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RECOMMENDED CROP VARIETIES FOR 1961 
HARLEY J. OTto • 

The use of high quality seed of 
proven and recommended crop vari
eties is one of the most basic factors in 
producing crops efficiently. Seed qual
ity has two important aspects. 

First high quality seed has varietal 
purity.' A combination of characteristics 
distinguish one variety from another. 
Such things as maturity, yielding abil
ity, plant height, lodging resistance, re
sistance to specific diseases, and market 
quality vary from one variety to an
other. 

Recommended varieties give superior 
performance for these factors. If y_ou 
wish to take advantage of the supenor 
capacity of improved varieties, you 
must have assurance of varietal purity. 
The use of certified seed gives this as
surance. It is grown from a known seed 
source and is inspected for off-type 
plants in the field and laboratory. 

The second aspect of seed quality 
concerns factors that are measurable 
in the seed laboratory--such things as 
germination and freedom from weed 
seeds, other crop seeds, trash, and dirt. 
This information must be given on the 
tag accompanying the seed. Look ior_ it 
before you buy the seed. Here agam, 
certified seed must meet minimum 
standards for these factors. 

High quality seed may cost a little 
more than low quality seed per bushel. 
However, the cost of using goo_d seed 
is negligible when compared w1th the 
total cost of growing an acre of crop. 
The extra cost is clearly a good invest
ment. Cheap seed is not often a bargain. 

HOW ARE VARIETIES CHOSEN 
FOR RECOMMENDATION? 

The list of recommended varieties is 
based on several years of extensive 
field tests around the state. The tests 
are conducted by the Minnesota Agri
cultural Experiment Station at the 

• Extension agronomist. 

central station, the seven branch sta
tions, and in individual farmer's fields. 
In addition, the varieties are tested in 
the greenhouse and laboratory for dis
ease resistance and quality factors. 

Usually a variety must be tested at 
least 3 years before it is considered 
for recommendation. 

Performance data are reviewed each 
year by representatives of the Agricul
tural Experiment Station, Extension 
Service, and the Minnesota Crop Im
provement Association. The varieties 
which have given superior performance 
over a period of years are then chosen 
for recommendation. 

The list of recommended varieties 
was recently revised for 1960. The rec
ommended varieties for each crop are 
given below. Changes from the 1959 
list are noted. Complete descriptions 
and performance data for these varie
ties will be found in Minnesota Agri
cultural Experiment Station, Miscel
laneous Report 24, VarietaL TriaLs of 
Farm Crops available early in 1961. 

Oats 
Recommended varieties are: 

Early maturing--Andrew 
Minhafer 

Midseason-- Ajax 
Burnett 
Minton 

Late maturing-- Garry 
Rodney 

Two varieties under test 3 to 4 years 
were placed on the "not recommended" 
list. They are Fundy and Nehawka. 

Fundy, midseason in maturity, has 
exhibited lower test weight than Ajax 
and poorer standing ability and resis
tance to leaf rust than Minton. 

Nehawka, an early variety, is lower 
in test weight than Andrew and Min
bafer and bas poorer standing ability 
than Minhafer. It is also susceptible to 
the leaf diseases, Septaria, and rust. 

Barley 
Kindred, Parkland, and Traill are 

the recommended varieties. All three 

December 1960 

have acceptable malting qualities. Kin
dred and Traill have white aleurone 
while Parkland is a blue barley. 

Wheat 
Hard red spring wheat--Lee and Sel

kirk are the recommended varieties. 
Durum--Lakota, Langdon, and Wells 

are recommended. Lakota and Wells 
were released from North Dakota in 
1959 and added to the recommended list 
a year ago. Both varieties are earlier, 
shorter, and stiffer strawed than Lang
don. They have exhibited yielding abil
ity comparable to Langdon despite 
their earlier maturity. Some seed of 
these two varieties will be available 
for planting in 1961. 

Ramsey was removed from the r ec
ommended list because it yields less 
and does not have the standing ability 
of recommended varieties. 

Winter Wheat 
Minter is the only recommended 

variety. 
Rye 

Adams, Caribou, and Elk are the 
recommended varieties. All are fall
sown varieties. 

Flax 
Recommended varieties are Arny, 

B 5128, Bailey, Marine, and Redwood. 

Soybeans 
Acme, Chippewa, Comet, Flambeau, 

Grant, Harosoy, Merit, Norchief, and 
Ottawa Mandarin are the recom
mended varieties. Maturity is one of 
the first factors to consider in choosing 
a soybean variety. Refer to Miscellane
ous Report 24 or consult your local 
county agent for adaptability of the 
soybean varieties to your area. 

Capital soybeans was removed from 
the recommended list because it bas 
lower yield capacity, poorer standing 
ability, and lower oil content than 
other varieties of similar maturity. 

The recommended varieties of other 
crops are: 
Alfalfa: 
Red Clover: 

Ranger , Vernal 
Dollard, 
Lakeland 

(Continued on page 6) 
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CREDIT MANAGEMENT BY FEED DEALERS 
REYNOLD P. DAHL* 

Feed purchases represent the largest 
single production supply expense of 
Minnesota farmers. Since farmers make 
heavy cash outlays for feed long be
fore income is received, they often need 
credit to finance its purchase. Hence, 
dealers and manufacturers frequently 
sell feed to farmers on a credit basis. 
The cost-price squeeze in agriculture 
has also been a factor causing farmers 
to request more credit from dealers. 

In recent years, many feed dealers 
have been confronted with the problem 
of their accounts receivable increasing 
fa::. ~er than sales. This may result in 
the cash position of the firm being 
squeezed which in turn hampers busi
ness efficiency. A weak cash position 
increases the costs of purchases for the 
firm because it often cannot take ad
vantage of quantity discounts or pur
chase discounts for paying cash. An
other effect of credit on business effi
ciency is that the manager and other 
personnel may have to devote time to 
credit problems at the expense of other 
duties. 

The Department of Agricultural Eco
nomics recently made a study of the 
credit policies and practices of 144 feed 
dealers in the state. All were members 
of the Northwest Retail Feed Dealers, 
Inc. Forty-two of these firms were co
operatives and 102 were individual pro
prietorships or corporations. 

The average dealer reported feed 
sales of $223,100 in 1958 of which 60 
percent represented credit sales. The 
largest group of dealers, 44 percent, 
granted credit on open book accounts 
only. 

About 40 percent of the dealers re
ported that credit was granted for 90 
days; nearly 20 percent of the dealers 
granted credit for 30 days, while the 
remainder gave credit for 6 months or 
longer or had no specific time limit. 

About 6 out of every 10 feed dealers 
made no separate charges for credit. 
The others made charges after a speci
fied length of time. The most common 
charge was an interest rate of 6 percent. 

Many dealers indicated that they did 
not establish credit charges or did not 
enforce their policy of credit charges 
because of a fear of losing customers. 

About 3 out of every 10 feed dealers 
offered a discount for paying cash. The 
most common cash discount was either 
2 percent of sales or $2 per ton of feed 
purchased. 

• Associate professor, Department of Agri
cultural Economics. 

The dealers cited several reasons for 
offering credit to their customers. One 
factor that was frequently mentioned 
was meeting the credit terms of com
petitors. They indicated that farmers 
expect the dealer to offer them credit. 
The dealers fear that if they do not 
give the farmer credit, he will find a 
dealer who will. 

The retail feed business is highly 
competitive. The average dealer in this 
study had a trade area with a radius 
of about 15 miles. More than 80 percent 
of the dealers had 5 or more competi
tors in their area. 

Other dealers contended that farmers 
could not get adequate credit from 
lending agencies and hence the dealer 
was under pressure to provide it. 

The dealers cited two main problems 
in managing their credit program. The 
first was slowness of payment by farm
ers. This in turn resulted in tying up 
of too much of their working capital in 
accounts receivable. It was interesting 
to note, however, that none of the 
dealers complained about large bad 
debt losses in recent years. 

A second problem mentioned by 
many was what they considered credit 
misuse by other dealers. Some dealers 
were attempting to expand sales by 
offering more liberal credit terms. This 
made it difficult for others to enforce 
a credit policy regarding time and 
charges for credit without losing cus
tomers. 

Costs to the Dealer 

Credit costs can be divided into two 
groups-direct and indirect. Direct costs 
are the most important for manage
ment to watch because these are costs 
that can be controlled. In fact, they 
could be eliminated if credit were also 
eliminated. 

Interest on funds invested in accounts 
receivable is usually the largest direct 
cost. Losses on uncollectable accounts 
are probably the second largest direct 
credit cost. Other direct costs would 
include travel and collection expense; 
office supplies and postage ; and salaries 
to personnel hired specifically to handle 
credit. 

The second group of credit costs
the indirect costs-consists primarily of 
managerial and clerical expense. A 
characteristic feature of these costs is 
that they coulcl not be significantly re
duced by eliminating the credit pro
gram. It must recognized, however, 
that the manager might be able to do 
a better job in other parts of the busi
ness if he did not have to devote time 
to credit problems. 

If a firm can reduce its credit costs 
through a more effective credit policy 
without losing sales, its profits can be 
increased. Some firms may find that a 
tightening of credit terms may reduce 
costs without an offsetting drop in prof
its due to lost volume. Others may find 
that more credit, under a well managed 
program, may increase volume enough 
to more than cover the extra costs. 
Conditions vary so much from one 
dealer to another that each must make 
the comparison for himself. A knowl
edge of direct costs at a given level of 
sales is helpful in making such esti
mates. 

Better Credit Management 

The following is a brief outline of 
some suggestions which may be useful 
in improving credit operations. 

1. The owner or the board of direc
tors. in the case of a cooperative or 
other corporation, should establish a 
credit policy. 

a. Specify how the credit responsi
bility of a customer will be determined 
before credit is granted. 

b. Specify the terms of the credit. 
c. Offer incentives to customers for 

paying cash by allowing a cash dis
count or making a charge for credit. 

2. Delegate the responsibility of en
forcing the credit policy to one indi
vidual. 

a. Be certain that all personnel in 
the firm know what the policy is. 

b. Make sure your customers are in
formed o£ the credit policy. 

c. Minimize exceptions to the credit 
policy. 

d. Maintain a list of customers who 
are not eligible for further credit. 

3. Establish collection procedures. 

a. Mail statements promptly at the 
end of each month. 

b. Make special efforts to obtain pay
ment on the due date. 

c. Age all of the accounts at the end 
of each month. 

d. Obtain a promissory note on slow 
accounts. 

e. Use collection agencies as a last 
resort. 

4. Encourage and assist farmers to 
use existing credit agencies. 

a. Establish close working relation
ships with credit specialists such as 
local banks and production credit as
sociations. 
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Credit Planning • tn the Farm Business 
HARLUND G. ROUTH£* 

Credit is an important tool in the 
operatic~m of the modern farm l;:msiness. 
FarqJ.ers ~;~re using m ore credit bec~use 
of la.rger farm expenditures due to in
cr~asing size of farm, rising cost rates, 
and more off-farm purchases. In 1960, 
prices paid by farmers for production 
goods and services were nearly 2¥2 
t imes as high as in 1940 and quantities 
purchased were 60 percent greater. The 
use of borrowed funds is often essential 
for the farmer who continues to expand 
and adjust to ch anging technology in 
today's competitive agriculture. 

Characteristically, farm expenses are 
uneven during the times of production 
of crops and livestock products. The 
same is true of income. This uneven
ness of expenses and income during the 
year can cause a shortage of funds to 
work with. Farmers can profitably use 
operating loans, including open ac
counts to buy those things during the 
year that will enable him to produce 
his crops and livestock efficiently. 

Credit for the farm operator can cut 
two ways. It can either be h is servant 
or h is master. It is not the lack of 
credit but the lack of careful planning 
for the use of credit that is the problem 
for many farmers today. 

While the feed and fertilizer dealer 
or farm supplier is primarily interested 
in short-term credit for f:rrmers, he 
should keep in mind that a farmer 
must plan carefully for the use of real 
estate loans, intermediate-term operat
ing loans, sh ort -term operating loans, 
and family consumption loans. His 
credit program, if planned wisely, 
should be managed so that the repay
ment o£ short-term loan obligatior..s 
can be made out of cvrrent income 
with full consideration given to his 
longer term fixed obligations. 

There are t hree essential steps in 
planning a short-term credit program 
with a farmer. They are: 

1. Make a budgeted plan of income 
and expenditures for th e year. 

2. Group expenditure items accord
ing to necessity, need, and want. 

3. Arrange for credit needs from as 
few sources as possible. 

A farmer should make a budgeted 
plan of credit needs for the entire year. 
With his past records as a guide, he 
can estimate farm expenses and im
provements, family living expenditures, 

• Extension Economist in Farm Manage
;_ ment. 

and previously incurred debt obliga
tions for the year ahead. Include in this 
preliminary plan all expe~ted and de
sired expenditures for the year ahead. 
By balancing the expenditures planned 
against income likely to be available, 
the farmer can very quickly see what 
his financial situation is likely to be in 
the year ahead. The following is an 
example worksheet that could be fol
lowed: 

A Budgeted Plan for the 
Coming Year 

Income Available 
Bank Balance Jan. 1 
F arm Income Expected 
Other Income Expected 

TOTAL 

Expenditures 
Farm Expense Expected 
Machinery and Improve

ments needed 
Family Living Costs 
Fixed Debt Payments 

(curren t obligation s) 
TOTAL 
DIFFERENCE 

If this budgeted plan for the coming 
year indicates that excess income might 
be available, then the farm operation 
is likely to be in a rather sound finan
cial position. The added income can 
then be used to finance further im
provements in the farm operation or 
family living such as to add to s::~vings. 

H owever, since it is more likely that 
a farmer will include all expenditures 
he would like to make, the total may 
exceed his estimate of available in
come. This indicates that either thesP. 
expenditures will need to be trimmed 
and managed very carefully, or added 
credit will need to be available during 
the year especially for machinery an::l 
improvements that will benefit the 
operation for a period of years. If the 
expenditures in the plan are largely 
operating expense, living cost, and 
fixed debt obligations and the total 
still exceeds the expected income, then 
a very careful review and trimming of 
these expenditures would be essential 
to maintain a sound financial position. 

If planned expenditures need to be 
trimmed, group the items according to 
necessities, needs, and wants. 

Neccessities are expenditures that a 
farmer must make to do the best possi
ble farming job such as hybrid seed, 
fertilizer, essential equipment, etc. A 
loan for the use o£ these expense items 

in the farm business, on an econcmi:: 
profitable basis, is justified if the farm
er is a good credit risk. If borrowed 
funds will be very limited for these 
purposes, then the farmer needs to 
check carefully to see where this op
erating capital can be used most effec
tively in the farm business. 

Needs are something that a farmer 
could use, but can get along without. 
A new machine may enable him to do 
a better job with less risk of break
down even though the old machine is 
still giving good service. The barn 
needs painting but the job could be 
delayed if oper ating funds are short. 
Borrowing for needs is justified only 
if the farmer is in such good financial 
shape that repayments will be no par
ticular problem for him. 

Wants are expenditures that would 
be nice or convenient but not necessar
ily profitable. Examples would be ma
chines with comfort features or con
trols that are more convenient than 
other machines. 

By indicating each expend iture item 
according to necessities, needs, and 
wants, · a farmer can see if some items 
can be trimmed from the budget during 
the coming year. This completed budget 
plan then becomes the benchmark for 
sound deci3ions by the farmer through
out the coming year. He knows just 
how far he can go. 

In setting up these budget plans and 
adjusting for necessities, needs, and 
wants, it is extremely important to 
allow for price uncertainty, yield vari
ability, death loss, and other risks in 
the farming operation. 

The third step in this credit planning 
process is to arrange for credit needs 
ahead of time with as few lenders as 
possible. 

The following are some important 
essentials for a sound credit program 

(Continued on page 4) 
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How One Banker Plans Loans 
W. D. FLEMMING* 

In 1948, the Goodhue County National 
Bank at Red Wing decided that loans 
other than the regular 60-180 day short
term type of credit were needed in 
farm financing. The average family 
farm was getting to be big business 
and so the bank made a study to de
termine what it felt would be adequate 
to fuxnish good financing to producers. 
This survey revealed a number of facts: 
(1) That several different types of loans 
would have to be set up to cover the 
farmers' needs and (2) That an officer 
o£ the bank would need to specialize 
in farm financing. 

The task of handling these new farm 
loans fell to Richard M. Bird and he 
describes the four types of loans deter
mined upon as follows: 

1. A short term (60-365 days) with 
the payoff to come from a specific farm 
product on the due day. 

2. A loan extending over three or 
four crop seasons to cover purchases 
of large equipment units. 

3. An intermediate loan designed to 
run from 4 to 7 years. 

4. A regular long-term real estate 
loan. 

The thinking behind this program 
was to cover the four major uses of 
farm income-family living, operating 
expenses, debt repayment, and long 
range planning to upgrade the opera
tion. It is designed to gear repayment 
plans to income, to set up a program to 
operate the farm unit, and to still make 
a decent living for the family. 

Bird declares that the intermediate 
type loan is his bank's most important 
extension of credit, saying: "This loan 
generally goes something like this. The 
farmer comes to us with his financial 
problems and we start out by taking 
a complete financial statement. We par
ticularly stress the fact that we want 
to know exactly what is owed in gas 
bills, feed bills, chattel mortgages, or 
other obligations he may have. Then 
we visit his farm to check the assets 
listed on his statement. We also check 
his income tax figures for the past year 
or two to determine how much income 
he has available. His past credit record 
is checked and his ability as a farmer 
is looked into very carefully. If our 
findings are satisfactory, a loan will 
be made to pick up all his obligations 

• Editor , Grai n and Feed R eview , Minne
apolis, and Secretary, Northwest Retail Feed 
Associa tion. 

with the understanding that all future 
financing will be done through us. 

"A payment plan is then set up to 
fit the type of farming in which he is 
engaged. Perhaps if he is a dairy farm
er it will be a cream check assignment 
. . . a hog raiser, a once or twice a year 
reduction from the sale of swine. This 
payoff plan is purposely set on a longer 
time basis so that the farmer will have 
cash left to pay future temporary bor
rowings as they come due. If, in our 
opinion, the farm operation is not large 
enough this intermediate loan w ill in
clude funds to be used to increase pro
duction by the purchase of additional 
hogs, cattle, fertilizer, or whatever 
might be needed. 

"We have found that to successfully 
carry out such a loan program, we 
must keep a close 'on the farm' contact 
with the whole operation. We get to 
know the farmer and his family-find 
out if the wife likes farming-if the 
children are happy on the farm. We 
find out what his family life and his 
personal habits are like. We consider 
the whole plan. Is he building up his 
property? Are his yard and buildings 
beginning to look better and is the 
farm getting a prosperous look? If he's 
a dairyman, are the number of cattle 
increasing and are the cows grading 
up? Is he going from 300 to 350 lbs. 
cows or is he going downhill? If the 
hrmer is a swine producer we check 
the size of his litters. We watch his 
sanitation program and we keep track 
of the time the hogs are on the farm. 

"As I said before in order for a farm 
family to succeed with this program 
we must know if enough production 
units are provided to produce an ade
quate living over expenses. Next, the 
farmer must provide plans for mod
ernization and improvement on the 
whole farm plan. A finance program 
such as this gives the farmer an incen
tive necessary to keep a progressively 
creative picture before him on his 
eventual goal and furnishes the drive 
necessary for a successful operation." 

A farm loan program, such as out
lined, cannot be successfully carried 
out from behind a desk, Bird asserted. 
It must be done on the farm. In his 
own case not only does he spend a 
great deal of time on farms but some 
75 to 80 percent of his social life is with 
farmers ... and in accepting him as a 
friend, his bank has been accepted and 
producers feel at ease when discussing 
their problems with any of its officers. 

Commenting on the general exten
sion of credit, Bird warned that a finan
cial statement from a farmer simply 

doesn't give enough information. He 
pointed out that 24 milk cows listed 
o~ one statement might mean a $3,600-
milk check and a loss every time the 
farmer milked them, while the same 
number on another statement might 
mean twice the income and a decent 
profit. There is only one way for the 
businessman dealing with farmers to 
determine who has the ability to pay. 
That is to have that close contact which 
enables one to find out at first hand 
whether that ability is there. And in 
the cost-price squeeze we are now op
erating under only the efficient will 
make a reasonable profit. 

Credit Planning _ 

(Continued from page 3) 

for farmers. Fertilizer and feed dealers 
and farm suppliers should be familiar 
with these and be prepared to counsel 
with farmers as a part of a sound busi
ness credit policy. 

1. Talk to the farmer about his 
planned credit program. 

a. Ask for a definite repayment pro
gram. 

b. Extend no more credit than care
ful figures show he can repay. 

c. Arrange due dates for loans based 
on the time of the year when the in
come will be there. 

2. Encourage the farmer to be busi
nesslike, fair. and frank with you and 
all other creditors. 

3. Check carefully to see if your 
credit extension to the farmer will 
cause divided, overlapping, and con
flicting obligations to more than one 
creditor. 

4. Encourage the farmer to come in 
before the due date of the loan if un
foreseen circumstances make repay
ment on the due date difficult. 

5. Encourage farmers to have ade
quate records and use them in credit 
planning. 

6. Encourage the farmer to use the 
profits of good years to reduce longer 
term debts and build up a reserve for 
unforeseen circumstances. 

7. Encourage the farmer 1o borrow 
to make money. A loan should return 
a profit. Be prepared to show how the 
purchase of your product will increase 
income. Spot check results in actual 
farm operations to be realistic. 
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Feeding Barley to Beef Cattle 
D. REIMER and E. C. FREDERICr 

Barley has an excellent reputation 
as a feed for livestock in many parts 
of the world. In the Midwest, the feed
ing value of barley has not been stud
ied as extensively as that of corn. Thus 
researchers in Animal Husbandry at 
the University's Northwest School and 
Experiment Station, Crookston have 
investigated several different aspects of 
feeding barley to fattening steers, dur
ing the past 4 years. 

The earlier experiments were con
cerned with the value of a pelleted 
grain mixture compared to a ground 
grain mixture, as well as the use of 
stilbestrol in pelleted and in ground 
grain rations for fattening yearling 
steers. 

Later trials were designed to deter
mine the value of a protein supplement 
in rations based upon barley, oats, and 
alfalfa hay; the value of cane molasses 
in a barley-oats mixture; and the value 
of stilbestrol implants for yearling 
steers fattened on barley-oats rations. 

The feeding trials now in progress 
are designed to evaluate the use of 
rolled, high-moisture ensiled barley 
versus rolled, dry barley, with and 
without alfalfa hay, for fattening year
ling steers. 

• Associate professors, Northwest ~chool 
and Experiment Station, Crookston. Th1s re
search' was conducted in cooperation with the 
Department of Animal Husbandry on the 
St. Paul Campus. 

Pelleted Rations 

The studies concerned with the value 
of pelleted versus ground grain rations 
and the inclusion of stilbestrol in such 
rations were conducted over a 3-year 
period from 1956-1959. In these experi
ments, medium-grade yearling Here
ford steers, averaging about 750 pounds 
at the outset of the trial, were divided 
into four equal-sized lots each year. 

The length of the feeding period 
ranged from 133 to 150 days, and the 
ration treatments were varied as fol
lows: two lots of steers received a 
ground grain ration and two lots re
ceived a pelleted grain ration. Both 
types of grain rations were composed 
of 70 percent barley and 30 percent 
oats. 

One lot of steers fed ground grain 
and one lot fed pelleted grain received 
11 milligrams of stilbestrol per head 
per day. For these lots, stilbestrol was 
pre-mixed in soybean oil meal, so that 
feeding 1 pound of soybean oil meal 
per day provided the indicated amount 
of stilbestrol. 

Steers in the other lots received 1 
pound of soybean oil meal (without 
stilbestrol) per head per day, and al
falfa hay was fed on a free-choice basis 
to all lots. 

The results of these feeding trials 
permit the following conclusions: 

(1) Stilbestrol, when used with a 
ground grain mixture, can be expected 

Adjustments in Fertilizer Recommendations -1961 

C. J. OVERDAHL, L. D. HANSON. 
and M. V. HALVERSON• 

Profitable fertilizer use is based on 
soil fertility research. It is from these 
experiments that fertilizer recommen
dations are prepared according to the 
varying soil test levels and yield re
sponse of numerous trial plots. To ob
tain the best recommendations, a 
chemical test is necessary to compare 
an individual field with experimental 
results. 

Recommendations for fertilizer ap
plication must be evaluated frequently 
to adjust to the most recent research 
data available. The Extension Soils 
Specialists of the University's Institute 
of Agriculture recently completed such 
an evaluation. 

It has not been our policy to make 
general distribution of recommenda
tions based on soil tests since the fer
tility level must be known for specific 

• ;Extension soils specialists. 

application. However, we are planning 
a new publication next spring to make 
University recommendations more com
monly available. 

Agricultural leaders are frequently 
asked about the kinds and rates of fer
tilizer to use in the absence of a soil 
test. For this situation, general recom
mendations have been compiled in Ex
tension Pamphlet 194 "Crop Production 
Guide for Minnesota" for major soil 
associations which are based on soil test 
averages from these areas. This pro
vides the best information when soil 
tests are not available. 

The compilation of experimental re
sults from the Soils Department and 
plot work conducted by the Agricul
tural Extension Service has shown the 
need for certain changes. 

Phosphorus 

In sou:th central and southeastern 
Minnesota the high rates of phosphate 
such as 120 pounds of P.O. do not ap
pear justified except for soil-building 
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to increase daily rate of gain, improve 
feed efficiency, and return a higher 
margin per steer over feed costs. 

(2) Stilbestrol, when used with a 
pelleted grain mixture, showed an ad
vantage in only one out of three feed
ing trials. 

(3) Pelleting the grain mixture can 
generally be expected to improve daily 
rate of gain, feed efficiency, and margin 
per steer over feed costs in rations 
which contain no stilbestrol. 

(4) Pelleting the grain mixture when 
stilbestrol is included in the ration does 
not appear to be beneficial. 

Protein Levels 

The feeding trials concerned with 
protein levels in beef fattening rations 
were conducted during 1959-1960. Two 
trials were conducted, and in each case, 
medium-grade yearling Hereford steers, 
averaging about 750 pounds at the out
set of the trials, were divided into four 
lots of 10 steers each. 

The feeding periods averaged 126 
days, and the ration treatments were 
as follows: two lots of steers received 
a pelleted grain mixture consisting of 
70 percent barley and 30 percent oats, 
and two lots received a pelleted mix
ture consisting of 68 percent barley, 29 
percent oats, and 3 percent dried molas
ses. One lot of steers in each of the 
above groups received 1 pound of soy
bean oil meal per head daily, whereas 

(Continued on page 6) 

purposes. For highest efficiency on av
erage soils, 40 to 50 pounds in the row 
for corn appears adequate for most 
soils. When phosphorus soil tests are 
low, it is recommended that phosphate 
be applied both broadcast and in the 
row. The total for a low test may be 
up to 80 pounds for high yield goals. 
For lesser goals phosphate recommen
dations have been reduced. 

In Western Minnesota, where soils 
frequently have excess lime, a greater 
need for phosphate exists, but these 
soils generally test low, hence the need 
is reflected in the recommendation. 

In north central and northeastern 
Minnesota in the somewhat acid and 
sandy areas, soils generally test high 
in phosphorus. Questions occasionally 
arise whether this is really true. Lim
ited observations on corn would show 
that only small amounts of phosphate, 
about 20 pounds of P.o. when applied 
in the row, is satisfactory for soils test
ing high in available phosphorus. 
Where big phosphate responses are ob
served it is possible that other fertilizer 

(Continued on page 6) 
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Fertilizer Recommendations-
(Continued from page 5) 

ingredients such as sulfur, magnesium, 
calcium, or minor elements may ac
tually be causing a response on these 
acid soils of low organic matter content. 
The need for these other elements has 
been studied, but drought frequently 
puts a ceiling on corn production possi
bilities. Responses to other ingredients 
are, therefore, difficult to sort out. 

In this soil area generally north and 
east of Highway 10, alfalfa in 1960 ap
peared to show a good response to 
phosphate even with high phosphorus 
soil tests. This needs more careful 
study, however, before recommenda
tions can be increased with real cer
tainty that higher rates are required. 

Potash 
Potash recommendations have been 

increased especially for soils with low 
potassium tests. In the southeastern 
part of the state, fields with low tests 
have given good responses on corn 
with rates up to 100 pounds of K.O. 
For alfalfa, 3-ton yields will remove 
approximately 135 pounds of K.O. The 
soil will release some potassium, but 
recommendations on alfalfa for a low 
test have been increased from 90 to 
120 pounds of K.O. Also, in the sandy 
areas responses from rates up to 240 
pounds of K,O on alfalfa further 
prompted the increase in potash rec
ommendations. 

Nitrogen 
The major change in nitrogen recom

mendations is not in rates but circum
stances upon which the recommenda
tion is based. Since we do not have a 
reliable nitrogen soil test, nitrogen 
recommendations have been based on 
the organic matter test using cropping 
history of the field (legumes, manure, 
etc.) as supplementary information. 

In 1961 the major portion of the ni
trogen recommendation will be based 
on cropping history with much less 
consideration given to the organic mat
ter test. The new method of using crop
ping history places the preceding crop 
into three categories. These are labelled 
"nitrogen sufficient," "nitrogen inter
mediate," and "nitrogen deficient." An 
example of a preceding crop for the 
"nitrogen sufficient" category would be 
legumes or 10 tons of manure. A "nitro
gen intermediate" example is soybeans, 
and a "nitrogen deficient" example 
would be 2 or more years of corn away 
from a legume in the crop sequence. 

Fertilizer recommendations are fre
quently subject to revision. An effort 
is being made for all agricultural 
leaders to have the newest recommen
dations available since they reflect the 
most recent research information. 

MINNESOTA FEED SERVICE 

Feeding Barley-
(Continued from page 5) 

the remaining two lots received no pro
tein supplements, but were given 1 
pound of ground shelled corn per day 
in order to equalize the TDN content 
of the rations. 

Alfalfa hay, minerals, and water 
were available to all lots on a free
choice basis. 

One-half of the steers in each lot 
were implanted with 24 mg. of stilbes
trol at the outset of each trial. 

The results of these trials may be 
summarized as follows: 

(1) Adding a protein supplement to 
a ration composed of barley-oat, or 
barley-oat-molasses pellets and alfalfa 
hay did not increase daily gains or feed 
efficiency of fattening yearling steers. 
The steers consumed from 5 to 7.5 lbs. 
of alfalfa hay per head daily and this 
plus the grain eaten supplied sufficient 
protein. Thus the feeding of the pro
tein supplement reduced the average 
margin per steer over feed costs from 
$9.49 to $4. 70. 

(2) The inclusion of 3 percent molas
ses in the pelleted barley-oat mixture 
did not produce any significant differ
ences in daily weight gains, feed effi
ciency, or feed consumption. Feed costs 
per 100 pounds gain were slightly 
higher for the molasses-fed steers, re
sulting in lower returns over feed costs 
for this group. 

(3) Steers implanted with 24 mg. of 
stilbestrol at the outset of the trial 
gained significantly faster than un
treated steers. This increase in weight 
gains amounted to almost 0.5 lb. per 
steer per day, and represented an im
provement of over 20 percent in daily 
gain. 

Dry vs. EnsUed Barley 

The value of feeding dry or high 
moisture ensiled barley is being stud
ied at the present time. The feeding 

December 1960 

trial was initiated in late October and 
is expected to continue for about 120 
days. Four lots of medium-grade year
ling Hereford steers are being fed the 
following ration treatments: Two lots 
are receiving rolled, dry barley and 
two lots are being fed rolled high-mois
ture ensiled barley. In each of the 
above groups, one lot of steers is receiv
ing 4 pounds of alfalfa hay per head 
daily, whereas the other two groups 
receive no hay. 

A special barley supplement designed 
to furnish added calcium and vitamin 
A is being given to the steers that are 
not fed alfalfa hay. In addition, one
half of the steers in each lot were 
implanted with 24 mg. of stilbestrol at 
the outset of the trial. Further research 
work is planned in the use of rolled 
barley in rations for various types of 
livestock. 

Recommended V arielies -
(Continued from page 1) 

Birdsfoot Trefoil: Empire 
Sweet Clover: Evergreen, 

Madrid 
Bromegrass : Achenbach, 

Fischer, Lincoln 
Timothy: Itasca, Lorain 
Kentucky Bluegrass: Park 
Sudangrass : Piper 
Field Peas: Chancellor, 

stral 
Navy Beans: Michelite, 

Sanilac 
Sunflowers: Arrowhead 

Field Com 
The Minnesota Agricultural Exper

ment Station does not recommend spe
cific corn hybrids. Information on hy
brid corn varieties can be found in the 
following publications: 

1. Miscellaneous Report 20 Maturity 
Ratings of Corn Hybrids in Minnesota. 

2. Miscellaneous Report 28 Minne
sota Hybrid Corn Performance Trials . 
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