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Affiliations  
 

Alpaca Owners Association 

ñAOAò 
 

8300 Cody Dr Suite A 

Lincoln NE 68512 
402-437-8484 

402-437-8488 Fax 
www.alpacaowners.com 
www.alpacaregistry.com 

 
Alpaca Research Foundation  

ñARFò 
www.alpacaresearchfoundation.org 

 

International Lama Registry  
ñILRò 

www.lamaregistry.com 

 
Alpaca Fiber Coop of N America 

(AFCNA)  
www.AFCNA.com 

www.americasalpacas.com 

  
 
 
 
 
 
 

 

Calpaca Membership Chair  

Pam Brady  

Oak Valley Alpaca 

2044 South Ranchero Rd. 

Valley Springs, CA 95252 

209-772-3906 

oakvalleyalpacas@yahoo.com 

Connection Editor  

Dianna Jordan  

Alpacas of Somerset Farm 

PO Box 190 (mailing) 

Somerset, CA 95684 

530-620-6033 

DLJORDAN@live.com         

Calpaca Members Serving on 

the AOA Board of Directors  

Bonnie Potter ðPresident  

Fair Winds Alpacas 

530-823-2820 

FairWinds Alpacas@aol.com 

Dianna Jordan ðVice President  

Alpacas of Somerset Farm 

530-620-6033 

DLJORDAN@live.com 

Tom Petersen ðDirector  

Alpacas All Around 

916-660-1918 

tapetersen48@hotmail.com  

In Californiaôs tradition as a 
pioneer of progress, Calpaca 

was the firstðand is the 
oldestðregional alpaca 

association in the Northern 
Hemisphere.  Calpaca and 
past and current members 
have been leaders in the 
American alpaca industry 

since 1989.  

Its member farms are home to 
some of the oldest and most 
respected bloodlines in North 

America. 

THE CONNECTION  BASICS 
 

Advertising Prices, 
Submission Guidelines on 

back page  

Staying Connected  

Keep up with member and 
Calpaca News  

Calpaca Website  

http://www.calpaca.org/  
 

Group Emails  
calpaca1@googlegroups.com  

 
Calpaca Facebook  

Calpacað California Alpaca 

Association 

 

2014  Board of Directors  
President  

Laurie Findlay  

Alpacas of El Dorado 

4535 Boo Bear Lane 

Somerset, CA 95684 

530-642-8082 

info@alpacasofeldorado.com 

Vice -President  

Karen Ball  

Heart & Soul Alpacas and Spinnery 

14514 Oak Meadow Road 

Penn Valley, CA 95946 

543-432-3015 

heartandsoulspinnery@gmail.com 

Treasurer  

Karen Kelly  

Arapaho Rose Alpacas 

10702 Arapaho Drive 

Redding, Ca 96003 

530-949-2972 

kskelly1@att.net 

Secretary  

Lisa Beatty  

Rockstar Alpacas 

16440 Bonney Rd 

Royal Oaks, CA 95076 

831-722-6560 

mattsmom@pacbell.net 

Director  

Phyl Clempson  

Alpacas of Napa Reserve 

1550 McKinley Road 

Napa, CA 94558 

707-265-0989 

alpacareserve@aol.com    

 

Left to Right 
Back row: Lisa, Laurie, Karen Ball 

Front row: Karen Kelly, Phyl 
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Calpaca Presidentôs Message 

 

As I sit here writing this while watching over our pregnant dams due to give birth 
over the next several weeks, I feel it is a good time for reflection on times past and 
what lies ahead in our Calpaca and alpaca futures. 

In the last ten years I have seen an industry change dramatically, maybe not as 
fast as some of us would want, but still change and grow.  Ten years ago, these 
animals were sold as the ñHuggable Investmentò but even then we knew it was all 
about the fiber. 

The alpaca industry has actually created jobs that we might have never known 
existed.  It has created ñMini Millsò and shearers, CO-OPôs and markets for raw 
fleece and yarn.  We have more vet students studying camelid medicine than ever 
before.  Alpacas created a need for specialized transporters and people who have 
become famous training alpacas and who have become judges.  Weôve got authors 
who now write books about alpacas and a TV program dedicated to shearing.  And 
who ever heard of ñEPDòs and histograms until you became involved with alpacas. 

The marketing of these animals has changed the most in the last ten years.  From 
expensive print media to the explosion of Social Media!  How many of us now sell 
alpacas and alpaca products using Social Media?  The future knows no bounds. 

Now is the best time for all of us to become involved with our local and national 
affiliates.  We are again on the brink of exciting changes and are beginning to 
realize these animals are livestock and in order to move our industry forward new 
and very different livestock models need to be looked at and explored. 

The camaraderie, the team spirit, the willingness to help one another achieve a 
common goal is what drew us to this industry and what keeps us engaged and that 
should never change. The current and future alpaca investors are much different 
than we were ten years ago and they are looking into our industry in a very positive 
way. They know they are reaping the benefits of our past knowledge, hard work 
and committed breeding programs.  By working with our local and national affiliates 
we can continue to direct the changes and move our industry in a positive direction.  
I look forward to seeing what the next ten years will bring. 

Laurie Findlay, Calpaca President 
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The annual Calpaca Connection Membership Directory is one-of-a-kind.  Itôs the only 
published copy of the quarterly ñConnectionò and the content is selected to serve as a hands-
on resource for our membership. 

Are you looking for marketing tips?  

Learn about the power of on-line marketing in the article ñDigital Media for Marketing 
Alpacasò on page 8  

Learn how to enhance your on-line presence in ñWebsite Basicsò on page 10  

Check out the information at the AOA Member Public Relations Support Center at 
https://www.alpacaowners.com/prsupport.asp and page 4  

Do you want to stay ñConnectedò with other Calpaca members? 

Review the list of Calpaca member ranches: 

New members will discover nearby ranches 

Current members will discover new members that may be close by 

Carry the directory with you when you travel (especially if you are transporting alpacas).  
You never know when you might have an emergency and need to reach out for 
nearby help.  Alpaca people are wonderful when it comes to helping others. 

Page 2 lists the contact information for the current Calpaca Board Members, the 
membership chair, the Calpaca members currently serving on the AOA Board of 
Directors and how to submit articles and ads to the Connection.  

Are you looking for resources on the internet?  

Check out page 13  for a list of alpaca related sites on Facebook 

Other Content:  

Meet Calpacas 2014 Citizen of the Year: Bonnie Potter page 5  

Calpaca in the News:  Calpaca members participate in AG Day at the Capitol page 6   

Youôve Got Fiber...Now What?  Article page 7 

Calpaca Member Ranchesé..page 14 

Calpaca Member Directoryé.page 16 

Alpaca Ownership...The ñGood Stuffò é. Page 23 

Member  Marketingé.begins Page 24  

Connection Classifieds...Page 33  

AOA Member Public Relations Support Center  

https://www.alpacaowners.com/prsupport.asp 

The information found in the AOBA Member Public Relations Support Center provides AOA 
members access to the templates and sales tips for alpaca breeders.  The Press Kit section 
provides assistance in getting news coverage for your alpaca farm or ranch.  Topics include:  

1) How to Contact the Media  

2) Helpful Hints on Talking to the Media  
3) Press Kit Contents  
4) Public Relations Photo Library  
5) How to Write a Press Release  
6) Story Ideas  
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2014 Calpaca Citizen of the Year  
 

On behalf of the Calpaca Board of Directors, we 
would like to announce that Bonnie Potter received 
the Calpaca Citizen of the Year award for 2014.  
Weôve been trying to personally award this to 
Bonnie, but unfortunately have not been able to 
catch up with this very, very busy woman.  Buté.we 
will.  Here is some background information about 
Bonnie, from Dr. Google. 

 

Not only has Bonnie given herself tirelessly to the 
alpaca industry since 2003, she was a past President of the California Alpaca 
Breeders Association, Inc. (Calpaca), she served as a member of the joint 
Alpaca Registry Inc. (ARI) - Alpaca Owners and Breeders Association's 
(AOBA) Government and Industry Relations Committee and for the past 3 
years has served as President of the ARI Board of Directors.  She is now the 
current President of the Alpaca Owners Association, (AOA). 

 

Bonnie had a naval career that spanned over 30 years - just ask Dr. Google!  
After graduating from UC Davis with a BS in Animal Science and working as a 
Medical Technologist in Sacramento, she decided to go to medical school.  
She completed her last two years on a Navy Health Professions Scholarship, 
for which she owed two years to the Navy as payback.  She was a clinician 
and teacher of internal medicine for the first twenty years, and then transitioned 
into executive medicine, retiring as a Rear Admiral in 2003. 

 

This alone is deserved of an award, but what we love most about Bonnie, is 
she is always there for the people of the alpaca industry.  Whether it is for our 
local community or on a national level we have always counted on Bonnie and 
she has never let us down.  Next time you see Bonnie and her husband 
August, give her a salute, a handshake or a hug and congratulate her as being 
our Calpaca Citizen of the year for 2014! 

 

Calpaca Board of Directors 
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Calpaca Members Participate in AG Day at the Capitol  

 

Hi Everyone, 
 
Just wanted to give you a report on AG Day at the Capitol this year.  I believe we had another 
very successful day at the Capitol.  Bonnie (Potter), Joan (Clappier), Vicki (Arns) and Tom 
(Petersen) were all terrific, doing their part as alpaca ambassadors.  Bonnie and Tom guided 
more than 50 FFA students (a lot more, I lost count) into the pen to take pictures with the 
alpacas.  Never saw so many "Selfies" in one spot in all my life.  I was very impressed with the 
questions some of these young people asked, and their enthusiasm towards alpacas.  Joan & 
Vicki did a fabulous job of showing everyone all of the wonderful products our animals 
produce.  Vicki would draw them to the booth with her spinning demonstration and then Joan 
would take over showing all of the North American Alpaca Products.  A great demonstration of 
just why we are raising these animals, and their contribution to California Agriculture. 
 
Bonnie conducted several press interviews both print and radio.  Seemed like every time I looked 
up from the Alpacas, Bonnie had a microphone held up to her.  Great Job Bonnie?  Tom, again 
was indispensable.  Keeping a sharp eye out for various legislators and their staff 
members.  Since Tom works at the Capitol, he was able to recognize the legislators and did a 
great job of guiding a dozen or more into the pen to get there hands on the alpacas.  We were all 
able to tell our story of the California Alpaca Industry to several legislators. 
 
I was particularly impressed with one Assembly Member.  I had a rare moment with no one in the 
pen but me and the alpacas.  When a lady approached, tapped me on the shoulder, and ask very 
politely if it would be possible for her to come into the pen with the animals.  I motioned towards 
Tom (he was engaged in conversation at the time) and said that he would let her in.  Tom, turned 
around and immediately recognized Assembly Member Yamada.  Turns out that ASM Yamada 
represents District 4 (Woodland, Davis, Dixon and the outskirts of Vacaville) and is my 
representative.  She stayed in the pen for a good long time, got a couple of photos, got her hands 
on all four alpacas, and then began asking a string of questions.  We had a nice long discussion 
of how alpacas are contributing to California's Agriculture, with family run small farms, and how 
most of us would not be contributing at all if it were not for alpacas.  I was thrilled that unlike most 
of the other legislators, who were expertly guided to the pen by Bonnie & Tom, ASM Yamada 
came intentionally looking for more information.  I believe that we will get a representative from 
her office to visit us at The Classic in Dixon. 
 
All and all, it was a very good day for Calpaca.  Hundreds of Calpaca brochures were handed out 
to the public, and told that they could find a ranch near them.  Weather was great, and I believe 
we created a good deal of enthusiasm (especially among the young FFA and 4-H members) 
towards our Alpacas. 
 
Great Job, Bonnie, Joan, Vicki and Tom! 
 
Bruce Nelson 
Ahh...Sweet Alpacas      

 

Editorôs note:  Thank you Bruce Nelson for your dedication to this event through the years.  You didnôt 
mention that you help organize this event,  supply the panels for the alpacas and select alpacas from your 

herd that you know will interact well with the public.  
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You've Got Fiberé..Now What?  
Dianna Jordan, Alpacas of Somerset Farm 

The shearing is finished, life is back to normal for your alpacas, and you find yourself 
surrounded by bags of your bountiful harvest.  Now, what are you going to do with it?  
Fortunately, you have many choices availableé..from independently owned mini mills to fiber 
cooperatives.  

 Determining your best option(s) begins with asking some key questions.  Your answers will 
help guide you to the fiber processing choices that best meet your needs.  Some questions to 
ask include:  

Å   Does your business plan include a ranch/farm store?  If so, do you want to sell a 
variety of merchandise from different sources? Do you want to sell only fiber and fiber 
products produced by your own herd?  Do you want to sell a combination of both? Do 
you want to provide only "made in America from American fiber" products? 

Å   Would you prefer to purchase or trade for "ready made" products or create your own? 

Å   How important is it to get back end products created by your favorite alpaca from your 
own herd? 

Å   What is the size of your clip (number of bags, weight, etc.)? 

Å   What is your budget for fiber processing? 

Å   What is your anticipated ROI (Return On Investment)? 

Your answers to these questions will give you a good idea of which options, or combination of 
options, are best suited to meet your needs.   

MINI MILLS 

Mini mills are just what the name implieséminiature versions of full fiber production mills.  By 
design they process smaller volumes of raw fiber, the processed goods are individualized to the 
needs and requests of the fiber producer, and they ensure that the products returned are from 
the fiber producers own alpacas. 

In answering the few simple questions, you may have discovered it is important to you to submit 
fleece from a specific alpaca and receive back finished product from that particular alpaca.  
When sent to mini-mills, you control the outcome.  You can request rovings, yarns, blends, felt, 
etc.  You can ask for blends from two or more alpacas.  Mini-mill owners will work with you to 
produce the products that work best for your needs. 

If you are looking for personalized service, products made from the fiber of your own animals, 
and are willing to wait until your fiber can be worked into the mini mill schedule then using the 
services of a mini-mill is a good option for you. 

FIBER POOLS AND COOPERATIVES  

Fiber pools and cooperatives are another option for fiber processing.  Unlike mini-mills, when 
you submit your fiber production to a fiber pool or cooperative the products you receive will not 
be made exclusively from your alpacas.  As the names suggest, the raw fiber is collected and 
then processed together. 

If you have a ranch store and want to sell a variety of products from different sources, then 
sending your raw fleece to fiber pools or cooperatives may a good solution.  The cost of 
purchased product varies depending on the individual organization and the agreements with the 
contributors.  As the fiber producer, you determine what works best for your situation.  

Continued on page  22  
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Digital Media for Marketing Alpacas 

By Joe Preston, Openherd.com (adapted by Dianna Jordan) 

 

In 1810, the mayor of New York City, DeWitt Clinton, proposed what many considered to be a delusional 
ideaðdigging a canal by hand 363 miles long through the wilderness that would create the first 
transportation route between the eastern seaboard through the Appalachian Mountains to the western 
interior. However, the project lacked a critical elementðspecial hydraulic cement to prevent water seeping 
out of the canal and lock system. So a young canal employee named Canvass White traveled at his own 
expense to England to learn what he could about the technology. On returning, he experimented with native 
materials and hit on a compound that worked. The Erie Canal opened early in 1825 after just 8 years of 

construction and cut transportation costs by about 95%, securing New Yorkôs economic prosperity. 1,2 

This story of a vision, a plan, the right technology, hard work, and eventual success, serves as a framework 
for understanding how to select and use digital media to market alpacas. ñMost of us claim to make logical 
decisions,ò says Zig Ziglar in Selling 101, ñbut the reality is we generally make emotional decisions.ò This is 
even more the case with digital technology because we donôt really understand how things work, so we 
tend to just do what everyone else does and hope it will do the trick, or at least relieve our fears of being left 
behind. When you understand the role digital media plays in your overall marketing plan, your choices will 

become more focused and applied with better results. 

A Vision  

Getting into alpacas is a bit like marriage - relatively easy and compelling to get into but hard to make it 
successful. Behind every alpaca farm there are dreams about what will hopefully be achieved and strategic 
marketing is critical in that success. And since digital media is now so central in marketing, it is no wonder 
that it can be so confounding. DeWitt Clintonôs canal idea may have been ambitious but he had a plan and 

made it happen. 

A Plan  

It is important to understand that digital media (anything that is created, stored, transmitted, and consumed 
in digital format) does not make sales happen on its own. Rather it facilitates and multiplies your efforts in 
the overall sales process commonly known as the Sales Funnel. The concept is simple: start broad and 
wide getting lots of exposure, then channel prospects to your farmðonline or in personðwhere they can be 
engaged in a sales presentation and your farmôs brand, and finally converted to a sale. This process has to 
have breadth, depth, and, most importantly, be a complete, uninterrupted system from beginning to end. As 
in the case with Canvass Whiteôs hydraulic cement, you will find potential customers seeping away to other 
farms if you donôt have the right technology in the right places to direct them successfully to your farmðand 

keep them coming  

Right Technology  

Since weôre dealing with digital media, Iôll just touch on the Traditional and In-Person categories: Traditional 
media tends to carry a bit more weight than digital media but it is generally more costly, timelines are 
longer, and its effectiveness is not as measurable. In-person contact can be time-consuming and somewhat 
costly but if, for example, you are participating in a show, the advantage is that you are able to do a sales 
presentation with your alpacas present, which is like doing the whole sales funnel in one step! Word-of-
mouth is gold! Itôs powerful, free, and the reward of doing what you do excellently and consistently over 

time. 

Letôs start at the top of the Sales Funnel: The most basic ñfeedersò into the top of your funnel are links from 
other websites to your pages. Links can be placed by request, such as on fellow breedersô websites, but 
are usually added automatically when you are active on forums, special interest or social media sites, if a 
website does a write-up on your farm or you have an interesting article, unique resource, or 

products/services that others are compelled to link to from their websites. 

continued on next page 
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Social media goes a step beyond a one-
way link from another website because 
your comments, photos, and links are 
posted onto your ñfriendsôò pages and 
then their friendsô pages. While this kind 
of activity might appear to be idle chit-
chat, it is a very powerful form of social 
marketing. The old adage, ñpeople do 
business with people they likeò is key 
here. Blogs are part of the realm of social 
media but are mostly the work of a single 
author posting news, updates, 
commentary, photos, etc. While this may 
seem, again, to be a time-consuming 
indulgence, they can get you listed in 
search engine results because you are 
writing about subjects that people are 
searching. Once someone hits your blog 
page, itôs an easy click over to your sales 

list! 

Special Interest Websites, such as 
Ravelry.com, can be great places to 
network with knitters and advertise your 
fiber. However, youôll need your dedicated 
investment of time and effort, and, a good 

product line to make it worthwhile. 

Search Engines 

In an AOBAôs 2009 Member Survey, 
those researching alpacas for the first time said that they used internet search engines (Google, Yahoo, 
etc.) and individual farm websites by very similar high percentagesð82% and 80% respectively. 3 However, 
because search engines usually display only one link for any given website, if youôre relying on a group 
marketing site, which can represent thousands of farms, to get your farm directly into search engine results, 
this is unlikely to happen. Visitors have to make their way to your farm indirectly via search or directory 
pages and can easily browse away to another farm. On the other hand, if you have your own farm website 
that is properly optimized for search engines, you are far more likely to be directly listed in search engine 
results. This puts your farm just one click away (see diagram to right), engages visitors in your identity and 

sales presentation and makes it less likely they will browse away to another farm. 

 

Group Marketing Sites, such as Openherd.com, are highly specialized search engines for browsing the 
largest selection of alpacas, farms, and other resources, and generate the busiest marketplaces (relative to 
number of members) for advertising to other breeders. Along with features such as online stores to sell 
alpaca products, group marketing sites offer sales list presentation and management systems superior to 
what individual farms can afford and the ability to automatically display them on your personal farm website. 
This is a good example of how technology is used effectively to multiply your efforts by editing in one place 
with two sites being updated simultaneously. Because of the importance of having a personal farm website, 
as noted above, we recently took this idea a big step further by providing members with a complete farm 
website that is connected to their member account, giving them the benefits of being on both a group 
marketing site and having their own farm website, with updates made in one place. While weôre talking 
about group marketing sites, it is interesting to note that online auctions encompass all three stages of the 

Sales Funnelðexposure, presentation, and sales all in one. 

Continued on page 34 
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Continued on next page 
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Facebook Groups by Interest  

Alpaca Associations  

Ohio Alpaca Breeders 

Calpaca ð California Alpaca Association 

Sales and Marketing  

Alpaca Auction Marketing 

Alpaca Marketing on Facebook 

Alpaca Search 

Alpaca Swap 

Gray Alpaca Central 

Gray Alpaca Central Marketing 

Gray Alpaca Central Studs for Hire 

Livestock Farmer's Market 

Suri Alpaca Marketing 

Used FARM Equipment!! Sell/Buy/Trade!! 

UAFF's - The World of Livestock, Fiber & Feathers 

Special Interests  

Alpaca Beginning to End! 

Alpaca Bragging Rights 

Alpaca Fiber Animal Network 

ALPACA RE-HOME REMEDY 

Alpaca Transport 

Healthy Alpaca 

LLAMA THIS! 

'Silky'...The Elite Huacaya Alpaca group 

Spot My Alpaca - (for people who love Patterned/Appaloosa/Spotted alpacas) 

Fiber  

Alpaca Fiber Help 

Fiber Artist's Marketplace 

Fiber Arts - Barter and/or Trade 

Fiber Mills 

Not Afraid to Dye (techniques of dyeing fiber) 

Products made from Alpaca 

Raw Wool for Sale 

Spin a Pound Get a Pound 

The Fancy Felter's Market - (End products that are felted) 

Virginias and Carolinas Spinners and Fiber Artists (all are welcome) 

Wholesale Fiber Lots 
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