Proving the Product

“Straight Talk” meets with Jack and Susan Waggoner
about the best ways to put a young stallion on the road to succ

ack and Susan Waggoner, Bridgeport, Texas,
are the leading breeders in the cutting horse
industry, and they've got decades of experi-
ence to their credit.

On one hand, the Waggoners own High Brow Cat,

.!htNo.Zludmg cutting sire of all time, a stallion
('with that eam milfions every season. His
stud fee “at $22,500, and the book is full every
year. But the Waggoners also own a stallion they quit
| promoting last year. His babies just didn't measure
‘up, and it was time to call it a day on that particular
- horse. In fact, over the years, there have been six stal-
t lions on which the Waggoners threw in the towel.
From one extreme to the other, and a whole lot of
E::mng stallions in between, the Waggoners
cxpemamlmofmmmdﬁuhmmlh
breeding business. Right now, they have the assurance
of High Brow Cat, plus the possibilities of at Jeast three
young stallions, There are even more stallions in the
pxpdmc.mdmlmnmkdmwnvmwthcdum
pmhnhmyumptmd\cmsdveswofﬂ'n)
Whether one is talking about cutting, reining or
mnedcwhoncs.d\cpcrfomuncc horse market
is picky, trendy and erratic. Inside this challenging
environment, Jack and Susan have learned what does
and does not work. And while nothing is ever certain
with a stallion, the Waggoners insist there are direct
an owner can take to protect his interests
and give his young sire the best chance possible.

Believe and then try

As a performer, High Brow Cat was a good per-
former. He won §110,102 in NCHA show money.
fThc ners him as a foal in 1988.
'Bledlz hatham and Stewart Sewell, High
 Brow Cut was just 2 weeks old when he and his
modxuwutwldmj:ck

« He was pleased with his young stallion, and High
Bmeatquwbmhcmbredfordwﬁmnm
By that point, Jack had bred five stallions. There was
- limited success but nothing that would ctch a lasting
i legacy. .
21 "One or two of them were very successful show
 horses, but people don't breed on money won,” Jack
' said. “Money won doesn't have much to do with it.

{- Often, the greatest show horse is not a good sire or
« dam. There are u lot of other things that go with it.
g&'Wixhthoecﬁwsnﬂmuw:hndbcfoungh
iﬂww Cat, 1 didn't particularly like their babies. So,
;fldidn’thhdmrbabws,lcwldntupedwmcom
"clsctphlmthwbahlcs.

- So what made them think High Brow Cat had the
nghtingmdlmutomakumpquct’

“Cat is built the way I think 2 cutting horse should
bcbudl,]nckmmed.'ﬂecombt what we

t-was the best of his bottom side and his top

udc. ou hear about High Brow Hickory; he was a

Jack and Susan Waggoner are the leading bresders in the
cutting horse industry.

very tough, gritty horse and he persevered. Car got
that from him. He was heavily muscled and Cat got
that from him.

*“Cat's bottom side was all but perfect, His mother
[Smart Litele Kitty] was out of what I think was the
best Doc Bar daughter there was [Doc’s Kitty]. She
WIS Very, VETy Strong. Cat, when he was born and as
he grew, exhibited the phenotype of his grandmother.
He has very short, thick cannon bones, and she did.
He has very heavy gaskins, and she did.

“There were just things about him that if you
studied breeding, you saw that if he did pass those
traits, like he looked like he should, that he could be a
breeding horse. The only way you can tell if a breed-
ing horse is a breeding horse, is to try it.”

Don't take chances

Luck is part of the breeding equation, but that
doesn’t mean a stalbon owner should rely on good
odds, Those won't go far in this competitive market
where another dozen promising stallions are only one
show season awiy.

The Waggoners thought perhaps High Brow Cat
had what it would take to make a sire, but nothing
was definite. They had a stallion who, in 1993, was
simply one of many. So, how did the Waggoners con-
vince people to breed to High Brow Cat?

“They didn't,” Jack answered plainly. “His first foal
crop had six in it. We had all six here. We saw that all
six were trained, We saw that all six were shown,”

“You've got to believe in your product,” Susan
added. “You have to train them, you have to get them

out in the show pen and create that market

There were seven foals in that first 1993
of which lived. As 3-year-olds, two of thos
babies camed $39,401 and $27,945, respec
$67,346 debut total. In 1997, 12 of his offs
$212,573 — and by then all six of the first ¢
were money-carers. And up the record we
there, to where now, according to AQHA |
High Brow Cat has 1,410 regstered foals,
871 are of an age where earnings have beer
(horses 4 years old and over), and 673 wese
winners, This equates to a 77 percent succ
What's more, High Brow Cat is the No, 1
NCHA Futurity horses, with $§4.2 million
event alone.

Certainly, that kind of success doesn't co
every day. }uk maintains there is only one
a young stallion into 4 position where he's
of demand.

“Your job is your job, and you have to d
you're going to sell 2 product to the public,
wants to know that you believe in it, you t
you did it yourself. If you don't, it would by
dent for those babies to be good,” he said.

The reason some capable stallions just n
o make it is clear, according to Jack.

“First of all, their owners let somebody ¢
the 2-year-olds. They won't go get somebe
the horses at hotne. The owners don't knos
those 2-year-olds are good. If those horses
trained well or they're not good, then i tra
going to want them as 3-year-olds. At tha
stallion owner is already working in the ho

“It doesn't take much to figure out why
gram didn’t work,” Susan added. “They are
of their own horses. Because they bred tha
think it's a cutting horse.”

Jack cannot recall a single 2-year-old th:
out for traning.

“We look at those 2-year-olds and we ¢
them or we don't,” he said. “1f we like then
them trained. If we don't like them, we do
to use that stud. If you send a trainer bad |
that aren’t good, ones that you didn't cull ¢
you didn't like, then he's not going to take
from you.”

Susan believes that, plain and simple, tr
going to ride what can win,

“If they're good ones, the trtiners are go
them = no matter what they're out of," she
think everybody who is 2 breeder needs to
sible for their own program. Make sure th
put out there is worthy of being out there.

It's their choice
Stallion owners have to understand that
foals by a young sire are not going to bring



prices. This is why Jack advises stallion owners to
chart a course that allows for the investment of time
and plenty of moncy.

“Really and truly, it costs money in every endeavor
we do to be successful at it, Hopefully, you'll be suc-
cessful enough that you'll make a profit.

“You hear cutters say, “You've got to have a plan
vrh:nyou downdmmdcm. Breeding is the

qﬁt‘ouhmtphnwhn.')w pre-
pmtbonebab first horses, before they're
shown, they're not going to be worth a whole lot, but
that's just part of it. That'’s part of the deal.”

Part of the Waggoners' wmloopmlhgh
Brow Cat’s book to everyone. They never set crite-
ria for or turned down mares, insisting that it was
mponlntwbmedd!csulﬁonmlmdespcmumof

'lndwbwedinghnbuﬁnes.dnnmmm
that no martter who you breed them to, they're going
to produce. If you seck out those mares and breed
your stallion only to those, your stallion, initially, is
gugtohavegoodhmeoesdulmﬂmwlwdm

ugoodlueedmghomunot.ldm‘tdunkw.

;, 'WithCamddno(has,lantny'lmd\e
expert and your mare is not good enough to breed

L‘"’,M lmnotgomémdodmmdm-ﬂuu

{Susan. We're not

- The Wi admit that time has taught them

a proven stallion with $2.4

_'lflhqubnnpngsomcdungdullknmwﬂlmt
nkugoodml;uu&umungcdmhmdmg.
said. “In our business now, it’s so expensive on
the mare owner. They've got the stallion fee, the mare
the chute fee and if they're doing an embryo
ransfer, that's an unbelicvable expense. There are
150 many cxpenscs, so that mare owner has to get a
marketable product and 1 want to make sure they get

"BntifdwywnmmbmedemmArinomt.
Mmmy&mdwyunbmedmiﬁm.'
om line, it’s their choice,” Susan concluded.

right reasons

Some stallions hit the big time as 3-year-olds and
have books that fill the next spring. Some of those
reeding trends continue, and some don't, Major win-

Putumy. to jump in
gm:lnmadume. four-year run,
W.Jﬂpwdwymadugoodmdryn
: i timwhilelomemmfm_:mw




won the Futurity, woun a whole lot in 4 short amount
of time or are 1 certain color, So everybody jumps in
and they breed a lot of horses to him. Then people
realize they got 150 in a foal crop, 10 of them were
trained and some or all those aren’t that great. It takes
a couple of years for the public to see that, but when
they do, then breeding on that stud falls off. The
public is smart enough to know it just didn't work,
and they go somewhere else,”

Problem is, stallion owners don't always have such
¢lear vision. Emotion gets in the way of objective
thinking.

"You love these horses, | don't think you can do
this unless you care about horses,” Jack said. “But if it
doesn't work, it's time to quit. You can't stay in there
just hoping to hit 1 good one. It just doesn't work
that way. Thar doesn’t make a good stud.”

Susan agreed, saying, “You can't keep it out there,
thinking, ‘T have all this money invested, advertising,
time — it has to work! By thinking that way, you end
up hurting your reputation, your program, your integ-
nty and you're basically just throwing bad money
after good.

*Last year, we pulled one. We gear everything for
the [NCHA] Futurity as 3-year-olds. His babics
become wonderful as 5- and 6-year-olds, but we need
them to be strong as 3-year-olds.”

Jack added, "1 loved this horse to death and he was
4 great show horse. But a good stallion will produce
babies better than he is, and this stallion did not do
that. Why would we want to kccy promoting a stal-
lion that's not a really good one?

A fair shot first

High Brow Cat doesn't need advertising, His
book fills based on reputation and recording earn-
ings alone, For most stallions, however, advertising
is the best way to get the word out. Susan suggests
doing it in a way that shows the beauty of the
stallion'’s conformation while highlighting his foals'
achievements,

*1 think it's important that your ads are intelligent
and they report what's happening with the stud,” Jack
added. “But initially, it’s “This is the stud we own, this
is our phone number and this is how you can reach
us.' It has to be there available, all the time. If you've
got to hunt for an ad and it’s a new stud, you're not
going to hunt for very long befote you run on to &
different one and go breed to it.

“Bur the real kickoff for promoting your stallion
is 10 breed him to your own mares, train your own
horses, get your own horses out there. You do the work
and don't expect the public to do the work for you.”

As for the Waggoners' three junior stallions, how do
Jack and Susan set those apart from the dozens of other
aspiring cutting sires that have offspring that have any-
where from $100,000 to $3 million in camings?

“You can't set them apart,” Jack answered, adding
that colorful ads and fancy gimmicks seldom fool the
educated performance horse market. “We're in the
fray like everyone else. We're just trying to do what
we think is nght.”

Consider Car T Masterson, a stallion who has
$199,207 in NCHA earnings and two foal crops on
the ground. The Waggoners are not advertising him
yet, nor are they selling his babies.

“If they want t pay a lot of money for a Cat T
Masterson, we will not sell it,” Jack confirmed. “We
want to get it trained and started right, Once it’s

High Brow Cat's stud fee stands at $22,500.

going and it’s with a trainer and a buyer will agree
to keep it with that trainer, then we'll sell that horse.
We'll sell our best ones, but we want to first make
sure that horse has a chance.”

"That lesson was learned several years ago, when
the Wiggoners sold an outstanding colt by High
Brow Cat.

“Jack priced it really high because we didn't want
to sell it because it was one that we knew we needed
to take on and train,” Susan recalled. “Well, this fel-
low stepped up and bought it. After spending that
kind of money, we thought he would get that horse
trained. But we never, ever saw that coit come to
town.

*That was a real heartbreak. We shouldn't have
done that and so we learned 1o never make that mis-
take agdin. Those babies count. We have to get them
aut, get them trained and give them a fair shot.”

Of course, it can be a little tough to turn down
a five- or six-figure price for a 2-year-old, one that
might or might not make it through the months of
training and progress soundly into the show pen.

“Sure, you're better off selling that horse,” Jack
admitted. “But if you really belicve in your product
you're really trying to promote it, trying to make a
product where people can make a profit when they
breed their mare, then you'll keep that horse and
test it yourself. When you've tested that horse and
are satisfied it’s good, then you can let the public
see it

“We're trying to sell a producr that's been tried anc
proven first. If you do that, | think you can help your
mare ownes, at feast you're sure trying to,”

Susan added, *Many of our mare owners are
breeding to sell. We have a lot of folks that ha
in with our progtam because they know that were
trying to make a mirket for their babies. They know
we pay up the incentive programs, we're training,
showin& advertising and will be here for as long as
we can.” B



