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ProHill on tour

• NSA Sheep Event

• NSA North Sheep

• NSA Sheep Southwest

• NSA Welsh Sheep

• Royal Welsh Show





Where are we now?
• All of the flocks involved in the former Hill Ram Scheme have been invited to 

pay a membership fee to remain part of the ProHill group. Paid up members 
are entitled to sell at the ProHill sale or to use the ProHill brand to promote 
their stock at other sales and events.

• We will have full control over the running of the ProHill group.

• Our established sale is now a regular fixture in the calendar.

• We have a loyal customer base, with many repeat buyers.

• We have built a reputation for trustworthy genetics.

• We are a dedicated group of breeders, committed to genetic improvement 
regardless of whether funding is available.

• Sufficient critical mass to maintain or improve the current rate of genetic 
gain.



Challenges
• Funds generated through membership won’t be sufficient to maintain the 

current level of promotion & marketing.

• How do we take control? Who currently owns the mailing list, the email 
accounts and the website?

• There is pressure to establish a second sale, and there are question marks 
over the suitability of our current sale location.

• The customer base is too small, and it’s not growing.

• There has been a disappointing return to the habit of buying tups by eye 
rather than EBVs.

• If the ProHill marketing efforts do not succeed in the long term, even the 
most dedicated breeders may start to waver.

• Lack of funding for certain elements may make it difficult for us to recruit 
new members.



Email enquiries@prohill.co.uk  
or myself at info@welsh-sheep.org.uk  

Thank you
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