
Raising and Selling Beef Calves in Newkirk 
Jim Thorpe

JT LAND AND CATTLE



12,000 Deeded and State Acres
Average Annual Rainfall: 14”

Average Stocking Rate: 40 Ac/AUY = 300 Cows???



Romero Homestead, 1915



Neafus Hereford Ranch 

1960’s 1970’s - 1994

Jim O'Connell 
Brangus Ranch 



“Since ‘99”

May 1999

Able to acquire 
“cows-in-place” 

Legacy Brangus , 
Cal Miller 

Nebraska Angus, 
a few baldies

Adapted to the 
ranch

Over time 
transition to Angus



Scaling a Steep Learning Curve



STANDARD PERFORMANCE ANALYSIS
Financial and Production Benchmarking Analysis

Across Southwest Cow Herds

NMSU Dr Clay Mathis and Jason Sawyer

TAMU Dr Jim McGrann 
(Creator of SPA and International Industry Consultant)

Networking and Access to industry informed experts 
(sold heifers to NMSU Corona Ranch Study)

A valuable but underutilized resource



Match your cows to their environment, 
bulls to target market

Buy replacements (the right kind), 
rather than raise them

“Fertility, Fertility, Fertility”

Cow-calf  people are very good at raising calves, 
not always so much in marketing them

You can’t manage what you don’t measure.  



CATTLEMAX DATA BASE

 Individual Cattle Records

Calving history and dates: useful in selecting replacements 



MARKETING 101: How much will they weigh?

Past History:  Older calves are heavier
The One Way Slide

STEERS
1999   491#

2002   526#

2005   592#

2017   626#



MARKETING 101: How much do you want for them?

Problem of price discovery: had no idea what they were worth!
This has improved exponentially



Need to get feedback
on calf performance:

Ranch to Rail

2002
Sell half interest in 

calf crop to 
Heritage Feeders 

for Placement 
in B3R Premium Beef



B3R Country Meats



FAT THICKNESS

MARBLING SCORE

RIB EYE AREA

CARCASS PRICE

DRESSING %

ADG



B3R  Summary Data

98% CHOICE

58%  YG 2
38%  YG 3

Clay Mathis: “Better put this on the wall and frame it!”



SO WHAT? 
Not really making any more $$$?

Disruptive to Our Cash Flow

Retained Ownership is not our Core Competence

Better  to focus resources on improving grazing infrastructure 
leveraging NRCS programs

And Buyers said they “weren’t really interested” in all our data!



Selling on Superior

Represents interests of both Buyer & Seller
(but Firewall between Buyer and Seller: 

no performance feedback!) 

Confidence in the integrity of transaction

A form of Price Discovery

Coincided with Industry Push for Vac Programs 

No premiums for vaccinating, discounts if not! 

Superior Verified: EID Tags

2004



Marketing Plan

With 200+/- Cows can sell one load steers, one mixed load, 
And keep about 40 replacements and outliers

Sell bred and 
replacement 

quality heifers 
when we have 
the numbers



Marketing Plan
Last several years been cooperatively marketing with neighbors

Advantage in pooling 
larger number of 

comparable calves with 
shared genetics 

Advantage in making up 
short loads (due to 
drought reductions)



On ranch practices : Flexible Rotational Grazing 

Adequate Rest Periods 
improve forage quality 
and cattle performance

(if it rains!)



On ranch practices : Pre-sort Seller Steers and Heifers,
Replacements and Outliers at Pre Vac

1960



Fenceline Wean Replacements



Try to keep cow herd 
from getting too old

Older late bred cows 
to “A Good Home”

 Cull cows to Caviness

Cull Bulls to Caviness
(but need Trich test) 



August 9, 2023: 
Long Time Buyers wants
Calves weaned 45+ days 

Plan B: found a new buyer 
With significantly different criteria:

Using IMI Global instead of GAP

Exhaustive Application Process, EID tag back orders etc 
Had to be complete and ready for early September Pre-Vac

Learning curve switching to IMI from GAP 
(already did GAP 4 Audit: now a sunk cost)



IMI Global Verified 
Natural

Angus Verified 
NHTC

IMI Global Beef Care





Feedtags and Affadavits

“Products are free 
from supplemental 
hormonal growth 
promotants. All sales 
to our customers are 
recorded and 
traceable to the batch 
of product 
manufactured for the 
order.”



BQA Certification 
1960



EID Tagging 
1960



Genetic Merit?
Moderate EPDs for milk

Moderate to Low BW
 
Carcass Concerns  Very Secondary 



IMI Cattle Care:
100 3-part 

Somewhat Intrusive Questions
(but designed with producer input)

Health and Safety Plans? Benchmarking BMPs? 



 Did it pay?
(Spreadsheet Analysis Pending)

Many Man/Woman Hours 
Gathering Data, Fillings Forms 

Cattle Care: 100 3-part On Line Questions

Compare to Plan C:  Superior or go to an auction?
(Hedge with Livestock Risk Protection)

Is “ Super Verification” a marketing fad, 
or a trend that’s here to stay?
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