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used the grid sample maps as an example 
of how AGRIServices’ prescription 
fertilizer programs could increase 
yields for its customers. “It was my way 
of geting some of our clients to feel 
comfortable with the emerging variable-
rate technology.” 

Young says the farm and catle herd he 
and Natalie so closely share actually got 
its start when he was farming part-time 
with an uncle. Instead of taking his cut of 
the sale of animals fed to slaughter weight, 
Young took his share in live heifers. 

“Ten, in 1995, on our ninth [wedding] 
anniversary, we bought nine bred, 
registered Angus heifers, which gave us 
a strong foundation for black catle,” he 
grins, noting the uniqueness of his and 
Natalie’s present to each other. 

Recently, though, when they purchased 
the top-selling Hereford bull at the 
Missouri Hereford Association Production 
Sale, the Youngs began another transition. 
Te goal, Young explains, is to maintain a 
group of registered cows, while developing 
a group of black baldy cows from 
Hereford/Angus cross.

“We decided if we were going to do 
that, we wanted to have the best genetics 

available,” he says, insisting that his goal 
is no diferent than the corn producer 
who strives to pick the best hybrids for 
his farm. “But don’t get hung up on the 
genetics. Make sure you cover the basics, 
like fertility and plant or herd health.”

Even while the Youngs developed 
and expanded their catle operation, the 
farm has been more than a source of 
supplemental income. For Jerry it was a 
retreat from work that ofien called for 14- 
to 18-hour days for up to 30 days in a row.

“When I was still at ASB, I could come 
home from the o�ce, jump on the tractor 
and get more done and feel beter when I 
got it done than if I spent the whole day 
[at the o�ce],” says Young. “I always had 
my cell phone with me if somebody had to 
get a hold of me; otherwise, the farm was 
my chance to just relax.”  

Today, the Youngs continue to help 
others by sponsoring livestock awards at 
the local county fair and maintaining their 
involvement with the Missouri Angus 
Association, American Angus Association 
and Mo-Ag Industry. It’s their way of 
giving back to the industry and community 
… and of just maybe being seen as that 
“neighbor down the road.”   

A Change of Plans

Jerry And nAtAlie young weren’t 

looking for a new tractor when they 

made a trip to Vahrenberg Implement 

in Higginsville, Mo., in July 2010. Jerry 

says they were actually stopping by the 

dealership to see how much it would cost 

to buy an extended warranty for their 

2008 AGCO LT95A. However, Natalie says 

she “made the mistake of asking how 

much it would cost for a new one.”

That’s when the Youngs came home 

with a new Massey Ferguson 5465 

tractor with a model MF950 loader. “The 

cash price on a new Massey Ferguson,” 

explains Natalie, “wasn’t that much 

different than the cost of an extended 

warranty added to the used value of 

our AGCO.”

“Yet, we were getting so much more,” 

Jerry adds. “The 5465 has just a little 

longer wheelbase, which makes the ride 

a little more comfortable. But it also has 

much more new technology. This tractor 

has the switch that lets me take the 

hydraulic flow from the 3-point hitch and 

throw it to the front-end loader, which I 

really like. It makes it quicker and allows it 

to respond extremely well. 

“Plus, this one has the joystick built into 

the console,” adds Jerry about the loader 

controller. The joystick allows the operator 

to control functions such as lift and crowd 

or lower and dump simultaneously. “It 

takes a little time to get used to it; but once 

you do, it’s invaluable for loader work.”

The Youngs, however, insist the best 

thing about their Massey Ferguson tractor 

is their dealer. They’ve worked with Mike, 

Ruth and Doug Vahrenberg through the 

purchase of Oliver tractors on through 

the transition to White, then AGCO and, 

finally, Massey Ferguson. “The thing I like 

about Vahrenberg Implement is they will 

tell you what they’re going to do, what 

they will charge to do it, and then do 

what they said they’d do for no more and 

sometimes less than they said it would 

cost,” Jerry relates. “When somebody 

treats you the way you’d like to be 

treated, you’re hooked, no matter what 

color tractor they’re selling.”
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