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Our Mission
“The North Country Regional Ag Team aims to improve the produc vity and viability of agricultural industries, people and communi es in Jeﬀerson, Lewis,
St. Lawrence, Franklin, Clinton, and Essex Coun es by promo ng produc ve, safe, economically and environmentally sustainable management prac ces,
and by providing assistance to industry, government, and other agencies in evalua ng the impact of public policies aﬀec ng the industry.”
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Field Crops and Soils
Field Crops Pest and Pathogen Updates
By Ki y O’Neil and Mike Hunter
Western Bean Cutworm (WBC) season is just beginning
Despite its name, WBC is a corn pest in NNY. Adult WBC moths are able overwinter in NNY and also arrive on weather fronts
during the season. Peak WBC numbers occur in late July and early August. Cornell Coopera ve Extension installs a network of
WBC traps across NNY and the rest of the state to monitor popula on size. Female WBC moths emerge, or arrive, and look for
pre-tassel corn ﬁelds to lay eggs. This year, tasseling will be later than normal, so WBC damage may be partly avoided. Fields at
the greatest risk are those in pre-tassel to full-tassel stage during and shortly a4er peak ﬂight, which lasts about three weeks.
WBC eggs hatch and growing larvae eat tassels and make their way down the plant to the ear, where they eat silks and,
eventually, the developing kernels underneath the husks. There are 2 ways to control WBC in the ﬁeld – Bt traits in the seed or
chemical applica on at the me of larvae hatching. The window of opportunity for chemically controlling this pest occurs
between egg hatching and larvae’s arrival inside the ear – a span of only a few days. Once the larvae are inside the ear,
chemicals are not eﬀec ve. Some Bt traits are no longer providing adequate control of WBC, so some Bt ﬁelds must be scouted
and sprayed similar to non-Bt corn. Two Bt events, Cry1F and Vip3A have been adver sed to have ac vity against WBC.
However, the Cry1F event found in Herculex and SmartStax corn hybrids has provided incomplete control of the WBC in NNY.
Results from our NNY 2016 research trials to evaluate these traits side-by-side showed failure of the Cry1F trait to adequately
control WBC. The Vip3A trait has con nued to work well in NNY though its eﬀec veness is beginning to be ques oned in the
Midwest US states. Report any WBC damage to your seed dealer, agronomist, or CCE so the ﬁeld can be checked.
Impact of Northern Corn Leaf Blight (NCLB) may be more serious this year
NCLB is caused by a fungal pathogen and can cause signiﬁcant yield losses in corn.
Impacts of NCLB are worsened by cool, wet weather, suscep ble varie es, and
development of lesions early in the season, before tasseling. Cool, wet, and humid
condi ons have been prevalent this season, so infec ons are likely. Spores are
windblown and are also present in corn residues on the soil surface. Rain splashes
spores up onto the plant from the residues and from previously developed lesions low
on the plant. Wet, overcast days and humid nights ensure periods of several hours of
water on leaf surfaces, perfect for the fungus to start an infec on. Lesions are o4en
observed a4er periods of rainy weather, heavy dews, and along shaded or low
por ons of ﬁelds where leaves remain wet all night and into the morning hours. O4en,
symptoms don’t develop un l late in the season when days become cooler. This year’s
weather will probably allow infec ons to occur early. Lesions will appear 7 to 12 days
a4er infec on, when leaf ssues begin to die. The greater the upper leaves’ surface
area lost to lesions, the less photosynthe c capacity the plant has for ear and grain
development. Hot, dry weather restricts disease development and spread.
There are a number of fungicides that can help reduce to losses when disease
develops. This may be a year when those treatments can help your ﬁelds, if you’ve
scouted and found lesions on leaves at or above the ear leaf and it’s early enough in
A typical, cigar-shaped lesion characteristic of Northern Corn Leaf Blight. Photo by
the season. These fungicides have been shown to have no eﬀect in the absence of
K. O’Neil, early August 2015.
disease symptoms on upper leaves or late in the season. Fungicides should be applied
at disease onset and when condi ons for disease are expected to con nue. A sprayer
that can apply over tall corn is needed to apply these fungicides or they can be ﬂown on.
For more informa on about ﬁeld crop and soil management, contact your local Cornell Coopera ve Extension oﬃce or NNY
Cornell University Coopera ve Extension Regional Field Crops and Soils Specialists, Mike Hunter and KiFy O’Neil.
NORTH COUNTRY REGIONAL AG TEAM
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Livestock
Labels and Claims - What Can You Believe?
By Betsy Hodge
A new farmer recently asked me to explain some of the labels
he has heard tossed around by farmers and others in
agribusiness. There are many claims out there, but only a few
are cer ﬁable and many are not provable even with tes ng.
That doesn’t mean you should ignore the labels, just be sure
to ask lots of ques ons so you know what you are geHng
when buying breeding stock or even locally grown meat.

Foot rot is also tricky. A ﬂock can have a carrier in the group
but will appear to be foot rot free. When combined with
healthy animals, they can infect the rest of your ﬂock. I don’t
believe there is a test for foot rot so this one is a challenge to
avoid. If you have it in the ﬂock it can be hard to get rid of
un l you cull the carrier. There is no good way to ﬁnd the
carrier.

Johne’s Free, OPP Free, Scrapie Free, and Foot Rot Free These are all diseases that can be tested, but not with 100%
certainty. If a farmer tests her ﬂock regularly and works with a
veterinarian then she can say that her ﬂock has not tested
posi8ve for OPP, Johne’s, or Scrapie, but they can’t say for
sure that it doesn’t exist in their ﬂock. I am reasonably sure
our Extension ﬂock is Johne’s free because I have been
working with the ﬂock for almost 30 years and have not had a
single case. However, I can’t claim that the ﬂock is Johne’s
free because it cannot be tested reliably. The test will only
show posi ve results when the sheep are already shedding
the organism (but they could be carrying the disease which
doesn’t show up un l animals are about 4 years old). On the
other hand, at home I have purchased ewes that ini ally
appeared very healthy and then lost several to Johne’s. The
farmer that sold them to me was not aware of Johne’s so
assumed a few ewes had died from parasites. He wasn’t being
dishonest, but missed this disease.

“Bio-secure” and “closed ﬂock” are terms some mes
bandied about. Bio-secure implies that a farmer requires
visitors to wear plas c over-boots and takes other
precau ons to keep their farm from contamina on by
poten al pathogens. A closed ﬂock is one that hasn’t had
animals from other farms introduced for some period of me.
At some point, they are likely to bring in a buck or ram from
another ﬂock to avoid inbreeding, so ask ques ons. A closed
ﬂock does not guarantee health.

There are programs for tes ng for Ovine Progressive
Pneumonia (OPP) with the aim of helping you eliminate OPP
from your ﬂock if you have it. The program takes dedica on.
You can deﬁnitely reduce the incidence of OPP in the ﬂock by
following the program, but it would be hard to be sure you
actually OPP free. For more informa on, visit: hFp://
www.oppsociety.org .
The USDA had a scrapie cer ﬁca on program that included
monitoring ﬂocks for ﬁve years and if no scrapie showed up
and no cull animals tested posi ve you were considered
scrapie free. Even that was no guarantee, however. You
could at least be conﬁdent the ﬂock owner was educated
about scrapie and was watching for it. There are s ll scrapie
cer ﬁca on programs for those that want to export animals.
See the info at hFps://www.aphis.usda.gov/aphis/ourfocus/
animalhealth/animal-disease-informa on/sheep-and-goathealth/na onal-scrapie-eradica on-program/
ct_scrapie_home.
NORTH COUNTRY REGIONAL AG TEAM

Grass-fed really means forage-fed. The ﬂock or herd is fed
only forages with no grain. Some mes farmers expand on
that and say “grass-ﬁnished.” This is usually men oned
regarding meat. You might even see grass-fed, grain-ﬁnished.
The USDA grass-fed cer ﬁca on has been withdrawn, but the
rules are s ll at the website (hFps://www.ams.usda.gov/
services/audi ng/grass-fed-SVS). Some consumers ﬁnd grassfed meat desirable. Having a grass-fed ﬂock requires very high
quality forages and the right herd gene cs.
An8bio8c Free – An animal that has never been treated with
an bio cs or fed low levels in the feed for growth can be
called an bio c free. Sick animals in the ﬂock can s ll be
treated with an bio cs when sick, but then can not be
marketed as an bio c free.
Hormone Free – You can not claim that your animals are
hormone free. They have naturally occurring hormones. You
could claim “no added hormones”, but not hormone free.
Organic – Organic means you follow USDA organic prac ces
and are cer ﬁed by a cer fying agency like NOFA-NY (hFps://
www.nofany.org/). Technically you can’t sell the meat as
organic unless it is processed in an organic slaughterhouse.
The regula ons can be viewed at hFps://www.ams.usda.gov/
grades-standards/organic-standards.
There are other claims like “selected for parasite resistance”.
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Ask what that means - does it mean they never de-worm
and whatever survives is bound to be parasite resistant? Or
does that mean they FAMACHA score all their sheep
regularly and use that and fecal egg counts to select
replacements? It is a great trait to select for, but also no
guarantee that the sheep or goats will be parasite resistant
in your management system.
One last p for purchasing breeding stock - try to ﬁnd
animals that come from a farm that manages their animals
the way you plan to manage yours. If you pasture your
stock, look for animals from a pastured ﬂock. If you plan to
show in a serious way, look for animals from show ﬂocks,
etc.
Most shepherds and goat owners are honest and will tell you
what they know about their animals. However, it is a good
idea to observe the ﬂock and ask about produc on records
and health challenges. What about sore mouth,
prolapses, abor ons, etc.? What one person
considers normal could be another’s outbreak.
Ask about diets and minerals and vaccina ons.
Do your best to select good stock from
established farms where the farmer will help you
if you run into trouble.

The North Country Regional Ag Team will be
at the Empire Farm Days on Tuesday, August
8th. Displays and Exhibits are again at Rodman LoF and Son Farms, 2973 State Route
414, Seneca Falls, NY
Look for our booth in the Cornell Building
(Number 400 on the map) at the west edge of
the Exhibit Area.
If you need assistance, stop by an Informa on
Booth or ask anyone in an EFD STAFF shirt for
help. Visit the Welcome Center at Lot #504 for
a complimentary bag of chips, compliments of
New York’s potato growers and processors.
Enjoy the show!

NORTH COUNTRY REGIONAL AG TEAM

Page 5

NORTH COUNTRY REGIONAL AG TEAM

Page 6

Custom Harvest

Chopping, Hauling, Bunk
Packing and Baling

Justin Yoder
1890 Hobbs Rd
Mannsville, NY 13661
315-408-5616
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Feedlot Beef Management in Western Canada
By Ron Kuck

At December’s mee ng of the NY Beef Advisory Council in
Ithaca, Dr. Daryl Nydam, Associate Professor at the College of
Veterinary Medicine Cornell University, presented a photo
tour of feedlot beef produc on in Western Canada. Dr.
Nydam had the opportunity to take a group of his veterinary
students out west to get some prac cal experiences that
were diﬀerent from the mostly dairy work they tend to ﬁnd
here in the Northeast.

Dr. Nydam asked our group to guess how many farms the
animals were sourced from to ﬁll each pen. Most of us
guessed 2-5 farms. The answer was that 75-100 diﬀerent
farms were represented in each pen. You will see, as our
discussion develops, how this fact inﬂuences the health
management protocols used.

The feedlot south of Calgary, Alberta has a capacity of
100,000 head. Each pen holds 250-300 animals. The loca on
of the feedlot is interes ng. In one of the photos from the
slideshow you could see the auc on barn in the foreground
and the Cargill processing plant in the background.

With any large group of comingled caFle, respiratory disease
is the big issue in the economics of feedlot produc on. A
number of studies have found a higher incidence of Bovine
Respiratory Disease (BRD) in auc on market versus ranchderived calves. Furthermore, the incidence of BRD increases
with the level of commingling. To manage this risk, the
feedlot uses Proprietary Sor ng Algorithms and Execu on
Tools developed by Feedlot Health Management Services
(FHMS) to factor in purchase price, feed, health care, death
loss, and other costs associated with feedlot management.
Upon arrival at the feedlot receiving chute, caFle are sorted
as a low risk or high risk feeder. They are then grouped based
on the gender, weight, feeding program, purchase price, and
ﬁnished marke ng plan. Protocols for each speciﬁc group of
caFle includes suggested vaccines, prophylac c treatments,
parasite control, and performance products.

Most of the caFle are sourced through auc on. They are
usually sold and bought in lots of 5-8 head, but on a few
occasions, animals are bid on one at a me, similar to NNY.

FHMS has established prophylac c and therapeu c regimes
for the control of what they call undiﬀeren8ated fever/bovine
respiratory disease (UF/BRD). These protocols are based on

I’ll describe how one feedlot management group (Feedlot
Health Management Services) operates as an example of how
diﬀerences in the beef industry exist. The overall scope of
feedlot management might not translate well to our part of
the world, but certainly the management principles and ideas
can . One interes ng note on feeding: Their feeding program
is speciﬁc to the agronomic reali es of southern Alberta and
is based on barley silage and grain.
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the quality of the calves purchased, with poorer quality
calves having more BRD risks. If a feeder does become ill,
they are put on an an bio c protocol described just for
that individual. This is where ID and record keeping are
invaluable in the decision making and management in
this or any feedlot situa on.
What is diﬀerent about FHMS is what they call Individual
Animal Management. This targets produc on strategies
(feeding programs, implant strategies, beta-agonists,
etc...) and marke ng programs at the individual animal
level rather than the “average” pen, allowing maximum
net proﬁtability.

Job Opportunity
Field Enumerator posi on open for Jeﬀerson and Lewis coun8es.
Work is intermi'ent part 8me collec8ng data from farm and ag
related opera8ons for USDA reports. Reliable transporta8on with
clean registra8on, license and insurance required as is occasional
out-of-area travel for training. Ag background and basic computer
skills beneﬁcial. Compensa8on is an hourly wage and mileage
reimbursement. If interested contact the ﬁeld supervisor at
grjarcher@aol.com. or at the below phone numbers.

You can see more about Feedlot Health Management
Services at www.feedlothealth.com.

The Right Feed. The Right Time. The Right Place.

The Right Company
Our Dairy Specialists: Terry White, ScoF Durant, and Mike Watson (ARPAS Cer ﬁed)

Gold Star Dairy Services:
Commodity Contrac ng
Farm Goals 2.1

•
•

NORTH COUNTRY REGIONAL AG TEAM

• Ra on Balancing on NDS Rumen Model
• Feed Delivery on Company Owned Trucks
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Dairy
Shining a Light on Better Udder Prep
By Lindsay Ferlito
Harves ng quality milk is dependent on what happens all
around the farm, including in the pen and in the parlor. Stalls
and alleyways must be kept clean, as this will help keep cows
clean and reduce the me it takes in the parlor to clean and
prep cows for milking. Once in the parlor, the focus should be
on cleaning the teats and geHng milk out of cows as cleanly
and eﬃciently as possible. Below are some examples of how
producers are taking steps to improve udder prep in the
parlor.
The Latest in Parlor Technology
Every day it seems like there is a new piece of technology
available to dairies to streamline tasks, provide more data, or
improve cow health or comfort, and the milk parlor is no
excep on. Here is one example of a simple, yet smart idea
that was implemented in a local parlor at North Ridge Dairy,
owned in addi on to Locust Hill Farm by the Alford family.
They have installed parlor deck lights to illuminate the udder
of each cow as she stands in the parlor. These lights are LED
and low voltage, so they don’t require a lot of energy to
operate. Addi onally, the lights are housed in a waterproof
case to ensure they survive life in the parlor. The lights can be
installed in almost any new or exis ng parlor.

Milking Protocols
The Na onal F.A.R.M. Program requires dairies with nonfamily hired workers to have wriFen SOPs for all tasks on the
dairy, including milking. These protocols should be oﬀered in
the language spoken by the workers. Addi onally, it’s always
a good idea to have a second set of eyes to review your parlor
and udder prep SOPs, and have somebody regularly evaluate
the parlor to see if these SOPs are being followed. This could
mean asking a consultant that works with your dairy, going
through a parlor evalua on oﬀered through Quality Milk
Produc on Services, or asking your local extension specialist.

The parlor lights are designed to improve visibility of the teats
and udder to ul mately improve udder prep and cleanliness
during and a4er milking. Owner Tim Alford said his workers
love the lights. Regarding the impact that the lights have had
on udder prep, Alford said, “you can see beFer. If you can see
beFer, you can do a beFer job”.

Becky Worley
NACHURS Marketing Coordinator
PHONE (740) 382-5701 x233
TOLL FREE (800) 622-4877
421 Leader Street
Marion, OH 43302
worleyb@nachurs.com
visit us online:
www.nachurs.com
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Farm Business
Farm Finance 101
By Kelsey O’Shea
Ever wish you paid more aFen on in that accoun ng class? Maybe you’re a bit rusty on ﬁnancial ra os, or looking to
learn something new. Each month I will go over an accoun ng or ﬁnance topic as it relates to your farm business, so
stay tuned. This month is on knowing ﬁnancial statements.
While farming, the focus tends to be on the boFom line - can I pay my bills and s ll pay myself? Most of the me farmers are forced to use some ﬁnancial statements because their bank requires it or because they help with tax preparaon. Here is a refresher on the various ﬁnancial statements that can be used to regularly evaluate the health of your
business:
•

Balance Sheet – These show a snapshot of the ﬁnancial status of the businesses. They are recorded as of one day
(usually at year end each year) and show the balance of all assets and liabili es then leading to the calcula on of
Equity or Net Worth (equity=assets-liabili es).

•

Income Statement – This is the recording of the ﬁnancial happenings usually over the course of one year. It records
all the income, less all of the expenses associated with opera ng your business. It is important to note that the income statement is the closest to what is ﬁled on a schedule F for federal and state income taxes (although they’re
not exactly the same).

•

Cash Flow Statement – This is the recording of the movements of cash within a business over the course of the
year. This statement es the income statement to the balance sheet and with the three completed gives a complete ﬁnancial picture of the business. The cash ﬂow statement is made up of three parts: opera ng, inves ng, and
ﬁnancing ac vi es. There are two methods to comple ng the cash ﬂow statement:
1.

Direct Method – Reports all the major sources of gross cash receipts and expenses under opera ng ac vies along with the other cash ac vity in inves ng and ﬁnancing.

2.

Indirect Method – Uses net income from the income statement as a star ng point and then makes adjustments for non-cash items and then cash based items. So an increase in an asset (such as a purchase of
equipment) is subtracted from net income while an increase in a liability would be added to net income.

Precision Hoof Care
(Formerly Table Top Trimming)

2044 Thayer Hill
Road
Boonville, NY 13309
315-765-1211 cell
Balanced feet….not just smaller feet. 315-942-3245 home

Mark Savage
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Harvest NY
New York State American Viticulture Areas
By Lindsey Pashow, HNY
An American Vi culture Area (AVA) is a designated grape
growing area with speciﬁc geographical boundaries that
have been approved by the federal government’s Alcohol
and Tobacco Tax and Trade Bureau (TTB). The AVA gives
wineries the ability to label their wine with their area’s
AVA if 85% of the grapes in the boFle come from that
par cular AVA region. An AVA provides recogni on of the
grapes grown in that par cular area and that the
environmental condi ons bring out characteris cs in the
grape that are unique from other areas of the world.
One way to look at how an AVA can help a region is by
looking at other wine region areas of the world. In France
they have the Appella on d’Origine Controlée
(AOC) system which deﬁnes which grape
varie es and winemaking prac ces are
approved for the geographical regions,
villages, or vineyards. Champagne is a good
example, because technically it is a sparkling
wine, but it is dis nc ve to France. In parts of
the world, if you label a boFle of sparkling
wine as a Champagne it is considered illegal or
not recognized by the industry. This is because
a true Champagne comes from the Champagne
region and is made under the AOC rules.
Pouilly-Fuissé is another example of AOC rules
in which the grape that is in the boFle is not
only a Chardonnay, but it is grown in the
Maconnais region.
Currently New York State has nine AVAs
throughout the state. The current AVAs are
Cayuga Lake, Champlain Valley of New York,
Finger Lakes, Hudson River Region, Long
Island, Niagara Escarpment, North Fork of Long
Island, Seneca Lake, and The Hamptons. Even
though some of the AVAs have the same
varie es of grapes each of the areas are
diﬀerent which brings a diﬀerent style of wine
from each AVA.

NORTH COUNTRY REGIONAL AG TEAM
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CCE Shop Meeting:
Farm Truck Clinic
Friday, August 11, 2017
12:30PM to 2:00PM
Copenhagen Fire Hall, Main St., Copenhagen

Watch a mock DOT-style inspection of a farm truck performed
by the NYS Police Commercial Vehicle Enforcement Unit.
Registration, licensing, inspection, and other issues
associated with farm trucks will be discussed.

Bring any and all questions to be answered.
Call by Wednesday, August 9, to register.
Peggy Murray
Cornell Cooperative Extension
of Lewis County
315-376-5270

-or-

Ron Kuck
Cornell Cooperative Extension
of Jefferson County
315-788-8450

Cornell Coopera ve Extension is an employer and educator recognized for valuing AA/EEO,
Protected Veterans, and Individuals with Disabili es and provides equal program and employment opportuni es.
NORTH COUNTRY REGIONAL AG TEAM
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New York Hops
By Sara Bull, CCE Clinton County
A recent “Field to Pint” tour put on by Cornell Coopera ve
Extension’s Harvest NY was recently held in Washington
County. This tour gave hops and mal ng barley producers, as
well as brewers, a chance to discuss opportuni es and
challenges in New York State. Back in the late 1800s, New York
State was one of the top producers of hops and, at ﬁrst glance,
it looks like a fairly simple crop to grow. On top of that, the
Farm Brewing Law passed in 2012 will require all farm brewers
to use at least 90% local hops by 2024. There are currently lots
of opportuni es, but also many challenges, for hops growers in
New York State.

hops to a processor who is equipped with a pelle zer. It’s
important to know which direc on you want to go and
understand the costs associated with each.
Lastly, remember that there is a signiﬁcant amount of work
that s ll needs to be put into the plants a4er the ini al setup.
Even though we have come a long way with disease and pest
management, the problems never go away. Frequent scou ng
and mely management is a must. Growing hops can be
proﬁtable and enjoyable, but it may not be as easy as it
appears at ﬁrst glance.

When hops produc on in New York State was at its peak, we
Contact your local CCE oﬃce for more informa on about
produced millions of pounds of dried hops. In the late 1800s
growing hops in NNY.
and early 1900s, produc on dropped rapidly and quite
signiﬁcantly due to disease pressure, aphids, and spider mites.
It became easier and eventually more lucra ve to grow row
crops, especially when prohibi on went into eﬀect. Today, it is
slightly easier to grow hops due to new disease resistant
varie es and integrated pest management protocols.
Right now many of the hops used by NYS brewers come from
the western United States and Europe, but each year they try
to use more local product. Farm brewers are actually legally
obligated to do so. Because of this, interest in hops produc on
by farmers and landowners seems to be growing. Before you
jump right in though, consider not only the ﬁnances and
marke ng, but the work that will need to go into them as well.
The ini al investment to start growing hops usually ranges
from $12,000-$15,000 per acre (Steve Miller, Cornell
Coopera ve Extension Hops Specialist). On top of the ini al
investment in plants, labor, trellises, etc., there is a signiﬁcant
cost in harves ng machines and other equipment. If you
choose to purchase a harves ng machine instead of harves ng
by hand, the cost will probably be around $30,000-$35,000 .
Other equipment needed may include tractors, trailers, drying
equipment, and storage space.
Another challenge is ﬁnding a market for your hops. Growing
hops in New York is usually more expensive than growing hops
in the Paciﬁc Northwest so it’s hard to stay compe ve on a
pound for pound basis, but if you can ﬁnd brewers or
distributors that value a high-quality, local product then you
can sell your hops for a higher price (within reason). One thing
to remember is that most brewers don’t buy whole hops, but
instead use pelleted hops. That’s another processing step that
costs money and me. One op on is to buy your own
pelle zer for thousands of dollars, or you can deliver your
NORTH COUNTRY REGIONAL AG TEAM
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ID Weeds is produced by the University of Missouri's College of
Agriculture, Food and Natural Resources' Division of Plant Science.
ID Weeds allows you to search for weeds by their common or la n
name, view a list of weeds, or iden fy weeds based upon a number
of diﬀerent characteris cs. Details about each weed are presented,
along with photograph(s) of the weed speciﬁed.
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Classifieds
For farmers only: To place a free classiﬁed adver sement in NNY Regional Ag Classiﬁeds, please ﬁll out this form and mail to: Tatum Langworthy at
Cornell Coopera8ve 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 informa on requested below. Unless speciﬁed, your ad will run one me only, in the next
monthly publica on. Addi onal ads may be wriFen on another sheet of paper. Please limit each ad to 25 words or less and include your contact
informa on. Deadline for submiHng ads is the second Monday of the month for the following month’s publica8on.

NAME:__________________________________________________

ADDRESS: _____________________________________________

PHONE: ____________________________

FARM NAME: _______________________________________

CITY: ____________________________

AD SECTION:___________________

ZIP: ____________________

MONTH(S) TO RUN AD: _______________________

AD: ____________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________

Livestock
FOR SALE: Black Angus Bulls, grass
fed, excellent condi on. Call 315-4823109 or 315-289-4593.
FOR SALE: Cross Island Farms
Cer ﬁed Organic and 100% Grass-fed
mixed breed goats for sale for your
herd, hobby farm or table. Call Dani or
Dave at 315-482-3663 or email
organic@crossislandfarms.com.

Crops

Farm Machinery, Equipment, and
Supplies

How to Advertise in NNY Regional Ag
Classifieds

FOR SALE: Delaval 2 inch pipe line, 2
Patz guFer cleaners (counter clockwise), Patz conveyer (silage or grain),
Van-dale silo unloader, Winco 35kw
generator. Call 315-778-9271.

Farmers: Advertising in North Country Regional
Ag Classifieds is FREE for farmers. To place an
advertisement, email details 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.

FOR SALE: Calico CaFle Trailer, 244
goose neck 84 wide, hay rack on top.
$4500 OBO. Call 585-353-1386.

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.

FOR SALE: U-Pick berries in Season by
appointment in Cross Island Farms
“Enchanted Edible Forest.” Call 315482-3663 or email
organic@crossislandfarms.com for
more informa on or reserva on.

Anyone wishing to purchase a larger display ad in
the newsletter, should call Tatum Langworthy at
(315) 788-8450 for more information. All income
generated from the sale of ads goes to support
publication and mailing costs.

FOR SALE: Horse oats-recleaned aged
whole white oats. 40lb bag, $6.00. Call
315-654-2405.

North Country Regional Ag Team reserves the
right to reject any advertisement deemed
unsuitable for our publication.
North Country Regional Ag team does not
endorse any advertised product or business we are providing an informational service
only.

NORTH COUNTRY REGIONAL AG TEAM
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CCE North Country Regional Ag Team
203 North Hamilton Street
Watertown, New York 13601

What’s Happening in the Ag Community
Empire Farm Days, August 8th - 10th, Seneca Falls, NY
CCE Shop Mee8ng: Farm Truck Clinic, for more informa8on see page 16
Organic Field Day, Dairy Calf Care Feeding and Management Tools, for more informa8on see page 6
PRO-DAIRY Summer Dairy Research Update: Heifer Reproduc8on and Hypocalcemia, for more informa8on see page 11
2017 Adirondack Harvest Fes8val, September 16, Essex County Fairgrounds
“Save the Date” - New York Women in Ag Conference , November 3, 2017
Please note that Cornell University Coopera ve Extension, nor any representa ve thereof, makes any representa on of any warranty, express or implied, of any par cular result or applica on of the informa on provided by us or regarding any product. If a
product or pes cide is involved, it is the sole responsibility of the User to read and follow all product labelling and instruc ons and
to check with the manufacturer or supplier for the most recent informa on. Nothing contained in this informa on should be interpreted as an express or implied endorsement of any par cular product, or as cri cism of unnamed products. The informa on
we provide is not a subs tute for pes cide labeling.
NORTH COUNTRY REGIONAL AG TEAM
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