
Red Angus Marketing Programs 



Process Verified Program (PVP) 

• Purpose: USDA PVP provides companies that 
supply agricultural products or services the 
opportunity to assure customers of their ability to 
provide consistent quality products or services. 

• Marketing Claims (Age, Source, Feeding Practices 
or other Raising and Processing Claims) 
 

• RAAA  
– FCCP (1994) – Genetics, Source, Age 

• Over 137,000 calves enrolled in 2011-2012 fiscal year 
– AA (2012) – Source, Age 

 





Marketing Programs 

 At least 50% Red Angus Genetics 
 Source to the ranch of origin  
 Age verification  

 Source to ranch of origin 
 Age Verification 



Marketing Programs 

• Will there continue to be premiums for age verification? 

 

 

• Why should I tag my calves if Japan raises the requirement for 
Beef import from 20 month to 30 months?   



 



“Yellow Tags” by Year 
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• Why do my neighbors cattle sell for 
more $ than mine? 



Cattle with a Story 

550 Lbs cattle sold in 2012.  
Superior Livestock Video 

  $21/cwt difference between program and non-program cattle 

 

Northern Livestock Video 

  $20/cwt difference between program and non-program cattle 

 

Cattle Country Video 

  $23/cwt difference between program and non-program cattle  



 

• What about Animal Disease Traceability? 
• Will FCCP and Allied Access tags meet the requirements 

for ADT official ID?    



FCCP/AA – Supplier Evaluation  Process 
Raw Material: 
“Commodity” 
Feeder Calf 

Customer 
Initiation 

(Phone) 
Staff  Interview + 

History (Database) 

Genetics… 
• Breeding program 

• Breed(s)  

• AI? 

• Lease Agreements 

Source… 
• Co-Mingling 

• Personnel/Management  

• Animal ID Program 

• Outside Land, etc. 

Age…  
• Document Birth 
Records 

• Breeding Records 

• Type, History, 
Storage , etc. 

Low Risk 
• Enroll 
• Ship Tags 
• Audit 10% 

Medium  Risk 
• Enroll 
• Ship Tags 
• Audit 100% 
w/in 6 months 

High Risk 
• Do Not Enroll 
• No Tags 
• Corrective 

Basic Information 
Contact, Location,  

Calf Crop Size, etc. 

Finished Product: 
• Allied Access (ASV) 

• FCCP (ASV + 50% AR) 

Risk Assessment: 
• Audit 10% of Total Enrollment 

• Tag Order 
• Drop Shipped to Customer 

• Work Group Created/Billing/Payment 

USDA  

Internal 
Processes  



FCCP/AA – You’re an Approved Supplier – Now What? 

Medium or 
Low Risk 
Enrollment 
Outcome… 

Staff sends 
Tag Order 
to Temple 
Tag Co. Temple Tag Ships 

Direct to Customer 

Producer Returns enrollment 
agreement with Calving Info 

after Tagging 
Database 
marries Age 
to Tag #’s 

Staff sends 
Enrollment 

Agreement to 
Producer 

Certificate of Compliance 

“COC”  
Stays with Cattle to Harvest 



2011 RAAA National Convention  



2011 RAAA National Convention  









Allied Access Red Angus/Simmental 



Auxiliary Programs 

• Feeder Fax 

• FCCP/Allied Access Feeder cattle special 
sections.  

• Sponsored video sales 

 



• Screen shot of Feeder fax screen 



Feeder Cattle Sales 

• Superior Livestock Video 

• Northern Livestock Video 

• Cattle Country Video 

• Western Livestock Video 





Feed Yards  

• Locate Red Angus and Allied Access cattle with the use of 
Feeder Fax 
 

• Provide documentation for Source and Age verification  
 

• Free feed yard enrollment for cattle enrolled in the FCCP or       
Allied Access programs.  
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