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Commodity to a Product
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Niche Meat Marketing

• Small market growth potential
• Branded label (Different)
• Localized & Regional marketing
• Defining a trend or need (COVID-19?)



Know the target consumer
• Identify market based on 

something other than “if I 
produce it they will buy it”

• Research costs, returns  
and customer preferences

• Understand potential 
problems and have a plan to 
address them



$16.99/lbs



Questions from customers…
• “I bought a 1250 lb beef 

and this is all the meat I 
got?”

• “How much  do I owe you?  
That seems like a lot.”

• Response to a potential 
customer who was 
“shopping price” on the 
phone: “Nope, we’re the 
most expensive, you don’t 
want to come here.”



Hind Quarter (300 lb, YG 3)



Front Quarter







Current Example
• ½ Choice side of beef 

$3.98/lb carcass weight 
into the freezer

• 700 lb carcass weight
350 lb*$3.98=$1393/side

• $2786/head gross 
return

Locally, that is the 
competitive product.   



Couple of simple and free resources…
https://coststudyfiles.ucdavis.eduhttps://anrcatalog.ucanr.edu/pdf/8500.pdf

https://coststudyfiles.ucdavis.edu/uploads/cs_public/57/47/574734f0-24ac-4ecd-8d2d-1c5afa20bfa2/2017grassfinishedbeefshastafinaldraft71917.pdf
https://anrcatalog.ucanr.edu/pdf/8500.pdf


Things to think about…

• Location
• Processing plant (also  scheduling)
• Market selling into

• Costs
• Transportation
• Inventory management and storage 
• Liability insurance
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Does direct marketing 
meat add value to 

livestock?
The Short Answer: It Depends!

The Long Answer: It’s Complicated…



Systems Thinking…

• If we think about niche marketing of meat in terms of our food 
system, we need to start with our goals! Do we want…

• Economic efficiency?
• Equity for all participants??
• Value? For whom? Consumers? Producers?
• Choice?
• Resilience? What does resilience mean? Production resilience? Processing 

resilience?



The Long Answer…
• As producers (ranchers), we need to look at our meat businesses 

separately from our livestock businesses! Who are our customers? Who 
are our consumers? Our answers change depending on how we market.

• First, a few definitions:
• Gross Revenue: the total income from product sales
• Direct (or Variable) Costs: those expenses that vary directly with the number of units 

we’re producing
• Overhead Costs: those expenses that we incur regardless of the number of units 

produced.
• We also need to know a few key things about our product (meat):

• Total retail product (NOT hot carcass weight or dressing percentage) – this is the 
weight of meat in the package.

• Retail yield of primal cuts (what % of that retail product will be racks, or ribeyes, or 
ground meat, etc.?).

• Average retail price per pound.



Economic Analysis

• Gross Revenue
Retail product per head
X Average price/lb
= Total Revenue per Head

X Number of Head per Batch

• Direct Costs
• Processing costs

• Slaughter
• Cut and Wrap
• Labels

• Live Animal Value!
• What is the net value of the live 

animal if you sell it live?
• Your meat business must buy 

this live animal from your 
livestock business (at least on 
paper)!



Economic Analysis (Continued)

• Overhead Costs
• Labor (time to and from 

processor, time spent 
marketing, managing inventory, 
etc.)

• Transportation (costs the same 
to pull a full trailer as it costs to 
haul one animal)

• Storage
• Marketing and Sales

Our basic equation
Gross Revenue

- Direct Expenses
Gross Margin

- Overhead
Profit (or Loss)



Economies of Scale = Economic Efficiency?

• In our business, processing 
and marketing 1 lamb at a 
time resulted in a $400 LOSS 
compared with selling a live 
animal at auction!

• If we could process and 
market 20 lambs at a time, 
this would ADD
approximately $28/head in 
value over selling a live 
animal.

• Moral of the Story: ALWAYS 
take a full trailer to the 
processor!



A Few Final Questions…

• Are you set up to raise finished animals?
• How will you market your meat products? By the whole or half? By 

the piece?
• How many animals do you need to process at a time to spread your 

overhead over enough units to be profitable? How long will it take 
you to market this much meat?

• Can you afford the drain on your cash flow (for processing, storage, 
etc.) necessary to “add” value?

• Can your livestock business afford to wait to get paid until your meat 
business has marketed the entire animal?

• Are there other ways to get at this? Alliances? Cooperatives? Selling 
to a larger direct marketer?



Additional Resources

• Ranching in the Sierra Foothills Blog
• Does Direct Marketing Add Value to Meat? 

https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=43123
• Marketing Meat: Why It’s Not Quite that Simple 

https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=41282
• Challenges for Direct-Market Meat Production 

https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=30656
• Selling Meat vs. Selling Livestock 

https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=27356
• Foothill Farming Niche Meat Marketing Resources 

https://ucanr.edu/sites/placernevadasmallfarms/Livestock/Niche_Me
at_and_Processing/

https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=43123
https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=41282
https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=30656
https://ucanr.edu/blogs/blogcore/postdetail.cfm?postnum=27356
https://ucanr.edu/sites/placernevadasmallfarms/Livestock/Niche_Meat_and_Processing/
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2 Alternative Models for Meat Producers

1. Ranch-harvested livestock
2. Ranch-harvested poultry
3. Retail-exempt cut-and-wrap



Polling question
Do you work with ranchers who offer “hog shares”, “freezer beef” or 
other similar programs to customers?

Yes, no, does not apply

The WHOLE HOG



Whole animals for custom processing
Opportunities Obstacles
Direct line to consumers Narrow band of consumers
Lower processing costs  
(transport, processing)

“High touch” transaction

Higher sense of 
independence/control

Limits on volume

No inventory maintenance Limits on species
Improved animal welfare



Polling question
Have you had inquiries from ranchers that are interested in on-farm 
poultry processing?

Yes, no, does not apply



On-farm poultry processing
Opportunities Obstacles
Direct line to consumers Requires right-sized sweet 

spot
Lower processing costs 
(transport, processing)

Skills take time

Improved animal welfare Heightened food safety 
liability
Limits on staffing
Limits on volume
Limits on sales channels



Retail-exempt cut-and-wrap

Opportunities Obstacles

Alternative to cut-and-wrap bottleneck Requires right-sized sweet spot

Low permitting costs Requires skilled labor

Higher sense of independence/control Up-front costs for equipment, space

Flexible market channels Not well understood by local officials

Limits on sales to wholesale buyers

USDA
slaughter

Commissary 
kitchen

Approved 
refrigeration/freezer

Consumers or 
wholesale buyers



TOPIC

http://growninmarin.org



TOPIC

http://growninmarin.org



Polling question

Did the information provided improve 
your knowledge and understanding of 
farm sales of meat?    
Yes definitely, somewhat, not much, no



Polling question

Were the electronic resources new to 
you?  

Yes definitely, somewhat, not much, no



Polling question

Will you use information from today’s 
webinar with your clientele?

Yes definitely, somewhat, not much, no



Discussion—please type your 
response into the chat box
Q1   What educational outreach curriculum 
needs have you identified related to food 
system resilience?



Discussion—please type your 
response into the chat box
Q2   What research gaps exist related to food 
system resilience?



Discussion—please type your 
response into the chat box
Q3    Which community partners might be 
interested in working on food system 
resilience research, education or solutions?



Discussion—please type your 
response into the chat box
Q4 Might you consider working 
collaboratively to develop a research project 
or educational curriculum related to today’s 
webinar topic?   



Discussion—please type your 
response into the chat box
Q5 Are you available to participate in a future 
webinar presentation?



Food Systems Resiliency Webinar Series #4
10 to 11 am 

Beef Supply Chain and Market Disruptions during 
COVID-19

Registration at: https://ucanr.edu/survey/survey.cfm?surveynumber=30628
2020 has shaken up the beef industry across the nation from global trade to 
national processing and local beef sales at the farm gate. The UC ANR Food 
Systems Resiliency Webinar on August 25 from 10 to 11 will feature 4 speakers 
for a deeper look at beef production direct sales and ranch to table operations. Dr. 
Tina Saitone, Associate Cooperative Extension Specialist, Agricultural and 
Resource Economics will discuss beef national markets, supply chain disruptions 
and consumer demand.  Lori and Kirby Swickard with 5 Dot Ranch with a cattle 
grazing operation in Northern California, along with a butcher shop and restaurant 
in Napa will discuss ranching during COVID-19, with a special focus on vertical 
integrated operation. Lastly, Morgan Doran, UC Cooperative Extension Livestock 
and Natural Resources Advisor will provide up-to-date information on the 
regulatory challenges with direct farm sales.

https://ucanr.edu/survey/survey.cfm?surveynumber=30628
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