
Each year presents a new set of challenges, but commercial cattle
producer David Hayward and his brother, Tommy, know too well
that mud is a given they’ll have to contend with each winter and
spring on their commercial cattle operation located 90 miles south
of Memphis near Grenada, Miss.

To deal with this environmental condition, the Haywards delay
calving until March, even though their temperatures would allow it
to start earlier in the year. And to aid in their quest to improve qual-
ity, these brothers breed Charolais bulls to black-hided females.

“We think that’s about as good a cross as there is to obtain hybrid
vigor,” David Hayward remarks. The Haywards have successfully
used Charolais bulls since 1994 and, up until several years ago, re-
tained ownership on their calf crop. In doing so, they fed for about
eight years in Texas, and more recently in Iowa at the Tri-County
Steer Carcass Futurity for four years.

They’re not alone
in their choice of ge-
netics. Hayward
comments that for
folks who are mak-
ing a living from
commercial cattle in
Mississippi and are
crossbreeding,
“Charolais would be
one of the top breed
choices.”

They’ve found
their steers are ac-
ceptable at weaning
with 500-550-lb.
weights, and that
they’ve finished
around 1,430 lbs.
While they’d like to
keep retaining their

own calves, Hayward relays it’s been tough to do the past three
years. “It’s hard to feed cattle at $7 corn,” he remarks.

Still, they took home some very valuable information from feed-
ing their own cattle all the way through. Their Charolais crosses
performed and converted feed extremely well, their yield grade was
more than acceptable, and their cattle were healthy – a huge advan-
tage no matter when, but especially if retaining ownership.

As Hayward points out, even if a sick calf recovers, there is the
cost of treatment and decreased performance to deal with. Their
goal was to keep calves vaccinated, healthy and uncommingled.

On the Hayward operation, calves are weaned in October and
backgrounded through winter. These days, they’re sold for May
shipment, yearlings destined for feedlots. Hayward believes that
using Charolais bulls does make a difference at marketing time.

His bull supplier, Jimmy Ray Parish of Clear Water Cattle, LLC,
agrees and has
been told as much
from visiting with
friends who are in
the stocker and
order buying busi-
ness. Parish re-
lays, “They’ll tell
me ‘we’re going
to give as much if
not more for a
smoke calf as a
black calf.’”

Their reason:
they know a
Charolais-sired
calf, if a smokey
color, is a cross-
bred calf. “And
the calves can do
so many things.”

Charolais Genetics: Adaptable + Marketable
From added pounds and performance to adaptability and marketability,
Charolais-influenced cattle fill the bill in the hot and humid South.
By Kim Holt

Volume 10, Issue 1 January 2012



Filling a genetic need
Located in Aberdeen, Miss., Parish and his wife, Jane, a beef

cattle Extension specialist with Mississippi State University, along
with Roye and Elizabeth Carnell, determined there was a deficit in
their central state region for Charolais genetics. For the past eight
years, they have focused on raising quality genetics for commer-
cial herds like the Haywards and have since expanded numbers.

Parish says they’ll market about 60 Charolais bulls this year into
the Southeast and Texas. Next year they’re on track to market 100-
plus bulls and an additional 50 the year after.

“The reason we raise Charolais is, no. 1, we really enjoy the
breed itself. The cows are very fertile, very productive,” Parish ex-
plains. “They are pretty doggone good mothers, and do a good job
raising a calf.”

He shares their target is 350 cows, and they’ll see if the market
can handle that many bulls in their area. Bull customers range
from producers with 15 momma cows on up to 2,000. “It’s a very
broad spectrum,” he says, “so it’s a challenge.

“We’ve sold bulls into every Southeastern state. That’s pretty
much our hub,” he explains, but the majority of their bulls go to
central and south Mississippi.

Clear Water mates their cattle based on balanced-trait selection.
“I can’t stress balance enough,” Parish assures. “I feel like too
many breeders are single-trait selecting, which isn’t good for cat-
tle, the breed or commercial bull customers. I think single-trait se-
lection really hurts those guys.”

The Parish family’s momma cows are expected to forage and
raise big healthy calves on their own. While birth, weaning and
yearling are all emphasized, so are carcass and scrotal traits – they
won’t use a bull below breed average for scrotal.

Cattle have to look the part too – deep-ribbed, easy fleshing,
structurally correct, with good udders and, no less, good disposi-
tions.

“If they snort, they’re gone.” Parish explains, in their part of the
country, there are older cattlemen with smaller herds, “so disposi-
tion is very important for us.”

Environment presents extremes
Weather-wise, Parish explains that Mississippi weather does

present some “pretty big extremes,” from an annual rainfall of 60
inches to extreme humidity and winter cold. It’s not uncommon to
have humidity levels reach over 90 percent, and this past summer
brought lots of days over 100°F.

Clear Water is located in what’s known as the Black Belt region
that runs through Mississippi, Alabama and several other states.
The region’s black soils and heavy clays don’t lend to winter
freezing, so “mud is a big issue down here,” Parish explains. It’s
another stressor on cattle, and part of the weed-out program for
their bull and heifer development.

“As far as bull development, our environment really tests those
cattle,” he says. “The bulls that make it are good cattle that can
adapt and work in any environment. They can go south to
Louisiana and Florida and do just fine or we can send those cattle
up into Tennessee, Kentucky and Missouri, and they do fine up in
that region also.” They’ve even sent some bulls into Texas with
good results.

Mud doesn’t allow Clear Water bulls to be confined. For this
and other reasons, they’re developed on pastures where they have

access to exercise, forage and a grower-type ration that doesn’t
“burn” bulls up.

“We expect them to gain 3.25 pounds per day,” Parish relays.
“We’re teaching them at a younger age to go out and be athletes
instead of couch-potato bulls.”

More net dollars
Clear Water markets yearling bulls, all privately. In doing so, they

strive to help customers find bulls that fit their operation’s produc-
tion, marketing goals and breeding needs.

The ClearWater operation is open to all feedback, but Parish ad-
mits it’s been difficult for them to obtain carcass data. “The place
that we feel we’re going to have a better chance (of getting data
back) is with the Tri-County Steer Futurity up in Iowa,” he says [see
sidebar]. They have fed purchased cattle there before with successful
results, and are considering buying back customers’ calves to feed
through and track data.

For now, though, Parish says, “We’ll help any bull customers
market their calves, if they want it. We offer marketing assistance as
a service.”

A relatively new feeder-cattle marketing option that has worked
well for Mississippi producers, including the Hayward brothers, is
what’s known as “board sales.” These sales provide producers state-
wide with a means to pool numbers of like kind and type calves to
market to buyers in load lots. Cattle are videotaped and catalogued,
and are presented in that fashion to potential buyers prior to and on
sale day. The state’s Extension service facilitates these sales.

The primary advantage of these auctions is that they add flexibility.
They can accommodate a large number of feeder calves that might
not all be ready to ship on a certain day. They also offer cattle in load-
lots made up of single or multiple consignments of uniform calves
with similar health programs.

Referencing these sales, Parish says, “The cattle have brought re-
ally good money.” He adds that the person who procured the Hay-
wards cattle had them placed the minute he bought them. His wife,
Jane, an Extension facilitator of the board sales, adds, about 80 per-
cent of the cattle sold through these formats have brought back a pre-
mium over the average market price at the time they were loaded
out. Since the first sale in 2008, more than $10 million has been gen-
erated for producers, she relays.

Parish continues, “There’s a huge demand for Charolais-influ-
enced calves. TheAngus movement has been so big that people
have basically gotten purebredAngus herds that aren’t registered.
You’ve lost a lot of hybrid vigor – and the stocker guys in our neck
of the woods are really seeing it.”

He points out that producers actually make more money when
they sell Charolais-sired calves versus straight blacks, because the
calves weigh more.

“They have more performance so it goes back to net dollars.
‘How much money am I putting in my checking account’ is what
it’s all about. And these smokey calves and Charolais-sired calves
are putting more net dollars in producers’ pockets.”

A bigger bang for the buck
Brandon Cutrer of the V8 Ranch in Boling, Texas, just one hour

south of Houston, agrees with Parish. The V8 runs around 1,200
commercial cows, and uses Charolais genetics to its advantage.

“The majority of our commercial cattle are half-blood Brahmans,”
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he explains, either half Hereford or halfAngus. For first calves, these
heifers are bred back toAngus or Brangus-type bulls and, from then
on, to Charolais.

Cutrer explains, “The reason we breed them to Charolais bulls is be-
cause we send most of the calves to the sale at weaning time. The
black calves will probably bring a little more per pound, but the Charo-
lais-cross calves outweigh them somuchmore that it only makes
sense to use a Charolais bull.”

The V8 Ranch is globally recognized for its excellent registered
Brahman stock. Brandon is married to Rachel Williams and they
have one daughter, Mollie Jo. They are now the third generation
who is active in all daily ranching operations. Cutrer is a Mississippi
State University grad and, before moving to Texas in 2010, was
herdsman of that university’s beef cattle unit.

He explains the V8’s commercial cattle supplement their pure-
bred Brahman cattle operation’s cash flow. Therefore calves aren’t
retained. Similar to other ranches, the V8’s cattle and operations
present full plates for family members and employees.

Cutrer says, “We love the Charolais bulls, but we have some lim-
ited labor and don’t see these commercials as often.” Therefore,
first-calf heifers are bred to black-type bulls just to make sure they
get a live calf on the ground.

“After that, those Brahman-cross cows can have them,” but they
still pay attention to birth weights during sire selection because the

“more live calves we can get, the better,” Cutrer assures.
As far as the Charolais bulls adapting to the southeast Texas heat

and humidity, he reports: “They sure take the heat a lot better than
the black cattle. The Charolais bulls – with their lighter hair coats –
they can get out there and do a better job. Now they still don’t fare
as well as our Brahman-cross cattle, but they do a pretty good job as
far as hanging with the heat.”

He adds, “We like to buy bulls that come from the Southern re-
gions because they are semi used to the heat and can handle it from
there.” The V8’s Charolais purchases are from Thomas Charolais,
Raymondville, Texas, and some also came from Parish’s ClearWater
Cattle this past year. Cutrer says he was pleased with how the bulls
from Mississippi held up and covered cows.

He is also pleased with how their Charolais-sired calves sell on
sale day.

He reports that buyers pick up these V8 crossbred calves as
quickly as possible.

“We have a reputation around our area for having good quality
calves. The Charolais help us get the most bang for our buck when-
ever we do sell calves. They might bring a couple cents behind the
black calves, but they’re going to outweigh them from 50-100
pounds. So even if they are a few cents less, they’re going to bring
us more money.”
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Nearly 30 years ago the Tri-County Steer
Carcass Futurity (TCSCF) began because
cow-calf producers from three Iowa county
cattlemen’s associations had a common
goal: to figure out which cattle were the
most profitable to feed.

Today, producers from Iowa and beyond
continue to utilize the TCSCF for feedback
which they can use to better manage and
market their beef products.

The TCSCF has evolved from its first
trial which attracted 32 Iowa producers and
106 head of steers to include cattle from the
Midwest and Southeast, along with sire
testing for several breeds.

“In the last 10 years, we have fed over
76,000 head from 23 states and Manitoba,
Canada,” relays Darrell Busby, retired Iowa
State University Extension Livestock Spe-
cialist who has coordinated the Lewis, Iowa-
based program since its inception in 1983.
“Ninety percent of the cattle we fed last year
were from repeat consignors.”And 98% of
the cattle are retained ownership.

The TCSCF is actually a cooperative
governed by a 10-member board of which
seven are southwest Iowa cow-calf produc-
ers. Local feedlots bid to feed the TCSCF
cattle. Busby explains, “We’re looking for
feedlots who we think can keep the records
that we want and be competitive on how
they feed the cattle.”

Some feedlots have actually been with
the TCSCF for 12-14 years. “The feedlots
here locally have to be good partners,”
Busby explains. “They work together as a
group to compare notes on rations, pharma-
ceuticals, management -– anything they
can learn from each other.”

New cattle arrive at TCSCF feedlots
nearly every month, with about two-thirds
arriving in the fourth quarter. Busby points
out, “Our sire summary probably has one
of the biggest data sets on Charolais-sired
calves there are.”

Bulls are sorted by profit, based on

which has the most profitable progeny.
Busby notes the top sire last year out of
1,300 tested was a Charolais. He estimates
the TCSCF has probably fed some 7,000
head of Charolais-sired calves.

In fact, the cattle TCSCF fed for the Hay-
wards fromMississippi were “probably one
of the fastest gaining sets of cattle we’ve ever
fed,” Busby notes. From his experience,
Busby relays the key to profitability is find-
ing a balance between growth, quality, health
and temperament, too.

“When you have the type of growth they
had, you can give up some quality grade
and still be very profitable in the feedlot.”
The Haywards have used Charolais genet-
ics since 1994. David Hayward estimates
these bulls make up from 40-50% of their
bull battery.

The Haywards found the TCSCF
through the Mississippi State Extension
Service. Beef Cattle Extension Specialist
Jane Parish helps producers in her state co-
ordinate shipments to TCSCF, and will
help them interpret and apply the data once
received back.

“The big reason we like to use the
TCSCF is because of the data that we get
back,” Parish explains. “It’s a very valuable
data set –- there’s so much detail to it –- in
a form that those producers can take and
use right away.”

Producers receive the traditional data
plus more, such as temperament and finan-
cial, for $9 per head. With spreadsheets in
hand, they’re able to compare cattle from
their herd to others in the program.

Parish remarks, “You’re getting a big
slice of the pie that you don’t ordinarily get
with other places,” plus TCSCF also has
age and source premiums.

She notes the program is for larger pro-
ducers who can fill a load and also for
those with fewer cattle. “We’ll work on this
end to put cattle together,” she says, “so
smaller producers can also benefit from

getting this information.”
State Extension personnel play valuable

roles because they’re able to help producers
interpret and apply the data in a more local-
ized fashion. This is one reason why Busby
says the TCSCF prefers to work through a
state’s Extension service.

Producers can use feedlot programs like
the TCSCF to measure, and then apply the
information and make changes to breeding
and/or management programs or as a basis
for a change in marketing.

Busby comments, “If you don’t know
what your cattle will do in the feedlot, you
have no idea what changes you should
make. There are people out there who are
selecting sires for growth, high marbling or
quality grade and then not taking advantage
of it by at least finding out what they have.”

In Mississippi, Parish says the TCSCF is
part of the Farm to Feedlot Program that
assists producers who are interested in
learning more about their cattle. Missis-
sippi State’s Extension Service will work
with producers wherever they choose to
feed cattle, she says. But Extension can
recommend the Tri-County Steer Carcass
Futurity because they’ve found it a “reli-
able partner.”

“We know they’re going to get good
data, it will be accurate, and collected in a
timely matter. It’s definitely a very positive
relationship with a lot of benefits to our
producers.”

For more information about the
TCSCF: Producers in the Southeast are en-
couraged to work through their state coor-
dinator. A list is available at:
www.tcscf.com. Producers from the West
and those interested in the TCSCF’s USDA
QSAprogram, should contact Darrell
Busby at (712) 769-2600, dbusby@ias-
tate.edu. Projections are run at no cost to
producers.

Tri-County Steer Carcass Futurity: A Reliable Partner


