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4.	 The breed average ICP was 408 days (427 
days in 2014). 28 (out of 70) had a better 
average ICP than the breed average. The 
herd from these with best AFC was:

606189	 MRS E.A. GALPIN	 362

5.	 Logix vleisbees Produksie-aantekeninge 
skema in die katagorie kudde met die 
meeste toekeninges:

Identify the herd that has received the most cow 
awards (Elite, Superior, Excellent) over the past 
year (01/03/2014 – 28/02/2015)

MNR. C.J. RAUTENBACH, POSBUS 552, REITZ 
9810

6.	 Nasionale Vleisbees Verbeteringsskema, 
kudde met die meeste bulle getoets in Fase 
D:

Identify the herd that has tested the most bulls 
under Phase D (Bulls completed test) over the 
past year (01/03/2014 – 28/02/2015)

0381553	 RT Clark met 35 bulle

Identification of Tuli herds according to 
reproductive and other performance

1.	 21 Herds had more than 19 but less than 41 
cows:

The 5 herds with the best ICP were

EA Galpin	 362
AD Mullins	 378
Arthur Schultze Estates PTY	 386
Eselkop Tuli’s	 387
AD McEwan	 390

2.	 31 Herds had more tha 40 cows the 5 herds 
with the best average were:

CJ Rautenbach	 363
Kushiya Tuli’s	 363
RT Clark	 368
Glen Heath Tuli Stud	 376
AJ Kriel	 380
AJ Rautenbach	 385

3.	 17 Herds with show an improvement on the 
recorded average ICP.

Two herds (with more than 10 recorded births) 
showed a very good improvement in average 
ICP:

Bushmans
Mountain PTY LTD	 405	 27

AD McEwan	 390	 15

2015
Algemene Jaarvergadering
Annual General Meeting
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Hier volg die lys van kuddes wat toekennings ontvang het vir 2016 in die Vleissentraal 
SA Stamboek Elite vleisbeeskudde toekennings. Baie geluk aan hierdie wenners want 
elkeen van hierdie kuddes is wenners in hulle eie reg. Geluk met die Platinum dis 
uitstekend.

PARTICIPANT PARTICIPANT_NAME TOEKENNING

0381553 MR RUSSELL CLARK Platinum

0613996 GLEN HEATH TULI STUD Goud

0606189 MRS EDITH GALPIN Silver

0398957 MNR. CORNELIS RAUTENBACH Silver

0615363 DONKERHOEK BOERDERY TRUST Silver

0474426 MNR. A.J. KRIEL Silver

0002927 MNR. A.J. RAUTENBACH Silver

0575235 MNR. A.J. VAN RIJSWIJK Silver

0654269 MR STEPHEN MAINS-SHEARD Brons

0442495 MNR. STEPHAN WELZ Brons

0617523 JENDA Brons

0648066 P. & C. SMIT TRUST Brons

0551726 BEUKES BOERDERY Brons

0622329 MR DAVID MCEWAN Brons

0589543 VAALJAS BOERDERY BK Brons

0659515 ESELKOP TULIS Brons

toekennings
Elite vleisbeeskudde

Vleissentraal
SA Stamboek
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	 Long term selection for doing ability 
without giving attention to growth rate as 
well can have negative effects. By doing a 
growth test at least the very slow gainers 
will be eliminated from the group of  bulls 
being offered for sale. The opposite may 
also be true for the very fast growers, they 
may have poor doing ability when things get 
tough, they are taller on the leg and have 
a higher mature weight. These animals 
are easier to identify on the eye by the 
experienced breeder but the easier doing 
animals need to be growth tested to know 
their true potential. The taller growthier 
animals are very impressive when fed but 
may disappoint when put out on the veld. 
It is therefore just as important to include 
a veld phase (in summer separate from the 
growth test) to eliminate the animals which 
lack constitution in the group. 

2)	 FCR – Feed Conversion Ratio – this is 
the only trait that is measured only in 
centralised growth tests and not in on 
farm growth tests. This measurement does 
however come at a cost as it is normally 
possible to test at least four bulls on home-
grown food for the price of  testing one bull 
at a centralized test centre. A lower FCR 
is highly correlated to a higher ADG but 
the measurement of  FCR for a percentage 
of  animals in a breed is very necessary 
at present. There are many unanswered 
questions regarding growth rates and feed 
efficiency but in order to answer these 
questions and know where our breed stands 
with regard to FCR and feed efficiency the 
centralised growth testing of  Tuli bulls is 
necessary. No matter how extensively our 
cow herds are run it is also important to 
remember that the majority of  Tuli calves 
which end up being sold for slaughter are 
fed in a feedlot and their growth and feed 
efficiency must also feature in the selection 
process.

3)	 Scrotal Circumference – this is one of  
the most important measurements taken 
during an official growth test because 

Judging by the percentage participation of  Tuli 
breeders in on-farm and centralised growth tests 
it is clear that the value of  these tests are not 
fully appreciated by not only Tuli breeders but 
also many stud breeders across the spectrum 
of  breeds doing production recording with SA 
Studbook.

The Tuli’s origin dates back thousands of  years 
and we as breeders must nurture this bovine 
wonder which has stood the test of  time to the 
extent that it has been developed as a breed 
from a Sanga type of  tribal cattle which were 
discovered in Zimbabwe and Botswana. The 
responsibility is ours as breeders to ensure that 
the breed’s many excellent traits are maintained 
for posterity. How do we do this if  we don’t 
measure a bit more than just birth and weaning 
weight. That the Tuli breed has a larger eye 
muscle area than most breeds per kilogram 
of  body weight is another marvel of  the breed, 
yet if  we as breeders do not measure the eye 
muscle area of  our cattle how will we know to 
what extent we have preserved this wonderful 
trait in years to come. This is exactly why it is 
so important for us as breeders to record the 
performance of  individuals in our breed so that 
the breed may be improved but not changed.

I would like to focus on what is recorded when 
participating in on-farm or centralised growth 
tests and elaborate on the importance of  these 
measurements in the process of  breeding an 
animal for a specific purpose or environment. 

1)	 ADG – Average Daily Gain - in a country 
where by far the majority of  calves are sold 
to feedlots it is hard to believe that average 
daily gain can be unimportant. Can we 
justify selling the slowest growing animals in 
our group of  bulls to commercial breeders 
and believe that they will contribute to the 
profitability of  their herds. If  all our bulls 
do not participate in a growth test then 
the chances are pretty good that this is 
the case. It is ironically also important to 
measure growth when selecting for doing 
ability because of  the tough conditions the 
cow herd encounters from time to time.

what is it to the Tuli breeder?

On- farm & centralised 
growth tests 
Russell T Clark
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centralised growth tests while it is available 
on request at an extra cost of  around 
R45 per animal for on farm growth tests. 
Here traits such as rump fat, rib fat, eye 
muscle area and marbling are measured. 
From these measurements the following is 
calculated namely carcass %, muscle %, 
kg predicted red meat and indices for eye 
muscle area and marbling. It is important 
to subject bulls to RTU testing not only to 
gain breeding values for selection of  herd 
sires for RTU traits but also to eliminate the 
poorer carcassed animals so that they do 
not have progeny in a commercial herd. It 
is also important to ensure that the results 
of  RTU scanning are taken up into the 
breed’s database so that your herds profile 
can be improved on the Logix database.

If  used correctly performance recording data is 
a great tool to assist in the selection of  more 
desirable animals. Performance recording is 
not a sales gimmick and the practice in some 
quarters of  manipulating it by submitting 
unnecessarily many contemporary groups 
needs to be severely frowned upon. What each 
serious breeder needs to ensure is that all data 
which is relevant to selection within his own 
herd needs to be submitted not only to improve 
the accuracy of  the data but also to improve 
the breed’s database which can only be to the 
benefit of  all with an interest in the breed. Also 
we need to remember that certain important 
contributions to performance recording as 
already mentioned can only be done if  animals 
participate in official growth testing as the 
inputs are linked to an age and a mass within 
a contemporary group in order to calculate a 
meaningful breeding value.

fertility is the most important trait in beef  
cattle breeding. It simply makes no sense 
to only take scrotal measurements when 
the vet fertility tests a group of  bulls for 
sale. Without an official measurement for 
scrotal circumference the breeding value 
for scrotal measurement is worthless as 
the accuracy will be very low. The use of  
breeding values to assist in optimizing 
matings is just as important as ensuring 
that the conformation and structure of  the 
calf  will be as close as possible to what the 
market out there wants. 

4)	 Height/Length measurements are also 
only recorded on official growth tests and 
do assist in ensuring that smaller framed 
animals still have adequate length of  body. 
Taller animals generally are longer bodied, 
while cattle which are shorter on the leg 
tend to be shorter bodied. In our efforts to 
breed smaller framed animals which are still 
productive and competitive it is important 
to measure both length and height. A 
breeding value for height and length can be 
very handy if  these EBVs are used to limit 
mature size so as to reduce maintenance 
requirements of  the cow herd. The genetic 
trends for these traits over time also serve 
to show us what direction our herd or breed 
is taking in terms of  the said traits which 
serves to verify whether breeding goals are 
being met or not.

5)	 Skin thickness is another optional 
measurement which can be used by 
breeders wishing to select against animals 
with less skin thickness to improve 
resistance to ticks.

6)	 RTU or Realtime Ultrasound scanning 
is done on all bulls completing the 

Area/Streek Naam Selfoon e-posadres
Vrystaat Rampie de Wet 083 631 6040 rampie@studbook.co.za
Oos-Vrystaat / Oos-Kaap Gerdus de Klerk 072 691 3600 gerdus@studbook.co.za
Wes-Vrystaat / Noord-Kaap Siebert Vermeulen 082 548 4608 siebert@studbook.co.za 
Vryburg (NW & Noord-Kaap) Dolf Cloete 082 660 3266 dolf@studbook.co.za
Pretoria (Gauteng, Mpumalange, Limpopo) Andries Riekert 082 465 0671 andries@studbook.co.za
Oos-Kaap / Wes-Kaap Isolde Viljoen 079 407 2708 isolde@studbook.co.za
Wes-Kaap Chanelle Stenekamp 072 836 4108 chanelle@studbook.co.za
Pietermaritzburg (KZN) Sarah-Dane Roberts 076 724 7907 sarahdane@studbook.co.za
Pretoria (NW, Mpumalanga, Gauteng) Thalia Brameld 079 407 2708 thalia@studbook.co.za

TEGNIESE ADVISEURS
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of  inputs have more than doubled as a result of  
the local currency weakening against the main 
world currencies by 100%. 

On a more positive note is the interest by the 
commercial and the small scale livestock 
farmers in the Tuli breed has grown with most 
bulls that were ready for sale by the Tuli cattle 
breeders had sold out. The females that have 
been imported over the last four years have 
settled finally and producing some magnificent 
calves that will make a positive impact to the 
beef  industry in the near future and going 
forward. It is not easy on breeding stock being 
imported from so far away and it takes about 
18 months to two years for them to adapt to the 
conditions of  Zambia.

The bulls that have been used in numerous 
commercial herds are making a difference and 
especially those that are crossed with Brahman, 
Boran, Bonsmara and Nguni’s that I have seen 
on the herds widely spread across Zambia. The 
proof  of  the impact will be when the steers finish 

Once again it’s that time of  the year to report on 
Tuli’s in Zambia and how they are settling into 
the beef  industry of  this country. Considering 
the somewhat intermittent summer rainfall 
season which we are told that El Nino has been 
influencing the weather pattern worldwide the 
Tuli cattle that I have seen in my travels have 
come through like most cattle shining. It has 
been an exceptional year for quality grass 
growing and hence the cattle are shining. 
Pregnancy diagnosis is still to reveal whether 
shining is a positive outward appearance of  
the future calf  crop but one is ever hopeful of  
positives to come out of  what has been a difficult 
summer as the crop farmers have struggled with 
almost zero water in dams to irrigate and still 
many dams have measured minimal inflows for 
winter cropping and a start to next summer’s 
planting’s.

It appears to be a year of  concern as prices for 
feeder steers/cull cows and bulls remain at last 
years pegged prices for the three grades that 
the abattoirs use to pay the producers and cost 

Tuli Vuka ZambiaChris Rogers

Malcolm Ross Zambian bred herd sire
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as Willie Franklin had a number of  bulls on offer 
and most were sold at reasonably satisfactory 
prices.

As I type there is the Agritech Expo (dare I 
say mini Nampo) on at Chisamba which is an 
intensive farming area 50km north of  Lusaka 
and Malcolm Ross has a display of  home grown 
Tuli bulls amongst the other two breeds – Santa 
Gertrudis and Boran on display. Tom Roberts is 
the representative on the Zambian Herd Book 
council for the Tuli breed. As it can be seen 
the breeders are on a roll flying the Tuli flag 
wherever possible and all are to be commended 
for their sterling efforts.

in the feedlots and the heifers start producing a 
three quarter Tuli in the herds – I am excited; 
especially as more commercial famers look 
across the fence to see what their Tuli bull users 
will be achieving in their commercial cow herds 
with feedlotters and butchers seeking more of  
Tuli crossbred steers. 

Tom Roberts, Nyreen Downie, Willie Franklin, 
Rod and Stacey MacKay put on an excellent 
display at the National Zambian All Breeds 
bull sale held at the Lusaka Show Grounds in 
September 2015 – I believe the first breed to 
put on a display under a well-advertised gazebo 
with boerewors and burger rolls been offered to 
those attending the sale. Tom and Nyreen as well 

A.I. sired calves on a commercial Bonsmara first calver herd

Tuli calves sired by A.I. onto Brahman x 
Simmental cows. The sire was R07/08 bred 

by Albie

Tuli sired steer out of a pure Brahman cow 
up on the Copperbelt.
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1.	 Die Genootskap verwag dat telers Tuli-
beeste op veilings onder beskerming van die 
Genootskap sal verkoop.  Dit bied beskerming 
aan beide verkopers en aan  kopers van 
sulke diere en hou ook finansiële voordele vir 
die verkoper in.  Dit verseker ook dat diere 
aan die vereiste standaarde voldoen en is 
derhalwe tot voordeel van die kopers.

2.	 Tuli stoetveilings kan onder die volgende 
kategorieë geklassifiseer word:

2.1	 Produksie- of Veeverminderingsveilings

Hieronder ressorteer bulveilings, veilings van 
goedgekeurde vroulike diere met of  sonder 
kalwers.  Meer as een teler mag saamspan om 
sulke veilings aan te bied.

2.2	 Algehele Uitverkopings

Hierdie veilings het ten doel om stoetboerdery 
te staak, wat beteken dat daar nie met ‘n Tuli-
stoetery onder enige ander naam deur die 
betrokke teler voortgegaan mag word nie en dat 
so ‘n teler se lidmaatskap binne drie maande na 
die veiling outomaties beëindig sal word.

‘n Uitverkoping is gevolglik ‘n veiling waar 
alle diere op die teler se kuddelys eerstens in 
die katalogus sal verskyn en tweedens in die 
veilingsring te koop aangebied word.  Enige 
ander naam vir ‘n veiling wat die indruk by 
die koperspubliek mag wek dat die veiling ‘n 
uitverkoping (“dispersal sale”) is, sal ook onder 
die reëls van ‘n uitverkoping val.  

Die Raad het die reg om ‘n teler te verbied om 
‘n veiling as ‘n uitverkoping te adverteer as daar 
getuienis is dat die beste diere in die kudde 
reeds voor die veiling verkoop of  vervreem is, 
tensy die verkoper dit in sy advertensies meld.

2.3	 ALGEMENE VEILINGSPROSEDURES

Dit is veilings wat deur die Raad van die 
Genootskap onder die Genootskap se reëls 
aangebied word en sal onder die beskerming 
van die Genootskap gehou word.

2.3.1 	Enige Produksie-; Veeverminderings-;  
Algehele Uitverkopingsveilings; Nasionale 
Veilings; multi-ras van Geregistreerde 
Tuli beeste sal deur die Genootskap 
goedgekeur word op voorwaarde dat:

1.	 The Society expects breeders to sell Tuli 
cattle under the auspices of  the Society. It 
protects both buyer and seller of  the animals 
and thus has financial advantages for the 
seller. It ensures that the animal’s comply 
with the required standards and it is thus of  
benefit to the buyer too.

2.	 Tuli Stud Sales can be classified under the 
following categories:

2.1	 Production or Stock Reduction sales

This includes Bull Sales, Sales of  approved 
females with or without calves. More than one 
breeder may cooperate to hold a sale.

2.2	 Total Dispersal Sale

These sales are held when a stud breeder wants 
to discontinue stud breeding. This means that 
the breeder may not continue to stud breed Tuli’s 
under any other name and his membership will 
be terminated automatically three months after 
the sale.

A dispersal sale is therefore where all animals 
on the breeder’s herd list firstly appear on the 
catalogue and secondly are offered for sale in 
the ring. Any other description for a sale that 
gives the impression to the buying public that 
the sale is a dispersal sale will also be subject 
to the rules of  a dispersal sale.

Council has the right to prohibit a breeder from 
advertising a sale as a dispersal sale if  there is 
any testimony that the best animals in the herd 
have already been sold, set aside or alienated, 
unless the seller highlights this fact in his 
advertisements. 

REëLS
vir die aanbieding van

TULI VEILINGS

RULES
FOR THE HOSTING OF 

TULI sales
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2.3.2 	Alvorens sodanige veiling bekend 
gemaak word, moet die Verkoper met ‘n 
genomineerde lid van die Genootskap in 
gesprek tree waartydens die besonderhede 
van die betrokke veiling bespreek en 
goedgekeur sal word.  ‘n Skriftelike 
ooreenkoms sal deur beide die Verkoper 
en die Genootskap se genomineerde 
onderteken word waarin besonderhede 
en voorwaardes van die veiling uiteengesit 
word.

2.3.3 	Die bepalings soos hierin later uiteengesit 
ook stiptelik nagekom sal word.

2.3.4	Indien die bepalings, soos uiteengesit in 
punt 2.3.1 hierbo, nie nagekom word nie 
sal die Genootskap die reg hê om:

a)	 Weer oor die voorwaardes te onderhandel;

b)	Die toestemming dat die veiling onder 
beskerming van die Genootskap gehou  	
word, terug te trek;

c)	 Die lidmaatskap van die teler op te skort.

3. VEILINGSDATUM

3.1	 ‘n Teler wat beoog om ‘n veiling onder 
die beskerming van die Genootskap 
te hou moet vroegtydig (meer as drie 
maande voor die beoogde veiling) daarom 
aansoek doen by die Genootskap en die 
Veilingsooreenkoms onderteken.  Die 
aangewese afslaer moet ook minstens 
veertien (14) dae voor die veiling ‘n 
ooreenkoms met die Genootskap 
onderteken.  Uitsonderings kan oorweeg 
word ingeval bv. boedel-veilings waar die 
vereiste drie (3) maande in spoedeisende 
gevalle nie uitvoerbaar mag wees nie.

3.2	 Geen veiling mag 30 dertig dae voor/na ‘n 
Nasionale Veiling aangebied word nie.

By die toekenning van veilingsdatums sal 
die voorkeur volgorde as volg toegepas 
word: Eerstens Genootskapveilings, dan 
teelgroep-, private-, produksie- of  finale 
uitverkopingsveilings.  Gevestigde belange sal in 
ag geneem word.

4.	 ONDER BESKERMING VAN DIE 
GENOOTSKAP

“Onder beskerming van die Tuli 
Beestelersgenootskap van SA” beteken dat 
die Genootskap die egtheid van die teel- en 
prestasiegegewens van elke bees, soos in die 
katalogus voorsien, gekontroleer het en dat 
‘n Keurder  van die Genootskap elke bees, nie 
langer as veertien (14) dae voor die veiling nie, 
visueel geïnspekteer en vir oordrag aan ‘n ander 
teler goedgekeur het.  

2.3	 GENERAL SALE PROCEDURES

Sales approved by the Society’s council and 
following the Society’s rules will be held under 
the auspices of  the Society. 

2.3.1 	Any Production, Stock Reduction, Total 
Dispersal, National or Multi-breed Sale of  
registered Tuli cattle will be approved by 
the Society on the following conditions:

2.3.2 	Before a sale is advertised, the Seller 
must contact a nominated member of  
the Society and the details of  the sale 
will be discussed and approved. A written 
agreement will be signed by both parties 
where the details and terms of  the sale 
are laid out. 

2.3.3 	The terms as laid out later in this 
document need to be promptly adhered 
to.

2.3.4	If  the provisions as laid out in point 2.3.1 
above are not adhered to the Society will 
have the right to:

a)	 Re-negotiate terms and conditions;

b)	Withdraw the permission to hold the sale 
under the auspices of  the Society;

c)	 Suspend the breeder’s membership.

3.	 SALE DATE 

3.1	 A breeder who anticipates holding a sale 
under the auspices of  the Society must 
timeously (no less than three months 
prior to the proposed sale) submit an 
application to the Society and sign the Sale 
Agreement. The appointed auctioneer must 
also sign an agreement with the Society at 
least fourteen (14) days before the sale. 
Exception to this rule will be considered 
in exceptional circumstances where the 
required 3 months notice is not practical 
e.g. a deceased estate. 

3.2	 No sale may be held thirty (30) days before 
or after a National Sale. 

In the awarding of  sale dates, preference will 
be given firstly to Society Sales and then in 
order breeder groups, private production or 
dispersal sales. Existing interests will be taken 
into consideration.

4.	 UNDER THE AUSPICES OF THE SOCIETY 

“Under the Auspices of  the Tuli Cattle Breeders’ 
Society of  South Africa” means that the 
authenticity of  the breeding and the performance 
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data of  each animal in the catalogue has been 
checked and within 14 days prior to the sale 
have been visually inspected and approved for 
the transfer to another breeder.

The Society cannot accept responsibility for the 
auctioning of  the wrong animal, latent defects 
or diseases present in any cattle offered for sale.

5.	 CATALOGUES   

5.1	 ALL sales where Tuli’s are sold by members 
of  the Society must appear in an official 
Studbook catalogue in format determined 
by Studbook, whether the sale is under 
the auspices of  the Society or not. 

5.2	 Any animal that is sold on a sale where 
the animal’s particulars are not in 
Studbook’s format in the catalogue will 
NOT be transferred to the new owner as a 
registered animal. 

5.3	 The seller must provide proof  of  
vaccinations or tests (e.g. Brucellosis, 
Tuberculosis, Trichomoniasis or fertility 
tests) to the inspector prior to the 
screening of  the animals before the sale. 

5.4	 Female animals 30 months and older must 
be certified in calf  or have a calf  younger 
than 8 months at foot to be allowed to be 
sold under the auspices of  the Society.

5.5	 The costs of  the Catalogue as drawn up 
by Studbook is for the account of  the 
member/seller.

6.	 INSPECTION / SELECTION

The seller is responsible for the organising of  
one or more Inspectors/Selectors to inspect the 
animals offered on the sale.  Inspectors, other 
than the inspector(s) that inspected the animals 
on the farm initially, will screen the animals 
before a sale. The costs of  the screening are to 
be borne by the seller. 

Prior to a screening the seller must provide 
all supporting documents to the Inspector/
Selector. 

6.1	 Certificates that the bulls have been tested 
for fertility and that they have tested 
negative for Trichomoniasis in the last 30 
days. This document should include the 
bull’s current scrotal circumference. 

6.2	 Certificate must be available that shows 
that the sellers herd has in the last 12 
months tested negative for Brucellosis 
and Tuberculosis as required by  National 

Die Genootskap kan egter nie verantwoordelik-
heid daarvoor aanvaar as die verkeerde bees  
opgeveil is of  vir enige verborge gebreke of  
siekte toestande van enige van die beeste wat 
aangebied word nie.

5.	 KATALOGUS   

5.1.	 ALLE veilings waarop Tulis deur lede 
van die Tuligenootskap verkoop word 
moet ‘n offisiële Stamboek katalogus in 
die vasgestelde Stamboek formaat hê, 
ongeag of   die veiling onder beskerming 
van die Genootskap gehou word of  nie.

5.2.	 Enige dier wat op ‘n veiling verkoop word 
waarin sy volle gegewens nie in Stamboek 
formaat in die katalogus verskyn nie, sal 
NIE as geregistreerde Tulis aan die nuwe 
eienaar oorgedra word nie.

5.3	 Die verkoper moet van inentings of  
toetse (bv Brucellose, Tubercullose, 
Trichomoniase of  vrugbaarheids-toetse) 
bewys lewer aan die inspekteur voor 
veiling inspeksie.

5.4	 Vroulike diere 30 maande en ouer moet 
dragtig gesertifiseer wees of  met haar 
kalf  van jonger as 8 maande aangebied 
word om tot ‘n veiling onder beskerming 
van die Genootskap toegelaat te word.

5.5	 Die koste van die Katalogus soos deur 
SA Stamboek opgetrek is deur die lid/
verkoper  betaalbaar.

6.	 INSPEKSIE / KEURING

Die verkoper is verantwoordelik vir die reel 
van een of  meer Inspekteurs/Keurders om die 
diere wat op die veiling aangebied word, te 
inspekteer.   Ander inspekteurs as dié wat die 
diere op die plaas gekeur het, sal die diere voor 
die veiling inspekteer (‘screen”).   Kostes vir die 
inspeksie voor ‘n veiling sal vir die rekening van 
die verkoper wees. 

Tydens so inspeksie moet die verkoper die 
onderstaande dokumente as bewys stukke aan 
die inspekteur voorsien alvorens enige dier 
geinspekteur kan word.

6.1	 Sertifikaat dat bulle nie langer as 30 
dae voor die dag van die veiling vir 
vrugbaarheid gesertifiseer is en negatief  
getoets is vir trichomoniase. So dokument 
sluit die huidige skrotum omvangs van die 
gegewe bul in.

6.2	 Sertifikaat moet beskikbaar wees wat 
toon dat die verkoper se kudde in die 
afgelope 12 maande negatief  getoets 
is vir Brucelose en Tuberkulose soos 
deur die Nasionale Wet verplig word.  
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Statues. Alternatively all animals offered 
on the sale must have individually tested 
negative for CA and TB. 

6.3	 Pregnancy Diagnosis Certificates must 
accompany all pregnant animals and 
must reflect the stage of  pregnancy in 
terms of  time.  

Animals that an Inspector fails during a visual 
screening cannot be sold at the end of  the 
sale as stud animals under the auspices of  the 
Society. Depending on the fault identified the 
animals can either be sold commercially or 
taken back to the farm and then later after a 
successful re-inspection can be offered again as 
stud animals for sale. 

7.	 PRODUCTION SALES

7.1	 At all sales under the auspices of  the 
Society the auctioneer shall announce the 
meaning of  “Under the auspices of  the 
Society” as laid out in paragraph 4 above.

7.2	 Animals that do not meet the minimum 
breed standard, or are not in sale 
condition, in the opinion of  the inspectors 
that screened the animals before the sale, 
may not under any circumstances be sold 
under the auspices of  the Society.

	 The responsibility of  the sale of  condemned 
animals under the conditions mentioned 
above rests entirely with the seller. The 
Society will not transfer these animals to 
new owners under any circumstances and 
will not become involved in any claims 
where buyers act on a misconception.

7.3	 The seller or any agent appointed by him 
may not at auction under the auspices of  
the Society bid on his/her own animals. 
Such action would be considered unethical 
behavior.

7.4	 Auctions held under the auspices of  the 
Association shall not be levied a proportion 
of  the turnover. Only the direct costs of  the 
seller will be levied.

7.5	 Virtual sales for any purpose whatsoever 
would be considered unethical behavior 
and the Council will take appropriate 
disciplinary action. 

8	 DISPERSAL SALES 

All the rules contained in paragraph 7.1 to 7.5 
also pertain to dispersal sales. In addition, the 
following rules will also apply:

Alternatiewelik moet alle diere wat op 
die veiling verskyn induvidueel negatief  
gesertifiseer wees vir TB en BM.

6.3	 Sertifikaat van dragtigheid wat alle 
dragtige diere vergesel waarop die tydperk 
van dragtigheid gestipuleer moet word.

Diere wat visueel deur ‘n Keurder tydens 
veilingsinspeksie afgekeur word kan nie later 
of  aan die einde van ‘n veiling as stoetdiere 
aangebied word onder die beskerming van 
die Genootskap nie.  Afhangende van wat fout 
was met die diere kan sulke diere later as 
kommersieël verkoop word of  die verkoper 
kan hulle terugneem plaas toe en op ‘n later 
stadium, na suksesvolle herkeuring,  weer as 
stoetdiere verkoop. 

7.	 PRODUKSIEVEILINGS

7.1.	 By alle veilings onder beskerming van 
die Genootskap sal die afslaer die 
betekenis van “Onder beskerming van die 
Genootskap”, soos onder 4 hierbo voor 
die aanvang van die veiling voorlees.

7.2.	 Beeste wat volgens die oordeel van die 
keurders, wat die beeste voor die veiling 
ge-inspekteer het, nie aan die minimum 
rasstandaarde van die Genootskap 
voldoen nie of  nie veilingswaardig is nie, 
mag onder geen omstandighede tydens 
die veiling “onder beskerming” aangebied 
word nie.

Die verantwoordelikheid vir die verkoping 
van die afgekeurde diere onder bovermelde 
voorwaardes rus volkome op die verkoper.  
Die Genootskap sal sulke diere onder geen 
omstandighede vir registrasie doeleindes na die 
nuwe eienaars oordra nie en sal by geen eise 
van kopers wat moontlik onder ‘n wanindruk 
verkeer het, betrokke raak nie.  

7.3.	 Die verkoper of  enige agent deur hom 
benoem mag nie op ‘n veiling onder 
beskerming van die Genootskap op sy eie 
diere bie nie. Sodanige handeling sal as 
onetiese gedrag beskou word. 

7.4.	 Veilings wat onder die beskerming van die 
Genootskap gehou word sal nie teen die 
omset belas word nie. Slegs die direkte 
kostes sal van die verkoper verhaal word.    

7.5.	 Skyn verkopings vir welke doel ookal, sal 
as onetiese gedrag beskou word en die 
Raad sal oor nodige dissiplinêre stappe 
besluit.

8.	 UITVERKOPINGS

Al die reëls vervat in 7.1 tot 7.5 is ook van 
toepassing op uitverkopings.  Daarbenewens sal 



59Tuli Journal 2016



60Tuli Joernaal 2016



61Tuli Journal 2016

8.1	 The reservation of  a sale date for a 
dispersal sale shall be considered a 
preliminary reservation and the acceptance 
or confirmation thereof  is dependent on 
the completion of  the application form 
containing the rules and regulations. This 
form needs to be filled out in duplicate by 
the seller and signed by council.  

	 Applicable to Dispersal Sales any reserve 
or restrictions must be announced to 
prospective buyers. 

8.1.1	Should a breeder hold a dispersal sale 
in two parts – e.g. first the registered 
animals and later the younger animals 
once they have passed inspection – the 
breeder may apply in writing to Council 
to extend his membership for an agreed 
upon time frame. 

8.1.2	Should the breeder under acceptable 
circumstances not sell all his Tuli’s he 
may in writing ask for an extension of  his 
membership so that he is afforded the 
opportunity to dispose of  the remaining 
animals.

8.2	 Where a  breeder’s  herd has been offered on 
a total dispersal sale, his/her membership 
will automatically be terminated after three 
(3) months once normal requirements for 
ending membership have been met. 

	 If  a breeder’s circumstances change at 
the sale or subsequently, the breeder must 
make written representation to Council 
regarding his situation. In such cases, the 
Council together with the breeder will come 
to a satisfactory arrangement.

8.3	 All animals held  in the name of  the breeder 
concerned, or in companies, trusts, closed 
corporations, partnerships or studs in which 
he has interests must be offered on a Total 
Dispersal Sale. Council may on reasonable 
grounds grant permission for the dispersal 
of  only certain of  his/her stake holdings. 
The membership of  those stake holdings 
dispersed will then terminate.

8.4	 Tuli’s sold on a dispersal sale will not be 
transferred as registered animals to the 
seller; his/her spouse or any legal entity 
the seller has interest in (e.g. Company, 
closed corporation, trust, partnership or 
stud).  

die volgende reëls ook geld:

8.1.	 Die bespreking van ‘n uitverkoping by 
die Genootskap is slegs ‘n voorlopige 
bespreking.   Die aanvaarding of  
bevestiging daarvan sal eers plaasvind 
nadat ‘n voltooide aansoekvorm waarin 
al die reëls en regulasies vervat word, 
behoorlik in duplikaat deur die verkoper 
voltooi en onderteken is en deur die Raad 
geteken is.

	 Dat wat betref  Algehele Uitverkopings 
moet enige reserwe pryse of  beperkende 
voorwaardes wat van toepassing sal wees 
aan voornemende kopers bekend gemaak 
word.

8.1.1	Sou ‘n teler ‘n totale uitverkoping in 
twee dele hou - bv eers die goedgekeurde 
diere en later die jonger diere na hulle 
goedkeuring - mag die teler skriftelik by 
die Raad aansoek doen om verlenging 
van sy lidmaatskap vir ‘n ooreengekome 
tydperk.

8.1.2	Sou die teler om aanvaarbare redes nie al 
sy Tuli op die uitverkopingsveiling verkoop 
nie, mag hy ‘n skriftelike gemotiveerde 
aansoek aan die Raad rig om verlening 
van sy lidmaatskap, sodat hy geleentheid 
gegun word om die oorblywende diere van 
die hand te sit.

8.2	 Die teler wie se kudde op ‘n algehele 
uitverkoping aangebied was se 
lidmaatskap sal outomaties drie (3) 
maande na die veiling beëindig word, 
nadat aan die normale vereistes vir die 
beëindiging van lidmaatskap voldoen is. 

	 Indien omstandighede tydens die veiling 
of  daarna verander sal die teler skriftelike 
vertoë en/of  motivering aan die Raad 
moet stuur ten opsigte van sy situasie. In 
sulke gevalle sal die Raad saam met die 
teler ‘n bevredigende reëling tref.

8.3	 Alle Tulis wat in die naam van die 
betrokke teler of  maatskappye, trusts, 
beslote korporasies, vennootskappe of  
kuddename waarby hy belang het, moet 
op ‘n totale uitverkoping aangebied 
word.  Op grond van ‘n aanvaarbare rede 
mag die Raad toestemming verleen dat 
die uitverkoping van net sekere van sy 
belangegroepe se beeste aangebied word.  
Daardie belangegroepe se lidmaatskap 
sal dan beëindig word.

8.4	 Tulis wat op ‘n uitverkopingsveiling 
verkoop is, sal nie in die naam van die 
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8.5	 Any  official and / or registered auctions 
as well as all reduction and production 
auctions, or general sales will be allowed 
by the Society with the proviso : -

(i)	 That prior to any advertisement of  
the sale the Seller together with a 
nominated representative of  the 
Society shall meet and discuss the 
details of  the auction. The sale will 
be approved after a written document 
that contains relevant information and 
has been signed by both the seller and 
the Society’s representative. 

verkoper, sy eggenote of  enige organisasie 
(bv. maatskappy, beslote korporasie, trust, 
vennootskap of  stoeterynaam) waarin die 
verkoper ‘n belang het, as geregistreerde 
diere oorgedra kan word nie.

8.5	 Enige amptelike en/of  Geregistreerde 
veilings asook alle verminderings en 
Produksieveiling of  Algehele uitverkopings 
sal deur die Genootskap toegelaat word 
met die voorbehoud:-

i)	 Dat alvorens enige kennis van sodanige 
veiling geskied die Verkoper met ‘n 
afgevaardigde van die Genootskap 
in gesprek sal tree en by sodanige 
vergadering sal die besonderhede 
van die betrokke veiling bespreek en 
goedgekeur word waarna ‘n skriftelike 
dokument waarin sodanige inligting 
verskaf  word deur beide die Verkoper 
en die Genootskap se verteenwoordiger 
onderteken sal word. 
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Dié Tulibul is op die produksieveiling van mnre. 
Harm en Alwyn Marx se stoetery Alpha & 
Omega op die plaas Essex, Burgersdorp, teen 
’n allemintige R140 000 verkoop. Die koper was 
die Don Harvey-trust, Oos-Londen. Twee bulle 
is teen die naashoogste prys van R68 000 stuk 
aan onderskeidelik die onderneming Dankbaar 
Safari, Bedfordview, en mnr. V. Beukes van 
Bela-Bela verkoop. Bulle is boonop teen ’n 
uitstekende gemiddelde prys van R41 535 stuk 
verkoop, terwyl nie-dragtige verse ’n baie goeie 
R9 387 stuk behaal het. Die gemiddelde prys 
vir dragtige verse was R11 600 stuk en vir koeie 
met kalwers R11 882 stuk. BKB het die veiling 
aangebied en JJ van der Watt was die afslaer. 
Foto: Gavin Isted

Die Duurste bul was R27000 en duurste koei 
was R16500

25 bulls sold  Average  R25 200.00
5 open Heifers sold Average R8 800.00
10 Pregnant cows sold  Average R12 450.00

Most expensive Bull
GH 13-38 (lot 4) bought for R 32000.00
By DANKBAAR SAFARI (PTY) LTD

VeilingsAuctions
Alpha & Omega Eira

Glen Heath
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Hoogste prys bul: R52 000, (Verkoper: 
Donkerhoek Tuli Stoet, Britstown, Koper: Colin 
Raath, Tarkastad)
Gemiddelde prys bulle: R27 150
Hoogste prys dragtige koei: R17 000 (Verkoper: 
Donkerhoek Tuli Stoet, Britstown, Koper: Colin 
Raath Tarkastad)
Gemiddelde prys dragtige koeie: R10 333
Hoogste prys oop vers: R30 000 (Verkoper: HBH 
Tuli Stoet, Dordrecht, Koper: Dankbaar Safari 
PTY LTD, Colesberg)
Gemiddelde prys oop verse: R14 224
Aangebied deur GWK Kimberley
Afslaer: Deon Klopper

KOEIE dragtig	 GEMIDDELD R8 909.00
TOTAAL BULLE 16	 GEMIDDELD R32 156.25
VERSE oop	 GEMIDDELD R8 785.71 
Duurste  R 110 000. 

Jenda Tuli’s se duurste bul vir R18000 

HBH 13-138 Top Price Bull @ R38000 Sold to 
Mr Owen Green from Barkley East

Go West Langlyf & Nonnie

Jenda Tulis 

HBH Tulis 
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