Cornerstone Cattle
Coﬀey aims to create Angus that lift the beef industry.
Story & photos by Nicole Lane Erceg, Certified Angus Beef LLC
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Different path

“Most people have a horizon of the beef business that stops at weaning their calves,”
says James Coﬀey. “We try to have a larger vision, all the way to the CAB brand.”
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Continued on page 90

Measuring progress

Changing pace

The most gratifying thing a Branch View customer can tell James Coﬀey:
“Boy, that bull I bought from you was way better than my last one.”
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