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The Spin Cycles

Spinning starts out innocent enough. It sounds inter-
esting, you research spinning wheels, find one you like 
and learn the basics. You learn to spin a basic yarn, 
learn to ply and turn it into a skein. From this point, 
your spinning will take you on a journey through sev-
eral stages on your way from a person with a spinning 
wheel to The Spinner.

The first stage of spinning is the Collecting Stage. 
This time period occurs early in your spinning experi-
ence, where you accumulate a respectable quantity 
of spinnables. This is required so that you will have 
something to talk about with other spinners. At this 
stage, you want to try it all. You want to spin every-
thing you can find from the finest angora rabbit to 
the coarsest buffalo hair. You don’t necessarily try it 
all as you go, you just buy fiber to try some day. You 
justify expenditures for your experimental stash of 
fiber as an educational need. To hone your skills and 
focus on what you will eventually spin, you need it 
all, in your own home.

As long as space and funds permit, you will accumu-
late various-sized bags of this and that. Some of it will 
be raw fleece, as you have yet to obtain a perspec-
tive on just how much time you will take away from 
your spinning for washing, skirting and carding raw 
fleeces. A lot of your stash will be ready-to-spin stuff, 
purchased at various fiber events and stores across 
the country. In this stage, you won’t actually spend 
much time spinning as you will be too busy hunting 
down and visiting every fiber store and show in your 
own and surrounding states.

You will also accumulate hand cards of various sizes, 
numerous books and magazines and possibly some 
combs and a drum carder, depending on your dis-
cretionary budget.

The second stage of your spinning life is the Organiz-
ing Stage. You will spend time sorting your bags of 
fiber, often necessitating moving it from one room to 
another as the stash builds. You will realize that you 
need additional equipment and more knowledge to 
spin things in your stash—such as those three orange 
boxes of alpaca that you bought at an extremely good 
price. You may invest in more equipment, such as 
an Ahsford lace flyer, which you think you will prob-

Reflections
by Linda Fox

Continued on next page

Correction!

To National Western Stock Show
Cashmere Goat Awards

For Show Date January 15, 1998

The winners of the first three places for Class 006, 
Milk Tooth Doe Kids, should have been listed as 
follows:

1st:	 SMR Brio, Smoke Ridge Cashmere
	 Choteau, MT
2nd:	 Capcas #P8550, Kris McGuire, Laramie, WY
3rd:	 Comet, Erinn Kromer, Calhan, CO

The winners listed in last month's issue for this 
class were incorrect.

        

Help!
4-H club needs a qualified per-

son to judge our
       

Held at our local Grange Fair, August 12th to 
16th, in Wrightstown, Pennsylvania
Just 30 min. north of Philadelphia

Call: Ralph O'Banion
215-598-7627

E-mail: phcashme@voicenet.com

Cashmere Show
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ably need when you actually get to that huge box of 
fine Shetland wool which you intend to turn into an 
elegant ring shawl some day.

You will definitely take more classes during this pe-
riod.  Perhaps a class in spinning fine fibers, so you’ll 
know what to do with that bag full of slippery angora. 
You might indulge in some intermediate and advanced 
spinning classes. You have the equipment and the 
supplies to spin and now need only add a little more 
knowledge and your (by now, quite expensive) stash 
of spinnables will be quickly turned into lovely and 
unique works of fiber art. You know that after you 
really get into this thing, you will no longer spend 
money on gifts or clothing for yourself or your family 
over many years to come. The rewards, when they 
come, will far exceed your pay-outs to date.

An optional stage, which occurs between the second 
and third, is wisely avoided by some spinners. It is the 
Weaving Digression and involves a digression into 
weaving equipment and supplies. A (potential) spinner 
may realize that her end products will not be knitted 
or crocheted, but woven. During the Weaving Digres-
sion, additional (expensive) weaving equipment and 
basic knowledge will be obtained to enable weaving 
of the spun products. I have no first hand knowledge 
of this stage as I felt the tug, but avoided the path.

The third stage is the Reality Check. Perhaps you 
arrive at this stage on your own and perhaps a less-
than-indulgent partner shoves you into this stage 
with some embarrassing questions, such as, “I don’t 
remember what color the living room carpet was,” 
or “Could you clear a path to your daughter’s bed, 
please?” or “How on earth has your Visa bill climbed 
to $4,000?” Either way, this stage is where you take 
stock of it all. You might get rid of some (a small 
amount) of your stash. More likely, you will focus 
somewhat on your goals and maybe even start a proj-
ect or two. You will, in this stage, stop accumulating 
equipment and fiber, for the most part. You will have 
occasional relapses, but you won’t go out weekly look-
ing for new stuff to spin.

The fourth stage is the Experimental Stage. You will 
actually spend a lot of time spinning. You will spin a 
skein or two of the Navajo Churro, an ounce or two or 
cashmere, wash and spin a little of your own Suffolk 
(just because somebody told you that you couldn’t), 
and even spin a little merino blended with a little an-
gora on your drum carder. Silk is slippery, but nice. 
You spin some silk (both Tussah and Bombyx) and 
ply it with cashmere. You note that Qiviut is gorgeous; 

you spin it fine, to get maximum quantity. Nice, but 
cashmere comes in more colors. Cotton isn’t as hard 
to spin as you’d heard, but it looks a little lifeless 
hanging next to the silk/cashmere skein.

 As you near the end of the fourth stage, you will gaze 
around your home and find you have yarns of every 
size and weight hanging from every lamp, banister 
and chair back you can see. You will also note that 
you don’t have enough of any one yarn to complete 
any project larger than a bulky Barbie sweater. You 
realize that you have to come up with an acceptable 
method of using all your experimental yarns (I put 
mine in Christmas knitting baskets for my nieces). 
You also decide that, in the future, you need to decide 
on a project before you begin spinning.

The next stage is the Partial Project Stage. Here, 
almost a full-fledged spinner, you actually decide on 
a project, select your fiber and purposefully spin with 
an end goal in mind. You spin green-dyed Tussah silk 
and ply it with gray cashmere and you actually knit 
on a sock...until you run out of yarn. You’ll go back 
to that later...and then you spin several skeins of 
commercially-dyed merino and knit half of a sweater...
until you run out of yarn. You spin a little Qiviut (you 
only bought a little) and knit part of a scarf...until you 
run out of yarn. You’ll go back to that later...and then 
you spin...you see the drift here. After several months, 
you notice that your knitting bags and baskets are 
full of partially-completed projects. As you try to go 
back and spin similar yarns for your half-completed 
projects, some of which matching colors of the raw 
fiber are no longer available, you begin to see the 
value of completing the spinning of your yarn before 
you start to knit.

The next, and final stage, is the Completed Project 
Stage. In this stage, you have acquired the full wisdom 
of an experienced spinner. You normally spin with a 
purpose. You dutifully plan for a project and spin up 
your full requirement of yarn before touching your 
knitting needles. You have occasional relapses, of 
course, but for the most part, you will have completed 
projects to show for your time. At this stage, you will 
decrease your supply of fiber as you get rid of those 
items you realize you have no interest in spinning.

And when/if I ever get to this stage, I’ll let you know. 

Reflections
Continued from previous page
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The value of cashmere is determined by 
a whole range of characteristics which 
in the past were evaluated by the eye of 
an expert with many years of experience 
in the trade. The task was, and still is, to 
assess the amount of usable cashmere 
available in the undercoat, to determine 
the quality and the potential end use of 
cashmere and to estimated the cost of 
processing it into the finished product. 
Characteristics of cashmere which are 
assessed include:

	 Diameter
	 Length
	 Colour
	 Lustre and crimp (style and 		
	 handle)
	 Strength
	 Yield (amount of cashmere af		
	 ter dehairing and scouring 		
	 the raw fibre)

The variability in each of these compo-
nents is also important as is the character 
of the guard hair which should be long 
and coarse for easy and effective removal 
and to protect the undercoat while in situ.

Objective measurements for many of 
these traits have been established and 
developed into IWTO (international Wool 
Testing Organization) specifications (the 
main exceptions being colour and lustre) 
which buyers rely upon increasingly to 
purchase fibre. Objective measurements 
also provide the means by which the re-
quirements of the trade can be translated 
into goals for the producer and breeder.

The differential in the price paid for cash-
mere is variable but is always in favour of 
fine white cashmere with high crimp and 
low lustre and the production of such 
high quality fibre must be the ultimate 
goal of European cashmere breeders. 
However, the breeder has the additional 
task of increasing annual production 
per head since financial returns are de-
termined not only by price/kg, but also 
by weight produced. Fibre traits such as 
fibre diameter and annual production, 
in cashmere goats are very strongly 

inherited (Sumner and Bigham, 1993; 
Bishop and Russel, 1996) but there is, as 
in other fibre producing species, a posi-
tive relationship between fibre diameter 
and fibre weight which prevents concur-
rent improvement in annual production 
and fibre quality. Devising a strategy to 
overcome this problem is the current 
challenge for researchers and breeders 
alike, but most breeders or even breed-
ing groups in Europe currently operate 
on a small scale limiting the amount of 
information available and progress which 
can be made. One important aim of this 
Thematic Network, which is to be com-
mended, is to establish common proto-
cols for fibre analysis so that performance 
records from herds across Europe can be 
merged into a common database for the 
eventual benefit of all participants.

In any breeding programme, the rate of 
genetic progress is faster with selection 
for fewer traits in larger numbers of ani-
mals. In the past, the hand separation of 
patch samples to determine cashmere 
yield and estimate annual production, 
and the projection microscope technique 
for the measurement of fibre diam-
eter, was expensive in terms of time and 
money. It limited not only the number 
of traits which could be measured but 
also the number of animals which could 
be tested. With the use of OFDA, we can 
not only measure fibre diameter more 
accurately, but we can also measure 
yield (Herrman and Wortmann, 1997) 
in a fraction of time, sparing resources 
to measure other traits such as length, 
colour and crimp, which can be included 
in the cashmere database.

With the best European cashmere goats, 
currently producing 250g of hosiery or 
300g of weaving quality cashmere, and 
the average goat producing closer to 
100g, selection for increased annual pro-
duction of cashmere under 18.5µ, using 
measurements of yield and diameter, is 
likely to be a priority for the foreseeable 
future. However, information in the da-
tabase will enable us to develop efficient 

selection strategies for other traits, if 
these become important. The first step 
is to decide what we want to measure 
and to establish a common protocol and 
standard of measurement. The data is 
only as good as we make it.
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Objective Measurement of Cashmere
And its Role in Breeding Programmes
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Page 7, March 1998

CASHMIRROR

Marketing
Your Cashmere Goats

By Miriam Jeswine

This article was originally printed in the May 1991 CashMirror. 
We won't normally reprint old articles, but we felt that this one 
contained good information that would be worth repeating...

Marketing is more than advertising and selling. It includes a 
wide variety of other activities: goal formation, information 
gathering, market research, graphic design, customer knowl-
edge, customer service and more.

Before you sell something to someone, you have to know 
what you are selling and to whom you are selling. Dumb, you 
say, I obviously am selling the best Cashmere goats to anyone 
who will buy. But wait a moment. First, what do you mean by 
best? Best may mean one thing to you, and quite another to 
your prospective customer. This questions ties closely with 
your breeding goats. Start by listing your goals. Here are some 
things to think about. Notice that some of the items on the list 
are contradictory. You cannot do them all, nor can you have all 
things for all people.

Some Breeding Goals

1.	 Big meaty goats with heavy clipping fleeces of 18 		
micron.
2.	 Sixteen micron fleeces at age 5.
3.	 High yield fleeces.
4.	 Long guard hairs to defend the down against the 		
brush.
5.	 Strong differentiation between guard hairs and 		
	 down, so that you can separate the two fiber types 	
	 easily.
6.	 Primarily commercial-grade goats which may pro		
duce maximal dollars per head, but not
	 necessarily reproduce their own traits.
7.	 Breeding stock so prepotent that you can say with 		
confidence that a sire from your herd will pass 			 
certain traits on to his offspring.

Before you can do a good job of marketing Cashmere goats, you 
have to be clear in your own mind just what it is that you are 
offering to the market. When you are clear about your breed-
ing goats, and you have begun to see some progress toward 
achieving them, then you can say with more certainty who is 
the likely customer for your animals.

Use your list of breeding goals to list the potential customers. 
What are the customers’ needs? What need might be filled by 
this type of animal? Who is going to be interested in the big, 
meaty animals with heavy 18 micron fleeces? Who will be 
looking for the superfine fleece goat? Will a person marketing 
primarily to handspinners look for a certain type of fleece? Who 
wants to emphasize dollar production rather than a breeding 

program? Who will be looking for a prepotent sire to use in a 
breeding program and what kind of sire might that be? One 
goat, or one flock cannot meet all those customer wants and 
needs. Once you know what you have and what your custom-
ers want, then you can tailor your marketing efforts toward 
the desired goal of sales by matching what you have with the 
needs of the customers.

Admittedly, in these early years of the Cashmere business in 
the United States, there is no consensus on goals for American 
Cashmere production. The fleece buyer, Hugh Hopkins, has 
stated repeatedly that he wants fine, under 16.5 micron, long 
staple, 1-1/4 inches long or more, crimpy, dull, good style. On 
the other hand, you hear people arguing that meat production 
is going to yield more dollars to the producers, and that fleece 
sales are frosting on the cake. Whichever side of the discussion 

"You want me to buy a what!??"

Continued on next page

Marketing:  The aggregate of functions involved in 
transferring title and in moving goods from producer 
to consumer, including among others buying, selling, 
storing, transporting, standardizing, financing, risk 
bearing, and supplying market information.

Webster's New Collegiate Dictionary (1951)

Bart
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you come to agree with, you can formulate your own goals and 
pursue them, confident that you can develop markets for your 
animals. It may be that two regional types of goats will evolve. In 
areas where markets for meat animals are strong, the emphasis 
may be on meat with fleece as a by-product. In other areas, the 
emphasis may be on superfine fleece production. Right now, 
there are a lot of buyers out there who do not know what they 
want, only that they want Cashmere. That is good and bad. The 
good is that they might be buy almost anything. The bad is 
that some of them may buy animals that aren’t really produc-
ing Cashmere, or producing adequately, and those buyers are 
going to be sad and disillusioned. Potential Cashmere breeders 
are not appropriate customers for culls that should be sold for 
meat. The short term profit may be more, but the long term 
damage to your reputation and to the industry will cancel out 
any short-run gain.

Customer relations are important, not only before the sale, but 
after as well. This is an important but often overlooked part of 
marketing. A happy customer will come back, buy more and 
recommend you to others. An unhappy customer will not say 
anything to you, but certainly will to everyone else within 
earshot, canceling the effects of your advertising efforts. Many 
businesses have been built on word of mouth, and that is the 
best kind of advertising there is. People do business based on 
recommendations from other people. Customer relations are 
excruciatingly important. Treat your customers right and the 
benefits will come tack many times over.

Part of the pre-sale relations is how you handle inquiries from 
prospects. If you respond to inquiries promptly, and take the 
time to make it a personalized response with real answers to 
questions the prospect asked, you will establish yourself as a 
person who cares about your business and about your custom-
ers. I have written inquiries in response to expensive ads in 
magazines and gotten no reply, or gotten a reply that did not 
address my questions. I don’t have to do business with unre-
sponsive people, and neither do your customers. Besides, you 
waste your advertising dollar if you alienate the customer right 
away. A good first impression in the form of prompt, polite, thor-
ough response to inquiries is essential to good relationships.

Good customer relations include your services. Provide full 
information about the animals you are selling, including full 
fleece information, not just the diameter on the first fleece. 
Provide also full health and, if appropriate, production infor-
mation. See that goats are healthy before they leave your care. 
Deworm, delouse, trim feet and do whatever else is necessary 
to assure a customer that you care about their business. If you 
are providing buck service, it helps to offer boarding in a private 
pen as well. Including unlimited services for the same fee during 
the breeding season is another good policy. Finally, financing 
services can be a good marketing tool. Talk to your bank about 
setting up to take charge cards. The fees are relatively modest, 

Marketing
Continued from previous page

and you may be able to get cash in a situation where a sale 
hangs on whether credit terms are possible. Another benefit 
is that you do not have to worry about collecting: you pass the 
risk on to someone else.

Once you have thought about what you have to offer the mar-
ket, identified the kid of person who wants what you have, and 
decided how much time and resources you plan to devote to 
marketing, you are ready to approach the marketplace with your 
animals, reasonably confident that you can direct your efforts 
toward the people most likely to purchase what you have to 
offer. If your marketing efforts include frankness, honesty and 
service, you can be sure of repeated sales and good word of 
mouth public relations. That, in a nutshell, is what people spend 
years studying, in order to persuade us to buy all sorts of things 
more amazing than Cashmere goats.
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The Texas Cashmere Association has started a Registry for 
cashmere/meat goat animals. They have set standards, fees 
and procedures for registering qualifying cashmere/meat goats 
within their system. The Registry was started two and one-half 
years ago and so far, fifty qualifying animals have been issued 
registration certificates. The information below, concerning the 
Registry, has been reprinted from the Texas Cashmere News, 
January-March 1998 issue.

These standards recognize the cashmere goat as a dual purpose 
(fiber and meat) animal. To qualify for registration, the animals 
must generally exhibit desirable characteristics for both quali-
ties.
.

Standards
These standards are based on a cashmere/meat producing ani-
mal. Placing animal shall put fifty percent emphasis on cashmere 
characteristics and fifty percent on meat characteristics.

Fleece Characteristics
Diameter of cashmere must not exceed nineteen microns. 
Nineteen microns is considered coarse but if crimp is out to the 
end it is acceptable. Length of down shall be one inch or more. 
Body must be well covered. The down cover must exhibit crimp 
throughout its length. Down may be either longer or shorter 
than the guard hair and shall be low in luster. There shall be a 
clear distinction between the diameter of the down fiber and the 
guard hair. The down fiber is generally non-medullated. All natu-
ral colors are desirable (gray, brown, white, and white-white).

Meat Characteristics
Several criteria should be considered when selecting and 
judging meat goats. These include conformation (structural 
correctness), general appearance (size and scale, capacity, and 
depth and width of body) and muscling. The meat goat should 
have a straight, strong, wide, long, level back with slight sloped 
rounded rump.

Other Characteristics
The scrotum on the buck/billy should be large and well devel-
oped, having two testes. Any split of the scrotum can be no more 
than 1/3 of the testes in length. The doe/nanny should have a 
firm udder with well formed teats and genitalia.

International Cashmere/Meat Goat Registry

A. General Aspect
An overall purpose of the program is to create recognition that 
cashmere producers are seriously developing a valuable dual 
purpose cashmere/meat goat breed. International Cashmere/
Meat Goat Registry standards which place equal emphasis on 
meat and fiber characteristics will be maintained and become 
the backbone of the program. These Standards are listed at-
tached as Exhibit 1 (listed above).

An Open Herd Book will be established for a minimum of 
twenty (20) years. In the event it should be decided to close 
the book, a two (2) year notice will be given prior to closure. 
All producers both within and outside the State of Texas, can 
apply for entry. Qualified animals receiving registration status 
will be recognized as “Cashmere Breed Goats”, regardless of 
any other breed name they may be going by such as Spanish, 
Boer, Fainting, imported and others. The success, reliability and 
credibility of the program depends on the honesty and integrity 
of all concerned. Every effort will be made to control the regis-
tration procedures and the issuance of registration certificates. 
Those found guilty of intentionally violating any aspect of the 
program will be disqualified for participation.

Although considerable thought and time has gone into the 
formulation of the program it is realized that all is not perfect 
at this time, and modifications will likely be necessary as we 
gain experience. A standing committee has been appointed to 
monitor the program and, if needed, recommend appropriate 
modifications.

B.  Objectivity

The immediate objectives of the program are to:
	 1.	 Create an awareness among goat producers that reg-
istered cashmere breed goats are suitable for upgrading meat 
production whether the cashmere is harvested or not.
	 2.	 Identify superior animals and the herds which can 
significantly contribute to the improvement of the State’s and 

Texas Cashmere Association
International

 Cashmere/Meat Goat
 Registry

Continued on next page
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the Nation’s cashmere and meat goat gene pools.
	 3.	 Enhance an added value to registered animals.
	 4.	 Generate additional funds for the promotion and de-
velopment of the breed.

C.  Registration Requirements and Categories

Herd Prefix:  A herd Prefix (code) must be registered with Inter-
national Cashmere/Meat Goat Registry. This is a one time only 
registration. If your Herd Prefix is already registered with another 
association, it may also be registered with International Cash-
mere/Meat Goat Registry. A proposed Prefix already registered 
by another person will be rejected. Because of this possibility, 
submit your first and second Herd Prefix choices for registration.

Identification and Name:  Any animal submitted for registration 
must be permanently identified with tatoos or microchips. This 
consists of the Herd Prefix in one ear and the animal number in 
the other ear. It is recommended that the animal's number be 
preceded with a letter. “Champion” cannot be used in a goat's
 name.

D. Permanent Registered Classes

Premier Certified Cashmere/Meat Goat: This is the highest 
certification status. The requirements are the same as Class A 
(see class A below). Permanent Registration with 2 exceptions 
are as follows: Visual inspection of the fleece and animals per 
seen by (3) inspectors, and compliance with minimum weight 
requirements as follows:
	
		  Bucks	         Does
	 4 tooth - 130 pounds	 4 tooth - 70 pounds
	 6 tooth - 145 pounds	 6 tooth - 80 pounds
	 8 tooth - 165 pounds	 8 tooth - 100 pounds

Class A.  Certification is the process by which a goat may be 
registered. This may not be completed for goats earlier than 4 
tooth. Permanent registration is to be done by visual inspection 
of fiber and meat characteristics and analytical fleece analysis. 
Any goat that is 4 tooth or older can be submitted for Perma-
nent Registration.

In order to be permanently registered, goats must meet the 
following requirements as determined by analytical analysis 
of the mid-side sample. 

	 Four tooth - 17 microns or less
	 Six tooth - 18 microns or less
	 Eight tooth - Not more than 19 microns

The goat must be one solid color (any color) on all shearable 

surfaces. A different color nose and/or different colored ears, 
tails, or short stocking legs will be accepted.

Class B.  Any goat that is 2 tooth or older can be submitted for 
permanent registration by a visual inspection of fiber and meat 
characteristics or analytical fleece analysis.

Class C.  This category is primarily for kids, but any animal 
claimed to be a Cashmere/Meat goat breed can be submitted 
for registration without analytical information. There are many 
advantages to this registration, such as:

	 Recording of birth date for advanced registration consid-
eration,
	 Recording of information essential for pedigree formula-
tion and building, and
	 Identification of producers developing a cashmere/meat 
goat breed justifying them for International Cashmere/Meat 
Goat Registry’s registration, advertising and promotion en-
deavors

Class D.  Certified Meat Goat. This category is for animals that 
do not qualify as registered dual purpose cashmere/meat goats, 
but which qualify as superior meat goats. Requirements are 
based primarily on meat characteristics, but as the program 
progresses, other characteristics will be considered. Submission 
for certificate can be made without submission for registration 
in any other category.

E. Charges for Services Rendered

Fees have been set for various services in connection with the 
registry. Contact them for information regarding these fees.

Inspectors

A panel of qualified individuals who will be willing to participate 
and donate their service will be formed.

For more information about the International Cashmere/Meat 
Goat Registry, contact Dee Broyles, President of the Texas 
Cashmere Association, RR 4, Box 537, Lamesa, Texas 79331, 
telephone: 806-489-7645.

Cashmere/Meat Goat Registry
Continued from previous page

Continued on next page
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Continued from previous page

How beautiful you are my darling.
Oh how beautiful.

Your eyes behind your veil are doves.
Your hair is like a flock of goats descending 

from Mount Gilead.
Your teeth are like a flock of sheep just shorn.

...Song of Solomon 4:1

Does Your Goat Practice Safe Sex?
By Linda Cortright

Grumble Goat Farm, Union, Maine

I thought not. Most bucks are reluctant to practice safe 
sex complaining that even the sheerest condoms cause a 
decrease in sensation. And there’s nothing worse than an 
unprotected buck to throw a ratchet into your breeding 
program.

But fear not, there is a back-up--Lutalyse. Some of you 
may skip the rest of this article since I refuse to make any 
more cheap remarks about goat sex.

Lutalyse is a steroid that is very effective as an aborti-
facient when used correctly. Several weeks ago one of my 
young ladies broke loose and scaled a 15 foot fence into the 
buck field—just kidding it’s only 4 feet. The guys weren’t 
doing much of anything that afternoon aside from stand-
ing around chewing their cud and possibly even doing a 
little buck bragging. When all of a sudden there emerged 
this beautiful young lady on the horizon as if an answer 
to prayer. Just how lucky can a group of bored buys get? 
Unfortunately, by the time I knew anything was amiss all 
the passion had come and gone and there was my little 
lady just hanging out with the guys chewing her cud too.

I immediately returned her from whence she came, 
although my haste in doing so seemed rather foolish in 
hindsight, and went into the house to phone the vet.

The vet was on vacation—naturally, and the stand-in 
had to call around for the correct dosage. An hour later I 
went over, picked up the pre-filled syringe of Lutalyse, 
paid them 20 dollars, got home and marched into the field 
and promptly injected Daisy in the rump while lecturing 
her the entire time.

Upjohn, the drug manufacturer, recommends 5-10 mg 
IM be given anytime throughout the pregnancy. However, 
a little non-scientific research among some fellow goat 
buddies indicated that two hours after the deed did not 
really constitute a pregnancy. The most effective time to 
administer the drug is 7-10 days after copulation, thus al-
lowing time for the egg to implant. It is my understanding 
going by the experience of others, that shots given before 
then are not as effective.

THIS IS NOT GOSPEL. So please, please check this out 
with your vet or a very knowledgeable goat person before 
trying this yourself.

If someone else would like to share their experience 
with either Lutalyse or getting their bucks to promise they’ll 
always use condoms—let me know!

Texas Cashmere Association has revitalized the Texas 
Cashmere registry, now officially called the International 
Cashmere/Meat Goat Registry. The Association has decid-
ed to forego using consultants to handle registry tasks and 
are now handling it themselves with new energy. They 
report a positive attitude on the part of many breeders, 
with over fifty registered goats recorded so far.

They welcome any and all, large and small, and will answer 
any questions you may have. Their goal is to establish a 
useable data and reference base for cashmere producers. 
They continue to work, with assistance from Langston 
University and others towards the common goal of a 
future reference source for breeders.

Texas Cashmere Assocication
Establishes New Registry Guidle-

lines
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Introduction
Johne’s disease, pronounced YO-knees, 
was identified more than a century ago, 
yet remains a common and sometimes 
costly infectious disease of dairy cattle. 
In spite of this, many U.S. dairy producers 
are unfamiliar with Johne’s disease.  The 
recent National Animal Health Monitor-
ing System (NAHMS) Dairy  96 Study re-
port showed that 45% of dairy producers 
were either unaware of Johne’s disease or 
recognized the name but knew little else 
about it. This lack of familiarity has hin-
dered control and prevention of Johne’s 
disease in this country, and efforts are 
currently underway to change this state 
of awareness. 

While estimates of the number of in-
fected herds in other countries are not 
available, clinical Johne’s
disease has been reported similarly from 
almost all countries in the world. It has 
also been reported from sheep, goats, 
deer, llamas, and other ruminants. Johne’s 
disease typically starts as an infection in 
calves though clinical signs do not usually 
appear until 2 to 5 years later. The disease 
is difficult to find in its early stages. It re-
duces milk production, the productive life 
of cattle, and has no cure. Producers and 
others in the industry need to be familiar 
with Johne’s  disease and its implications 
for their operations. While this is a com-
plex disease that we do not completely 
understand, basic information about this 
microbe, how it is transmitted and how 
to control it, is available.

Cost of disease
Information from the NAHMS Dairy  96 
Study, a national study of dairy health 
issues conducted by USDA-APHIS-VS, 
estimates that the cost of Johne’s disease 
can be quite high.  The study found that, 
in infected herds where at least 10% of 
the cull cows showed clinical signs like 
those of Johne’s disease, the average cost 
to those producers was $227 for each 
cow in the herd per year (USDA-APHIS-
VS, 1997).  In other words, the cost for a 
100 cow dairy with at least this number 
of Johne’s cull cows with clinical disease 
would be about $23,000 each year. The 

majority of this loss was due to reduced 
milk production.  Other studies, including 
two from New York and Wisconsin, have
similarly demonstrated large economic 
losses, especially due to reduced milk 
production and premature culling.  This 
cost represents an estimated $200 million 
loss to the U.S. dairy industry.

About the disease
Johne’s disease results from infection 
with bacteria called Mycobacterium para-
tuberculosis. This organism grows very 
slowly, causes a gradually worsening dis-
ease condition, and is highly resistant to 
the infected animal’s immune defenses. 
Therefore, infected animals harbor the 
organism for years before they test posi-
tive or develop disease signs. According 
to the NAHMS study, the highest percent-
age of blood test-positive milk cows were 
those in their third and fourth lactation. 
The infection primarily affects the in-
testine, leading  to prolonged diarrhea, 
poor digestion and excessive weight loss. 
Diseased animals do not refuse feed until 
they are severely affected. These bacteria 
are typically shed, in varying numbers, in 
a diseased animal’s feces. Once outside 
the animal, the bacteria is quite hardy, 
living for months in water, feed and ma-
nure. The bacteria may then be picked 
up in fecally contaminated feed or water 
by non-infected animals. These newly 
exposed animals may develop disease 
and spread it within the herd.  

Recent research has added to under-
standing of Johne’s disease transmission, 
but has also raised concerns. Many previ-
ous beliefs about this disease’s transmis-
sion and control have been challenged. 
Contrary to earlier notions that fecal 
contamination of feed and water was the 
sole means of transmission, infection of 
calves before they are born is possible.  
This appears to happen in 20-40% of 
calves from infected cows showing
clinical signs and about 10% of calves 
from infected cows not showing clinical 
signs. In addition, the
bacteria may be shed directly in milk 
and colostrum from infected cows, even 

without fecal contamination. 

Calves less than 6 months old are most 
vulnerable to infection. Under intensive 
housing conditions with a high level of 
exposure of young cattle to the organ-
ism, clinical Johne’s disease can become 
common in cattle from 1 to 3 years of 
age. As Johne’s disease is just beginning 
to spread in a herd, there may be only 
one or two animals showing clinical 
disease signs at a time. These sick ani-
mals are culled and the disease may go 
unrecognized as a whole herd problem 
for some time.

National picture
Previous studies have estimated preva-
lence of Johne’s infection from individual 
states and regions, but it has been dif-
ficult to get a national perspective from 
these studies.  A USDA study conducted 
over a decade ago sampled cattle at 
slaughterhouses and, finding a low 
prevalence of infected cull cows, failed to 
generate concern about Johne’s disease.  
However, the new
USDA Dairy  96 Study, focusing on milk-
ing herds, presented a different picture. 

The Dairy  96 Study was designed, using 
blood tests and clinical history, to identify 
herds with at least 10% of cows infected 
with the organism causing Johne’s dis-
ease.  Results of this study estimated that 
about 22% of U.S. dairies are infected 
with the Johne’s disease organism. Larger 
herds are more likely to be infected, as 
about 40% of the herds with at least 300 
cows were infected, compared to less 
than 20% of herds with less than 50 cows. 
The larger the herd the higher the risk of 
Johne’s disease. Only minor regional dif-
ferences were noted, indicating that dairy 
producers in all regions of the country 
need to consider implications and risks 
associated with this disease.

About testing
For determining the disease status of a 
herd or an animal, both fecal culture and 

Johne’s Disease - What Do I Need To know?

Continued on next page
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tests are available to producers. A prob-
lem with current tests, particularly for the 
individual animal, is their failure to detect 
early infections. This is because blood an-
tibody development and/or heavy fecal 
shedding do not usually occur until late 
in the course of the disease. The difficulty 
in detecting early infections, along with 
very long period before clinical signs 
develop, may allow  Johne’s disease to 
remain a hidden herd problem.
However, test results used along with a 
history of clinical signs of disease in the 
herd can provide information to assist 
disease management in the individual 
cow and the herd. 

Control
The principles of Johne’s disease control 
include reducing exposure and infection 
of replacement cattle
on farm, monitoring and identifying the 
most highly infected cattle, and prevent-
ing introduction of infection by screening 
sources of off-farm replacements. Johne’s 
disease control programs require a long-
term commitment to prevention adapted 
to individual herds. This approach, how-
ever, has not yet been widely adopted by 
veterinarians and producers.

Finding replacements
Since Johne’s disease occurs throughout 
the U.S., identification of uninfected or 
low risk herds as sources of replacement 
heifers would be beneficial. Currently, 
identification of infected animals before 
they are in an advanced disease stage 
and/or shedding significant numbers of 
pathogens in their feces is not very ac-
curate. This makes it difficult to prevent 
the start of disease when introducing 
new cattle to dairy operations. Questions 
about choosing a source for replacement 
heifers and the appropriate disposition of 
young stock from a positive herd remain 
difficult to answer. Since an estimated 
44% of U.S. dairy operations introduce 
cattle of various classes and ages each 
year (USDA-APHIS-VS, 1996), the avail-
ability of low risk cattle as herd replace-
ments is critical. Johne’s herd certification 
programs, with repeated herd testing, 
provide the best assurance for obtain-

ing low risk cattle for replacements. This 
is certainly a lower risk than that from 
introducing untested or test-negative 
cattle from a herd with no documenta-
tion as to its actual Johne’s disease status.

Public health
The Johne’s disease bacteria, M. paratu-
berculosis, has been isolated from a few 
humans with Crohn’s disease, a chronic 
intestinal disease. Since results from vari-
ous studies evaluating a possible role of 
M. paratuberculosis in Crohn’s disease 
have been contradictory, uncertainty 
about potential risk to public health from 
this organism
persists. Recent USDA-ARS research in-
dicates that commercial pasteurization 
does inactivate the Johne’s bacteria in 
milk. However, potential public health 
concerns remain about Johne’s bacteria 
still active in undercooked meat, un-
pasteurized milk products, and water. 
Because of continued potential public 
health concerns relating to this disease, 
animal production industries must give 
this disease more attention.

Awareness about the disease
Several states have Johne’s disease con-
trol programs in place or are in the pro-
cess of implementing them.  As reported 
in the NAHMS Dairy  96 Study, however, 
many dairy producers are unfamiliar with 
Johne’s
disease. The study showed that 45% of 
dairy producers were either unaware of 
Johne’s disease or recognized the name 
but knew little else about it. This lack of 
familiarity has limited the adoption of 
Johne’s control programs.

What is next?
The time is past when we could think of 
the major impact of Johne’s disease as an 
occasional cow with diarrhea that could 
be culled and forgotten. Johne’s disease 
is a herd problem that worsens with 
time, reducing production and profit. It 
may even come under further scrutiny 
as a risk to human health. Implications of 
Johne’s disease should be considered by 
all dairy producers and control strategies 
are available for implementation.

To this date, there has not been a consis-
tent national or industry-wide education 

or control program in the U.S., but this is 
beginning to change. The Johne’s Com-
mittee
of the U.S. Animal Health Association has 
formed the National Johne’s Working 
Group to begin more cohesive education, 
research, and control efforts to deal with 
this insidious disease. This working group 
has been actively involved with planning 
the Johne’s disease aspects of the NAHMS 
Dairy ’96 and Beef ’97 national studies, 
the USDA-ARS pasteurization studies
previously mentioned, and development 
of a process to standardize Johne’s dis-
ease tests across laboratories. The next 
steps for the National Johne’s Working 
Group involve planning to provide addi-
tional educational materials and a coor-
dinated education plan in the near future.

On a more direct level, all dairy produc-
ers should ask themselves the following 
questions: 1)  Is Johne’s disease important 
to me?  2)  How can I identify Johne’s 
disease in my herd?  3)  If I find it, what 
should I do?

Additional information sources:

Your local veterinarian
Your state Johne’s Disease Committee, 
if formed
Paratuberculosis (Johne’s disease), Vet-
erinary Clinics of North America-Food 
Animal practice,      July 1996.  Ed: R.W. 
Sweeney.
Johne’s Disease on U.S. Dairy Operations, 
USDA-APHIS-VS, 1997, found on the 
World Wide     Web at
http://www.aphis.usda.gov/ceah/cahm, 
then look under  NAHMS and dairy 
Johne’s Information Center on the World 
Wide Web at
http//www.vetmed.wisc.edu/pbs/
johnes/
National Johne’s Working Group, Educa-
tion  Subcommittee Chair, Dr. Don Han-
sen, Oregon State University

Ed Note: I can hear most of you saying, 
"So what? Looks like a cow deal to me."

However, the first time I heard of Johne's 
disease was not from a USDA dairy cow 
article like this one, but from a lady who 

Johnes Disease
Continued from previous page

Continued on page 26
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Mongolia (the country) and surrounding area

Note for the
Geographically Confused

Mongolia is a country. It is not to 
be confused with inner Mongolia, 
which is a region of China.

Mongolia, Cashmere and the Gobi 
Cashmere Company

Mongolia is a vast, sparsely-pop-
ulated country in north east Asia, 
situated between Russia and 
China. With an area of 1.6 mil-
lion square kilometers, Mongolia 
is the seventh largest country in 
Asia and the 18th largest country 
in the world: half the size of In-
dia. The population of 2.3 million 
is 85 percent ethnic Mongolian, 
and seven percent Turkic (mainly 
Kazakh). The national language 
is Mongolian,  with Russian as 
the traditional second language. 
However, the number of English, 
German and Japanese speakers 
is increasing rapidly. Chinese is 
not widely understood, except in 
border areas.
     
Mongolia is one of the highest 
countries in the world, with an 
average altitude exceeding 1,500 
meters above sea level. Since Mon-
golia is located far from the sea, 
about 700 km from the Yellow Sea, 
its mountainous terrain plays a 
major role in the climate. The cli-
mate is semiarid and continental, 

with temperatures ranging from 
extreme cold in winter to warm 
summers, and exceptional daily 
variations: January     tempera-
tures average -35°C, while July 
temperatures may reach 25°C.

The country is divided into 21 
aimags (provinces), the capital      
city—Ulaanbaatar—and three au-
tonomous cities (Darhan, Erdenet 
and Choir). Aimags are further 
subdivided into sums, or small 
rural districts and these in turn 
are subdivided into bhags.

The largest cities are Ulaanbaatar 
(620,000), Darhan and Erdenet. 
The rest of the country is largely 
pastoral, with animal husbandry—
sheep, goats, camels and horses—
being the main economic activity. 
There is a tremendous difference 
between urban and rural living 
conditions. Life in the gers, or felt 
tents inhabited by nomadic or 
semi-nomadic borders, has not 
changed substantially during the 
last several hundred years, despite 

recent evidence of greater rural 
development.

Agriculture
Agricultural  production  in  Mon-
golia   is  primarily  focused  
on  animal husbandry and crop 
farming (wheat, barley, oats, and 
vegetables). The total size of  the 
national herd is 31.3 million ani-
mals, including 14.2 million sheep, 
10.3 million goats,  3.6 million 
cattle, 2.9 million horses and over 
355,100  camels. 

Mongolia  produces more  than 
25%  of the world  output of 
cashmere, and also exports  high 
quality skins, hides, wool, meat 
and other animal products.

Crop farming is relatively new 
activity in the country, and  was 
developed primarily through large 
state farms. The maximum total  
arable area of these farms  was 
1,322,000 hectares. The most im-
portant crop is wheat.  The govern-
ment has drafted plans to privatize 
all state farms and croplands by 
the end of 1998.

Agro-Processing and
Light Industry
Agro-processing industries have 
great potential in Mongolia due to 
abundant local supply of high qual-
ity raw materials, including cash-
mere, camel hair, wool,  animal 
skins  and  hides and  timber. The  
country  has a  number of factories  
currently  engaged  in  the  primary  
processing  of  these  raw materials, 
and  in the  production of finished  

Continued on next page
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items such as  cashmere and wool 
garments,  leather products,  car-
pets and lumber.

The agro-industrial sector  of the  
Mongolian  economy is  expected to  
grow rapidly  in the coming years. 
Cashmere,  both raw  and pro-
cessed, is currently  the second 
largest export item  from Mon-
golia, and the domestic supply  
is expected to grow by 50%  by  
the year  2000  due to  a  rapidly 
increasing  goatherd.

The  food products sector also of-
fers significant opportunities for 
expansion in both the local and 
international markets.

Gobi Cashmere Company

The Gobi Cashmere Company is 
the largest Mongolian producer of 
dehaired cashmere, cashmere fab-
rics and apparel, and other luxury 
fibers such as camel and yak wool. 
In 1996, the Company had sales of 
over US$20 million. Mongolia is the 
world’s second largest producer of 
cashmere, and the Gobi Company 
owns over 20% of the world’s cash-
mere processing capacity. The Gov-
ernment holds 75% of the shares in 
the company. The remaining 25% 
of the company’s shares are traded 
on the Mongolian Stock
Exchange.

The Gobi Company was established 
in 1981 with investment provided 
by the government of Japan and 
other international sources. The 
Company has the capacity to pro-
cess 1,000 tons of raw cashmere 
(yielding approximately 470 tons 
of dehaired cashmere), 200 tons 
of camel wool, plus other fibers 
including yak hair.

The Company also produces gar-
ments and fabrics, and has the 

capacity to produce 68 tons of 
cashmere top, 120 tons of cash-
mere yarn of 7-24 count, over 300 
thousand pieces of knitwear and 
more than 90 thousand meters 
of woven fabrics. In recent years, 
The Gobi Co. has maintained 
double-digit growth rates in both 
productivity and export revenues 
in recent years.

The Gobi Company consists of 6 
major interconnected manufac-
turing processes, and employs 
1,300 people. In recent years the 
company has made significant in-
vestments to upgrade its cashmere 
technology and equipment.
For example, fully automatic knit-
ting machines and cleaning and 
shrinking equipment for knitted 
garments from Japan have been 
installed. The company has nu-
merous links with foreign partners 
including sales agents in the USA 
(Forte Cashmere) and Canada 
(Cashmere Direct), and operates 
marketing international companies 
such as John Goby’s (Belgium), 
Altai (Japan) and Gobi Cashmere 
Europe (Italy).

A feasibility study on cashmere and 
camel wool processing in Mongolia 
was started in the 1960’s. With 
assistance of UNIDO an experi-
mental cashmere and camel wool 
processing factory was constructed 
in 1976. Based on the experience 
gained from this operation the Gobi 
factory was established in 1981 
with an investment provided by the 
government of Japan.

The goats, selected for cashmere, 
are raised in Mongolia, China, 
India, Iran, Afghanistan, former 
Soviet Central Asian countries and 
Russia. The goats from Mongolia 
and China have best quality cash-
mere in the world.

Gobi Corp. Statistics

Business type:  Manufacturer Ex-
porter/Importer

Year established:  1981
Awards: 10 gold medals includ-
ing  	 International certificate for 
the superior quality of products, 
International Gold cup for qual-
ity of products and Certificate for 
implementation of ISO-9000 serial 
standards

Staff:  1,500
Factory Locations:  Mongolia
Total Factory Area:  4,000 sq. 
meters
Factory Equipment:  Japanese 
advanced technics: fully auto-
matic computerized knitting                             
machines, cleaning and shrinking 
equipment
C a p i t a l :  U S $ 1 , 0 0 0 , 0 0 0  - 
US$4,999,999

Annual Processing Capacity: 1,000 
tons of cashmere, 200 tons of 
camel wool
Annual Producing Capacity: 68 
tons of cashmere top, 120 tons 
of 7-24 count yarns, more than 
300,000 pieces of knitwear,  more 
than 90 thousand meters of woven 
fabrics
Main export markets:  Asia, Eu-
rope, and  US
Major customers:  Europe, Asia, 
America
Joint venture companies: John 
Goby’s, Belgium, Altai, Japan, Gobi 
Cashmere Europe, Italy
Sales agents:  Forte Cashmere, 
America,  Cashmere Direct, Can-
ada
A n n u a l  S a l e s  V o l u m e : 
US$25,000,000 -  US$30,000,000
Monthly Capacity:  25,000 pieces 
of knitwear

Compiled from data provided by
The Gobi Company, and the United 
Nations.

Mongolia
Continued from previous page
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Calendar of Events Association Contacts

American Meat Goat Association
W. E. Banker, President,  512-384-2829

Cashmere America Co-operative
Joe David Ross, Manager, 915-387-6052
fax 915-387-2642
Wes Ackley (Maine) 207-336-2948
Marti Wall (Washington) 360-424-7935

Cashmere Producers of America (CaPrA)
Marilyn Ackley, President
Phone/fax 207-336-2948
ackley@megalink.net
CaPrA office: 512-452-5205, fax 512-452-5521
 
Colorado Cashmere and Angora Goat
Association (CCAGA)
Carol Kromer, Club Contact, 719-347-2329

Eastern Cashmere Association (ECA)
Ray Repaske, President,  540-436-3546
cashmere@shentel.net

North West Cashmere Association (NWCA)
Pat Almond, President, 503-632-3615
razberi@teleport.com

Professional Cashmere Marketers’ Association 
(PCMA), Tom and Ann Dooling
 406-683-5445
ann@MontanaKnits.com

Texas Cashmere Association
Dee Broyles, President
806-489-7645 office, 806-489-7959 home

Wild Goat Women
Debbie Walstead, Chairperson, 719-495-2962

May 1-3, 1998
Fiber in the Forest VI
Roseburg, Oregon. Workshops in spinning, hand 
weaving, basketry, felting For information contact 
Marlena Nielsen
2841 Nelqua Rd, Roseburg, OR 97470

May 2-3, 1998
25th Maryland Sheep & Wool Festival
Howard County Fairgrounds, West Friendship, 
Maryland. For information contact PO Box 99, 
Glenwood, MD, 21738, phone 410-531-3647

May 16-17, 1998
Northwest Fiber Fest
Skagit County Fairgrounds, Mt. Vernon, WA
Demonstrations, vendors, livestock. fleece show 
& sale, May 15th is long wool and cashmere judg-
ing from 7:00 - 9:00 pm, For information, contact 
NWFF, 143 Barrel Springs, Bellingham, WA 98226

June 4-7, 1998
Estes Park Wool Market & Fiber Animal Show
Estes Park Fairg4rounds, Colorado. For information 
contact Estes Park Wool Market, Fairgrounds, PO 
Box 1967, Estes Park, CO 80157
Phone 970-586-6104

June 6-7, 1998
Big Sky Fiber Arts Festival
Ravalli County Fairgrounds, Hamilton, Montana, 
Animals shows, demonstrations, workshops, vendor 
booths, For information contact Diana Hachenberg-
er, 406-961-3058.

June 19-21, 1998
Black Sheep Gathering, Lane Country Fairgrounds, 
Eugene, OR
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ARIZONA
CAPRON COUNTRY CASHMERE
Gabriele M. Drewry
35039 N. Central Ave.
Phoenix, AZ 85027-7481
602-780-9704
Fax: 602-780-9715
email: GDrewry@aol.com

RANCHO VERDE
Christine Acridge
15419 E Rio Verde Drive
Scottsdale, AZ   85255
602-471-3802

CALIFORNIA
Sherry McVickar
1662 Dwight Way
Berkeley CA 94703-1804

Sunrise Cashmeres
Melody and Jeremy Driscoll
PO Box 245
Blocksburg, CA 95514
707-926-5430

COLORADO
BV CASHMERE GOATS
Bert Appell
29165 Oak Leaf Way
Steamboat Springs, CO 80477
970-879-2160
Fax: 970-879-8701
email: bert@cmn.net

PEACHDÄTTER FARM
C.J. Prince
23676 County Road 73
Calhan, CO  80808
719-347-2510
Fax: 719-347-2696
email:cjprince@bewell.net

ROLIG GOAT RANCH
Cashmere Producing Goats
Steven or Ellen Rolig
8435 CR 600
Pagosa Springs, CO 81147
970-731-9083, email:
roliggoatranch@pagosasprings.net

KENTUCKY
CANAAN LAND FARM
Theo S. Bee
700 Canaan Land Rd.
Harrodsburg, KY 40330
606-734-3984
1-888-734-3984 (toll free)
http://www.bbonline.com/ky/canaan/

MAINE
BESSEY PLACE CASHMERE
Wes and Marilyn Ackley
RFD #1 Box 2610
Buckfield, ME   04220
207-336-2948
email: ackley@megalink.net

BLACK LOCUST FARM
Yvonne Taylor
PO Box 378
Washington, ME 04574
207-845-2722
email: Lance@airs.com

HARDSCRABBLE FARM
Hattie Clingerman
PO Box 682
Winterport, ME 04496
207-223-4211

MONTANA
CASTLE CRAGS RANCH
Diana Hachenberger
894 Pheasant Run
Hamilton, MT 59840
406-961-3058
Fax: 406-961-4770

PMF CASHMERE COMPANY
Tom and Ann Dooling
3299 Anderson Lane
Dillon, MT 59725
406-683-5445
Fax:406-683-5567, email:
ann@MontanaKnits.com

SMOKE RIDGE CASHMERE
Yvonne Zweede-Tucker
2870 Eighth Lane NW
Choteau, MT 59422
406-466-5952
Fax: 406-466-5951

NEBRASKA
AIRY KNOLL FARMS, INC.
Richard & Harriet Jensen
76460 Road 424
Cozad, NE 69310
308-784-3312

HI-PLAINS CASHMERE
Julie and Alex Becker
160482 County Road C
Mitchell, NE 69357
308-623-2627
email: ajbecker@PrairieWeb.COM

Sandhills Cashmere
Mark and Karen Crouse
Box 595, East Point Drive
Bingham, NE 69335
308-588-6248
email: fibergoats@aol.com

NEVADA

ROYAL CASHMERE
Eileen Cornwell
419 Centerville Ln
Gardnerville, NV 89410
702-265-3766
Fax: 702-265-1814
email:cashmere@sierra.net

NEW JERSEY
BLACK FEN FARM
Virginia Hinchman/Kevin Weber
117 RD 2, Rt. 46
Hackettstown, NJ 07840
908-852-7493

NEW MEXICO
DOUBLE EYE FARM, INC.
Sanford Bottino
PO Box 218
Ojo Caliente, NM 87549
505-583-2203

OHIO
TAMARACK RANCH
Bob and Ann Wood
12000 Old Osborne Road
PO Box 567
South Vienna, OH 45369-0567
937-568-4994
email: annwood@erinet.com

OKLAHOMA
Texoma Kids & Cashmere
J. D. and Karen Chandler
Rt 1, Box 37
Mannsville, OK 73447
580-371-3167
fax: 580-371-9589
email: jkc@flash.net

OREGON
ABORIGINAL FIBRE
razberi kyan (Pat Almond)
PO Box 899
Mulino, OR 97042-0899
503-632-3615
email:razberi@teleport.com

THE BARKING GOAT FARM
Dewey and Eric Skemp
199 Ankeny Hill Rd.
Jefferson, OR 97352
503-373-9724
Fax: 503-362-8323
email: eric@hifly.com

BLAUW DAK RANCH
Bill DeJager
10640 Freeman Rd.
Birkenfeld, OR 97016-7226
Voice & fax: 503-755-2005
pager: 503-229-2776
email: blauwdak@3dwave.com

CASHMERE GROVES

BREEDERS DI-
RECTORY
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16925 S. Beckman Rd.
Oregon City, OR 97045
503-631-7806
email: pgroves@europa.com

CHEHALEM CASHMERE
Heidi and Paul Sullivan
21605 McCormick Hill Rd.
Hillsboro, OR 97123
503-538-9791

FOXMOOR FARM
Carol J. Spencer
1178 N.E. Victor Point Road
Silverton, OR   97381
Phone: 503-873-5474
Message: 503-873-5430
email: foxmoorfarm@juno.com

GOAT KNOLL
Paul Johnson/Linda Fox
2280 S. Church Rd.
Dallas, OR 97338
503-623-5194
Fax: 503-624-1704
email: goatknol@teleport.com

HARVEST MOON FARM
Guy and Karen Triplett
63300 Silvis Road
Bend, OR 97701
541-388-8992

HAWKS MOUNTAIN PYGORA'S
Lisa Roskopf & George DeGeer
51920 SW Dundee Rd.
Gaston, OR 97119
503-985-3331
Fax: 503-985-3321
email:hawksmtn@aol.com

HOKULANI FARMS
Cynthia and Karl Heeren
22260 East Highway 20
Bend, OR 97701
541-388-1988
email: hokulani@bendnet.com

MCTIMMONDS VALLEY FARM
Janet and Joe Hanus
11440 Kings Valley Hwy.
Monmouth, OR 97361
503-838-4113
email: janhanus@open.org

MOONSHADOW FARM
Lisa and Jerry Zietz
46080 NW Levi White Rd.
Banks, OR 97106
Voice & fax: 503-324-0910
email: moon@hevanet.com

NORTHWEST CASHMERES
Carole Laughlin
19025 SW Hillsboro Hwy.
Newberg, OR 97132
503-628-0256

October Farm II
Dick and Dottie Gould

Rt 1, Box 63
Baker City, OR 97814
541-523-9859
Fax: 541-523-9436
email: octfarm2@eoni.com

OVER THE RAINBOW FARM
Deb Miller
95150 Turnbow Ln.
Junction City, OR 97448
541-998-3965
email: Llama@teleport.com

ROARING CREEK FARMS
Arlen and Cathy Emmert
27652 Fern Ridge Road
Sweet Home, OR  97386
503-367-6698
email:cashmere@proaxis.com

SOMERSET cASHMERE
Julie and Jim Brimble
12377 Blackwell Rd.
Central Point, OR 97502
541-855-7378
email: brimble@cdsnet.net

SUNSET VIEW FARM
Jean Ferguson/Carolyn Bowser
4890 Sunset View Ln. So.
Salem, OR 97302
503-581-9452
email: carolbow@open.org

Willow-Witt Ranch
Suzanne Willow and Lanita Witt
658 Shale City Rd.
Ashland, OR 97520
541-890-1998

PENNSYLVANIA
PHEASANT HILL FARM
Ralph, Jan, Ryan & Steven O'Banion
5935 Pidcock Rd.
New Hope, PA 18938
215-598-7627
email: phcashme@voicenet.com

TEXAS
BAR  Y RANCH
James Barton
PO Box 915
Sonora, TX 76950
915-387-5284

UTAH
HEIDI’S FARM
Heidi J. Smith
7980 Long Rifle Road
Park City, UT  84060
801-649-3856
email: heidi.smith@genetics.utah.edu

Kanarra Kashmere
Ron and Jan Gerrity
PO Box 420186

Kanarraville, UT 84742
435-559-9472
fax: 702-242-9436
email: GerrityGroup@EMail. Msn.com

VERMONT
CRR CASHMERE
Tia and Peter Rosengarten
PO Box 37
Weston, VT 05161
802-824-8190
Fax: 802-824-4072

VIRGINIA
Raney Day Kids
Craig and Lucy Raney
3627 Va. Ave.
Goshen, VA 24439
540-997-1121
Fax: 540-997-1124

STONEY CREST FARM
Anne and Roy Repaske
570 Paddy's Cove Lane
Star Tannery, VA 22654
Phone/fax: 540-436-3546
email:cashmere@shentel.net

WASHINGTON
BREEZY  MEADOW  CASHMERE FARM
Douglas and Roberta Maier
810 Van Wyck Rd.
Bellingham, WA 98226
360-733-6742

BROOKFIELD FARM
Ian Balsillie/Karen Bean
PO Box 443
Maple Falls, WA 98266
360-599-1469

GLACIER VALLEY CASHMERE 
Jim and Josie Baine
9817 381st St. E.
Eatonville, WA 98328
360-832-4442

KELLERS KRITTERS
Kay Keller
11030 Grandview Rd.
Arlington, WA 98223
360-435-6123

LIBERTY FARM (NLF)
Cliff and Mickey Nielsen
1505 Nile Road
Naches, WA   98937
509-658-2502

STILL WATERS CASHMERE GOATS
Diana Mullins
PO Box 1265

Continued on next page
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Twisp, WA 98856
509-997-2204/509-421-3107
email: dmullins@methow.com

WALLFLOWER FARM
Dan and Marti Wall
1667 Beaver Marsh Road
Mt. Vernon, WA  98273
360-424-7935
Fax: 360-428-4946
email: cashmere@sos.net

WINDRIDGE FARM
Becki and Jim Belcher
202 Clemans View Rd.
Selah, WA 98942
509-698-3468

CANADA

GIANT STRIDE FARM
Pat Fuhr
RR #3
Onoway, Alberta, Canada, TOE IVO
403-967-4843
email:103600.1332@compuserve.com

TRAILTREE FARM
Brian and Julie Snyder
979 Linden Valley Rd.
RR #1
Woodville, Ontario, Canada  KOM 2TO
1-705-374-5527

MEXICO

EL MORO
Fidel Florez B.
Tecnologico #58 - APDO. #31
Parral, Chih, Mexico 33800
Phone: 3-062

Breeders Directory
Continued from previous page

Classified Advertising

CashMirror back issues 7/96 - 11/97 $3 each or a whole 
dozen for $20. Back issues 10/89-6/96 $2 each or $15 
for a dozen. We'll pay postage just to get them out of 
our attic. Most issues available. A good reference source 
about cashmere goats and history of  the industry. Index 
for 11/89-4/96 in May 1996 issue, index for 7/96-6/97 in 
July 1997 issue. 7/97-3/98, you're on your own! (or ask 
us)

CashMirror Volume 10, Issue 1 is approaching. Some-
thing is coming. Something wonderful!

I sat next to at a cashmere goat confer-
ence a few years ago in Wyoming. This 
cashmere goat producer had had a 
recent problem with Johne's disease 
in her herd. She indicated that the 
worst problem had been identification 
of the disease. Her goats had become 
progressively thinner and sicker and 
she and her veterinarian had attempted 
several unsuccessful treatments before 
the true cause of the problem had been 
identified.
     

Johne's Disease
Continued from page 20

Force Field Fencing
New concept, guaranteed to withstand goats, predators, 
Klingons. Also available phaser hoof trimmers. Write today: 
JT Kirk, Enterperise Goats, Alpha Quadrant, 101010 Warp 
Drive, 1-555-NCC-1701-ZZTop.

Maremma Sheepdog Club of America,  Maremma Live-
stock Guarding dogs, PO Box 546, Lake Odessa, MI 48849, 
616-374-7209. Free information and Breeder Directory.
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To subscribe 

Send:	 Name
	 Farm Name (if applicable)
	 Address with zip code

To:	 CashMirror Publications	
	 2280 S. Church Rd.
	 Dallas, OR 97338

Annual Subscription is only $25 for 12 
monthly issues! ($35 Canada, $50 outside 
US other than Canada).
 
Breeders Directory listing for full year $30.

Display Advertising Rates:
                 
Ad Size	 Price (Issue / 4 mos. / 1 yr.)         
Business Card	 $25 / 100 / 150
1/8 page	 $35 / 130 / 320
1/4 page	 $45 / 165 / 410
1/3 page	 $65 / 240 / 600
Half Page	 $80 / 300 / 730
Full Page	 $150 / 550 / 1,370
Other sizes, options	 Ask us

Extensive layout or photo screening may be extra. 
Payment must accompany ad order.

Classified ads 50 cents/word.

CashMirror
Subscription 
Information

The Deadlines:

Articles, photographs, advertising and other 
information submitted must be received by 
the 20th of the month prior to magazine issue 
date. 

If you need assistance designing or laying out 
a display ad, or fine-tuning an article, earlier is 
appreciated.

Northwest Cashmere Association

Membership includes:
NWCA Quarterly

Conferences and
optional CaPrA

membership

Serving north-
ern California, 
Idaho, Nevada, 
Oregon,
Washington and
western Canada

Annual Dues: NWCA only $25 or $37 to include
NWCA membership and CaPra (Cashmere Producers of America)

Participating Membership and Concerning Cashmere
Cynthia Heeren, Membership Coodinator, 22260 East Hwy 20, Bend, OR 

Noteable Quotes

Lactating goats shed earlier.
	 ...Tom Dooling

The rarest hairs, reserved for 
only the most exclusive and ex-
pensive cashmere come from un-
der the chin of a cashmere goat.
	 ...Vogue Magazine

The goats with the best fleeces 
will be the wildest ones.
	 ...Paul Johnson
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2280 S. Church Rd.
Dallas, OR 97338

Bulk Rate
U.S. Postage

Paid
Permit #011
Dallas, OR

97338

1998
CashMirror 
Calendars

Twelve goat pictures 
and one of a cat—
It doesn't get any better than that!

11"  X   17"  Wall Calendar
In Brilliant Black and White

Featuring photographs from ten different 
farms/ranches across the United States 

(and one from Canada)

$10 each

Order from :
CashMirror Publications

2280 S. Church Rd.
Dallas, OR 97338




