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www.bnttractor.com

We sell all makes and 
models of used tractors 

and equipment.

B TB T  EquipmentEquipment&&

Contact us:
8101 NE Hurlingen Rd
St. Joseph MO 64507
888-397-7679

Maryville Livestock Auction 
22783 State Hwy 71 

Maryville, Mo. 64468 
Phone: 660-562-2026 

Looking for a market to sell your livestock?
We are open for business. Looking forward to seeing you!

After years of setting idle the sale barn in Maryville, Missouri is open for business. 
New owners James Hudgens and Tommy Runyan are pleased to bring Maryville 

Livestock  Auction to Northwest Missouri. 
After many hours of cleaning and painting the facility is ready to market your 

livestock. It is our hope that you will come, see the improvements and give us the 
privilege of consigning your livestock. We have experienced help and fresh feed 
and water for all livestock. We also have homestyle cooked meals served in our 

restaurant during each sale. 
CATTLE SALE EVERY THURSDAY AT 9:00 A.M.  

STOCKERS, HEIFERS AND STEERS
Contact one the our field reps for farm visits or to consign: 

James Hudgens, Maysville, Mo. (660) 541-0425 
Mike Frieden, Faucett, Mo. (816) 248-1926 

Todd Gottswiller, Clarksdale, Mo. (816) 390-7917 
Todd Whittaker, Faucett, Mo. (816) 261-6133 

Thomas Linville, Burlington Jct, Mo. (660)725-7032 
Greg Clement, Maitland, Mo. (816) 387-3652 
Merrill Karr, St. Joseph, Mo (816) 271-3880 

Eubert Schneider, Maysville, Mo. (816) 262-9398 
Clint Larison, Sheridan, Mo. ( 660) 562-9813 

Greg Boos, Wathena, Ks. (785) 850-0807 
Evan Yoder, Maryville, Mo. (660) 254-4034 

SHEEP AND GOAT AUCTION 2ND FRIDAY OF EACH MONTH AT 3:00 P.M. 
For more information contact Evan Yoder ( 660) 254-4034 

or  Andrew Wege (785) 364-6612. 
Owner contact numbers:  

James Hudgens (660) 541-0425            Tommy Runyan (405) 760-5596 
Looking forward to meeting new and old customers and bringing back a 

market to  Northwest Missouri.

1/4 & 1/2
Hog,  Beef or Sheep 

Available
(from local farmers)

WE ACCEPT CREDIT CARDS

David HyattDavid Hyatt
Amity, MOAmity, MO

Custom Slaughter,
On-Farm Kill & Retail Meat

CALL CALL . . .. . .
816-449-2607816-449-2607

oror
816-449-3011816-449-3011

2x2 for Week of September 12, 2021

The Dekalb County Farm Service 
Agency has announced Cindy Barker, 
Program Technician, is retiring after 30 
years of dedicated service.  Cindy began her 
career on March 3, 1985 with what was then 
called the Farmers Home Administration 
(FMHA) in the Daviess County office in 
Gallatin as a Temporary Emergency Clerk-
Typist.  She later became a full-time FMHA 
Clerk and continued to work in that office 
for 17 ½ years.   

In May 2008, Cindy started working 
at the Dekalb County Farm Service 
Agency (FSA) in Maysville as a Program 
Technician. During her 13 years of service 
with the Dekalb County FSA office Cindy 
has assisted many producers with numerous 
farm bills and implemented new programs 
for the producers in the County. She has 
also worked many disaster programs over 
the years assisting producers with program 
eligibility and sign-up.

Cindy has worked for 30 years with 
local farmers in both Daviess and Dekalb 
County and has been an excellent resource 
for program information.  “Cindy has been a 
true asset to our producers and to our county 
office team. Her many years of experience 
and her commitment to customer service 
will be greatly missed. We wish her a very 
happy retirement,” commented Dekalb 
County Executive Director Holly Crouse.

Cindy is a Daviess County native and she 
and her husband Roger of 41 years, live near 
rural Altamont. Cindy has two daughters, 
Hannah Silver and Cassie Martin.  She 
also has 5 grandchildren which she plans to 
spend more time with after her retirement.

Cards and letters of congratulations may 
be sent to Cindy Barker, 16251 Otter Ave., 
Altamont, MO  64620.

Cindy Barker Retires 
September 30, 2021
By US Dept. of Agriculture
Contributed

“If you always think what 
you’ve always thought, then 
you will most likely get 
what you’ve always got, 
and most likely, you will fall 
behind; you will fail,” says 
John Locke, a Ranching for 
Profit (RFP) instructor.

For instance, Locke 
wonders, “What if our 
biggest paradigm in 
agriculture is that production 
and efficiency are the most 
important factors that 
determine profitability? 
And, what if that paradigm 
is wrong?”

Locke shared insights 
about managing for 
ranch profitability during 
the Young Producers 
Symposium during the 
2021 Beef Improvement 
Federation (BIF) 
Symposium in Des Moines, 
Iowa, June 22.

Relatively few ranching 
operations are profitable if 
all costs are tallied, including 
labor. In fact, according 
to data from Ranch 
Management Consultants 
(RMC), industry average 
return on assets (ROA) 
is -1.5%. Among other 
things, RMC provides RFP 
instruction and training.

While profit should 
not be the sole focus of a 
ranching business, Locke 
notes profit is to business the 
same thing as breathing is to 

life. Business sustainability 
demands profitability.

“If we want a different 
result, we have to take 
different actions, and to take 
different actions, we need 
different paradigms,” Locke 
says.

That starts with 
considering how 
profitability is defined. 
Typically, when teams of 
RFP students develop a 
definition of profitability, 
Locke says it runs along 
the lines of: Income minus 
expenses equals profit.

“If you look at profit that 
way, you probably never 
will be profitable,” Locke 
says. The RFP definition of 
profit includes considering 
the ability to pay cash rent 
for the land, the full cost 
of labor and interest on all 
assets in production.

• “Whether you own or 
rent your land, if you have 
money left over at the end 
of the year and you haven’t 
paid rent on your land, then 
you’re saying, ‘My business 
can be profitable if I let my 
cows eat for free.’”

• “If you’ve got money 
left over at the end of the 
year and Junior works for 
free and you’ve got two 
people with jobs in town 
supporting the ranch, and 
you’re not paying the full 
cost of labor, you’re saying, 
‘My ranch is profitable if I 
can always depend on free 
help.’”

• “Can you pay interest on 
all assets used in production, 
such as cows, equipment and 
machinery,” Locke asks. “If 
you’re not charging yourself 
an opportunity cost for those 
things, then what you’re 
saying is: ‘My ranch can be 
profitable if I let it use all of 
my money for free.’”

Keep in mind, Locke is 
CEO of the Locke Division 
of JD Hudgins Inc., a storied 
Brahman seedstock program 
that began in 1908.

Think back to that 
industry average ROA 
of -1.5%. It’s +4.2% for 
members of the RFP 
Executive Link program. For 
the top 20% of operations 
in Executive Link, ROA is 
+9.7%.

“Ranching, in general, 
is not profitable, but these 
people prove it can be,” 
Locke says.

What separates Executive 
Link ranchers from others, 
according to Locke is that 
they spend more time 
working on the business 
and less time working in the 
business.

“A lot of us spend so 
much time making sure 
we’re doing things right 
that we never have time 
to consider whether or 
not we’re doing the right 
things,” Locke says.

He shares the Pareto 
Principle, which says 20% 
of actions create 80% of 
the results. Working on 

the business rather than in 
the business represents the 
crucial 20%.

“Knowing how to grow 
cops and raise livestock 
is not the same thing as 
knowing how to run a 
business that grows crops 
and raises livestock,” Locke 
says, echoing the foundation 
of RFP.

“Many of us didn’t learn 
how to work on the business, 
and it’s understandable, but 
it’s not acceptable because if 
we don’t learn how to work 
on the business, we’re never 
going to be able to learn 
how to build a sustainable 
business,” Locke explains.

To watch Locke’s full 
presentation, visit https://
youtu.be/Orp9w-cupGg. 
For more information about 
this year’s Symposium 
and the Beef Improvement 
Federation, including 
additional presentations 
and award winners, visit 
BIFSymposium.com.

Ranchers Must Think 
Profitably
By Angie Denton
Drovers Daily
Contributed
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John Locke, CEO of the Locke Division of JD Hudgins Inc.


