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TASTE WHAT PORK CAN DO: A NEW DIRECTION FOR THE INDUSTRY

What a year it has 
been in the cattle 
market. When it 

comes to picking a market top, 
I have learned to never say 
never following this unprece-
dented ramp-up in prices paid 
for fat and feeder cattle. 

I will be the first to admit 
that the skeptic in me has been 
waiting for this market to cor-
rect or face a downturn that 
many of us in the cattle-feed-
ing business have experienced 
many times in our careers. 

After showing such resil-
ience throughout the spring 
and early summer, one must 
look at the reasons why. 

Overall cattle supplies are 
tight; packers are being forced 
to compete for inventory, 
and herd rebuilding remains 
a challenge. Those are obvi-
ously fundamental factors, 
but one of the biggest drivers 
is the continued demand for 
beef from consumers around 
the world.

I am a firm believer that the 
beef industry is finally being 
rewarded for its diligence in 

The National Pork Board 
has introduced a fresh slogan: 
“Taste What Pork Can Do.” 
This new marketing cam-
paign is specifically designed 
to appeal to younger gener-
ations, including millennials 
and Gen Z, who currently con-
sume less pork than previous 
generations like Baby Boom-
ers and Gen X.

For over three decades, 
health advice largely centered 
on low-fat, lean diets, contrib-
uting to the decline in pork 
consumption among younger 
consumers. However, dietary 

pushing forward with better 
carcass traits that are produc-
ing higher-grading finished 
cattle. 

In the early 2000s, the 
percentage of cattle grading 
Choice and Prime was stuck in 
a range between 51% and 57%. 
Since 2007, we have experi-
enced a steady increase in 
the percentage of Choice and 
Prime grading cattle, with the 
USDA reporting more than 
76% of beef cattle grading 
Choice or Prime in 2024.

What does this increase in 
grade mean to the average 
consumer? When a larger 
portion of beef production is 
grading at this level, a con-
sumer is consistently enjoying 
a great-tasting dining experi-

ence when they choose beef 
at the grocery store or restau-
rant. 

Whether one is grilling at 
home, dining at one of the 
numerous chains or high-end 
steakhouses, or even at a fast-
food restaurant, consumers 
are loving the product and are 
hungry for more.

I have included a graph 
that CattleFax has prepared 
reflecting the purchasing 
power of the consumer when 
it comes to purchasing beef. 

Even though the price of 
beef has increased substan-
tially over the past few years, 
the average consumer’s wages 
have also increased to a level 
that beef is still “affordable” 
in terms of the percentage of 

their paycheck they commit to 
eating beef. 

This, along with an 
improved dining experience 
when eating beef, is why 
demand has remained rock 
solid. (see Graph 1)

I realize that I am preach-
ing to the choir, as I know 
many of you reading this arti-
cle enjoy eating beef regularly, 
but I truly believe that the 
beef industry has overcome 
the negative press and con-
stant drumbeat against the 

benefits of eating beef we’ve 
had to endure over the past 
few decades. 

False narratives and phony 
products cannot compete with 
the truth and the taste of real 
beef. 

I tip my cap to all livestock 
producers who continue to 
work diligently every day to 
produce the best beef in the 
world.

Have a great summer, keep 
those grills hot, and stay safe 
out there!

Graph 1

KUDOS TO THE U.S. BEEF CONSUMER

trends are shifting. 
Newer health perspec-

tives now support balanced 
diets that include moderate 
amounts of fat and emphasize 
high-protein options served in 
smaller portions. 

This evolution presents 
an opportunity for the pork 
industry to reposition pork as 
a nutritious, affordable and 
flavorful source of protein.

With beef prices reaching 
historic highs, consumers 

appear to be more focused 
on portion control and overall 
value rather than simply seek-
ing the lowest price. 

This presents pork with a 
strategic opening to compete 
not just on cost, but on taste, 
convenience and nutrition.

Flavorful products like 
marinated loins, seasoned 
pork chops and pork steaks 
are excellent examples of how 
pork can meet the preferences 
of modern consumers. These 
ready-to-cook, flavor-rich 
options help communicate the 
message behind the new slo-
gan and encourage customers 
to “Taste What Pork Can Do.”

In conversations with a 
processor supplying pork to 
Southeast Asian markets, an 
interesting insight emerged: 
Customers in that region 
requested a half-inch fat cap 
on loins to retain moisture 
and enhance flavor during 
cooking. This underscores a 
larger point — we must lis-
ten to consumer preferences 
more carefully and balance 
cost-effective production with 
delivering a product people 
genuinely want.

Historically, our focus has 
been on producing pork as 
efficiently and cheaply as pos-
sible. 

However, to stay compet-
itive and relevant, we need 
to pay closer attention to the 
evolving expectations of con-
sumers, especially the young-
er generations that are shap-
ing the future of food.

Market Update 
and Outlook

As this article is being writ-
ten, pork cutout values have 
jumped from the low 90s to 
more than 120. 

This increase has pushed 
futures to new contract highs 
that extend well into the sum-
mer of 2026. 

Although some short-term 
pullback may occur after the 
Fourth of July holiday, the 
outlook remains positive. 
With crop conditions current-
ly rated as good to excellent, 
input costs are expected to 
remain manageable. If herd 
health remains stable, pro-
ducers have a solid chance 
of turning a profit through at 
least August 2026.

As always, don’t try to 
time the peak perfectly. In 
the words of the Steve Miller 
Band: “Take the money and 
run.” After all, with four mar-
riages and a $60 million net 
worth, maybe he was onto 
something.



Producers Services Directory

Delivery address: 4809 S 114th St, Omaha, NE 68137-2308  
Mailing address: PO Box 45978, Omaha, NE 68145-0978

Office: (402) 597-9189   Fax (402) 597-9505
Email: plma1@plmcoop.com    www.producers-livestock.com

General Office

Contact	 Extension
Tim Meyer, President	 1115
Mike Sila, Senior VP	 1106
Dave Nickelson, Treasurer	 1104
Garette Long
Deb Engler, Secretary	 1100
	 Support staff:
Aric Ellinghuysen, IT Director	 1111 
Brittnee Hytrek, Financial Operations Specialist	 1114
Mick Jackson, Marketing Settlements	 1105
Becky Jensen, Marketing Settlements	 1109

Contact	 Mobile	 Extension
Bart Thoreson, Senior VP	 (712) 790-9995	 1112
Darrell Ziola	 (402) 657-0598	 1117
Ryan Power	 (402) 507-7790	 1110
Keith Meiergerd	 (402) 432-8292	 1108
Tyler Calfee	 (402) 676-2302	 1107 
Brady Read	 (515) 574-9367	 1113
Ethan Varilek		  1132
Tina Fettes		  1101
Emily Manthei		  1116
Nick Buelt		  1118
Mike Sievers, Field Insp.	 (712) 260-4239	 2200

Financing for Livestock - Operating
Office: (402) 597-9189   Fax: (402) 597-9505

PLCC Financial Services

Contact	 Mobile	 Extension
Shawn Smith, President 	 (712) 870-4202 	 1127                                             
Verna Bennett		  1129
Kyle Krager	 (712) 251-9477	 1125
Stacy Raasch	 (712) 369-0781	 1131
Chris Reifenberger	 (515) 350-3386	 1130
Zachary Tindall	 (712) 541-9992	 1126

Brokerage Services and Consulting on 
Hedging - Options - Hedge Contract Programs - LRP

Producers Commodities LLC
Office: (712) 274-0539

Commodity Services

Nebraska	 City	 Mobile
Emmet Caldwell	 Lincoln	 (402) 224-0205
Ed Heusinkvelt	 Lexington	 (308) 325-0227
Steve Maloley	 Kearney	 (308) 325-0165
Vance Whitehill	 Stapleton	 (308) 636-8114 
Matt Wilken	 Bertrand	 (308) 991-5944
South Dakota
Claude Forbes	 Woonsocket	 (605) 350-0366 
Jake Hopwood 	 Neligh, NE 	 (308) 627-4828
Mark Johnson	 Centerville	 (605) 212-2387
Minnesota
Mike V Million	 Marshall	 (507) 829-1394
Iowa
Jon Baker	 Harper	 (319) 461-5900
David Herbold	 Lawton	 (712) 899-9560
Scott Hodne	 Manning	 (712) 299-7696
Joe Hoffmann	 Dunlap	 (712) 647-8361
Bob Pallardy	 Williamsburg	 (319) 330-1315
Dave Waterhouse	 Manchester	 (563) 920-2082
Justin Wessel	 Manchester	 (563) 690-8472
Missouri
Dave Bryan	 Windsor	 (660) 815-0815
Mike Million	 Oregon	 (308) 325-5274
Wyoming
Slim Cook	 Cody	 (307) 272-2024 
California
Luke Stevens	 Marshall	 (707) 953-4879

Producers Beef Programs
Country Direct Feeder Cattle Sales

Feeder Cattle Buying - Fed Cattle Sales
Office: (402) 597-9189

Producers Livestock Services

PRODUCERS
(USPS445-860; ISSN0887-2767)

PRODUCERS LIVESTOCK NEWS is published bi-monthly by  
Producers Livestock Marketing Asso.

Jay Bakken, CHAIRMAN. Zak Kennedy, VICE CHAIRMAN.  
Tim Meyer, PRESIDENT. Dave Nickelson, TREASURER. Deb Engler, SECRETARY. 

Periodical’s postage paid at Omaha, NE and additional entry office. 
POSTMASTER — Send address changes to: 

PRODUCERS LIVESTOCK MARKETING NEWS
4809 S. 114th St., Omaha, NE 68137-2308

Producers Pork Programs
Premium - Based Marketing - Supply Agreements

Office: (712) 274-0536

Contact	 Mobile
Noland Johnson, Senior VP	 (641) 990-0467
Connie Sponder, settlements	 office: (712) 274-0536
Tim DeLance	 (712) 660-1199
Jason Goodwin	 (712) 389-0228
Bill Nielson	 (605) 310-4664
Jeremy Schram	 (712) 259-0210

2 Producers Livestock News
July 2025

EARN 5.0%
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•	 Interest paid quarterly
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at 402-597-9189 to get started today!
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https://bit.ly/40RRy8r

Invest in PLCC’s payment plus account  
and give your money a raise!

$$$$$

By Shawn Smith
President
Producers Commodities, LLC
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If you’ve done business 
with Producers Live-
stock within the past 20 

years, there’s a good chance 
you’ve crossed paths with 
Mick Jackson, whether you 
knew it or not. 

Mick has been part of the 
Beef Marketing team since 
December 2003, and he works 
behind the scenes with just 
about everyone at Producers 
Livestock — from our beef 
agents out in the country, 
to our commodities staff in 
Sioux City, and credit staff just 
down the hall from him in our 
Omaha office. 

He coordinates payments 
from packers and ensures our 
cattle producers and truck 
drivers get paid accurately 
and on time. It’s a vital role, 
and Mick handles it all with 
quiet consistency. 

He might not be the loud-
est voice in the room, but his 
steady presence and attention 
to detail have made him an 
invaluable part of the Produc-
ers Livestock team.

Mick grew up in southern 
York County, Nebraska, on a 
row crop farm with a 300 to 

STAFF SPOTLIGHT: MICK JACKSON 

Staff Spotlight

400-head feedlot, giving him 
early exposure to the livestock 
world. 

After graduating college, 
he spotted a job posting with 
Producers Livestock, a compa-
ny his grandpa, dad and uncle 
had all worked with in the 
past, and decided to apply. 

Now, more than two 
decades later, Mick says his 
favorite part of the job is the 
people: “I love the people 

— our customers and fellow 
employees.” When asked 
about the highlight of his 
workday, his answer was sim-
ple: “getting things right for 
the customer.”

Outside of the office, Mick 
and his wife live just north of 
Blair, Nebraska, where they’re 
raising two daughters and a 
son. 

He enjoys gardening, keep-
ing up with the kids’ activities 
and rooting (with occasional 
heartbreak) for Cornhusker 
sports. 

He also runs a small cow 
herd alongside his brother and 
uncle, keeping him connected 
to the production side of the 
business he supports daily.

Whether it’s boots on the 
ground in the field, or support 
behind the scenes, our team 
continues to grow with one 
shared goal in mind — serv-
ing our customers well. 

Mick is just one example of 
the faces behind the scenes at 
Producers Livestock, the ones 
who show up, do the work 
and are the reason our cus-
tomers get the service they’ve 
come to expect.

Live cattle returned from 
the shortened Fourth of July 
holiday trading week with 
some strength. 

The Choice boxed beef 
cutout is holding around the 
$390 level, which has helped 
improve packer margins. Ide-
ally, that momentum trans-
lates in Basis levels remain 
unusually strong, with a +$15 
to +$20 basis in the north, well 
above the five-year July aver-
age of around +$6.

We’re also continuing to see 
carcass weights increase. As of 
the most recent data at the time 
this article is written (week 
ending June 21), weights are 
averaging 25 pounds higher 
than the same week last year 
and 44 pounds over the three-
year average.

The feeder cattle market 
experienced a sharp $4.65 
drop on July 1 following the 
announcement that one port 
would reopen to Mexican cat-
tle imports starting July 7. 

However, that selloff was 
short-lived as the market 
bounced back on July 2, gain-
ing $3, and as of July 7, the 
day cattle were expected to 
start crossing the border, the 
August contract closed up 
$4.22.

We are also starting to see a 
good number of fall-delivery 
calves being sold on the video 
auctions. 

If you’re purchasing fall-de-
livery cattle, it’s a good time 
to explore risk management 
options at the time of pur-
chase. You don’t need to wait 
until delivery to put downside 
protection in place.

MARKET UPDATE FROM THE COMMODITIES OFFICE

Lean Hog Complex
Shifting to the lean hog 

complex, the end of June and 
start of July brought some 
selloff. The USDA’s Quarterly 

Hogs and Pigs report came 
in right in line with prere-
port estimates, but a quick 
$12 drop in the pork cutout 
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LRP
LIVESTOCK RISK PROTECTION

Offered through our Commodity Office
Benefits of using LRP:

•	 Fed Cattle, Feeder Cattle, Hogs
•	 Head and weight specific
•	 Variety of coverage lengths
•	 Premium is due at the end of the policy
•	 Downside price protection with top side open
•	 Settled against the cash markets

PRODUCERS LIVESTOCK 
MARKETING ASSOCIATION

Give us a call today to learn more  
or receive a quote to protect  

your livestock.

Commodity Division: (712) 274-0539
Zach Tindall Cell: (712) 541-9992

Email: ztindall@plmcoop.com

By Mike Sila
Senior Vice President, Beef Department
Producers Livestock Marketing Association

Elections are held annually in February.  
Directors are elected for a three-year term. 

To run for a director position, the person must be an active 
member/customer of Producers Livestock. Regions with 

positions up for re-election in 2026 are Minnesota, northern 
Iowa and Kansas/Missouri. 

If you are interested in or would like more information about 
serving on the board, please contact either  
Tim Meyer or Deb Engler at 402-597-9189.

The video auction sea-
son has begun, and we 
are seeing a peek at 

calf prices for fall delivery. 
Both video auctions had 

larger offerings than last year. 
Superior Livestock Auction 
sold 100,888 head this year 
compared to 56,906 head last 
year. Northern Livestock Video 
reported 67,704 head sold ver-
sus 22,954 head last year. 

As we all know, the cow 
herd is the smallest it has been 
since the 1950s. Despite this, 
the first video offerings are sig-
nificantly larger than last year. 

This suggests ranchers are 
wanting to take advantage of 
these record prices now, rath-
er than risk the chance of a 
price-altering event before fall. 

Alternatively, some ranch-
ers may have chosen to try the 
video auction to increase their 
exposure and bidder compe-
tition.

These reported prices will 
be load lots of unweaned steer 
calves for delivery from Octo-
ber through November. 

These calves are in Colorado, 
Iowa, North Dakota, Nebraska, 
South Dakota and Wyoming. 
Superior Livestock Auction 
started the season off with its 
Corn Belt Classic. Steers weigh-
ing 550 to 599 pounds averaged 
$382.57 per hundredweight, 
$67 per hundredweight higher 
than last year. 

Their big brothers weighing 
650 to 700 pounds were $54 per 
hundredweight higher than a 
year ago, averaging $343.56 
per hundredweight. The same 
week, Northern Livestock 
Video Auction had its first 
summer sale, and prices were 
very comparable. 

Unweaned steers weighing 
550 to 599 pounds brought an 
average of $381.23, which is an 
average of $58 per  hundred-
weight more than last year. 
The 600 to 649 pounds steers 
came in at $361.17 per hun-
dredweight, up $57 per  hun-

FIRST LOOK AT FALL CALF PRICES
over the span of a week added 
pressure to lean hog futures. 

Despite that, the cash hog 
market remains strong, with 
national cash hog prices 
reaching parity with the cut-
out heading into the holiday 
weekend.

Seasonally, we expect the 
number of market-ready hogs 
to decrease, increasing packer 
participation. 

The cash feeder and iso-
wean markets remain strong 
as well, with prices trending 
$20 higher on iso-weans and 
as much as $40 higher on feed-
er pigs.

Volatility and seasonal 
shifts are nothing new to the 
livestock markets, but staying 
informed and having a plan 
in place can make all the dif-
ference. 

As always, our commodi-
ties team is here to help you 
navigate your risk manage-
ment decisions.

This material should be construed as the solicitation of trading strategies and/
or services provided by Producers Commodities LLC as noted in this presenta-
tion. These materials have been created for a select group of individuals, and 
are intended to be presented with the proper context and guidance. Information 
contained herein was obtained from sources believed to be reliable, but is not 
guaranteed as to its accuracy. These materials represent the opinions and view-
points of the author, and do not necessarily reflect the viewpoints and trading 
strategies employed by the IB, Producers Commodities LLC. The trading of 
derivatives such as futures, options, and over-the-counter (“OTC”) products or 
“swaps” may not be suitable for all investors. Derivatives trading involves risk 
of loss and past financial results are not necessarily indicative of future perfor-
mance. Any hypothetical examples given are exactly that and no representation 
is being made that any person will or is likely to achieve profits or losses based 
on those examples. Producers Commodities LLC is not responsible for any 
redistribution of this material by third parties, or any trading decisions taken 
by persons not intended to view this material. This material does not constitute 
an individualized recommendation, or take into account the particular trading 
objectives, financial situations, or needs of individual customers. Contact desig-
nated personnel from Producers Commodities LLC for specific trading advice to 
meet your trading preferences or goals.

MARKETS
  FROM PAGE 2

dredweight from last year.
Now that we have had 

the opportunity to see some 
calf prices for fall delivery, 
it’s time to look at breakev-
ens. The included breakeven 
chart is based on the price of 
a 650-pound delivered steer 
calf, gaining 3.25 pounds per 
head per day, for 215 days, and 
being sold at a pay weight of 
1,450 pounds. 

The horizontal line across 
the top of the chart is the deliv-
ered price of a 650-pound steer 
per hundredweight. The cost 
of gain per hundredweight is 
along the vertical side of the 
chart. 

Follow across the line of the 
price, through the cost of gain; 
this will give you the breakev-
en price. 

These breakeven prices 
are cash market prices. For 
the hedgers, you will need to 
include the basis for the mar-

keting month.
We all know that hedging 

last year’s calves to be finished 
this summer left some money 
on the table. 

Although, the excellent 
basis has allowed hedgers to 
pick some of that back up. 

Given the current price level 
of these feeders, and with the 
ever-changing market con-
ditions, it is more important 
than ever to have some type of 
downside protection.

If you can’t hedge your mar-
ket price at the beginning of 
the feeding phase, there are 
opportunities with options to 
protect against downside risk. 

As you continue to place cat-
tle this fall, please reach out to 
your Producers Livestock Beef 
Agent or Commodity Broker to 
assist you with your price risk 
management strategy. 

Thank you for the opportu-
nity to be a part of your team.

RECEIVE WEEKLY  
MARKET COMMENTARY  
FROM OUR EXPERTS!
Sign up to receive Weekly 
Market Commentary from 
our commodities experts. 

Have you heard the 
news? In addition to our 
e-newsletter, Producers 

Livestock is now sending 
out weekly market 

updates! 
Scan this QR code  
to sign up TODAY!
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By Bart Thoreson
Senior Vice President, credit department
Producers Livestock Credit Corporation

Hopefully everyone 
had a great Fourth 
of July recently and 

took some time to celebrate 
our country’s independence 
with family and friends. We 
live a truly unique existence 
compared to most other peo-
ple around the world, to say 
the least. 

My family did some grilling, 
relaxed in our neighbor’s pool, 
watched fireworks, attended a 
family friend’s 50th birthday 
party at the lake, and capped 

CELEBRATING INDEPENDENCE IS ALWAYS WORTHWHILE

off the long weekend by going 
to the farm to see my parents. 

Our daughter Clare 
loved the last one, for sure. I 
would’ve considered myself 

lucky if I had only gotten to do 
one of these things, and I con-
sider myself very fortunate to 
have gotten to do them all.

As I’ve stated many times 

before, I love the fact that 
at Producers we work with 
such a variety of indepen-
dent-minded livestock pro-
ducers. Our customers are 
truly the reason we have been 
able to stay independent in 
our business model as well. 

Steve Jobs, co-founder of 
Apple Inc., advised his people 
not to waste time living some-
one else’s life and to have the 
courage to follow their own 
heart and intuition. I think 
this describes a vast majority 
of our customers. 

I’m not sure how many 
livestock people Steve knew, 
but I’m sure he would have 
loved to know that many of 
our customers are doing just 
what he was saying. 

It’s not always easy, as 
we all know, but being able 
to combine resilience, pas-
sion, self-discipline and some 
risk-taking usually leads to 
confidence and courage in 
the end, and having that con-
fidence in ourselves is what 
keeps us moving forward. 

Please make sure you are 
celebrating these wins we are 
experiencing currently in the 
livestock sector and remind 
yourself that it has taken more 
courage on your part to stay 
engaged in livestock produc-
tion than almost any other 
time in recent history.

 I believe it was Winston 
Churchill that stated some-
thing to the effect of: Success 
is not always final; failure is 
usually never fatal, but the 
courage to continue is what 
matters in the end.

I think we have several 
years of what most would say 
is going to be a wild ride 
ahead of us, especially in the 
cattle sector. I’m in the camp 
currently that thinks this bull 
market is here to stay for quite 
some time. 

However, I have conversa-
tions daily with people who 
have valid opinions that either 
agree or disagree with me. 

They all have information 
and data to share that shows 
their opinion to be strong and 
can usually back up the theo-
ry they have developed. The 
toughest part for me is I have 
genuine respect for almost all 
of those who are sharing their 
viewpoint with me, and it can 
be easy to be swayed in either 
direction. 

Sometimes it can feel that 
being able to be swayed to 
change my opinion is a form 
of weakness or a lack of true 
understanding of the current 
market, but then I’m remind-
ed of what Dave Waterhouse’s 
grandfather Wes used to say. 

Dave told us that his grand-
father said on numerous 
occasions, “A smart man will 
change his mind often, but a 
damn fool never will.” 

One piece of advice that I 
can give you with confidence 
is: This sure feels like a time 
when it is more important 
than ever to make sure you 
stay engaged with your agent, 
lender, and brokers at Produc-
ers Livestock

Don’t forget to enjoy the 
ride; just please buckle up, as 
we like to say!INTERN SPOTLIGHT: A FRESH PERSPECTIVE  

FROM GEORGIA TO THE MIDWEST
We’re excited to introduce Kayle Arnold, 

our summer intern who joined the Producers 
Livestock team in mid-May and will be with us 
through the end of July. 

Originally from Screven, Georgia, Kayle 
brings an impressive background in livestock 
production, a strong work ethic, and a fresh 
set of ideas that have already made a positive 
impact on our organization.

Kayle is currently pursuing a Bachelor of 
Science degree in Agribusiness and Livestock 
Production at Abraham Baldwin Agricultural 
College (ABAC), where she holds honors and 
is a member of Collegiate FFA, ABAC’s Cattle-
men’s Association, and serves as an ambassa-
dor for the college. 

Kayle is on track to graduate in fall 2026 — 
but she’s already putting her classroom knowl-
edge to work in real-world industry settings.

Kayle is no stranger to hard work, as she’s 
been actively involved in her family’s opera-
tion, Boggy Creek Farms, since 2015. There, 
she helps manage daily operations for 350 head 
of cattle, supports purebred Angus embryo 
transfer work, and maintains herd health and 
records. 

Her hands-on experience gives her a prac-
tical understanding of what cattle producers 
face every day, making her a great fit for the 
Producers Livestock team.

Beyond the farm, Kayle has also been deeply 
engaged in the beef industry. 

She’s served as an intern at major events 
including CattleCon 2025 and the Cattlemen’s 
Beef Board Summer Meeting, where she con-
tributed to event logistics, sponsorship coordi-

nation, and social media promotion.
Since joining our team, Kayle has been driv-

en, curious, and willing to jump in wherever 
needed. 

She asks thoughtful questions, offers fresh 
insight, and isn’t afraid to bring new ideas to 
the table — all qualities that make her a strong 
contributor and a standout young leader in the 
industry.

Kayle will be sharing more about her intern-
ship experience in our September newsletter, 
so stay tuned to hear directly from her. 

In the meantime, we’re grateful to have her 
on board this summer and look forward to all 
she’ll accomplish during her time with Produc-
ers Livestock.

EXPANDING OUR BEEF  
TEAM IN EASTERN IOWA

We’re excited to welcome Dave Waterhouse and Justin 
Wessel to the Producers Livestock team as beef agents serv-
ing Eastern Iowa. Both are based out of Manchester, Iowa, 
and bring a strong understanding of the region’s cattle 
industry, as well as a shared commitment to building trust-
ed relationships with producers.

As the demand for local, knowledgeable support contin-
ues to grow, Dave and Justin are here to serve producers 
across the eastern half of the state with marketing support 
and insight. With experience in both cattle production and 
customer-facing roles, they understand what it takes to help 
producers make informed and timely decisions.

We’re proud to have them join our growing team of 
agents and look forward to the relationships they’ll build 
in their territory. If you’re in Eastern Iowa and haven’t yet 
had the chance to connect with Dave or Justin, keep an eye 
out, or reach out anytime. They’re ready to hit the ground 
running.

MAKING CONNECTIONS
Producers Livestock had the opportunity to host members of the CoBank leadership team for dinner in Omaha 
in late June. Our leadership team was joined by President and Chief Banking Officer of CoBank, Eric Itambo; as 
well as Marcus Wilhelm, Regional President of CoBank; and Matt Hellwig, Regional VP of CoBank. Together, we 
exchanged insights about our business models, discussed future plans, and shared ideas for strengthening indus-
try partnerships. These kinds of conversations, rooted in connection and long-term relationships, are what allow 
us to grow, evolve, and continue serving livestock producers. Pictured left to right: Dave Nickelson, Wilhelm, Bart 
Thoreson, Itambo, Deb Engler, Tim Meyer and Hellwig.

www.producers-livestock.com
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