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Thanks for DS coverage
Thank you so much for the great articles 
in the March Western Farmer-Stockman. 
We have been receiving calls about the 
carbon program, and they have been be-
cause of the information you provided.

Patt Evans, executive director, 
Communications

Pacifi c Northwest Direct Seed 
Association

Moscow, Idaho

Shepherd’s Grain
fl our expansion
reaps key benefi ts
By T.J. BURNHAM  

TALKING about making a difference 
in agricultural markets and doing 
something about it separates the 

daydreamers from the movers and 
shakers.

The appearance of the Stone-Buhr 
fl our brand this year in mainline Pacifi c 
Northwest grocery stores is a sign that 
entrepreneurial prowess is alive and 
well in PNW agriculture. 

Northwest consumers can now buy 
this fi rst-of-a-kind locally grown all-pur-
pose fl our without going to specialty 
shops.

Stone-Buhr is the fi rst major brand 
to launch an identity-preserved fl our 
grown exclusively by PNW farmers.

The wheat for the fl our is grown by 
a group of Northwest families, primarily 
in Washington and Oregon, using envi-
ronmentally friendly practices that con-
serve soil and water. 

You’ve probably heard about their 
Shepherd’s Grain; it had been offered 
in a few bakeries and restaurants. Now, 
the product is broadly available to retail 
grocery customers.

The success for Shepherd’s Grain 
producers comes not from wishful 
thinking, but a hard determination to 
succeed, and years of incessant work to 
expand their product into bigger mar-
kets, directly selling to ultimate users of 
their wheat products.

Change is good
What is most notable in this is the signal 
that farmers can change old marketing 
techniques if they set their minds to the 
task, and are driven by a strong pro-
ducer base to go out and sell their idea 
themselves. It sets a standard for what 
can happen throughout many sectors of 
the industry to use direct marketing as 
a tool.

The effort contrasts with the con-
ventional practice of selling Northwest-
grown grain abroad for the most part, 
which stands in the way of consumers 
buying locally grown fl our. That old 
system has served agriculture well, but 
not as well as identify-preserved mar-
keting that puts farmers in control of 
their crop destiny. 

The Shepherd’s Grain concept is that 
not only will consumers locally like to 
purchase sustainably produced fl our 
grown in their region of residence, but 
also that shifting more market control 
to the growers will enhance returns.

Consumers more cautious
“Today people care more and more 
about where their food comes from and 
how it was grown; we’re thrilled to be 
able to bring Northwest consumers a 
top-quality, family-farmed, local and en-
vironmentally-friendly fl our,” says Josh 
Dorf of Stone-Buhr.

For the farmer, using the Food 

Alliance-approved no-till production 
practice “is a change that happens in 
the heart fi rst,” says Shepherd’s Grain 
co-founder Karl Kupers, a Harrington, 
Wash., producer who has worked hard 
to advance the local marketing con-
cept. 

“We believe it is the right thing to 
do so that future generations can con-
tinue to enjoy the abundance of our fi ne 
lands,” he says.

Success of Shepherd’s Grain, ratch-
eted up with the Stone-Buhr connection, 
is perhaps the greatest signal yet that 
good farming practices and working to 
change out old marketing scenarios can 
pay off for producers. Others should 
take note of the Shepherd’s Grain idea 
and think hard about local marketing of 
what they grow.

In the words of another dedicated 
Shepherd’s Grain founder, Reardan, 
Wash., farmer Fred Fleming, “By 
choosing this fl our, consumers will be 
supporting healthy soil, farmland and 
local farm families.”

The new fl our, labeled “Washington 
White All-Purpose Flour,” is also certi-
fi ed by the Portland, Ore.-based Food 
Alliance, giving it an offi cial stamp 
of approval as a sustainably farmed 
product.

July
12: Spillman Agronomy Farm fi eld day, 
7:15 a.m.  to 12:30 p.m., Pullman, Wash. 
Contact: John Burns. Phone: 509-335-
5831. E-mail: burnsjw@wsu.edu.

22-25: Howard Wyman Sheep Industry 
Leadership School, Sioux Falls, S.D. 
Phone: 503-364-5462. Web site: www.
nlfa-sheep.org. 

August
23-25: Oregon Association of 
Nurseries Farwest Show, Oregon 
Convention Center (tours Aug. 21-22), 
Portland, Ore. Phone: 800-342-6401. 
Web site: www.farwestshow.com.
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You can “Sound Off” too. 

E-mail your letters to 
tburnham@

farmprogress.com.

Write to:
Letter to the Editor

The Western Farmer-Stockman
12309 NE 21st Street
Vancouver, WA 98684

All letters must include your 
name, address and 

telephone number for
verifi cation purposes, and 

should be 300 words or less.

We want 
to hear from you!

October
3-5: U.S. Pea & Lentil Trade Associa-
tion annual meeting, Cal Neva Resort, 
Crystal Bay, Nev. Phone: 208-882-3023. 
E-mail: kmonk@pea-lentil.com.

December 
11-13: Colorado State University 
Range Beef Cow Symposium, Larimer 
County Fairground at the Ranch fa-
cility, 25 miles south of Fort Collins, 
Colo. Contact: Jack Whittier. Phone: 
970-491-6233. E-mail: jack.whittier@
colostate.edu. 

■ For more calendar items, see 
www.westernfarmerstockman.com.

By T.J. BURNHAM

W HEN Mark Zacharias drove his herd beside a highway from North Powder to Baker City in Oregon last August, the idea was to save money moving cattle.That wasn’t a bad decision in view of truck freighting, which he says has become “ter-ribly expensive.” Also, joining up with rancher Mike Trindle to move a combined herd of 350 head became even more pru-dent in view of a subsequent market price decline of about 20 cents a pound, he says.Ironically, much of what was happening on the interstate highway beside the frontage road where Zacharias drove the herd caused much of that decline, he believes.“Corn prices rising to fuel ethanol plants is causing some pretty bad downturns in the prices those who feed calves are willing to pay,” he says. “They’re paying more for corn, and they’re making up for it by paying us [cow-calf operators] less.”
Prices fell hard in October, Zacharias says, when he sold his calves. As a result, the third-generation cattleman is culling all the expenses he can to stay healthy fi nancially. “That 20 cents on the pound was pretty much our profi t,” he says. “We’re trying to compensate by tightening up everywhere we fi nd a chance, but I’m not expecting much help in prices this year unless they get that corn-gas thing fi gured out.”Cattle ranchers are sounding the alarm that rising corn prices for alternative fuel pro-duction will hurt their bottom line and probably cause con-sumer prices to rise as a result. 

WINDOW ON FUTURE: Oregonbeef producer Mark Zacharias says his bottom line remains in red ink. Rising corn and land costs are pricing him out of business. 
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Feeders who buy the more ex-pensive corn today will need to pass their costs on up and down the marketing chain where they can.

Stampeding impactBeef price “is one of those things people who promote corn for fuel didn’t fi gure when they got this market going,” says Zacharias. “We’re taking the beating.”
While he says he is a “little fi sh in a big lake” with only 100 head normally making up his annual herd size, “it’s a big lake of confusion right now.”Ironically, fuel is hurting ranchers like Zacharias in other ways as well. “Diesel prices have gone through the roof,” he says. “How can people func-tion like this when their mar-gins are going down?”He isn’t sure he has answers, but he has more problems.“One of the big problems facing us out here in eastern Oregon is the price of land,” he says. While Zacharias leases, 

the fact land prices are rising yearly in his region, once a cheap place to run cattle, is hurting him. “They’re going through the roof,” he says of the prices. The buyers are “paying $1,000 an acre for sage-brush land worth only $200 fi ve years ago.”
As a result, land available for leasing is being sold for de-velopment, driven by a growing population moving into the region.

“There are lots of people who want to experience the rural life, and they have the money to pay astronomical prices. Once the fi rst landowner sells property — property we could once afford to lease for cattle — it creates a trend that doesn’t stop,” Zacharias says. And, when that original seller gets infl ated prices for the 

property, adjacent land rises as do the lease values to ranches that have been around for more than a century.
“I’ve been ranching on my own for only 10 years since my father retired,” says Zacharias. “He ranched here after his father did. But now, I’m the one having to tell my two boys ab-solutely not to consider going into ranching,” he adds. “Lots of third- and fourth-generation ranches are being sold in eastern Oregon, and there is no relief in sight. It’s a bleak time for us. The kids are just going to have to do some-thing else,” he says of his sons, aged 12 and 16.“Ranching is a way of life,” he says. “It isn’t a way to make a living.”

■ See related story, Page 4.

Key Points
■ Mark Zacharias worries about corn prices’ impact on beef.■ The Oregon rancher feels his business is in danger.■ Zacharias isn’t recommending his sons remain in ranching.

Corn-cattle conundrum

Your say

THEY’RE JUST LIKE SOYBEAN FARMERS IN EVERY WAY. THEY’RE
OUR LOCAL LIVESTOCK AND POULTRY PRODUCERS. WE NEED
THEM AS MUCH AS THEY NEED US. THEY CONSUME 98 
PERCENT OF OUR SOYBEAN MEAL USED AT HOME AND GIVE
US SO MUCH MORE IN RETURN. THEY GENERATE OVER $312 
MILLION IN TAX REVENUE THAT FIXES OUR ROADS, PAYS FOR
OUR SCHOOLS AND BUILDS OUR LIBRARIES. SUPPORT THEM
AS MUCH AS THEY SUPPORT US…AND OUR WAY OF LIFE.

COLORADO NEEDS LIVESTOCK AND POULTRY PRODUCERS

HARD WORK.
LOW PAY.

FEEDS THE WORLD.

SOUND FAMILIAR?
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