The Charolais Role in Integrity Beef Alliance
Alliance offers beef producers a simplified management system and creates value-stacked calves.
By Paige Nelson
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Why participate in a value-added traits marketing program?
Robert Wells, Noble Foundation livestock consultant and Integrity Beef Alliance executive director, says, in today’s depressed
cattle market, “Why wouldn’t you?”
As a consultant for beef producers, Wells finds motivation in
ensuring that “his ranchers” are profitable.

“These low markets highlight the difference between those
people that are operating in the red and are paying to be a
rancher. I don’t want my guys to pay to be a rancher. I want
my guys to be profitable and be a rancher at the same time.
This program does that,” he states.
Integrity Beef Alliance
The Integrity Beef Alliance is a Value Added Calf (VAC)
program fully supported by the Noble Foundation. The alliance
is headquartered in Ardmore, Okla., but is open to producers
located in the Southern Great Plains region. Alliance members
work directly with Noble Foundation livestock consultants.

Robert Wells serves as a Noble Foundation livestock consultant and Integrity Beef Alliance executive director and has been
with the organization since 2005.

Because both the Noble Foundation and the Integrity Beef
Alliance are not-for-profit tax entities, all services provided by
livestock consultants are free of charge.
There is not a number-of-head requirement to be enrolled in
the alliance.
It is also worth noting that a board of directors comprised of
cow-calf ranchers governs the alliance.
“The (Integrity Beef Alliance) board of directors puts a lot of
value on the name Integrity and Integrity Beef, so they expect all
members to uphold the values of the organization and the protocols of the organization,” says Wells.
For the last 16 years, Integrity Beef Alliance has worked to
incorporate industry-established best management practices into
a management system for producers.
The mission of the alliance is to help cow-calf operations make
more money and supply the feeder segment with a high quality,
uniform, value-added and preconditioned animal, ready to perform in the feedyard.
By issuing clearly defined genetic, health, nutrition and overall management protocols to members, the alliance has established a brand quality that the feeding segment can’t ignore.
By marketing what Wells refers to as “value-stacked” calves
to the feeders, alliance members garner on average an 8 to 10
percent premium over non value-added calves, annually.
“We see these high premiums because we’re stacking all those
traits that the buyers want,” notes Wells. “The calves are weaned
for 60 days, bunk and trough broke. They’ve had all the vaccines.
They’re dewormed. They’re castrated. They’re dehorned. We
are sorting them into uniform lots. We’re doing the commingling
process. We’ve built a superior set of genetics into them, so basically, we’re stacking all these traits into one animal.”
While alliance members are sure to reap the generous rewards
the program offers, quality always requires work.
Genetic Component
To be eligible for Integrity Beef, cow-calf producers must
maintain at least a 50 percent British cow-type herd. According

to Wells, that typically means Angus, Red Angus and Hereford
cattle will make up the cow herd. Up to 3/8 Brahman influence
is allowed in the program, which makes a purebred Brangus cow
eligible. However, cattle with any dairy, Longhorn or Corriente
influence are not allowed into the program.
Herds are deemed eligible or ineligible based on visual appraisal by a Noble Foundation livestock consultant.
“It’s based upon the professional judgment of the livestock
consultant looking at the cow and making sure she’s not carrying
too much ear, too much hump, too much naval leather,” explains
Wells. “Of course, if we look at a cow and it’s obvious she’s got
any dairy, Longhorn or Corriente influence, that will make that
one individual cow ineligible. It won’t necessarily disqualify the
entire herd.”
Furthermore, producers must use registered Charolais or registered Angus bulls. Besides being registered, all bulls must be in
the top 20 percent of their respective breeds for both weaning and
yearling weights.
“Those are the only two EPD requirements that are hard and
fast for the terminal program,” says Wells.
“The livestock consultants will sit down with the individual
rancher, and we’ll set individual EPD parameters for calving
ease, birth weight and carcass quality to meet the individual
rancher’s goals.
“Ultimately, we want to have a calf that we can wean off and,
after a preconditioning period, is the biggest, heaviest calf that
we can possibly get off the ranch in a certain year. When they hit
that yard, the expectation is that these cattle are going to be some
of the highest gaining cattle in the yard,” he adds.
Because Integrity Beef is so focused on the end product and
meeting the demands of order buyers for feedlots, using registered Charolais bulls was an easy choice, notes Wells. The
checklist of requirements was met early on.
Program organizers wanted a breed that could amply supply
desirable sires to local alliance members.
“Most commercial producers don’t want to travel more than
four to five hours to be able to purchase their replacement bulls,”
Wells says. “Charolais has a large number of purebred breeders
in the Southern Plains that are attune to utilizing EPDs to make
the best quality bull possible.”
Plenty of local options available: check.
With maximum total sellable weight coming off the ranch as
a high priority, Charolais was the best choice to meet that need,
as well.
“If you look at cattle on an age basis…those Charolais-sired
calves coming out of Angus-based black-type cows will typically wean off heavier than that Angus-sired calf out of that same
Angus cow. Hybrid vigor pays off,” describes Wells.
Genetic potential for high weaning weight: check.
Ultimately, Integrity Beef is geared toward supplying feedlots
with the type of calves they want to feed.
“The board of directors has heeded the advice of those feedyards that are interested in the program, and we’ve really tried
to tailor our end product to what the buyer wants,” Wells says.
“They do like that black nosed, smoky calf. They recognize the
carcass traits that it’s going to bring to the final product. They
also recognize those calves are going to have explosive growth in
the feedlot.”
Another attribute, Wells says, feeders and packers appreciate

is the Charolais breed’s ability to grade on the rail. He notes that
one of his producers who sells Charolais-sired smoky calves
consistently reaches 80 to 85 percent USDA Choice levels.
Supplying the right type of calf to feedlots: check.
In fact, according to Wells, there isn’t a difference in premiums paid between Angus-sired and Charolais-sired calves in the
program. They both receive high premiums. However, heavier
calves on sale day obviously bring more on a per head basis.
Standard Herd Health
Integrity Beef Alliance requires its participants to follow a
standard health protocol. They can do more health-wise (vaccinations, etc.) than the protocol demands, but they must do the
minimum. Deviating from the products on the protocol makes
producers ineligible for the program.
While implants are optional, things like blackleg and upper
respiratory vaccines and brand-name dewormers are not.
“We do that because we want to have a uniform product,”
Wells states.
Moreover, all animals in the program must have a negative
persistently infected-bovine viral diarrhea (PI-BVD) status, all
calves must have individual identification, be polled or dehorned,
and bull calves must be castrated.
In addition to the herd health protocol, all calves in the program must be weaned and backgrounded for a minimum of 60
days.
“We used to do 45 [days], and the feedyards came to us and
said, ‘If you do 60, we can give you the biggest bid price we
possibly can,’” says Wells. “Years ago, I had an order buyer who

was that honest. He actually opened up his email that he’d gotten
from the feedyards that he represented for the day, and he showed
me what their bid prices were. He said, ‘If you would have gone
60 days, I could have given you another nickel a pound.’”
In 2015, the alliance made 60-day weaning mandatory. Coincidentally, in 2015 the alliance saw its biggest premiums yet.
According to the Oklahoma State University (OSU) Ag Economics Department, that year heifers brought $17 per hundredweight
(cwt.) and steers saw a $27 per cwt. premium.
Nutritional Requirements
The alliance expects sustainability from its members on a yearround basis.
“We don’t want to see a producer who has an Integrity Beef
sign hung on the gate, and his pastures look like a feedlot
because he’s grazing it down to the dirt,” clarifies Wells. “We
expect the cow herd to be properly managed, nutritionally
speaking.”
Probably the most nutritional emphasis though, is put toward
the calf crop. Calves are expected to be bunk and water trough
trained before sale day. They should be eating at least a 14 percent protein and 70 percent total digestible nutrient diet.
Wells says if the calves have been weaned and backgrounded
properly, the transition from the ranch to the receiving pens in the
feedyard should be uneventful.
“Basically, it gets down to [the calves] have a job, and their
job is to eat and gain weight. When we send them to the sale
barn, or we send them to the feedyard, we just change their
office location. Their job is still the same,” he emphasizes.

Cattle being staged for the Integrity Beef Alliance Commingled Sale. This draft represented cattle from four different ranches.

Preconditioning cattle will help better manage shrink when cattle arrive at the sale barn. Cattle on the right are Integrity Beef
Alliance 60-day preconditioned calves and are eating. Cattle on the left are not program cattle and most likely have not been
exposed to feed previously.

Commingled Calf Sale
While ranchers work tirelessly to ensure the sale barn is uneventful for their calves, they fully expect it to be a profitable day
for the ranch’s bottom line.
Alliance members are not required to sell their calves in the
Integrity Beef Alliance Commingled Calf Sale, however, many
do. The calf sale is hosted the first week of December at the OKC
West Livestock Market in El Reno, Okla.
Around 2,100 alliance calves were marketed through the 2016
calf sale.
The commingled calf sale is truly where the hard work pays.
Calves from participating ranches are sorted into uniform groups
based on sex, type and weight within 50-pound increments.
Thanks to the alliance’s stringent health protocol, calves are uniform in their health status, too.
“The commingled sale allows everybody to sell every calf as if
it’s coming off a large ranch,” Wells explains. “That guy that has
five head, his five head are going to get commingled into a draft
where they need to be, and he’s going to sell like a producer that
has a 100 or 200 head in one draft, so it gives them that strength of
numbers.
“We’ll put together drafts that are very uniform in type, so
uniform that I’ve had producers who cannot recognize their own
calves in that draft of cattle,” he chuckles.
The OSU Ag Economics Department attends the calf sale each

year to record prices received on different calf parameters such as
calf type, management style, weaning length, etc. This information
year after year confirms the alliance continues to produce premiums for its members.
Joining the Alliance
To date, Wells says the program has consistently grown about
10 percent annually. Slow growth has been purposeful as end
product merit is critical to the reputation and reliability of Integrity
Beef Alliance.
To join the alliance, producers may be recommended or
self-nominated to the board of directors. Beyond that, a Noble
Foundation livestock consultant, ag economist and a range and
pasture specialist will begin developing a relationship with the
producer to ensure they are eligible, or may become eligible, for
the program. Once the operation is compliant with all alliance
protocols, the board of directors authorizes entry into the program.
“We want to see this program grow,” says Wells. “It’s got a
great reputation in Oklahoma and Texas, and I see that more
national buyers will recognize the logo and want in. There’s a demand for these quality cattle. The demand far exceeds supply. We
don’t see that there is a day anytime soon that supply will outstep
demand.”
For more information, contact Wells at (580) 224-6434 or
rswells@noble.org.

