
Crossroads
      to success

Bovine Elite’s founder Carl Rugg used his experience and entrepreneurial drive 
to build his business from the ground up, focusing on customer service.

By Martha Hollida Garrett



In 1991, Carl Rugg found himself at a profes-
sional crossroads. Deliberating his options, 
he chose the road of small business owner-
ship. Today, his company, Bovine Elite, LLC 
is recognized as a leader in the beef semen 
sales and reproductive services industry.

 
 His background, education and work experiences 
would prove invaluable over the next few years, as he 
would need all his resources to establish BEI.

 Rugg knew almost every aspect of the business 
from his time studying animal science at Cornell 
University and reproductive physiology at Colorado 
State University, plus work experience with Elgin 
Breeding Services, Ankony Genetic Center and 
Granada Sire Services—three giants in the business 
in the 1980s.  In fact, he had been hired at Granada 
in the conception phase. He was charged with the 
responsibilities of designing the facility, establishing 
and building the business. He also traveled interna-
tionally to develop new markets.

 Then in 1991, Granada, which was located within 
an hour of Texas A&M University at College Station, 
Texas, closed all of its divisions. Rugg was at a cross-
roads.

 “I had experienced the momentum of Granada Sire 
Services first hand, knew the market potential that 
existed and decided it was time for me to work for 
myself,” he recalls.

 He bought the rolling assets of Granada, includ-
ing the semen storage tanks, semen and embryos 
and moved it to his house in College Station, Texas 
in the beginning. He decided to focus the company on 
the main aspects he enjoyed-- sales and marketing of 
bovine semen and related AI equipment, education, 
traveling, evaluating bulls and international sales. 
He would leave the collection of semen and embryos 
sides of the business to others.

 “After just a month of having the business in my 
house, I leased a 1,500 square foot warehouse in 

town.  At one point, I sold my house, and had a small 
apartment in the back of the warehouse.  That was 
home and work for while,” Rugg describes.

 In 1994, Rugg purchased land and built a 5,000 
square foot facility that included a warehouse, office 
and classroom.  Rugg moved Bovine Elite into that 
facility in 1995 and it continues as the company’s 
location today. 

 “The first years of business were difficult and 
1994 was a particularly tough year, but I was able to 
maintain the company. Then in 1995, things began to 
turn around on several fronts. We started producing 
our annual four-color semen catalog, which we still 
produce today. We were also one of the first to market 
semen through our website. I can say that I felt like 
I had come a long way at that point,” he says adding 
that today they have incorporated social media tools, 
email blasts and video blogs as part of their market-
ing plan.

 Rugg credits the decision to set up online sales as 
key to the expansion and progress of Bovine Elite.

 “It’s convenient for cattlemen to use. It’s easy and 
cost effective for us to maintain current information 
on all the bulls we market and it’s powerful, when 
you look at all the data we can share with cowmen on 
each bull,” remarks Rugg and he adds, “it’s a good fit 
to our traditional print methods of advertising.”

 Today, Bovine Elite markets semen from many 
bulls across breeds, but they are recognized as the 
top source in the nation for Charolais semen, and are 
strong in American breeds, Angus and club calf sires, 
too. They currently represent over 2,000 bulls.

 “I fell in love with Charolais cattle, when I first 
went to work for Dr. Cardwell at Elgin Breeding Ser-
vices. We not only love the cattle, but we truly enjoy 
working with Charolais breeders,” he describes.
Webb Fields, who has been with the company since 
2013, cites experience as one of the critical points 
that sets Bovine Elite apart. 



           “We consult on a daily basis, and in my mind, Carl is one of the true pioneers of the cattle reproduc-
tive industry.  He has some great experience and hands on knowledge that we can translate and give to 
our clients.  We combine that with my cattle selection and breeding knowledge and we are able to give our 
clients some real insight on how to successfully get their cattle bred and which bulls will put them suc-
cessfully in the driver’s seat for years to come,” he says.

 Bovine Elite is recognized nationwide for their AI clinics, which are held eight times a year. A number of 
experts in the reproductive physiology field discuss a variety of topics in the classroom portion and Bovine 
Elite’s staff also participates in the teaching portions. Rugg thrives on the education portion and makes 
sure all aspects of AI are covered and is willing to answer all inquiries from students, as well as their cus-
tomers.

 “We teach AI and palpation and we limit the size of each class to 24 students for each four day clinic. 
We have classroom sessions here at the office and then we spend considerable time with cows at a nearby 
ranch. We get our students inside more cows than any other school in the country and we have a new set 
of cows every day. We get young and older folks, some foreign cattlemen and our clinics fill up fast,” says 
Rugg stressing that they teach total management of an AI program.

FRoM THE BEGInnInG, RUGG CHoSE To MAkE CUSToMER SERvICE A Top pRIoRITy.
 “Service is key and it’s easy to say that, but it’s something we practice. We visit with our clients, we 
try to understand their goals, their program and take care of them. Anyone can get the same products we 
have to sell, but not everyone can take care of the customer, like we do,” he emphasizes. 
 
 Fields adds, “We try to set ourselves apart with great customer service.  We strive to handle each order 
and inquiry in a timely and professional manner.  Not only that, but we are a small office and love visiting 
with both our regulars and new customers.  We make sure our customers are taken care of, as we enjoy 
and appreciate them coming back to us year after year.”

 The company with Rugg and his wife, penny, at the helm includes Fields, and four other full time em-
ployees, plus they traditionally hire two students from nearby Texas A&M University on a part-time basis 
each semester.

  Rugg faced another crossroads in late 2013. He was diagnosed with leukemia and has been unable to 
be in the office and out in the field due to the treatments, required isolation and related health issues. He 
is quick to credit his staff for keeping the company going, as he managed the company from a distance 
and largely over the phone. He is now in complete remission and continues to regain his strength and has 
recently been cleared for limited contact. The best part for him is being able to discuss bulls and visit with 
cattlemen.

      Rugg sees a bright future ahead for Bovine Elite and summarizes it this way,  “good cattle keep coming 
from the breeders and this gives us a good product to market.”



Carl Rugg (c) is shown instructing at one of the Bovine Elite AI and palpation clinics

previous page left: 
Bovine Elite markets semen across many beef breeds, but they are strong in Charolais, Angus, American 
breeds and club calf sires.

previous page right: 
Bovine Elite is located in College Station, Texas and their facility includes offices, storage warehouse, and 
classroom all at one location.


