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Feddes Red Angus: Raising cattle in Big Sky country
Progressive Cattle Editor ial Intern Taryn Cox

Outside of the small farming 
town of Manhattan, Montana, sits 
Feddes Red Angus. What started as a 
registered Hereford operation in 1945 
has evolved into a multigenerational 
registered Red Angus operation. 
The Feddes family has built its cattle 
business through generations of hard 
work, ingenuity and an understanding 
of their place in the industry.

Starting with Herefords
“My dad bought Herefords in 1945, 

and that was our start in the registered 
business,” Chuck Feddes explains.

Neal Feddes, along with his 
brothers, established the Hereford 
herd in 1945. After Neal passed away, 
his son Chuck continued running 
Herefords with his uncle and cousins 
before they split the ranch in 1984. 
After that, Chuck realized he needed 
to make a change.

“I saw the handwriting on the 
wall,” he remarks. “There were tons of 
Hereford bulls right in our area, and 
demand was slipping, so we needed 
to do something different.”

Chuck bought his first Red Angus 
females in 1991 and continued to 
build the herd through years of 
extensive A.I. and embryo transfer 
(ET) work. To this day, you can still 

Chuck and grandson Cordon 
bring the cows home.

find cow lines going back to those 
original females – a lasting reflection 
of the foundation that was laid and the 
legacy the Feddes family is building.

It’s all about balance
Today, Chuck and Carol Feddes 

continue to run the ranch with their 
children and grandchildren. Every 
member has different roles but with 
the same goal – to deliver high-
quality Red Angus cattle.

For the Feddes family, everything 
starts with the cow herd. “The cow 
herd is our factory,” they often say – a 
philosophy that guides every breeding 
decision they make. Their focus is 
on balance: producing functional, 
high-quality females that in turn 
raise exceptional bulls. But that 
balance doesn’t happen by chance. 
The Feddeses are unapologetically 
strict when it comes to culling. If a 
cow has a bad udder, poor feet, a bad 
attitude or any trait that compromises 
longevity or efficiency, she’s out – sent 
to the sale barn or their meat shop. 
In their view, having the right factory 
makes everything possible; without it, 
it’s an uphill battle from the start.

“You know, we try to breed for 
balance,” Chuck explains. “We’re 
not chasing any extremes. We feel 

like extremes will always get people 
in trouble.”

The sales
The Feddes family hosts two 

in-person sales each year: the Big 
Sky Elite Female Sale in December 
and their annual spring bull sale. 
For both sales, the Feddeses have 
partnered with other Red Angus 
breeders in their area. The Big Sky 
Elite Sale includes four cooperating 
breeders, while the bull sale features 
two. Over time, Chuck and his 

family have built close lasting 
relationships with their fellow 
breeders – bonds that feel more like 
extended family. These partnerships 
have proven mutually beneficial for 
everyone involved.
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Today, Chuck and Carol Feddes continue to run the ranch with their 
children and grandchildren. Every member has different roles but 

with the same goal – to deliver high-quality Red Angus cattle.

Feddes Red Angus is a family operation. Pictured from left to right are Hunter, 
Mckenzie, Ella, Alyssa, Jake, Chuck, Carol, Oliver, Sawyer, Jerremy, Becky, 
Cordon and Tera.

“We can get together and 
just put more numbers together, 
potentially drawing some bigger 
buyers and spreading the genetics,” 
Chuck explains.

In addition to their live sales, the 
family hosts an annual spring online 
genetics sale, offering semen and 
embryos as a way to sell and market 
their frozen genetics. Additionally, 
several of their top-tier bulls have 
been selected by leading A.I. 
companies such as Select Sires and 
ABS, where their genetics are now 
marketed on a worldwide scale.

The meat shop
Chuck’s son Jake had always 

wanted to integrate a “pasture to plate” 
business into the family’s operation 
– and COVID-19 opened the door 

for that. They recognized the demand 
for a local, consistent protein supply 
when they sold three cows’ worth 
of hamburger in under 24 hours. 
In May 2020, the family purchased 
a local meat shop that had been in 
operation since the 1940s, and Feddes 
Family Meats was founded. Currently, 
the meat shop employs 17 people, 
with Jake and Becky managing the 
“30,000-foot-view” of the business.

While the Feddes family supplies 
a small portion of the beef for 
the meat shop, most of the beef 
sold through the shop is sourced 
from other local producers. When 
the family purchased the shop, it 
operated almost entirely as a custom 
processing facility. However, Jake 
has shifted the facility’s focus away 
from custom processing and instead 

concentrates on expanding its retail 
presence. Today, Feddes Family 
Meats offers beef at restaurants 
in Bozeman and has expanded 
to include a mobile sales trailer – 
affectionately called the “Chuck 
Wagon” – that travels to locations 
around the Gallatin Valley.

What’s in store
Looking ahead, the Feddes 

operation continues to grow with the 
next generation. Jake’s role as Superior 
Livestock representative has helped 
their customers market calves, adding 
another layer of service into the 
business. Chuck and Carol’s grandson 
Cord is now working on the ranch 
full-time after graduating high school. 
As the family continues to work with 
larger commercial operations – many 
of which purchase multiple bulls each 
year – their commitment to service 
remains unchanged.

“We still want to be able to take 
care of the customers and help with 
marketing calves if they want that,” 
Chuck says.

At its core, Feddes Red Angus is 
a story of adaptability, dedication and 
family. From registered Herefords 
to a vertically integrated Red Angus 
operation, the Feddes family has 
stayed true to their values while 
evolving with the times. With 
multiple generations involved and 
a commitment to doing things the 
right way, they’re not just preserving a 
legacy – they’re building one.

Colossians 3:17 – And whatsoever 
ye do in word or deed, do all in the name 
of the Lord Jesus, giving thanks to God 
and the Father by him. (KJV)  
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Idaho’s brucellosis rule under 
review this year
Ag Proud – Idaho Editor ial Intern Taryn Cox

In 2020, Gov. Brad Little signed 
Executive Order 2020-01, known as 
Zero-Based Regulation. The order 
requires every Idaho administrative rule 
to be repealed and either allowed to 
expire or reissued after a complete and 
thorough evaluation.

Under this order, the Idaho State 
Department of Agriculture (ISDA) must 
review the brucellosis rule and justify 
each part before it can be renewed. There 
will be no automatic continuation of the 
rule in its current form.

Zero-Based Regulation places 
several specific requirements on state 
agencies. First, the ISDA must conduct 
a retrospective analysis of the rule to 
determine if its intended goals are 
being met and whether the benefits of 
the regulation outweigh its costs. The 
department must also evaluate whether 
there are less restrictive ways to achieve 

the same objectives. Any changes that 
come out of the review process must 
maintain or reduce the existing level of 
regulatory burden on producers. Agencies 
are encouraged to remove outdated, 
redundant or overly complex provisions 
when rewriting their rules.

The process also requires public 
involvement before any changes 
are finalized. ISDA must post its 
retrospective analysis on its website 
before holding public hearings. At least 
two public hearings are required to 
allow producers, veterinarians, and other 
stakeholders to weigh in. One of these 
hearings was held June 17, and the second 

LIVESTOCK

AT A GLANCE

Idaho’s brucellosis rule is under 

review through Gov. Brad Little’s 

Zero-Based Regulation order, 

requiring full evaluation, public input 

and legislative approval to maintain 

Idaho’s brucellosis-free status.

Scott Leibsle
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3% - 4% - 5%

took place July 15. Once ISDA finalizes its proposed version of 
the brucellosis rule, it will go to the Idaho Legislature in early 
2026. Lawmakers will decide whether to approve or reject the 
changes, and if they pass, the new version will take effect July 1, 
2026.

Idaho’s state veterinarian, Scott Leibsle, shares more about 
what was discussed at the public hearings and where the 
brucellosis rule currently stands:

Q How has stakeholder participation shaped the 
rule-making process so far, and is there still an 

opportunity for public input before the end of the year?

LEIBSLE: Multiple stakeholders participated in the two 
negotiated rule-making meetings this summer – by far the most 
well attended of all the animal industries rules negotiated this 
year. Unless there is a specific request to hold a public hearing, 
stakeholders may still submit their thoughts/position on the rule/
program in writing to ISDA and it will be added to the rule-
making record.

Q Will any changes be made to the 02.40.20 
brucellosis rule based off those hearings?

LEIBSLE: The proposed rule that will be presented to the 
2026 Idaho Legislature contains no significant changes to the 
brucellosis program. The stakeholders that participated in the 
negotiated rule-making meeting were largely supportive of all 
aspects of the brucellosis program.

Maintaining a brucellosis-free cattle industry remains one of 
ISDA’s top priorities and we will continue to aggressively pursue 
any and all options, resources and strategies that will further 
prevent the disease from affecting Idaho’s cattle industry in the 
most cost-effective way possible.

Q Do you feel that 02.40.20 has played a key role in 
keeping Idaho brucellosis-free? And can you share 

any numbers that show its success? 

LEIBSLE: Yes. From October 2023 to September 2024, the 
Idaho brucellosis lab conducted nearly 400,000 brucellosis tests. 
See Table 1 – MCI stands for market cattle identification, which 
is the term used to describe cattle that are tested for brucellosis 
at slaughter.

With nearly 400,000 animals tested, there were zero Idaho 
cattle identified as brucellosis reactors during this time period. 
The year prior to this, only one Idaho cow was identified as a 
brucellosis reactor with about 500,000 animals tested.

What this data tells us is that Idaho’s brucellosis testing 
program is so effective that if/when a reactor is found, it’s 
identified well before it’s had an opportunity to spread to 
multiple animals. Since the source of the disease will likely never 
go away (wildlife in Yellowstone park), the current state of the 
program is the very best we can hope for in terms of time and 
ability to identify infected animals.

Q Are there any other programs within the livestock 
industry that are being reviewed under Gov. Brad 

Little’s executive order? Or is there anything else you 
would like readers to know? 

TABLE 1
Breakdown of all the brucellosis tests taken last fiscal year

Species Total yearly

Live 17,571

MCI 375,381

BRT 66

Live bison 48

Slaughter bison 2,233

Live elk 225

Slaughter elk 46

Hunter elk 266

Live other 770

Dead other 37

All slaughter 377,697

Total samples 396,643

LEIBSLE: The other administrative rules that were opened for 
negotiation this year are:

IDAPA 02.04.26 – Rules Governing the Public Exchange of 
Livestock

IDAPA 02.04.24 – Rules Governing Tuberculosis

IDAPA 02.02.11 – Rules Governing Eggs and Egg Products  
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BUSINESS MANAGEMENT

Building meaningful  
customer relationships  
in the seedstock business
Progressive Cattle Editor ial Intern Taryn Cox

When customers walk onto the 
lot on sale day, they are not just 
looking for new replacement heifers 
or a herd bull. They’re also searching 
for a sense of trust, the feeling that 
they’re doing business with people 
who stand behind their cattle and 
the reassurance that, long after the 
sale is final, someone will still pick 
up the phone when they call. In an 
industry where seedstock can be 
bought anywhere, how producers 
treat and develop relationships 
with their customers can define the 
long-term success of an operation. 
Garrett Knebel, a veteran sale 
manager and seedstock breeder, and 
Tierra and Randy Kessler of Kessler 
Angus shared their insights on how 
producers can create meaningful, 
long-lasting relationships with 
customers.

Every operation – and every 
customer – has different goals, 
priorities and ways of doing business.

As Knebel explains, it all starts 
with clarity.

“The potential customers you 
could have in selling cattle varies 
widely,” Knebel says. “Are you selling 
bulls? To registered or commercial 
producers? Are you selling females? 
Weaned calves? Show cattle?”

Each type of buyer has unique 
expectations, and meeting them 
requires more than a one-size-fits-all 
approach.

At Kessler Angus, that means 
taking the time to understand what 
each customer’s program needs to 
succeed. For some, it’s calving ease 
and dependable disposition; for 
others, it’s predictable performance 
and consistent, heavy calves. When 
buyers walk through the bull pens, 
the Kesslers are up front about which 

“If you know who 
your customer is, 

how they operate and 
what is important to 
them, you’ve solved 
80 percent of the 

equation.”
—Garrett Knebel,  

veteran sale manager and 
seedstock breeder

sire groups will fit – and which 
ones won’t. Even if it means telling 
someone they might be better off 
with a different bull, the goal is 
to make sure the customer leaves 
confident in their purchase.

Knebel puts it simply: “If you 
know who your customer is, how 
they operate and what is important 
to them, you’ve solved 80 percent of 
the equation.”

That understanding doesn’t 
just guide the sale itself – it shapes 
how producers communicate, how 
they follow up and how they stand 
behind their cattle when challenges 
inevitably come up.

Honesty isn’t a sales tactic to 
the Kesslers – it’s the cornerstone 
of their business. When customers 
come to view cattle, they often hear 
more about what the Kesslers don’t 
like in the animal before they hear 
about its strengths.

“Oftentimes, you’ll hear things 
we don’t like or would change about 
a cow before we brag on what she 
has done right,” Tierra shares. “We 
want customers to know as much as 
we do about these cattle so they can 
be successful in their own programs.”

Some buyers are surprised to hear 
a producer talk them out of a certain 
animal, but that candor pays off in 
the long run. It creates trust and 
enables customers to make decisions 
that set their own operations up for 
success.

Knebel has seen the same 
principle at work from the sale 
management side. While the product 
matters, what people remember most 
is whether they felt respected and 
informed.

“The strongest customer 
experience and relationship is built 
when the conversation goes deeper 
than, ‘How is the bull doing?’ That’s 
where the true connection is made,” 
Knebel says.

Clear, proactive communication 
can make the difference between 
a one-time buyer and a lifelong 
customer. Not returning calls or 
failing to follow up after a sale are 
missteps that can damage trust.

For the Kesslers, staying in touch 
is a priority that begins well before 
sale day. They make a point to call 
prospective buyers in the weeks after 
catalogs are mailed to remind people 

that the sale is coming up, to see if 
the catalog arrived and to answer 
any questions about the cattle before 
sale day. After the sale, if a customer 
has an issue with the animal – an 
injury or breeding problem – the 
Kesslers handle it quickly and 
respectfully, often replacing or 
warrantying bulls with “few to no 
questions asked.”

Knebel also emphasized the 
importance of supporting buyers 
beyond sale day. That might mean 
helping arrange transportation, 
making sure registration papers get 
transferred or simply being available 
when customers call with questions 
later in the season.

In today’s market, communication 
isn’t limited to phone calls and 
catalogs. The Kesslers have 
built a social media presence to 
share updates and connect with 
buyers. Even so, they believe print 
advertising still carries the most 
weight when it comes to credibility 
and reach.

When sale day arrives, it’s often 
the busiest – and most stressful – day 
of the year. That’s why making the 
experience smooth and welcoming 
matters. On sale day, Tierra manages 
check-in and check-out personally, 
knowing the buyers and their 
histories, so there are no awkward 
surprises. “No one wants to hear, 
‘Let me go check with the owner 
about that,’’’ she says. An organized 
process shows buyers that their time 
and business are valued.

Helping arrange delivery, having 
paperwork ready and standing 
by your guarantees all reinforce 
your commitment to customer 
care. When the day is over, buyers 
remember whether they felt 
supported and valued or rushed and 
overlooked.

Taryn Cox
Editorial Intern
Progressive Cattle
editor@progressivecattle.com

AT A GLANCE

Success in the seedstock business hinges on clear 

communication, trust and honesty. Longtime sale manager and 

seedstock breeder Garrett Knebel, along with Tierra and Randy 

Kessler of Kessler Angus, share insights on how producers can 

build strong, dependable relationships with their customers.
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Strong relationships are what 
set producers apart. It isn’t fancy 
marketing or the shiniest catalog 
that keeps customers loyal. It’s 
showing up, telling the truth and 
being there when it matters.

As Knebel puts it, “People just 
want to do business with good 
people.” When producers lead with 
honesty, clear communication and 
genuine care, they build more than 
a transaction – they build trust and 
relationships that last long after the 
cattle are sold.  
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Stolen calves in Gooding County show cattle 
rustling still happens
Taryn Cox for Ag Proud – Idaho

“I wish other producers 
who have gotten their cattle 
stolen would speak out about 
it more, because I would have 
put more protection measures 
such as cameras in place,” 
says a Gooding County cattle 
producer whose calves were 
stolen under cover of darkness 
earlier this summer.

For years, there were very 
few reports of cattle theft in 
the area – some producers 
believing that it could be 
a relic of the past and just 
something that the old-timers 
would tell stories about. 
However, recent thefts in 
Gooding County show that 

Taryn Cox
Editorial Intern
Ag Proud – Idaho

producer realize that around 
20 calves were missing.

According to the Gooding 
County Sheriff’s Office, hers 
wasn’t the only operation hit. 
“We haven’t had any thefts 
for years and recently had two 
different thefts where several 
unbranded calves were taken,” 
the sheriff shares. “Both in 
the middle of the night. We 
have a couple of suspects that 
we are working on along with 
ISP [Idaho State Police] and 
the brand department. We 
have recovered some of them. 
I do believe the group was 
somewhat organized to be 
able to do what they did at the 
time of day that they did it.”

That idea – that someone 
could pull up under cover of 
darkness, sort off a handful 
of calves and haul them out, 
causing minimal disturbance 
– can be hard to accept. But 
the reality is that today’s cattle 

AT A GLANCE

Earlier this summer, 20 calves were reported stolen in 

Gooding County. With cattle prices reaching record prices, 

this incident serves as a reminder that cattle rustling isn’t 

just a thing of the past.

cattle rustling never truly 
went away. It only waits for 
the right opportunity, and 
with today’s cattle market 
boasting record-high prices – 
now is the time.

In this producer’s case, the 
stolen calves were young and 
unbranded. They were in a 
pasture several miles away 
from the producer’s home, on 
the kind of ground where it is 
nearly impossible to keep eyes 
on the cattle and watch every 
gate constantly. 

The neighbors noticed 
something was wrong 
when they saw the broken 
fence, and only then did the 

theft is rarely opportunistic. 
When young calves go 
missing, it often means 
someone has planned ahead, 
scouted the pasture and knows 
exactly what they’re doing.

Cattle rustling has 
always been part crime 
of convenience and part 
calculated business. 
The motive isn’t hard to 
understand: Cattle are 
valuable, easy to transport 
and in some cases difficult to 
trace – especially when they’re 
not branded. Unbranded or 
freshly weaned calves are 
the perfect targets because 
proving ownership after the 
fact can be nearly impossible. 
Once stolen cattle are moved 
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… in today’s cattle business, rustling isn’t 
a story from the 1800s. It ’s happening here 
and now, sometimes closer to home than 

you’d ever imagine. For Idaho producers, the 
message is clear: Keep watch, document 

everything and never assume your pastures 
are too quiet to attract attention.

across county lines or sold 
quickly through private 
channels, they can disappear 
into the marketing chain 
almost overnight.

Idaho law requires cattle 
to be brand-inspected 
before sale, transport out of 
state or slaughter. Auction 
barns must verify proof of 
ownership before accepting 
consignments. But while 
these safeguards help, they 
can’t replace a brand on the 
animal itself. In some cases, 
producers have only realized 
animals were gone after a 
neighbor or brand inspector 
called to ask about suspicious 
cattle showing up at market.

Brand inspectors and law 
enforcement work together 
when theft is reported, but 
recovering stolen calves can 
still take weeks – or never 
happen at all. “We have 
recovered some of them,” the 
sheriff says. But with multiple 
thefts reported in the same 
area, it’s a reminder that 
vigilance matters.

While no operation is ever 
completely immune, there 
are practical things producers 
can do to make cattle harder 
targets. Branding calves early 
is one of the most effective 
deterrents, as it makes them 
unmistakable and much more 
difficult to sell anonymously. 
Installing cameras near 
high-traffic gates and corrals 
can help capture evidence 
and discourage thieves from 
approaching. Additionally, 

building strong relationships 
with neighbors creates an 
informal network of eyes and 
ears that can spot unfamiliar 
vehicles or suspicious activity 
before a theft occurs.

These practices won’t stop 
every theft, but they can slow 
down or discourage would-
be thieves. The Idaho State 
Brand Board emphasizes 
that the faster producers 
report missing cattle, the 
more likely a successful 
recovery becomes. Even if 
you aren’t sure an animal is 
truly stolen, notifying law 
enforcement and the brand 
inspector creates a record – 
and may help investigators 
spot a pattern across multiple 
operations.

For ranchers who have 
never dealt with theft, it 
can feel awkward or even 
embarrassing to admit they’ve 
been targeted. However, 
in today’s cattle business, 
rustling isn’t a story from 
the 1800s. It’s happening 
here and now, sometimes 
closer to home than you’d 
ever imagine. For Idaho 
producers, the message is 
clear: Keep watch, document 
everything and never assume 
your pastures are too quiet to 
attract attention.

If you suspect cattle theft, 
contact your county sheriff’s 
office and your district brand 
inspector immediately. A phone 
call made quickly can be the 
difference between a herd 
recovered and a herd lost.  
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