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CANADIAN CO-OPERATIVE 
WOOL GROWERS LIMITED 

 
 
 

  We carry  
a complete line of supplies 
One stop shopping  for: 
* National ID Ear Tags 
* Gallagher Power Fencing 
* Animal Health Products 
* Handling Equipment 
* Shearing Supplies 
* Lambing Supplies 
* Pet Foods 
* Sheepskin Products & Processed Wool 
* Free Catalogue Available 

WOOL COLLECTION DEPOTS 
PLEASE CALL BEFORE DELIVERY FOR 

APPOINTMENT 
Blenheim - 519-809-1102 

Carleton Place - 613-257-2714 * 1-800-488-2714 
Cookstown - 705-458-4800 * 1-866-458-4800 

Glen Huron - 705-466-3295 
Indian River - 705-295-4238 
Little Britain - 705-786-2679 

Madoc - 613-473-1278 
Manitoulin Island – 705-282-6283 

Millbrook - 705-939-2366 
New Liskeard - 705-650-2338 * 705-647-4477 NEW 

Paris - 519-442-6486 
Rainy River District - 807-482-2017 NEW 

Wingham - 519-357-1058 
York - 905-772-3298 

For information regarding the wool collection depot 
nearest you, transportation assistance or wool  

market prices, contact the 
CANADIAN CO-OPERATIVE WOOL GROWERS  

Carleton Place - 1-800-488-2714 
Cookstown - 1-866-458-4800 

   SERVING ONTARIO’S SHEEP PRODUCER 

WWW.WOOL.CA 
 

Inquire 
about our 
seasonal 
specials 

519.669.5478  |  1.800.265.6126  |               |  

SERVING THE SHEEP 
PRODUCERS OF ONTARIO
Creep Rations  •  Lamb Grower Rations / Supplements  •  Ewe Rations / Supplements 
Sheep Minerals and Premixes  •  Feeds customized to your needs
Grain Pickup, Mixing and Processing  •  Feed Additives and Animal Health Products
Feed Sampling, Analysis and Programming Services  •  Sound Nutritional and Management Advice

BENACRES FARMS

Contact Jim at 613-328-0479
The Bennett Family - Elginburg, Ontario 

Are you looking for Healthy, Prolific Ewelambs?
We have commercial OLIBS crosses  

that could work for you.
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I’m pleased to be starting my second 
stint as Chair of OSF (the first was from 
2000-2006) as we begin the business of 

implementing our new strategic plan (Building Strength for a Better 
Future) and as Canadian agriculture deals with the lingering 
effects of the pandemic.

The ancient curse “may you live in interesting times” comes 
to mind as we all struggle with disrupted supply chains, rising 
costs and labour shortages. But then, farmers always live in  
interesting times.

As 2022 looms, your Board of Directors are preparing to 
execute the results of the Crossroads Challenge. Through that 
process, your input created the new five-year strategic plan.  
First up will be continuing to improve communications with our 
districts and finding ways to improve the market information we 
provide to Ontario producers.

As your Chair I am particularly focused on the view from 
beyond the farmgate – understanding the variables that influence 
our collective futures and the role of OSF within Ontario and 
Canadian agriculture.  By understanding the big picture – the 
forces that drive agriculture – we are in a better position to shape 
our future.

Ontario is the primary market for Canadian lamb and OSF 
has a responsibility to enhance consumer desire and confidence 
in our products. Your Board of Directors has an obligation that 
stretches beyond the Ontario border and includes a value chain 
that serves our farms and our consumers.

Your Board is charged with setting the direction of OSF. 
Our attention is focused on the “what” and “why” of setting 
priorities and allocating resources. Concentrating on these 
issues and encouraging staff to engage the “how” and “who” of 
implementation will be key to making 2022 a constructive year.

I am looking forward to the challenges that lie ahead for our 
industry and OSF. Your Board is ready to work for you, keeping 
a broad perspective on issues beyond the farmgate and focusing 
resources on things that matter to your prosperity.

How can you help? By offering solutions to the issues, we will 
undoubtably encounter. By encouraging leadership at all levels. 
And, if you can find something that is always in short supply, 
time, then try serving at the district level.

In closing, I am humbled to be your Board Chair, eager to 
get on with the work of supporting your farms and confident in 
the commitment and experience of the Board of Directors and 
District Executive. Lastly, best wishes for happy holiday season 
and new year!  OSN

Beyond the Farm Gate

John Hemsted, ChairmanChairman’s Report

 Training Video!
 �Learn to use  
SheepBytes
 � Improve your skills 
in using basic and 
advanced features
 �Fit lesson modules 
into your  schedule
 �Always available at 
no cost - anywhere, 
anytime

NEW!

 �SheepBytes ration balancer is web-based software designed for effectively 
managing nutrition for all types of sheep. Breeding flock owners, feedlot 
managers and nutritional consultants, across Canada, and internationally, are 
using SheepBytes to take the guesswork out of balancing cost-effective rations.

Easy to Use — Cost Effective — Developed and Used by Ruminant Nutritionists

Managing nutrition saves  
money every time you feed.

What are SheepBytes users saying?
 �  By using SheepBytes, we saved $12-18 per finished lamb without  
sacrificing performance.

 �Since using SheepBytes, we’ve noticed an improvement in the overall health of 
our flock, with fewer disease outbreaks and deaths from unknown causes.
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Learn more about what SheepBytes can do for your flock by visiting 
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Editorial policy: Ontario Sheep Farmers welcomes and encourages letters to the editor and article suggestions from farmers and industry partners as a means of communicating with the Ontario Sheep 
Farmers board of directors and other farmers on issues of importance. Letters may be on any sheep industry topic, including Ontario Sheep Farmers’ policies, programs and procedure. Letters may address 
previous articles or letters to the editor, and the editor may comment on the accuracy of the information in letters. Letters should not exceed 300 words and may be edited for style and grammatical errors. 
When submitting a letter, please include the name of the author, address, phone number and/or email address (for verification purposes). Printed letters will include the author’s name. Potentially defamatory 
or libelous material, or personal attacks on individuals will not be permitted. If an author feels that the editor has inappropriately edited or not print a letter, a written request can be submitted to the board of 
directors for review to determine if there has been a violation of Ontario Sheep News’ editorial policy.

There’s no doubt, 2021 marks another very memorable 
year for all of us. Words like pandemic, supply chain 
disruption, mental health and unease come to mind 

when I think about the past year. But so does perseverance, 
perspective, resilience and progress. 

Everyone involved in Ontario’s sheep industry can be 
proud of their role and contributions throughout 2021. As 
individuals, you’ve sustained your farms and businesses 
in one of the most tumultuous times. And together as an 
industry, we have made some of the greatest strides ever by 
engaging members to develop a new strategic plan.

As we look to the new year, there are three things I  
want our farming members to understand about what how 
Ontario Sheep Farmers will build on our foundational 
progress in 2021.

Why We Created a New  
Strategic Plan

Together, we set a new direction for our organization. 
The Crossroads Challenge process saw the development of 
our new five-year plan, Building Strength for a Better Future. 
We set aspirational goals that, while ambitious, will lay the 
foundation for growth in every part of our industry – from 
grassroots members right through to processing capacity. We 
identified five pillars that will focus our work – community, 
prosperity, mastery, invest and operations. And while we now 
have a written plan to work from, our approach is not a set 
path. The strategic plan will continue to evolve and change as 
we work towards some very big goals. To learn more about 
our strategic plan, visit our website.

What Grassroots Driven  
Really Means

Our strategic plan was truly grassroots driven. This 
approach sets us apart from any other strategic planning 
process OSF, or just about any other provincial agriculture 
organization, has ever followed. Being grassroots means OSF 
depends on member connections and engagement because 

our members ensure we have such a strong, diverse and 
resilient sector.

Throughout the strategic planning process, we had 500 
unique interactions from people across the industry, most 
were grassroots members. We didn’t develop the strategic 
plan around a boardroom table. We created it from the 
discussions and insights provided directly from people who 
work in our industry every day. And we are going to keep 
this process of member engagement going. There is no time 
limit on  your input, so please reach out with new ideas, 
suggestions or comments. Communications is one of our 
new strategic pillars, so watch for a renewed focus in member 
communications, starting with our communications survey 
on pages 23 and 24.

The Value of Ontario’s  
Sheep Industry 

Ontario is home to the largest market for processing lambs 
in Canada and the third largest market in North America. 
We’re important, and our economic impact is huge. Ontario’s 
sheep industry is a valuable and a critical piece of the larger 
agri-food sector. We can all be proud of our role in this 
industry. And as an organization, we have a lot of work to 
do to keep our industry strong. In 2021, OSF staff and board 
worked diligently, advocating and meeting with levels of 
government on issues that impact your operation – wildlife 
damage compensation, risk management programs, processor 
capacity. We’ve kept members informed on issues, ideas 
and activities that relate to the sheep industry, like webinars 
and education programs, and of course reporting market 
prices and information. OSF has also supported programs 
like GenOvis to ensure consistent, measurable genetic 
improvements for the industry.

I am so proud of our organization and members. We 
entered a year of uncertainty and are capping it off with a 
new path forward. As an industry, we came together and I’m 
optimistic for 2022. Have a safe and happy holiday season. 
I look forward to connecting again with many of you in the 
new year.  OSN

Building on Our  
Foundational Progress

Jennifer MacTavish, General Manager
jmactavish@ontariosheep.orgGeneral Manager’s Report
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As I write this editorial, I keep thinking to myself 

where has the year gone? How could it possibly 

be December? Then I think about how far we have 

come in the last few years; the challenges we’ve faced, both 

personally and as a sector and the many things we must be 

thankful for. A lot has happened since the September issue 

of Ontario Sheep News, such as working on our consumer 

website (lambrecipes.ca), completing the Crossroads 

Challenge consultations, our Annual General Meeting, and 

launching the new OSF Strategic Plan. 

The Crossroads Challenge process was about recognizing 

the changing dynamics in Ontario agriculture, the maturing 

of the sheep sector and allowing input early into the OSF 

Strategic Planning process. It was in many ways about 

taking the needed time to listen; whether it be via surveys, 

townhalls or independent interactions with producers and 

other sector stakeholders who told us about their vision for 

the sheep industry or spoke about the challenges to their 

farms/businesses and provided candid observations about 

OSF programs. Thank you for the meaningful feedback that 

you provided us to advance, grow and improve the Ontario 

sheep sector. 

By listening during the Crossroads Challenges we 

gained a lot of insight from our members. You told us that 

communication is important to you. The OSF team wants 

to build on that, and we want to ensure that we continue 

delivering effective and helpful communications to our 

membership. That is why we are now asking producer 

members like you to take part in a short communications 

survey that is included in this publication on pages 23 

and 24. You may complete it and mail back to us, fax it 

or fill it out online version by visiting www.ontariosheep.

org/Communication%20Survey on or before January 21, 

2022. When filling out the survey we ask for your honesty, 

constructive suggestions, and ideas for how we can better 

improve our communications with you. We look forward to 

reviewing the feedback. 

Producers who complete the survey will be entered 

into a draw for one of five $50 gift cards for the Canadian  

Co-operative Wool Growers. For more information visit 

www.ontariosheep.org. 

In closing, we hope that you enjoy the many articles, 

advertisements, and updates in this publication of Ontario 

Sheep News. The team at OSF wish you, your family, 

and friends a Happy Holiday Season and all the best  

in 2022!   OSN

LETTERS TO THE EDITOR ARE WELCOME
The OSN welcomes letters to the editor.  
Please email: tlewis@ontariosheep.org  or mail to:  
Ontario Sheep News, 130 Malcolm Road, Guelph ON NIK 1BI.

Tom Lewis, Ontario Sheep News Editor
tlewis@ontariosheep.orgFrom the Editor’s Desk

OSF Member  
Communications Survey 
Producer feedback requested; we want to hear from you!
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Full market information can be found every week in the Ontario Farmer and online at www.OntarioSheep.org under 
“Market Information”. The graphs here show the trends in pricing and volume of the last six months in Ontario
NOTE: OSI did not submit numbers from September 15th to November 15.  OSN

You can also listen to the 
weekly information by 
calling 519-836-0043  

and press 4 to go to the 
market line.  

Market information 
for OLEX, the Ontario 
Stockyards, Brussels  

and Embrun are recorded 
every week. You can 

also find archived weekly 
summaries on the  

Market page.

The Ontario Market Report
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Due to the ongoing Covid-19 Pandemic the 2021 Ontario 
Sheep Farmers (OSF) Annual General Meeting (AGM) 

was held virtually. Given the virtual format for this year’s 
annual meeting we were able to bring in a guest keynote 
speaker from New Zealand to present. Melissa Clark-
Reynolds ONZM, ChMInstD a futurist spoke about the Future 
of the Sheep Industry. If you missed the meeting the full 
presentation recording of Ms. Clark-Reynold’s presentation 
can be found on the OSF YouTube channel located at  
www.youtube.com/OntarioSheep. We encourage you to 
watch her informative presentation. 

New Leadership Unveiled at AGM
During the OSF Annual General Meeting we welcomed a 

new Board Chair and several new officers for 2021/2022. 
John Hemsted, Director for District 6, is the new Chair of 
Ontario Sheep Farmers (OSF). He is joined by 1st Vice Chair 
Colleen Alloi from District 11 and 2nd Vice Chair Jay Lewis 
from District 2. OSF also welcomed two new directors to the 
board. Art Alblas is the new Director for District 1 and Ken 
Lamb for District 7. Both were elected at district meetings earlier 
this fall. The remaining board members include Keith Todd, 
Marusha Kostuk, Heather Little, Gary Fox, Reg Campbell, 
and Lee Brien. A special shout out to outgoing chairman  
Marc Carere and Director Ed Post for their years of service to 
the OSF board. 

Building Strength for a Better Future – New OSF 
Strat Plan Launched 

At the annual meeting, the new five-year strategic plan was 
launched - Building Strength for a Better Future. OSF incoming 
Chair John Hemsted provided an overview of the plan that 
was largely developed out of the Crossroads Challenge 
consultations.  John commented that “Ontario’s sheep industry 
has a renewed sense of energy and a great optimism for 
growth. This is an exciting time to be leading our sector with a 
refreshed vision for the next five years.”  

The new strategic plan “Building Strength for a Better Future” 
was created with grassroots input across the entire sheep value 
chain over the past 12 months. During the process Ontario 
Sheep Farmers (OSF) coined the Crossroads Challenge and 
sets a roadmap for the organization based on the needs and 
opportunities identified through the consultative process. 

“Our new plan sets an ambitious and engaging path forward 
for the organization, and we are well positioned to seize the 
opportunities and address the challenges we heard directly 
from our members and industry partners,” says Hemsted. “I 
would like to thank Marc Carere for his leadership through the 
challenging times we’ve all been through these last few years 
and for his guidance through this innovative planning process”.

Five key deliverables are identified in the OSF strategic 
plan that are designed to build greater public trust, more 
dynamic market relationships, more effective business support, 
and a more robust system to identify leadership and support 
districts, and a more effective organization to support each 
member. A copy of the full OSF strategic plan is available at  
https://www.ontariosheep.org/strategic-plan 

OSF Awards Recognizing Ontario Sheep Farmers 
During this year’s event several Ontario sheep farmers 

received special recognition at annual meeting, with the 
announcement of the organization’s annual award winners. 
The annual awards program recognized a diverse group 
of individuals for their contributions to the Ontario sheep 
sector. “Our industry includes so many outstanding people 
and we are happy to showcase a few of them each year 
with our awards program,” says John Hemsted, OSF Chair. 
“We are also excited to be awarding a new Emerging 
Leader Award for the first time this year to recognize younger 
producers who are taking a socially responsible approached 
to the industry.” For more details on this years OSF awards 
winner please visit pages X and X of this publication or visit  
www.ontariosheep.org/Awards%20Scholarships. OSN   OSN

2021 OSF Annual General Meeting Highlights 
New Strategic Plan and Leadership Unveiled
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The Ontario Sheep Farmers (OSF) elected its officers for 
2021/202 following its virtual Annual General Meeting.

John Hemsted director for district 6 was elected chair. 
Colleen Alloi from director from district 11 was elected  
1st vice chair and Jay Lewis director form district 2 was elected 
2nd vice-chair.

OSF welcomes the following new directors to the board, Ken 
Lamb and Art Alblas elected at district meetings earlier this fall. 

The remaining board members include Keith Todd,  
Marusha Kostuk, Heather Little, Gary Fox, Reg Campbell and 
Lee Brien.    OSN

2021/2022 Ontario Sheep Farmers Board of Directors 

The Genovis Awards are given to the Ontario ram lambs 
in the categories of Dorset, Rideau, Suffolk and AOB (any 

other breed) born in 2020, completing test with 50- and 100-
day weights with the highest growth and maternal growth 
indexes on October 20, 2021.

Highest Flock Improvement
Shelagh Finn, Lamb Lady Farm of Simcoe County

Dorset Category
Top Gain Index and Top Maternal Index

Jim and Wendy Driscoll of Wellington County

Rideau Category
Top Gain Index and Top Maternal Index

Shelagh Finn of Simcoe County

Suffolk Category
Top Gain Index

Keith Todd of Huron County

Top Maternal Index
Paul Dick of Grey County

Any Other Breed (AOB) Purebred Category
Top Gain Index 

Irwin and Spencer Jackson Wellington County

Top Maternal Index 
Todd Sheep Company Huron County

Any Other Breed (AOB) Commercial Category 
Top Gain Index and Top Maternal Index

Mark and Betty Bearinger of Wellington County

Congratulations to the 2021 Award Winners.  OSN

2021 Genovis Awards Recipients

ONTARIO STOCKYARDS INC.
Box 1051, 3807 Hwy. 89, Cookstown, ON  L0L 1L0
Office: 705.458.4000    Fax: 705.458.4100
E-mail: info@ontariostockyards.on.ca
Website: www.ontariostockyards.on.ca

BRIAN PASCOE
Res: 705.878.7026
Cell: 705.878.6918

Total Livestock Marketing
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Several Ontario sheep farmers received special recognition 
at the Ontario Sheep Farmers (OSF) 2021 virtual annual 

meeting today, with the announcement of the organization’s 
annual award winners. The annual awards program recognized 
a diverse group of individuals for their contributions to the 
Ontario sheep sector. 

“Our industry includes so many outstanding people and 
we are happy to showcase a few of them each year with our 
awards program,” says John Hemsted, OSF Chair. “We are 
also excited to be awarding a new Emerging Leader Award 
for the first time this year to recognize younger producers who 
are taking a socially responsible approached to the industry.” 

Emerging Leader Award was awarded to Quintin 
McEwen who received the inaugural OSF Emerging Leader 
Award for 2021. Quintin 
is building a reputable 
Dorset breeding flock 
together with his wife and 
two young children in 
Monkton. He is the current 
chair of the District 3 
Ontario Sheep Committee, 
a full-time firefighter, a new 
board member of Farm 
and Food Care Ontario, 
and active online advocate 
for farming. Always the 
first to volunteer, Quintin 
leads by example with his infectious enthusiasm, kindness, 
community outreach and focus on social responsibility. 

 
Outstanding Shepherd Award was awarded to Mark 

Ritchie and his late wife Cherry Allen were recognized with 
the 2021 Outstanding 
Shepherd Award from 
OSF. When Mark and 
Cherry bought Foot Flats 
Farm on Amherst Island in 
1989, they set a course 
to create a genetic base 
in their flock that was 
capable of lambing on 
pasture and growing on 
grass, arguably shaping the course of what sheep farming now 
looks like in Ontario. 

 
Long Service Award was awarded to Peter Kudelka who 

has been involved in the Ontario sheep industry for more than 
40 years, earning him the 2021 OSF Long Service Award. 

A sheep shearer from Mitchell, 
Peter grew up on a sheep farm 
outside of Newmarket and after 
attending the University of Guelph 
and working overseas, he bought 
a farm, his first sheep and a 
Sunbeam Shearmaster in 1976. 
That began his lifelong learning 
and travels as a shearer in Ontario, 
following all the changes in sheep 
farming through the years. 

 
OSF Memorial Fund – Industry 

Leader Award  was awarded to 
Valerie Higginson, a third-year student at 
the Ontario Veterinary College (OVC), 
received the 2021 OSF Memorial Fund 
Industry Leader Award. Raised on a sheep 
farm in Eastern Ontario, Valerie holds 
a MSc in animal science and is looking 
forward to continuing to make significant 
contributions to the Ontario sheep industry 
through 2 research. At OVC, Valerie is 
actively involved as co-president of the 
Food Animal Club and president of the Theriogenology Club. 
She’s looking forward to travelling to New Zealand next 
summer to broaden her experience in small ruminant medicine, 
and further her career as a food animal veterinarian. Valarie’s 
submission to OSF for the Memorial Award can be found on 
page x 

 
Mapleseed Pasture Award

The Maple Seed Pasture Award is sponsored in part by 
OSF, Mapleseed and 
the Ontario Forage 
Council. This award 
recognizes individual 
sheep farmers 
who are doing an 
outstanding job of 
pasture management. 
The Mapleseed 
Pasture Award is a 
way of encouraging 
sheep farmers to 
implement pasture 
management strategies to maximize production per acre. This 
years Maple Seed Pasture award went to Brad and Karen 
Davis of Leeds and Thousand Islands. 

Congratulations to this year’s winners!

2021 Ontario Sheep Farmers Awards
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Submission from Valarie Higginson Recipient of the 
2021 OSF Memorial Fund – Industry Leader Award

Dear OSF, 

From a young age, I have been immersed in agriculture.  I 
was raised on my family’s sheep farm in Eastern Ontario where 
my passion for sheep, food animals and veterinary medicine 
began. Heading to the barn after school was what I looked 
forward to most. Fast forward to 2021, I am now a third year 
veterinary student at the Ontario Veterinary College, pursing 
my childhood aspirations to become a veterinarian.  Many 
years of 4H, undergrad, graduate school and hours on the 
farm have brought me here today. 

Looking ahead to my 5 year goals, I intend to remain 
heavily involved in the small ruminant industry post-graduation.   
To obtain this goal, I will be travelling to New Zealand during 
summer of 2022 to shadow food animal veterinarians and gain 
experience with the industry in other areas of the world.  This will 
be an invaluable experience as New Zealand has a prosperous 
and diverse sheep industry, one that I will have many learning 
opportunities with. I will bring back experience to collaborate 
with and help producers succeed in the future. Further, during 
my fourth year of the DVM program, I will be streaming the 
Food Animal stream, which has many opportunities to take 
sheep-specific rotations including a lambing rotation with Dr. 
Charlotte Winder on a local 
commercial farm. 

With guidance from other 
veterinarians at my future 
practise, I will bring the 
knowledge gained during my 
food animal-focused rotations  
at OVC to producers.  In 
addition to helping sheep 
farmers with medical issues, I 
also intend to assist them with 
production and reaching their 
farm’s best potential.  Hosting 
talks to share current research 
and how it can be applied on 
farm is just one way that I will 
work to accomplish this goal.   
Further, I am passionate about 
motivating future generations of 
sheep farmers and veterinarians 
and would like to be heavily 
involved in local 4H groups in 
my community. 

Beyond the next 5 years, looking ahead to 2031, I envision 
myself as an experienced food animal veterinarian, with a 
positive presence in the Ontario sheep industry.  I currently hold 
a Master of Science degree  in Animal Science and I remain 
passionate about research.  Within the next 10 years, I would 
like to complete a Doctor of Veterinary Science or Residency 
degree that is focused on small ruminant medicine.   There are 
many gaps in research for the sheep industry and completing 
further graduate school  to tackle some of these is along term 
goal.  By collaborating industry with research, I feel that I can 
make a significant contribution to the Ontario sheep industry 
through this role.  I would strive to ensure the research done 
during this degree had practical implications, ones that could 
be directly applied to the Ontario sheep sector for meaningful 
and lasting positive impacts for animal health and welfare and 
viability of the farm. 

Ontario sheep producers are among the most hard working 
individuals in the country.  Farmers have shown their incredible 
ability to overcome challenges and remain resilient.  It is their 
passion for their flock and pride in their product that motivate 
me to remain immersed in the sheep industry and devote my 
professional life to helping them succeed.  

Valarie Higginson
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MORE THAN

MILK
REPLACER

 ; 100% natural
 ; Rich in antioxidants
 ; Improves feed conversion
 ; Antimicrobial & anti-inflammatory

GroberNutrition.com | 1.800.265.7863 |

DOSTO® Oregano now available in select 
Grober milk replacers
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Meeting the Chair

OSF has a new chair, John Hemsted. A new board 
chair is often introduced with a brief bio outlining 
past accomplishments, and John’s list is extensive.

John has been around the livestock industry for a long 
time. He’s been raising sheep for more than 40 years, is a 20-
year member of OSF (including past chair) and has taken an 
active role in national, provincial and local agriculture.

We thought members might like to get to know more about 
John, beyond his bio. So, we asked OSF district executive 
what questions they have for John. We received 14 individual 
questions that ran the gauntlet from specific industry issues 
to the age of John’s beard. Over the next few months, we’ll be 
sharing John’s answers to each question, starting with a few 
from the more personal “get to know you” category. Here are 
the first questions we put to John.

Q1.  Please give us a good bio. How many sheep do you 
have? What breed? Annual or acceleration? How 
many years in the business? Do you have an off-farm 
job? Have you ever been part of any of the sheep 
health/genetic programs? If not, why not. How long 

have you been a 
board member? 
What committees 
have you sat on in 
the past? 

Let me start by 
saying that I’m 
on the backside 
of my career. We 
have transitioned 
to a small flock of 
20 sheep. I once 
heard it said that 
the last thing an ag 
organization needs 
is to be run by a 
bunch of old grey-
haired guys with no 
skin in the game.

I guess that 
describes me fairly 
well. But I do 
bring a few things 
with the grey hair, 
including more 
than 40 years in 
the business. That 

experience, including 
involvement across the 
livestock spectrum, 
provides a perspective 
of the industry beyond 
the farm gate and an 
understanding of where 
and how our industry 
fits in the big picture of 
agriculture. 

I have participated 
in some of the earliest 
genetics programs, 
including an on-farm 
program with my veterinarian. I’ve served on just about every 
committee from predation to finance and of course, I was an 
ex-officio member of every committee from 2000-2006 when 
I served as chair.

Q2.  Since John raises British milk sheep, does he milk his 
sheep?

We are not currently set up to milk our sheep. We have 
milked sheep, primarily to validate production records for 
our ewes and rams. 

Q3. Why should producers get involved in their districts?

Getting involved with your district allows gives you some 
measure of influence in your destiny.  It is a great opportunity 
to get a better understanding of the industry and a chance 
to direct the future. The best reason to give time and effort 
to your district is you can be a shepherd.  Shepherd’s lead, 
sheep follow. Shepherd’s can and do influence the future.

When I first began farming, I came to understand the 
contributions of people who gave their time to make sure 
people like me could farm. I decided then that when I had 
the opportunity to make a difference, I would do what I 
could to ensure future generations had the same opportunity. 
I’d encourage people to be a shepherd.

Honouring the efforts of those who came before us is not 
just a good thing to do. It’s essential that we have a voice 
in our future instead of following the dictates of a nameless 
analyst in a government office.

Q4. How long have you had the beard?

Well, let me put it this way, my wife and my daughter have 
never seen my cleanshaven face.  OSN

UPCOMING SALES
TUESDAYS
9:00 A.M.

Fed Cattle, Bulls & Cows

THURSDAYS
8:00 A.M.

Drop Calves, Veal, Pigs,
Lambs, Goats & Sheep

FRIDAYS
10:00 A.M.

Stockers

C O N F I D E N C E , 
T R U S T  &  S E R V I C E

519-887-6461
www.brusselslivestock.ca

BRUSSELS
LIVESTOCK
Division of Gamble & RoGeRs ltD.
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OSF Member Communications Survey
Ontario Sheep Farmers wants to hear from members about the communication we provide to you. We have created a short  
survey you can complete and mail back or fill it in online at www.surveymonkey.com/r/OSFcommsurvey. Please complete the 
survey on or before January 21, 2022. We ask for your honesty, constructive suggestions, and ideas for how we can improve in 
communicating with you. Thank you for your time and interest, and we look forward to reviewing your feedback. Please use a 
separate piece of paper if you need extra space for any of the questions.

We’re giving away five $50 CCWG gift certificates - be sure to fill in your name and contact information to be entered in the draw.

Name ___________________________________________________________________________________________________   

Farm name _____________________________________________________  OSF number _____________________________    

Phone number ________________________  Email ______________________________________________________________

1.  How do you currently receive information from OSF? Check all that apply.
o Weekly Messenger email (including printed copies at sales barns)
o OSF Twitter
o OSF Facebook
o ontariosheep.org
o Ontario Sheep News magazine
o Meetings/events – in-person or virtual 
o	 Direct email from OSF 
o	 District communications (please specify, i.e., email, mail, phone, etc.)
o	 Other (please specify) ____________________________________

2.  Please rank the following OSF communication vehicles based on how you prefer to receive 
 information from OSF. (1 is best route, 2 is second best, etc.)
__ Weekly Messenger email
__ OSF Twitter
__ OSF Facebook
__ ontariosheep.org
__ Ontario Sheep News magazine
__ Meetings/events – in-person or virtual
__ Direct email from OSF 
__ District communications (please specify, i.e., email, phone call, mailed material, social media)

3. Please complete the following, considering the communications you currently receive from OSF.

OSF Communication Vehicle Frequency

Not often enough Just right Too often Not applicable

Messenger email

OSF Twitter

OSF Facebook

Ontario Sheep News magazine

OSF webinars

ontariosheep.org

District meetings/events/communications

!
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4.  Are there any additional communication vehicles that OSF is not currently using that you would   
 recommend as an effective way for OSF to communicate with members?
For example, other social media channels (Instagram, YouTube), or print media (regional and/or farm specific such as  
Farmtario or Ontario Farmer).

________________________________________________________________________________________________________

________________________________________________________________________________________________________

5. What type of information are you looking for from OSF?
o Market information
o Sheep industry news
o Advocacy work
o General Ontario agriculture news

6.  Please provide any specific input, ideas, feedback for the following OSF communication channels.

7. How would you rate your overall satisfaction when thinking about the communication you receive   
 from Ontario Sheep Farmers? (circle your answer)

8. Is there anything else you want to tell us about communications from OSF?

________________________________________________________________________________________________________

________________________________________________________________________________________________________

Thank you for your time. 

Please return completed surveys:
• By mail to Ontario Sheep Farmers, 130 Malcolm Road,  Guelph, ON N1K 1B1 
• Scan and email to admin@ontariosheep.org
•  OR fax to 519.836.2531
• Surveys can also be completed online at www.surveymonkey.com/r/OSFcommsurvey

o Continued learning opportunities (e.g., Master Shepherd)
o Board reports/governance
o Other (please specify) __________________________________

Messenger email

OSF Twitter

OSF Facebook

Ontario Sheep News magazine

OSF webinars/events/meetings

ontariosheep.org

District communications 

Other (please specify)

OSF Member Communications Survey

Very unsatisfied

1

Somewhat unsatisfied

2

Neutral

3

Somewhat satisfied

4

Very satisfied

5

!
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Farm Animal Theft Forces Ottawa Valley 
Farmers to Fight for Law Enforcement
By Jeanine Moyer

Farming within the Ottawa city limits means Lyndsey 
Smith and Chris Moore, owners of Shady Creek  
Lamb Co., are accustomed to farming in the public eye. 

The couple pasture their sheep all year long, including some 
off-farm solar grazing locations that border public areas and 
walking trails where their livestock are known to attract the 
attention of the local public and people passing by. But when 
one of their guardian sheep dogs was stolen in September 
2021, they quickly received a crash course in dealing with 
the public and navigating the new trespassing regulations.

“Given our farm and grazing locations, I was mentally 
prepared for some type of incident to occur, like an 
unsolicited visitor, or people taking pictures of our sheep,” 
says Smith. “But I was caught off guard and shocked by the 
audacity of people when someone took one of our guardian 
dogs from a solar grazing site more than an hour’s drive from 
our home farm.”

In the weeks ahead of the incident, Smith was aware 
a photo of one of their dogs had been posted to a local 
Facebook page where questions and concerns about the 
dog’s wellbeing were expressed. “Our employee saw the 
post, but it was soon removed after the person realized the 

dog was meant to be in the pasture,” she explains. “But the 
post was up long enough for at least one person to, as our 
employee said, “get a little crazy” with the comments.” Smith 
and Moore quickly responded to the concerns by posting 
additional signage at the solar grazing site with their contact 
information, in an effort to direct any concerns directly to 
themselves rather than posting on social media. But that 
didn’t deter someone from leaving dog food along the outside 
of the fence, something that could have caused serious harm 
if their sheep ingested it. And then their guardian dog went 
missing.

Smith says the most frustrating aspect of the ordeal was 
their first interaction with law enforcement. The couple 
reported what they believed was the theft of their guardian 
animal to the OPP, only to be dismissed because the officer 
lacked any understanding of the provincial trespassing 
regulations that govern these types of situations. Moore 
explained to the officer that the missing dog was not a pet, 
but rather an integral part of their farm and the food system. 
In in the end, the detective work was left up to Smith and 
Moore to find their guardian dog. 

Continued on page 26.

Tips for protecting your farm from trespassing
Under the Trespass to Property Act, 1990, trespassing is 
defined as anyone who enters private property, including 
farmland, without the owner’s permission, or who is not acting 
under a right or authority conferred by law. That’s the legal 
definition, and while farmers should understand their rights 
and obligations under the regulations, preventing trespassing 
can be just as important. Here are some tips for protecting 
your farm, animals and property from unwanted visitors.

•  Post “No Trespassing” signs and any necessary biosecurity 
signs around the property and on buildings to clearly mark 
private property

•  Ensure any Category B animal protection zones are clearly 
marked with appropriate signage and that boundaries are 
designated

•  Lock all building doors and vehicles, removing keys from 
machinery and store somewhere safe

•  Monitor visitors and watch for suspicious vehicles or 
activities on or around farm property

•  Consider adding video surveillance to barns or high traffic 
areas of the farm

•  Train family and employees on how to respond to unwanted 
visitors and situations that would require calling the police
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What the officer didn’t understand, was that under 
provincial regulations, guardian animals are considered 
farm animals and are protected under the Security from 
Trespass and Protecting Food Safety Act, 2020. “This act is 
specific to farms and other properties where farm animals 
are located,” says Danie Glanc, Farm Policy Analyst with the 
Ontario Federation of Agriculture. “It’s a fairly new piece of 
legislation, protecting Ontario farm animals, farms, farmers 
and their families, agri-food employees, and the safety of 
the entire food supply by addressing the ongoing threat of 
unwanted trespassing and from unauthorized interactions 
with farm animals.” Glanc also notes the Trespass to Property 
Act, 1990 also applies to this situation, with regulations that 
protect farmers and landowners from unauthorized visitors.

Understand Your Farm and  
Protection Laws

When Smith appealed to social media and local community 
groups for information about the lost dog, accusations and 
false claims that the dog wasn’t being cared for were made 
on the public forum. The community did step up to help the 
couple source out who had taken the dog, and eventually the 
dog was returned to the solar grazing site. “We’re grateful to 
the people who helped us find our dog,” says Smith. “And 
we’ve learned a lot from this experience.”

Glanc reminds farmers that, in situations like this, they 
need to know how trespassing regulations apply to their 
farm operations. “While there are mechanisms in place for 
local law enforcement to learn about these new laws, it’s 
always important farmers know their rights and obligations 
under each of the trespassing regulations that apply to their 

Continued from page 25 ~  FARM ANIMAL THEFT FORCES OTTAWA VALLEY FARMERS TO FIGHT FOR LAW ENFORCEMENT

What is an Animal Protection Zone?
The Security from Trespass and Protecting Food Safety Act 
establishes areas that are considered animal protection zones. 
It is within these “zones” that the act applies. An animal 
protection zone, with respect to a farm, animal processing 
facility or prescribed premises, means an area on the farm, 
facility or premises on which farm animals may be kept or 
located. There are three types of animal protection zones 
established under the act:

•  Category A: An enclosure for farm animals (such as barns 
and fully fenced pastures)

•  Category B: Areas signed as animal protection zones by the 
owner or occupier, which meet prescribed requirements in 
accordance with the regulations

•  Category C: Other areas prescribed by the regulations as an 
animal protection zone

It’s important livestock farmers understand how the Security 
from Trespass and Protecting Food Safety Act applies to their 
operation so they can properly report incidents and advocate 
for enforcement. “Knowing which areas of your operation – 
from farm to table – are considered animal protection zones is 
critical,” says Danie Glanc, Farm Policy Analyst with the Ontario 
Federation of Agriculture. “Farmers also need to understand 
signage requirements for these areas and what constitutes 
interference and interactions.” For example, category B and C 
animal protection zones are not protected under the act when 
farm animals are not present in the area. Guardian animals, 
including dogs, donkeys and alpacas are considered farm 
animals under the act. And anyone found guilty of an offence 
under the act can be held responsible for any injuries, losses 
or damages that occur as a result of their actions. People 
are also prohibited from stopping, hindering, obstructing, or 
otherwise interfering with a motor vehicle that is transporting 
farm animals.
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farms,” says Glanc. This includes familiarizing yourself 
with areas on your farm that are considered animal 
protection zones and where the Security from Trespass 
and Protecting Food Safety Act and Trespass to Property 
Act applies within your operation. “Farmers also need 
to be prepared to communicate this information to 
enforcement officers in the event of a trespass or theft 
incident,” says Glanc.

And, if farmers are concerned about the safety 
of their farm, family and animals as a result of social 
media discussions, and aren’t in immediate danger, 
they can take these concerns to the police, using their 
non-emergency number, 416-808-2222. “Remember to 
always record any relevant information or take screen 
shots to provide to police. I also recommend farmers 
don’t engage the (social media) posters in these kinds 
of discussion, but contact the relevant authorities if you 
are worried,” says Glanc.

Lessons Learned
Unfortunately for Smith and Moore, their trespassing 

problems didn’t end with the return of their guardian 
dog. “We realized someone had cut the perimeter 
fence of our solar grazing site, so once again, we took 
our concerns to the police,” says Smith. This time the 
OPP took them seriously, and the solar company got 
involved, helping to raise the level of concern. Glanc 
points out that, under the Security from Trespass 
and Protecting Food Safety Act any interference or 
interaction with an animal protection zone is an offence, 
“and this includes leaving a gate open on purpose or 
creating conditions where farm animals can escape their 
enclosure,” says Glanc.

Three different types of signs are now posted at the 
solar grazing site to identify the pasture as a designated 
animal protection zone, recognize biosecurity and warn 
not to approach the working dogs, along with contact 
information for Smith and Moore to personally address 
questions or concerns. 

“The first thing I’ve learned is that this type of 
situation is possible,” says Smith. “The second is we that 
should have been more proactive, and we need to make 
it easy for people to reach us by posting more signage.”

The couple are also in the process of increasing 
security on their home farm, installing a gate in their 
laneway and posting signage. Smith says it’s been a 
wakeup call for them and she hopes her story can 
help other sheep farmers realize that the possibility 
of trespassing and theft is real. “It’s been a learning 
experience for us and the local OPP,” she says.   OSN
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Transition Period Impacts on  
Ewe and Lamb Metabolites 
By Marlene Paibomesai, Dairy Specialist OMAFRA

The transition period between pregnancy and lactation 

is a time of high metabolic demand for dairy ewes. It 

is typically a time of low dry matter intake, which can 

increase metabolic challenges and results in negative energy 

balance. Negative energy balance is when an ewe is unable 

to consume enough energy to meet her current demands. In 

the diet, energy can come from different sources including 

carbohydrates, fat, and even protein. Some of these are easier 

to convert to energy used by the ewe, while others are more 

challenging to convert. Several weeks prior to lambing the 

ewe begins mobilizing fat and breaking down skeletal muscle 

for protein to increase energy availability for growing fetuses. 

Inadequate energy at this time can lead to lower birth weights 

and challenges with lamb production and health. It can also 

create challenges in early lactation when metabolic demand 

is high for milk production. This article will focus on results 

from a study completed in Spain on negative energy balance 

of dairy ewes.     

This research was completed in Spain by Pesantez-

Pacheco et al, 2019, and they wanted to know the impacts 

of maternal factors such as weight, parity, number of fetuses 

and body condition on circulating metabolites of transition 

Lacaune dairy ewes and lambs. The researchers sampled 426 

ewes through lambing and the 584 lambs that were born to 

those ewes in two cohorts. The cohorts were an April/May 

lambing group and a December lambing group. The average 

production of these ewes was 1.71L per day with an average 

lactation length of 201 days and a dry off period of 64 days. 

The ewes were sampled 3 times over the production period, 

at mid-pregnancy (70-80 days pregnant), late pregnancy 

(138-146 days pregnant) and early lactation (48-57 days 

after lambing). On sampling days ewes were body condition 

scored and a blood sample was taken. 

Ideal Sheep and Goat equipment
Custom fabrication available!

Visit our website for a complete product list for all your sheep handling needs

www.venostal.ca
Maternity fences with wood, mesh wiring 

and synthetic casing

Turning crate sideways for hoof trimming                  

Creepfeeder 2.45 mtr + 1.25 mtr with safety hurdleCrowding tub and work schute

Selfclosing feedgate; Lambs can’t get through, no loss of silage and hay.

Feeding racks, hanging or attached on a wall

Zuidervaart Agri-Import LTD
5259 HWY 8

NOK-1NO   Mitchell Ontario
E-mail zuid-agri@quadro.net

Tel.: 519-393-8290
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Enhancing intake during the dry 
period helps ewes transition more 
smoothly into lactation.  Minimize 
pregnancy toxemia by providing  
the necessary energy density  
during transition.

The researchers found that first lactation ewes and multiple 

lactation ewes both lost body condition score after lambing in 

early lactation. The average BCS score during late pregnancy 

of mature ewes was 3.0 and first lactation ewes had a BCS of 

2.5. In early lactation, after lambing, both first lactation and 

multiple lactation ewes had dropped condition, but multiple 

lactation ewes had lost almost 1.0 body condition score by 

50 days in milk. Higher body condition score ewes (BCS 

≥3.0) in late pregnancy and in early lactation had higher 

concentrations of triglycerides and cholesterol (an energy 

source) and increased urea concentrations (component of 

protein break down). Sheep with a lower body condition 

score (BCS ≤2.0) had lower concentrations of triglycerides, 

cholesterol and urea compared to the higher body condition 

score ewes. 

The researchers also showed that all ewes were in negative 

energy balance in late pregnancy and early lactation, as shown 

by the increase beta-hydroxybutyrate (BHB), which is a key 

indicator of fat mobilization in the body. Low body condition 

scored ewes showed a peak in late pregnancy that rapidly 

decreased in early lactation. This was accounted for by the 

low milk volumes produced by low body condition score 

ewes the 1.4L ± 0.53L compared to higher body condition 

score (BCS ≥3.0) at 2.28±0.73 L/day. The lambs from ewes 

with high body condition score showed increased lipid 

metabolism compared to lambs from low BCS ewes. This 

indicates that experience by the lamb during late pregnancy 

can influence early life metabolism.  

Overall, the researchers found that ewes, regardless of 

parity and age, were subject to negative energy balance in late 

pregnancy and early lactation. Ewes that were coming into 

their first lactation were more challenged by negative energy 

balance than mature ewes. This indicates that we need to at 

least monitor body condition score and potentially separate 

first lactation ewes from multiple lactation ewes for improved 

nutritional management. Producers should aim for body 

condition score 3.0 at lambing. Monitoring body condition 

score through the production cycle gives producers key 

information that allow for more precise feeding which can 

improve metabolic health of the ewes and the lambs.  OSN
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Ontario sheep Farmers (OSF) offers several online 
professional development courses aimed at assisting 
producers either looking to get into sheep production 

or are looking to tune up on their sheep production skills 
and improve their operation.  Check out the courses below 
currently being offered by Ontario Sheep Farmers! 

Online Introduction to  
Small Ruminant Production 

Are you looking to get started in small ruminant 
production? To help facilitate education and knowledge 
transfer, Ontario Sheep Farmers (OSF) and the Ontario 
Ministry of Agriculture, Food and Rural Affairs (OMAFRA) 
offer an online Introduction to Small Ruminant Production 
Course. Each online module covers both sheep (meat, fibre, 
and dairy) and goat (meat, fibre, and dairy) species, providing 
an overview of each of the sectors and introductory concepts. 
The online professional development course is designed for 

individuals who are thinking about starting a sheep and/or 
goat farm and can be viewed at your own pace in the comfort 
of your home. Registrants are given 60 days to complete  
the course. 

• The course fee: $30 per participant. 

• For more details visit www.ontariosheep.org/programs 

Online Parasite Management Course 
This new self-guided online course focuses on parasite 

management in Ontario. Parasite management is always a 
challenging topic for producers. This course is geared toward 
sheep and goat producers. 

Each self-guided module will take approximately 
75 minutes to complete which includes 50 minutes of 
presentation time and the module quiz. The course is broken 
down into 6 modules. 

• The course fee: $50 per participant. 

• For more details visit www.ontariosheep.org/programs

Master Shepherds Course   
Master Shepherd’s Course is a wrap - almost!  

As you read this issue of OSN, Module 11 of the Master 
Shepherd’s Course will be complete. Students who have 
completed all modules will be presenting their business plans 
as part of Module 12 in the New Year.

We initially offered the course as in-person format but did 
not have enough registrants for it to go ahead. Concerns over 
covid (think back to July-August 2020) pushed us to offer the 
online format, and I must say, the online format has been a 
success. It enabled OSF to offer the course at half the price of 
the in-person format. That combined with each module being 
spread over 8 evening sessions and the ability of a registrant 
to start at any time, resulted in more producers participating. 
We started with 12 fulltime students in September 2020, 
quickly building to 27 by Module 4 and to 30 fulltime at 
the start of Module 11.  As well, 20 additional producers 
registered for 34 single modules.

The success of a program like this depends heavily on 
people giving of their time, knowledge, and experience. To 
these folks, a heart-felt thank you from myself, OSF and the 
course registrants.  OSN

Ontario Sheep Farmers  
Professional Development Courses 
Looking for ways to improve on farm production?  
Sign up for one of our professional development courses today!

This event is a trade show (information seminars and 
vendors) by sheep farmers for sheep farmers!

We hope you will join us.  
More details to follow in the March issue.

P.S. We are looking for advertisers for our booklet and 
vendors. Please contact Ghislain Mayer at 613-330-2856 

or by email ghislainmayer90@gmail.com  
with any leads.

DATE 
April 2, 2022

LOCATION 
South Mountain Agricultural Hall 

2967 Lough Rd, South Mountain, ON K0E 1W0
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M1 Industry Dynamics & Structure - Delma Kennedy, 
OMAFRA; Jennifer MacTavish, OSF; Anita O’Brien, OSF, 
Barb Caswell, OSCIA; Keith Todd, CSBA Director; Christoph 
Wand, OMAFRA

M2 Reproduction - Chris Buschbeck, Markdale Veterinary 
Services; Delma Kennedy OMAFRA, Chris Clark, Western 
College of Veterinary Medicine; Anita O’Brien OSF

M3 Lambing & Lamb Rearing - Marlene Paibomesai, 
OMAFRA; Richard Ehrhardt, Michigan State University; 
Paula Menzies, Professor Emerita, Ontario Veterinary College; 
Heather Aitken, Rideau- St. Lawrence Veterinary Services; 
Delma Kennedy, OMAFRA; Eadie Steele, Norwood; Mark 
Ritchie, Footflats Farm, Stella; Anita O’Brien, OSF

M4 Business Planning - Erich Weber, OMAFRA; Delma 
Kennedy, OMAFRA: John Molenhuis, OMAFRA; Kate 
Henderson & Jason Emke, Farm Credit Canada; Earl Pollock, 
Farm Life Financial, Lyn ON; Ursina Studhalter, Farming 
Frontiers, Shawville Quebec; Anita O’Brien OSF

M5 Flock Nutrition - Paul Luimes, Ridgetown Campus, 
UofGuelph; Courtney Vriens, Vriens Nutrition Consulting; 
Delma Kennedy, OMAFRA; Dan Morrical, Premier1, Iowa; 
Joel Bagg, Quality Seeds; Vince Stutzki, Elmcrest Farms, 
Paisley; Anita O’Brien OSF

M6 Predation & Pasture - Patrick Hubert, OMNRF; 
Brent Patterson, OMNRF; Mark Ritchie, Footflats Farm, 
Stella; Owen Fraser, OMNRF; Alan Whitlam, Sand Bay Sheep 
Lansdowne; Christine O’Reilly, OMAFRA; Jim Johnston, 
Pasture Hill Farms, New Liskeard; Tim Campbell, Gallagher 
NA; Jake Munroe, OMAFRA; Anita O’Brien, OSF

M7 Genetics - Cathy Gallivan, Sheep Canada; 
Erin Massender, OMAFRA; Frederic Fortin, CEPOQ; 
Delma Kennedy, OMAFRA; Johanne Cameron, Les 
BergeriesMarvoine, Quebec; John Steele, Norwood; Chris & 
Jenny Vervoort, EweManage; Courtney McMorris, Agsights; 
Anita O’Brien, OSF

M8 Infrastructure - Steve Beadle, OMAFRA; Christoph 
Wand, OMAFRA; Anita O’Brien, OSF 

M9 Flock Health - Jennifer MacTavish, OSF; Heather 
Aitken, Rideau-St. Lawrence Veterinary Services; Amy Gaw, 
John Hancock, Picton Animal Hospital; Rex Crawford, 
Dufferin Veterinary Services; Anita O’Brien, OSF 

M10 Feedlot & Dairy - Phillip Wilman, OMAFRA; Chris 
Buschbeck, Markdale Veterinary Services; Paul Luimes, 
Ridgetown Campus, University of Guelph; Christoph Wand, 
OMAFRA; John Steele, Norwood; Anita O’Brien, OSF

M11 Marketing & Wool - Bill McCutcheon, Ontario 
Lamb Marketing Group; Marc Carere, Trillium Lamb; 
Delma Kennedy, OMAFRA; Shannah Armstrong, Pinnacle 
Haven Farm, Renfrew; Eric Bjergso, Canadian Cooperative 
Woolgrowers Ltd; Jocelyn Jansen, OMAFRA; Don Metheral, 
Great Lakes Shearing Company; Anita O’Brien, OSF

Farm Tour Hosts - Todd & Jennifer Payne, Asphodel 
Sheep Company, Norwood; Ellen & Dave Edney, Mariposa 
Woolen Mill, Oakwood; Jenny & Luke Carnaghan, Carncroft 
Farms, Blackstock; Kelty & Alex McKay, Willowtree Farm, 
Port Perry; Tracey & Rob Werry, Gimlet Hill Farms, Uxbridge; 
Mike & Amber Swidersky, Riverview Ranch Meat Company, 
Melancthon; Bill McCutcheon, Mulmur Vista Farm, Grand 
Valley; Peter, Elley and Harold Vanderveen, Vanderveen 
Farm, Grand Valley; Ryan & Romy Schill, Circle R Lamb, 
Wallenstein; Mark Martin & family, Mark Martin Dairy, 
Drayton; Jay & Don Lewis, Lewis Land and Stock, Holstein

Sponsors - Huber Ag Equipment, Coronation, Alberta. 
https://www.ontariosheep.org/2021Sponsors

Next Offering - planning is underway for the next 
offering of the Master Shepherd Course. Target start is 
September 2022. Course details will be shared through 
the Messenger, future OSN issues and the course webpage  
https://www.ontariosheep.org/master-shepherds-course.

For more information visit www.ontariosheep.ca   OSN
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One of the most important decisions on your farm 
could be the decision to cull ewes.  The reason for 
this is the cost of feed.  Feed is one of the largest 

farm expenses and feeding a ewe that does not produce a 
market lamb can quickly make your operation unprofitable if 
that one unproductive ewe is actually several or many ewes.  
I’m not saying that any sheep farmers have ewes on the farm 
that didn’t breed last year, I hope you don’t.  But what about 
the ewes that lambed but didn’t have as many marketable 
lambs as most of the ewes?

Culling for Production Example
Assume that a group of 16 prolific crossbred ewes are all 

the same age and on average have had 35 lambs born and 29 
lambs marketed per year over the past 3 years. Table 1 shows 
the average number of lambs born and marketed per lambing 
for each individual ewe.  I have assumed that the number 
marketed is the same as marketable.

Table 1.  Lifetime average number 
born and marketed for  
16 individual ewes.

The average results have been 
very good with 2.17 lambs born 
and 1.82 lambs marketed per 
ewe.  In culling for production, it 
isn’t reasonable to cull everything 
below average, that would be half 
of the flock.  Table 2 shows the 
same numbers sorted by average 
number born on the left and 
marketed on the right.  It is much 
easier when the group is sorted to 
determine how many poor performers could be culled.

Table 2.  Lifetime average number born and marketed for 16 
ewes sorted by # born (left) and by # marketed (right).

In this example I decided to cull 3 ewes or the bottom 
19%.  In the table on the right, there is actually no difference 
between ewe #9 who is kept and #537 who is culled but 
culling 4 animals would be 25% of the flock, which was too 
many ewes.  The last row of each chart shows the average 
number born and marketable if the bottom 3 ewes are not 
included.  The average number marketable per ewe fed is 
better, if marketable lambs produced is tracked and used 
for culling. Although tracking number born is easier, using 
number marketable is more effective.

Table 3 makes it easier to see the consequences of culling 
or not culling.  Culling on number born increases the number 
marketed by 5.5% and culling on marketable lambs increases 
the number marketed per ewe by 9.9%.

Table 3.  Average number born and marketed, and total 
number born and marketed with no culling and 
culling scenarios.

Scenario 4 in table 3 shows the consequences of culling 
on number marketed and selecting replacement ewes. It is 
assumed that the replacement ewes will have a performance 
that is average, for the group of 13 selected ewes, after culling 
on number of lambs marketed.  In this scenario, the same 
number of ewes are fed and there are 3 extra lambs (10 % 
more) that could be marketed.

To understand how this might work in a production cycle, 
assumptions have to be made:  
•  All 16 original ewes lamb in first 2 years for all scenarios
•  In year 2, after the second lambing, production culling 

decisions are made
•  Replacement ewes average 1 marketable lamb in year 3 
•  Replacement ewes average the same performance as the 

ewes in scenario 3 for the year 4 lambing.

Table 4 shows the results of four years based on the 
assumptions above and four different scenarios: no culling, 
culling 3 ewes based on number born, culling 3 ewes based 
on number marketed and culling 3 ewes based on number 
marketed and replacing those ewes with 3 ewes selected from 
the top ewes.

What is the Value of Culling  
Ewes for Production?
By  Delma Kennedy, Sheep Specialist, OMAFRA
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Table 4.  Number of marketable lambs per year, in total, per ewe 
and average number of ewes fed per year for 4 scenarios.

Culling clearly improves the number of marketable 
lambs by up to .25 lambs per ewe.  Downsizing results in 
the highest number of lambs per ewe but the most common 
scenario will be to replace those culled ewes to maintain a 
consistent ewe flock size.  If the replacements lamb at a year 
of age and produce an average of 1 marketable lamb, there 
will be no loss in number of marketable lambs compared to 
no culling.  If replacements are kept from the best ewes in 
the flock, it is reasonable to assume that they will produce 
the average of the culled flock by their second lambing and 
hopefully their performance would be better than average in 
future years. 

In this example, the value of the culling and selecting 
scenario is an extra 3 lambs to market in year 4 for the same 
ewe cost.

What Do You Do in Real Life?
The example illustrates that there is money to be made by 

culling the poorest performing ewes in your flock.  However, 
the problem is always in the details and the situation is 
more complex on farm.  How many poorer performing ewes 
should be culled?  First ewes should be culled on:
• Reproductive problems or not breeding
• Health or structural problems
• Temperament problems

To decide how many ewes could be culled on production, 
you need to have some basic information on the cost of 
keeping ewes and lambs on a per ewe basis.   From a culling 
point of view, it is important to know if the number of lambs 
produced covers the variable costs.  The variable costs are 
those costs that rise and fall according to how many sheep 
you have.  For example: feed, tags, mineral.  Total expenses 
are made up of variable costs plus fixed costs.  Fixed costs are 
those costs that don’t change with the number of sheep.  For 
example: mortgage, machinery payments, municipal taxes.  It 
is these fixed costs that confuse the issue of how many ewes 
to cull because having more animals results in a smaller fixed 
cost per ewe.  But for culling on production, it is clear that 
if a ewe does not produce enough to cover her variable costs 
she is not contributing to the payment of any fixed costs. 
As a result, figure out your variable cost per ewe and your 
average price per head for market lambs. Using table 5, find 
the average number of lambs that need to be marketed to 
cover variable costs.  

Table 5.  Number of lambs that need to be marketed per ewe to 
cover variable costs at different dollars per lamb marketed.

If you know these numbers, it gives you a good rule of 
thumb to use on your farm for the number of marketable 
lambs a ewe should produce per year on average to cover 
her variable costs.  If she markets fewer lambs, she is costing 
you money.  The decision is actually more complex than just 
the number, as a decision to cull may be affected by her age, 
history, your vision of what you think she will produce next 
breeding, what market prices are doing and if variable costs 
are changing.  A long-term objective would be to have all 
ewes producing more lambs than needed to cover total costs 
at moderate prices so that you have funds to pay yourself 
and make capital investments to your operation.  Although 
generating the number is fairly simple, using it in the moving 
parts of an operation is a complex balance of cost control, 
animal performance and market prices.

Conclusions
Culling for production adds value to your operation.  Over 

time, production culling improves the average genetics in 
your flock which will increase the number of lambs marketed 
per ewe.  Knowing how many lambs must be marketed per 
ewe to cover variable costs is an important first step to culling 
for production. Good culling strategies will ensure animals in 
the flock are healthy, productive, and profitable.  OSN

Proud OSF Sponsor
519.698.0034
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There’s no better way to celebrate Canadian Wool Month 
than sporting your favourite wool coat or sweater. The 
Campaign for Wool in Canada took that a little further 

by releasing a 100-mile blazer in October 2021, to celebrate 
wool month and demonstrate to the fashion industry that the 
Canadian wool clip can deliver high quality, local wool cloth 
for high-end fashion.

Expanding on their partnership with Holt Renfrew, Ogilvy 
and three Canadian fashion designers, Line, ça va de soi and 
Smythe, the Campaign for Wool created a limited-edition 
capsule collection in 2021. The centre-piece of the collection 
is the 100-mile blazer made by Smythe, that was created 
entirely within 100 miles of the City of Toronto.

“This is a true farm to closet blazer,” says Matthew Rowe, 
Chief Executive Officer, Canadian Wool Council. “But it 
wasn’t easy. Traditionally, designers source their wool cloth 
from other countries like Italy or the United Kingdom. So, 
we set out to show that Canadian wool can provide a high-
quality cloth, sourced right here in Canada.”

What it Means for Canadian  
Wool Growers

The Holt Renfrew Campaign for Wool capsule collection is 
in its third year, but this is the first year that features Canadian 
wool, alongside Canadian manufactured and designed pieces. 
The 100-mile blazer in particular, shows the strength of 
what a complete wool value chain collaboration can achieve, 
pairing Canadian fashion designers with farmer, mill, dyeing, 
weaving and manufacturing partners. “Not only did we prove 
to the entire industry that sourcing quality Canadian wool 
for high-fashion is possible, but we also created a completely 
traceable item going back to a single flock,” says Rowe. The 
wider collection also includes fully traceable knitwear from 
LINE that was made using RWS yarns, as well as a ça va de 
soi throw manufactured in Toronto using Italian yarn.  

Sourcing Canadian wool hasn’t really been an option 
in recent years for the Canadian clothing and design 
sector, because there hasn’t been a reliable domestic value 
chain. Rowe explains that wool processing capacity has 
been bottlenecked, and is often unable to handle the fine 
wool required for higher-end applications. Combine those 
restrictions with the fact that fashion brands depend on 
consistent supply, and it’s no surprise Canadian wool isn’t 
being used in fashion clothing design and manufacturing. 
“Much of the finer wool processed domestically is available 
at the artisanal level because there is so little of it available. 
But we’re trying to break through the value chain barriers 
to create a reliable source of Canadian fine wool alongside 
partners willing to use it, and this project proves we can do 
it,” he says.

The greatest barriers to expanding Canada’s wool into 
the fashion and design sector is the quality and current 
fragmented state of the supply chain. Rowe says it can be a 
challenge to source Canadian wool at the level of softness 
needed for clothing designers. “Canadian sheep farmers 
primarily breed for meat, not wool,” he explains. “And while 
there are select breeds that produce finer wool that is ideal 
for clothing, most of the wool clip today is coarser and more 
suitable for upholstery and rugs. While we also created a 
Canadian wool wall-covering project this year, we wanted to 
show that Canadian wool could also be the star of a fashion 
story.” 

How the  
100-Mile Blazer 
was Made

“The biggest challenge 
was sourcing enough fine 
wool to manufacture the 
cloth for the 100-mile 
blazer,” explains Rowe. “But 
we had a team of partners 
that stepped up to help us 
make it all happen.”

A farm to closet success 
story, the 100-mile blazer, 
passed through many hands 
along the wool value chain. 
While the collection was 
released in October 2021, 
the production process 
started much earlier in the 
year. Here’s a look at process 
the wool went through, 
starting at the farm.

Wool 
The 100-mile blazer, required a total of 105 lb of wool to 

produce 96 m of cloth (80 m after shrinkage and finishing). 
The wool was sourced from Pine Hollow Farm in Norwood, 
where owner, Allison Brown raises a flock of crossbred 
Norbouillet sheep. “My part of the project was growing the 
wool,” says Brown, who started farming with dairy goats 
in 1982, and has been focused on raising sheep for wool 
production since 1988. The wool was a combination of 
fleeces from Brown’s 2020 and 2021 shearing. “My focus has 
always been on finer wool production for smaller projects. I 
enjoyed being part of this, and anything that increases the 
awareness of wool is a good thing,” she says. 

Locally-Produced Clothing Proves the 
Potential of Canada’s Wool Supply Chain
By Jeanine Moyer



 OSN  D e c e m b e r  2 0 2 1  3 5

Spinning
Donna Hancock of Wellington Fibres in Elora was 

approached to spin the wool for the project, and says this was 
one of her largest undertakings. Starting with the first batch 
of wool in February 2021, Hancock spun a small sample 
for testing at the next stages, dyeing and weaving. Over 
the course of four months, she spun all the wool, working 
with the team throughout the process to ensure quality and 
consistency. 

“It was a true collaborative approach with a whole fibre 
team,” says Hancock. “We all worked to ensure the final 
product performed and looked the way it was desired, and 
I’m proud to be a part of this.” Hancock says working on 
such a large order demonstrates that this type of production 
can be achieved locally. “Wool production doesn’t have to be 
sourced from overseas, we can create a good, long-lasting 
products here too.” 

Dyeing
The wool was hand-dyed over a period of nearly four 

weeks in 1.5 kg batches, requiring 22 lots in total. Liam 
Blackburn, owner of Iron Cauldron Colour Works specializes 
in small batch dyeing, natural pigment processing and 
marbling. Located in Toronto, Blackburn worked with the 
team to test the wool, fabric and colours. He was brought 
into the project in early 2021, dyeing wool in two colours, or 
shades of blue, using synthetic dyes. Blackburn delivered a 
total of 40 kg of finished product and says that since this was 
his largest project yet, it was a fantastic learning experience 
for him. “The team worked together, checking quality and 
consistency at every step along the way. And I was able to 
learn how to scale up my logistics too.”

Blackburn says the dyeing process is currently a missing 
link to the wool supply chain, explaining much of it is 
currently completed at a hobby level, making it hard to 
produce large quantities. “That’s why I started my company, 
to help fill a missing piece of the supply chain,” he says.

Weaving 
Deborah Livingston-Lowe of Upper Canada Weaving was 

the chief collaborator through the supply chain process. She 
hand-picked her team and worked alongside each of them, 
checking on quality and consistency to deliver the final 
product.

“Mathew contacted me in October 2020, a year before 
we were to see the final results of our work. He connected 
me with Smythe, the designer who was looking for local 
wool material,” explains Livingston-Lowe. From there, she 
assembled the supply chain, sourcing the wool fibre, dyeing, 
spinning and finally weaving the cloth herself. “We may all 
be small scale, but together, our team creates a high-quality 
calibre product.”

The final woolen material also included 15% of Ontario 
Alpaca fibre. Livingston-Lowe explains that, since the 
material was destined for such a high-end market, they 
needed to blend the wool with another fibre to create a 
felting on the surface of the fabric to trap pilling. “The result 
was a beautiful, all-natural fabric that we are all so proud of.”

The final step in the production process, Livingston-Lowe 
wove the material in three 32 m installments. The weaving 
process started in March 2021, when she created the first 
sample for testing, with the final batch of cloth delivered to 
the designer in July 2021. 

Livingston-Lowe says that when she saw the final blazer, 
she was taken back by the way the designer captured the 
beauty of the fabric. “They just made it sparkle,” she says. 
“We were all thrilled to be part of the journey to create such a 
beautifully crafted jacket that all started on the farm.”

Room to Grow
Opportunities like the Holt Renfrew collection and 100-

mile blazer present the Canadian wool and sheep industry 
with a glimpse of what could be. Rowe expects that, with 
some supply chain management, we could expect to see 
sustainable growth in the domestic wool market. “We just 
need inspiration to see what’s possible and what Canada can 
provide to the marketplace. With the right business model 
and the right partners, we can do it.”

The Campaign for Wool in Canada will continue to 
champion projects like the 100-mile blazer, helping them 
to justify the need for the value chain to scale up and build 
a more robust wool industry. Rowe believes Canadian wool 
could be the next niche market, combining quality with a 
unique story that can compete, and command a premium 
on the global market. “Our recent strategic plan contains a 
vision for making that possible. What we need now is wider 
industry investment to help us reach the next level. We have 
some big announcements coming soon in this space so rest 
assured, this is only the beginning,” he says.  

Learn more about the Campaign for Wool in Canada and 
the strategic plan here: campaignforwool.ca.  OSN
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Maedi visna (MV) is a debilitating viral disease that 
can undermine the economic viability of a sheep 
flock. MV is the Icelandic name for the disease used 

in most of the world; in the USA it is called ovine progressive 
pneumonia or OPP.  It is often called an “iceberg” disease; 
while only a few sheep in the flock may appear affected at 
any one time, many more are infected with the virus and 
will eventually become ill themselves.  In a typical flock 
with uncontrolled MV, 30-40% of the sheep are infected 
(seropositive) at any one time.  The virus is very contagious, 
particularly when sheep are housed indoors, and prevalence 
of infection can reach well over 50%.

The most common signs of MV are chronic pneumonia with 
weight loss and hard udder with reduced milk production, 
and less commonly arthritis or neurological signs. Sheep can 
be infected at any stage of their life and remain infected as 
long as they live, however it takes one to three years for signs 
of disease to be noticed as MV virus is what is called a “slow 
virus” meaning that the effects of the virus accumulate over 
time until organ damage is severe.  This means that sheep 
that still look relatively healthy, can be a source of infection to 
other sheep and a source of lost revenue to the producer.

Most of the economic loss due to MV is attributable to the 
ewe’s loss of productivity.  A seropositive ewe produces less 
milk, it is more likely to fail to become pregnant and to lose 
her lambs if she does conceive.  In one study, it was found 
that 66% of healthy appearing, MV positive ewes had udder 
lesions and their lambs had lower than average weaning 
weights. Lambs are also 1.65 times more likely to die if their 
dam is positive for the disease. Dairy sheep have been shown 
to produce 7 to 12% less milk if seropositive. 

The effects of the disease manifest at the time when the 
ewe should be at her most productive, i.e., 3 to 5 years of 
age.  Instead, she either succumbs to chronic pneumonia or is 
culled due to poor productivity, chronic wasting or arthritis.  
Regardless of how she leaves the flock, the disease is costing 
you money.

The udder is the most common organ to be affected by the 
virus. The udder may look normal at lambing but is very hard 
to the touch (hard bag), the milk will appear normal but the 
ewe produces less and their lambs are often hungry and may 
steal from other ewes or starve. The udder may soften later in 
lactation but still produces less milk. Normal feeling udders 
can also be affected by the virus.  Mastitis can also be caused 
by bacteria but in those cases the udder is hot, swollen and 
the milk is abnormal in appearance (yellow to red in colour, 
watery with clots). 

The second most common sign of MV is chronic 
pneumonia.  The virus causes chronic inflammation of 
the lungs without a fever.  The ewe will cough a lot, have 
difficulty keeping up with the flock but still may look bright.  
Eventually, her respiratory rate will get very high as the lung 
damage becomes severe and she has difficulty pushing the air 
out of her lungs.  She becomes very thin and eventually is 
too weak to get up and then succumbs to the disease.  There 
is no treatment that will change the course of disease. This 
usually happens in ewes and rams greater than three years of 
age.  The lung damage can be very severe before it is noticed. 
Older ewes and rams will develop chronic wasting and will 
lose body condition; sometimes this is the only sign of the 
disease. The nervous system can also be affected, ewes will 
tremble and can become weak in the hind end and may go 
down. The joints can also be affected in mature sheep which 
results in arthritis. In this case stifles and knees can become 
stiff and swollen.  Both of these presentations of MV are less 
common and could be mistaken for other diseases (e.g. polio 
or listeria for the neurological signs, footrot for arthritis).

How is the virus spread from sheep to sheep?  Sheep can 
become infected at any point in their lives, and an infected 
sheep is infectious to other sheep for its entire life - not a 
great mixture when trying to control an incurable disease. 
The virus that causes MV, is shed in the colostrum and milk, 
and respiratory secretions (mucus from the lungs). This 
means that the virus is transmitted mostly by close contact 
with respiratory secretions (e.g. from coughing into the air or 
onto feed and water) or through drinking milk or colostrum.  
This is why we see that lambs born to infected ewes are more 
likely to get infected themselves - whether it is from the milk 
or from close contact with the dam’s respiratory secretions.   
Horizontal spread sheep to sheep is more important than 
through the milk. Sheep kept in the same barn or pastures 
are at high risk of picking up the virus from infected sheep.   
Close confinement and high stocking densities increase that 
risk.  Rams have been shown to shed virus into their semen, 
although the risk from the ram’s respiratory secretions is a far 
more important source.  Rams are more likely to be purchased 
than breeding ewes in most flocks; it is critical that the ram 
be tested negative for MV before entering the flock.  More 
information on how this is done can be found in the OMVFSP 
protocols.  While there is not a lot of virus in the circulating 
blood compared to udder and lungs, it is also possible that 
the virus can be transmitted by sharing blood contaminated 
equipment (e.g., ear taggers) or multi-use needles.

In short, maedi visna is a chronic, progressive, incurable 
disease that robs adult sheep of their productivity and you 
of your profits. So, should you worry about MV in your  
flock?  Yes!  OSN

What is Maedi Visna and Why  
Should I Worry About It?
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Ontario Sheep Farmers (OSF) website hosts several 
wide-ranging online resources to support those 
looking to get into sheep production or those with 

established flocks. 

These helpful resources are located under the resources tab 
found on the OSF website by visiting www.ontariosheep.org. 

Resources include information on 
• Animal Health 
• Biosecurity 
• Cost of Production 
• Covic-19 
• Environment 
• Humane Transport of Animals 
• New Producer 
• On-Farm Emergency Planning 
• Parasites 
• Point of Sale Materials 
• Predation 
• Security from Trespass 
• Student Teacher Resources 
• And other links and additional resources. 

To view some of the many online resources made available 
visit www.ontariosheep.org/resources. 

In addition to online resources OSF also offers several 
Professional Development courses which are referenced 
on page 30 of this publication or by visiting https://www.
ontariosheep.org/programs. Some of these courses are self-
guided online while others like the Master Shepherd course 
are online and instructor led. Check them out!   OSN

Did you know that Ontario 
Sheep Farmers (OSF) has a 
YouTube Channel?  By visiting  

www.youtube.com/user/OntarioSheep you 
can watch some of our past event recordings 
such as the 2021 Fall Speakers Series with 
webinars like the Market Outlook, Improving 
the water cycle and drought-proofing your 
farm with Regenerative Agriculture and 
Selecting Ewes for Resilient Lamb Production. 

There are also many other recordings from 
past OSF webinars and presentations. So, if 
you missed a webinar or online event hosted 
by OSF it very likely can be found here.  OSN

Online Resources for Ontario Sheep Farmers 
Additional producer resources are only a click away!

OSF YouTube Channel 
Recordings from past webinars and other events  
posted online for viewing!
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Farming: Managed grazing sheep 
under solar panels, grazing cover  
crops, and silvopasture. 
Soil story: Farming in the future will 
mean farming differently. By grazing 
under solar panels, this land is doing 
double-duty. Even more than that 
actually; we’re producing lamb, but we 
are also sequestering carbon, providing 
habitat, and increasing pollinators.  
Soil is the base of the entire farm, so 
it makes sense to take good care of it. 
A little effort to invest in soil now, over 
time, will pay dividends. We believe we 
have a responsibility to do the best job 
we can. 
Field videos: ontariosoil.net/soilroadtrip

Join the conversation. 
Sign up at ontariosoil.net
         #LetsTalkSoil

It’s just practical!  
Let’s talk soil.

“We see farmland being 
gobbled up around here. Our 
soils will need to be more 
resilient and productive, 
so we’ve got to make 
investments in the soil now.” 

The Ontario Soil Network is supported in part by OMAFRA.

Chris Moore, 
Lyndsey Smith & Nala  

Shady Creek Lamb Co., 
Kinburn, ON

Insta: Shady_Creek_Lamb
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Dear Editor: 
Thank you to the Ontario Sheep Farmers for giving me 

this Lifetime Long Service Award 

Looking back on my travels through the World of Sheep 
that I have travelled since 1977, I ponder the how, what, 
where and why of the Life that I have spent in this business.  
We work from our strengths and what we bring to our 
endeavors.  Yet as I look back, the biggest influence has been 
the mentors that I found in the Sheep Business that stood me 
in good stead.  I have a saying that I use often along the lines 
that ‘there are 400 things to know; everyone tells you 3, you 
only hear one and you have to hear it from three different 
people before it becomes part of your vocabulary’.

Someone suggested that I connect with Russel Dow, who 
then connected me with many of the purebred breeders of the 
late seventies and that world of sheep ownership and care, 
showing sheep, sheep shows, sheep sales, sheep marketing, 
sheep breeding, sheep testing, that would lead to seeing the 
sheep industry around the world.  I had many mentors: Les 
Jones, Doug Kennedy, Cy Lauden, and Bill Duffield, to name 
a few, and many more who all contributed to my education 
in the sheep world over my last 44 years.

With the help of the CCWG and Ontario Sheep Farmers 
(Ontario Sheep Association, Ontario Sheep Marketing 
Association, Ontario Sheep Farmers) and many individuals, 
I have spent those years helping at shows and sales, doing 
fall fair demos, running shearing schools for beginners and 
generally prodding the sheep industry to be better than itself.  
The education is endless and has not stopped.

The industry has changed - maybe not because of me but 
in spite of me!  The sheep we see going through the sales 
rings in Ontario are very different that those we saw in the 
seventies, as far as quality goes.

I have a very positive outlook for the future of the sheep 
industry in Ontario, as I see a lot of new people coming 
forward in the industry who are putting modern ideas and 
data to good use to improve their production and sales.

For this Lifetime Long Service Award from the Ontario 
Sheep Farmers I say thank you with my whole heart 
and wish the industry the very best as it moves into a  
prosperous future. 

Thank you,

Peter D Kudelka - Mitchell Ontario

Letter to the Editor

Ontario Sheep News is the official publication of Ontario Sheep 
Farmers, with a circulation of 3,500 copies. It is mailed to every 
registered sheep farmer in Ontario. Features include industry profiles, 
production information, industry news, classifieds and more. 

Call our office today to discuss your advertising needs  
and how Ontario Sheep News can work for you! 

Our next publication comes out in March.  Booking deadline  
is February 1st 2022 and submission deadline is on or before  
February 14th 2022. 

To book advertising, please contact: 
Ontario Sheep Farmers 
130 Malcolm Road Guelph, ON N1K 1B1 
P: 519 836 0043 • E: admin@ontariosheep.org 
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FARM ANIMAL THEFTFORCES OTTAWA VALLEY  FARMERS TO FIGHT FOR  LAW ENFORCEMENT

2021 OSF AGM Highlights 
Transition Period Impacts on Ewe and Lamb Metabolites 

Locally Produced Clothing Proves the Potential of  Canada’s Wool Supply Chain 

LOOKING TO 
GET NOTICED?

Try advertising in 
Ontario Sheep News!

For additional information please visit  
www.ontariosheep.org/ontario-sheep-news-magazine
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THE 2022 ONTARIO LAMB MARKET CALENDAR
Year Holiday Consumption Preferences Market Processor Needs Public Auction Market Impact

January 6 Epiphany 
(Christian)

Lamb is featured in many 
celebration meals. 

Recently weaned and milk fed lambs  
are preferred. 

Lower market volumes generally.

February 1
Chinese (Lunar) 
New Year

Both mutton and lamb are used in 
a variety of dishes and is a favorite 
ingredient in hot pots.

Lower market volumes.

March Easter holiday inventory buildup.  Growth in supply following winter, 
with Easter demand increase.

April 15 to 23
Passover 
(Jewish)
8 days

Traditionally must be processed 
under Kosher laws.

Healthy finished lambs. (up to 64 lbs live 
weight; ideally milk fed and fat)

Steady market. A limited influence.

April 17

April 24

Western Easter

Eastern Orthodox 
Easter 

A peak sale period 
for in the year. 

Roast lamb is a main festive meal 
for European (Italian, Portuguese, 
and Greek) heritages. 

Healthy young lambs. (under 60 lbs live 
weight; ideally milk fed and fat) Numbers 
of lambs under 65 lb begin to increase 
in three weeks before Easter, and peaks 
during the week before Easter. Numbers 
of 65-79lb lambs will increase during this 
time as well.

Higher market demand in 2 to 3-week 
period preceding holiday. Hint: check 
local auction schedules for ‘special’ 
Easter sale dates.

Apr 2 to 
May 2

Ramadan (Islam)
1 month
(daylight fasting)

Some celebrations will occur prior 
to start of Ramadan.

Weaned market lambs
(60 – 90 lbs live weight)

A moderate market factor for week 
leading into Ramadan.

May
Start of barbeque season which 
more frequently featuring Ontario 
lamb.  

Mod demand. Processors see an increase 
in BBQ lamb demand from May to August. 

Commonly higher supply and slightly 
higher but still moderate demand. 

May 3

Eid al-Fitr
(Islam) 

Festival of Fast 
Breaking

Celebrations occur during the fast 
break period which will feature 
lamb products.

Weaned market lambs 60 – 90 lbs 
liveweight. Lower demand for heavy 
lambs. 

A moderate market factor for the 
week leading into Ramadan. 

July 9 to 10

The Hajj
is July 7 to 12

Eid al Adha 
(Festival of 
Sacrifice, Eid)
(Islam) 

A peak sale period 
in year.

Eid, the festival of sacrifice, is one 
of the most important observances 
in the Islamic faith. 

(This may be referred to as 
Qurbani, though this refers to the 
actual act of animal processing.)

Lambs (70 – 110 lbs live weight) 

Desired weight differs across different 
communities. 

Lambs should be under a year of age and 
be unblemished. Blemishes may include 
open wounds, torn ears or other physical 
unsoundness. Wethers and lambs with 
docked tails may not be acceptable to 
some buyers. 

High market demand in period leading 
up to holiday. Peak demand is in week 
preceding holiday.

Note: There is a high activity level 
of private holiday sales sought by 
families for this important celebration 
period.  

July 29

Muharram  
(Islamic New Year)

The Islamic New Year is the 
first day of the Muslim calendar. 
Mutton is often served as the main 
course for this holiday meal.

There is no preferred weight for this 
holiday, although animals should appear 
healthy.

Steady market. A limited influencer.

September 25 to 27 Rosh Hashanah
Jewish New Year

Lamb is a tradition or symbol of a 
new beginning.  

Forequarters from weaned market lambs
(60 – 109 lbs live weight)

Steady market. A limited influencer.

October 10 Thanksgiving Lamb is an alternative to turkey. Steady demand with slow year over year 
consumer demand increase.

Steady market. A limited influencer.

November
Stew/casserole are growing in 
seasonal popularity

Lower but steady demand during 
transition from Thanksgiving into 
Christmas period.

Lower market volumes.

December 18 to 26

Chanukah
(Festival of 
Rededication)
(Jewish) 8 days

Traditionally must be processed 
according to Kosher law.

Healthy heavy lambs.
(up to 100 lbs live weight)

Usually occurs close to Christian 
Christmas which leads to high 
demand.

December 25

Christmas Day to 
New Year
(Christian)
 
A peak sale period 
in year.

Lamb is a feature at Christmas 
parties (lamb-pops, spiedini, 
roasts).

Leg of lamb, stews and curries are 
food staples.

Lambs should be freshly weaned (milk 
fed), up to 80 lbs, and not older than 3 
months of age. Out-of-season breeding is 
required to produce the favoured type of 
lamb for this market.

Cull sheep are popular for stew and curry.

Higher market demand in 2 to 3-week 
period preceding holiday.

This calendar is also available on the OSF website at https://www.ontariosheep.org/religious-ethnic-market-calendar.
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Fan Favourite Category
Submitted by Melissa Frieman

All About Wool Category
Submitted by Esther Kelly

Sheep Farmer Category 
Submitted by Esther Kelly

Around the Farm Category 
Submitted by Lynn Mckay

Best Flock  
Shot Category

Submitted by  
Jay Lennox

2021 Photo Contest Results
And the winners are! 
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Producer # __________________   Name:_____________________________________________________________

Address: _________________________________________________________________________________________

City: _____________________________________Prov.: _______________Postal Code: _______________________

Date of Sale: _______________________________  Date Remitted: _____________________________________

# of sheep/lamb sold: _______________________  Lic. Fees (x $1.80=)  $ ________________________________
___________________________________________   

 Plus 13% HST $ _______________________________                                                        

 TOTAL REMITTED $ _______________________________                                                       

PRODUCER/SHEEP OWNER LICENCE FEE REMITTANCE FORM 
(PRIVATE TREATY SALES)
Ontario’s 3,000 sheep producers are represented by the Ontario Sheep Farmers organization. With a focus on profitability and sustainability, the 
organization works in the areas of advocacy, industry capacity, research and market development. The organization is funded through a check off (or 
licence fee) on lamb and sheep marketed in Ontario. Representing the sheep, lamb and wool industries, it was established in 1985 under the Ontario Farm 
Products Marketing Act. A compulsory check off (licence fee) of $1.80 per head sold or slaughtered in Ontario is payable to the Ontario Sheep Farmers 
to fund projects and operations supporting the Ontario sheep marketplace. Visit our website (www.OntarioSheep.org) to see your licence fees at work.
Auction markets, livestock agents, and processors are to deduct the check off fee from the proceeds payable to a seller, and processors must also assess 
the licence fee in addition to the slaughter fee. This fee is applicable to each sale or slaughter transaction.
Private sales (i.e. a sheep owner to sheep owner sale, sales not done at an auction market, nor to an agent or processor) require licence fee self-
assessment and reporting through this remittance form.

Ontario Sheep Farmers 130 Malcolm Road, Guelph, Ontario N1K 1B1

SHEEP/LAMB: FEE IS $1.80 PER HEAD PLUS 13% HST

PAY BY PHONE USING VISA OR MASTERCARD
519-836-0043
HST# 107800823

PUREBRED SHEEP BREEDERS OF ONTARIO
Joan Finlay, Box 364 Lucknow ON N0G 2H0 • 519-528-2620 • email: psbo.secretary@gmail.com

ASSOCIATION DIRECTORY

PROMOTE  
YOUR BUSINESS

Sign up for the Locator – a 
searchable database for Ontario 

lamb, mutton, specialty wool, sheep 
dairy products, breeding stock, and 

livestock guardian animals.
It’s FREE. 

Sign up today

To register, visit www.OntarioSheep.org 
or email admin@ontariosheep.org.
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Genetic and Health Program Enrollment Listing
If you have questions, concerns, or would like more information about these programs please  

contact the Ontario Sheep office at (519) 836-0043 or email general@ontariosheep.org.

CURRENT PRODUCERS ENROLLED IN THE GENOVIS PROGRAM (AS OF DECEMBER 2021)

CURRENT PRODUCERS ENROLLED IN ONTARIO SHEEP HEALTH PROGRAM (AS OF DECEMBER 2021)

SHEEP PRODUCERS ON THE SCRAPIE PROGRAM (AS OF DECEMBER 2021)

FLOCKS WHO HAVE ACHIEVED “B” STATUS ON THE MAEDI VISNA PROGRAM (AS OF DECEMBER 2021)

FLOCKS WHO HAVE ACHIEVED “ENROLLED NEG” STATUS ON THE MAEDI VISNA PROGRAM (AS OF DECEMBER 2021)

FLOCKS WHO HAVE ACHIEVED “A” STATUS ON THE MAEDI VISNA PROGRAM (AS OF DECEMBER 2021)

4S Maple Lane Farm • Kimberly Schneider • (905) 404-7811
5-Star Livestock and Farm Services • Jen & Chris Vervoort • (519) 993-6413

Allinbrook Farms • Neil Allin • (905) 983-5791
Breezy Ridge Farm • Philip & Elizabeth Smith • (905) 478-4280

Brubacher Ovine • Earl Brubacher • (519) 323-4152
Cedar Creek Charollais • Ted & Joanne Skinner • (905) 263-2102

Cedar Grove Farm • Quintin Mc Ewen • (519) 949-4130
Century Lane Farm • Robert & Shirley Graves • (613) 791-2656

Circle R Livestock • Ryan & Romy Schill • (519) 669-4146
Codan Suffolks • Bill & Lynne Duffield • (519) 899-2663
Craigmore Farm • Wayne Kreklewich • (416) 892-0664

Cursio Farms & Arkell Valley • Frank & Ned Cursio • (519) 766-3378
DP Farms • Neil Post • (519) 820-2810

Ewenique Farm  • Nathalie Labelle • (613) 290-5405
Fare Vewe Acres • Mark & Betty Bearinger • (519) 323-1760

Jim & Wendy Driscoll • (519) 638-5703
G & L Brien • Gary & Luanne Brien • (519) 674-3846

Gollan Sheep • Tania Gollan • (226) 622-0887
Hutchings Farms • Kevin & Sandra Hutchings • (705) 437-4441

J & J Farms • Ross & Clementine Savasi • (705) 652-7477

Kettle Crest Farm • Art & Sandra Alblas • 519-317-9988
Lamb Lady Farm • Shelagh Finn • (647) 932-7102
Leahy Hill Farm • Clara Leahy • (705) 927-3545

Madertone Farm • Courtney Mader • (705) 313-5882
Maple Meadow Farms • Colleen Acres and Dwayne Bazinet • (613) 826-2330

Meadow Brook Family Farm • Steven A. Ernewein • (519) 392-8624
Our Farm CSA • Katie Ward • 613-797-0601

Prolific Acres Sheep Farm • Charlie Renaud • (705) 322-2140
Rising Oak Farm • Laura Gratrix • 705-305-9275

Schuyler Farms Ltd. • Brett Schuyler • (519) 427-9696
Shepherd’s Fold • Bethanee Jensen • (519) 887-9948

Sheperd’s Grove • Harv & Christine Breman • (519) 879-6579
Shillalah Farm • Florence Pullen • (519) 233-7896

Sloan Brothers • Jacob Sloan • (519) 379-1966
Stonehill Sheep • Paul Dick • (519) 794-3732

Todd Sheep Company Inc. • Keith Todd • (519) 528-2650
Tulach Ard Farm • Sean McKenzie • (905) 786-2476
Woodhurst Farm LTD • Tom Wood • 519-281-9829

Wooldrift Farm • Chris Buschbeck & Axel Meister • (519) 538-2844

Asphodel Sheep Company • Todd & Jennifer Payne • (705) 875-5904
Circle R Livestock • Ryan & Romy Schill • (519) 669-4146

The Greenhill Farms • Wietze & Leny Raven • (519) 928-2705

ITSA Breeze Farm • Tammy Trinkwon • (519) 843-4222
Kettle Crest Farm • Art & Sandra Alblas • (519) 637-0050

Century Lane Farm • Robert & Shirley Graves • 1 Certified
Codan Suffolks • Lynne & Bill Duffield • 1 Certified

DP Farms • Lorraine & Neil Post • 1 Certified
Lamb Lady Farm • Shelagh Finn • 1 Certified

Oak Glen Farm • Bridget & Peter Misener • 1 Certified
Our Little Flock • Jaime Neeb • 1 Certified
WoolDrift Farm • Axel Meister • 1 Certified

Allinbrook Farms • Neil Allin • (905) 983-5791
Bojudabrook Farms • Robert & Judy Pringle • (519) 794-2579

Brian Atkinson • (705) 924-3043

Cursio Farms and Arkell Valley Suffolks 
Frank & Kaitlin Cursio, Ned Cursio • (519) 766-3012

James & Cecile Blackie • (506) 392-6263

Creekdale Lamb & Wool • Josh & Ashtyn Bruton • (519) 807-6978 The Northern Sheep Company • Daniel Goodsman • (306) 570-6415

4S Maple Lane Farm • Kimberly Schneider • (905) 404-7811
Anchor A Farms • Tim Thomsen & Allison Lange • (506) 538-2835
Cedar Creek Charollais • Ted & Joanne Skinner • (905) 263-2102
Century Lane Farm • Robert & Shirley Graves • (613) 831-2656

Cleon M. Martin • 519-323-3519
Howard & Denise Wideman • (519) 335-6124

Hunterdown Farm • Gerald & Joanne Hunter • (613) 283-7565
Jake Sloan • (519) 379-1966

Kettle Crest Farm • Art & Sandra Alblas • (519) 637-0050

Mark Martin Dairy Sheep • Mark & Rosena Martin • 519 638 3644 
Orchardview Farm • Gordon Walker • (519) 287-5085

Rider Ridge Ranch • Jill & Tim DeClark • (519) 644-0766
Robert Pennie • (705) 859-2671

Salt Breeze Farms • Jeff & Alana Campbell • (902) 956-4397
Shepherd’s Flock • John Stoltzfus • (519) 773-9569
Sisson Sheep Farm • Perry Sisson • (705) 277-1866

Stonehill Sheep • Paul Dick • (519) 794-3732
Trailblaze Farm • Perry, Sharon & Valerie Robinson • (519) 794-4837

For more information visit scrapiecanada.ca/vsfcp/vsfcp-enrolled-producers/.
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Auction Markets and Abattoirs

AUCTION MARKETS
Aylmer Stockyards Inc. 8933 Walker Road, RR 1 Aylmer (519) 765-2672

Brussels Livestock Exchange 42857 Newry  
Road, RR 3 Brussels (519) 887-6461

D.H. Hickson Ltd. 2508 County  
Road 8, RR 5 Campbellford (705) 653-3660

Denfield Livestock Exchange Inc. 12952 Sixteen Mile 
Road, RR 2 Denfield (519) 666-1140

Embrun Livestock Exchange Ltd. 1643 Salebarn Road, Greely (613) 821-2634
Hagersville Auction Centre 97 First Line, RR 6 Hagersville (905) 768-5601
Kawartha Lakes Community  
Sale Barn Inc.

580 Woodville  
Road, RR 3 Woodville (705) 439-4444

Keady Livestock Market Ltd. 117012 Grey  
Road 3, RR 4 Tara (519) 934-2339

Ontario Livestock Exchange Inc. 856 Weber Street N, Waterloo (519) 884-2082
Ontario Stockyards Inc. 3807 Highway 89, Cookstown (705) 458-4000

Renfrew-Pontiac Livestock Ltd. 18156 Highway 17, 
RR 3 Cobden (613) 646-7335

Temiskaming Livestock Exchange 883006 Highway 65 
E, RR 3 New Liskeard (705) 647-5415

Vankleek Hill Livestock 
Exchange Ltd 1239 Ridge Road, Vankleek Hill (613) 678-3008

ABATTOIRS
NAME CITY PHONE NO

Abattoir LeFaivre Inc. Lefaivre (613) 679-4698
Afghan Halal Meat Suppliers Schomberg (416) 894-1802
Agram 2005 Meats Inc. Georgetown (905) 877-6082
Al Madina Halal Meat Packers Brinston (613) 652-1301
Aman’s Abattoir Wellington (613) 399-2173
Bachert Meats Walton (519) 887-9328
Belle Vallee Meats & Abattoir Belle Vallee (705) 647-7419
Bentinck Packers Ltd. Hanover (519) 364-3538
Beverly Creek Farm Hamilton (905) 690-8111
*Bilal Farms Inc. Clarence Creek (613) 488-2268
Birch Lake Abattoir Massey (705) 865-3395
Brian Quinn’s Meats Ltd. Yarker (613) 377-6430
Burt Farm Country Meats Gore Bay  (705) 282-0328
Caledon Halal Meat Packers Bolton (416) 999-9999
Charles Quality Meats Ltd. St. Agatha (519) 886-7931
Cloverbelt Country Meats Co-operative Oxdrift (807) 937-6716
Cole Bros. Meat Processing Picton (613) 476-6955
Country Fresh Packers Tilbury (519) 682-2222
Creative Meats Warren (705) 967-2006
Desormeaux Slaughter-house & Meats Inc. Crysler (613) 987-2148
Dresden Meat Packers Ltd. Dresden (519) 683-2585
Elora Road Meats Mildmay (519) 367-2261
Ewe Dell Family Farm Woodslee (519) 723-4456
Farmersville Community Abattoir Athens (613) 924-0400
FGO Organic Processing Ltd. Ingersoll (519) 236-7717
Gord’s Abattoir Ltd. Leamington (519) 326-2503
Green’s Meat Market & Abattoir Ltd. Wingham (519) 357-2912
Grey County Meats Maxwell (519) 922-2400
Hank De Koning Ltd. Port Dover (519) 583-0115
Hanson Meats Cayuga (905) 772-5053
Harriston Packing Company Ltd. Harriston (519) 338-3330
Hastings Meat Market Stirling (613) 395-0505
Hay’s Custom Cutting Ltd. Campbellford (705) 653-3388
Highgate Tender Meats Ltd. Highgate (519) 678-3383
Highland Packers Ltd. Stoney Creek (905) 662-8396
Hilts Butcher Shop Ltd. Norwood (705) 696-2172
Hunter’s Dressed Meats Dunnville (905) 774-5900
J.J. Meat Distributing Inc. Schomberg (905) 859-1540
Joe Savage & Fils Abattoir Inc. St. Albert (613) 987-2070
Johnson Meats Aylmer (519) 773-9208
Julius Meat Packers Inc. St. Anns (905) 957-7162
Kawartha Meats Little Britain (855) 786-9970
Ken R. Mogk Tavistock (519) 462-2280
L & M Meat Distributing Inc. Beeton (905) 729-2771
L & M Meat Distributing Inc. Gilford (905) 775-6775
Len and Patti Butcher Block Lindsay (705) 328-2100
Matar Meats Osgoode (613) 821-7929
McGarroch of Micksburg Custom Butchering Pembroke (613) 732-7181
Miedema’s Country Meats Exeter (519) 235-4978
Miedema’s Meat Market Ltd. Embro (519) 475-4010
Millgrove Packers Ltd. Waterdown (905) 689-6184
Mr. Beef Inc. Pakenham (613) 624-5222
Mount Brydges Abattoir Ltd. Mount Brydges (519) 264-1873
Newmarket Meat Packers Ltd. Newmarket (416) 364-2671

ABATTOIRS
NAME CITY PHONE NO

Northern Meat Packers and Abattoir Ltd. Trout Creek (705) 723-5573
Norwich Packers Ltd. Norwich (519) 468-3617
Ontario Halal Meat Packers Inc. Milton (905) 875-0270
Otonabee Meat Packers Ltd. Peterborough (705) 743-8547
Palmateer’s Abattoir Ltd. Tweed (613) 478-3801
Parkhill Meats Parkhill (519) 293-3000
Peel Sausage Abattoir Drayton (519) 638-3446
Penokean Hills Farms                            Bruce Mines (705) 782-4224
Rainy River District Regional Abattoir Inc. Emo (807) 482-3028
Ralph Bos Meats Ltd. Strathroy (519) 245-1574
Reiche Meat Products Ltd. Pembroke (613) 732-3773
Rua Meats Ltd. Foxboro (613) 962-7915
Simcoe Street Meat Packers Oakwood (705) 821-3151
St. Helen’s Meat Packers Ltd. Toronto (416) 769-1788
Stayner Meat Packers Ltd. Stayner (705) 428-3006
Taylor’s Custom Meats Roseneath (905) 352-2367
Teals Pure Pork Sausage Waterford (519) 443-8844
The Beefway Kincardine (519) 396-2257
Thunder Bay Meat Processing Co. (1986) Ltd. Murillo (807) 935-2911
Tom Henderson Custom Meat Cutting Chesterville (613) 448-3471
Townsend Butchers Simcoe (519) 426-6750
Vanessa Meats & Deli Vanessa (519) 446-3897
VG Packers Simcoe (519) 426-2000
Walkerton Meat Market Walkerton (519) 881-0781
Wallace Beef Inc. Joyceville (613) 536-6379
Wall’s Pork Shop Oxdrift (807) 937-4357
Wayne’s Meat Products Inc. Hagersville (905) 768-3633
Weiland Meats Ltd. Petrolia (519) 882-1215
Willie’s Meats Ltd. Troy (519) 647-3160
Windcrest Meat Packers Ltd. Port Perry (800) 750-2542
Zehr’s Country Market Dashwood (519) 237-3668

* Bilal Farms – Always looking for quality lambs (70 – 80 lbs) and have a 
year round market. wzazay@hotmail.com or www.bilalfarms.com
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District 1
Counties of Essex, Kent, Lambton, Middlesex, and Elgin

Director Art Alblas  519.637.0050 
Chair  Sandra Alblas 519.637.0050
Vice Chair  Ed Post 519.280.4638
Secretary/Treasurer Lisa Burks 519.671.2635 

District 2
Counties of Grey and Bruce

Director  Jay Lewis  519.323.7439
Chair  Jay Lennox  519.374.4055
Vice Chair  Jason Emke 519.379.8778
Secretary  Olivier Garceau  519.477.1305
Treasurer  Petra Aeberhard  519.665.2017  

District 3
Counties of Huron, Perth, Waterloo and Oxford

Director  Keith Todd  519.528.2650
Chair  Quintin McEwen  519.949.4130
Vice Chair  Susan Martin 519.669.8066
Secretary  Bonnie DeWeerd  519.502.1389
Treasurer Rick Zimak  519.284.0533

District 4
County of Brant, Regional Municipalities of Hamilton-Wentworth, Haldimand-
Norfolk and Niagara

Director Marusha Kostuk  519.865.6874 
Chair Michael Richards 905.745.4579 
Vice Chair Josh Groves 519.761.1449 
Secretary Chris Kyle 519.588.7602
Treasurer Monica Roberts 519.755.7487

District 5
Counties of Wellington and Dufferin and the Regional Municipalities of Halton and Peel

Director Heather Little  519.843.1675
Chair Anthony D’Atri  519.928.5709
Vice Chair Mike Swidersky  519.370.8586
Secretary Ryan Schill  519.669.4146
Treasurer Bill McCutcheon  519.766.7905

District 6 
County of Simcoe, District Municipality of Muskoka and the District of Parry Sound

Director John Hemsted 705.487.2466
Chair Grant Cowan 705.436.2236
Vice Chair Shelagh Finn 647.932.7102

District 7
City of Toronto, Regional Municipalities of York and Durham, City of Kawartha 
Lakes, and Counties of Peterborough and Northumberland

Director Ken Lamb   905.985.4247
Chair Todd Payne  705.875.5904
Vice Chair Jeff DeJong 905.373.9969
Secretary  Kim Schneider  905.404.7811
Treasurer  Rebecca Parker  905.259.1102

District 8 
Counties of Lennox and Addington, Hastings, Prince Edward, Frontenac and Leeds

Director  Gary Fox  613.393.5258
Chair  Phil Botden  613.358.2676
Vice Chair Brad Davis  613.659.3347
Secretary/Treasurer Jennifer Nash  613.477.1908

District 9
Counties of Renfrew and Lanark, and the Township of West Carleton and the City of 
Kanata in the Regional Municipality of Ottawa-Carleton

Director Reggie Campbell 613.257.7524
Chair Simon Deschamps       simcor.contracting@gmail.com
Vice Chair Sarah Loten  613.812.0438 
Secretary Lyndsey Smith 204.807.5897
Treasurer Katie Ward Chiasson  613.797.0601 

District 10
Counties of Russell, Prescott, Glengarry Stormont, Dundas and Grenville, and the 
Regional Municipality of Ottawa-Carleton, except the Township of West Carleton 
and the City of Kanata

Director Lee Brien  519.809.5332
Chair Fred Baker 613.327.8508
Vice Chair Ghislain Mayer 613.330.2856
Treasure Devon Winsink 613.330.8014

District 11
Districts of Kenora, Rainy River, Thunder Bay, Cochrane, Algoma, Sudbury, 
Temiskaming, Nipissing and Manitoulin 

Director Colleen Alloi 705.248.3287
Chair Jim Johnston 705.647.7160
Vice Chair Mark Lenover 705.563.2966

OSN

Look for your district news and events in  
the Messenger or on the website.

District Contacts
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Orchardview Farm
Texel Sheep

• Top Quality Rams & Ewes
• Add Carcass to Any Breed

• Maedi Visna Tested
Breeding Stock Available

Gordon Walker & Family
R.R. #2, Glencoe, Ont. N0L 1M0

(519) 287-5085
Premier breeder at the 2008 Royal Texel Show

Mark & Rosena Martin • 519 638 3644
markmartin@mwpol.ca

East Friesian X Lacaune Dairy Sheep  
Continuous supply of breeder rams with high milk 
numbers and resistance to Maedi Visna & Scrapie.

New Lacaune strain available.  
Maedi Visna A Status flock

Sheep and Goat Handling Equipment, Milking 
Parlours, Penning, Gates, Hay and Grain 
Feeders, Bale and Feed Carts, Waterers,  

Full Line of Fencing Supplies,  
Electric Hoof Trimmers. Enquire about delivery.

MARTINS 
AGRI & EQUINE

SUPPLIES & SERVICES

DAVE or LIZ 
21936, Cherry Hill Road, Thorndale, ON  N0M 2P0   
519-461-9331 • www.martinsagri.com

Canadian Arcotts

For more details call Bill (Codan) Duffield

 519-899-2663

ITEMS  
FOR SALE
TE-20 Ferguson Tractor
Small Grain Wagon

36 Foot Grain & Bale Elevator

TRADITIONAL STYLE DORSETS
Featuring Australian, British  

and recently added  
‘NEW’ New Zealand bloodlines. 

Keith and Mary Lamont 
5074 Erin Fourth Line, Acton 

Ontario  L7J 2L8 
519-853-1975 • lamont@sentex.net
www.thistlestonefarm.com

Thistlestone Farm

Classifieds WANT TO PLACE AN AD?     
Call Ontario Sheep at 519-836-0043 for ad rates.

ITEMS  
FOR SALE
HYDRAULIC SHEEP TURNER 

Custom made with Ponsoby  
U of Guelph Sheep Research.  

Places animal belly up for 
vaccinating, hoof trimming, etc.   

$1600 obo

3 GALVANIZED STEEL SHEEP 
FEEDERS WITH GRAIN TROUGHS 
Two double sided, one single 
sided, 8ft, 5ft and 8ft lengths.  

$750.  

PICTURES ON REQUEST
Glen Duff, Rockwood • 519-856-9935

Proud OSF Sponsor

FOR SALE
4 (Codan)  

Suffolk Stud Rams

Call Bill Duffield

519 899 2663
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Classifieds WANT TO PLACE AN AD?     
Call Ontario Sheep at 519-836-0043 for ad rates.

EMKE 
LIVESTOCK

Quality N.C. Cheviot  
& Charollais Sheep

Breezy Ridge Rideaus
Rideau breeders since 1989

Visit us at rideausheep.com
 Phil & Liz Smith and Sons, Sutton, ON 905-478-4280

Ongoing Performance TestingPurebred and 
Commercial breeding stock.

Selected for 
• Prolific  • Hardy  • Easy Care Sheep

More Lambs, More Milk, More PROFIT
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High health status flock
Meadi Visna A Status Flock 

Genetic Evaluations
(BIO/GenOvis) 

Strong deep bodied 
maternal ewes

PUREBRED POLLED DORSET 
& COMMERCIAL STOCK

519 669 4146
www.circleRlamb.ca      circle.r.livestock@hotmail.com   

Fast growing lambs

Wholesale and Retail Meats
We buy Lambs & Sheep for Slaughter

Contact: LOUIS KONTOS
801 DANFORTH AVE., TORONTO, ONTARIO M4J 1L2
TEL: (416) 469-0733 OR (416) 469-1577

FAX: (416) 462-1564

For more information contact
Ian Murray at 613-539-2338  
or email ian@topsyfarms.com

LOOKING TO BUY 
CLEAN WOOL

Willing to pay $0.90/lb for white 
and $2.00/lb for coloured

Pay within 30 days of  
loading on truck.

Thank-you to all who 
supported our breeding 

program in 2021. We will have 
more quality breeding stock  

for sale in 2022.

Murray Emke & Family
849 25 S.R. Brant

RR1 Elmwood, ON, N0G 1S0
Office Manager: Missy Emke-Wright

m_wright17@hotmail.com
226-230-1433

www.emkelivestock.webs.com
“QUALITY BREEDS QUALITY”

Prolific, high milk yields.
Good carcass quality.
Calm temperament.

Closed flock since 1999, Maedni visna free.
Hardy, good lamb survival.

Breeding stock and semen available.

E&E Bzikot, original importers of British Milk Sheep
ee.bzikot@everus.ca 
519-848-5694

BEST BAA FARM
PUREBRED BRITISH MILK SHEEP

Lac-Tek
Automatic milk feeders  

for lambs, kids and calves.
New and used available.  

Parts in stock.
Call Naaman Bowman 

519-291-5882

THORNY MEADOW 
HAVEN

Home of Registered Lacaunes 

Breeding Lambs  
and Ewe Lambs for Sale 

Contact Alvin Weber 

519-698-0839

PDK
Shearing & Tutoring Available 

Phone (519) 348-4266
Cell (519) 274-2050

SHEARING & CONSULTING

e-mail: peter_kudelka@sympatico.ca

PETER KUDELKA
Mitchell, ON  N0K 1N0
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• Breeding Stock & F1 Crosses
• Closed Flock, Maedi/Visna-Negative

• Prolific & High Yielding
• Extensive Production Records

• Semen and Embryos Approved for Export

Chris Buschbeck & Axel Meister
R.R. #3, Markdale, Ontario, Canada N0C 1H0
Telephone (519) 538-2844   Fax (519) 538-1478

Email: wooldrift@bmts.com

CEDAR CREEK SCANNING
Ultrasound Pregnancy Scanning for Sheep, Goats and Alpacas

OLIBS Accredited
Rebecca PaRkeR, Vet tech.

858 Hwy 7A East, RR#1, Bethany  ON, L0A 1A0

Mobile: (905) 259-1102
E-mail: middlekingdomfarm@gmail.com

Best time to scan is between 45 and 80 days after introduction of ram.

•  Small Ruminant Flock Health Veterinarian  
Dr. Haelzle.

•  Pregnancy Ultrasounding.
•  Ultrasounding aids in managing pregnant animal  

grouping and increases feed efficiency.
•  Available tools and protocols for Estrus 

Synchronization can maximize Ewe  
reproductive performance.

   1010 Industrial Cres. 
St. Clements ON • N0B 2M0

1-800-663-2941 • linwoodvet@linwoodvet.ca 
www.linwoodvet.ca

Purebred Polled Dorset Stock
Genovis Tested

Australian and New Zealand influence
Genetics designed to work in  

the pasture and the barn

Quintin and Rachel McEwen
519-949-4130

info.cedargrovefarm@gmail.com

AKBASH   LIVESTOCK 

C a l l  t o  i n q u i r e .  
Pups ready  January 12
Cal l :  705-868-8577

GUARDIAN DOGS

Bergerie  
Country Heart

White Dorper breeders 
Fullblood  and Australian lines 

Champion Ram and Ewes

Daniel and Brigitte Martel 

819-621-7059
Facebook 

Bergerie Country Heart

DUFF FARMS
RIDEAU YEARLINGS & LAMBS

TOP GENETIC SELECTION
• SFIP & EweByte based • Maintaining 3 ram lines

HIGH HEALTH STATUS
• Closed Flock since 1995  

• Maedi Visna Status “A” • National Scrapie Program  
• Ontario Sheep Health Program

GLEN & SHARON DUFF
RR#2 ,  Ro ckwood ,  ON ,  N0B  2K0

519-856-9935
Email: rideausheep@sympatico.ca

 
@redmaplehomestead 

 
RedMapleHomestead

Red Maple 
Homestead
Looking to have your wool processed  

into a nice wool rug?
For pricing and options contact us directly!

519.807.2295

www.redmaplehomestead.com
redmaplehomestead@gmail.com

PUREBRED HAIR SHEEP BREEDING STOCK – ST.CROIX (open year-round, excellent 
mothering, high lambing percentage, parasite resistance, height/length/smaller bone/
less fat for higher meat yield); REGISTERED WHITE DORPER (impressive muscling, 
rapid gain). MARKET LAMBS – ROYAL WHITE weanlings (St. Croix/White Dorper)
robust with rapid gain and high meat yield, ready June 2021. All stock sound, 
excellent conformation and clean genetics. Proud Ewe Hair Sheep, Monte Lake, BC,  
250-375-2528, proudewe@gmail.com, (possible shared transport availabe).



5 0  OSN  D e c e m b e r  2 0 2 1

BREEDER D I R E C T O R Y

BLUEFACED LEICESTER 
Rampart Farm & Wool Mill Starter flock imported from US with UK blood lines. BFL is an 
English long wool type sheep. The crossing results in hybrid with the strengths of each breed. 
Lidjia DeAngelis 519.239.4221 lidija.deangelis@gmail.com

BORDER CHEVIOTS 
J. & J. Farms - Ross Savasi, RR1, Warsaw, ON, 705-652-7477, ross.savasi@gmail.com. 
Registered Purebred Stock from US breed lines (Misty Acres and J. Moore).  Scrapie tested 
RR or QR, Vaccinated & GenOvis Performance monitored.

BRITISH MILK SHEEP  
Best Baa Farms - Prolific, High milk yields, Good carcass quality, Calm temperament, Closed 
flock since 1999, Maedni visna free, Hardy, good lamb survival, Breeding stock and semen 
available. Eric & Elisabeth Bzikot, British Milk Sheep, ee.bzikot@everus.ca  519 848 5694

CHAROLLAIS 
Cedar Creek Charollais Ted Skinner & Sons, 2910 Conc. 7, R.R. #5, Bowmanville, ON, 
L1C 3K6. Phone 905-263-2102 Fax 905-263-4388, charollais@live.ca. Heavy muscling,  
SFIP & MV tested. Increase your dressing percentage. 

ILE DE FRANCE
Prolific Acres Sheep Farm.  MV Test-Negative.  Registered.  Well muscled, Excellent 
mothers, Out of Season, hardy fast growing meaty lambs, 180% Lambing Avg, Excellent 
Terminal Sire Rams & Dual Purpose Females.  F1 Lambs (IDFxRV) available.  Charlie Renaud, 
2780 Flos Rd. 5 W., Phelpston, ON  L0L 2K0.  705-322-2140, prolific_acres@outlook.com   
www.prolificacressheepfarm.com

Gordon Alblas 775 Sager Road, Branchton, Ontario N0B 1L0 Phone: 519-802-6411. Email: 
gordssheep@gmail.com  94% Ile De France yearling rams with high growth rates and out of 
season breeding. Ready to work for you. 

LINCOLN LONGWOOL
ShadowRock Farm Ann Moffat. 5781 Second Line, RR#1 Schomberg. Rare breed, registered 
white and natural coloured quality breeding stock and fleeces. 2014 Royal: Champion Ewe, 
Champion Ram, Eph Snell Trophy for Champion Longwool Get of Sire and Reserve Champion 
Fleece. 905-936-4136. Shadowrockfarm1@gmail.com

POLLED DORSET
Jameshaven Dorsets - Canada’s longest established Polled Dorset Flock.  ROP and Scrapie 
resistance tested.  Medium Frame, well-muscled purebred Dorsets selected for out of season 
lambing and maternal traits.  Fall and winter born ewe and ram lambs available.  New 
address, same reliable genetics.  Shanna and Tyler Armstrong and Jenna James, 865 Garden 
of Eden Road, Renfrew Ontario K7V 3Z8 Ph.  613-433-8255  pinnaclehaven@gmail.com

Century Lane Farm Robert & Shirley Graves, 8647 Flewellyn Rd., Ashton, ON, K0A 1B0,  
613-447-2656, rgraves@storm.ca Breeding & Performance. Geared for the Commercial 
Producer, Registering sheep since 1967, ROP Tested Flock since 1976, OSMA Maedi-Visna 
Flock Project – ‘A’ Status, Participants on the CFIA Scrapie Certification Program – Level ‘A’. 
Visit us on Facebook at ‘Century Lane Farm’. 

Circle R Livestock Ltd. - Registered and Commercial Polled Dorsets.  Medium frame Dorsets 
based from Western bloodlines. Maedi-Visna tested, accelerated lambing flock, high growth 
rates and lambing percentage with great mothering.  Check website or contact for availability 
of breeding stock.  Ryan & Romy Schill - 7489 4th Line RR#2 Wallenstein ON N0B 2S0,  
519 669 4146 - circle.r.livestock@hotmail.com • www.circleRlamb.ca  

RIDEAU ARCOTT
Lamb Lady Farm * GenOvis “ TOP RAM  2013” Growth*, Purebred Rideau Closed Flock, 
GenOvis Ram average index, 97 growth/94 maternal, lambing percentage 2.8, average kg/ewe 
= 101.5, Maedi-Visna “A” status,  Scrapie  level “Certified”,  OSHP, Vet Certified Breeding 
Stock available, priced for the commercial producer. Shelagh Finn, 9090 Five Sideroad Adjala, 
RR#1 Palgrave ON L0N 1P0, 647-932-7102, email: lamblady.finn@gmail.com

Duff Farms Glen & Sharon Duff, RR # 2, Rockwood, ON, N0B 2K0. 519-856-9935. 
rideausheep@sympatico.ca Top Genetic Selection - currently maintaining 3 ram lines, SFIP 
and ewebyte information-based. High Health Status - closed flock since 1995, maedi visna 
tested and participating in the Ontario Sheep Health Program.

Golden Fleece Farms Ruco Braat. 171 Lakeview Rd., Bailieboro, ON, K0L 1B0 705-939-2366. 
goldenfleece@nexicom.net. Purebred Rideau Arcotts Closed Flock.

Mulmur Vista Farm Bill McCutcheon, R.R.#2, Grand Valley, ON  L0N 1G0, 519-766-7905, 
Email: wmccutcheon@sympatico.ca.  Purebred Rideau closed flock, SFIP tested, Scrapie level 
certified.

ROMANOV
Prolific Acres Sheep Farm MV Test-Negative.  Registered.  Excellent mothers, Year Round 

Breeding, Easy Lambing, Very vigorous newborns, Short-Tailed (no docking required), Shedding 

coat.  Vasectomized ‘Teaser’ Rams and F1 Ewe Lambs (IDFxRV).  Charlie Renaud, 2780 Flos 

Rd. 5 W., Phelpston, ON  L0L 2K0.  705-322-2140, prolific_acres@outlook.com.   

www.prolificacressheepfarm.com

ROYAL WHITE
Proud Ewe Hair Sheep Patricia Skinner & Pat Curry, Monte Lake, BC. (250) 375-2528 

proudewe@gmail.com. Closed healthy farm, clean genetics. A high-production cross breed 

(St Croix/White Dorper)featuring hardy, robust, fast-growing high meat yield lambs that make 

excellent market stock and breeders. Selling commercial lambs, and select breeding stock. 

SHETLAND SHEEP
Chassagne Farm.  The original flock for North America, imported directly from UK in 1980; 

available in 11 recognized colours; sheep, fleeces and yarns available.  Contact: Carole 

Precious, Chassagne Farm, Puslinch, Ontario.  c.precious@hotmail.com, home: (519) 651-2160, 

fax: (519) 651-0799.   

 

SOUTHDOWN 
McBrien Livestock Rams and ewes for sale. 4-H lambs. All sheep are geno tested. Delivery 

available. Sean and Deena McBrien Ridgetown, ON 519.437.1874 mcbrien3@ciaccess.com

ST. CROIX HAIR SHEEP 
Proud Ewe Hair Sheep Patricia Skinner & Pat Curry, Monte Lake, BC. (250) 375-2528 

proudewe@gmail.com. Purebred, clean genetics, closed healthy farm. This rare and elegant 

breed offers exceptional mothering, high lambing percentage, parasite resistance, and notable 

height/length/smaller bone/less fat for higher meat yield of premium lamb. Ewes open year-

round. Selling foundation breeding stock and lambs. All sound with excellent conformation.

 

SUFFOLK 
Shillalah Suffolks  Don & Florence Pullen Box 715 Clinton, ON N0M 1L0 519-233-7896.

Bred for traditional meat type and high production. Several British bloodlines now available. 

Our stud rams carry the R gene for scrapie resistance. GenOvis performance tested. MV test 

negative. Closed flock.

TEXEL 
Orchardview Farm Gordon Walker & Family, R.R.#2, Glencoe, Ont. N0L 1M0. 519-287-5085. 

Texel Rams and Ewes for sale. Maedi Visna Tested.

Mulmur Vista Farm Bill McCutcheon, R.R.#2, Grand Valley, ON  L0N 1G0, 519-766-7905,  

Email: wmccutcheon@sympatico.ca.  Texel Rams available from French and Dutch Bloodlines.  

Embryos available, closed flock, SFIP tested, Scrapie level certified.

TUNIS 
Comfort Tunis - Tunis sheep are a heritage breed that has lots to offer modern sheep 

production.   This breed has so many strengths for any breeder  who wants quality  sheep on 

their farm.  Our goal is to keep improving the good qualities of the breed: excellent growth 

rates, attractive muscling, high twinning with easy fleshing and a quiet temperament.  Scrapie 

resistance tested.  Mark and Bev Comfort, Cardinal ON.  www.comforttunis.com  613-577-3263

WHITE DORPER
Proud Ewe Hair Sheep Patricia Skinner & Pat Curry, Monte Lake, BC. (250) 375-2528 

proudewe@gmail.com. Registered purebred, clean genetics, closed healthy farm. Very robust 

with impressive bulk, rapid growth, clean genetics, excellent conformation, parasite tolerance, 

out of season breeding. Foundation breeding stock and commercial lambs for sale. All sound 

with excellent conformation.  



24x30     $4696
14 mil tarp cover/ back end cover

42’ wide Truss Shelter
Call for pricing details

ENGINEERED DRAWINGS INCLUDED WITH EVERY RT SHELTER

Leasing Available OAC

WWW.LRSHELTERS.CA
Hamilton: info@LRSHELTERS.ca

1-866-216-4113

All RT Shelters
meet a minimum 

snow load of 50 psf

RT Animal Housing
double white poly/roll up sides                            14 mil tarp cover/end covers

30x100  $11,727 30x100  $12,799

20x36 $3320
double poly/roll up sides

double poly cover /roll up sides
30x 72     $7224



“RITCHIE COMBI CLAMP”
SHEEP HANDLING SYSTEM

Cost-effective

Increase rate of gain

Greatly reduce waste

Galvanized & lightweight

Guns for accurate 
dosing and drenching

Easy to clean

Save time

Net tension system

Lamb adopter

HEATWAVE MILK WARMER

RITCHIE LAMBING JUGS, 
PANELS, GATES & MORE

CONTROLLED FEEDING SYSTEMS

1-844-HuberAg (482-3724)
www.huberequipment.com
info@huberquipment.com
Marlin & Myrna Huber

Priming pump & check valve

Regular feeding like mom

Suitable for powdered or whole milk

Maintain healthy rumen pH

Achieve even body condition

Reduce labour inputs

Portable with no power needed at site

Record Breaking in efficiency with continual flow 
and ability to weigh while processing

Basic cost effective unit with extra options such as 
weigh kit, wheels, panels, gates, etc.
Useful for many applications such as weighing, 
sorting, vaccinating, drenching preg checking, feet 
trimming, crutching, ultrasounding, body condition 
scoring, aI-ing and more!

Eliminate pail feeding and panic eating

Easier on the producer,  easy to use foot pedal with 
lever advantage

Creep Feeding and free choice feeding options

Reduces Stress on Livestock without constant gates 
slamming, headgates or loud machines

JUG WATERERS

Energy efficient

Thermostatically controlled

Reduce algae

Clean, fresh water for EVERY animal

Less time required for maintenance

Avoid heating water that is exposed to the elements

Feed lower and more consistent rations

Invented in New Zealand, manufactured in Scotland

More like natural grazing

Easy to open gates

Avoid wool contamination

4, 5, 6 & 8ft lengths

Recommended by Dr. Temple Grandin and many more!


