
 

April 2010 

The March meeting was my last, after many years serving you on the Foothills Board. When 
I think back, our organization has been impacted by, and helped shape, many changes over 
the last decade. In the early ó2000s we received funding from the Plant Industry division of 
Alberta Agriculture. The Dept wanted to revamp the process. At that time I was FFCA rep to 
the Alberta Forage Council and was vice chair, about to become Chair.  As such I was part 
of a team that represented our groups in working with AB Agric to develop the terms of refer-
ence for the new Agriculture Opportunity Fund which is now in place. The fund increased to 
$1.5m and underpins the operations of our associations across the province. 
 
During this process, there was recognition that the 7 Forage Associations (FAs) and 8 Ap-
plied Research Associations (ARAs) in the province needed a stronger umbrella organiza-
tion to represent them and provide support. On behalf of FFCA, I was part of a team of 5 that 
led the 15 FAs and ARAs in the province to form the Agriculture Research and Extension 
Council of Alberta in 2003. I was honored to accept the challenge of becoming the first chair 
of ARECA and held that position for 3 years. 

 
In its brief history, ARECA has proven to be hugely effective in working for 
the benefit of the member associations and agriculture in Alberta. There is 
now much closer ties and partnering with our sister associations. FFGA 
benefited from the support and coaching our rookie manager, Laura, re-
ceived from experienced managers in other associations and from the AR-
ECA staff. 
 
Many province wide forage programs have become possible and FFGA has 
been a strong partner in them all. 
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The Sustainable Grazing Mentorship Program was developed in Alberta and soon went national with support from 
the CCA and Federal funding. The Western Canada Grazing Conference has brought research, producers, and 
the industry together every 2 years for a more than a decade. The benefits of extended grazing were demon-
strated and promoted through the Year Round Grazing Handbook that FFGA staff helped produce. Thousands of 
copies are scattered across the prairies in the offices, homes and pickup trucks of cow-calf producers.  
 
The ARECA Board took up the challenge to secure funding and support the formation of The Alberta Forage In-
dustry Network. This is a new organization bringing together the whole broad spectrum of the forage industry to 
create a unified voice for forages. You will be hearing more about AFIN as it has just received official registration 
as a Society and will be looking for your support as it swings into action. 
 
The changing partnering and funding dynamics as a member of ARECA spurred your FFGA Board to undertake a 
Strategic Planning discussion led by Greg McPherson. This resulted in FFGA transitioning to hiring a full time 
Manager, Laura, and setting up office in Highwood Auction Mart. Thus ended a 25+ year relationship with McPher-
son Management contracted to handle the affairs of our organization. The enthusiasm and talents of Isabel and 
her staff were key to the many successful programs offered by FFGA over most of our existence. Going forward 
the new strategy, with Laura as our fulltime manager, is proving to be very effective in delivering value to our 
membership. 
  
My contact with FFGA began at a Pasture School taught by Jim Bauer in 1996. Since then the FFGA impact on 
our operation has been huge as we transitioned from a mixed farm to a cow-calf, backgrounder, and yearling 
ranch focused on pasture management and extended grazing. We have benefited from the tours, demos, and 
seminars put on by FFGA and the many doors opened and contacts made. The skills learned and ideas adopted 
have enabled us to create a ranching business model that works, even in these tough times. We enthusiastically 
look forward to the future with the FFGA. 

  Doug Wray 
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Every dollar per head going to Canada's national beef check-

off (NCO) earns around $9 in benefits for cattle producers, 

but those benefits and more disappear if that checkoff dollar 

must be refunded, a new study warns. 

The NCO, a mandatory $1 per head levy collected when beef 

cattle producers market their cattle, funds Canada's national-

level beef marketing and research programs, including the 

Beef Cattle Research Council, Beef Information Centre and 

Canada Beef Export Federation. 

The checkoff study was released Monday by the Canadian 

Beef Cattle Research, Market Development and Promotion 

Agency (NCO Agency). 

It pegs the benefit:cost ratio (BCR) tied to the investment of 

a producer checkoff dollar in marketing and research work as 

rising from 7:1 to 11:1 over 2005-08, with an average BCR 

of 9:1. 

Also, study author John Cranfield wrote, "by 2008, the return 

to the average dollar invested slightly exceeded the return to 

the average dollar invested prior to the BSE crisis." 

The NCO Agency said its study was already underway when 

Alberta, which accounts for over 65 per cent of Canada's 

beef production, announced in April 2009 it would make its 

beef checkoff refundable effective this month. 

This study wasn't commissioned to address that change, the 

agency wrote, but "given the sizable number of Alberta cattle 

marketings, the NCO Agency requested that analysis be in-

cluded on the potential impact" of Alberta's refund option. 

Given that the NCO is leveraged 6:1 to obtain supplementary 

funding to cover program costs, less checkoff means less lev-

eraging in obtaining matching funds from other sources, the 

study said. 

Thus, "assuming the refund requests made by Alberta cattle 

producers are not channelled into other marketing and re-

search activities, results showed that every dollar refunded 

will cost Canadian cattle producers $11 in economic bene-

fits," Cranfield, a University of Guelph ag economist, wrote. 

Depending on the size of the refund, he wrote, the cut in Ca-

nadian cattle producer benefits could range anywhere from 

$13 million (assuming a 40 per cent refund rate) to $23 mil-

lion (given a 70 per cent refund rate). 

National check-offs are non-refundable in Australia, New 

Zealand and the U.S., the study said. Alberta is the only 

province in Canada that has not exempted the national check-

off from being refunded. 

The study also noted Canadian producers' 9:1 return on in-

vestment from the NCO is higher than the checkoff returns 

for beef producers in Australia (5:1) and the U.S (5.50:1, al-

though the U.S. return is focused on domestic marketing, as 

opposed to export markets). 

"Under -investment" 

All that said, the study still found significant "under-

investment" of Canadian checkoff dollars in research and 

marketing work. 

Investment in these activities should increase to make the 

most of the checkoff dollar, the study said. Also, it noted, 

"the extent of this under-investment has been larger for re-

search activities than for marketing activities." 

Ignoring NCO administration costs, the study said, the his-

toric ratio of investment in such work runs around 93 per 

cent to marketing and seven per cent to research. 

"While both marketing and research suffer from under-

investment, reallocating check-off funds from marketing to 

research would increase Canadian cattle producer benefits," 

Cranfield wrote. 

The NCO Agency emphasized that the purpose of the study 

was to get an "independent evaluation" of the NCO's bene-

fits, not to make the case for an increase in the checkoff rate 

on beef cattle. 

"The NCO Agency wanted to provide a comprehensive inde-

pendent evaluation that will be a benchmark for future check

-off effectiveness studies and will also hopefully assist cattle 

producers with future check-off planning," agency chairman 

Marlin Beever said in the agency's release. 

The agency said its communications plan is already under-

way to make sure cattle producers who pay the national 

checkoff get this information and are aware of the value from 

their investment in research and marketing. 

 

As printed in the Canadian 

Cattlemanôs magazine daily 

news for April 12.   

Checkoff Refunds Cost Beef Producers: Study 

FFGA us a proud 

member of  
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So You Want to Seed Forages This Spring 

Spring is just around the corner, and many producers are 

starting to think about their seeding plans for the upcom-

ing season. For those of you contemplating putting in per-

ennial forages, there are a few things you might want to 

consider when deciding which species to seed. 

 

First things first; not all forage species work in all loca-

tions. Each species has certain characteristics that make 

them better adapted to grow in some areas than in others. 

For example, if you were in the brown soil zone, and did 

not have access to irrigation, you would not seed a grass 

like timothy for hay. Timothy has shallow roots, making it 

ill -suited to drier areas. On the other hand, the roots of 

crested wheatgrass extend deep into the soil, making it one 

of the best grasses for hay in those dry parts of the prov-

ince. 

 

Pay attention not only to which grasses and legumes are 

suited to your soil zone, but also to the conditions in indi-

vidual fields. Are there low spots that tend to be water-

logged? Do you have salinity, acidity or alkalinity issues? 

Forage species can differ 

greatly in their ability to han-

dle different field conditions. I 

would recommend checking 

out forage species adaptation 

tables to help make your deci-

sion. They can be found 

online (on Ropinô the Web), 

in the new Alberta Forage 

Manual (available from Al-

berta Agriculture and Rural 

Development), and in most 

forage seed company seed 

guides. 

 

In addition to selecting grass 

and legume species that are 

suited to your soil zone and 

field characteristics, you need 

to consider their end use. 

 

 

Letôs look at smooth brome and meadow brome. They are 

two of the most commonly seeded grasses in the province. 

Which would you use for hay and which for pasture? Or 

does it even matter? 

 

Smooth brome is considered to be a ñlong shootò grass. 

The leaves of smooth brome are attached to the central 

stem and stand tall, making it easy to cut and bale. On the 

other hand, the leaves of meadow brome are basal, making 

it a ñshort shootò grass. Smooth brome has slower re-

growth and requires longer periods of rest than meadow 

brome. If you were looking to seed hay, which grass 

would be your first choice? I would hope it would be 

smooth brome. If you wanted to seed pasture, meadow 

brome would be best because of its quick regrowth. A hy-

brid of these two, called hybrid bromegrass, is also avail-

able. It may be an option for producers looking to hay the 

first cut and graze the regrowth. Low-alkaloid reed canary 

grass is also another hay-graze option. 

 

 

Silver Sponsor: 
Silver Sponsor: 
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Thank you to the Southern Alberta 

Livestock Exchange and all of the 

folks at the Highwood Auction 

Mart for our office space. 

If you will be intensively managing and grazing that field, 

make sure you select species that require shorter rest peri-

ods and have fast regrowth. Orchard grass, meadow 

brome, tall fescue, Kentucky bluegrass, and creeping red 

fescue can handle shorter rest periods and growth rapidly 

after defoliation. Legumes, such as alfalfa, sweetclover, 

and alsike clover, have moderately fast regrowth and re-

quire a bit longer rest. And finally, those grasses best 

suited to hay, such as several of the wheatgrasses, timo-

thy, and smooth brome, all have slow regrowth and re-

quire long rest periods between grazings, so they might 

not be the right choice for seeding by themselves in fields 

where you will be grazing hard without long rest periods. 

 

Many grasses can be stockpiled for fall grazing. Meadow 

brome, orchardgrass, western wheatgrass, tall fescue, 

Russian wildrye, Altai wildrye, and creeping red fescue 

maintain their quality well during the winter for stock-

piled grazing. Cicer milkvetch and some of the clovers 

are also suited to stockpiling for late fall/early winter 

grazing. Alfalfa may work if you are willing to swath 

graze it. Cut it after the first hard frost and graze once the 

ground is frozen. In some situations there can be risk of 

winterkill under the swaths. If you are looking to stock-

pile for grazing the following spring, choose grasses with 

basal leaves that will be protected from weathering by the 

snow. 

I said it once, and I will say it again; knowing what soil 

regions and field conditions grasses and legumes can han-

dle, as well as what you plan on using those perennial for-

ages for, is integral when deciding what to seed. Set your-

self up for success by taking a closer look at that forage 

mix you were thinking of seeding for hay or pasture and 

ask yourself if itôs right for you. Use all the resources 

available at hand to help in your decision; contact forage 

seed companies, look up species information on-line, 

think back to what worked or didnôt work on your farm 

over the years, and make an informed decision when it 

comes to selecting which legumes and grasses to seed this 

year. 

 

For more information, contact Stephanie Kosinski at the 

Ag-Info Centre at 310-FARM. 

So You Want to Seed Forages This Spring 



 

Holistic Management is a simple decision mak-
ing framework that can be learned like any 
other skill. People who manage holistically can 
realize an improved quality of life and generate 
real wealth, while at the same time improving 
the land and community around them. They 
develop the ability to ask the right questions 
and to confidently proceed toward the future 
they design for themselves.  
 
Holistic Management is for anyone who wants 
consistent profit from agriculture, a high qual-
ity of life, and more time to enjoy it. In short, 
it's a way to have fun, make money and con-
serve our natural resource base, all at the 
same time.  
 
Holistic Management is a process for sorting 
out and making sense of all the tools and 
choices that face us each day. Being a proactive 
process, holistic managers learn how to move 
beyond crisis management and toward 
planned prosperity. They are able to manage 
their finances wisely, have more time for en-
joyment, live life according to their values, and 
gain the confidence of knowing that their deci-
sions are improving the environment and the 
community they live in, leading to a better 
world for their grandchildren. 
 
The Holistic Management Process 
!ǎ ǘƘŜ ƴŀƳŜ ΨƘƻƭƛǎǘƛŎΩ ƛƳǇƭƛŜǎΣ ǊŜǎƻǳǊŎŜǎ ŀǊŜ 
managed in whole units rather than as parts in 
isolation from their surroundings. In order to 
have a clear description of what is being man-
aged; people begin by defining their whole. 
From there, a detailed holistic goal is devel-
oped. Defining the whole and writing a goal is a 
powerful exercise.  
 
People who have written goals are much more 
likely to succeed than those who do not. Since 
the holistic goal is based on the deeper under-
lying values of the decision-makers, it empow-
ers them to ask better questions, to ask the 
deeper questions, to ask appropriate questions 
from which they can make better decisions. 
Some examples include. The holistic goal re-
mains the centerpiece of holistic management 
and is referred to constantly when manage-
ment decisions are being made. The goal is 

what drives the decision-making. In order to 
sustain a farm operation, profit must come 
from somewhere. Most likely, at least some of 
the profit will come from on-farm enterprises. 
 
Financial Planning 
Holistic managers use a potent financial plan-
ning process that empowers them to make 
decisions that are simultaneously good for the 
environment, the local community and the 
bottom line. The financial plan allows manag-
ers to select enterprises that do not conflict 
with their values, and then to plan a profit up 
front.  
 
Conventional cash flow budgeting involves esti-
mating income from an enterprise, then allo-
cating expenses for capital investment, vari-
able costs, and fixed costs. As long as the ex-
penses appear cost effective and the plan pre-
dicts no cash shortages the bank won't cover, 
all should go well. In many cases, the expenses 
nearly equal the planned gross income, pro-
ducing very little profit.  
 
Usually there are plenty of excuses to make up 
for the small margin, weather, markets, and 
pests. All too often we may take the attitude 
of, oh well, things will be better next year. 
With holistic financial planning the projected 
income is planned, then the desired profit is 
allocated at the outset, heavily affecting how 
the remainder of the budget will be allocated. 
 
Planning a hefty profit before any expenses are 
allocated is a key distinction. After profit is 
planned, expenses are allocated into three 
categories: Wealth generating, Inescapable, 
and Maintenance (W I M for short). Wealth 
generating expenses produce profit for the 
operation this year. Inescapable expenses must 
be paid regardless (taxes, land payments, etc.), 
while maintenance expenses, though essential 
to the business, do not produce profit this 
year. 
From:  www.attra.ncat.org 
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What is Holistic Management? 
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Board Of Directors 
 

President:    

Morrie Goetjen    
(403) 948-5460 

 

Vice President: 

Ian Murray    
(403) 546-0022 

 

Treasurer: 

Sean LaBrie   
(403) 335-8189 

 

Past President: 

Graeme Finn   
(403) 312-2240  

 

Directors: 

Rod Vergouwen   
(403) 934-6228 

Michael Monner   
(403) 599-3790 

Alex Robertson    
(403) 558-3799 

Rick Kohut    
(403) 335-9675 

Wayne Robinson  
(403) 934-4083 

Phil Rowland 

(403) 652-7288 

Brian Rodger 

(403) 546-2186 

 

Manager: 

Laura LaBrash  
 

PO Box 5145  

High River, AB    

T1V 1M3 

Phone: (403) 652-4900 

Fax: (403) 652-4090 

Email: 

laura@foothillsforage.com 



 

Foothills Forage and Grazing Association is a producer driven organization focusing on the 

use and development of forages and grazing.  The guiding principles of FFGA are to respect 

the land, water and natural resources.   
 

FFGA members benefit from our information network including our GrassRoots News & Views newsletters, brochures and 

information of upcoming tours, field days and seminars which they are invited to attend at discounted rates. Members also 

have the opportunity to participate in projects and extension work undertaken by the association.  Members are kept up to 

date with information about and from other forage and livestock associations as well as affiliated industry members.  
 

To become a producer member today or invite a neighbour to join please fill out the form below or contact Laura for more information. 
 

 Membership: $30.00 plus gst   Total: $31.50 
 

   Name: ________________________________   Telephone: _________________________________________ 
 

   Address: ____________________________  City/Prov/Postal code:________________________________ 
 

   Email:_________________________________ 
 

   

  Foothills Forage & Grazing Association 

  P.O. Box 5145, High River AB, T1V 1M3,  

  Phone: (403) 652-4900, Fax: (403) 652-4090 

  Email: laura@foothillsforage.com 

  Website: www.areca.ab.ca/site/ffa  
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This Publication is made possible by 

funding from our major sponsor; the  

Agriculture Opportunity Fund (AOF).  
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