality calves.  

The Stranberg family will give back to the 

MYBEP program by supplying the 2016 

South Devon MYBEP heifer, this yearôs calf 

from the heifer he received in 2013.  

The heifer will be given away on Saturday, 

Oct. 22 during the Minnesota Beef Expo in 

St. Paul, Minn. 
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NSSDA Fall Event . . .  

T 
 he Northern States South Devon Associa-

tion (NSSDA) membership gathered at the 

Stranberg Cattle Company, Maynard, 

Minn., Sept. 10, 2016 for a meeting and tour. Kurt, 

Susie and Kyle Stranberg hosted the annual event 

that included lunch, a viewing of the cattle and a 

tour of the Fagen Fighters WWII Museum. 

The Stranbergs welcomed South Devon enthusiasts 

from across the state to their south-central Minne-

sota operation.  

The NSSDA held their annual meeting and elec-

tions. 

Summary of Actions: 

-The association will continue to participate in the 

Minnesota Youth Beef Experience Program 

(MYBEP). The 2016 donation heifer will be pro-

vided by the Stranbergs and sponsored by NSSDA 

members. 

-NSSDA will sponsor the Reserve Champion at the 

MN Beef Expo and several members will sponsor 

classes. 

-Support will be given to the Northern Wisconsin 

Beef Producers Association for their annual ôKids 

and Cowôsô event. 

-There are still NSSDA cookbooks for sale. For 

more information contact Nettie Nelson, net-

nels@bevcomm.net. 

  

Thank You Minnesota Beef Expo 2016 Sponsors 

Show Sponsorships: Badeland Cattle Company, Sadler Cattle Company, DLCC Ranch, Dillon & 

Maddy Sadler, Double D Cattle, Popken South Devon, Stranberg Cattle Company, NASDA and 

NSSDA.  

Heifer Sponsorships: KNN Farms, Bob & Karen Eicher, Valley Hill Farms, M & K South Devons, 

DLCC Ranch, Sadler Cattle Company, Dillon & Maddy Sadler, RP Farms, Whispering Spruce Farm. 

2016/2017 NSSDA Officers & Directors, from l to r: 

Ken Bade, Kurt Stranberg, Travis Schlosser, Gail Sad-

ler, Joel Popken, Jim Sadler and Brian Block. Not pic-

tured, Nettie Nelson. 

NSSDA members toured the Fagen Fighters WWII 

Museum, Granite Falls, Minnesota. 


