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Greetings Fellow

PAMP Members

Facemasks, disposable
gloves, social distancing, disinfecting everything over and over
again... None of this
was on our minds only
a few short weeks ago
and yet here we are.
COVID-19 will certainly define the year
2020 and perhaps remain with us for much
longer. At PAMP we've had to make the tough
decision to cancel this year's convention in the
interest of everyone's well being. Our plan is to
push everything to next year. The Board has
agreed to stay in place and your organization is
strong and functioning properly. My hope is that
you find a silver lining amongst the chaos we
now find ourselves living. Meat sales are strong,
large meat plants are struggling to keep COVID
out of their facilities and we're starting to see
some of them shut down. This is a time for the
small processor to shine. I encourage you to
stand as a beacon of calm for your community.
Show them that you are making the extra efforts needed to keep them safe. Offer online
ordering if you do not already do so. Curbside
and contactless pick up gives people the peace
of mind that they need during these trying
times. It's time to differentiate ourselves from
the big box stores and mega grocery chains. As
people seek out alternatives, now is the time to
capture new customers and turn them into fans
of your business.
Stay Home. Stay Safe. Stay Healthy.
Yours in Great Meat,
Nate Thomas - President

CONTACT PAMP
1209 Rockdale Rd
Rockwood, PA 15557

844-599-PAMP

Email:
pamp@pameatprocessors.org
Website:
www.pameatprocessors.org

Hello Members, we hope you and your family along with your staff and friends are
healthy and staying safe. It’s been a trying time for everyone.
Unfortunately, we had to make the tough decision to cancel this year’s convention due
to the Coronavirus. We apologize for the inconvenience but your health is most
important to us at this time.
As things seem to change daily, and we face new obstacles, we wanted to share a few
helpful links that will answer any questions you may have. We want to thank Chris and
Nelson at AAMP for providing a great link (https://www.aamp.com/coronavirusupdates)
on the AAMP’s website that is available to everyone, not just members of AAMP.
There is a lot of information on their site that is updated often.
You the members, suppliers and operators, have done great things and made many
sacrifices for our communities. We cannot thank you enough. As we move forward
and look ahead, we are planning to gather together in May 2021, stronger than ever!!
Please reach out to us if you have any questions or concerns. Stay strong, positive,
healthy and safe. We will see you May 13-16th, 2021!!
•
www.aamp.com
•
www.pennstatefoodsafety.blogspot.com
•
www.coronavirus.gov
•
www.cdc.gov
•
www.sba.gov
•
www.agriculture.pa.gov
•
www.aleragroup.com/coronavirus
HOTEL REFUND INFORMATION: For those of you who already made their
hotel reservations. You DO NOT need to call the Penn Stater to cancel hotel
reservations. Anyone who made a reservation thru the Code PAMP20A, they have
cancelled everyone in that block.

I want to tell you a true story of the human condition in trying to
enforce the necessary rules and regulations to deal with, then slow
and eventually stop COVID-19.
I am on the board of my local golf course. In our state, the governor mandated the stay at home and social distancing as well as face
covering orders wherever possible, all of which have begun to reduce the incidence of
COVID-19. With these caveats, the governor did not close golf courses. Our golf
course board decided to keep our golf course open as the governor allowed, but we
clearly told all golfers that they must adhere to the recommended prophylactic actions.
Some golfing members were not happy that the course restaurant and bar were closed
even if the golf course was open for play for walking or push carts as no riding carts
could be used. Additionally, all members had to agree to “keep their distance.” So,
what happened?
The first weekend of mandating these new golf rules, a few male members decided that
at the conclusion of their Sunday golf rounds and with the course bar closed they
would have an impromptu beer party in the parking lot. These members brought out
their picnic chairs and six packs of beer and were openly not abiding by the social
distancing requirements.

Continued on Page 5 - “Reality”

COVID-19 has affected businesses both small
and large as it generated a widespread closure of businesses. The
closure raises questions mainly in
regards to ‘Business Interruption’
on your insurance policy. Business
interruption is tied to your property policy and is intended to cover
a loss due to direct physical damage.
The presence of a virus on the property does not normally trigger coverage under the terms of the policy. In most cases related
to COVID-19 the direct physical damage and coverage peril
thresholds have not been met. As with any claim scenario, however, it is imperative to consult with your agent or broker and
review coverage, terms and conditions provided in your specific
insurance policy.
Should a claim be filed for ‘Business Interruption’, documentation
could be required such as, income statements, expense statements, balance sheets, documentation reports, inventory reports,
invoices, and payroll reports. In addition to financial materials, include a statement regarding the cause of the business interruption
claim, and a timeline of the claim from inception to reopening.
Having these documents could help the claim process to keep
moving forward in a timely manner. The claim will either be declined in writing or accepted and adjustment phase will begin.

(800) 444-2169

As I sit here taking in the news that my friend and mentor Helmut Wagner has passed away, my mind is flooded with
thoughts and memories of him. I think back to the first time Helmut and I met, at Alfred University in 1988, where I was
attending a sausage making workshop he was teaching. I was a young 25 year old that was about to take the first step of
starting a business. When I look back at it I was so naive then, I really needed someone to take me under their wing and
show me the right way to run a business. That’s where Helmut came in. Attending the first day of the course, here was this
German butcher, complete with a thick German accent and a clear passion for meat processing. But the thing that stood
out most to me was his zest for quality. It was at that moment I knew this was the mentor for me. I introduced myself at one
of the breaks. He was very kind and open to answering the seemingly hundreds of questions I threw at him. I guess we just
kind of hit it off. I could see his knowledge and passion for his craft, and he could see the yearning for knowledge and
teaching I was searching for. At the end of the conference, we just sat around and talked for quite a while, we were both
the last to leave. On my seven hour ride home, I had time to think over the everything I had learned. I was so excited to
get home and try out all the things I had just learned. The next morning I got up early and spent the day in my butcher shop, putting these new techniques
into practice. About two weeks later I got a surprise, Helmut was coming through my area on his sales route for First Spice Company. After touring the
butcher shop that I had built from the ground up, he said he could see the passion I had for meat processing by how I had set up my operation. The sense of
pride and accomplishment at such an early stage in my career was a huge stepping off point, inspiring me to keep going. As time went on, the many phone
calls back and forth between us our friendship grew, and the business along with it. With his guidance, our business just took off. You can imagine the look
on my wife’s face when I came home and said I thought it was time to expand the business and open a retail store 6 months after our wedding. I’m sure she
was skeptical, but she saw the passion and drive I had for the industry. Helmut once told me you need to surround yourself with like minded people to talk
and learn from each other. He gave me an application to join PAMP, the convention was coming up and he urged me to attend. He even suggested I bring
some products for the product competition. We brought three products, and as luck would have it, we won in all three categories. It was a feeling I’ll never
forget. I was at the convention because Helmut believed in me, and his guidance helped me win awards! We met so many lifelong friends at that convention, which I credit for helping my business become successful. Helmut always believed that if you take something from an organization, you have to give
back to that organization. This is why I got involved and started helping at conventions. I worked my way up through the board of directors and eventually
became PAMP president in 2000. In this way, I could do my best to give back to the organization that had given me so much. An organization that Helmut
introduced me to. In the Bible, Proverbs 19 verse 20 says: listen to advice and accept instruction that you may gain wisdom in the future. I am truly a blessed
man that I had a mentor like Helmut who took the time to freely help me and help mold a part of who I am today. His teaching, knowledge, kindness and
compassion that he showed me will always be cherished, and I’m compelled to pass on all that he gave me by helping the next generation of meat processors. I intend to let Helmut’s legacy live on through me in my deeds and actions. As I close my eyes and think back, I can still hear his infectious laugh and
jolly demeanor. Someday, we’ll both be laughing with each other again, making sausage together again. Please find someone to pass your knowledge along
to. We all have knowledge to pass along to others, you never know how much it could mean to someone. I really wonder where I would be today if someone
did not take the chance and show kindness and help a young upstart. So to my mentor Helmut, I say thank you. Until we meat again…

Stephen Boyer, The Country Butcher in Tolland, CT

...Continued from pg. 1
This parking lot “frat” party was a clear violation of
the recent rules. What should the board do? After
two meetings in three days, we decided to suspend
the golfing privileges for a week for those offending
members. Really, just a slap on the wrist. What
should have been done in my opinion was much
harsher punishment as that is the only way to get
offenders’ attention and future compliance by all
with these temporary but necessary rules to defeat
the COVID-19 crisis.
Is this episode an analogy replicative in our meat and
poultry industry or our country in general? No, we
meat heads are smarter than that. As for the rest of
the country, all I know is that it is damn hard to adhere to social distancing and stay at home orders. It
is anathema to our open and free society. But, adhere to it we must.
Fortunately, our meat and poultry businesses have
been deemed essential. We can remain open and
functioning. But, we, too, must do more to keep our
workers safe with workplace protections unimagined prior to COVID-19.
I don’t for a minute think our meat and poultry employees will be as arrogant as those “frat” party boys
who violated the rules and put others in jeopardy.
Our meat and poultry employees simply want a safe
environment in which to work and earn their pay. It
is incumbent on the management to provide them
with that as a minimum.
Finally, I don’t know about you, but I am tired of
millionaire former professional athletes and actors
telling me to stay strong and that everything is going
to be OK. You bet everything is OK, for them. But
for me, my health is in jeopardy, my 401Ks, which
are the source of my retirement income, are deteriorating, so everything is not OK. OK? And, I know
there are many, many now jobless citizens that are
much worse off than I am.
But I do take solace seeing all the unselfish actions of
health care workers treating COVID-19 sick patients
putting their own health at risk. I am inspired and
know the future holds hope for us when I see and
hear Andrea Bocelli singing “Amazing Grace” or
remembering that George Harrison song, “Here
Comes the Sun.” Both make me feel that there is a
light of hope in our future.
Here are the Harrison lyrics. You probably remember the tune. Go ahead and raise your spirits by
singing along as you read.
“Here comes the sun, doo-doo-doo-doo, here come
the sun, and I say, it’s all right. Little darling, it’s
been a long cold winter, little darling, it feels like
years since it’s been here. Here comes the sun, doodoo-doo-doo here comes the sun, and I say, it’s all
right … ” — The Beatles
Reprinted from Mack Grave’s Blog
Meat Your Markets from meatingplace.com

As we all know, the COVID-19 pandemic is an unprecedented catastrophe of historic proportions, and sadly, our toughest times may
still lie ahead. We know you are exhausted, and so we have wanted
to focus on some positive messaging.
Foodborne transmissibility: Fortunately, there is no evidence of
foodborne transmission of COVID-19. According to CDC, the
poor survivability of COVID-19 on surfaces means there is likely
“very low risk of spread from food products or packaging that are shipped over a
period of days or weeks at ambient, refrigerated or frozen temperatures.”
Compliment a custodian: Custodial staff are simultaneously among the most
indispensable and most underappreciated of all workers. In many cases, they are
now the ones keeping us protected and, literally, saving our lives. The nature of
custodial work involves great risk right now. Let your custodial staff know they
are appreciated and valued.
Beware of misinformation: Suddenly everyone on social media is a doctor or a
scientist. A widely circulated report, for instance, misleadingly asserts that COVID
-19 remains on surfaces for 17 days. This is not true. While viral RNA was indeed
detected after 17 days, there is no evidence that the virus was viable or infectious.
Be careful about sharing dubious information.
Employee check-ups: Employee temperature monitoring is a complex practice
and if not carried out perfectly, it can be more harmful than helpful. For example,
it is difficult to maintain social distancing and may also provide a false sense of security. Instead, try conversing with your employees directly. This is a very difficult
time for everyone, physiologically and mentally. Ask if they are doing okay, ask
about their families. This sort of personal attention can go a long way.
Self-monitoring: Of course, we must emphasize the importance of employee
self-monitoring. Employees with symptoms of acute respiratory illness, including
fever, coughing or shortness of breath should not come to work, of course. But
we should also encourage each other to monitor other important aspects of our
well-being, like diet, exercise and mental health.
Prepare for the inevitable battle: For most companies, it is no longer a question of “if”, but “when” COVID-19 will arrive. Even so, companies can dramatically
reduce the risks by implementing enhanced employee sanitation measures; less
restrictive illness policies; reviewing and revising labor and revenue projections;
evaluating supply-chain integrity; and developing contingency plans.
3rd party cleaners: Social distancing isn’t just for friends & neighbors; it can be
for vendors too. Bringing any 3rd parties into your facility increases the risk of
exposure to COVID. When possible, minimize the presence of 3rd parties.
One less thing to worry about: Force majeure is a legal term of art, meaning
"superior force," which refers to a common contractual clause that discharges
parties of their performance obligations in the event of an extraordinary event,
e.g., a pandemic. If COVID-19 prevents your company from meeting its contractual obligations, it is unlikely you will incur any liability as a result.
Wipe it out: Disinfecting surfaces, frequent handwashing, hand sanitizing and
social distancing (6 ft.) are among the best ways prevent transmission. Coronaviruses can be efficiently inactivated within one minute by using disinfectants containing 62–71% ethanol, 0.5% hydrogen peroxide or 0.1% sodium hypochlorite.
Coordinate with public health: Coordinating and collaborating with public
health officials on COVID-19 prevention and response may help minimize the impact of COVID-19 in your community. Public health officials are not only an excellent resource for advice, direction and information about local exposures, they are
also really nice people.
The month of March is behind us, and what a long month it was. But make no mistake, we will get through this. For now, stay positive, look for ways to help one
another out. Whatever is to come, please know that we stand ready to offer our
support and help if any of you need it.
Good luck and Godspeed.

Reprinted from Shawn Stevens’ Blog
Legally Speaking from meatingplace.com
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For those in the beef
industry, the fact that
beef is larger and
heavier than it was in
the past is not breaking news. Cattle are heavier, making carcasses
weigh more. Subprimals are larger & heavier, making retail cuts larger. This trend began about 40 years ago, and we don’t know where
it will end, but we do know that developing effective merchandising
strategies to help retail and foodservice channels deal with how best
to market beef is imperative to everyone in the supply chain.
By Kerri Gehring
and Jeff Savell
Reprinted from Meat + Poultry Magazine

orders, but the retail beef case of today looks so much different than
it did decades ago. The move to even more subprimal products has
allowed for or maybe even encouraged the increase in beef carcass
sizes and weights. A visit to any of the major beef plants today reveals complex layouts of boning, trimming and packaging lines where
carcasses are broken into more products than ever.
The National Cattlemen’s Beef Association created new cutting
styles focused on the ribeye, strip loin and top sirloin butt. These
Beef Alterative Merchandising styles feature combinations of marketing individual muscles with some of them actually split in half for the
loin end of the ribeye or for the entire strip loin or cut into many
more pieces for the top sirloin butt. Some of the challenges associated with merchandising beef this way are the increased labor required to transform these subprimals into retail cuts and the potential for additional yield loss. Ultimately, retail prices must cover these
issues, therefore, demand will have to remain high enough for new
and innovative cuts to become commonplace.

Although the exact starting point for when the move to heavier cattle and carcasses began is unknown, it is clear that by the mid-1970s,
there was a slow and gradual increase. It is interesting that this is the
same point where the greatest amount of beef, per-capita, was being
produced. Whether these two items are related is not fully understood. A slow decline in cattle inventory began, and the sheer
amount of beef produced would be much lower today if it had not
been for the fact that heavier weights helped offset fewer cattle.
While individuals in our generation may mourn the loss of the cuts
In the days before the advent of boxed beef, carcasses, forequarters we grew up with such as the 7-bone steak, round steak and arm
and hindquarters were shipped first by refrigerated rail cars and then roasts, the next potential cut on the endangered list is the T-bone/
by refrigerated trucks to markets where beef was cut into wholesale Porterhouse steak. This iconic beef cut may suffer the same fate as
and retail cuts. There were preferences for certain weights, grades traditional chuck and round cuts because of its massive size, weight
and types of beef depending on what customers wanted. All beef and cost. Today’s beef is merchandised much differently than yesterfound a home regardless of its shape and size, but market prices day’s beef, and innovation in cuts and consumer demand will conwere impacted if too many or too little of certain types were pro- tinue to influence the types of cuts found in retail markets.
duced. From a weight standpoint, major purchasers of beef had a
range in carcass weights they would accept.
Few innovations in the beef industry have impacted where and what
form beef is processed than what boxed beef did. The early adopters
of boxed beef became major beef companies, and what began in earnest in the 1960s definitely changed how beef is marketed today.
The pioneers of boxed beef simply cut carcasses into wholesale cuts.
IBPs 7-box style CattlePak had boxes for each round, loin and chuck
with one box for both ribs. This began the shift from distribution in
the carcass form to vacuum-packaged box beef. While this style of
marketing began with boxing beef, the next versions of cutting beef
based on weight became more evident.
With boxed beef, the opportunity to purchase subprimals rather
than primals allowed retail and foodservice segments to specialize in
the type of beef they utilized rather than having to find a home for a
wider variety of beef cuts. Beef packers began expanding the array of
products offered to their customers. Fabrication rooms became
more complex, and the types of beef being fabricated changed.
During the 1980s, packers often sorted carcasses by weights. The
lighter carcasses, usually 600 to 750 lbs., would be used to produce
bone-in products, and the heavy carcasses, usually 750 to 900 lbs.,
would be used to produce boneless products. Moving to more boneless beef was one way to battle heavier weights of cuts while ensuring that box weights remained reasonable, at least initially.
The retail sector likely played an important role in the next evolutionary steps of boxed beef. Traditional cuts of arm, blade, and 7bone steaks and roasts no longer appealed to consumers because of
their sizes and price points. Changes in fabrication paved the way for
innovation and increased demands for shoulder clods, chuck rolls,
inside rounds, bottom rounds and eye of rounds. The old-school
cuts can still be found in some ethnic markets and custom locker

PAMP asked me to write something on the virus/
pandemic/global crisis, etc. because,
apparently, I’m about the only person in
the USA that hasn’t opined on Covid 19.
Be advised, I’m not making fun, nor belittling the severity of this whole situation, it
has hit home. We have a son, a Certified
Physician Assistant, working at ground
zero in an emergency room in Manhattan.
Not surprising he caught it; fortunately, he is young and healthy and
bounced back. Another son works for the Office of Emergency Management in a major east coast metropolitan city, front line every day. Son number next is a general manager / head chef at a steak house; currently filing
for Unemployment Benefits. Our family knows it, up close and personal.
This column is not about microbiology, histology or other true medical
issues that are way above my pay grade. PAMP knows that this is a confusing time for all processors, especially our membership, ideally this information can be of some assistance. What does the USDA, PADA or other
regulatory bodies expect a processor to do, what regulations are in place
related to Covid 19, and so forth?
For FSIS regulated plants the answer is simple; nothing new or different.
The FSIS has hosted a number of call-in conferences with FSIS Administrator Paul Kiecker and his staff on the other end of the line to answer any
question from any USDA establishment related to Covid 19. The conferences that I listened to have had direct and candid answers to all questions.
No sugar coating, no finger pointing just solid answers.
Bottom line is the USDA has not adopted any new policies due to the situation. The FSIS expects continued good sanitation and GMPs through SSOP
and hygiene protocols in HACCP and pre-requisite programs. Consistently,
the FSIS has stated that it is the responsibility of the establishment to follow,
to the best of their ability, CDC Guidelines and state and local mandates.
The FSIS is maintaining that establishments must control and prevent
“Contamination and Adulteration” of product and facilities. The FSIS has
committed to working with establishments by supporting reasonable means
to accomplish this mandate. For instance, the FSIS will permit cloth face
masks, instead of disposable masks, assuming that the wearer cleans the
cloth mask at an interval that will prohibit “contamination” of product or
surfaces.

First and most important I hope that you
and families are safe and
healthy. And thank you all
for your tireless commitment to feeding the communities you serve.
Let’s talk about CHANGE.
In this very sensitive time in
the world and in our world
as Meat Processors, we are in
the business of feeding people, our neighbors and communities. This is the definition of a Humanitarian. That is who
you are. Your customers or friends as you may call them
who visit your places of business because they trust you to
provide them and their families with wholesome, clean, food
for their wellbeing.
So what changes? We must respect all that work alongside
of us as well as those who we serve the products we make.
Keeping your distance, washing your hands, demonstrating
to those who trust you supplying the food that their families
eat, that you are ready and prepared to serve them in the
best sanitary conditions.
Delivering products to your customer’s homes so that they
can feel safe, not shaking their hands, staying 6 feet from
them as well as they staying 6 feet from your other customers. These are changes and there will be more to come.
Retail is now the major supply line for your products. Foodservice is on hold at this time. Hot Dogs, Sausage, Ground
Meat are the staples of our industry and are also the products that your customers are wanting you to supply. We
have to ramp up our intensity to fill those needs.
Once again thank you for all you are doing to take care of
the food supply to our communities.
This is your time to make a difference, stay focused, embrace the surroundings, and be healthy and safe.
Joe Schmidt , Robert Reiser Co
jschmidt@reiser.com

Statewide and national meat associations have met with FSIS officials and
have been working to mitigate the possibility of transmission of the virus by
inspectors, especially those inspection personnel on patrol assignments.
Additionally, the FSIS has made it very clear that IPP must follow any hygiene and safety requirements in place in any USDA regulated establishment.
Plants under PADA jurisdiction have a number of different requirements,
depending on products, whether they sell direct to the public, i.e. interpersonal interactions, etc. Operators of these facilities should check PA Department of Health and local county websites daily. My county, Bucks
County, has requirements that are a little more stringent, in some circumstances, than the Commonwealth of Pennsylvania. Penn State Extension,
Mr. Martin Bucknavage and Dr. Jon Campbell, are also hosting video conferences that allow processors to exchange ideas and basically just gripe as
necessary.
In closing, I suggest that you check appropriate regulatory and industry websites daily. I also highly endorse the FSIS and Penn State conference calls,
they are free and a good place to pick up some information and exchange
ideas. And finally, stay safe.

GEORGE LAPSLEY ENTERPRISES
Contact George Lapsley at:
267-221-2426 • glapsley@comcast.net

WHAT YOU’LL NEED
• 3/4 cup of isopropyl or rubbing
alcohol (99 percent)
• 1/4 cup of aloe vera gel (to counteract the harshness of the alcohol.)
• 10 drops of essential oil, such as lavender oil, or
you can use lemon juice instead.
DIRECTIONS
• Pour all ingredients into a bowl, ideally one with
a pouring spout like a glass measuring container.
• Mix with a spoon and then beat with a whisk to
turn the sanitizer into a gel.
• Pour the ingredients into an empty bottle for
easy use, and label it “Hand Sanitizer.”

In these crazy times…...
Excalibur Seasoning
Company, Ltd.
1800 Riverway Drive
Pekin, IL 61554

KIP PADGELEK
SALES AND MARKETING CONSULTANT
Kip.p@excaliburseasoning.com

c: (412) 616-2326
o: (800) 444-2169
f: (309) 347-9086
excaliburseasoning.com

ON TEACHING FROM HOME:





Homeschooling is going well. 2 students
suspended for fighting and 1 teacher fired for drinking on
the job!
One of these little monsters called a bomb threat.
My child just said “I hope I don’t have the same
teacher next year.” I’m offended.
I’m wondering how I can get this kid transferred out
of my class.

ON SELF ISOLATION:










I CAN do this!! Got enough food and wine to last a
month!
Strawberries: Some have 210 seeds, some have 235
seeds…Who Knew??
It’s 8:00 pm. Removed my Day Pajamas and put on
my Night Pajamas.
I get to take the Garbage out. I’m so excited, I can’t
decide what to wear.
Went to a new restaurant called “The Kitchen”. You
have to gather all the ingredients and make your own
meal. I have NO clue how this place is still in business.
Struck up a conversation with a Spider today. Seems
nice. He’s a Web Designer.
Isolation is hard. I swear my fridge just said, “What
the heck do you want now?”
Watched the birds fight over a worm. The Cardinals
led the Blue Jays 3-1
Anybody else feel like they’ve cooked dinner about
395 times this month?

PONDERISMS






What disease did cured ham actually
have?
I used to eat a lot of natural foods
until I learned that most people die
of natural causes.
Why is it that people say they “slept
like a baby” when babies wake up like
every two hours?
Why do peanuts float in a regular coke and sink in a
diet coke? Go ahead and try it….
Why do you have to “put your two cents in” ….but it’s
only a “penny for your thoughts?” Where’s that extra
penny going?

P.O. Box 850 Levittown, PA 19058

CHUCK MULLEN
TOLL FREE
OFFICE
FAX
CELL
E-MAIL

888.886.0638
215.956.7200
215.956.7201
717.577.4213
chuck@metspeedlabel.com

The spread of COVID-19 has caused shifts in the beef demand structure that
are affecting the entire beef supply chain, USDA said in its April Livestock, Dairy
and Poultry Outlook.
Beef production in 2020 is expected to be 1% above last year’s level even as the
forecast was lowered by 255 million pounds from last month to 27.4 billion
pounds. Expected steer and heifer slaughter is reduced but is partially offset by
higher expected dressed weights and nonfed cattle slaughter.
In the first 2 months of 2020 cattle slaughter was almost 4% faster than the
same time last year, a pace that appears to have continued through March, according to the report, produced by USDA's Economic Research Service.
The latest weekly slaughter data show steer and heifer average cattle carcass
weights are up 27 pounds from a year ago, representing a 4% increase due to a
mild winter. With a faster pace of slaughter, combined with dressed weights at
levels not seen since 2016, first-quarter 2020 is expected to be 8% above last
year and to set a record for the quarter, USDA said.
COVID-19 impact
COVID-19 has caused a shift in the types of beef demand, as the decline in
travel affects the foodservice & hotel sectors while retail demand has increased.
The impact has been felt in both the quantities and cuts of beef demanded, while
the slaughter sector itself has been faced with challenges as it adjusts to the impacts of COVID-19 on its day-to-day operations, the agency noted.
Feedlots may slow the pace of marketings near term as they are less willing to
accept low prices currently offered. Higher dressed weights are anticipated as
cattle remain on feed longer. Beef production in the third and fourth quarters
was reduced on the expectation that feedlot operators will place fewer steers
and heifers in feedlots in the first half of the year as they face lower returns and
economic uncertainty. With lower expected placements in the first half, fed
cattle slaughter in the second half of 2020 is also forecast lower. However, increased nonfed cattle slaughter and higher average dressed weights will partly
offset the reduction in fed cattle.
Overall slaughter rates have been affected as packing plants adjust to the impacts of COVID-19 on their operations. Slower demand and potentially slower
rates of slaughter are expected to pressure cattle prices. However, prices are
expected to improve through the rest of the year but remain well below yearago levels.
Prices
The first-quarter 2020 average fed steer price for the 5-area marketing region is
estimated at $118.32 per hundredweight (cwt), down about 6% from last year.
Weekly fed steer prices for the five-area marketing region have declined since
the beginning of the year, moving to a quarter low of $108.84 per cwt for the
week ending March 15, then rebounding briefly.
In the early second quarter, fed cattle prices declined further to $105 per cwt
and will reflect seasonally increasing supplies of market-ready cattle in feedlots
at heavier than year-ago weights at a time the beet packing sector is adjusting to
the impacts of COVID-19. Based on weaker expected beef demand and a
slower anticipated pace of cattle slaughter, the 2020 annual price forecast was
lowered by $3 to $111 per cwt.
As fed cattle prices fall and feedlot margins decline, feedlot operations will likely
reduce placements and reduce bids for feeder calves. Relatively good pasture
conditions might allow producers to keep cattle on grass and other pasture until
prices begin to recover. To that end, these calves will likely be placed in feedlots
at heavier weights, and expected average slaughter weights will be higher. Recent price data and expectations of weaker feedlot demand underpins a decrease in this year’s expected feeder calf prices. The annual price forecast for
2020 was lowered by $10 to $132 per cwt.
By Susan Kelly
from meatingplace.com

BUR-PAK FAMILY FOODS
We are a small, hometown, country butcher shop
with four generations of serving quality meats to our
customers since 1921.
Bur-Pak has a modern facility and up-to-date equipment dedicated to providing customer service and
quality products.
It is Bur-Pak's highest priority to handle your animals
and meat in a safe and timely manner. Bur-Pak takes
pride in having a modern butcher shop facility and
equipment that is well maintained and washed daily.
We recognize customers as our most important asset. Without them, we would not be in business. They
expect quality service, and it is our responsibility to
provide that service. We are committed to maintaining a safe and sanitary environment. Therefore, it is
our duty to maintain excellence in production procedures by investment in training, advance technology,
and service.
Quality is never an accident: it is always the result of
intention, sincere effort, and purposeful direction. It
represents the wise choice of many alternatives.
Bur-Pak butchers all types of meat from beef and pork
to deer and other game meat. We do not clean fowl,
but offer the smoking of ducks, chickens, and turkeys.

The LYNX Systems makes your product labeling and temperature
monitoring a seamlessly easy task by integrating our state of the
art technology into your day-to-day plant operations. You’ll find
our ingenuity, engineering, forethought and high integrity of our
systems far surpasses our competitors.
• LYNX Production Labeler System • LYNX Temperature Monitoring System

LYNX Systems LLC
1-903-600-LYNX
www.LYNXSystemsLLC.com • Sales@LYNXSystemsLLC.com

TIPPER TIE is a worldwide supplier of processing and clip packaging machines. Our product range includes fine cutters for
emulsified products and a complete line of clippers from tabletop models to fully automated, high speed systems that seal,
clip, net, bag and hang a wide variety of products. We have a
long history in the food processing industry – especially meat
and poultry. Outside of the food industry, TIPPER TIE is a
trusted partner to manufacturers of packaged explosives, adhesives, sealants and other industrial products.
Applications for TIPPER TIE equipment include:
• Meat & Poultry: deli meats, ham, sausage, pepperoni, salami,
Chorizo, whole birds
• Pet Food: fresh ground raw or semi-fresh rolled products, pet
treats, emulsified feed ingredients
• Fish & Seafood: live aquarium fish, mussels, clams & fish pastes
• Food Ingredients: nuts, spices, dried fruits and vegetables
• Other Foods: soups, tofu and other vegan products, cheese,
confectionery products, sauces, condiments, fresh produce
• Adhesives & Sealants: mastics, silicone, epoxy, caulk, glue,
construction adhesive
• Commercial Explosives: hot/cold emulsions, water gels, slurries
• Other Industrial Products: absorbents, erosion control, landscape materials, wastewater treatment
Customer Value
Across all product lines, TIPPER TIE is dedicated to providing
customer value. This commitment is the reason behind TIPPER
TIE’s proven track record in the following areas:
• Low Total Cost of Ownership. All TIPPER TIE machinery features smart design and robust construction for maximum uptime. This results in high performance and reduced costs over
the life of the machine.
• Ease of Use. Regardless of the size of your operation, intuitive
machine design will contribute to your bottom line. TIPPER TIE
provides productivity-enhancing features across its product line,
from auto-taggers and adjustable clip pressure on table clippers
to touch-screen controls and integrated hanging systems for
automated systems.
• Hygienic Design. In the food processing industry, food safety
is a top priority. TIPPER TIE helps customers meet or exceed
the latest sanitation guidelines, while producing premium quality
products. Sanitation features include accessible design and
smooth, sloped surfaces for easy cleaning and stainless steel
construction inside and out.
TIPPER TIE is part of the FoodTech segment of JBT Corporation. JBT Corporation is a leading global technology solutions
provider to high-value segments of the food & beverage industry with focus on proteins, liquid foods, and automated system
solutions. JBT designs, produces and services sophisticated
products and systems for multinational and regional customers
through its FoodTech segment. JBT also sells critical equipment
and services to domestic and international air transportation
customers through its AeroTech segment. JBT Corporation
employs approximately 4,500 people worldwide and operates
sales, service, manufacturing and sourcing operations in more
than 25 countries. For more information, please visit
www.jbtcorporation.com.

CLASSIFIEDS
2020 DUES: Pleas submit your dues. Thank you for your continued
support during this crazy time. We will continue with newsletters
and any advice you may need.
UPDATES: If you could please submit a current email and cell
phone number for your account, we would greatly appreciate it.
Sometimes we need to reach everyone earlier then thru the next
newsletter.
BOARD: With the convention being cancelled the 2019-2020 board
will remain the same for the 2020-2021 year. New members will be
voted in during the 2021 Convention. Nominations that were made
for this year will be contracted in 2021 to see if they are still interested in joining the board.
CONDOLANCES: The family of Helmut Wagner is saddened to
announce his passing on April 22, 2020. Born in
Frankfurt Germany in 1931, Helmut started in
the meat processing industry at an early age, apprenticing in local butcher shops in Frankfurt,
before coming to American in 1957. Helmut
started as a Master German sausage maker for
Smith Provisions of Erie, PA, before purchasing
Walters Meat Company, where he gained notoriety throughout the area for his high quality European-style meat products. Helmut was a member
of AAMP and PAMP , where he shared his knowledge with others in the industry through seminars and workshops.
Helmut received many awards for his products on both the regional
and national level. In 1996 he was inducted to the AAMP Cured Meat
Championships Hall of Fame for his contributions to the industry and
his excellence in meat processing. Helmut was known throughout
the industry as a friend to all, always eager to lend an ear to help
anyone who asked. His infectious laugh and jolly personality ensured
his popularity wherever he went. Helmut’s kindness and spirit will
surely be missed by all who knew him. Condolences may be expressed at www.bruggerfuneralhomes.com.

President
Vice-President
2nd Vice-President
Treasurer
Secretary
Past Pres.

Nate Thomas
Loni Saylor
Mike Holland
Amanda Luke
Renee Pletcher
Gary Gibson

CLASSIFIEDS
BUSINESS OPPORTUNITY
FOR SALE: USDA Slaughter, process, retail butcher shop.
Great Location, Excellent Opportunity, Call 610-745-0227. Leave
Message. Turn Key Operation!

UNIQUE OPPORTUNITY
Anyone interested in having Nick Vukojevich come to their facility
and assist their workers?? Nick will provide hands on tips and techniques in Beef, Lamb and Hog Dressing, knife sharpening, etc. This
is an opportunity to maximize your potential in animal dressing!!
Any interested parties please contact Renee at PAMP.

If you would like to add items, feel free to email or call me with
the details. Also, be sure to let me know if any items need to be
removed to keep the listings current. Classifieds for Operators
ONLY…….No Suppliers.

FOR SALE: Walk in Cooler: 20x20, 16x36 2- 4’ sliders,
2-36” entrance door. With refrigeration. Like New only used
1 ½ years. $20,000.00 Call Jeff @ 302-734-5447.
FOR SALE: Hollymatic 200 patty maker with 3 plates and cart
$800.00 Call Jake @ 570-689-2350.
FOR SALE: Stainless Steel Heat Seal Packaging Machine and
Shrink Tunnel, Purchased new in 2007. Great Condition. We
loved using it to heat seal our venison products up through this
past season. Just purchased a roll stock and no longer need this
machine. Can email photo if desired. $4,500 or best offer; Call
Dwight @ 215-262-2305 or elyfamily5@msn.com.
FOR SALE: Commercial Ham Presses, $25 each,
Call Gary Karas @ 724-468-5811 - kountrykows@windstream.net
FOR SALE: Globe Slicer - Model 725 - Manual or Automatic
Runs on 110 - Like New in excellent condition.
$2,500.00. Call Floyd @ 570-254-6921
FOR SALE: Kerres Smokehouse 2250 Single Truck Jet
Smoke, MFG 1996. Comes with 2 trucks $45,000. Call or email,
Brett @ 603-269-2900 - tiedefarmssmokehouse@outlook.com
FOR SALE: 4 Year Old - Bizerba Slicer; A406fb with conveyor belt and cart; Asking $25,000;
Contact Loni @ 570-289-4353
FOR SALE: 1992 Handtmann VF 200
12 vane - Heavy Duty Meat Pump - Brand New Control Panel & MC
Panel - New Rebuilt Bush Vacuum Pump, and wiring schematics gone
thru 2 mo. ago. Just Serviced last Summer for 3000 hours by Handtmann
Tech. Works Great - too big for my production at this point. Looking for
Smaller Handtmann. This machine is a workhorse and can be sold with
or without the linking assembly ( Linking assembly new in 2006 ). Asking
$30,000 for Stuffer Only; Asking $37,500 for Stuffer and Linking
Assembly; Call Tom at 570-279-3534 for more details.
FOR SALE: Brine Pump
TOP of the LINE: Commercial, like new Brine Pump. (Waterproof
Motor) Excellent condition. Stainless steel pump. Add instant value to
your products. 4 prong needle holder with 3 sets of needles.
$2250 or Best Offer!! UPS Shipping Available. Call:1-518-669-6111
FOR SALE: If there are any questions about the items below
please feel free to call or text Brad Thoma @ 724-766-9941. We
can also send some pictures when needed.
 Cryovac machine Super Vacuum model #GK1832 FABR NR
890090 3 phase 220 V. $2,000 (obo).
 80 lb TALSA Hydraulic Stuffer all stainless steel 2.5 hp model
#H42S 3 phase 220 V. $3,000 (obo).
 All Stainless steel Vacuum tumbler 500 lb. capacity 110 V.
$1,500 (obo)
 Hollymatic Patty Machine model #Super 54 along with two
sets of plates 110 V. $500 (obo)
 Hotdog Peeler 110 V. $500 (obo) All Stainless
 WellSaw Buster Splitter Saw 112 inch blade model #7601 single phase 220 V. $500 (obo)
FOR SALE: BIRO AFMG-48, 208 volt, 3 phase, 7 1/2 hd.
Motor, stainless steel auger, head, and ring. Used very little.
$9,500, or best offer. (845) 876-6306
FOR SALE: 301 Non Forming film from Cryovac - 84 Rolls 2.50 mil. Best offer for the lot.
Contact Joe @ 856-423-4000 x 101 - Mickleton, NJ

