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s daylight savings time approaches I felt that it would 
be very timely to discuss the current El Nino and how 
it might affect our crops in 2016.  Agriculture depends 

almost entirely on the weather.  “What is this El Nino and 
how is it going to affect our crops?” has been a very popular 
question that has been discussed all winter. 
 

Since the beginning of the winter months, weather experts 
have been saying that we are experiencing one of the 
strongest El Nino events on record.  In recent weeks there has 
been some discussion about the chances for a La Nina event 
to follow this El Nino.  For those not sure what El Nino and La 
Nina are I will try to explain these events and how it relates to 
our local agriculture. 
 

Weather forecasters are constantly monitoring the El Nino-
Southern Oscillation (ENSO).  ENSO is a naturally occurring 
phenomenon that involves fluctuating temperatures in the 
Pacific Ocean along the equator.  Basically, it is warm water 
temperatures that move back and forth, or oscillate, across 
the Pacific Ocean.  There are three phases of ENSO: El Nino 
(warm phase), La Nina (cool phase) or neutral, neither El Nino 
nor La Nina.  El Nino is defined by the warm surface water in 
the Central and Eastern Pacific and La Nina is the opposite. 

A 
El Nino and La Nina will lead to extreme weather events 
across the globe.  These episodes or events occur every two 
to seven years and typically last nine to twelve months.  El 
Nino usually means a mild winter over Western Canada and 
the Northern United States and wet weather over the 
Southern United States from California to Florida.  This can 
explain why we have been experiencing above normal 
temperatures throughout the winter. 
 

Right now we are experiencing one of the strongest El Nino’s 
on record.  The National Oceanic and Atmospheric 
Administration uses the Oceanic Nino Index as a standard to 
identify the intensities of the El Nino and La Nina events.  
Some of the strongest El Nino events on record are  
1982-1983, and 1997-1998, both very strong, and 1972-1973, 
rated strong.   
 

Here is a look at extreme weather events in our area during 
or immediately following the strongest El Ninos.  The 
summer of 1983 was one of the hottest on record for New 
York.  The famous ice storm hit northern New York in January 
1998.  In Jefferson County, the summer of 1973 was the 
driest on record with only 1.72 total inches of rain for June 
through August.  These are some examples of the extreme 

By Mike Hunter, Regional Field Crops Specialist 

NNY Regional Ag Team 

How will El Nino Impact our 

Crops in 2016? 
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weather events that can be associated with an El Nino. 
No two El Nino events are alike but they can have 
similarities.  Some El Nino events are followed by a La Nina.  
According to Elwynn Taylor, professor of agronomy at Iowa 
State University, there is no guarantee that this year’s El 
Nino will give way to La Nina.  If this El Nino ends rather 
abruptly this spring it could mean a hotter and drier growing 
season for the Northeast.   
 

In mid-January the Climate Prediction Center issued a 
statement that the currently strong El Nino is expected to 
gradually weaken through the spring.  Other forecasters are 
suggesting that it could remain through late spring and into 
early summer.  Dr. Taylor has reported that if the current El 
Nino persists into July, its effects could last another two 
months.  This would be a good thing for growers in the 
Midwest and even in the Northeast.  At the 20th Annual 
North Country Crop Congress, John Kubis, Chief 
Weathercaster, WWNY TV 7, talked to the attendees about 
weather forecasting and his long-term weather outlook.  He 
believes that the La Nina will not come into play until late 
summer or early fall and will bring us a traditional,  
old-fashioned, winter for 2016-17. 
 

How has the winter been so far for our crops?  Snow can be 
a great insulator for many of our crops and protect them 
from extremely cold temperatures.  A lack of snowfall 
throughout the winter is not good for our winter cereal 
grains.  The colder the temperatures without snow cover, 
the bigger the threat to the crop.  Alfalfa, too, can benefit 
from a blanket of snow to provide insulation to the crown, 
located on top of the taproot, from cold temperatures.  If 
the alfalfa crown is damaged the plant may die or not form 
as many shoots or buds in the spring. 
 

The two biggest concerns for crop growers during the winter 
months are a January with a lack of snow cover accompanied 
by extremely cold temperatures or a mid-winter thaw in 
February followed by a cold snap.  I would say that January 
was a good month for crop growers; however, lack of snow 
cover and a warm early start to February followed by 
subzero temperatures may lead to some damage to our 
alfalfa and winter wheat crop.  Hopefully this is not the case 
but it is certainly a possibility. 
 

Keep a close eye on the current status of the El Nino as we 
get closer to the growing season.  It could be a good 
indicator as to what we could expect for the upcoming 
growing season.   
 

 

Ace Hoof Trimming 
 

“We Save More Cows” 

Jason Chamberlain                  (315) 486-0028 
 

Colton Aubin                            (315) 767-1242 
 

We operate a fully hydraulic standup chute for a stress-free  

experience 

Dairyland Hoof Care Institute Inc. Graduates 
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Beekeepers Unite!  
  

Are you a beekeeper living in 
Jefferson, Lewis, or St. Lawrence 

County? Do you produce/sell 
honey products? Through 

support from the Northern New 
York Agricultural Development 
Program, Cornell University is 

leading an investigation on 
improving beekeeper 

management practices to 
increase pollinator health and 
honey production in Northern 
New York. The first step is to 

build a network of honey 
producers through creating a 
directory of NNY beekeepers. 
This directory will be used to 
communicate educational, 

networking, or other important 
pollinator-related information. 

Please contact Alyssa Marie 
Couse at 315-788-8450 to fill 

your spot in the directory.  
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shift is underway in the mindset of dairy farmers to 
treat transition cows not as a disease opportunity 
but now considering them as production and 

reproduction opportunities. Key components in 
management can be broken down into different 
management sectors as follows. 
 
Nutritional Management such as adequate physical 
effective NDF is very important in fresh cows. Some studies 
suggest feeding higher starch rations in the immediate 
postpartum period may improve metabolism while other 
studies suggest lower starch during this period can lead to 
better performance. Furthermore the optimum starch level 
may depend on the NDF levels of the postpartum diet. 
(M.M. McCarthy, H.M. Dann, TR Overton; Cornell 
University, Miner Institute, Cornell University) 
 
Other nutritional management topics under discussion are 
tighter control of macro minerals specifically refocusing on 
calcium metabolism—hypocalcemia—in the transition cow. 
As stated in the first paragraph fresh cow ration starch 
content is important—how does adding monenesin affect 
intake, production and energy metabolism? The customary 
question of “are my cows consuming diet as formulated?” 
is still real. 

Non-nutritional management such as minimizing stressors 
and the need for a fresh cow group are now standard 
points to consider. The use of a fresh pen continues to 
grow in popularity, especially for dairies that 
are expanding herd size and/or building new facilities.    
 
A fresh pen and its management can greatly influence fresh 
cow behavior. A fresh pen typically houses a smaller group 
of cows separate from the lactating groups which reduces 
the social activity and possibly leads to less social stress 
and more resting. The feed bunk of a fresh pen should be 
understocked and provide at least 30 inches of space or at 
least one headlock per cow. Limited feed bunk space 
increased the number of displacements and feeding rates 
of cows before and after calving in a University of British 
Columbia study. Fresh cows that were overcrowded at the 
feed bunk altered their feeding behavior (e.g. increased 
feeding rate) and increased the risk for health problems 
associated with slug-feeding in a collaborative study 
between Miner Institute and the University of British 
Columbia. (Heather Dann-Miner Institute http://
whminer.org/pdfs/02-16.pdf) 
 
Pulling a transition cow plan together requires more 
emphasis on real time monitoring at the cow and herd 

A 
 

 

http://whminer.org/pdfs/02-16.pdf
http://whminer.org/pdfs/02-16.pdf
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level. Consult with your veterinarian to install monitoring 
systems in place using physical and technology tools to help 
identify the need for managerial improvement and to keep all 
systems go.  
 
While much as been learned more work still needs to be 
done. With steady and consistent adoption of what we do 
know at the farm level, transition cow success is attainable!  
 
(See Winter Dairy Management Program from PRO-Dairy and 
Cornell Cooperative Extension on page 11.) 
 
 
 

Farmers, educators and consultants are invited to attend an 
educational program to improve hay-making practices for 
all forage-based dairies and livestock farms, organic and 
conventional. Producing the highest quality hay is a goal 
that every farmer should have. Whether you are feeding 
hay to your own animals or marketing your hay to others, 
quality is of the highest importance.  

The past few years we have been offering a pasture/ grazing 
workshop at this time but this year we will focus on the 
other six months of the year. Join us to learn about wide-
swathing and more.  
   
Featured speaker: Tom Kilcer, Advanced Ag System, will 
discuss making “Hay in a Day” and “Will baleage work on 
your farm?” Other topics of interest will be dispelling the 
myth that quality needs to be sacrificed to get yield. How to 
price hay, either in storage or in the field, will be presented.  
Please see flyer on page 20 for more information and to 
register. 

 
 

BOB LAISDELL, JR 
Dairy Nutrition Specialist 

315/894-5021 

800/564-5021 

CELL 315/778/3118 

Email - rlaisdell@gmail.com 
 

 

MATTHEW A. LAISDELL 

Dairy Nutrition Specialist 

315/894-5021 

800/564-5021 

CELL 315/408-5041 

Email - mlaisdell@yahoo.com 

124 W. Orchard Street  Frankfort, New York 13340 

The NNY CCE Livestock Team 

presents the 2016 Hay School 

HAY – STRAW  
DRY COW HAY & CLEAN CUT STRAW  

 

GLEN ISLE FARMS LTD. 

J. GLENN & SONS 
SERVING FARMERS SINCE 1955 

 

1 (705) 295-4487 or glenisle@nexicom.net 
 

  VISIT WWW.GLENISLEFARMS.COM 
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Bull Buyer’s Guide 

While bull selection can be a daunting task, your choice will 
impact your herd for years to come. Thus, taking some time to 
think about what you need from your next herd sire is 
important. 
 
Here are some points to emphasize when it comes to bull 
selection. 
 
Know your market. Understand what traits are value added-
traits for your market.  USDA, local freezer beef, grass fed, all 
natural and other branded beef programs are ways to add 
value to your calves. Your bull selection should be based on 
traits that are profitable in your market. 

 

Don’t sacrifice functional traits or adaptability to your 
production environment.   Good feet and legs, a strong libido, 
and docility are all imperative. Masculinity, big testicles, and a 
tight sheath are good indicators of the right kind. Buying bulls 
that are raised in similar conditions to your farm is preferred. 
You can buy someone else’s genetics, but you can’t buy their 
management. 

Require a passed BSE (Breeding Soundness Exam) and 
farm herd health protocols. A minimum of a two-week 
quarantine period for new purchases will allow time for 
potential pathogens to run their course. It is important to 
keep them on good feed, in a clean pen. 
 
Heterosis or Crossbreeding. Crossbred cows and 
maternal heterosis is a key to profitability on commercial 
cow/calf operations. Studies have shown net profit per 
cow is increased by $75/cow/year as a result of maternal 
heterosis. 
 
Buy the right size, type, and demand quality. I would 
compare this to buying a car or truck. Buy a bull that fits 
your cow herd.  If you have little money for gas (feed), 
then don’t buy a gas (feed) guzzler.  Now, you also want a 
bull that is the right type. You don’t buy a fancy sports car 
for a work vehicle do you? So why buy a fancy, sexy bull to 
produce working kind cattle. Look for a breeder that 
stands behind their product. That is a good sign of quality. 
 
Seek value when buying a bull. Make a good investment. 
The lowest priced bull is seldom the best value. Set a 
budget, but understand it is often hard to find everything 
you are looking for. Bulls with the traits you are seeking 
can add value to your cattle in a hurry. If you find a bull 
that has the traits you are looking for… buy him. They can 
add far more value than a cow. The bull you buy this year 
will impact your herd for the next 5 years with his calves, 
but his daughters will impact your herd for the next 20 
years. Buy a bull that adds value to your calves and your 
cowherd. 
 
Full article: By Travis Meteer, University of Illinois 
http://www.cattlenetwork.com/advice-and-tips/drovers-

cowcalf/bull-buyer%E2%80%99s-guide 

http://www.cattlenetwork.com/advice-and-tips/drovers-cowcalf/bull-buyer%E2%80%99s-guide
http://www.cattlenetwork.com/advice-and-tips/drovers-cowcalf/bull-buyer%E2%80%99s-guide
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NORTHERN NEW YORK 

FARMER’S MARKETING CO-OP   
RT. 26, LOWVILLE, NY                                                         

 

NNY IS THE ONLY NEW YORK STATE               

LIVESTOCK MARKET OWNED AND OPERATED 

BY LOCAL FARMERS. 
 

AUCTION EVERY MONDAY AND THURSDAY AT 

2:00 P.M. CALVES FOLLOWED BY DAIRY, MISC. 

THEN BEEF. DAIRY CONSIGNMENT AUCTION 

SECOND WEDNESDAY OF EACH MONTH. 

COMPLETE FARM DISPERSAL SERVICE 

AVAILABLE ON YOUR FARM OR AT OUR 

AUCTION FACILITY. 
 

IF YOU HAVE ANY QUESTIONS OR NEED TO     

ARRANGE TRUCKING TO NNY, THEN CONTACT 

THE MARKET. 

PRESIDENT: DARRYL ROGGIE                                                 

VICE  

PRESIDENT: DAN O’BRIEN              

TREASURER: PAUL WAITE              

SECRETARY: MIKE SULLIVAN  

MARKET                  

MANAGER                    

& AUCTIONEER         

TED SIMMONS     

376-7441 
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his month’s Meet Your Farmers have diversified 
their marketing by using a free online platform 
called MeatSuite to sell their meat in bulk. 

Promoting your business online is another way to expand 
outreach to consumers. MeatSuite supports the sale of 
whole, half, and quarter cuts of meat. Customers type in 
their area code allowing them to connect to a local meat 
producer that meets their family’s wants and needs.  
 
Why sell or buy in bulk? Fifty-sixty years ago it was quite 
common to buy “locker beef” or meat directly from a 
farmer who lived close by. It was a less expensive way to 
buy meat and families would “stock up” for a season. 
Today, we call this “preparedness.”  With the many unusual 
weather events, people have found a renewed sense of self 
sufficiency.  Buying in bulk continues to be the most 
economical way to buy meat. What people had back then 
that we lack now is the knowledge about the various cuts, 

their cooking qualities, and storing methods like curing, 
drying, smoking, canning, and freezing. 
 
Buying in bulk is more economically feasible than buying 
frequently at the grocery store because oftentimes the 
price per pound is cheaper. Buying in bulk also allows you 
to choose the cuts of meat and portion sizes you prefer. 
Do you like your ground beef leaner or fatter? Do you 
prefer bone-in or boneless cuts? All of your preferred 
choices can be made when buying in bulk. Another 
advantage of buying in bulk is the knowledge and 
relationship you develop with the farmer, processor, and 
butcher. There is no longer a question of how the animal 
was raised or slaughtered, allowing transparency within 
the meat supply chain. Selling meat in bulk is better 
economically because it removes the middlemen and 
creates a direct sale with the consumer. There is no such 
thing as “mystery meat” when buying in bulk.  

T 

 

Meet Your Farmers: 
Ruddman Ranch & Strock Farms 

By Kaitlyn Lawrence, Cornell Cooperative Extension of Jefferson County  
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where she sells bedding plants, vegetables, raw honey, and 
goat milk soap.  
 
Emily and Greg Rudd, owners of Ruddman Ranch in Rodman, 
NY, own about 70 Black Angus beef cattle that rotate around 
80 acres. They have been farming for five years and decided 
to join MeatSuite to increase their customer base and 
diversify their market. They are passionate about increasing 
local meat into the North Country, as well as ensuring that 
their cattle have the optimum comfort. Greg also works for 
his family’s company, Rudd’s Town and Country, where he 
likes to try out some of the cow comfort tools that the store 
sells on his own herd, such as the cow brush. Their Angus are 
primarily pasture-raised and grain-finished and use little to 
no antibiotics.   
 
Strock Farms and Ruddman Ranch are passionate about 
expanding their consumer base and promoting the sale of 
bulk meats to the North Country population.  

MeatSuite.com is the free online platform that Strock Farms 
and Ruddman Ranch now use to market their bulk meat. 
MeatSuite is free and easy to use. Making a great first 
impression, and creating the opportunity to stand out in 
consumers’ eyes, are important when producers create a 
profile. Providing detailed information about your farm and 
practices is important because it may be the first time a 
consumer is buying local meat—a first impression is 
important!  
 
Sheri and Tyler Strock, owners of Strock Farms in 
LaFargville, NY, decided to join MeatSuite to get more 
customers and spread the word about their business. By 
selling in bulk they are able to control the price better even 
when the market is down. Tyler has been in the farming 
business all his life. From helping his grandparents when he 
was younger to managing a few acres by himself in high 
school, he now tends to 120-150 grass-fed beef cattle that 
rotate around 165 acres of pasture and woodlands. Sheri 
has grown up with animals and is involved with 4-H.  She 
currently runs Farmer’s Wife Creations and Greenhouse 
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Beef Week 
“Beef Farm Business Summary” 

 

March 1 , 2016 
6:30 PM - 9:00 PM 

Cornell Cooperative Extension of  

Jefferson County 
Contact: Ron Kuck at 315-788-8450 or 

rak76@cornell.edu 

Mellissa Spence at 315-376-5270 or 

mms427@cornell.edu 

March 2, 2016 
6:30 PM - 9:00 PM 

Cornell Cooperative Extension of   

St. Lawrence County 
Contact: Betsy Hodge at 315-379-9192 or 

bmf9@cornell.edu 

Cost: $5 per farm 

Cornell Cooperative Extension is an employer and educator recognized for valuing AA/EEO, 
Protected Veterans, and Individuals with Disabilities and provides equal program and employment 

opportunities. 
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The Canopeo app is used to determine 
the quality of canopy cover for live  
vegetation of any crop. This is done by 
taking a photograph of the vegetation. 
 
 Tracks plant progress 
 Determines how much crop  
       damage has occurred 
 Each image is labeled  exactly 

when/where image was captured 

FREE 

HELP WANTED 
 

AGRI-KING is growing and is 

looking for a dairy professional! 

We have openings for career-minded, 

enthusiastic people with dairy 

experience, to service clients in New 

York’s Lewis and Jefferson Counties 

and surrounding areas.  We offer 

complete training, benefits, and 

advancement potential.  Join the 

leaders in feed efficiency, forage and 

nutrition and grow to the top with us!   

For more information, contact Chris 

Kain at 315-405-5951 or e-mail  

christopher.kain@agriking.com.  
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For Farmers only: To place a free classified advertisement in CCE’s Ag Classifieds, please fill out this form and mail to: Tatum Langworthy at 

Cornell Cooperative Extension of Jefferson County, 203 North Hamilton Street, Watertown, NY, 13601. Or , you may email your  ad to 

Tatum Langworthy at tlm92@cornell.edu.   Please provide all infor mation r equested below. Unless specified, your  ad will run one time only, 

in the next monthly publication. Additional ads may be written on another sheet of paper. Please limit each ad to 25 words or less and include your 

contact info. Deadline for submitting ad(s) is the second Monday of the month for the following month’s publication.  
 

NAME:__________________________________________________         FARM NAME:  _______________________________________ 
 

ADDRESS: _____________________________________________            CITY: ____________________________           ZIP:  _____________ 
 

PHONE:  ____________________________              AD SECTION:_________________                  MONTH(S) TO RUN AD:  _____________ 
 

AD:  _________________________________________________________________________________________________________________ 
 

______________________________________________________________________________________________________________________ 
 

AD:  _________________________________________________________________________________________________________________ 
 

______________________________________________________________________________________________________________________ 
 

Cornell Cooperative Extension Associations of Jefferson and Lewis Counties reserve the right to reject any advertisement deemed unsuitable for our publication. 

Cornell Cooperative Extension Associations of Jefferson and Lewis Counties do not endorse any advertised product or business. We are providing an informational service only. 

Farm Machinery,  
Equipment, and Supplies 

FOR SALE: Onan 25K Generator  

on cart. Call 315-771-4814. 

 

FOR SALE: Roving for  sale. 

Romney roving great for spinning and 

needle felting very low organics.  

Natural Cream or Silver Grey, 1#

(16oz) $20, 2# (32oz) $35.  

Call 315-846-5612. 

How to Advertise in CCE’s Ag 
Classifieds 

Farmers: Advertising in CCE’s Ag 

Classifieds is FREE for farmers. To place an 

advertisement,  fill out the “For Farmers only” 

form in this publication or email to Tatum 

Langworthy at tlm92@cornell.edu by the 

second Monday of the month before you 

want your ad to appear. Publication is the 

first week of every month. 
 

Fine Print: To qualify for free advertising, 

you must meet all of the following criteria: 

 You must own, rent, or be employed on a 

farm. 

 Your farm must be actively engaged in the 

production of agricultural commodities, 

such as milk, meat, eggs, produce, animal 

by-products, or feed, etc. 

 Your goods must relate to farming. 
 

Anyone wishing to purchase a larger display 

ad in the newsletter, should call Peggy 

Murray at (315) 376-5270 for more 

information. (All income generated from the 

sale of ads goes to publication and mailing 

costs) 

Livestock 

FOR SALE:  2 Registered Black 

Angus Bulls for sale. Both sired by 

Select Sires Ingenuity. Registration 

Number 18231028 VTR Java Jo 131 

is 18 months old and Registration 

number 18231029 VTR Black Hawk 

135 is 15 months old. The herd is 

tested Johnes and BVD Free.   

$3250/each. Contact Larry M. Laribee 

at 315-688-9195 or 

LLaribee@hotmail.com. 

CCE of Jefferson and Lewis Counties 
reserve the right to reject any 
advertisement deemed unsuitable for 
our publication. 
 
CCE of Jefferson and Lewis Counties 
do not endorse any advertised 
product or business—we are 
providing an informational service 
only. 

FOR SALE: Good clean straw for  

sale; no weeds. 35-40 lbs. bales.  

Call 315-523-1216.  

Crops 

FOR SALE: Horse oats - recleaned 

aged whole white oats. 40 lb. bag, 

$6.00. Call 315-654-2405. 

FOR SALE:  Forage oats - spring 

white, recleaned. 95% germination. 

38 lb. test wt., $7.50/bu.  

Call 315-654-2405. 

FOR SALE: First cut dry hay and 

balage, second cut dry bales all roto 

cut and wrapped. Second cut small 

square bales also available.  

Call 315-346-1741. 
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DATE PROGRAM CONTACT 

March 1 or 2, 2016 
6:30 p.m.-9:00 p.m. 

Beef Week “Beef Farm Business Summary” 
See page 21 for more information. 

Ron Kuck 315-788-8450 
Mellissa Spence 315-376-5270 
Betsy Hodge 315-379-9192 

March 2, 2016 
10:00 a.m.-3:00 p.m. 

2016 Winter Dairy Management 
Transition Cow Management 
See page 11 for more information. 

Ron Kuck 315-788-8450 
Lindsay Collings 315-376-5270 
 

March 18, 2016, 
March 19, 2016, or 
March 22, 2016 
10:00 a.m.-3:00 p.m. 

Hay School 2016 
See page 20 for more information. 

Ron Kuck 315-788-8450 
Mellissa Spence 315-376-5270 
Betsy Hodge 315-379-9192 

March 19-20, 2016 
April 2-3, 2016 
10:00 a.m.-4:00 p.m. 
 

NYS  Maple Weekend  
See page 17 for more information or visit 
www.mapleweekend.com. 

Email:  mapleweekend@nysmaple.com 

Calendar of Upcoming Events 

203 N. Hamilton Street 

Watertown, NY 13601 

Presorted Standard 
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WATERTOWN NY  

Permit #242 


