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Prerequisites

Herd Metrics
Evaluating 

Conformation 
and Structure of 
Gotland Sheep

Evaluating 
Gotland Curls 

and Fiber
Evaluating 

Gotland Color

In case you missed these prerequisite presentations on evaluating Gotland sheep and 
lambs, these will help provide a deeper level of detail on each of the evaluation topics 
shown in this presentation.



Tips for selling
◦ Many people only have one or two 

sheep to sell while others may have 
a dozen or dozens. Regardless of the 
scale of your operation, the 
following slides will highlight a list of 
tips pulled from many breeders: 
◦ Where to find buyers
◦ Messaging
◦ Types of sheep buyers
◦ Farm Visits
◦ Flock Health
◦ Tips for Buyers
◦ Paperwork



Where to find buyers
Some places to find buyers:
◦ Word of mouth
◦ Shows / Fair
◦ Relevant Facebook groups
◦ Bulletin board posting at local farm/yarn store
◦ Traditional media
◦ Local sheep association marketing opportunities
◦ GSBANA marketing – website member listing, farm page, 

sale post
◦ Online marketplaces: Craigslist, Kijiji, etc.
◦ Auction
◦ Online livestock listing sites: Open Herd, etc.



Advertising
The more you can tell a potential buyer about your 
stock, the better informed their decision will be. 
Everyone wants the transaction to be a success, so 
provide buyers with as much information as possible to 
make their decision.

◦ Great photos and/or videos
◦ Pedigree
◦ The good, the bad, the ugly = asking price
◦ Background information on the values you bring 

to your flock
◦ Why someone should consider the Gotland 

breed

Share with buyers the strong points about your animals. 
Many buyers might just be getting started; others are 
looking for animals that will help them improve their 
own flocks. By sharing your successes and knowledge, 
you’ll build a relationship that may foster more sales.



Types of Sheep 
Buyers
Your buyer can have one or any combination of the following goals:

◦ Breeding stock
◦ Fiber 
◦ Pelts
◦ Meat
◦ Fair
◦ Pet
◦ Grazing/Landscape

Ensure that you ask something like “Can you tell me what your goals 
are?” or “What attracted you to the Gotland breed?” to determine 
what stock you have that might be the best fit for your buyer. 
Their answer will tell you what to focus on as you describe available 
stock that might best fit their ideal sheep and goals.
If you don’t have the ideal sheep, connect your buyer with someone 
who does.



Be transparent
Your prospective buyer may have questions about 
your sheep and herd practices. You can proactively 
share the following:

◦ Why are you selling?
◦ What disease or biosecurity testing results do you have?
◦ What health issues have you had in your herd?
◦ When was the sheep last sheared? Wormed (and with 

what?)? Vetted? Hooves trimmed? Vaccinated? Antibiotics? 
Coccidiosis treatment?

◦ What have they been eating?
◦ What do you do when (X) situation happens?
◦ If they are looking for a sheep to graze down blackberry 

bushes, be a companion to a camelid, horse, donkey, etc., 
be clear that the buyer may be happier with other livestock.  



Farm Visits
A prospective local buyer will want to see the sheep and how 
they are being raised. You can prepare for a great farm visit 
experience with your visitors and ensure that expectations are 
met if you communicate well before they arrive. 
◦ Provide clear directions to where you and the sheep are
◦ Have your phone handy in case they get lost
◦ Be up front about any rules you have for biosecurity
◦ Have the sheep gathered up in a convenient location so 

buyers can look at them and get hands on each sheep 
they are interested in.

◦ Set up a catch pen so that a buyer can inspect the 
animal. 

◦ Invite them to do a thorough, hands-on examination.



Farm Visits
◦ Have your records handy: pedigrees, health check 

history, lambing history, and any other information 
about the animal’s background that might be 
helpful, and basic sheep information such as age, % 
Gotland, quality of fiber, mothering ability, # of times 
AI’d, fertility, any extra care needed.

◦ In the event of a sale, be sure you have a plan for 
capturing and loading the animal. You don’t want to 
have the merchandise running down the road!

◦ Have a blank bill of sale ready to go.



Flock Health
A major concern for buyers is bringing home an 
animal that will affect the home flock.
◦ Consider testing your entire flock for OPP, CL, 
and Johnes. While taking these steps might cost 
you some money and hassle, it provides 
reassurance to buyers that you’re monitoring your 
own flock and that their purchase won’t cause a 
headache once the new sheep joins their stock.
◦ Disclose health history. Has your flock had ORF, 
pink-eye, or ringworm? Have you recently dealt 
with hoof issues? Have you battled internal 
(barberpole, etc.) or external parasites (mites or 
lice, etc.)? These are common diseases and issues 
that are very transmissible. Once the animals have 
moved to their new flock, the diseases they carry 
are likely to show up or sooner or later. If you’ve 
been upfront about the history, the buyer can feel 
informed and respected.



For Buyers:
A Healthy Sheep
OBSERVE THE HERD:
◦ Bright and alert
◦ Clean nose
◦ Respiration - 12-20 breaths per minute
◦ Calm
◦ Chewing cud
◦ Clean bottom
GET HANDS ON:
◦ Normal temperature 100.9-103.8 (Merck)
◦ Feet and joints should also be normal temp
◦ Famacha score – eyelids should be darker 

pink/red
◦ Feel for lumps and bumps in CL spots

SOURCE: Sheep and Goat Specialist Susan Schoenian with 
Western Maryland Research and Education Center



How to 
Famacha 
Score your 
sheep

https://youtu.be/tmeZkqGQnMg



How to 
Condition 
Score your 
Sheep

https://youtu.be/1F5V-GcG1Qk?t=29



Buyers ABCs
◦ Ask good questions
◦ Buy the best you can afford
◦ Be careful buying projects

◦ Check and treat:
◦ Internal parasites
◦ External parasites
◦ Feet
◦ Vaccinations if needed

◦ Bring up to the same level as your current 
flock.  Until then, isolate upon arrival – 3 
weeks to a month at minimum.

◦ Only send sheep into your existing flock AFTER 
they have passed the above.



Minimum paperwork
They say the job is not done until the paperwork is done.  Ensure you 
have the following at a minimum:
◦ Bill of sale or receipt of sale (example shown)

◦ Provide an invoice that lists the terms of the sale. If payments are being 
offered, clear contract terms in writing

◦ Consider how much responsibility you want to take. If a ram or ewe turns 
out not be capable of breeding, will you offer the buyer anything in 
return?

◦ Registration paperwork
◦ Certificate signed by seller OR
◦ Copy of certificate if seller is sending in to transfer, or if certificates are 

held pending full payment. Make it clear on the invoice when the 
papers will be submitted to the registry.

◦ If sheep is not registered and being sold as registered, provide a signed 
registration request form and other supporting forms as needed 
depending on the situation

◦ Ear tag – scrapies ID tag and/or farm tag



Other Paperwork
If available/requested, also provide:
◦ Biosecurity test results of sheep over 6 months of age, or for 

parents of lambs provided digitally or hard copy
◦ Health records - at a minimum, provide:

◦ Date wormed and with what
◦ Information about any extra care that sheep has needed

◦ If the animals were seen by a vet, have the travel 
certificate AKA Certificate of Veterinary Inspection 
(CVI) ready at the pickup date. Any additional 
biosecurity test result reports and vet records pertaining 
to the specific animal should be provided, also.

Washington Animal Disease Diagnostic Lab

P.O. Box 647034
Pullman, WA 99164-7034
Telephone : (509) 335-9696
Fax : (509) 335-7424

Case#: 2022-9305
River Birch Farms Report Date: 06/23/22
268 B Tennessee Road

Winlock, WA 98596

Submittal Date: 06/17/22 Species: Domestic Sheep Age:
Owner: Simons, Kirsten Breed: Gotland sheep Sex: Female

Final Report:

Serology- Reported on 06/23/22 Authorized by Claire Burbick, Section Head

Please see Serology test interpretation comments at end of report
Sample Animal Caseous
1 A Serum Blysse Neg
2 A Serum Jetta Neg
3 A Serum Alyssa Neg
4 A Serum Katt Neg
5 A Serum Tatra Neg
6 A Serum Ingrid Neg
7 A Serum Zastava Neg
8 A Serum Savannah Neg
9 A Serum Rose Neg
10 A Serum Moose Neg

Johne’s Disease by ELISA
Specimen Animal SP ratio Result
1 A Blood, Clotted Blysse 0.011 Negative
2 A Blood, Clotted Jetta 0.011 Negative
3 A Blood, Clotted Alyssa 0.004 Negative
4 A Blood, Clotted Katt 0.003 Negative
5 A Blood, Clotted Tatra 0.009 Negative
6 A Blood, Clotted Ingrid 0.009 Negative
7 A Blood, Clotted Zastava 0.017 Negative
8 A Blood, Clotted Savannah 0.006 Negative
9 A Blood, Clotted Rose 0.011 Negative
10 A Blood, Clotted Moose 0.007 Negative

Washington Animal Disease Diagnostic Lab Case#: 2022-9305
This report contains information that is confidential and is intended for the use of the individual or entity named on page 1. If you have
received this report in error, please notify WADDL immediately.

Page 1 of 3

91LA-162549r1
OFFICIAL CERTIFICATE OF VETERINARY INSPECTION

Please type or print all information
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Kirsten Simons

268 B Tennesee Rd
Winlock, Washington 98596

Lewis

(425) 306-8560

Mailing Address, if different from above:

R
e
ce
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e
r/

D
e
st
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n

Mailing Address, if different from above:

Address:

Name:

County:

Phone:

Premises ID:

Black Sheep Gathering- Linn County Expo Center

3700 Knox Butte Road E.
Albany, Oregon 97322

Linn

(503) 804-0014

Address:

Name:

County:

Phone:

Premises ID:

To the best of my knowledge the sheep listed on the certificate do
not have symptoms of Scrapie, have no known exposure to
Scrapie infected animals, and, are not the progeny of Scrapie
infected animals.

Sex AgeOfficial ID / Other ID

- Certificate is valid for 30 days from date of inspection -

V
E
T
E
R
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A

R
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N

095658NAN: 15130 15th Ave S
Spanaway, Washington 47906

Address:

(317) 607-9375Phone:

I certify that I have inspected the above animal(s) and, except as noted, have found it (them) to be free of signs of infectious, contagious, or
communicable disease. Each animal was tested, immunized, or treated as indicated, and to the best of my knowledge meets both state of destination
and federal interstate movement regulations. No other warranty is made or implied. To the best of my knowledge, none has been exposed to rabies.

Digitally Signed By: Dillon Hensley

6/12/2023 12:35:27 PMCertificate
Issued:
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"The animals in this shipment are
those certified to and listed in this
certificate."

C
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R
R
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R

Purpose of Movement:
Exhibition/Show/Rodeo

Transport Method: Truck

Kristen Simons

Herd/Flock Number:
Tuberculosis: Free
Brucellosis: Free
Other:

Species Breed Tests / Vaccinations / Treatments
#

Head

Digitally signed by Dillon Hensley
email: dillon.hensley@pathwayvets.com

Date: 6/12/2023 12:35:27 PM

Row

Ship Date: 06/22/2023Entry Permit: Inspection Date: 06/12/2023 Total Animals: 5

Date:

Signature:
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PO Box 42577 | Olympia, WA 98504-2577
(360) 902-1878

Sheep WARBF 510 1 Year(s)M11

Sheep Gotland WARBF #412 1 Year(s)F12

Sheep Gotland WA3849 #0090 [SWF #90] 2 Year(s)F13

AGR Form 402-3007E (Rev. 5/2019) 91LA-162549r1 Page 1



Sample 
Bill of Sale
◦ Create a templated 

bill of sale or written 
contract that details 
the rights and 
obligations for both 
parties.

MAKE SURE TO SIGN MAKE SURE TO SIGN



Work Order
◦ MAKE SURE TO SIGN



Sample 
Registration 
Request Form

MAKE SURE TO SIGN

COMPLETE 
THIS SECTION 

FOR 
TRANSFERS

ADD 
COMMENTS 
IF NEEDED



Transportation
The deal is done.  How do the sheep get 
to the new owner?  

Buyers typically arrange for their own 
transport. In preferred order:

1. Buyer travels to pick up their sheep.

2. Seller delivers or meets buyer.
3. Transporter options:
◦ Ask for recommendations from Seller
◦ Monitor transport groups on Facebook
◦ If needed, consider rideshare options 

with someone who would be willing and 
able to transport and posts on a site like 
Craigslist.

Sellers typically ensure the sheep are ready for 
the trip and can help to ease the transition: 
1. Ensure the sheep are gathered and easy to 

access and load.
2. Be ready with paperwork.
3. Send enough feed for the trip and to transition 

them to the buyer’s feed over the first few days.
4. Consider B Complex, Probios and electrolytes to 

help ease the stress of a trip.



After the sale
Continue to engage with your buyer:
◦ Check in to see that the sheep have 

arrived safe and sound.
◦ Mentor your buyers.  Assist with questions 

as the sheep settle into their new home.

◦ If any issues arise after the sale, support 
your buyer. 
◦ Check what you have in writing.  
◦ Consider reputation.

◦ Bottom line: Do the right thing.

We want new Gotland sheep 
owners to have a great 

experience.  



Additional
Content◦ Herd Metrics

◦ Evaluating Conformation and Structure in a 
Gotland Sheep
◦ Evaluating Gotland Curls
◦ Disease testing and Biosecurity 

(will link when available)

◦ And much more!

Related to 
Selling your 
Gotland sheep

Don’t miss all the latest in the 
Members Learning Library on GSBANA.org!

Please contribute your perspective on these 
topics in the GSBANA Business Group! 



GSBANA 
Education 
Committee 
Members

Kirsten Simons, CPTD (Chair)

Nansi Castillo, GSBANA President

Dr. Polly Matzinger, Ph.D.

Dr. Paula Byrne RN, DNP

Lacy Dalton

We welcome other members to contribute to education for GSBANA members!
Together we are better!


