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Selling the progeny and service from these sires Sept. 6, 1997

HBC Hot Stuff 25A; Calved 10/27/91

WC 918 B “Max”; Calved 5/20/92
ire: WC 276W ® Dam: WC 5319

EPDs BW ww MM
1.3 491 -9 3414 .15

AC 761; Calved 4/19/87
Sire: C 1638 ® Dam: W 4040

EPDs BW ww MM
4.7 82|20 7614 .50

Plan To Attend

Southern Genetics Volume II ¢ 75 Fullblood Lots Sept. 6, 1997

HBC Hot Stuff 3D; Calved 3/6/94

HBC Chieftain 3A; Calved 1/20/91

EPDs BW
0.2

WC 754A; Calved 5/15/91
ire: WCI0V e Dam: WC 4331

EPDs [ BWw ww MM M&G Yw
-6 pl1s 37]4 15 11 1723

Annual Performance Plus Bull Sale ® Nov. 3, 1997 eSS

Circle G Ranches

4361 Jonesboro Rd.

Hampton, GA 30228

Jim & Gail Gresham
(770) 471-9345

Senepol Division

Honey Bee Creek

416 Perkins Rd., Milner, GA 30257
Tony & Jennifer Gresham
(770) 471-3536

Randy White — General Manager ¢ (770) 471-9345
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Food for Thought

By Greg Comstock, Executive Vice President
Senepol Cattle Breeders Association

We all want to sell more bulls! We should. After all, selling bulls to commercial
cow/ calf operators is the predominant way that Senepol genetics, and the numerous
benefits of the Senepol breed, will be spread throughout the beef industry. Every
Senepol breeder truly believes the Senepol breed has the means to benefit the
industry, or they wouldn’t continually go to the trouble of tracking genetics,
registering calves, recording performance information, etc. It’s a lot of work if you do
itright, and the results of that work should be to increase the number and/or selling
price of the bulls you sell and, ultimately, to provide your bull customers with a
product that can improve their own operations, and do so in a repeatable and
dependable fashion.

The Problem is sometimes breeders become so focused on selling the bulls in their
lot right now, they forget they’ll need to market bulls next year, and the year after,
and the year after that!

There is a big difference between selling and marketing!

Selling is getting rid of what you have produced — It is in nature a short-term
solution to a supply problem.

Marketing is a long-range solution! Its successful execution requires an
understanding of the needs of your customers and what it takes to produce those
needs and making your customers aware that your product can meet those needs.

Have we been sellers or marketers! The National Beef Quality Audit would suggest
that as an industry we have been sellers — more concerned about producing and
“getting rid” of our product than having our product meet the demands of its
consumers. Consequently, we have lost market share and are spending much of our
collective resources trying to recapture that.

At the breed level, we must all work to make sure that the beef industry is aware of
and understands the many positive attributes of Senepol. This is accomplished
through co-op ad programs, Senepol breed features in beef industry publications,
promoting and publicizing USDA & University Research of Senepol, strategic
alliances involving breeders, feedlots and packers, and participating in state and
national beef cattle associations. The goal is always twofold: first, to seize every
opportunity to place Senepol in the beef industry spotlight and second, to leave a
positive and lasting impression of the Senepol breed.

Ultimately the final responsibility for marketing the Senepol breed rests in the hands
of Senepol seedstock producers.

— Through your industry involvement at the grassroots level, you come to
understand the needs of your potential customers, as well as learn who those
potential customers are.

— Through improved genetic management, i.c., turning in complete performance
records, managing for meaningful contemporary groups, using the Senepol Sire
Summary to identify bulls capable of improving specific traits and culling animals
which don’t measure up, you can meet the needs of your customer.

— Finally, and most importantly, because of your integrity, you eliminate inferior
animals, so cattlemen in your area will never have the opportunity to own them.
You follow up on each sale to make sure your customer is pleased and your
product working for him. You stand behind the product you market to insure
your customer will keep coming back and send his friends and neighbors to the
same breeder who has treated him right.

Next time you are selling a bull, just remember, you're marketing the Senepol breed,
the bulls of all of your fellow Senepol breeders, and the bulls you'll produce in calf
crops to come.

Let’s all work together to keep ‘em coming back for more!






































