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have been owned by the seller for at 
least 60 days, weaned a minimum of 45 
days, be eating from a bunk, drinking 
from a trough, dehorned and healed, 
castrated and healed, treated for grubs 
and lice and dewormed no more than 60 
days prior to sale. According to CPH45.
com, the animals must have been vac-
cinated for Clostridia (seven-way) sub-
cutaneously in the neck; vaccinated and 
boostered for IBR, BVD, PI3 and BRSV 
(booster must be modified-live); and 
vaccinated for Manheimia haemolytica 
(pasteurella).  In addition, there are min-
eral requirements.

“You can vaccinate all you want, but 
if you don’t have a good immune system 
built up by the minerals, you might as 
well just shoot water into them,” says 
Dietrich, who oversees CPH-45.

Dietrich says the calves must have 
access to minerals with a minimum 
1,400 ppm copper (no copper oxide), 
26 ppm selenium, 3,000 ppm zinc, 3,000 
ppm manganese and 18-25 percent salt, 
based on a four-ounce daily intake. 

As for the sales themselves, calves 
are separated into pens based on type, 
sex and weight. Seventy percent of ani-
mals are black hided. Some hosting 

sale barns make sure the CPH-45 sales 
are filled with cattle from Merial’s Sure-
Health or Pfizer’s SelectVAC precondi-
tioning programs, but the government 
can’t mandate the use of certain vaccine 
companies. 

After animals are sorted, pen sheets 
are faxed out to order buyers and feed-
yards. From there, the sale moves at a 
rapid pace, about 1,200 head sell per 
hour.

Dietrich says the program has gained 
widespread appeal among feeders and 
other state governments.  

“We have folks in other states calling 
us, wanting to know what we’re doing 
here. That’s the ultimate compliment,” 
he says.

GUARAntEED
On average, CPH-45 cattle have gener-

ated $8 per hundredweight more than 
the weekly market price. Coffey’s steers 
have received about a dime per pound 
more than regular sales.

“To get calves in this program isn’t 
easy. You need to have the facilities 
to properly vaccinate them and wean 
them. But the return on investment 
is good,” Coffey says. “The money you 

invest in feed, minerals and vaccines 
certainly gets paid back. And the buyers 
get a better, healthier product.” 

Furthermore, heifers come with a 
no-pregnant guarantee and steers a no-
testicle guarantee that’s paid for by the 
seller. James Miller, owner of J.E. Miller 
Cattle, a 400-head farmer-feeder outfit 
in Ohio, has long purchased heifers 
because he believes they’re less expen-
sive to feed. Once, he bought a CPH-45 
heifer that ended up pregnant. 

“They reimbursed me [$200] for the 
lost weight,” Miller says. “These are 
good quality cattle and I trust whatever 
CPH-45 folks tell me.”

His current feedyard is filled with 
black Angus and Angus crossbreds. 
Miller says his cattle have always graded 
Choice or better, but this current batch 
is bound to be “Prime.” He attributes 
much of this to the health of the CPH-45 
cattle he purchases.  

“I’ve never had a problem with health 
whatsoever. They come off the truck 
and start eating and never stop,” Miller 
says. “I haven’t pulled out the medicine 
bottle once. That’s worth a lot of money.” 

“We have folks in other 
states calling us, wanting to 

know what we’re doing  
here. That’s the ultimate 

compliment.”  – Tim Dietrich

For Tim Taylor, a stocker operator 
who has taken advantage of the state’s 
cost-share programs, it’s nice to see Ken-
tucky cattle back on the map. He takes 
about 600 head a year to CPH-45 sales.

“Two years ago, you could go to any 
sale and do well, when calves were sell-
ing great right off the cow,” Taylor says. 
“A real test of a sale is how it does in a 
bad market. I’m very loyal to CPH-45 
because it’s taken care of me. With this 
program, buyers know what they’re get-
ting because of the precondition pro-
cess, and we’re getting the premium.”  

In other words, CPH-45 has been a 
“win, win” for everybody involved. cn


