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standing firm in

A rock-solid partnership serves
as the cornerstone for Ingram Angus. Owner Orrin Ingram, along
with managing partners Jason
Upchurch and David Cagle, collaborate on each aspect of Ingram
Angus’ operations, located in the
rolling hills of southern Tennessee.
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Ingram Angus thrives with their strategies, moving them forward at a fast pace.

T

hough the old adage declares
“Rome wasn’t built in a day,” one
could argue the creation of Ingram
Angus’ elite cattle herd comes pret-

ty close. In a year’s time, the registered Angus operation soared from
a herd of none to a herd brimming
with hundreds of select females.

Established in 2016, Ingram Angus
is proving to be one of the fastest
growing, premier purebred Angus
operations in the country.

The partnership started to
come together in 2015, when
Orrin sought out Jason to help him
procure herd sires for his Escape
Ranch commercial herd, located in
Kenansville, Fla. Orrin and Jason
instantly connected over their
shared passion for high phenotype,
functional cattle. Orrin, an industrial businessman and breeder of
champion Foxhounds and thoroughbreds, appreciated the combination of established bloodlines
and performance improvements
within the Angus breed.
Shortly after working together to select Angus herd sires for
Escape Ranch, Orrin reached out
to Jason with an idea to build a
purebred Angus operation in order
to raise his own herd sires. “Now
that I know Orrin, I realize that a
small idea doesn’t stay a small idea
very long,”
Jason Upchurch explained.
“Those ideas turned to reality
really quick.”
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Ingram Angus operates on
1,800 acres in Pulaski, Tenn., and
1,100 acres in Wartrace, Tenn.
The ranch flushes 35 donor cows,
manages 1,000 cows, and develops
more than 300 bulls each year.
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The small idea grew bigger and
faster than they originally anticipated. In February of 2016, David
Cagle joined as a third partner and
they started to work. David handles
the day-to-day operations and the
group works together on the big
decisions like breeding and sale
selections.
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THE FOUNDATION
The trifecta of cattlemen is building Ingram Angus with a foundation of proven Angus cow families.
Jason and David travel the country
seeking to purchase females that
are the perfect fit for the program.
“At Ingram Angus, from day one
we built our herd around cow
families that have stood the test of
time,” Jason shared.
The utilization of well-established cow families gives Ingram
Angus confidence. The donor cows
at Ingram Angus have lengthy

histories and known genetics. This
helps to minimize problems or surprises. The herd at Ingram Angus
is centered around highly-productive females that are close descendants to the highest-ranking cow in
a highly-productive cow family.
Some of the females are bred
more maternal and others are bred
more for growth and numbers.
Ingram Angus strives for an excellent phenotype to reign as the the
common denominator among all
its cattle. This doesn’t necessarily
mean a show ring phenotype, but

below Ingram Angus Managing Partners and Owner: (l-r) Jason Upchurch, David Cagle, and Orrin Ingram.

rather an animal that demonstrates
real-world functionality and profitability.
The cattle at Ingram Angus
must possess strong maternal traits.
“We strive to produce cattle that
are functional no matter how their
pedigree reads,” Jason stated. “Our
belief is if we can’t make them
work in our environment, then
they won’t work for our customers
either,” he added.

THE BREEDING PROGRAM
Ingram Angus capitalizes on
an extensive amount of embryo
transfer to develop the herd.
“We have built our entire program around key individual cows,”
Jason explained. The donor cows
are selected and purchased private
treaty and at sales from top herds
across the country. Ingram Angus
primarily uses registered Angus
females as recipients.
Everything on the ranch gets
AI bred with a planned mating. Additionally, in many cases, Ingram
Angus uses timed breeding protocols on their virgin heifer groups.
Ranch managers also detect heat on
many of the mature cow groups.

LOTS OF BULL
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S A V Reign 6845, Ingram
Charcoal 7001, S A V Renew 8132,
Ingram Outlaw 9222, Ingram Verdict 0674, Ingram Intensity 0030,
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Though much of the focus at
Ingram Angus is on females, the
operation also places emphasis
on producing herd sires that will
make a mark in the cattle industry.
Through the years Ingram Angus
has purchased or produced many
on the top Angus bulls in the
country. A few of the herd sires in
Ingram Angus’ arsenal include S
A V Extension 6856, S A V 654X
Rainmaster 6849,
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Ingram John Dutton 0691, and
Ingram Allegiance 0668.
These herd sires all stem from
powerful, well-known dams and
each bring their own unique genetic merit and qualities to the cattle
industry. In addition to these herd
sires, Ingram Angus produces and
develops hundreds of Angus bulls
each year for its customers.

THE FEEDING PROGRAM
All the cattle at Ingram Angus
receive a high roughage diet. The
ranch produces massive amounts
of haylage and formulates a diet
around winter annuals in order to
create a forage-based diet for the
herd. Bulls are developed slowly on
these food sources to ensure they
are built for the harshest environment and will hold up for Ingram
Angus’ customers.

Ingram Angus’ fall sale, held
the second Friday in November
each year, typically offers approximately 100 females and 60 bulls.
In March, Ingram Angus will host
an online show prospect heifer sale
called, “Beyond the Banners.” This
sale will feature 15 Angus show
heifer prospects. The third sale
takes place on the second Friday in
April, this is Ingram Angus’ production sale. The production sale,
scheduled for April 8, 2022, will
offer 60 elite females and 30 age
advantage bulls.
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KEY TO SUCCESS

“Our belief is if we can’t make them (the cattle)
work in our environment, then they won’t work
for our customers either.”
- Jason Upchurch

MARKETING OPPORTUNITIES

Growing so much, so fast can
present many challenges. But
Ingram Angus balances the diffi-

culties by relying on experience.
“At times this business gets a lot of
hype and momentum in a direction
of breeding goals and most of the
time breeders take it to an extreme,” Jason said.
The partners at Ingram Angus
refuse to ride the waves and trends
in the cattle industry. Instead,
they stand firm in their philosophy
of breeding cattle that will work
for their operation and for their
customers now and in the future.
“Being able to breed cattle that are
functional, predictable, and marketable is a hard task at times,” Jason
shared. “But dedication with some
determination helps keep us on
track to produce the exact type of
cattle our philosophy has outlined
our program to become.”
Ingram Angus is off to the races
with its cattle operation. The partners say they plan to keep moving
on their current course. “We are
blessed to have come a very long
way in a very short period of time,”
Jason concluded.
learn more www.ingramangus.com
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In the beginning, Ingram Angus kept most of its heifers back
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as replacements. But as the herd
has grown, so has the operation’s
ability to market its cattle. Ingram
Angus hosts three sales a year at
its sale facility in Lynnville, Tenn.
“We strive to include the highest
quality for each of these sales,”
Jason stated.
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