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AGRIBUSINESS STUDY ON BEEF CATTLE (BOS INDICUS) IN SELECTED
AREAS OF BANGLADESH
P. K. Sarma
ABSTRACT
This study aimed at analyzis the existing beef cattle agribusiness in Bangladesh. Specific objectives of
the study were i) identifying the main chain actors and map of the beef cattle value ii) investing the
beef cattle value chain financing and explores promising approaches for financing, iii) explore the
economic impact of beef cattle business on income and employment and their effects, and iv)
identifying the major constraints and opportunities of agribusiness. The study was conducted in four
areas of Bangladesh. Two Upazilas namely, Sathia and Raigonj were selected from Pabna and
Sirajganj districts based on beef cattle production hinterlands and location of meat processing
companies. Dhaka city was selected as beef consuming area and considering the location of tanneries
and Saidpur upzaila of Nilphamari district was selected considering the location of bone processing
company in Bangladesh. Both primary and secondary data sources were used. Convenience
sampling procedure was employed to select representative stakeholders during the primary data
collection period in January and December 2014. A total 416 samples were selected for collection of
primary data by using survey schedules, FGD, KII and observation techniques. Data were analyzed
descriptively and using several descriptive statistics and econometric model such as ARIMA model,
value chain mapping, probit & logistic regression model, DID method, SWOT analysis, and QSPM.
The results showed that population growth rate, urbanization and economic growth of Bangladesh
have influenced the increase in demand of beef and beef products. Government realized the
importance of beef cattle for poverty alleviation and emphasised on commercializing the livestock
sector in recent year. Farmer, trader, butcher, meat processor and hotel and restaurant owner were
involved in the beef cattle value chain whose contribution to value were 74.15%, 20.34%, 12.62%,
15.53% and 49.51% respectively. In the value chain, actors incurred of value added 49.36%, 9.50%,
4.39%, 6.50% and 29.71% by farmers, traders, butcher, meat processor and hotel or restaurant owner
and captured profit 21.58% in 3-5 months, 21.37% in 7-10 days, 14.19% in 2-3 days, 17.25% in 2-7days
and restaurant 25.61% in 1-2 days in the chain, respectively. In the hides value chain the highest
value was added by wet blue leather producers (34.30%) followed by the finished leather producer
(20.58%), crust leather producers (20.58%), Aratdar (13.72%) and local raw hides' collectors (10.81%).
The value chain actors received 91.46 % loan for their activities from direct financing of which
78.20% come from MFIs, 13.26% from commercial banks and the rest of 8.54% loan come from
indirect financing sources including moneylenders (3.92%), relatives (2.41%), neighbors (2.53%),
friends (1.87%), and similar services providers (0.52%). Constraints faced by actors in VCF included
lack of collateral security (32.22%), lack of guarantor (24.22%), high-interest rate (26.00%), mode of
repayment (12.00%) and lack of information (5.56%). The result of the impact analysis by using DID
indicate that the mean income difference of the participant farmers and non-participant farmers
before and after the agribusiness intervention was BDT 221696.59 and BDT 66210.54, respectively
and these were significant at 1% level. The result also indicated a positive mean double income
difference of BDT 17035.37 at 10% level of significance. The finding implied that there was an impact
of the intervention on participant farmers' income. The estimated scores of IFE (2.610) and EFE
(2.438) and positive value of the difference of internal factors (0.926) and external factors (1.012)
indicate that the opportunities were prevailing for expansion of beef cattle agribusiness by
minimizing the weakness and threats and utilizing the strength and opportunities. The beef cattle
agribusiness has belonged to progressive strategy, it means that beef cattle agribusiness was in a fit
and steady condition ant it was possible to have an expansion, increase the growth and get the
success maximally. Beef cattle agribusiness could play a significant role on income and employment
generation in rural Bangladesh. A few recommendations are made for farmers, investors, researchers
and politician and policy makers. There is need to review and strengthen policies that will improve
access to and use of credit, technologies and educate the society on the importance of beef cattle
agribusiness as a tool for poverty reduction, employment creation and economic development.
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Agribusiness: The word Agribusiness has two parts, i.e. Agri and Business. Agri
stands for agriculture and business stands for the human activities relating to
production and distribution of products and services with a view to earning profit.
Agribusiness means investment in agriculture for performing any activities relating
to production and distribution of agricultural products or services for making
profits. Here, product and service include both inputs and outputs of agriculture.
Beef: Meat obtained from cattle. The clean flesh derived from slaughtered cattle,
limited to the skeletal striate muscle, including tongue, the diaphragm, the heart,
and the esophagus; with or it about the fat and the portions of the skin, sinew, nerve
and blood vessels.
Beef Cattle: The ruminant animals capable of digesting fibrous materials that cannot
be used by people and converting them into wholesome, high-protein food suitable
for human consumption. They are cattle raised for meat production as distinguished
from dairy cattle, used for milk production. The meat of cattle is known as beef.
Beef Cattle Agri-business:

Beef Cattle Agribusiness can

be

defined as

commercialization of beef cattle, which refers to market orientation of beef cattle
production process.
Beef Cattle Production Systems- are defined as all commercial cattle production
systems where the purpose of the operation includes some or all of the rearing,
management and finishing of cattle intended for beef consumption.
Beef Fattening: Beef Fattening means controlling what cattle eat by using high
quality feed so that to generate faster weight gains. It is a strategic feeding options,
which produce a quite result (2-3months), technically quite simple, Agro industries
by products can be used as feed resourse.
Char - Chars are new riverine lands and islands created by the continual shifting of
the rivers, when sand and silt are deposited from upstream.
Beef Cattle By Products: The products that are gotten from beef cattle that might not
be quite so obvious. For example; Hids and Skin, Bone, Hons, Hoves, Blood etc. It
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serves as source materials for other industries, including pharmaceuticals,
agricultural, chemicals and textiles.
Value Chain: A system of interlinked activities which various actors perform to
transforms inputs into outputs through value addition at each stage and with the
assistance of other parties who provide supportive services. It is thus an alliance of
collaboration. Or Value chain is a sequential set of primary and support activities
that an enterprise to turn inputs into value added outputs for its customers.
Value Chain Analysis: This is a critical examination of a value chain to determine
the value added, the stage it is added and at what cost with the aim of improving the
chain to create more value hence more benefits to the value chain participants. It
exposes opportunities and bottleneeks seeks to exploits the opportunities and
diminish the bottleneeks.
Value Chain Mapping: It is the process of developing a visual depiction of the basic
structure of the value chain. A value chain map illustrates the way the product flows
from raw material to end markets and presents how the industry functions. It is a
compressed visual diagram of the data collected at different stages of the value chain
analysis and supports the narrative description of the chain.
Value Chain Actors:These are firms and individuals who take ownership of the
product as it moves from one stage to the other along the value chain.
Value Chain Service Provider: These are value chain participants who provide
auxiliary services to value chain operators without taking ownership of the product.
Value chain finance: The provision of financial services to various value chain
actors in order to improve overall chain efficiency for the benefit of all participants.
The finance enhance the value chain through improved liquidity as well as capital
investments.
Value Chain Development: A process which involve design and implementation of
various program and activities aimed at improving the value chain.
Value Chain Goverance: The level of organization within the value chain together
with the accompanying power relationships and information exchange. A well
governed chain is well organised and there is harmony in the activities of the
participants.
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Value Chain Upgrading: The moving resource poor rural communities into higher
value activities through improved competitiveness.
Village market: A market located in a small village, where major transactions take
place among the buyers and sellers.
Primary market: The markets located in big towns near centers of production of
agricultural commodities. In these markets, a major part of produce is brought for
sale by the producer-farmers and traders.
Temporary Market: The temporary cattle markets starts operation for three days
prior to the Eid and Muslim festivals continues till the Eid day while the permanent
cattle market in the capital will also operate for the same period on the occasion of
the festival. Temporary markets ahead into holy Eid-ul-Azha, the second largest the
religious festival for the Muslims.
Terminal market: A market where the produce is either finally disposed of to the
consumers who are processors, or assembled for export. Merchants are well
organized and use modern methods of marketing. Commodity exchanges exist in
these markets which provide facilities for forward trading in specific commodities.
Such markets are located either in metropolitan cities or in sea-ports.
Animal by product: Any part of an animal carcass, or any material of animal origin,
not intended for human consumption. All products of animal origin would be
considered to be animal by-product if they were not intended for human
consumption. Much of the carcass of an animal slaughtered for human consumption
will be despatched for human consumption, but some parts will not be. This is not
necessarily because they are not fit for human consumption; it may simply be that
there is no market for them.
Cattle: Domesticated bovine animals as a group, regardless of age or sex.
Cattle on feed: Cattle being finished for slaughter at a feedlot.
Feeder Cattle: Younger steer or heifer cattle, typically less than of one year but of
over 6 months, that is either on pasture or in background lots that will eventually be
placed on feed. Feeder cattle are also referred to interchangeably as stocker cattle.
Price determination: The interaction of the broad forces of supply and demand that
determine the market price level. Specific prices are determined by price discovery.
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Retailers: These traders feed the customers. They buy products from the arats or
mokams and sell directly to the consumers. Retailers may be transient mobile vendors
or sell from permanent shops or stalls in retail markets.
Bepari: These are rural assemblers who collect from growers or local markets and
export to wholesale-cum retail markets or distant urban wholesale markets.
Supermarket: A large form of the traditional grocery store, is a services hop offering
a wide variety of food and household products, organized into aisles. It is larger and
has a wider selection than a traditional grocery store. The supermarket
comprises meat, fresh produce, dairy, and baked goods aisles, along with shelf space
reserved for canned and packaged goods as well as for various non-food items such
as kitchenware, household cleaners, pharmacy products and pet supplies.
Butcher: A butcher is a professional person who may slaughter animal, dress their
flesh, sell their meat to the customers. Some time, a butcher may be employed by
supermarkets, grocery stores, butcher shops and slaughterhouse or may be selfemployment.
Butcher Shop: Butcher shops are an institution providing fine cuts of meat and sold
meat among the customers. It is still popular among the customers that value the
traditional experience. In Bangladesh, more than 1 lakh butcher shops including
around 675 in Dhaka city. Every day more than 12 tonnes beef sold beef through
butcher shops in the capital of Bangladesh.
Abattoir: An abattoir is a slaughterhouse or a place where animals are killed for
their meat and processed into meat and meat products.
Halal: Halal is an Arabic word that simply means permitted or lawful. Halal when
used in relation to food and other consumables means permissible for consumption
and used by Muslims based on the Islamic low. Halal beef means the meat is allowed
to be eaten according to Islamic Sharia(law). The main feature of Halal beef;
Slaughtering must be done by a sane adult Muslim, The name of Allah (Saying
Bismillahi Allahu Akbar) must be mentioned at the time of Slaughtering, The animal
must be healthy, alive and the sharp knife used for korbani at the time of
slaughtering and slaughtered in the neck from the front to back.
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Halal Certificate: Halal certificate means that a product’s contents and manufacture
endorsed by an appropriate religious authority as meeting the Islamic requirements
relating to food. It helped the customer decide which products to buy and to make
informed decisions about the food they eat. The benefits of halal certificate enhances
marketability of products in Muslim countries/markets, meeting consumer needs,
food preparation hygienic, quality and global standards and as well as small cost
investment relative to multiple growth in revenues.
Eid-ul-Azha: The Islamic festival Eid-ul-Azha, or "The Festival of Sacrifice" is the
second Muslim festival. The Arabic word "Azha"means "sacrifice", having its root in
the word "duha", which means "light" or "illumination". Eid-ul-Azha is the festival to
commemorate the willingness of Hazzrat Ibrahim Allaihewassalam (also known as
Abraham) to follow Allah's command to sacrifice his son Ishmael. The Muslims
around the world observe this event and sacrifice cattle in every year. The meat of
the sacrificed cattle is preferred to divide into three parts. The family retains one
third of the share; one third of the share is given to relatives, friends and neighbors;
and the remaining third is given to the poor and needy people.

XXIX

ACF

: Autocorrelation Function

ALO

: Alternative Livelihood Options

AR

: Autoregressive

ARIMA

: Auto Regressive Integrated Moving Average

ASA

: Association for Social Advancement

ASKS

: Ananya Samaj Kallyan Songostha

BARC

: Bangladesh Agricultural Research Council

BASA

: Bangladesh Association for Social Advancement

BBS

: Bangladesh Bureau of Statistics

BDT

: Bangladeshi Taka

BGB

: Bangladesh Border Guard

BIC

: Bayesian Information Criterion

BIF

: Business Innovation Facility

BMPIL

: Bengal Meat Processing Industries Limited

BRAC

: Bangladesh Rural Advancement Committee

BSF

: Bangladesh Security Force

CBO

: Community Based Organization

CF

: Cattle Farmer

CFTA

: Cattle fattening animal

DCC

: Dhaka City Corporation

DCI

: Data Collection Instrument

DFID

: Department for International Development

DLO

: Department of Livestock Office

EC

: Economics Efficiency

EC

: European Commission

EU

: European Union

F2F

: Face to Face Interview

FAO

: Food and Agricultural Organization

FEA

: Food Equipment Australia

XXX

FGD

: Focus Group Discussion

FS

: Food Security

FY

: Financial Year

GBK

: Grameen Bank

GDP

: Gross Domestic Products

GTZ

: Deutsche Gesellschaft fur Internationale fur Zusammenarbeit
(GIZ) GmbH

HH

: Households

IFAD

: International Fund for Agricultural Development

ISO- Certificate

: International Organization for Standardization Certificate

KII

: Key Informant Interview

LPM

: Linear Probability Model

MA

: Moving Average

MFMSFP

: Microfinance for Marginal and Small Farmers Project

MFTs

: Micro Finance Institutions

MGD/SGD

: Millennium Development Goals

MM

: Marketing Margin

MMS

: Manab Mukti Sangstha

NDP

: National Development Program

NGO

: Non-Government Organization

OSACA

: Organization for Social Advancement and Cultural Activities

PACF

: Partial Auto Correlation Function

PC

: Production Efficiency

PCD

Programme for Community Development

PDI

: Poverty index

PKSF

: Palli Karma Shahayak Foundation

PM

: Profit Margin

PMUK

: Padakhep Manabik Unnayan Kendra

PPD

: Programmes for Peoples Development

PRA

: Participatory Rural Appraisal

QSPM

: Quantitative Strategic Planning Matrix

XXXI

RAKUB

: Rajshahi Krishi Unnayan Bank

SHG

: Self Help Group

SKS

: Samaj Kallyan Songostha

SPSS

: Statistical Package for Social Sciences

SSS

: Society for Social Services

SWOT Analysis

: Strengths , weaknesses, opportunities and threats analysis

TA

: Technical Assistance

TC

: Technical Efficiency

TMSS

: Thengamara Mohila Shabuj Samity

UDPS

: Union for Democracy and Social Progress

UMB

: Urea Molasses Block

UPO

: Upazila Livestock Officer

USAID

: United States Agency for International Development

USD

: US Dollar

VCA

: Value Chain Analysis

VCF

: Value Chain Financing

VS

: Veterinary Services

XXXII

CHAPTER-1
INTRODUCTION
1.0 Background of the study
Agribusiness plays a crucial role in ensuring that Bangladesh will achieve its
ambitious growth target of 7.3 per cent as per government's Sixth Five-Year Plan and
its Vision 2021. Agribusiness has two parts Agri and Business. “Agri” stands for
agriculture and “business” stands for human activities relating to production and
distribution of products and value-adding activities with a view to earning profit.
Among the agribusiness sub-sector, livestock agribusiness plays a significant role in
Bangladesh economy through its contribution to poverty reduction by creating rural
employment and to gear up the achievement of higher economic growth. Two types
of people are involved in livestock agribusiness. One group related to trading
activities as a producer, marketer and as a supplier of production inputs and
services. Another group is related to value adding activities targeting higher profit.
The current contribution of livestock sub-sector to overall GDP is about 2.45% which
is 18.70% of agricultural GDP in FY 2012-2013. Livestock production is a major
component of agribusiness, as feed industry, meat processing companies, byproduct processing industry and tanneries depend on livestock while 20 percent of
the population is directly and 50%percent is partly dependent on this sub-sector
(BER, 2013). The export earnings from leather and leather goods is 4.31% of the total
export, the size of the global market is $320 billion of which Bangladesh shared only
$1 billion. By the next 10 years the country will earn $7 billion per year (Ministry of
industry 2014). Livestock population in 2013-2014 was 23.34 million cattle, 1.54
million buffalo, 25.61 million goats, and 3.16 million sheep. Bangladesh is the seven
largest cattle producing country but per capita meat consumption is lowest in the
world. Meat demand and supply gap are high in Bangladesh. Jahangir Alam (2016)
estimate, there is a deficit of 56.56% in milk, 32.84% in meat and 36.35% in eggs. The
projected demands for milk, meat and eggs approximate 1.5-1.8 times but
production will increase by 1.3-1.5 times over the years 2015 and 2020 (BBS-2009 and
DLS, 2009).
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Bangladesh is an agro based developing country. It is the third largest Muslimmajority populated country in the world. According to the Bangladesh raw hide
merchants association and tanners association of Bangladesh nearly 12 million cattle
are slaughtered in the country which about 1.8 million cattle are slaughtered during
the festival Eid-ul-Azha in every year (Sujan et. al. 2011). During the Eid-ul-Azha, most
of the cattle come from the neighboring countries India, Nepal and Myanmar. On
the other hand, cattle meet multiple objectives that are desired by resource-poor
farmers (Musemwa et al., 2007; Chimonyo et al.2000). Cattle farming enterprise not
only a high livelihood of improving household food security and alleviating poverty
(Coetzee et. al., 2004) but also cattle production contributes a great deal to rural
development. Livestock husbandry has positive effects on the diet, health, income,
financial security, and employment opportunities (Steinfeld et al. 1997). Cattle
rearing do not only supplement cash income for Char dweller they also add to the
nutrition level of the household in the form of a cattle fattening can easily lead to a
“pathway out of poverty” (IFAD 2002, Kristjanson et al. 2004). Beef cattle
agribusiness system can help increase domestic cattle production and marketing has
become a source of dependable, renewable and important avenue for income
generation for Char areas of northern Bangladesh. Looking into the present sacrificed
animal marketing system and findings options to improve the existing system may
be a way to encourage the farmers to increase beef cattle production in the areas.
Farmers have been following the traditional way of selling live animals through the
help of middlemen. Improving the marketing system through the establishment of a
formal market may be one of the strategies to help farmers gain more access to
market information. Understanding the constraints and opportunities makes it easier
to design intervention strategies that enhance the sustainability of cattle marketing
in study areas. The beef cattle are one of the important components of the livestock
sector. Beef cattle retain particular importance in study areas, as small scale to midsized cattle fattening for meat production. The fattened cattle have a high demand
during various Muslim’s Festivals particularly Eid-ul-Azha in every year. Beef cattle’s
rearing has been creating opportunities for additional employment and an
alternative source of income in rural areas.
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In Bangladesh, the proper practices of cattle fattening, processing and marketing
were almost absent. Therefore, this study was initiated with the overall objectives of
to identifying the appropriate beef cattle production strategies ensuring higher
income to the poor people, especially in study areas. This type of agribusiness study
is absolutely necessary to help the government for formulating the livestock policy,
which in turn can help the rural poor to get rid of poverty and food insecurity.

1.1 Statement of the problem
Recently, several large scale commercial cattle fattening farms and processing firms
have been established in Bangladesh such as Bengal Meat Processing Plant, North
Bengal Meat and Gelatin Processing Plant, Agro Resources Ltd. Lal Teer Livestock
Ltd., ARIMA Resources Ltd., etc. in response to emerging domestic meat market and
export opportunities of meat and by-products ( wet blue, crust and finished leather,
crust bone, powder bone, bone, etc.) to the Middle East and European countries.
These developments are in the direction to increase country’s foreign exchange
earnings and improving the livelihoods of beef cattle agribusiness farmers and other
actors engaged in the beef cattle related activities. The first step towards improving
the market supply of quality live animals is to understand the ownership patterns of
cattle producers and marketing behavior from their source in the selected Char areas
of Bangladesh. Such information provides useful insights towards designing and
implementing strategies to alleviate the shortage of quality live cattle supply in the
market. There is a need to access information whether and how the existing
intensive beef cattle production systems can provide sustainable and adequate live
animal supply which can meet the demand for domestic consumption, employment
in different stages of value chain. In addition, small scale agribusiness is believed to
be a backbone of developing economies (Thitapha 2002). When it comes to specific
livestock sector, the consumption level for cattle product is said to be low. It is level
unclear, why this happen while the country is among the largest livestock
population country.
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1.2 Objectives of the study
The main aim of the study was to explore the opportunities of overall enhancing
livelihoods through improving small-scale beef cattle agribusiness in selected areas
of Bangladesh. In order to achieve the objective, the study has set some specific
objectives.

1.2.1 Specific objectives
The specific objectives are:
i) To analyse the beef cattle agribusiness value chain including by-products;
ii) To investigate the value chain financing of beef cattle;
iii) To explore the economic impact of beef cattle business;
iv) To identify the opportunities and challenges of expansion of beef cattle
agribusiness; and
v) To provide baseline information for formulating policy for improving the
existing beef cattle agribusiness system in Bangladesh.

1.3 Hypotheses of the study
The following hypotheses have been set for the study
a) Beef cattle fattening production and marketing systems are not following any
efficient channels of the marketing system.
b) Beef cattle value chain has no significant impact on the competitive advantage
of beef cattle agribusiness.
c) Value chain financing has no relation with beef cattle agribusiness in selected
areas.
d) Beef cattle agribusiness has no impact on livelihood adaptation and income
generation of Char dwellers in Northern Bangladesh.
e) Char farmers have no access to improve beef cattle production and marketing

1.4 Justification of the study
The declining trend of cultivable land due to population growth, housing,
urbanization, industrialization, roads, and transport, etc, insisted the GOB to think
more about the development of other agricultural sub-sectors like livestock and
other non-crop enterprises with a view to providing food as well as employment to
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the future generation of the country. In Bangladesh, beef cattle fattening for meat
production has been an important agribusiness for the farmers. It has an important
role in food, nutrition, income, savings, and export currency earnings, draft power,
manure, fuel, and social and cultural functions. It is also recognized as the potential
sector for generating employment opportunities and income for landless,
unemployed youths and destitute women. The present study examined the beef
cattle agribusiness development strategies in the context of value chain analysis. The
result of the study is helpful for farmers, value chain actors, and service providers
involved in the agribusiness of beef cattle. This study would also help development
planners and policy makers in designing appropriate policies for the production and
marketing of beef cattle to enable farmers and other participants benefit according to
their contribution so that they can stay in the business. Some of the specific reasons
for which the study is considered to be justified are as follows:
i) The study would add new knowledge in the field of cattle fattening and
marketing system and build a foundation for further research in this respect.
ii) It would provide information to farmers and actors in improving their
efficiency in cattle marketing in the country.
iii) It would be helpful for the politician, Government policy makers, and
researchers to take the policy on investment of beef cattle agribusiness for
increasing household income, food and social security and they will be able to
recommend government for inclusion in livestock policy.
iv) It would provide guideline to improve the existing cattle marketing system
v) It would provide a picture of existing situation of beef cattle agribusiness and
point out its strengths and weaknesses for Ministry of livestock & fisheries of
Bangladesh.
vi) Extension agents would get information on rearing practices, increased
income through value adding activities and market facilities for expansion of
the beef cattle sub-system agribusiness.
vii) Beef cattle agribusiness generates year round higher income than the crop
sub-sector in the context of study areas, thus requires no government
subsidies.
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viii) The findings of the study are expected to add existing stock of knowledge.
Moreover, the information would be valuable for investors and entrepreneurs so
that medium and large scale cattle farms may emerge.

1.4.1 Rationale for selection of beef cattle
Beef cattle fattening was introduced as a commercial initiative years ago in the
country. It's been ages that farmers followed traditional fattening strategies. At one
stage, scientists invented new technologies for cattle fattening. In the course of time,
cattle fattening became an attractive commercial venture. Around the country, many
entrepreneurs established cattle fattening farm for business. Beef cattle are
particularly valuable assets for Char households, which generate income as
production is steady year round employed. Farmers predominately engaged in cattle
fattening for income generation to contribute the livelihood and its by-products are
labor intensive and export earning sub-sectors of Bangladesh. In general, the beef
cattle value chain serves as a purposeful point of comparison to more immobile
livelihood options, increased scope for diversifying the export portfolio of
Bangladesh and positive impact on poverty reduction.

1.4.2 Significance of the study
The beef cattle agribusiness research is expected to suggest workable strategies in
addressing bottlenecks in value chain development of beef cattle. The research will
provide more information to entrepreneurs how they could benefit from the
potential market by proper mitigation of weakness and threats and maximum
utilization of opportunities and strengths of running beef cattle agribusiness
expansion. The key findings of this study will help the policy makers, cattle keepers
and extension staff to plan, address the technical and economic constraints as well as
enacting appropriate policies to enhance more market-oriented beef cattle
production. The research is expected to provide information to government and
NGOs on how they intervene to addressing agribusiness gap which has been one of
the causes for failures to some value chain initiatives. The research would identify
the relationship of the various interventions in relation with value chain finance and
the efficiency of the value chain. The view of the study is that beef cattle agribusiness
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has considerable potential to contribute to Bangladesh’s agricultural growth. Low
levels of herd productivity and cattle commercialization indicate the significant
potential to increase profits of agribusiness actors. This would base on improved
productivity and enhanced marketing efficiency, and changed producer behavior in
favor of greater off-take. These benefits would be magnified by spillovers into the
related livestock sub-sectors. Several studies about the livestock sector of Bangladesh
have been carried out but none on competitiveness beef cattle agribusiness. Thus,
besides adding to the academic literature, the study would allow comparison of the
agribusinesses sector with other agribusiness sectors from other countries.
Researchers will benefit from this study to use it as a reference to undertake further
studies and will serve as filling some of the gaps that have been observed in earlier
related researches.

1.4.3 Contribution of this study
The major contribution of this study is to support policy makers in implementing
economic policies for sustainable livestock production system. Furthermore, the
emphasis is to improve agricultural resource management and identifying factors for
structural improvements. The structural improvements which help in generating
human capital that refers to skills, knowledge, good health, and physical capability.
The main focus is to attain long-term development in livestock sector through
sustainability which will bring growth in rural areas as well as in national economy.
The macroeconomic policies will help in enforcing competition in domestic markets,
economically allocation of resources, standardization and improving the market
condition for producers and buyers. Moreover, this study will help in generating
physical and social capital through which the economy can easily attain economic
growth for a long run. Under the improved institutional framework, training centers
and infrastructure will provide access to the market and educate the producers
about the required feed and diseases. Thus, filling the gap between production and
consumption, market prices and trade can be controlled easily. This will promote
private sector investments which bring equity in society by reducing poverty. At the
end, the entire value chain will provide quality products and enhance productivity
by value.

7

1.5 Scope of the study
The study targeted cattle keepers in Char areas of Bangladesh in the districts of
Pabna and Sirajganj because these areas are still being cattle fattening practiced
with the help of appropriate interventions of NGOs and donor agencies and holds
the largest cattle population in Bangladesh and is the major source of the most cattle
slaughtered in city slaughterhouse. BMPIL and Pabna meat processing firm (lead
firm) are situated in the study area, they collected cattle from there. The study also
focuses mainly on the some regional markets/hats (Bera, Kashinathpur, Ullapara,
Talgashi, Hazir hat, Bongaon, Arankhola in Ishardi, Ataikula and Shohagpur, and
Alampur, Alamdanga, Bogra, Kafrul, Talbarg , City market in Rajshahi, Haripur in
Thakurgaon, Patgram in Lalmanirhat and Ranishankol from special cattle market)
and also Gabtoali terminal cattle market (Dhaka). The area coverage of this study was
char areas, with specific focus on beef cattle production, value adding different
market level, roles of market players in the marketing channel, market direction,
price formulation and bargaining power of producers, traders’ buying and selling
strategies, transport and information of cattle marketing and factors determining
supply of beef cattle in the central market in Dhaka. Livestock production in general
and beef cattle production in particular in small-scale production contributes to
society not only in terms of employment opportunities but also in terms of poverty
alleviation, with an overall contribution to economic growth. Thus, beef cattle
production provides not only diversified products and income but also yearround employment. Further, Bangladesh government has announced a livestock
policy which aims at developing backward and forward linkage system to help
improvement of existing cattle fattening system into private enterprises. The
Bangladesh government has taken on a huge development scheme by the
different implementing partners in the study areas. Some of the schemes are Char
Livelihood Programme (CLP), Ensuring Sustainable Livelihoods of Smallholder
Farmers through Beef and Diary Value Chain Enterprises project, (Nodi O Jibon
project- Goal - extreme poor families living on island chars achieve improved
livelihood security), Food Security for Sustainable Household
(FoSHoL),

Livelihoods

Making Markets Work for the Poor (M4P-World Bank), Stimulating
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Household Improvements Resulting in Economic Empowerment (Shiee, UK-aid)
Strengthening Household Ability to Respond to Development Opportunity
(SHOUHARDO), where several donors such as DFID, EC, EU, UK-aid, World
Bank, Bill and Melinda Grates foundation, USAID are directly involved. So, all kinds
of useful information (data, report,and documents) for the present study are readily
accessible. These developments are in the direction to increase Bangladesh’s foreign
exchange earnings and improving the livelihoods of beef cattle agribusiness and
other actors engaged in the beef cattle related activities.

1.6 Assumption of the study
The following assumptions were in the mind of researcher while undertaking the
study:
i)

The selected respondents of the study area were capable of furnishing the
proper response to the questions set up in the interview schedule.

ii) Views and opinions furnished by the respondents included in the sample
were the representative views and opinions of the whole population of the
study area.
iii) The researcher who worked as an interviewer was capable of adjusting the
social as well as a cultural environment of the study area.
iv) The data collected by the researcher were free from any bias and they were
normally distributed.
v) The ascertaining perception, the most important focus of the study, the test
items were thoroughly changed and modified with item analysis based on
pre-test data. Thus, it might have generated valid findings.

1.7 Limitation of the study
The present study is not without limitations. The analysis made in this study is
based on the data/information collected through interview schedule, secondary
information, personal discussions with key stakeholders and observation. However,
the present study had the usual limitations of time and resources. Considering the
time, money and other necessary resources available to the researcher and to keep
the study under manageable limit, the following limitations were considered:
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i) This study was conducted with limited number of sample size due to
constraints of funds and necessary resources.
ii) The study period was only for three years, difficult to communication due to
transport facilities, political crisis (strike, undoable road block etc) and
insufficient research fund.
iii) Most of the respondents initially hesitated to answer the questions since the
researcher was a stranger to them at first hand.
iv) During the data collection, researcher asked the different stakeholders of beef
cattle agribusiness to recall a great deal of detailed information about their
agribusiness. They do not keep any written record of their activities data
were given from their bare memory and so a bit error might be there
despite taking much care by the researcher.
v) Value addition of cattle waste products could not be analyzed due to nonavailability of required data as the actors did not provide those.
Though the above mentioned limitations were the barriers to use the findings of the
research widely but it believed the study would not affected the purpose of the
study and its logical presentation of beef cattle agribusiness in the context of
Bangladesh. But under these circumstances, the findings of study may not
represent whole

of the situation prevail in the country and be accepted with

reservation.

1.8 Organization of dissertation in the study
The dissertation is presented in 6 (six) different chapters’ viz., Chapter-1 covers
background information on the context of the research, where research problem,
objectives, research questions, significance, and scope are discussed. Chapter-2
reviews the detailed literature on relevant topics.Chapter-3 deals with the detailed
methodology of the study. Chapter-4 provides an overview of livestock sector in
Bangladesh. Chapter-5.1 presented the beef cattle value chain analysis including live
cattle and meat, hides and waste products. Chapter-5.2 analyses and describes the
value addition by the actors and identifies the amount of total profit during the
value chain. Chapter-5.3 presented the value chain of hides in the study areas.
Chapter-5.4 presents value chain analysis of cattle bone, hooves, horn, glands, and
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organs Chapter-5.5analyses and discusses beef cattle value chain financing systems
and pathways for improvement. Chapter-5.6 analyses economic impact of beef cattle
agribusiness In chapter-5.7, deals with challenges and opportunities for expansion of
beef cattle agribusiness. Finally summery of findings with some conclusion and
recommendations are presented in Chapter-6. And last of all, the references include
all those which are used throughout the thesis and the appendix provides the
questionnaire used for collection of primary data for this study.
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CHAPTER- 2
LITERATURE REVIEW
The purpose of this chapter is to review the related available literatures, which support
the present study. It is always beneficial for the researcher to consult available
literature to assess the past stock of knowledge with the hope of receiving future
guidelines for conducting further research in the particular area. Review of some of the
important studies from different libraries and websites focusing on cattle production,
marketing, value chain, value chain finance, economic impact, challenging and
opportunities at home and abroad is presented sequentially in this chapter.
Hassanullah (2013) examined the beef cattle value chain in Bangladesh focusing northwest region of Bangladesh. The study conducted a field survey in Rajshahi, Natore and
Pabna districts during 14-21 July 2013. The researcher found that annual beef
production was 1.92 million MT as against total requirement 4.33 million MT. A large
part of deficit of beef cattle and beef products met by smuggling and import of live
animals from neighboring countries viz India, Pakistan, Nepal and Sri Lanka, etc. Cattle
rearing were more profitable with the great advantage of providing cash flow which
was of great benefit to the poor to meet cash need for meeting expenses. Use of byproducts of beef cattle such as hides, bone, manure, slaughterhouse blood and offal etc,
could make cattle rearing more profitable and lower consumer prices. The study
revealed that the Metropolitan kosais added the highest value (Tk. 6500) per 100kg bull
followed by Paikars (Tk. 4350), local kosai (Tk. 3850), farmers (Tk.3500), foreyas (Tk. 1500)
and brokers (Tk. 1350). The discontentment expressed by farmers that they were not
getting fair price of the beef cattle to a great extent true. In fact they were getting 28.69%
of the total value addition on beef cattle because of long value chain. Cattle farmers
were facing a plethora of constraints related to breed, AI, veterinary service, nutrition,
fodder, farm practices, management and marketing of cattle. Researcher ponted out
scope and potential opportunity to beef cattle value chain focus to North-West regions
for poverty alleviation.
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Hossain (2013) investigated the present status and potentialities of organic beef cattle
production in Sirajgonj district of Bangladesh through field survey. The study found
that 12% cattle were indigenous and 88% crossbred. About 83% farmers used cultivated
fodder and 17% used cultivated and roadside grass. Most of the farmers used mixed
feed which was buying from local market and 37% farmers used vitamin mineral
supplementation. About 13% farmers used natural breeding, 73% and 14% farmers used
A.I. and both methods for livestock breeding. About 87%, 80% and 83% farmers
practiced vaccination, de-worming and grooming respectively. About 70% farmers used
hormone, antibiotic and growth promoter and only 33% farmers remove sick or injured
animal from healthy stock. About 73% farmers allowed access to outdoor and pasturing
during winter season and 27% farmers reared male and female cattle separately. About
97% farmers did not keep livestock record and only 3% farmers kept their livestock
record. In this study most of the farmers were middle aged categories (47%) and
education level of the farmers were 47% primary, 33% secondary and 20% higher
secondary. Out of 30 respondents 70% were farmers, 23% businessman, 7% serve
government job. About 76% farmers used own capital, 17%, farmers took bank loan and
7% took NGO loan for beef cattle production. About 37% farmers purchased cattle
occasionally and 53% farmer’s fattened cattle for 3 months and rest fattened for a
prolonged period. About 63% farmers reported anywhere and everywhere use of
growth promoter, 57% reported high cost of vitamin mineral supplement, 43% reported
unavailable organic fertilizer and 17% reported lack of technical knowledge were the
major problems in organic beef cattle production. There are great potentialities for
organic beef cattle production in Bangladesh both for satisfying animal protein
requirement and production of quality beef. For this, it is a prime importance to find
out present status of organic beef cattle production in Bangladesh.
Addisu et al. (2012) conducted a study on beef and feed value chain activities focusing
on constraints and opportunities in and around Adama district, Ethiopia. The study
enabled the identification of the major value chain actors and core functions carried out
categorized as: input supply, production, trade, processing and consumptions. The
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value chain actors in the study areas employed low level technologies. The activities of
brokers supposed to assist the transaction in the market places operate mostly based on
fraudulent conditions. The analysis also revealed that the profits are distributed mostly
towards the retail end of the value chain; the income derived from the sale of the animal
is concentrated at the retail end of the chain. This imbalance in the share of the profit
unfavorably impacts upon the producer side of the value chain as well as on the longterm sustainability of the beef industry as a whole. As the scenario goes, the power
within the local beef industry lies with the retailers. They found that small holder beef
and feed value chain practices and linkages remain weak as compared to the
anticipated potential because most of the factors necessary for a successful feedlot
business in the area studied are in their infancy. These include but are not limited to:
inadequate input provision, procurement of older animals for feedlot, very loose
attachment between actors, very old level of technology and facilities used, inadequate
training, lack of investment funding, very little value addition and inadequate market
development.
Ahmed et al. (2010) investigated the systems of management in small scale cattle
fattening programs in Bangladesh. They found that out of 215 respondents 70.4% were
farmers, 11.7% businessman, 9.18% physicians, 2.04% doctors had own land and 8.8%
respondents had no own land. About 40.9% respondents selected cattle on the basis of
age and 14, 25.6 and 16.7% respondents selected on the basis of breed, age and sex,
respectively. Most of the respondents (79.1%) fattened cattle for 3-6 months and rest
fattened for a prolonged period. About 90.2% respondents used own capital for cattle
fattening and 2.3, 4.2 and 3.3% respondents took bank loan, NGO loan and lending for
cattle fattening, respectively. About 31.6% respondents provided existing traditional
cattle shed. About 79.5% did not have any training on cattle fattening whereas about
20.5% respondents had taken short training on cattle fattening. About 63.7%
respondents used cattle fattening tablets, 27% respondents used urea molasses straw
(UMS) and 51% followed conventional feeding. About 72.6% vaccinate the cattle by
themselves and about 76.3% took help from veterinary surgeon for treatment of their
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cattle. About 45% reported shortages of animal feed, 50% reported lack of credit and
95% reported high cost of feed as the major problems of small scale cattle fattening. The
results of this study will be useful for farmers and researchers to identify the overall
problems and their remedies on feeding, management and marketing related to small
scale cattle fattening practices in Bangladesh.
Alemayehu (2011) examined the value chain of beef cattle production and marketing in
Ethiopia: Challenges and opportunities of linking smallholder farmers to the markets found that
production being the main challenges for the beef cattle production and value chain
was the unofficial cross-border trade dominated by influential personalities and illegal
exporters. Limited access to production and market-related information such as
production systems, prices, value chains, competitors, consumer preferences and lack of
capital to invest in assets, equipment and inputs that would improve quality are the
major challenges faced by the market value chain actors. High demand of animals by
the local abattoirs, increasing official export and increasing domestic meat consumption
were the opportunities that was enhance the system. Empowering poor smallholder
farmers help to provide high-quality, sustainable livestock production with an
identified market destination and access to basic production inputs, credit, capacitybuilding, market-related information.
Ambarawati (2002), identified the beef production in Bali dominated by smallholders.
Three

different

beef

cattle development schemes introduced to encourage beef

production, including the Beef NES scheme, the Food Safety Credit and the Food
Safety Project. They differed in profit and cost sharing arrangements. The Beef NES
scheme conducted under a contract farming system between farmers and finance
providers. The Food Safety Credit scheme provided subsidized credit to farmers, while
the last scheme was a cooperative-type of arrangement under a Bali government grant.
A gross margin analysis of these schemes conducted to compare profitability of the
schemes. The results showed that the Food Safety Project provided the highest gross
margin to farmer- participants and can potentially improve the quality of Bali beef.
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Anita et al.(2010) determined the extent beef cattle to which the South African
consumer needs and demands regarding beef had changed, and whether the beef value
chain is positioned to meet these changes. The supply chain concept, market
orientation, meat quality and consumer food trends the theoretical framework of this
study; an industry analysis provided the context in which agri-businesses function; a
network analysis provides a better understanding of the roles and value-adding
activities that are delivered by chain participants; and an analysis of the South African
consumer establishes the composition of the market, consumer needs and disposable
income issues that are critical to finding the optimal solution that is sustainable enough
to meet the changing environment. Although the industry was a good status, good
management practices could further increase consumer confidence in beef.
Aydin (2002) observed the farm firm decision making processes have long been of
concern to agricultural economists. The concept of maximizing utility rather than profit
is an important concept in multidimensional goal research. The prevalence of low or
negative net returns in Louisiana beef and dairy production leads to the hypothesis that
goal other than profit maximization strongly in producers’ decisions. The objective of
this study is to determine the hierarchy of goals that motivate beef and dairy producers
and evaluate them in a multi-dimensional framework. Using the fuzzy pair-wise
comparison method, the goal weight ranged between 0 and 1 and the errors for each of
the goal equations were contemporaneously correlated. Thus, logistic seemingly
unrelated regression was appropriate to use in regressing the weights of goals on
explanatory variables such as production characteristics, risk preference, social capital,
environmental attitudes and others. Goal hierarchies of producers were elicited via
mail survey. Of 13,100 Louisiana beef producers, 1,472 were surveyed. For producers
with less than 100 animals, Maintain and Conserve Land and Increase Farm Size were
the most and least important goals, respectively. Producers with more than 100 animals
weighted avoid years of loss / low profit as the most important goal and increase farm
size as the least important goal. The entire population of dairy producers (428) was
surveyed. Avoid years of loss / low profit was slightly more important than maximize
16

profit. Increase farm size was the least important goal. Overall, dairy producers placed
more emphasis on profit related goals such as maximize profit, avoid years of loss /
low profit, and increase net worth. The most important goal of beef producers was
maintain and conserve land.
Burns and Bogale (2011) studied impact assessment of livestock value chain
interventions under the USAID project linking poor rural households to microfinance
and markets in Raya Azebo, Ethiopia. The study findings show that there has been a
significant increase in the contribution of income derived from livestock fattening
relative to all other income sources for cattle value chain participants and also
significant increase in the value of savings for participants. The results indicate that
microfinance and value chain interventions can have a significant impact on the
livelihoods of SNP participants. The assessed changes in financial assets and
improvements in food security certainly suggest that well designed and implemented
livestock value chains in concert with the provision of credit may represent a potential
pathway of poverty.
Belay (2009) showed that the major feed resources available to livestock, crop residue,
stubble grazing, natural pasture and hay which varied with seasons in Ethiopia. The
study showed that average livestock population per household overall in the study area
was 5.31TLU and the annual maintenance DM requirement was estimated to be
12.12TDM and also showed that older plowed oxen about 10 years old fattened under
farmer’s management with mean live-weight change of about 66.24kg per fattened
cattle overall in the study area. Mean live-weight changes were 53.91kg and 91.64kg for
Weina-Dega and Sub-Kolla agro-ecologies, respectively. Household survey indicated
that, average price of cattle before and after fattening was about 965 and 1505 birr,
respectively, which resulted gross profit of about 540 birr per fattening cattle that came
from price margin and feed margin over 110 days of feeding length. Both mean liveweight change and gross profit per fattened cattle in Sub-Kolla kebeles were
significantly higher (P<0.05) than in Weina-Dega kebeles. Major constraints that
hindered the performance of cattle fattening activity were feed shortage, lack of capital,
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shortage of labour, and animal health problem in order of importance. However,
availability of crop-residues, high irrigation potential, better meat type cattle, and high
market demand were also identified as good opportunities which could be used to
enhance the performance of cattle fattening activity. It can be concluded that cattle
fattening could be one potential strategy to improve the income of the farming
community that utilizes seasonally available feed resources by improving utilization
efficiency through training and extension advice with the help of agricultural
development organizations.
Brewin et al. (2009) examined the adoption of product and process innovations in the
Canadian food processing industry using multivariate probit model. Their findings
suggest that firms that conduct both process and product innovations in-house are
better able to enjoy complementarities. They also found that firms were more likely to
innovate in response to keeping pace with competitors.
Carroll (2010) observed the fast track land reforms in Zimbabwe resulted in a
radical transformation of the agricultural sector as 3 000 mainly white commercial
farmers ceded the land to about 20 000 mainly black farmers resulting in the breakdown of the beef industry. The objectives to determine the potential of the farmers to
engage in market driven production. The study showed that the farms had adequate
infrastructure and grazing resources and adequate husbandry knowledge. However,
average herd size was small and service delivery institutions were weak. A
deterministic model was used to illustrate the stages necessary to create commercially
viable herds. Recommendations made that investments should be made in restocking
using adapted high yielding breeds, strengthening farmers-driven commodity
associations and establishing linkages with high value markets.
Charls (2013) examined the growing population in Kenya has necessitated a shift in
preference for indigenous food. Small ruminant meat being one of the preferred
indigenous products has registered huge increase in demand over the last few
years. Therefore, demand for meat is predicted to rise predominantly in Arid and
Semi- Arid Lands, thereby creating new meat markets as well as expansion of the
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existing small ruminant value chain. Isiolo- Nairobi small ruminant value chain is
characterized by heavy traffic of small ruminant livestock destined for Nairobi meat
markets and its environs. It is therefore expected that, this high volume of livestock
trade

would

empower

the

livestock

keepers

and

ultimately improve their

livelihoods. However, in spite of this economic potential, the livestock keepers still live
as low income earners thereby leading to prevalent poverty conditions. In this regard
therefore, the study singled out to characterize Small ruminant stock market
participants along the Isiolo Nairobi value chain and examine the nature of the
market structure exhibited in the Small ruminant stock trade. Sample size of 210
consisted of Nairobi traders, brokers, butchers and keepers from Isiolo were
interviewed. The analytical approach used in the analysis was combined Lerner
index

and

Gini-coefficient

model.

Results

show

that

68%

of

the

market

participants along the value chain are mainly the brokers with marketing
participants highly varied. Lerner index indicated that the 64% of the market gain lies
in the hands of the traders along the chain rather than to the farmers. Only 36% gain
along the chain go to pastoralists. Among other initiatives that seek to empower
livestock keepers by providing adequate support on market infrastructure, the study
recommends that livestock keepers should be facilitated to form vibrant groups in
ASALs to strengthen their participation in the Livestock market. This is because,
strong and vibrant farmers’ organizations can provide opportunities to farmers to
effectively play a role in the livestock market economy and largely benefit from it by
improving household income.
Colton (2011) decided the best time to sell calves on the Cow Ranch in Roseburg,
Oregon. The two options were directly off the cow at 550 pounds in October or at 850
pounds in June, 2011. The revenues and costs from selling calves at these two times
were collected for the last five years. Data were put into an excel spreadsheet to show
profit and loss from each year. Both selling prices and costs were examined to show at
what point to sell would make the best profit. Using figures from this spreadsheet it
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was determined that selling calves at 850 pounds in June was the most feasible for the
Gow Ranch.
Crystal (2007)

showed that

52.7 million cattle were marketing through live and

internet auction markets in 2005. With the national average herd size at 43 head, most
producers were limited bargaining power when it comes to marketing and auctioning
their cattle. This was led to the birth of numerous value added cattle programs in the
U.S. Value added programs are named as such, because they add additional value to
the cattle before they were sold, but this value is difficult to quantify. The objective of
this research was to measure the value of characteristics of feeder cattle sold through
auction markets and special source verified feeder cattle sales, specifically the value of
participating in these values added programs. Data over seven years from regular and
special feeder cattle sales at Joplin Regional Stockyards were used. The effects of
explanatory variables on sale price were analyzed using ordinary least squares
regression hedonic model. Type of sale, seasonality, cyclical effects, lot size, weight,
breed type, sex, commingling, fed cattle futures price, and corn price were all found to
have an impact on the sale price of feeder cattle. Feeder calves sold through MFA
Health Track Beef Alliance and other value added programs received a premium over
those calves that sold through regular sales and the premiums for MFA and other value
added programs were statistically different. Commingled lots of feeder cattle received a
discount in comparison with non-commingled lots, but a lot size of 17 head would
offset the negative effect of commingling. The predictive power of the hedonic model
was tested using out of sample forecasting. The mean absolute percent error and root
mean square error are indicators of the ability of the model to forecast sale price based
on the measured impact of the explanatory variables. When the hedonic model was
used for forecasting the out of sample data, the MAPE was 7.84 and the RMSE was
10.48.

Damdinsuren et al. (2011) showed that the meat’s value, informal international market,
improving value added meat and meat products export has important significance in
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Mongolian meat industry, stock raising and its veterinary development. Моngolia has
enough meat reserve and its law, legal environment, state policy and strategy have been
basically defined to support and develop meat market. Mongolian meat market analysis
results have been united and completed in SWOT analysis, and some strategysuggestions have been promoted for value chain’s renewal.

David (2011) necessary to understand the red meat value chain in detail in a holistic
manner to (i) guide decision making in the public and private sector domains, (ii)
identify challenges that the industry faces that impedes on its efficient functioning
and (iii) create a foundation for the better understanding of the dynamic forces
within the industry to allow stakeholders to internalize it in order for them to
position themselves so that they can increase their performance at each segment of
the industry to the benefit of the entire industry. The analysis on the value chain in
general shows that the South African cattle industries have been growing in nominal
terms when considering their contribution towards the total gross value of agricultural
production. This variability in prices as well as the transmission thereof through the red
meat value chain is a big concern in the industry. The red meat value chain in the Free
State province was investigated by using a value chain methodology that was derived
from different approaches to value chain analysis. The analysis revealed the following
important aspects, namely (i) 60 % of total income generated by commercial farmers
is from livestock activities, (ii) productivity is high in the commercial sector with
calving- and lambing percentages averaging 80 % and 93 % for the cattle and sheep
sub- sectors respectively, while the smallholder sector only averaged 30% and 13% for
cattle and sheep respectively, (iii) older animals within the commercial beef sub-sector
are mainly marketed to primary processors while younger animals are marketed to the
feedlot industry while the majority of animals in the sheep sub-sector are
marketed to the primary processing industry, (iv) market access in the smallholder
sector is still limited to regional auctions, the informal market and to lesser extent
direct sales to abattoirs, and (v) the main constraining factors in the smallholder
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sector is the lack of proper infrastructure which makes managing practices difficult. All
the role-players in the FS cattle value chains identified the variability in live
animal/meat prices as their main constraint. Increasing the productivity of the
producers in the smallholder sector should be a major industry objective.

David et al. (2011) investigated the technical efficiency and technology gaps across
three main beef cattle production systems in Kenya. Results show that there is
significant inefficiency in nomadic and agro-pastoral systems. Further, in contrast
with ranches, these two systems were found to have lower technology gap ratios.
The average pooled technical efficiency was estimated to be 0.69, which suggests that
there is considerable scope to improve beef production in Kenya.

Demircan et al. (2007) studied beef cattle performance and profitability in beef cattle
farms in Afyon province in Turkey. Data were obtained by conducting a questionnaire
with 100 beef cattle farms selected by stratified random sampling method. Starting date
on feed was assigned to seasons and, since the steers were fed an average for 202
days, an overlapping of seasons occurred. Thus, cattle started on feed in spring,
autumn, summer and winter were finished in summer , spring, autumn and spring,
respectively . Cattle started in spring; autumn; summer and winter were exposed to hot,
cold and warm portions of the year, respectively, and were classified as hot, cold and
warm season cattle. Cattle raised in cold season had lower average daily gain than those
in warm season (P<0.05). Feed efficiency of cattle raised in warm and hot season was
better than those raised in winter (P<0.05).It was found that cattle raised in cold
season had higher cost for 1kg of live weight, live weight gain and carcass than other
seasons (P<0.05). Gross profit, net profit and relative return of cattle raised in cold
season was lower than that in other seasons (P<0.05). When average profits of all farms
were considered, it was found that profit was not enough to sustain a farm household’s
living. The cost and sale price of 1kg carcass were close to each other thus discrepancy
between these two prices defined as profit margin was small.
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Ekowati1 et al. (2011) analyzed the implementation of subsystem agribusiness on the
beef cattle farming in Central Java, Indonesia. Five districts were purposively chosen
based on the value of Location Quotient (LQ). The study was conducted using quota
sampling method. Forty respondents of each district were chosen. Data were analyzed
through Structural Equation Model (SEM). The results showed that each subsystem
agribusiness had adequate potential score. The score of 0.693, 0.721, 0.684, 0.626, and
0.691 were given for up-stream subsystem, on-farm, and down-stream subsystem,
marketing and supporting institution, respectively. The results showed that the SEM
model was feasible with Chi-Square value=0.952; RMSEA=0.000; Probability =0.621 and
TL1=1.126. The significant results of Critical Ratio (CR) were: up-stream subsystem to
the on-farm agribusiness; on-farm subsystem to down-stream agribusiness; downstream subsystem to the farmer’s income; marketing subsystem to the up-stream
agribusiness and Supporting Institution to the marketing subsystem and down-stream
agribusiness. The conclusion of research indicated that the implementation of beef cattle
subsystem agribusiness had adequate index and gave positive effect to the beef cattle
agribusiness.
FAO (2005) found that Serbian livestock husbandry has been faced with a twenty year
crisis leading to a decline in the volume of production of around 1.5% every year. This
has been driven by a significant shrinkage of the national market together with
numerous other challenges of transition: the privatization of state agricultural
enterprises followed by the absence of any long-term livestock husbandry development
strategy; the technological obsolescence and underinvestment into processing
capacities, particularly in the exporting sector of the meat processing industry; poor
relationships between livestock producers and processors with no coordinated
representation on either side; an absence of positive structured policy measures and
delays, sometimes lags lasting up to half a year, in the implementation of comparably
sparse subsidy measures. All these factors resulted in the marginalization in particular
of livestock product exports. Compared to 1990, in 2005 total meat production was 30%
lower, and by particular sectors the fall was: beef 42%; lamb 22% and poultry meat
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40%.The major challenge was to consolidate the primary production side to enlarge
farm size and allow for specialization. Farmers also need to upgrade genetic potential in
particular in pig production. The slaughtering industry has the capacity to fulfill both
domestic as well as export potential but years of underinvestment and low hygienic,
sanitary and veterinary standards pose a significant obstacle. Here investment needs
are substantial and one route the industry taken further vertical integration either with
producers/farmers or with the processing industry. The processing industry itself
started to invest in increasing capacity, technology and standards, but only a few
private processing companies achieved EU standards. The major policy challenge was
to harmonies certification beyond the beef industry with EU standards, as well as
switching from vaccination against swine fever and poultry against Newcastle disease
and most importantly upgrade slaughterhouses to EU HACCP quality standards.

Gary (2007) found that the beef cattle sector competes based on a combination of
efficiency and differentiation. Delivering consistently high quality products that range
from low margin high volume raw meat to high-value processed products was critical
to the industry’s overall competitive position. The industry must form efficient channels
for high volume products that maintain a basic level of quality, but also important for
the industry to develop specialized channels for differentiated products, like certain
processed meats. In this context, it is critical for firms and the sector to achieve effective
and efficient linkages from inputs to production; transport, processing and retail
distribution channels for the full range of products that emerging. At present, the beef
sector is relatively disconnected with weak and ineffective linkages that are plaguing its
ability to respond to critical threats, such as low productivity, drought, disease outbreak
and competition from imports.

Getnet (2010) to be revised that Microfinance Institutions (MFIs) and Commercial banks
identified as non-suitable to the lower level of value chain actors. Actors at the lower
level of the value chain were the farmers, individual collectors, cooperatives and the
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Union. There is a serious financing gap to this art of the chain actors. Whereas actors at
the higher level of the chain, like processors are well financed. The lower levels of the
chain actors were providing credit financing which reached the processors. For the
efficient flow of products and value additions all the way through the various actors
financing services needed to be available. He recommended a triangular interrelationship of actors with MFIs and commercial banks to share risks and to lower
transaction costs, to fill in the financial gaps observed at the lower level of the value
chain actors. In addition to financing, milk quality, unfair competition, marketing, weak
milk consumption cultures, feed quality, access road and cost of inputs are identified as
serious challenges to the dairy value chain.

Halim (1998) conducted a study on agribusiness of beef and beef products in Dhaka
City. The researcher studied the sources of supply of beef, existing marketing systems,
cost and margin and marketing related problems and solutions. Marketing cost of
Bepari-11 for channel C1 and C2 were BDT 1255 per cattle and BDT1251 per cattle
respectively. Marketing cost of Local Bepari cum Dalal was BDT 160. Marketing cost of
retail butcher in channel B1 and B2 were BDT1017 and BDT666 respectively. The
marketing costs of hotel owners and first food traders were BDT61 and BDT149 per kg
beef respectively. Net returns of Bepari-11 for channel C1 and channel C2, local Bepari
cum Dalal, retail butcher for channel B1, retail butcher for channel B2, wholesale
butchers were BDT130, BDT54, BDT77, BDT287, BDT424 and BDT264 per unit
respectively. The hotel owner’s and first food traders’ net returns or profits worked out,
respectively as BDT37 and BDT69 per kg of beef meat. Lack of capital, illegal collection
of fee by police, high transportation cost, high rate of custom duty, death, snatching and
accident, long time to sell, lack of storage facilities, problem related to unsold product,
low price of hides, irregular supply of electricity, lack of experienced cook, different
prices and quality for the same food items, difficulty in identifying beef were major
problems associated with the agribusiness of beef and beef product in Dhaka city.
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Hamid et al. (2013) investigated the spending of meat and pricing model in Lahore city
in Pakistan, findings of this research revealed that the meat prices were growing up due
to unnecessary transportation expenditures imposed on the suppliers to remote areas.
The global changes like 9/11 and other regional and international challenges have
significant impacts on the meat production, consumption and pricing patterns. Based
on the information embarked on this primary research, this study invokes the role of
the Government and policy makers to perk up the productivity of meat. The authors are
of the point of view that this seminal research will provide insight to the policy makers,
planners, strategists, businessmen, and future researchers to replicate and spread it over
other parts of the country.

Hapsara (2006) conducted a study on development of beef cattle agribusiness potency
in Nganjuk. The result show beef cow farm dominated by smallholder farming with
scale 1-5 head/household. Meat supplies from outside town 2.807,57kg/month. Value
of beef cattle carrying capacity is 145.065,22 AU and have potency beef cattle added
50.730,28 AU. In the future, beef cattle agribusiness in Nganjuk is very good for
developed. Because, any based resource not optimal used. The Multy Criteria Analyze
and Scaling result indicate that Sawahan district have an excellent potency to become the
centre of beef cattle agribusiness development in Nganjuk. The locations have best
comparative value better than other place and can produce beef cattle output as most
14,083 head/month. Partnership between the local government and foreign investor
needed to develop and to improve bargaining position of local farmers. In science and
technology development, the approach at development planning for agribusiness
should orient at resource base, which means that the natural resource role in certain
area is a planning central point and actuating.
Hasan (2006) conducted a study on cattle fattening and marketing systems and their
improvement in the context of global meat market policy in Bangladesh. He found that
the gross margin and net margins received by the butchers at Brahmanbaria district
were Tk.1670.35 and Tk. 846.8 respectively. Butchers’ return on investment was 6.02
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percent and beef cattle farmers’ gross share of consumers’ taka was 88.48%. The gross
margin and net margins received by the butchers at Kishoregonj district were
Tk.1480.38 and Tk. 895.64 respectively. Butchers’ return on investment was 4.20 percent
and beef cattle farmers’ gross share of consumers’ taka was 89.78%. The beef fattening
participant farmers, Beparies and Butchers faced various problems in the study areas.
Removing the bottlenecks in beef cattle fattening and marketing, the enterprise could
effectively be used for increased income and employment generation and supplying
more meat in the local and global market.

Hoang (2011) observed that the beef cattle production ranked as a very important subsector in the extremely

harsh

natural

conditions

characterizing

the

northern

uplands of Vietnam, the study aimed to assess the characteristics and appropriateness
of beef cattle feeding systems, which are compared from the point of view of
sustainability. Based on the sample surveyed, the differences between the three
systems of cattle management were highlighted. Access to grazing land and its
topography, the ethnicity of the communities, the relative importance of agricultural
and forest production, and opportunities for off-farm employment were all factors
influencing the cattle systems. Those using the “cut-and-carry” fodder system are
practicing the most efficient husbandry style among the systems from both the social
and economic points of view, except for lack of proper management and use of
cattle manure. Manure use for cultivation in this system was limited because of
the predominantly steep slope lands and the habits of the indigenous peoples. Animal
manure utility was evaluated as less

important

in

the

cut-and-carry

system

compared to other systems practiced in the lowlands. The study derives helpful
recommendations

for

farmers

keeping

beef

cattle

to strongly develop their

production, alleviate poverty, and improve their livelihoods.
Huynh (2008) conducted a study on factors affecting market participation of
smallholder beef cattle producers in rural areas to investigate the degree of, and the
condition under which smallholder beef producers in Hanh Phuoc commune.The
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empirical results pointed out evidences that beef cattle production carried much
implication and potentials for smallholder producers, especially the poor households to
escape poverty and generate income. Despite of that, the households did not participate
in the beef market out of choice but essentially under compulsion. This resulted from
their limited resources (access to land, cash income and experience in production and
marketing) and the need for income to meet critical consumption demands. Moreover,
the market context where the households did transactions with traders contained high
risks and uncertainty due to unreliable provision of market pricing information and
market collusion among traders in setting price. In such given context, the household
incurred high costs, both invisible and visible, in transactions. As consequence of these
factors, they were incorporated in the beef market under adverse conditions.

Irish Aid (2009) found that the beef cattle sector stakeholders showed a high interest,
participation and acceptance of the value chain initiative and also found that
opportunities and obstacle are linked to productivity of beef cattle.

Umar and Ben (2014) examined the financial analysis of Small-Scale beef Cattle
enterprise in Bama Local Government Area of Borno. Nigeria. The result of the Net
farm income analysis showed NBR 208,310.00 per head of cattle fattened. The result of
the gross profit margin ration revealed a ratio of 0.43:1, implying that for everyone naira
invested in the fattening enterprise, 43 kobo will be realized. Similarly, the result of the
current ration revealed a ratio of172:1, implying that the current assets can more than
pay for the current liabilities in the event of bankruptcy. And the debt/asset ratio
indicates the ratio of 6032:1, implying high solvency. Therefore, the study revealed
that the small-scale cattle fattening enterprise is profitable and viable venture. The main
constrain militating against the smooth operation of the enterprises is the lack of access
to formal credit facilities. This implies that the small fattening enterprises have no
access to any formal credit institutions in the study area.

28

Jackson (2011) conducted a study on value chain analysis, meat and livestock products
in Somaliland in 2011 to understand factors that affect the development of a competitive
Somaliland livestock and meat industry as well as identify areas of intervention to
foster its development. Data was collected from primary sources through focus group
discussions using key informants, stakeholder workshops, observations of livestock
marketing infrastructure and activities, slaughter and meat marketing activities, as well
as trade in hides and skins. Secondary data was collected through literature search and
available reports on various livestock issues. The study found out that Somaliland has
organized livestock marketing and trading activities facilitated by organized livestock
markets and elaborate quarantine stations that are based at the port of Berbera.
However, livestock slaughter and marketing of meat faced a number of challenges that
included inadequate infrastructure (Slaughterhouse and associated facilities and
equipment), poor hygiene and lack of meat inspectors to carry out quality assurance of
meat.
James (2003) observed a movement toward developing production and marketing
alliances in the beef cattle sector in the United States to improve communications and
ultimately provide higher priced branded products consistent with consumer demand.
Beef cattle producers do not employ a consistent methodology to measure the financial
performance of alliance participation. Nor do they have the information to negotiate
financially sustainable agreements. The concentrated packer and retail sector do not
share cost and returns information beyond total business data required by public traded
corporations. A methodology using cost accounting and economic analysis is described
to measure return on producer’s assets for an alliance agreement. This information can
be used to inform the margin sectors, feed yards, packers and retailers on what share of
increased revenue from branded product sales to pass to the cow-calf segment to make
participation competitive and the alliance financially sustainable. The cow-calf segment
must absorb the added costs and cyclical financial loss to participate in alliances.
Increased revenue is required to make branded products a more profitable marketing
option than producing commodity beef.
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Jeremy et al. (2010) presented in his technical note, agricultural value chain financing
(VCF) is an emerging phenomenon in the region but it is not well studied. Historically,
small- and medium-sized famers experience problems accessing formal finance.
Participation in a well-structured and dynamic supply chain seems to improve chances
of obtaining financing, either directly from larger more liquid agents in the same chain
or indirectly from external formal lenders based on the type of relationships and
degrees of connectedness in the chain. Four value chains were studied in Nicaragua and
Honduras to discover how and under what terms and conditions financing was being
provided and to understand the challenges in expanding the use of this type of
financing. The main findings are (i) VCF is occurring in Nicaragua and Honduras, but it
is mostly indirect; (ii) the specific instruments used to support VCF are simple lead firm
vouching for and even providing guarantees for smaller actors, relying on donor
financed guarantee funds, and buyer/exporter finance; (iii) creditor rights are weak in
both countries; (iv) financial institutions that are participating in VCF are not lowering
interest rates despite fewer risks faced; (v) the legacy of inappropriate government
interventions, namely debt forgiveness programs, and generally weak support services
for producers dampens the enthusiasm of formal financial intermediaries to expand
agricultural lending; and (vi) high quality technical assistance was serving as an
accelerant and facilitating VCF, but it was donor financed and it is important to find
ways to sustain this intervention over time
Jiménez et al. (2009) claimed that successful value chain financing when administered
by credit unions are need to have solid financial institutions, organized producer
groups with market potential, basic infrastructure, legal systems that enforce contracts,
end buyers who are willing to participate in the value chain, staff members, technical
assistance providers and market data. They identified three value chain financing
phases namely: Phase 1: Identify, evaluate, and prioritize value chains, Phase 2:
Facilitate and leverage market linkages and Phase 3: Tailor, underwrite, and administer
the loans, roles to the financing institution, mainly in researching, coordinating and
managing the whole process.
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Joseph et al. (2013) examined the value chain analysis of beef in Malawi found that
there is scope to promote the productivity and competitiveness of beef sectors.
However, beef profitability is being constrained by low productivity at farmer’s level.
Beef productivity and competitiveness increases with the fattening system than with the
traditional system. In order to enhance the capacity of the farmers to improve the
production of beef, the study identified areas within the value chains where strategic
policy and institutional reviews need to be undertaken to address specific constructions
affecting the overall performance of the value chains.

Judo et al. (1992) examined the internal and external outputs of the agricultural subsystems of mixed livestock-crop farms at Pabna in Bangladesh. Production systems
with grazing areas were relatively more productive than those with no grazing. There
was a tremendous variation in farm income, largely because of land area. An increase of
one ha in land area was estimated to boost farm income by about 50%. Number of
cattle, cattle off-take percentage and milk off-take per average cow related positively to
farm income. As land area decreased the relative importance of cattle production
increased. Crops were dominant in producing food for home consumption. Cattle
contributed only 5-6% to home consumption. Cattle supplied a significant cash income
of 45% in the village with grazing areas and 57% in other village. In future, the cash
output farm cattle will decline and emphasis will shift to the role of cattle in supporting
crop production. Any research or development strategy for livestock needs to focus first
on the importance of the complex relation between livestock and crops.

Kagunyu et al. (2012) examined that livestock hides contributed a significant
proportion of domestic leather. They were also an important source of foreign exchange
earnings for Kenya. Hides and skins from Northern Kenya full potential was not
realized due to their poor quality leading to low demand in both domestic and export
market. This led to the need for KARI Marsabit to come up with this study which had
31

these objectives; to establish the current production status of hides in the supply chain,
to identify the key constraints in the chain, and to explore opportunities for overcoming
the identified constraints along hides and skins value chain. This study took place in six
districts of Northern Kenya, namely Marsabit, Moyale, Isiolo, Garrisa, Ijara and Wajir.
This study indicated that most producers use sun drying methods i.e ground drying
and suspension drying to cure their hides and skins. The study further indicated that
there is low demand of sun dried hides and skins and the traders and tanners preferred
wet salted hides and skins. This was reflected by the poor prices offered for sun dried
skins as compared to those offered to wet salted skins. Various constraints were
identified as contributing to poor quality of hides and skins and they include: sun
drying, poor flaying, branding indiscriminately, and ectoparasites damages. It was
observed that poor quality of hides and skins led to low prices. This could be addressed
by training pastoralists and traders on better methods of curing hides and skins such as
wet salt curing method which is simple, and affordable. There were also need to train
livestock producers on proper methods of flaying, branding and prevention of skin
diseases which are detrimental to livestock hides and skins. There is also need to
provide livestock traders with price information and various existing market outlet.
There were also need for the policy makers to consider lowering the chess taxes charged
on hides and skins
Kadigi (2014) examined marketing strategies and upgrading opportunities in the
indigenous beef cattle value chain in Tanzania. The study applied various participatory
approaches and questionnaire surveys to map the value chain, assess profitability
in each node and to identify priority issues for short term intervention. The first
hypothesis was that profits gained by beef cattle actors in the value chain were
unevenly distributed. The second hypothesis was that efficiency in cattle and beef
production and marketing information dissemination was translate into increased
marketing margins for producers and other actors in the value chain. The findings
confirm the hypothesis that profit margins distributed very unequally. Cattle producers
obtain the lowest prices and profit margins. The largest share of gross margins earned
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by butcheries and beef shop owners who generated an average daily gross margin of
about TZS 106 000 per cattle at 200 kg of carcass; followed by traders who fatten their
beef cattle before selling and earn an average gross margin of TZS 255 700 per cattle at
300 kg of live weight during the normal season and a gross margin of TZS 505700 per
cattle at 300 kg live weight during the peak season (December to January) around
Christmas and new year. Of all the actors in the value chain, pastoralists/cattle
producers earned the least, an average gross margin of about TZS 295000 per cattle
for a period of 4 to 5 years which decreases significantly thereafter as the cattle are
kept for many years. The value chain analysis identified several pitfalls, importantly
being information asymmetry especially among actors upstream the value chain.

Karantininis et al. (2008) investigated what determines innovation in the agro-food
industry. They used the number of products launched (zero inflated Poisson model)
and investments in innovation as a percentage of sales (heckman sample selection
model) as proxies for innovation activity of the firm. They noted that number of
products launched was misleading indicator as it is heavily influenced by product
proliferation and not innovation. They concluded that organization, stage in the value
chain and market power are important to innovation, and that Wholesalers and retailers
tend to had a larger number of new products(Model I), whereas manufacturing firms
tend to invest more in research and development.

Karl et al. (2009) analyzed the value chains has augmented our knowledge on the
complexities, inter-linkages, distributional benefits, and institutional arrangements of
production and marketing channels in developing countries .However, the analysis
remains relatively qualitative and case-specific, with limited ability to rank or assess the
impact of alternative interventions or to analyze sufficiently the complex market
dynamics and feedbacks present in livestock systems. This paper offers insights on
ways to improve the analytical rigor of the value chain methodology that combines
both qualitative and quantitative approaches.
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KIT (2007) value chain financing has three types of finance for the actors in the value
chain. These are chain liquidity, agricultural finance and value chain finance. Chain
liquidity refers Short-term loans from suppliers or buyers within the value chain. Such
financing within a chain is common between farmers or farmer groups and traders.
These credit flows are generally called trade credit, or chain credit. They consist of
short-term loans to ensure a smooth flow of products, keep the chain running and
maintain long-term relationships between trusted business partners. They may be given
in cash or in kind. Agricultural finance refers financial services from commercial banks,
microfinance institutions and other financial institutions. And Finally, Value chain
finance financial services that are based on cooperation in the value chain.
KIT and IIRR (2010) value chain finance means “linking financial institutions to the
value chain, offering financial services to support the product flow, and building on the
established relationships in the chain”. They further elaborated that the product flow in
the value chain is used as a carrier to provide financial services and way of financing
can spread risk among the financial institutions and chain actors and provides
alternatives to traditional collateral requirements. It provides tremendous potential for
unleashing capital, scaling up and sustaining chain prospects, but it needs to be
managed and organized well. They found their study leading role or initiation for the
value chain financing could come from actors in the value chain. Both parties agree the
presence of strong trust and relationships between the value chain actors and the
financial institutions.
Krueger et al. (2004) observed that agribusinesses in the cattle-beef sector use
information from both external sources and proprietary sources in the management
decision making process in USA. This research reports the results of personal
interviews with employees at all levels of the beef market channel, covering the
information resources that they value and the priority their firms place on information.
Respondents used data on prices and cattle inventories collected by the public sector,
data on retail grocery sales made available through private firms, and data and analysis
from trade associations. Companies involved in meat packing and retail distribution
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use information technologies to automate delivery and billing for products and they are
investing in improved systems. A barrier to a more efficient supply chain in beef is the
incomplete implementation of retail scanner systems for fresh meat.

Kuma (2012) conducted a study on market access and value chain of dairy products in
Wolaita zone to identify and prioritize constraints and come up with strategic
interventions, to identify determinants of participation decision and level of
participation in-farm level milk value addition, to assess factors affecting milk sales
decision and access to alternative milk market outlet choices, to identify determinants of
fluid milk purchasing sources and to identify factors affecting unpacked and packed
fluid milk consumption. The results showed that farmers produced 8 liters of milk per
day, out of which 27.8% was used for home consumption, 58.2% was sold to market
outlets and 26.6% was used for value addition. About 27.9%, 22.1%, and 9.4% of the
milk produced per day was sold to consumers, hotels/restaurants and cooperatives,
respectively. The first-stage probit model results indicate that milk yield in liter per day,
distance from urban centers, age, child, poor access to livestock extension services, shelf
life, social factors, and labor availability determined households decision to add values
to milk. Heckman second stage results show that most of the factors determining
decision of participation in milk value addition also determined the level of
participation. The probit model results indicate that household size, presence of a child,
landholding size, distance from urban center and milk yield per day played a
significant role in the probability of milk sales decision. Conditional (fixed-effect)
logistic model results indicate that compared to accessing individual consumer market
outlet, the probability of accessing cooperative market outlet was higher for households
who had better access to livestock extension services, many years of farming
experiences, large landholding size and members to cooperative. Compared to
accessing

individual

consumer

market

outlet,

the

probability

of

accessing

hotels/restaurants market outlet was higher for households who had better access to
livestock extension services and who owned large number of cows. Multinomial logit
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model results indicate that age of household head, household income, presence of a
child, households who disagree with the statement ”packed fluid milk is fattening‟,
households who disagree with the statement advertisement influences people so they
buy fluid milk‟, who agree with the statement price of packed fluid milk is expensive
compared with unpacked fluid milk‟ and who own cows impacted consumption of
unpacked fluid milk. Education level of household head, young aged household heads,
households with at least a member who has medical prescription, households who
accept the statement, sterilized milk contains preservatives consumed packed fluid
milk. Shortage of feed, low cattle productivity and genetics, inadequate extension
services, inadequate institutional support and veterinary services were major
constraints. Fodder trees and mixed tree legume, efficient breeds’ selection that adapt to
the environment, appropriate technical and institutional support and capacity
improvement are steps to improve dairy value chain.

Kushwaha et al. (1998) conducted a study on profitability of small-holder cattle
fattening programme in Bauchi Zone of Bauchi State of Nigeria. Data were collected
from 150 farmers participating in the cattle fattening programme and the farmers were
supplied with a package of technologies and advice. They found that cattle farming
were profitable; this was mostly considered as a secondary occupation. They suggested
increasing the profitability by lowering feed cost.

Lisa (2011) found that adopting technologies, such as artificial insemination, and the
associated improvements in beef herd genetics better position livestock producers to
meet anticipated demand increases for high-quality beef. The results show that
producer, operation and management characteristics and production risk influence
adoption of artificial insemination and estrus synchronization. The study found that
buyers who are the most risk-takers will prefer to buy calves that were born to females
bred by natural service bulls. Buyers who are slightly risk takers to moderately riskaverse will prefer to buy high-quality calves that were born to artificially inseminated
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females bred with high-accuracy sires because they have a higher probability of earning
more revenue. Less risk-averse individuals may be wealthier, more educated and
innovative. Buyers who are strongly risk-averse will prefer to buy a mixed sire group.

Machmud et al. (2013) examined the existing condition of the ranchers, namely
economic and social characteristics in relation to the development of beef cattle. It
examined factors that influence policies on developing beef cattle and while designing
integrated planning systems in South Sulawesi. The method for this study includes
qualitative and quantitative approaches using survey method to obtain primary data.
Data were analyzed and presented in the form of descriptive tables graphs with
analytical tools. Results were obtained from choices of recommendations, elaborated in
the form of strategy and policy implications based on expert opinions. Internal and
External Matrices with the SWOT analysis and the QSPM. Results show that current
position for beef cattle in South Sulawesi is in grow and build. Therefore, by analyzing
all the factors from SWOT, four strategies were developed to support the beef cattle.
Using the QSPM, results further suggest that the best strategy to develop is the first
strategy. This strategy recommends that in order to develop the beef cattle in South
Sulawesi, there should be an integrating system between the beef cattle rancher and
crop, the strategy also implies that in order to achieve this goal, technology
improvement and innovation play important keys, especially technology for the feed
processing system.

Madevu (2006) studied the nature and magnitude of competition between
supermarkets, green grocers and hawkers in the fresh produce markets of South Africa
and ways of improving the value chain in the year 2005. The researcher used the value
chain analysis method and found that the value chain can be improved in four ways:
processes, product, functional and chain upgrading. The result found that low income
areas were dominated by informal traders while the supermarkets dominated the high
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income areas. The researcher recommended empirical testing of the effect of value
addition on profitability, sales and competitiveness for further study.

Mainsant et al. (1987) conducted a study on beef marketing possibilities in Brittany.
The study showed that beef and veal price variations were seasonal (demand or supply
changes) as well as determined by the type of marketing channel (hypermarkets,
supermarkets of butchers) and they were influenced by the expected product use
(whether for boiling, grilling, rostering or braising). The study also showed the main
beef and veal marketing firms, marketing constraints and potential market expansion.

Mapiye (2010) showed that beef production under low-input systems was constrained
by low protein content, especially during the dry season. Protein deficiency in the dry
season can be rectified by supplementing with indigenous leguminous trees such as
Acacia species. Acacia karroo in particular, is the most widespread tree legume species
in Southern Africa and is largely available during the early dry season. It possesses
numerous positive attributes such as high crude protein, mineral and tannin content,
and

is

adapted

to

the

local

harsh

pedoclimatic

conditions.

However,

its

supplementation value for beef production in the low-input production systems is
largely unknown. The current review, therefore, demonstrates the ability of A. karroo to
reduce worm burdens, and cheaply improve growth, carcass traits, beef quality and
fatty acid profiles of cattle on semiarid rangelands. Strategies for incorporating A.
karroo into feeding regimes to commercialize beef production in the low-input
production systems are also highlighted.

Mapiye et al. (2007) analyzed the potential for value addition of Nguni cattle products
in the communal areas of South Africa. They concluded that development and research
programmes aimed at reintroducing the Nguni breed in the rural areas should take a
holistic and participatory approach in agro-processing and value-addition of Nguni
cattle products. Increased value addition can be achieved by provision of appropriate
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incentives for the establishment of agro processing industries in the rural areas and
promotion of partnerships between communal farmers and agribusiness.

Mare et al. (2013) conducted a study on price transmission in the beef value chain in
South Africa found that the allegations of the red meat farmers and feedlots are not true
in most cases. The analysis indicated that three of the four investigated retailers do
follow the same price trend and that there is a bi-directional relationship between the
retail and carcass prices in two of the instances. It is however recommended that
asymmetry in price transmission in the Bloemfontein beef value chain is tested as more
data becomes available.
Mark et al. (2008) carried out another study in UK on value chain analysis that
examined the beef foodservice sector. The demands and dynamics of this sector differ
markedly from those of the supermarket, which was dominant channel for beef
produce and which forms the focus of the existing literature. This was a challenging
environment for the application of collaborative supply chain improvement principles
because of its high level of regulatory control, power relationships and low profit
margins. Design/methodology/approach – This was an applied research that was case
study based and employed the value chain analysis method. Empirical work was
conducted over an 11-month period and included a one-week whole-team study tour to
Argentina. Informants encompassed UK and Argentine livestock producers, an
Argentine meat processor, a UK meat import operation, a UK meat processor, a UK
foodservice distribution centre and two foodservice restaurants. Key findings, pertinent
to the upstream members of the above chain. It highlights specific supply chain waste
elimination opportunities at both producer and processor level. It also establishes
valuable learning points for the UK beef industry as a whole. Originality/value, this
study represents the first holistic and non-partisan study of its type within the UK beef
industry. This paper adds to the limited body of knowledge on supply chain
management within the foodservice sector. It also provides the first explanation and
analysis of its kind on supply chain operations within the Argentine beef industry. It
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quantifies the magnitude and nature of the cost advantage afforded the Argentine
producer over its best practice counterpart. Finally, it presents a number of reflections
upon the implications of this study for the concept of best practice and also the lean
paradigm.

Markus (2007) examined what consequences might be connected to Swedish meat
consumption. To illustrate the production chain of beef meat, produced in Brazil and
consumed in Sweden, has been mapped and investigated. The analytical focus of this
study has been on power distribution within the chain, aiming to outline its
socioeconomic consequences in the Brazilian context. The empirical data collected
partly from secondary sources, but also from primary sources through interviews with
key informants in the buyer-end of the production chain. The Global VC approach
served as a methodology for mapping the production chain and as a theoretical device
for analyzing the embedded power structures. The main result, besides an overview of
the beef production chain, was an identification of the chain as buyer-driven. Power is
particularly concentrated around supermarket chains, which have very specific
requirements on production and processing, implemented by the importing firms, thus
also having a hug influence. Power concentration was also discovered in the levels of
farming and processing, where the number of acting units declines frequently. The
Swedish beef consumption thus seems to contribute, however small-scaled, to the
process of power concentration along the chain of production, marketing market
entrance a scarce asset, might be longer travels or changed city of residence for workers
or even employment losses due to inadequate education, Low-income consumers might
become vulnerable since cheap low-quality meat becomes inaccessible.Moreover, this
thesis has also raised additional questions, suitable for further research, regarding the
impacts of Swedish meat consumption.
Martin et al. (2003) found that innovative, value added agriculture initiatives generate
sustainability for agriculture producers by increasing commodities. The livestock
industry has been a source of value added income for independent agriculture
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producers for many generations. A vibrant livestock industry can help sustain the
viability of rural communities by providing economy stability.

Mary (2011) found that beef processing in Tanzania, is generally underdeveloped
characterized by poor handling, waste of by-products, minimal value addition and food
safety and quality is not guaranteed. The objective of this research was to find out the
causes of this underdevelopment in rural Tanzania. The research has been conducted in
the frame of the African Agribusiness Agro-industries Development Initiative (3ADI)
which in a diagnostic study of the red meat/leather value chain has revealed the lack of
baseline information on backyard slaughtering. Among the salient conclusions of the
research are the facts that; i) underdeveloped backyard slaughtering due to inadequate
basic factors that support successful slaughtering business was confirmed in all the
villages studied, ii) value addition in the meat chain is marginal because consumers
cannot afford to pay higher prices for quality products, iii) other value chain attributes
such as chain efficiency, chain sustainability and chain integration are also inadequate.
In the study researcher suggested the following recommendations; i) most butchers find
themselves in markets where reduced purchasing power of consumers is prevalent
limiting any efforts to produce higher quality products. Therefore, butchers can
improve their profit margin by reducing their costs rather than selling products at
higher prices, ii) supply of good quality cattle to the slaughter needs to be sustained
through fattening and feedlotting activities, iii) slaughtering facilities need to be built
and upgraded starting by assessing current slaughtering facilities in Tanzania followed
by strategic citing of slaughtering facilities based on sound business plans, iv) market
linkages and market development project activities should be handled by professionals
initially from NGOs/development partners and later on by employment of marketing
officers in each slaughtering house, v) there should be project activities aimed at
classification of meat by muscle type, meat product diversification and design such as
sausages and indigenous dry meat products.
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McEachern and Schroeder (2007) observed that superior knowledge of customers’
perceptions of value is recognized as a crucial success factor in today’s competitive
market place. Despite this, the voice of the consumer is often poorly integrated in the
value chain. Few studies have assessed value created for consumers. The study
evaluated the main attitudes driving consumer purchases of fresh meat bearing value
based labels. Market potential for further differentiation was also examined.

Miah (2002) conducted the study three municipal towns of Pabna, Mymensingh and
Sylhet in Bangladesh to measure the profitability and resource use efficiency of periurban livestock production, characterizes and measure use the efficiency of marketing
system of livestock and livestock products, and assess the nature of production and
marketing constraints. He found that peri-urban commercial livestock farming was
more profitable than traditional farming and small holder beef cattle production was
profitable when only variable cost or cash cost was consider. This production was less
profitable mainly due to small heard size and low productivity of animal. The major
constraints to higher production of livestock and livestock products included scarcity of
feed and fodder, quality breed, veterinary cares and services, working capital, and low
price of products. The most important problems of the marketers included scarcity of
products, payment made on advance for the products, fluctuations in demand and
prices, inadequate marketing facilities, lack of working capital, weight loss of animal
and harassment of police.

Mitcheels and Gow (2008) used a structural equation model for beef producers to
explore the importance of a producer’s market orientation on their subjective
performance within agricultural commodity markets. They found that market oriented
firms are highly innovative and achieve superior performance.
Mustafa (2012) showed the effects of years on gain and length of time to reach slaughter
condition were highly significant (p<0.001) but the effects of year on daily gain were not
significant (p>0.05) in Sudan. It was also shown that seasonal variation was important
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in determining both total gain and fattening period (p<0.001). The results indicated that
the feedlot was operating efficiently. Profits, up to 28.07% of the operation total cost
achieved in 1999 indicated the high profitability of this investment as compared to other
types of business.

Nabi (1998) conducted a study on beef cattle marketing in Bangladesh. He showed that
most of the time butchers slaughter aged draft animal or aged milk cow. Slaughtered
animals 47% were cow, 30% bullock, 10% bull and 13% heifer calf and bull calf. He
found that fifteen percent of total cattle sold in the study area were brought from India
and rest was locally procured. Ninety three percent cattle were sold and 90% purchased
through Dalals. Marketing cost of cattle Bepari-II and butcher were Tk. 510 and Tk.462
per cattle. Marketing margin of Bepari-II for channel 1 and 2 was Tk. 1252 and Tk. 1592
per cattle respectively. The return on Investment (ROI) of Bepari-II was 15% and 15%
for channel 1 and 2 respectively. Return on Investment (ROI) of butcher was 22% and
20% for channel 1 and 2 respectively. The return on investment on butcher was higher
than the others. Lack of drainage and sheds in the beef cattle markets, lack of business
capital, high market toll, dominance of intermediaries, illegal collection of money by
police, tips and donation, high transportation cost, lack of market information, lack
storage facilities, lack of union were the major problems associated with beef cattle
marketing. Creation of Co-operative society and market association (union) were the
major suggestions to solve the above problems.

Negassa et al. (2012) conducted a study to identify and inform the development of
strategies to improve the efficiency of the Somali chilled meat export value chain. The
profile of the Somali chilled export meat value chain features producers, brokers, smallscale traders, agents of exporters and exporters. These actors may operate in long
chains, or shorter ones omitting one or more functions. Small-scale traders play an
assembly role, but many (80%) sell directly to exporters, while brokers operate
throughout the chain. The study found that the benefits on the value chain remains of
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substantial policy interest and the structure of the Somali export chilled meat value
chain offers opportunities to implement change in the context of improved information
and protection of existing interests. Finally, shows that logical extension of the existing
study is the development of formalized linkages between statements of actors’
perceived constraints and risks, and a model of financial and development
performance.

Peter(2012) conducted a study on food safety knowledge and practices among actors in
beef chain in Maragua district, Kenya The study found that level of knowledge on
beef safety standards was generally low and depended on the characteristic being
evaluated and in some cases differed significantly among the actors in the study
categories. On species susceptibility knowledge, cattle (46.4%), man (26.6%) and there is
a significant difference (p=0.010) among actors. Actors differed significantly (p=0.002)
on transmission knowledge by tick bites (30.8%) followed by mosquito bites. The most
conspicuous clinical sign in cattle were nasal discharge (29%) and fever (16.4%)
according to the actors but analysis showed there were no significant differences
(p=0.379) among actors knowledge on clinical signs of RVF in cattle. On the
prevention in cattle, the results showed knowledge on vaccination was (41.9%), dipping
(13.4%) and quarantines (12.2%) and there was a significant difference (p=0.001) in
the

levels

of knowledge among the actors. Results on prevention in humans,

consumption of inspected beef was 36.3% and consumption of cooked beef was 28.3%
showing a significant difference (p=0.001) among actors knowledge. Most of the actors
identified seeking veterinary advice (58.5%) and treatment by self (33.6%) as the best
practices on management of RVF cases. There were no significant differences (p=0.5),
between the actors’ practices on when cattle got sick. The major constraints to beef
safety were corrupt inspecting officers (29.7%) and insufficient policy (23.1%)
which showed there was a significant difference (p=0.001) among the actors on the
understanding of these constraints. The results showed there was need to increase
public education (30.5%) and training of all actors (25.6%) which was corroborated by
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the key informants. The study recommended that the government should develop a
multi stakeholder public health education programme with simple messages to tackle
the spread of RVF. In addition, the government should employ more veterinary
personnel and formulate a beef safety policy with relevant legislation to guide the
sector.

Prasetyo el al. (2012) examined the subsystem implementation and agribusiness
planning in beef cattle fattening; to count the profit of beef cattle farming; and to
analyze the effect of agribusiness subsystem implementation and agribusiness planning
to beef cattle fattening profit. The study was carried out using survey method and the
elementary units were feedlot farmers. The sample was determined by Quota Sampling
Method on 112 respondents spread across five agencies, namely Blora, Rembang,
Grobogan, Wonogiri, and Boyolali. Data were collected from primary and secondary
sources. The data analysis used quantitative descriptive and inferential statistics
method, which include scoring, financial, and multiple linear regression analysis. The
results showed that: the implementation of agribusiness subsystem (including
preproduction subsystem, marketing, and agribusiness support services) and
agribusiness planning were not so good, while the cattle farming subsystem was
moderate; the average of farming scale in each feedlot farmer was 2.95 head of cattle
with the profit rate was IDR 1,044,719 per fattening period during 6.68 months
(equivalent to IDR 156,395 per month); and agribusiness subsystem and agribusiness
planning had significant impact on feedlot farmer profit simultaneously, but
preproduction subsystem and the agribusiness support services subsystem partially
had a significant impact on feedlot farmer profit.

Punjabi (2007) observed that it has become clear worldwide that the most rapid growth
in agriculture has been occurring on the part of post-production activities. This is being
driven by growth of middle income consumers even in low income countries and their
demands for better quality value added products. Absence of agro-industry and
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agribusiness resulting in low levels of value addition of agricultural commodities has
been one of the main causes of stagnation in rural incomes. A substantial agribusiness
sector generating a high outflow of value added commodities is always correlated with
high agricultural GDP and high rural incomes.

Rodrigues et al. (2010) found beef production in less-favoured areas in Portugal was
usually extensive, and along with forestry and agriculture is one of the main sources of
income and employment. It has also an important role both in a social and
environmental context. Portugal is not self-sufficient in beef production, though the BSE
crisis has severely hit beef sales, and it is difficult to envisage consumption making a
full recovery in the short to medium term. It is possible to see an emergent market for
beef produced by Portuguese indigenous breeds from extensive production systems.
Beef from indigenous breeds is considered to be a high quality product by producers
and consumers, mainly because of the superior taste and structure of the meat resulting
from the production methods: differences within breeds, slow growth rate and type of
vegetation consumed. This product differentiation has allowed the enlargement of
small niche markets and has led to an increase in the value of meat with a Protected
Designation of Origin (PDO). The specificity of a product linked with a PDO has a
fundamental role in the establishment of the strategies for agricultural enterprises and
in rural development. Since Portuguese agriculture cannot compete on quantity or
production cost with other competitors, differentiation and quality seem to be the
alternatives that may stimulate rural activities in LFAs and create a regional added
value able to contribute to sustainable development. Extensive animal production
systems can be an important component of environmental and landscape protection, as
well as contribute to the decrease of the human and physical desertification of our rural
areas.

Roheim et al. (2007) analyzed the value of brands and other value addition activities
meant to target specific segments in the frozen fish market. They used purchased retail
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point scanner data of 687 frozen fish products, collected weekly over three years (20022005). The sales data included quantities sold and prices by brand, package size, and
product promotions. The data was analyzed using hedonic pricing model and results
appeared to indicate that consumers preferred “natural” fish that was less processed
and less value added, and they were ready to pay a premium for that. This is to be
expected in markets where health and wellness concern override other factors
influencing demand. The other observation is that traceability is gaining more value
among dealers because quality of their products has a direct impact on their reputation.
Rokunjjaman (2013) conducted a study dealing with how beef fattening farmers
utilize their livestock (beef fattening) credit provided by BRAC to improve their
livelihood and repayment aspects of livestock credit in the study area. The study also
aimed at determining the profitability of beef fattening adopted by loanee farmers of
BRAC. Regarding objectives of the study 50 samples were collected randomly from
Saidpur upazilla of Nilphamari district. Samples were categorized into small (1-2
bulls), medium (3-4 bulls) and large (>4 bulls) farmers on the basis of number of bulls.
The major findings of the study revealed that the average annual income of small,
medium

and

large farm

families was Tk 47179.35, 109337.20 and 163873.38

respectively during the year. Beef fattening were profitable as indicated by the BCR.
The BCR for small, medium and large farmers stood at 1.30, 1.41 and 1.51 respectively
during the study year. More than ninety percent credit has been supplied by the BRAC.
Maximum proportion of loan money was observed to have been productively utilized
during the study period. Loan recovery rate was found quite satisfactory (100 percent).
Self consciousness and possibility of getting more loan in future were identified
as major contributing factors towards satisfactory loan repayment. Beef fattening
program made positive impact on changing the socioeconomic conditions of the
participants. Beef fattening however is often constrained by multiple problems of which
major are lack of grazing land, lack of quality breed, inadequate credit supply,
poor veterinary services, etc. More studies of similar types to be conducted in
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other parts of the country and further livestock development programs by both
GOs & NGOs are also suggested .

Ron (2011) evaluated the current status of the livestock harvesting and processing
industry, with an eye to providing technical assistance to the nascent meat harvesting
and processing industry just is beginning to emerge up in Iraq. USAID-Inma has been
providing support to 10 feedlots in various areas of Iraq and technical assistance to
others who wish to replicate the feedlots demonstrated. These feedlots are producing
high quality meat animals, which should command a higher price in the market in Iraq.
In order to do that a new meat processing industry needs to be developed to meet
higher standards for sanitation, storage, and new technology for producing higher
value cuts of meat and new processed meat products such as sausages, smoked meats,
ready to cook meats and dried meats. This study makes recommendations and provides
designs and cost estimates for building and equipping livestock harvesting facilities,
meat processing facilities and retail butcher shops which can be owned and managed
by feedlots, associations or private companies in order to vertically integrate along the
value chain. This report recommends a series of trainings, which should be required for
staff in each facility. The current market of high quality meat products in Iraq is
discussed and a pricing structure of new meat products is recommended. Direction is
provided to USAID-Inma on the next steps the project should take to facilitate the
development of the meat processing industry in Iraq.

Rosalina et al. (2008) compared the fattening performance in Brahman grade cattle and
crossbred water buffalo at the same young age and fed with high roughage based
fattening rations in the Philippines. Ten crossbred cattle and 10 crossbred water buffalo,
aged between 18 and 24 months old were used in this experiment. The animals were fed
diets consisting of 85% Napier or Para grass and 15% concentrate mixture (CM) on a
dry matter (DM) basis. The grass, total DM intake and bodyweight gain were
significantly (p<0.01) higher for the crossbred water buffalo than for the cattle. There
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was no species significant difference in the digestion coefficient and feed conversion
rate between the crossbred water buffalo. The return clearly indicate that under high
roughage-based fattening rations, young crossbred water buffalo are better able to
utilize the roughage and they perform better in terms of feed intake and live weight
gains than the crossbred cattle in the Philippines.

Ruhangawebare et al. (2010) found that the despite government policy to
commercialize agriculture in Uganda through market liberalization, cattle off-take has
remained low at about 10%. Results indicated that 96% of the respondents participated
in livestock marketing during the year and that abattoir dealers bought most of the
cattle (56.2%) directly from farmers, while 18.2% was sold in the local markets, 16.3% to
fellow farmers and 9.4 % to local butcheries / slaughter slabs operators. Cattle sales rate
of 17.6% was recorded and was highly influenced by price variability followed by
quarantine imposed due to diseases outbreaks, limited number of cattle traders,
inaccessibility to market information and poor roads, respectively. It was concluded
that cattle sales in pastoral areas can be improved by providing livestock keepers with
sufficient market information which stimulate livestock keepers to make informed
decisions while marketing their livestock.

Scott et al. (2007) investigated into the agribusiness developments in what was then a
relatively unknown and rapidly expanding Chinese cattle and beef industry. While this
study provided MLA the wherewithal to develop appropriate strategies in China,
significant developments occurred over the intervening decade. The purpose of this
research was to update policy, institutional and agribusiness developments in the
Chinese cattle and beef industry based on an analysis of recent statistics, targeted
fieldwork and interaction with Chinese industry experts. The study found that there is
now less emphasis on supply-side growth and more emphasis on efficiency, quality and
food safety aspects of the industry. While development levels of the industry are still
low, some specific areas and supply chains have leapt ahead of the rest of the industry
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with implications for import replacement and export promotion. This is already
reflected in recent trade flows. There are significant complementary interests between
the Chinese and Australian industries. MLA has an important role to play in continuing
to help both industries become more aware of and take advantage of these
complementarities.

Seinfeld et al. (1997) conducted a study on cattle production system and found that
beef cattle production systems operate on the three principle models: extensive grazing,
mixed farming, and intensive (industrial) beef cattle production. Extensive grazing
accounts for 9.3 percent of global meat production, mixed farming for 53.9 percent and
intensive beef cattle production for 36.8 percent. In extensive grazing systems, beef
cattle subsist on input readily available from pasture areas. These systems occupy about
one-quarter of the world’s land, yet yield less than 10 percent of global meat
production. In this type of system, production growth primary is achieved by opening
new grazing areas when expansion of grazing land is not possible, further production
growth is achieved by increasing the number of animals on a fixed area of land, thereby
increasing the pressure on rangelands.

Sharif et al. (2009) conducted a study on value chain analysis of meat sub-sector in
Pakistan and found that meat value chain is comprised of five segments namely inputs,
production of meat animal, marketing of meat animals, processing and further meat
processing and distribution. The Inputs 1st segment of meat value chain including seed,
stock feed, and veterinary services. The production 2nd segment of meat value chain
deals with rising of meat animals. Meat animals are raised by traditional farmers (97%)
including culled animals from dairy animals; feed lot fattening (2%) and exporter raise
less than (1%) meat animals at their own farm. Analysis of cost of production of small
and large ruminants production revealed that traditional farmers are getting negative
net return where feed lot farming are generating positive returns. This implies that
traditional farmers do not raise animals with the commercial perspective which require
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a sound livestock extension services to make them aware about the economic return of
the raising commercial meat animal. The live animals marketing 3rd segment of meat
value chain describes the players and marketing channels of meat animals. On the
marketing side, the livestock markets are suffered from shortage of basic facilities like
watering, shelter, feed and fodder. A number of other arrangements like
loading/unloading, communication, services of veterinary doctor, weighing, market
boundaries etc. are absent despite 5 percent commission is charged as market fee in
Punjab whereas in other provinces various practices are followed. The contract money
of these markets is not invested back for provision of such facilities. But the most crucial
aspect of the marketing system constraining meat development is the sale of animal on
per head basis and notion their live weight basis. The processing and further meat
processing 4th segment of meat value chain narrates the meat production at recognized
and non-recognized slaughter houses at urban and rural places in the country. The
distribution 5th segments of meat value chain covers both domestic and export meat
markets.

Sing (2012) argued that the role of funding is paramount to achieve growth in the
agricultural sector and thus help in poverty alleviation. The paper analyses the sources
of funding and support systems for agricultural value chain finance in Asia and
presents a comparative analyses of various approaches for financing. The various
approaches of financing agricultural value chains and the role it plays in
promoting the value chains to enhance its competitiveness. Based on the analysis of the
case studies and best practices, the author has developed a conceptual framework of
conditions in which a typical approach works and recommends variety of options that
can be used to scale up value chain finance in Africa and examine the implications for
value chain finance and concludes with the roles that various stakeholders viz.
government, donors, financial services providers, upstream actors of value chain
as well as producers should be playing to develop an effective value chain to
promote export competitiveness. The author
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has also covered peripheral

but

important issues that should be considered to ensure efficacy of agricultural value
chain finance such as risk management and role of mobile money.

Sintayehu et al. (2010) showed that livestock plays an important role in Ethiopian
agriculture. The sector has been the focus of a breadth of analysis by experts,
development partners and others that reflect a range of perspectives. This report builds
principally on a synthesis of work to date, contributing primary data to fill key gaps,
and based on extensive consultation of a wide set of stakeholders, provides some
additional perspectives. Given the wide range of perspectives, the recommendations
outlined in this report should be viewed as contributions to the discussion that will
result in a set of actionable interventions to drive the sector forward, to accelerate both
growth and food security, and achieve PASDEP II targets. The report reaffirms that
livestock continues to be a significant contributor to economic and social development
in Ethiopia at the household and national level. On a national level, livestock
contributes a significant amount to export earnings in the formal market (10 percent of
all formal export earnings, or US$ 150 million per annum) and the informal market
(perhaps US$ 300 million per annum). Moreover, livestock accounts for 15 to 17 percent
of total GDP, and 35 to 49 percent of agricultural GDP. At the household level, livestock
contributes to the livelihood of approximately 70 percent of Ethiopians. Women play a
critical role in livestock production, both directly in primary production of smaller
ruminants, and indirectly through the contribution of livestock to household assets.
Livestock offers a particular package of benefits to pastoralists, for whom few
alternative livelihoods exist. In addition to direct income benefits, livestock provide
indirect benefits, serving as a means to store assets for those beyond the reach of the
banking system, as a source for fuel and fertilizer from manure, and as draught power
for farm production.

Steinfeld et al. (1996) determined the world livestock system is classified in to three
broad categories of production systems on the bases of degrees of interaction with
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crops, in relation to land, agro-ecological zone, intensity of production, animal species
and type of products. There are three principle models of cattle production system
extensive grazing, mixed farming and intensive (industrial) systems based almost
entirely on livestock production, with little or no integration with crops. They are
mainly based on native grassland. In terms of total production, grazing systems are of
lesser importance due to that they supply only 9% of global meat production. In mixed
farming systems, crops and livestock production are integrated on the same farm.
Hence, resource use in mixed farming is often highly self-reliant as nutrients and
energy flow from crops to livestock and back. Mixed farming is probably the most
benign agricultural production system, since there are many opportunities for nutrient
recycling in to the soil as it is known by complementarities between livestock and crop
production. It provides the largest share accounted for about 54% of the total global
meat production. The importance of mixed systems as suppliers of livestock products is
expected to continue to grow in the future, along with landless mono-gastric systems.
Cattle was the dominant livestock species and kept primarily for draught power, milk,
manure, meat and hides in intensively cultivated mixed farming systems, whereas,
donkeys, sheep and poultry are also important species kept for different purposes. In
this farming system, more than 10% of DM feed for livestock is derived from crop
production and also grazing pressure is very high as a result of this, animals experience
year-round feed shortage.

Tesfaye (2007) conducted a study on characterization of cattle meat production,
processing and marketing system in Metema district, Ethiopia. The result of this
study found that two types of livestock production systems were identified in the
district, namely crop-livestock mixed farming, which is exercised by resident farmers,
and transhumance production system practiced by seasonally in fluxing farmers from
neighboring highlands. The average cattle herd size of households was 15.53 heads,
but it varied significantly (P<0.05) among the three areas. Cows (30.45%) and calves
(32.29%) mainly dominate the herd composition, while heifers (13.90%), oxen (12.02%)
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and bullocks (10.30%) represented minor proportions. The breeding system was entirely
natural mating 65.8% of the interviewed farmers practiced selective mating, while the
rest one-third left their cows for open mating with no concern for selecting the best bull,
although some variation exist from area to area. Major feed resources used by the
households were natural grazing (31.0%), crop residues (29.5%), crop aftermath (21.8%)
and hay (17.8%). The available vast communal range lands provide high potential for
conserving excess fodder during the wet season in the form of hay. Despite this,
households make insignificant quantity of hay and face critical feed shortage
during the dry season. Critical shortage of water was also noted during the dry season,
particularly in highly arid lowlands. Three types of diseases were identified as the
major health problem of cattle and these included tick infestation (37.2%), babesiosis
(31.6%) and FMD (15.6%). Cattle fattening experience was not developed well, because
of lack of experience (34.9%), shortage of labor (30.8%), feed shortage during dry season
(17.5%) and shortage of capital (15.9%). Out of the total fresh meat produced, 49.8 %
was consumed by the household in the form of fresh, while 50.2% was retained for
processing. Meat production and marketing system were constrained by theft of cattle,
infectious and parasitic disease, lack of meat processing services, poor market
information on the price and supply condition, lack of services and lack of feed
processing and utilization management. Extension intervention should focus on meat
production and processing as well as on improving the marketing system of these
products.

Thomas and Barton (1995) examined the mixed farming systems integrate beef cattle
and crop production, whereby each provides inputs used in the other; beef cattle
consume crop residues while manure contributes to crop fertilization. When inputs
requirements for production growth overwhelm on farm capacity to supply feed,
expansion depends on increased supplies of external inputs, particularly feed grain. The
introduction of modern strains of high yielding crops into traditional systems presents
another challenge of mixed farming. These crops generate between one-third and one54

quarter as much non-grain biomass as traditional varieties, reducing the amount of
waste products available to feed beef cattle.

Thompson (2012) finding of bovine spongiform encephalopathy (BSE) in cattle in 2003
and the closure of the US border to Canadian beef, resulted in a financial crisis for
Northern Ontario farmers. Fighting for their survival, many farmers turned to local
markets and co-operative businesses that add value to their beef products. These
enterprises face significant challenges in expanding their operations to coordinate a
value chain that effectively meets the needs of member farmers. Critics of the local food
movement suggest that local food needs to scale up to capitalize on momentum and
broaden accessibility. This critique does not reflect the reality of Northern Ontario value
chains since the lack of markets, inadequate infrastructure, and unresponsive
regulations limit the sector. Co-operative approaches can support regional agricultural
economies experiencing crises sparked by globalization through strengthening
stakeholders within the value chain. Further, policies supporting small abattoirs and cooperatives for Northern regions are particularly urgent.

Toma et al.(2002) showed that the value chains are increasingly common throughout
the livestock and beef industry around the world. There is a very strong interest in the
development of branded meat products that can be supported by certified production
and processing protocols that are subject to audit. The Manitoba beef industry would be
well served to learn more and encourage value chain formation. A number of different
forms and opportunities can be expected to arise. Initial support and the provision of
expertise will facilitate this development.

Tomy (2003) conducted a study on PAM analysis of beef fattening enterprises show that
the beef industry is profitable at private and social prices. Fattening both local and
imported animals produces profits that create positive incentives for producers and
reflect an efficient use of domestic resources. Economies of scale do not appear to be
55

important in determining enterprise profits. Locally bred animals fed by individual
farmers on grass and hay are the most profitable fattening activity.

Umar et. al. (2008) conducted a study to investigate the economics of small-scale cow
fattening enterprise in Bama LGA of Borno State, Nigeria. Random sampling was used
to select 45 respondents from two districts that have large number of beef fattening
enterprise. The analytical tools employed were descriptive statistics and net margin
analysis. The result shows that the average age of the respondents was 41 years. The
inputs used for cow fattening were feeder cow, feed, drugs/vaccines, labour, water and
potash/salt. The net margin was N40, 528.58 per cow that is, for every one naira
invested in cow fattening business; 67 kobo was realized as net margin. The study
shows that small scale cow fattening enterprise is profitable.

Vecchiettini et al. (2010) examined the beef cattle production systems are widely
adopted on large stock farms (from 500 to 5,000 animals) in northern Italy and are
characterized by advanced technology and a strong entrepreneurial altitude. The
animals used are predominantly young bulls (6-8 months of age). After being imported,
they are reared in stables on slatted floors with tanks underneath for slurry collection.
They are subjected to prophylaxis and consume a diet based on maize silage. All these
technical aspects are investigated experimentally in order to find solutions capable of
improving the overall efficiency of the system. In spite of the current difficulties in the
beef sector due to a fall in consumption, the Italian fattening centers remain competitive
due to the growing professionalism of the stock farmers.

Ward et al. (2008) showed that across all beef products sampled, the location of the
retail outlet significantly influenced variation in product prices. The product name or
cut significantly influenced beef retail price. Special and other brands were priced
higher than unbranded or generic beef.
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Wim et al. (2004) showed that the over the past decade, the Western Australian beef
industry has become disjointed, resulting in an unnecessary division between the
northern pastoral regions and the southern agricultural regions. This division has been
driven by the influx of Bos indicus cattle into the northern herds which have contributed
to fewer cattle being slaughtered for export and a substantial growth in the exports of
live cattle. In some ways, this change in market dynamics has undermined our ability to
benefit from the synergistic seasonal and regional variations that exist between the
regions. If these synergies were better understood and harnessed they would have a
positive effect on the entire beef industry. The key outcomes would be: i) an expansion
of the numbers and/or productivity of the northern breeder-herd. ii) Increase in the
numbers of weaners produced for future turn-off.iii) aired and better growth regimes
ensuring maximum weights at minimum age. A supply chain is described by Meat and
Livestock Australia as a group of businesses linked together for mutual benefit to
supply products to customers. A well-managed supply chain can provide the following
benefits: i) increase production efficiency. ii) improve cost competitiveness. iii) heighten
product quality and integrity, iv) initiate new product development, v) Advance quality
assurance, vi) broaden market access, vii) create new business opportunities, viii)
streamline information transfer, and x) develop business networks.

Wolfova et al. (2005) investigated the economic efficiency of several beef production
systems on pasture under different marketing strategies. All calculations were carried
out with the computer program ECOWEIGHT. None of the considered production
systems was profitable without government subsidies for the assumed economic input
values. The subsidies granted when satisfying a set of conditions served for balancing
the economic loss in systems selling all surplus weaned calves outside. A profitability of
10 to 25% was reached for this marketing strategy in dependence on the production
system. When integrating feedlot, only the purebred system with mating female
replacement at an early age (about 15 months) and selling breeding bulls showed
profitability, but at a low level (5%). All other systems produced at a loss even when
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government subsidies were included. A detailed analysis showed a high variability of
the profit and profitability of cow-calf production systems in dependence on breeding
and marketing strategies and on the level of the biological and economic input
parameters. When considering biological performance, reproduction of females was
shown to be the main source of economic efficiency in herds producing calves for sale.
When applying feedlot, the daily gain in fattening was even more important. Beef
prices seem to be the most important economic factor influencing the profitability of all
systems.
World Bank (2000) focused on four key areas where innovation could lead to greater
access to agricultural finance: warehouse receipts and collateral securitization
mechanisms; risk management products; supply chain finance; and technology. The
research describes the issues surrounding the themes and how innovative techniques
can be used to overcome traditional barriers to providing financial services to
agriculture by reducing either the risks associated with lending, the costs, or both. The
diverse group of case studies and thematic discussions also underscore some key
lessons regarding the role of government in its quest to lower costs and risk in the rural
finance space.
Yavuz (2003) assessed cattle fattening activity between October 1999 and March 2000 in
terms of its technical and economic aspects. The data of 138 days fattening in 54 male
cattle of about 20-22 months old form the material of the research. The cattle whose
initial live-weights were up to 200 kg were defined as Group I, those between 201 and
250 kg as Group II and those over 251 kg as Group III. The lowest value in the average
live-weight costs per unit was found in Group I. The partial productivity of feed in
terms of dry matter content was 0.15 kg. The partial productivity of labor was 37.20
kg/d. The financial profitability ratio was 37.34%. The price margin of the whole herd
was 18.71% and the weight margin was 81.29%. In conclusion, it was determined that
the animals with low initial live-weights had a higher fattening performance in terms of
economic values and technical evaluation criteria, with the exception of daily liveweight gain per animal.
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Zokaei et al. (2006) showed that creating supply chains which collaboratively strive on
enhancing the value to the end-consumer. The objective was introduced the food value
chain analysis (FVCA) methodology for improving consumer focus in the agri-food
sector based on the lean paradigm, value stream mapping and value chain analysis
(Porter, 1985). This contribution presents a case-study of a UK red meat supply chain
explaining how the FVCA method enabled a team of researchers and practitioners to
identify the misalignments of both product attributes and supply chain activities with
the consumer needs. This paper explains how the FVCA methodology potentially
realigned the processes along the supply chain with the true consumer requirements
and why the supply chain effectiveness was improved; this follows with a description
of the subsequent efficiency gains from application of the FVCA methodology.
Originality/value – This paper further defines the demarcation between supply chain
“effectiveness” and “efficiency”. This paper contributes to the debate on the importance
of supply chain effectiveness by linking to consumer value at every stage of the supply
chain.

Concluding remarks
A careful review of the literature suggests that studies like Berentset et al. (1994) deal
with environment and economic effects on animal production systems. The studies such
as Barset (2003) are concerned with cattle fattening farming for beef production and
marketing before Eid-ul-Azha of the important agribusiness in Bangladesh. Jabir Ali
(2007) showed that livestock agribusiness is the significant positive impact on equity in
terms of income, employment and poverty reduction developed country situations with
objectives not similar to those of the proposed study. Even livestock related studies
such as Miah (2002) carried out in Bangladesh had distinguished objectives. Beef cattle
rearing are creating opportunities for additional employment and alternative source of
income in rural areas of Bangladesh. Cattle fattening has become a source of
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dependable income for poor farmers. Among the livestock beef cattle enterprise is the
quick money making and profitable business
But none of the studies related to agribusiness on beef cattle in the Char dwellers of
northern Bangladesh. The researcher examined highlighted the status of beef cattle
agribusiness in selected areas of Bangladesh perspective, the operations of the value
chain and value chain finance, the sources of value chain financing and their
importance. The author acknowledged that in the value chains, there are sequences of
activities that the product passes through, with value being added in each stage from
design, to the transforming in inputs, to the final market. These activities are carried out
by a series of actors, who set rules and relate to each other in different ways, depending
on the value chain. However, researcher provides a descriptive analysis of the beef
cattle VC (Actors, factors, and functions including interrelation and interdependency),
identify the amount of value addition of each stage, Understanding the business service
provisions, and suggesting the specific areas of intervention to upgrade the value chain.
So, the present study is designed to investigate a peculiar feature of agribusiness system
on beef cattle in Bangladesh. The findings from the present research are expected to
generate a set of meaningful and useful policy implications of livestock agribusiness.
The study therefore identifies market opportunities and linkage selling cattle and beef
products to inform policies and decisions on which parts of beef cattle agribusiness
need strategic intervention and gives insight to researchers and students interested in
the topic to stimulate further investigations of the problems.

60

CHAPTER-3
MATERIALS AND METHOD
3.0 Introduction
This chapter gives an account of the study design which is used in conducting the
research. The chapter explains the sampling procedure and determinants of the
sample size of the target population. A section of data collection method explains the
tools that were used for collecting data. The analytical framework outlines the
descriptive statistics and econometric models giving the reasons why models were
chosen. Steps of the design which adopted are described sequentially in this chapter.

3.1 Selection of the study area
The study covered three areas of Bangladesh of which two were related to the
hinterland of beef cattle production and consumption of beef and the third one was
related to the processing of by-products. In the production areas, two upazilas were
selected from the districts of Pabna and Sirajganj based on the concentration of beef
cattle production and considering the location of meat processing companies. Dhaka
city was included in the study area as meat consuming area while Saidpur upzaila of
Nilphamari district was selected for the study as the third area due to the presence of
bone meal manufacturing farm (Agro Resources Ltd).
The selections of those areas are for the following reasons:
i)

Literature shows that all the possible combinations of different crossbred beef
cattle production in Sirajgonj and Pabna districts contributed proportionately
higher beef cattle to the country’s supply chain.

ii)

The areas were representative of the local area of beef cattle production and
well linked with Bengal Meat Processing Industries Limited located at Sathia
Upazila which helped easy movement and data collection was easy for the
researcher.

iii)

The cattle fattening practices were significantly different than the other areas.

iv)

The study areas represent the regions of the cattle corridor where income
generation through market access and improved cattle fattening program was
running. The cattle corridor has been the focus of national and international
attention for the implementation of livestock development programs aimed at
poverty alleviation (kyeyamwa et al. 2008).
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Figure 3.1 shows the location of study areas
Study Areas

Nilphamary
Pabnn
Sirajgonj
Dhaka
symbol indicate the study area

3.2 Determination of sample size
The following formula was employed to come up with an appropriate sample size of
beef cattle producer, processor, and trader for the study. Given that variance of the
population between the two is not known, a multistage stratified sampling were
used to arrive at 180 sampling units that was then distributed between beef cattle
producers, cattle traders, beef traders, processors, butchers, and brokers. To obtain
the sample size, sampling approach by Anderson, (1997) was used as indicated
below:
n=

( z 2 pq)
---------------------------------(1) Anderson, (1997)
d2
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Where,
n= the sample size
z= 1.96
P=

Population proportion (the proportion of beef cattle producers and traders in
Northern Bangladesh as well as the traders and brokers in cattle markets).
However, since the northern area of Bangladesh is purely known for beef cattle
rearing as the main economic activity, the best guess of 0.5 proportions was
used because the exact proportion was unknown.

d=

the significance level set at 5% level. This corresponds with a z Value of 1.96.

q=

is a weighting variable computed as 1-p.

Due to high variability in determining who is a trader and beef cattle keeper in the
population the study applied acceptable error of 7.31%, sample size were calculated
as follows;
n=

( z 2 pq) ((1.96) 2 X 0.5 X 0.5)
= 180;

d2
0.0730412

Respondents at beef cattle producer level (farmers) in the study areas from
consideration Pabna and Sirajganj districts who are engaged cattle fattening with
help of external support.
With a high precision of finding in cattle producers in the study applied acceptable
error of 7.31% for selection 180 farmers who were rearing cattle but did not receive
any external support. For non-participant cattle farmers, therefore, a total of 180
respondents surveyed as shown below;
n=

((1.96) 2 X 0.5 X 0.5)
( z 2 pq)
=
=180; for respondents from study areas.
d2
0.0730412

In addition to 360 beef cattle producers, 56 other actors were butchers, traders, actors
and processors included in the study to capture the value chain analysis and end
market. Those actors included 12 live cattle traders, 9 butchers cum meat traders, 9
brokers, 6 by-product traders, 5 butcher shops, 4 MFTs and supermarket, and 3
hotels as well as 5 tanneries, 2 meat processing company and 01 by-product
processing company. Thus, the total sample size came to 416. The selection process
of total sample is shown in Table 3.1
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Firstly, a multistage stratified sampling procedure was employed to select the
sampling units. The first stage involved purposive sampling procedure whereby,
Sathia and Raigonj upazila under Pabna and Sirajganj districts respectively were
chosen out the supply hinterlands of live beef cattle.
Secondly, Total 360 farmers were selected from two upazilas of two districts. Fifty
percent farmers have operated their activity independently while another 50%
farmers were supplied by MFTs and NGOs.
Thirdly, Judgement sampling technique was applied to select 48 sampling units
from various actors in the value chain. Dhaka city market was capture considering
the largest consuming market.
Fourthly, Purposive sampling technique was used to pick up 8(eight) sample units
including five tanneries from Dhaka, two Meat processing companies namely Bengal
Meat Company from Sathia Upazila and Pabna meat processing company from
Dhaka, as well as one by-product processing company, namely Agro Resources Ltd
from Saidpur Upazila.
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Table 3.1 Sample size determination

Stage
Stage:1

2-Districts (Pabna and Sirajganj)

Stage:2

Producer selection
Pabna District
Sathia Upazila
Producers =(90+90)=180

Stage:3

Stage:4

Sirajganj District
Raigonj Upazila
Producers = (90+90)=180

Study areas
Pabna District
Sirajganj District
Dhaka City
Live cattle Traders = 4
Live cattle traders = 4
Butcher
shop
and
super
Brokers= 3
Brokers= 3
market=5
Butcher cum meat
Butcher cum meat traders=2 Butchers cum meat traders=5
traders=2, Hotel =1
By-products traders = 2
Live cattle traders = 4
By-products traders=2
Hotel =1
Hotel=1
MFTs=2
MFTs=2
By-products traders=2
In addition to Meat, hides and by-product processing farm were included as sample.
Pabna District
Nilphamari District
Dhaka City
Meat Processing Company =2
Agro Resources Ltd=1
Tanneries =5
Total Sample size
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Sampling
method
Purposive
sampling
Purposive
sampling

Sample
Size

360
Judgment sampling technique

Category

48

08
416

3.3 Selection of Stakeholders of beef cattle agribusiness
Due to time and funding restrictions as well as the limited number of stakeholders at
some stage, stakeholders in the beef cattle agribusiness were selected for analysis, as
follows; 180 beef cattle producers/farmers, 15 live cattle traders, 6 brokers, 9
butchers cum meat traders, 5 butcher shop and supermarket, 6 beef cattle byproducts traders, 2 meat processing companies, 3 hotels, 5 tanneries, 1 by-product
processing company and 4 MFTs (Table 3.1).

3.4 Techniques and tools of data collection
In the study, both qualitative and quantitative techniques of data collection were
adopted. Accordingly, the structured survey schedules for Face to Face Interview
(F2F) were used as the main option of data collection. As shown in the schematic
diagram below, the methods and data collection instruments were used for carrying
out the study:

Methods of Data Collection

Primary Data Collection

Secondary Data Collection
 Literature review

Qualitatively Survey
 Key informative interview (KII)
 Focus Group Discussion (FGD)
 Observation
 Check list was used

Quantitative Survey
 Face-to- face interview using
 Survey Schedule

Figure 3.2 Data collection methods for the study
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Face to Face Interview (F2F): The explorative approach of the study needed factual
data on divergent issues related with the field work interventions. In order to get
more candid and sensitive information through a pre-tested structured Data
Collection Instrument (DCI) the survey was administered in sample households in
the study areas.
Key Informant Interview (KII): In order to obtain qualitative information from the
persons who have sufficient experience on the relevant issues of the study, Key
Informant Interview (KII) was conducted with the livestock officers, Lead farmers,
different stockholders, and agribusiness actors, etc.
Focus Group Discussion (FGD): The main instrument for collecting in-depth
descriptive data from the respondents was Focus Group Discussion (FGD). Using a
pre-designed discussion guideline for facilitating the sessions, the discussions were
recorded in tablet PC.
Field Observations: These involved making pertinent observations in relation to
institutional arrangements between the value chain actors and

the

service

providers including public institutions, development partners and other NonGovernmental Organizations (NGOs) and relevant organizations operating in the
agricultural sector in the study area. Additional data and information relevant to
value chain analysis were also collected from various sources in the study area

3.5 Preparation of survey schedules and survey period
To collect information for the study, three different sets of interview schedules were
constructed; first one was designed for cattle farmer, second for different value chain
actors and the third one for by-products value adding actors. Primary data were
collected in January to December 2014. Secondary data were collected from 19901991 to 2011-2012 based on availability. Pre-testing of the questionnaire was done to
check for any ambiguity. Therefore, addition, deletion of some of the questions and
the modification of several models was done.
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3.6 Data collection
Both the primary and secondary data were collected for this study. Primary data
were collected by implying different techniques such as survey schedule, field
works, & interview. Various sources were used for collecting of secondary data.
These were previous research works, theses, books, Journals, Government published
documents, etc.
Data collection steps are briefly explained in a subsequent action.

3.6.1 Secondary data collection
Available materials used to give the research a good start. It also saves time not only
of the researcher but also of the respondents. For the collection of secondary data
various research reports on the sector and other government and non-governmental
statistics and reports including area-specific articles from journals, books, theses,
newspapers, satellite news, photos, and other relevant documentation previously
produced were consulted.

3.6.2 Primary data collection
Primary data were collected in two districts namely Pabna and Sirajgonj using a
semi-structured questionnaire with closed and open-ended questions. The study
applied participatory techniques in gathering the primary data and information,
among which included the following:

3.6.2.1 Data collection by fieldwork
The study aimed first at depicting and then to analyze the structures of the relevant
value chains and the networks in which farms were inserted. In the second stage, the
study aimed at identifying upgrading efforts and achievements by local farms, to
classify those efforts and achievements (product, process, functional and intersectoral) and to observe which type of horizontal network with input collection,
support services, processing, and value adding process and their activities and chain
governance they were linked to.
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3.6.2.2 Data collection by interview schedule
The questionnaire is one of the most widely used social research technique (Blaxter
et al. 2001). The questionnaire designed for this study aimed at gathering both
quantitative and codified qualitative information. In the study, the researcher
collected information from 180 farmers and 48 value chain actors by using interview
schedule about socioeconomic condition and activities, and profitability. Although
time and money consuming, face-to-face surveys tend to provide better response
rate, and allow having more accurate answers. If in the case of doubts the answer
researcher could communicate with the actors over the hone for calcification the
answer.

3.7 Editing and tabulating data
After collection of data, researcher edited carefully to eliminate all possible errors
and inconsistencies. Then it carefully scrutinized, summarized, classified are
tabulated and entered into computer package for processing. Finally, a number of
relevant data sheets, database and tables were presented according to the necessities
of the analysis to meet the objectives of the study.

3.7.1 Analytical Techniques
The study aims at looking into different areas for which methodology and analytical
techniques differ considerably. An aspect of livestock overview, value chain
analysis, and value chain financing, economic impact and challenges and
opportunities all have different analytical techniques. Taking all these issues in
consideration design and distribution of sample farm should be appropriate to
address the objectives of the study and to make the sample analysis and presentable.

3.7.2 A critical review of the analytical techniques
The main objective of the present work is to arrive at a meaningful conclusion. For
this purpose collected information was presented in accordance with the objectives
of the study. In this connection different statistical tools and software were
employed to analyse the data. Descriptive analysis was done mainly by computer
software and sophisticated higher econometric analyses were performed with help
69

of SPSS version 20. The following analytical procedure was applied to fulfill the
objectives of the study.

3.7.2.1 Descriptive analysis
Collected data were compiled, tabulated, adjusted and then summarized, analysed
to attain the objectives. Descriptive analysis used with the aid of tabular method to
classify the data and derive meaningful findings by using percentages, means, ratios,
correlation, regression and standard deviation, standard errors to analyse this part of
research.

3.7.2.2 Analytical procedure of beef cattle value chain analysis
The challenges of beef cattle agribusiness can be addressed through understanding
the linkages between the farmers, traders and other actors along the beef cattle value
chain. The methodology employed to conduct the study is referred to as value chain
analysis, a practical tool based on competitiveness theory developed by Michael
Porter (1984), and, in this case, adapted for application beef cattle agribusiness
because value chain is the driver of agribusiness. In this study multi-dimensional
approach was employed to diagnose and study the value chains. An approach used
in value-chain analysis depends on the research question (Kaplinsky and Morris
2001). Accordingly, four aspects (actors, factors, relationship and amount of value
addition) of value chain analysis have been applied in the beef cattle sector.
Actors-the players involved in value chain transactions and the nature and scale of
their respective functions.
Factors-the external influences affecting the nature and terms of transactions along
the value chain;
Relationships-the flows of power, knowledge and benefits throughout the chain;
Estimation of value addition-Every actor creates some value by their respective
functions and share profit of every transforming form.
In order to attain the first objective, the researcher examined value chains of three
sub-sectors of beef cattle agribusiness: They are i) Live cattle and meat ii) byproducts (hides), and iii) waste by-product. In each chain, the researcher applied
value chain mapping technique. Value chain mapping is a visual and graphical
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presentation form of all the actors, functions and relationships in a targeted value
chain. It presents different supply channels that transacted raw materials into
finished products and distributed those products to final consumers, and different
markets or market segments to which products are sold. It was also analyzed using
functional analysis. The core processes, actors involved, flow and quantity of
product at each node of the value chain were determined. A flow chart was used to
represent the activities in the value chain.
Accordingly, three sub-sector aspects of value-chain analysis have been applied the
following techniques in the beef cattle sector, which are described below:
i)

Value chain mapping: a value-chain analysis systematically maps the actors
participating

in

production,

distribution,

processing,

marketing

and

consumption of a particular product (or products). This mapping assesses the
characteristics of actors, profit and cost structures, and flows of goods
throughout the chain, employment characteristics, and the destination and
volumes of domestic and foreign sales. Value chain analysis starts with drawing
a preliminary map of the chain. The map is elaborated in a participative way
with the stakeholders involved and evidence shared from the analysis of existing
research using:
• Main functions and activities in the chain
• Broad geographical spread
• Main operational categories or stakeholders involved
• Size of each element in terms of number of people involved disaggregated by
their activities
• Idea of the relative share of value contributed and taken by actors at that
stage
ii) Identifying distribution of benefits of actors in the chain: Through the analysis
of margins and profits within the chain, one can determine who benefits from
participation in the chain and which actors could benefit from increased support
or organization.
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iii) Examining
within

role

of

Upgrading

chain:

The following steps are followed to draw the
beef cattle value chain map
Step 1: Collect information through desk
research (existing studies, reports, and statistics)
Step 2: Define the nature of the main products of
the value chain.
Step 3: Define the various functions that occur in
the value chain, such as input supply,
production, assembly, processing, wholesale,
export, retail, etc. Separate the functions
graphically into segments, e.g. starting with
input supply on the left and moving to retail on
the right.
Step 4: Specify types of actors and allocate them
to the different functions. Use types of actors
and not individual farms. Some actors can carry
out more than one function.
Step 5: Put arrows representing the flow of
products from one actor to the next actor and
include information on the type of contractual
arrangements.
Step 6: Specify end markets and relocate actors
and arrows accordingly. Define market channels
such that end-markets are at the right end of the
map.
Step 7: Include generic categories of support
services, e.g. financial services, transport,
packaging, etc. Arrows can show which actors
benefit from these services. Information can also
be included on who the main providers of these
services are.
Step 8: Add data overlays when information is
available, relevant and helpful for the value
chain analysis.
Step 9: Indicate where in the chain poor or
marginalized people are concentrated.
Step 10: Write a narrative explanation of the
conditions in the chain in order to refer to
important aspects not covered in the map.

upgrading
can

involve improvement in quality and
product

design

that

enable

producers to gain higher-value or
through

diversification

in

the

product lines served. An analysis of
the upgrading process includes an
assessment of the profitability of
actors within the chain as well as
information on constraints that are
currently present. Governance issues
play a key role in defining how such
upgrading occurs. In addition, the
structure

of

barriers,

trade

standards

regulations,

entry

restrictions,

further

shape

and
and

influence the environment in which
upgrading can take place. Possible
forms of upgrading include process
upgrading, product upgrading and
function upgrading.

iv) Role of governance in value chain: Governance in a value-chain refers to the
structure of relationships and coordination mechanisms that exist between actors
in the value chain. Governance is important from a policy perspective by
identifying the institutional arrangements that needed to be targeted to improve
capabilities in the value chain, remedy distributional distortions, and increase
value-added in the sector.
By systematic understanding these linkages within a network, one can better
prescribe policy recommendations and, moreover, further understand their
reverberations throughout the chain.
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Estimation of value addition: For calculating the value addition across different
stages of value chain earned by the actors, the researcher used the following formula
Acharya et. al. (1999);
Value Addition (VA)
(VA)  (Total Selling Price) - (Total Purchase Price) -----------(i)

Profit for Value Addition
(PVA)=(Total Selling Price)–(Purchase or Buying price + Cost and Expenses)----(ii)
Value addition Percentage (VAP)
VAP

VA
100
TSP

------------ (iii)

Where,
TSP = Total selling price
Distribution of Value Addition (DVA)
Value Addition at Specific Stage
DVA = n
 100 ----- --- (iv)
 Value Addition in the Value Chain
i

3.7.3 Factors affecting value chain actors
Value chain factors are external influences on the operations of the actors and follow
the products to the end consumers. These factors have positive and negative effects
on the beef cattle value chain agribusiness. The researcher evaluated whether the
actors engaged in beef cattle value chain activities, the motivating factors for
engaging in a value chain, and finally, the value chain systems were characterized
and described. The intended goal for value chain was given by the actor’s perception
on whether it was achieved or not. A probit model was used to determine the factors
influencing the decision of the actors in the value chain. The decision to use probit is
based on the fact that the decision to add value is discrete and dichotomous, discrete
decisions are analyzed using qualitative response models one of which is probit. The
other qualitative response models are logit and linear probability model (LPM).
Logit models are used to analyse data that has a logistic cumulative distribution
function while LPM has a number of shortcomings that make it unsuitable; it can
generate probability values that lie below zero or above one, which would be
unrealistic. LPM also leads to questionable values of R2 as a measure of goodness of
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fit (Gujarati, 2004). This study assumes a normal cumulative distribution function
and hence the choice of probit.
An entrepreneur‘s decision to add value to his produce depends on an unobservable
utility index p i (expected utility) which is determined by the socio-economic
characteristics of his/her household. The larger the utility index pi the higher the
probability of the entrepreneur adding value. The index is expressed as
pi  1   2 X 2               n X n

To show the relationship between the utility index and the decision to add value, it
is assumed that Y=1, if the entrepreneur adds value and Y=0, if he or she does not. It
is reasonable to assume that there is a critical level of utility that if utility exceeds the
entrepreneur is engaged in value addition (i.e Y=1), otherwise he/she will not, this
threshold is appropriate zero. This threshold is not observable, but it is assumed that
it is normally distributed with the same mean and variance. Therefore,
Y  1 if P * >0 and Y  0 if P * ≥ 0 (Greene, 2002),

Empirically the model is presented as follows:
Y  1  1 X 1   2 X 2   3 X 3   4 X 4  5 X 5   6 X 6   7 X 7  8 X 8   9 X 9  10 X 10  1

Where,
Y = if the actors add value or not,

 = constraint,
 i = Coefficient of influence,
 i = Error term.
Marginal effects were computed and used to interpret the results. Marginal effects
were calculated by taking the first derivative of the explanatory variable with respect
to the explained variable as shown below:
Y
 F (X )
X

(Greene, 2002)
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Table 3.2 Presents description & measurement of variables used in probit model
Symbo Variable
Description of Variable
Measurement unit
l
Dependent Variable
Y
Value Chain
Whether the actor adds value or Dummy 1=adds
not in the chain
value, 0=does not
add value
Independent Variable
X 1 Age
Age of value chain actor
Number of years
X 2 Household size Number of household members Number of
members
Number of years in value chain Number of years
X 3 Experience
by the actors
X 4 Level of
Number of completed years in
Number of years
education
schooling by household head
X 6 Credit use
If operator used credit in the
Dummy (1= yes),
business or not
(0= no)
X 7 Slaughter
Average number of slaughter
Number of
times/week
times per week
slaughter
times per week
X 8 Attitude
Actor’s attitude towards risk
Dummy , (0= risk
towards risk
averse), (1= risk
neutral), (2= risk
preferred)
Number of employees in the
Number of
X 9 Number of
employees
beef cattle
employees
X 10 Profit
Average profit
Average amount
earned

Expected
Sign

+
+
+
+
+

+
+

To determine the influence of credit on the level of value chain activities of beef
cattle agribusiness ordered logit model was used. Butchery operators who added the
least value were given zero while those who added more value were ranked from
level one upwards depending on the levels of value chain they practiced. This model
was chosen because the choices on the levels of the value chain by the butchery
operators are ordered or ranked. Multinomial logit is also appropriate for multiple
choice analyses but only in situations where the choices are diverse and not ordered;
therefore, OLM is the most appropriate for this case. Although the outcome for this
objective is discrete, MNL or probit would fail to account for the ordinal nature of
the dependent variable. A regression would treat different ranks as completely
different variables, while in the true sense they are closely related. Codes were
allocated to butcheries depending on the level of a value chain that they undertook.
OLM is based on latent regression just like a probit model, as shown below;

Y *  X 1  

(Greene 2002)

Where, Y* is unobserved
What is observed is

Y* = 0 if bulk is broken and meat is packaged
Y*= 1 if meat is cooked in addition to level 0
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Y*= 2 if in addition to levels 0 and 1, some of the meat are sold in bulk.
It was assumed that the error terms had a logistic cumulative distribution function
across observations. The general model is presented below.

Y *  1  1 X 1   2 X 2   3 X 3   4 X 4   5 X 5   6 X 6   7 X 7   8 X 8   9 X 9
  10 X 10   11 X 11   12 X 12   i           
Where,
Y* =if the actors adds value or not,

 =constraint,
 i =Coefficient of influence, and
 i =Error term.
Table 3.3 Shows the description and measurement of variables which are used in
the logit model
Symbol

Variable

Dependent Variable
Y
level of value
addition

Description

Measurement Unit Expected
Sign

Levels of value addition
practiced by the
agribusiness

Proportion of beef
cattle subjected to
each form of value
chain.

Independent variables
Age
X1

X2
X3

X4
X5
X6
X7

X8
X9
X 10

X 11
X 12

Age of the business
operator
Household size. Number of household
members
Employment
Employment status of the
status
actor
Experience
Experience of business
Gender
Gender of agribusiness
actors
Actors education Completed years in school
by the actor
Credit use
Whether one used credit in
to finance value addition
Frequency of
Average slaughter times per
slaughter
week
Value of assets
Value of assets used in the
business
expenditure
Yearly household
expenditure
Employees
Number of employees in
the butchery
Profit
Average butchery profit per
day
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Number of years
Number of
members
Dummy 1=formal),
(0= self)
Number of years
Dummy (1=male,
0= female)
Schooling years

-,+
_
_
+
+
+

Dummy (0 = not
used) (1 = used)
Times per week

+

BDT

+

BDT

+

Number of
employees
Average amount
earned per day

+

+

+

3.7.4 Analytical procedure of value chain financing of beef cattle
agribusiness
In order to attain the second objective i.e. financing value chain of beef cattle, firstly
researcher searched secondary data then he visited several times in research sites
and observed and conducted interviews with various value chains actors including
input suppliers, producers, processors, retailers, as well as officials from financial
institutions, donors, government and support institutions to find out the following;
a) Why are value chains relevant for livestock finance?
b) How many financial institutes involved with value chain actors?
c) What are the constraints and opportunities for business expansion within the
value chain?
d) In what ways, lack of access to finance hinders value chain development?
e) What role do local government and donors play that impact the value chain?
On finding the answers, the researcher conducted the case study on i) Bengal Meat
Processing Industry, ii) Pabna Meat Company and iii) Agro Resources Ltd. The
study identified the key financing players in the value chain, the linkage between the
chain participants and how activities in the chain were being financed. In addition,
the study focused on how actors within the value chain interacted and collaborated
in increasing and expanding their businesses, innovations, best practices, lessons
learned, issue and constraints and emerging developments in value chain financing.

3.8 Technical procedure followed to assess economic impact of beef cattle
agribusiness
The purpose of economic impact analysis is to help planners, analysts, and interested
individuals estimate the total economic effect that a particular sector or industry has
upon a region’s economy, and to aid in understanding how a particular sector
relates to other sectors of the local economy. Generally, there is no single statistical
method to evaluate the impact of any programme or project which is rigorous and
hence policy relevant (Ravallion, 2005).
To analyze the impact of beef cattle farming on farmers’ employment creation and
income generation, techniques of double difference were applied with chow-test.
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Firstly, net farm income of beef cattle agribusiness participants and non-participants
farmers were calculated and evaluated in the study area. The model specification for
the net farm income is as follows:
NFI = GFI – TVC – TFC -------------------------------------------------------------------- (1)
Where,
NFI = Net farm income;
GFI = Gross farm income;
TVC = Total variable cost; and
TFC = Total fixed cost
IncomeAfter  IncomeBefore
Note: % change in income =
X 100 --------------------(2)
IncomeBefore
Secondly, the advantage of using the double difference method is that it sets out the
effects of additive factors that have fixed (time-invariant) impacts on income
indicator, or that reflect common trends affecting project participants and nonparticipants equally such as changes in prices (Ravallion, 2005). The Double
Difference method, which is also known as Difference-in-Difference method (Duflo
et al. 2004, Verner et al., 2005) has the formula:

1
DD  
P

p

 (Y
i 1

1 ia

 1
 Y 1 ib )   
 C

c

 Y

0 ja

j 1


 Y 0 jb  -------------------------------(3)


Where
DD = Income difference between the respondents;
P = Number of participants;
C = Number of individual control group (non –participant);
Y1ia = Income variable of participant after the program;
Y1ib = Income variable of participant before the program;
Y0 ja = Income variable of non-participant after the program; and
Y0 jb = Income variable of non-participants before the program.
The level of significant of the income difference was tested using paired t-test as
specified:

Xˆ 1  X i  X ------------------------------------------------------------------------------------ (4)
Yˆi  (Y1  Y ) -------------------------------------------------------------------------------------(5)
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Then t is defined as
t  (X Y )

n(n  1)



n

( X i  Yi ) 2
i 1

------------------------------------------------------------------(6)

Where,
X 1 and Y1 = two paired sample of beneficiary and non-beneficiary income
respectively;
n = sample size; and
n – 1 degree of freedom.
Chow test was also carried out to test a change in the slope and equality in the
intercept of the income function of participant and non-participant farmers. In
program evaluation, the Chow test is often used to determine whether the
independent variables have different impacts on different subgroups of the
population (Christopher, 2007). Chow test is a variation of F-test for a restriction. In
using the Chow test, four sets of regression analysis using all the observations of the
respondents were carried out and the residual sum of squares of the lead regression
model was used for the test. The first regression model was on the participant
farmers, the second one on the non-participant and the final one on the pooled data
of both respondents and the fourth involved inclusion of dummy variable (1 and 0
for the participant and non-participant farmers, respectively). The model for the
Chow test for homogeneity of slope is as follows:

F *Chow 

RSS 3  ( RSS1  RSS 2 ) / K
-----------------------------------------------------(7)
( RSS1  RSS 2 ) / n1  n2  2 K

Where,
RSS3=Residual

sum

of

squares

for

the

3rd

regression

(pooled

data);

RSS1=Residual sum of squares for the first regression (participant group);
RSS2 =Residual sum of squares the 2nd regression (non-participant group).
K = is the total number of regression estimates including the intercept bo,
n1 and n2 = number of observations of the 1st and 2nd regression (participant and
non-participant farmers), respectively.
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To test whether the coefficients of the estimated differed significantly between the
respondents, a dummy variable (1, 0 = represents beef cattle farming the participant
and non-participant) was introduced to the pooled data of the regression model. The
Chow test is given as:

F* 

RSS 3  RSS 4 / K 3  K 4
-------------------------------------------------------------------(8)
RSS 4 / K 4

Where,
K3 = n3-m degree of freedom;
K4 = n4-m degree of freedom;
n3 = number of observations of the 3rd regression;
n4 = number of observations of the 4th regression;
m = number of regression estimates including intercept box;
RSS3 = Residual sum of squares for the 3rd regression (pooled data); and
RSS4 = Residual sum of squares for the 4th regression (pooled + dummy data).
The computed Chow statistics then compared to the tabulated chow F ratio;
If Fcal > Ftab at F 0.05, the difference in income between participant and nonparticipant is due to beef cattle intervention.

3.9 Identifying challenges and opportunities and strategy formulation for
beef cattle agribusiness
In order to found the 4th and 5th objectives of the study, the researcher employed the
different techniques. A brief description of these analytical techniques is given
below:

3.9.1 Technical procedure identifying the challenges and opportunities
Challenges and opportunities of beef cattle agribusiness were identified during the
primary data collection stage. These constraints were verified by the value chain
actors during FGDs. Based on a qualitative survey, outputs and the information
gathered during the field survey.
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The researcher extensively discussed with the supervisory body about the list of
challenges and opportunities. The way how the researcher reached this goal
presented in the diagram given below-

Secondary Information
Survey Finding

Identification of
Constraints
FGD with all the Stakeholders
of beef cattle agribusiness
Extensive discussion with
the supervisory members

Final list of constraints of
beef cattle agribusiness

Figure 3.3 Selection processes of major challenges and opportunities
Note:

Indicate adjustment the findings
Finalised the findings
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3.9.2 Beef cattle agribusiness development strategy
In order to make the development strategy, the researcher employed different
techniques which are presented in Figure 3.4.

Start

Characteristics of
beef cattle
agribusiness

Characteristics of
farmers
(Economic Aspect)

Characteristics of
farmers
(Social Aspects)

Existing/actual
condition

IFE Matrix

Analysis of external and internal
factors

Expert Opinion

Formulating of
alternative strategies

Selection of alternative
policy for beef cattle
development

Beef cattle agribusiness
policies
Figure 3.4 Research implementation flowcharts
Source: Achmad et al. 2013
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EFE Matrix

SWOT Matrix

3.9.3 SWOT Analysis
The SWOT is an acronym for Strengths, Weaknesses, Opportunities, and Threats.
Occasionally, is found as a ‘WOTS up’ analysis or the TOWS analysis. The technique
is credited to Albert Humphrey who led a research project at Stanford University in
the 1960s and 1970s using data from leading companies involved in long-range
planning processes. The SWOT analysis is described as “a technique for focusing an
individual’s or group’s attention on strengths, weaknesses, opportunities and
threats. It is useful particularly because strengths and weaknesses can be the cause of
potential future risks both opportunities and/or threats” (Murray-Webster, 2010,
p.88).
Analysis of the beef
cattle agribusiness

Analysis of Markets
and trends

Analysis of
Competitors

Analysis of business
environment

Figure 3.5 Basic Components of SWOT analysis
A SWOT analysis is a planning tool used to understand the Strengths, Weaknesses,
Opportunities, and Threats involved in a project or in a business. It involves stating
the objective of the business or enterprise and identifying the internal and external
factors that are either supportive or unfavorable to achieving that objective. The
SWOT is often used as a part of strategic or business planning process, but useful in
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understanding agribusiness entrepreneurs or situation and decision-making for all
sorts of situations.
In the present study considering the four basic components (Figure3.5) such as
existing beef cattle agribusiness, market trends, competitors and business
environment was analysed by the SWOT analysis. The researcher employed the
worksheet Figure 3.6 to examine strengths, weaknesses, opportunities, and threats
which encountered in the beef cattle agribusiness development in the study area.
Strengths
Weaknesses
(What are done well)
(What are not done well)
Production inputs
Productivity
Experience
Access to information
Technologies
Low beef quality / hygiene.
Man power
High price of beef cattle
Demand of beef cattle
Transportation facilities
Potential markets
Domestic and Foreign investment.
Changing food habits
Consumers willing to pay for safe
Food processing industry
food.
Government commitment to
development.
Activity Worksheet
Opportunities
(External factors favorable to beef cattle
sub-sector agribusiness)
Native breed
International export Market
Increasing local demand
Cattle population
Established distribution network.

Threats
(External factors working against
the agribusiness
Transboundary animal diseases
Degradation of pasture lands
Veterinary check
Increased cattle prices.
Climatic Impact
Beef cattle smuggling/ import
Consumer confidence.

Figure 3.6 Work sheet of SWOT analysis

3.9.4 Diagnostic of SWOT analysis for beef cattle agribusiness
The diagnostic process provided management with two important analytical tools.
Firstly, for the four functional areas of input supplies, production, processing,
marketing, and consumption summary diagnostic tables were. Secondly, the
identified the internal factors considering the strengths and weaknesses of
agribusiness and identified external factors considering the opportunities, and
threats. Thirdly, researcher prepared a diagnostic table prepared. The diagnostic
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tables helped reach consensus between consultants and management about the
problems the agribusiness faced with, and the route to follow to improve the subsectors agribusiness’s situation. Based on the diagnostic table, the Strengths,
Weaknesses, Opportunities, and Threats analysis (SWOT) was prepared. The SWOT
summarises the findings from the beef cattle agribusiness diagnostic and places this
information in a strategic framework for beef cattle agribusiness improvement.
Through SWOT the researcher matched strengths with opportunities (taking
advantage), attempt to convert weaknesses into strengths (improvement), and determine how threats can be avoided (upgraded).
Table 3.4 Diagnostic of SWOT analysis
Strengths: What beef cattle sub-sector
agribusiness in the area

Weaknesses: what beef cattle subsector agribusiness do not do well

Improvement

Poor production and marketing know
how practice

Cattle are renewable natural resources
Food safety and cattle fattening practice
in Bangladesh, Bangladeshi consumers
do not satisfy by the consumer in
traditionally love beef due to rich
national and international level.
protein, tasty and religious culture. This
preference is the biggest strength and
asset for beef cattle agribusiness
Opportunities: external factors
favorable to the agribusiness

Threats: external factors working
against the agribusiness
Update

Taking advantage

Livelihood. Employment and food Low production, lack of veterinary
security
opportunities
and
high check of animal before and after
demand of beef cattle and cattle slaughter and low hygiene handling the
meat lead to health risk for consumers,
products
production and
slaughter may be
upgraded reflecting advance technology
marketing practice required
Source: Author own illustration 2014
Thus, the SWOT analysis helped determine what the beef cattle agribusiness already
did well, how it could use these skills to grab opportunities, and where it needed to
make improvements to counter threats and overcome weaknesses. The SWOT which
is the outcome of the diagnostic study is an extremely important step in establishing
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the priorities for the restructuring plan. In fact, having completed the diagnostic
tables and SWOT the outline for the restructuring plan is described step by step.

3.9.5 Analysis of Internal and External Factors
The tools used to analyse data in this stage are Internal Factor Evaluation (IFE)
Matrix and External Factor Evaluation (EFE) Matrix. The steps of these tools are
quite same. The difference is only at the rating determination. The steps are:


List the internal (strengths and weaknesses) and external (opportunities and
threats) factors of beef cattle agribusiness.



Assign the weight by filling the number in a range of 0.0 – 1.0 for each factor. It
represents the importance of factor can influence the agribusiness’s success. The
sum should be equal to 1.



Assign the rating of each factor.

For internal factor, the rating represents:
1 = major weakness
2 = minor weakness
3 = minor strength
4 = major strength
For external factor, the rating represents
1 = response is below average
2 = response is average
3 = response is above average
4 = response is superior


Multiply the weight and rating of each factor and put the result in the weighted
score column.



Sum all the weighted score to get the total weighted score of the
internal/external factor.

The results of the present study are presented in following headings to develop
effective beef cattle agribusiness strategies.
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3.9.5.1 Internal Factor Evaluation (IFE Matrix)
The Matrix Internal Factor Evaluation (IFE) uses the weighting scoring system to
identify the value Strength weight and weakness for beef cattle producers. The IFE
matrix process uses the following five steps:
1. Listing key internal factor: The first step is to gather a list of internal factors and
dividing them into two groups: strengths and weaknesses.
2. Assigning weights: Weight is assigned to each factor. The value of each weight
should be between 0 and 1. Zero means the factor is not important while one
means the factor is the most influential and critical. However, the total value of
all weight put together equal to one.
3. Assigned rates: Rating is assigned to each affecting factor. And is 1 and 4. Rating
indicates how effective the beef cattle agribusiness strategies respond to the
factor. The rating captures whether the factors represents a major threat rating 1,
minor threat rating 2, minor opportunity rating 3 and major opportunity rating 4.
4. Score: Multiplied each factor weight with its rating in order to get its weighted
score.
5. Total weighted scores: All the weighted scores of each factor are added in order
to calculate the agribusiness total weighted score.

3.9.5.2 External Factor Evaluation (EFE Matrix)
The Matrix External Factor Evaluation (EFE) uses the weighting scoring system to
identify the value opportunity weight and threat for beef cattle producers in study
areas. The EFE matrix process includes the following five steps:
1. Listing key external factor: The first step was to gather a list of external factors
and divided them into two groups: opportunities and threats.
2. Assigned weights: Weight is assigned to each factor. The value of each weight
should be between 0 and 1. Zero means the factor is not important while one
means the factor is the most influential and critical. However, the total value of
all weight put together equal to one.
3. Assigning rates: Researchers assigned rates to each factor are 1 and 4. The rating
indicates how effective the beef cattle agribusiness strategies respond to the
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factor. The rating captures whether the factor represents a major threat rating 1,
minor threat rating 2, minor opportunity rating 3 and major opportunity
rating 4.
4. Score: Multiplied each factor weight with its rating in order to calculate its
weighted score.
5. Total all weighted scores: Add all the weighted scores of each factor, in order to
calculate the agribusiness total weighted score.

3.9.6 Formulating alternative strategies by matching technique
It is the process of combining the internal and external factor of agribusiness to
generate strategy. The matching stage is a process of matching internal and external
factors. Among the existing five techniques, the researcher used SWOT matrix for
matching. The SWOT matrix is an important matching tool that helps beef cattle
entrepreneur develops four types of strategies. The SWOT Matrix is an important
matching tool that helps managers develops four types of strategies as in Figure 3.7.
There are eight steps for constructing a SWOT Matrix:


List the beef cattle agribusiness’s key external opportunities.



List the beef cattle agribusiness’s key external threats.



List the beef cattle agribusiness’s key internal strengths.



List the beef cattle agribusiness’s key internal weaknesses.



Match internal strengths with external opportunities and record the resulting SO
strategies in the appropriate cell.



Match internal weaknesses with external opportunities and record the resulting
WO strategies.



Match internal strengths with external threats and record the resultant ST
strategies.



Match internal weaknesses with external threats and record the resulting WT
strategies.

SO strategies—use a firm’s internal strengths to take advantage of external
opportunities.
WO strategies—are aimed at improving internal weaknesses by taking advantage of
external opportunities.
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ST strategies—use a firm’s strengths to avoid or reduce the impact of external
threats.
WT strategies—are defensive tactics directed at reducing internal weaknesses and
avoiding external threats
SWOT

Strategy

Description

SO

Use of internal strengths to exploit
external opportunities

ST

Use of internal strengths to avoid,
minimize or nullify the impact of
external threats

Strength

Weakness

Opportunity

Overcome internal weaknesses by
exploiting external opportunities

WO
Threat

The toughest strategy: Play defensive
with the sole focus to overcome internal
weaknesses and avoid/minimize the
impact of external threats

WT

Figure 3.7 Alternative strategies formulation
Source: Author own illustration 2014

3.9.7 Technical
matrix (QSPM)

procedure

of

quantitative

strategic

planning

QSPM is a high-level strategic management approach for evaluating possible
strategies. Quantitative strategic planning matrix or a QSPM provides an
analytical method for comparing feasible alternative actions. The QSPM method falls
within so-called stage decision formulation strategy. This is the final stage of
strategy formulation to decide the most appropriate strategy. Decision stage requires
quantitative strategic planning matrix (QSPM) to define the alternative strategy.
Alternative means the other strategy besides the strategy has resulted in matching
stage. In QSPM, the strategy and its alternative should be related each other. The
following steps were used for making decision to select alternative strategies by
QSPM.
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First stage: Make a list of the firm’s key external opportunities/threats and internal
strengths/weaknesses in the left column of the QSPM. This information was taken
directly from the EFE Matrix and IFE Matrix. A minimum of 10 external critical
success factors and 10 internal critical success factors was included in the QSPM.
Second stage: Assign weights to each key external and internal factor. These weights
are identical to those in the EFE Matrix and the IFE Matrix. The weights are
presented in a straight column just to the right of the external and internal critical
success factors.
Third stage: Examine the stage 2 (matching) matrices and identify alternative
strategies that the organization should consider for implementing. Record these
strategies in the top row of the QSPM. Group the strategies into mutually exclusive
sets if possible.
Fourth stage: Determine the Attractiveness Scores (AS), defined as numerical values
that indicate the relative attractiveness of each strategy in a given set of alternatives.
Attractiveness Scores are determined by examining each key external or internal
factor, one at a time, and asking the question, “Does this factor affect the choice of
strategies being made?” If the answer to this question is yes, then the strategies
should be compared relative to that key factor. Specifically, Attractiveness Scores
should be assigned to each strategy to indicate the relative attractiveness of one
strategy over others, considering the particular factor. The attractiveness scores
range is 1 to 4.
Where,
1 = not attractive,
2 = somewhat attractive,
3 = reasonably attractive, and
4 = highly attractive.
If the answer to the above question is no, indicating that the respective key factor has
no effect upon the specific choice being made, then do not assign Attractiveness
Scores to the strategies in that set. Use a dash to indicate that the key factor does not
affect the choice being made. Note: AS score to one strategy, then assign AS score(s)
to the other. In other words, if one strategy receives a dash, then all others must
receive a dash in a given row.
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Fifth stage: Compute the Total Attractiveness Scores. Total Attractiveness Scores are
defined as the product of multiplying the weights (stage2) by the Attractiveness
Scores (stage 4) in each row. The Total Attractiveness Scores indicate the relative
attractiveness of each alternative strategy, considering only the impact of the
adjacent external or internal critical success factor. The higher total attractiveness
score, the more attractive the strategic alternative (considering only the adjacent
critical success factor).
Sixth stage: Compute the Sum Total Attractiveness Score. Add Total Attractiveness
Scores in each strategy column of the QSPM. The Sum Total Attractiveness Scores
reveal which strategy is most attractive in each set of alternatives. Higher scores
indicate more attractive strategies, considering all the relevant external and internal
factors that could affect the strategic decisions. The magnitude of the difference
between the Sum Total Attractiveness Scores in a given set of strategic alternatives
indicates the relative desirability of one strategy over another. The highest score
represents the most attractive strategy considering all relevant external and internal
factors that could affect the strategy decision.

3.9.8 Policy development for beef cattle agribusiness
Finally, the researcher developed an implementing strategy concerned with
entrepreneurs, actors, and agencies by FGDs and KIIs of the study. Based on the
findings researcher drew a matrix considering the problems, policy intervention and
action taking by agencies.
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CHAPTER-4
LIVESTOCK SUB-SECTOR OF BANGLADESH: AN OVERVIEW
4.0 Introduction
The livestock sector is important in Bangladesh, especially from the perspectives of
crop production, food and nutrition security, poverty reduction, and employment
generation. This chapter briefly discussed about the livestock overview in following
sub-headings;
4.1 The role of livestock in the economy of Bangladesh
Livestock plays an enormous role in human development since a sufficient part of
protein is needed for physical and intellectual development come from animal
protein. Animal protein is also needed for immunity development. Livestock
production is adopted as instrument of socio-economic change through improve
income and quality of life. It is an integral component of agricultural economy of this
country. The sub-sector has multifarious functional aspects as food, nutrition,
income generation, savings, foreign currency earning, draft power, manure, fuel,
transport, etc. It is also kept as a source of investment, insurance against disaster and
also for cultural purposes (Rege et al. 2001). About 36% of the total animal protein
comes from livestock. The contribution of livestock sub-sector to overall GDP was
about 2.58% this was 19.95% of agricultural GDP in FY 2010-2011. The export
earnings from leather and leather goods was 4.31% of the total export, 20% of the
population is directly and 50% is partly dependent on this sector (Six FYP 2009). The
falling growth in agriculture has been causing the share of agriculture in GDP to
decline over the recent years. For instance, in FY2009-10, the share of agriculture in
GDP was 20.29 percent, whereas in FY2010-11, FY2011-12 and FY2012-13 the share
was 20.01 percent, 19.42 percent and 18.70 percent respectively. Table 1 shows that
the livestock sector recorded growth of 2.45 percent in FY13. There has a significant
turnaround in the production of livestock in the fiscal due to huge supply of local
breeds of cattle in the local markets for consumption. DLS record shows that per
capita daily requirement for meat was 120 gm in Bangladesh. The demand for cattle
meat was growing with the growth of population, and cattle rearing and cattle
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fattening has been growing significantly as a growing source of income of the rural
people. The global food crises, while creating difficulties for net food importing
countries, was equally providing opportunities for developing countries like
Bangladesh to develop strategies that benefit from the current situation by giving
more serious attention to livestock. Livestock was one of the major sources of
livelihood for small marginalized and landless farmers. Over 8 million families are
directly involved with production and marketing of livestock. Several products from
livestock are part of the food basket and a source of high quality nutrients.
Table 4.1 Contribution of sector wise in agriculture GDP at constant price
Year
Crops and Vegetables Livestock
Forestry
Fisheries
1998-1999
3.12
14.33
1.90
5.93
1999-2000
3.02
14.59
1.88
6.09
2000-2001
2.95
14.70
1.87
5.51
2001-2002
2.96
13.75
1.88
5.40
2002-2003
2.93
13.43
1.86
5.25
2003-2004
2.91
13.23
1.83
5.11
2005-2005
2.95
12.51
1.82
5.00
2005-2006
2.92
12.28
1.79
4.86
2006-2007
2.88
12.00
1.75
4.73
2007-2008
2.79
11.94
1.75
4.65
2008-2009
2.73
11.43
1.75
4.58
2009-2010
2.65
11.42
1.73
4.49
2010-2011
2.58
11.32
1.69
4.43
2011-2012
2.51
10.86
1.66
4.39
2012-2013
2.45
10.25
1.63
4.37
Source: Ministry of Finance, 2013
The scenarios of growth rates in agricultural subsectors indicate that the decline in
overall growth in agriculture is mainly due to fall in the growth of crop production.
While the growth of livestock and forestry is witnessing an increasing trend, the
growth in crops is substantially declining. As a result, the share of agriculture in
GDP is largely declining, since the crop production that renders the major
contribution to national income from agriculture sector is growing at a decelerating
rate over the recent periods. The crop with a growth rate of 2.67 percent comprises
11.64 percent share of GDP in FY2007-08, while the share came down to 10.25
percent with 0.15 percent rate of growth in FY2012-13. Consequently, increasing the
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growth of livestock and forestry does not compensate the decline of growth in crop
production. Meanwhile, contribution of fisheries to GDP was declining, although the
trend of growth assumes an increasing trend.
4.2 Livestock population
According to DLS 2014 in 2012-13 there were about 23.24 million cattle, 1.45 million
buffalo, 25.4 million goats and 3.12 million sheep. In absolute numbers it was the
highest increment but in terms of percentage it was the lowest because of its higher
initial base highest increment was for goats followed by sheep and buffalo (Table
4.2). The low figures may be attributed to the slow growth rate, poor conception rate,
delayed age at first calving, long calving interval and low carcass yield of our
traditional breeds coupled with extensive traditional management. Table 4.2 shows
that livestock population growth rate of beef cattle (0.36%), buffaloes (3.4%), goat
(3.5%) and sheep (3.1%) respectively (base year 2001-2002), among the livestock
species, goat population growth rate is higher followed by buffaloes and sheep. Beef
cattle population growth rate is the lowest among the livestock species in
Bangladesh.
Table 4.1. 2 Livestock population growth in Bangladesh (In million) from 2001-2002
to 2012-2013)
Year
Beef
Growth Buffalo Growth Goat Growth Sheep Growth
cattle
(%)
(%)
(%)
(%)
2001-2002
22.46
0.97
16.96
2.2
2002-2003
22.58
0.53
1.01
4.1
17.69
4.30
2.29
4.09
2003-2004
22.6
0.09
1.06
5.0
18.41
4.07
2.38
3.93
2004-2005
22.67
0.31
1.11
4.7
19.16
4.07
2.47
3.78
2005-2006
22.8
0.57
1.16
4.5
19.94
4.07
2.57
4.05
2006-2007
22.87
0.31
1.21
4.3
20.75
4.06
2.68
4.28
2007-2008
22.9
0.13
1.26
4.1
21.56
3.90
2.78
3.73
2008-2009
22.98
0.35
1.3
3.2
22.4
3.90
2.88
3.60
2009-2010
23.05
0.30
1.35
3.8
23.28
3.93
2.98
3.47
2010-2011
23.12
0.30
1.4
3.7
24.15
3.74
3.02
1.34
2011-2012
23.2
0.35
1.44
2.9
25.12
4.02
3.08
1.99
2012-2013
23.34
0.60
1.45
0.7
25.28
0.64
3.14
1.95
2013-2014
23.44
0.43
1.45
0.0
25.61
1.31
3.16
0.64
Average
0.36
3.4
3.5
3.1
Source: Bangladesh Economic Review 2013
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4.3 Forecasting livestock production
The livestock sub-sector offers important employment and livelihood opportunities,
particularly for the rural poor, including the functionally landless, many of whom
regard livestock as a main livelihood option. For forecasting purpose, researcher
used the deterministic types of time series models which are often called growth
models also. Such models are linear, logarithmic, quadratic, cubic, exponential,
compound, inverse, power, and S-shaped model which are very easy to understand.
It is very important to note that these models are called deterministic in that no
reference is made to the sources and nature of the underlying randomness in the
series (Pindyck et al., 1991). These models are widely used to estimate the growth
rate of time series data. A very common practice to estimate the growth rate of
livestock and livestock products production in Bangladesh is the use of exponential
or compound model (Hossain, 1980 and 1984; Mahmud et al., 1983; Jabber et al., 1997;
Barua et al., 2000; Boken et al., 2000; Akter et al., 2002; Finger 2007; Rimi et al., 2011;
and Jamal et al., 2013). Now generalization of the ARIMA model which incorporates
a wide class of non- stationary time-series is obtained by introducing the
differencing into the model. The ARIMA econometric modeling takes into account
historical data and decomposes it into an autoregressive (AR) process where there is
a memory of past events and integrated (I) process which accounts for stabilizing or
making the data stationary, making it easier to forecast, and a moving average (MA)
of forecast errors, such that the longer the historical data, the more accurate forecast
will be as it learns from over time. Descriptive models are used to predict and
analyze time series data attempt to decompose the dependent variable into 4 main
components: simple time trends, periodic fluctuations, predictors’ effect and the
error component. A common realisation of this approach is the development of the
multivariate ARIMA models (Box et al.2007). Prajneshu and Venugopalan (1998)
used this for describing trends in marine fish production data of the country. Singh
et al. (2007) applied statistical models for forecasting milk production in India. Paul
and Das (2010, 2013) applied ARIMA model for modeling and forecasting of Inland
fish production in India as well as fish landing in Ganga basin. Paul et al. (2013)
applied Seasonal ARIMA (SARIMA) model for forecasting of total meat export from
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India. One advantage of the ARIMA approach is that it is able to provide a good
understanding of the system. This model has been dominating time series analysis
for several decades.
In the present work, the ARIMA model is used for modeling and forecasting of
livestock production of Bangladesh and trend of production over the last three
decades has been studied. The ARIMA models by Box and Jenkins (1970) stand out
because of their wide range of application. ARIMA model is generally applied for
stationary time series data.
estimation,

diagnostic

ARIMA model involved four steps: Identification,

checking

and

forecasting. The

selection

of

the

appropriate ARIMA model for the data is achieved by an interactive procedure
based on three steps (Box, Jenkins and Reinsel; 1994) such as;
Identification: use of the data and of any available information to suggest a subclass
of parsimonious models to describe how the data have been generated. The first step
of applying the model is to identify appropriate order of ARIMA (p,d,q) model.
Identification of ARIMA model involves selection of order of AR (p), MA (q) and
I(d). The order of d is estimated through I(1) or I(0) process. The model specification
and selection of order p and q involves plotting of ACF and partial PACF of
variables at different lag length.
Estimation: efficient use of the data to make inference about the parameters. It is
conditioned on the adequacy of the selected model. Once the order of p, d and q are
identified, next step is to specify appropriate regression model and estimate. With
the help of R software various order of ARIMA model has been estimated to arrive
at the optimal model. For instance by ARIMA (0,1,1) for cattle and buffalos and by
ARIMA (0,1,0) for goat and sheep, respectively a it means the series is stationary at
first difference and follows AR (0) and MA (1) process.
Diagnostic checking: checks the adequacy of fitted model to the data in order to
reveal model inadequacies and to achieve model improvement. According to
Padhan (2012) this is done by checking on the residual term obtained from ARIMA
model by applying ACF and PACF functions. Gujarati (2004) pointed out that when
the PACF has a cutoff at p while the ACF tails off; it gives an autoregressive of order
p (AR (p)). If the ACF has a cutoff at q while the PACF tapers off, it gives a moving96

average of order q (MA (q)). However, when both ACF and PACF tail off, it suggests
the use of the autoregressive moving-average of order p and q (ARMA (p, q)).
Forecasting: forecasted values are obtained by estimating appropriate model
(Appendix-E)
Table 4.3 Forecasting livestock population
Year
Figures in Million
2014-2015
2015-2016
2016-2017
2017-2018
2018-2019
Items
Predicted
Cattle

LCL
UCL
Predicted

Buffalos

LCL
UCL
Predicted

Goats

LCL
UCL
Predicted

Sheep

LCL
UCL

23.11
22.26
23.96
1.50
1.43
1.57
21.62
8.82
34.42
3.26
2.50
4.10

23.12
22.28
23.97
1.55
1.45
1.64
21.40
8.60
34.20
3.37
2.30
4.60

23.13
22.29
23.98
1.60
1.48
1.72
21.18
8.38
33.98
3.48
2.16
5.02

23.15
22.30
23.99
1.65
1.51
1.78
20.97
8.16
33.77
3.58
2.06
5.40

23.16
22.31
24.01
1.70
1.55
1.85
20.75
7.95
33.55
3.68
1.98
5.76

2019-2020

23.17
22.33
24.02
1.75
1.58
1.92
20.53
7.73
33.33
3.78
1.91
6.10

2020-2021

23.18
22.34
24.03
1.80
1.62
1.98
20.31
7.51
33.11
3.87
1.85
6.43

N.B: LCL=Lower confident level, UCL=Upper confident level

The estimated results indicate that there is an increase in the cattle production which
will improve the economy of the Bangladesh. To assess the forecasting ability of the
fitted ARIMA model, important measures of the sample period forecast’s accuracy
were computed. Forecasted value of cattle production for the year 2015-2016 through
2021-2022 is shown in Table 4.4. The ARIMA model estimated that the cattle
production of Bangladesh were 23.11 Million, 23.12(Million), 23.13 (Million), 23.15
(Million), 23.16 (Million), 23.17 (Million), and 23.18 (Million) and buffalo production
were 1.50 (Million), 1.55 (Million), 1.60 (Million), 1.65 (Million), 1.70 (Million), 1.75
(Million), 1.80 (Million) and goats production were 21.62 (Million), 21.40 (Million),
21.18 (Million), 20.97 (Million), 20.75 (Million), 20.53 (Million), 20.31 (Million) and
sheep production were 3.26 (Million), 3.37 (Million), 3.48 (Million), 3.58 (Million),
3.68 (Million), 3.78 (Million), 3.87 (Million) for the year of 2014-2015, 2015-2016, 20162017, 2017-2018, 2018-2019, 2019-2020 and 2020-2021 respectively. To increase
livestock production of Bangladesh, the government should put emphasis on
adopting crossbred cattle for rearing and ensure proper input supply in order to
achieve food security. The production uncertainty of livestock could be minimized if
production were forecasted well and necessary steps were taken against losses. For
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this purpose, this result of this forecasting would be more useful for policy makers,
researchers and producers for future national livestock production policies. So as to
help the policy planners to formulate needed strategies for achieving and sustaining
targets in the sector.
4.4 Meat accessible for domestic consumption
In Bangladesh, meats come from livestock species and poultry. Table 4.4 shows that
402.00 MT from cattle and 173.00 MT from poultry in year 2000-2001, 427.00 MT
from cattle and 426.00 MT from poultry in year 2003-2004, 432.00 MT from cattle and
490.00 MT from poultry in year 2005-2006, 438.7.00 MT from cattle and 1174.00 MT
from poultry in year 2006-2007, and 525.00 MT from cattle and 1336.00 MT from
poultry in year 2010-2011. From 1990-1991 to 2003-2004, cattle sector was the
dominant sector for meat supply
Table 4.4 Meat accessible from livestock and poultry (in ‘000 M. tons)
Year

2000-2001
2001-2002
2002-2003
2003-2004
2004-2005
2005-2006
2006-2007
2007-2008
2008-2009
2009-2010
2010-2011
2011-2012

Meat production (‘000’M. tons)
Beef
344.00
(59.83%)
349.00
(48.47%)
353.00
(45.43%)
358.00
(42.32%)
363.00
(37.46%)
368.00
(39.91%)
374.00
(31.86%)
379.00
(31.76%)
384.00
(30.95%)
398.00
(71.40%)
413.00
(38.74%)
400.00
(54.55%)

Buffalo
7.00
(1.22%)
8.00
(1.11%)
8.00
(1.03%)
8.00
(0.95%)
8.00
(0.83%)
9.00
(0.98%)
8.80
(0.75%)
9.10
(0.76%)
9.40
(0.76%)
9.70
(1.74%)
10.00
(0.94%)
10.00
(1.36%)

Livestock
Goat
46.00
(8.00%)
46.00
(6.39%)
46.00
(5.92%)
46.00
(5.44%)
47.00
(4.85%)
47.00
(5.10%)
47.30
(4.03%)
47.70
(4.00%)
48.00
(3.87%)
49.80
(8.93%)
51.70
(4.85%)
49.00
(6.68%)

Sheep
5.00
(0.87%)
6.00
(0.83%)
6.00
(0.77%)
7.00
(0.83%)
7.00
(0.72%)
8.00
(0.87%)
8.60
(0.73%)
9.40
(0.79%)
10.20
(0.82%)
10.50
(1.88%)
10.90
(1.02%)
13.00
(1.77%)

Total
402.00
(69.91%)
409.00
(56.81 %)
413.00
(53.15 %)
419.00
(49.53 %)
425.00
(43.86%)
432.00
(46.85%)
438.70
(37.37%)
445.20
(37.31%)
451.60
(36.40%)
468.00
(83.96%)
485.60
(45.55 %)
472.00
(64.37 %)

Poultry
Poultry
173.00
(30.09%)
311.00
(43.19%)
364.00
(46.85 %)
427.00
(50.47 %)
544.00
(56.14 %)
490.00
(53.15%)
735.30
(62.63%)
748.20
(62.69 %)
789.00
(63.60%)
89.40
(16.04%)
580.40
(54.45%)
261.30
(35.63%)

Grand
total
575.00
(100.00%)
720.00
(100.00 %)
777.00
(100.00 %)
846.00
(100.00 %)
969.00
(100.00 %)
922.00
(100.00%)
1174.00
(100.00 %)
1193.40
(100.00 %)
1240.60
(100.00 %)
557.40
(100.00 %)
1066.00
(100.00 %)
733.30
(100.00 %)

Per
Capita
(Kg)
4.42
5.42
6.90
7.40
8.50
8.00
8.30
8.40
8.60
8.80
8.90
4.80

Sources: BBS 2012
in Bangladesh but in the year 2004-2005 poultry sector gradually increases meat
supply for domestic consumption. Red meat availability was increased from 223.00
million metric tons in 1990-91 to 525 million metric tons in 2010-11. Red meat
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availability was increased from 223.00 million metric tons in 1990-91 to 426.00
million metric tons in 2003-04 than poultry meat. Surprisingly poultry meat
availability was increased to 1336.00 million metric tons in year 2010-11 from in 490
million metric tons in year 2005-06 which was higher than red meat availability for
domestic consumption. Among the livestock sector beef cattle is the dominant
source of meat supply for domestic consumption. In figure 4.1 illustrates that the
meat availability for domestic consumption in Bangladesh from 1990-1991 to 20102011. Among the livestock, beef availability for domestic consumption figure of
1990-1991 as 63%, 2000-2001 as 86%, and 2010-2011 as 79%.

Source: BBS 2012
Beef is the largest share of meat supply for domestic consumption in Bangladesh.
Beef consumption was always higher compared to mutton and increased from 63%
to 79% in the year 1990-91 to 2010 to 2011 because of beef palatability and good
flavours and customer choice. Mutton availability was lower than beef and
decreased steadily from 35% in 1990-91 to 17% in 2010-2011(Figure 4.1). While sheep
and buffalo meat share were the lowest in Bangladesh over the time.
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4.4.1 Forecasting meat availability for consumption (in ‘000MT)
The best on stochastic modeling for forecasting of beef, buffalo, goat, sheep meat
and chicken availability for consumption in Bangladesh , based on data on meat
availability during the year from 1990-1991 to 2010-2011. Among the Autoregressive
(AR), Moving Average (MA) and Autoregressive Integrated Moving Average
(ARIMA) processes to select the appropriate stochastic model for meat availability
forecasting in Bangladesh. Based on ARIMA (p,d,q) and its components ACF, PCF,
Normalized BIC, Box-In jung Q statistics and residual estimated (0,1,0) was selected
(Appendix A). Validation concerned with building the right model. Exploratory
technique was applied for validation test. Research found that the results were synch
and ACF and PACF plots were same in plots. Based on the chosen model, it could be
predicated value for extending period from 2015-2016 to 2021-22 and are shown in
Table 4.5. The study showed that predicated value of beef is 432.98, 434.66, 435.57,
435.71, 435.07, 433.66, in 431.48, buffalo is 11.08, 11.26, 11.44, 11.60, 11.75, 11.89, and
12.02 goat is 132.82, 142.85, 153.49, 164.73, 176.57, 189.01, and 202.06 sheep is 14.52,
15.32, 16.13, 16.97, 17.83, and 19.61, chicken is 2133.27, 2315.91, 2506.28, 2704.38,
2910.21, 3123.76, and 3345.04
Table 4.5 Forecasting meat availability (in ‘000MT) base from 1990-1991 to 2010-2011
Year
Items of Meat
2015-2016

2016-2017

2017-2018

Predicted
432.98
434.66
435.57
LCL
232.02
214.52
197.78
UCL
633.95
654.81
673.36
11.08
11.26
11.44
Buffalo Predicted
LCL
6.76
6.54
6.33
UCL
15.40
15.99
16.54
Predicted
132.82
142.85
153.49
Goat
LCL
11.59
10.05
10.04
UCL
254.05
275.65
296.93
Predicted
14.52
15.32
16.13
Sheep
LCL
12.72
13.34
13.99
UCL
16.33
17.29
18.27
2133.27
2315.91
2506.28
Chicken Predicted
LCL
1432.46
1548.21
1677.07
UCL
2834.09
3083.62
3335.50
Predicted
2724.68
2920.01
3122.91
Total
LCL
2010.96
2138.16
2278.42
Meat
UCL
3438.40
3701.85
3967.39
N.B: LCL=Lower confident level; UCL=Upper confident level

Beef

Sources: BBS 2012
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2018-2019

2019-2020

2020-2021

2021-2022

435.71
181.50
689.91
11.60
6.14
17.06
164.73
11.38
318.07
16.97
14.68
19.25
2704.38
1817.91
3590.85
3333.38
2430.58
4236.17

435.07
165.44
704.69
11.75
5.96
17.54
176.57
13.92
339.22
17.83
15.40
20.25
2910.21
1969.96
3850.45
3551.42
2593.86
4508.98

433.66
149.45
717.87
11.89
5.79
17.99
189.01
17.57
360.46
18.71
16.15
21.26
3123.76
2132.66
4114.86
3777.03
2767.67
4786.39

431.48
133.40
729.56
12.02
5.62
18.42
202.06
22.25
381.88
19.61
16.93
22.29
3345.04
2305.57
4384.52
4010.21
2951.59
5068.83

in the year of 2015-2016, 2016-2017, 2017-2018, 2018-2019, 2019-2020 ,2020-2021 ,20212022 respectively. The total meat forecasting was 2724.68, 2920.01, 3122.91, 3333.38,
3551.42, 3777.03, and 4010.21 in the year of 2015-2016, 2016-2017, 2017-2018, 20182019, 2019-2020 ,2020-2021,2021-2022 respectively. This information provides
evidence on future meat availability for domestic consumption, which can be
considered for future policy making and formulating strategies for augmenting and
sustaining meat supply in Bangladesh.
4.5 Consumption pattern of meat in Bangladesh
Meat consumption is becoming more important in the Bangladeshi’s diet. Over the
1990-1991 to 2010-2011 periods, per capita meat consumption has increased from
2.76kg to 8.8kg. Per capita availability of meat for domestic consumption is low
among the Asian countries. Figure 4.6 shows that per capita meat consumption was
2.76kg, 3,50kg, 4.17kg, 5.47kg, 6.90kg, 8.50kg and 8.80kg in the year 1990-91, 1994-95,
1996-97, 2001-02, 2002-03, 2004-05, and 2010-11 respectively. Per capita meat
consumption was increased 2.76 kg from 8.80 in last 20 years but per capita demand
was 43.80 kg.

Source: BBS 2012
Figure 4.1 Per capita availability of meat for domestic consumption in Bangladesh
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Per capita consumption of animal products has increased over the decades but the
rate of increase is not uniform across different products. Significant differences are
also observed between rural and urban areas in respect of consumption of animal
products. Consumption inequality between rural and urban areas is higher for meat
products, especially for beef, compared to other products, and the inequality has
been increasing in recent times. Jabber et. al., (2003) found that beef and mutton are
the most commonly consumed meats in our country. Small quantities of buffalo
meat and sheep meat are sold in city markets, but dishonest meat traders sell buffalo
meat as beef, and sheep meat as mutton to consumer who may not know how to
differentiate them.
4.6 Demand and supply gap of livestock products in Bangladesh
Feeding the country’s growing population with adequate diet still remains a difficult
task as the gap exists between the demand and supply of livestock products,
particularly meat. There was a deficit of 3.31 MT of meat in 2015. The situation
appears to be deteriorating with time. Considering the present trend and increasing
local demand, it is expected that in future, demand for meat will increase at higher
rates induced by various factors. Table 4.6 shows that the projected demand of meat
will be hit 7.42 MT by 2020, where the supply of meat is likely stand at 2.5 MT
followed by demand 7.9 MT, 8.3MT and supply 4.25MT, 7.2MT in the year 2025 and
2030 respectively. There were some challenges and opportunities to fulfillment the
supply-demand gap of meat products;
Table 4.6 Supply demand gaps of meat in Bangladesh. (M.Tons)
Year
Demand (MT)
Supply (MT)

Gap

2020

7.4

2.5

67%

2025

7.9

4.24

47%

2030

8.3

7.2

14%

Source: Livestock Research Priority, Vision 2030, BARC, Dhaka
4.7 Factors determining meat consumption patterns
In Bangladesh total meat production per year is about 1.08 million metric tons (DLS
2009). It is also revealed that 60.6% of the meat comes from beef cattle, 1.3% from
buffalo, 8.1% from goat, 0.9% from sheep and 29.1% from poultry (BBS 2011). The
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beef cattle have high potential to directly and indirectly contribute to overall
economic development. However, for the sector to realize this potential in an
increasingly market demand there is need to remove constraints limiting the
competitiveness of the sector relative. There has been an increasing pressure on
livestock sector to meet the growing demand for high value animal protein. GDP,
income growth and urbanization are key demand drivers of beef. The study indicate
that the beef cattle is growing at an unprecedented rate and the driving force behind
this enormous surge is a combination of population growth, rising income and
urbanization. In future, the demand for live beef cattle and beef products is expected
to increase at quite higher rates induced by various factors. First, the growth in
population will bring direct increase in the demand for beef products. Secondly, the
beef based products are required for fulfilling the protein and calcium requirements
of the population on health grounds. Thirdly, in income elasticity of demand for
meat has been greater than unit (Ali and Abedullah 1998; Farooq et al. 1999; Farooq
and Ali 2002) implying that with the raised per capita income, more than
proportionate expansion in the demand for beef based products is expected.
Fourthly, urbanization, the shift in the urban-rural population balance is another
important aspect which will influence food consumption. Urbanization also means a
higher female participation in the work force and with that a shift away from
traditional time-intensive food preparations towards precooked, convenience food at
home or fast food and snacks outside the home. The enrollment of women in the
employment sector is increasing dramatically in our country. Fifthly, the changes in
consumption patterns induced by rural-urban migration and general development
in the country will also expected to generate additional demand for beef based
products. Sixthly marketing segment, the rapid expansion of the supermarkets has
moved far beyond their original bases, and they have expanded from large to small
in our country from towns to rural areas and have expanded the consumers from the
upper/middle to the lower class (Schmidhuber, 2003). In Bahrain, Musaiger (2009)
demonstrated that consumers were highly dependent on purchasing meat from
supermarkets. Table 4.7 briefly describes the key factor determining the meat
consumption patterns in Bangladesh.
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Table 4.7 Factors determining meat consumption of Bangladesh
Trends
Increasing strong
demand

Factors of meat demand
Increasing urbanization and population growth
Increasing purchasing power due to rise in income
Changing dietary pattern/food habits
Demand of value added beef products
Export market share
New market outlets due to establishment of
processing plants, and supermarket selling local products
Food security
Nutritional awareness
Awareness for quality foods
Food safety
Increasing market Reduced transaction costs due to better roads and collective
supply of beef
marketing.
Changing attitudes of producers towards selling of beef.
New entrants to the enterprise in urban/peri-urban areas
Modest productivity growth, particularly urban/peri-urban
areas
Increasing prices
Increasing demand.
of beef
High gap between demand and supply.
Increasing production costs, particularly feeds.
Diversified
Processing cooperatives, with external technical and material
products
support; and increased rural electrification
Globalization of the In Bangladesh, rapidly grown wet market, super store,
food distribution
butcher shop and supermarket that are increasing beef and
system
beef products.
The acceleration of food consumption change is driven by a
fundamental change in the food marketing and distribution
system.
The rise of supermarkets were change high and middle
income people in the region plays an important role in
shifting dietary habits of the people.
Growing-up of fast The number of restaurants and fast food chains has increased
food industry,
remarkably.
ready-to-eat meals
More involvement of women in workforce with no time to
and restaurants
prepare foods, expanding of private sectors with longer
working hours and an increase in the proportion of people
eating outside the home.
Subsistence
At the farm level, most cattle sales are related to household
farming still
cash needs.
predominant
Maximization of returns by small holder farmers is low due to
low genetic potential of the indigenous breeds coupled with
inadequate management capacity.
There are emerging trends- especially through collective
action- towards cattle fattening, and this is providing
opportunities to significantly improve farm level profitability
of smallholders.
Women can particularly benefit from such activities
especially in areas where women groups can establish animal
fattening activity.
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4.7.1 Key demand driver of meat
Meat consumption increases with GDP, per capita income, urbanization; population
growth rate was the key demand driver of meat which are described below:
Urbanization: Currently, 46 million people (28% of the total population of
Bangladesh) lives in urban areas. Urban population growth in Bangladesh has been
significantly higher than total population growth rates in the past. Current urban
population growth rate of 2.8% is more than twice the overall population growth
rate of 1.1%. Rural to urban migration for better employment and urbanization of
pre-urban areas are the major source for growing urbanization in Bangladesh. It is
predicted that more than 50% of the population will live in cities and towns by 2050.

Figure 4.3 Urbanization VS meat consumption

Among the four cities, Dhaka was the Mega city of Bangladesh. Figure 4.3 shows
that urbanization is increased from 24% to 31%in 2000 to 2011 at the same time meat
consumption increased 4.42 kg to 9.93 kg per year. Raising urbanization coupled
with increasing disposable income is driving demand for meat. Historically,
consumption in urban areas has been about four time’s rural per capita
consumption. Because in urban area, the upper middle to higher income household
groups consume as much as 40% more meat than the low income group.
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Income: Per capita income is the key driver of meat consumption. In Bangladesh,
per capita income was dramatically changed over the year which is enhanced
purchasing power. Figure 4.4 shows that per capita income was $ 365, $ 400.50, $
685.50 and $ 1190 in year 2000, 2004, 2009 and 2014 respectively. At the same time
per capita meat consumption was 4.42kg, 8.5 kg., and 8.8kg, and 10.25kg. Per capita
meat consumption has significant relations with per capita income.

Figure 4.4 Per capita income VS per capita meat consumption

Population growth rate: Population growth rate was the key driver of meat demand.
Figure 4.5 shows that population growth rate was 1.80, 1.00, 1.20 in year 2000, 2008
and 2014 and meat consumption was 4.42kg. 8.60kg, and 10.25kg per capita in the
year 2000, 2008 and 2014 respectively. It indicates meat demand increasing with
population growth rate.
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Figure 4.5 Population growth rate VS per capita meat consumption

GDP growth rate: Due to global economic crisis the growth rates were decelerated
or declined in 2009 but the real growth in Bangladesh was 5.7% in 2009 (Figure 4.6).

Figure 4.6 GDP growth rate VS per capita meat consumption

Notwithstanding this past progress, Bangladesh is classified as a low-income
country and its per capita income has steadily increased from $384.80 in 2001to $
841.50 in 2011. Figure 4.6 shows that per capita meat consumption was increased
from 5.47kg in 2001 to 9.80kg in 2011. At the same time GDP growth was 5.30 to 6.70
which indicate positive relationship between meat consumption level with GDP
growth rate.
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4.8 Current Status and Future Potential for beef cattle
Beef cattle have made an important contribution to the agricultural economy of the
Northern region for as long as the area has had an agricultural economy. Over time,
beef populations and beef production system have changed from traditional method
into conventional system not only changing the demand and consumption patterns
but also to changes in available technology. This tendency is almost certain to
continue and to accelerate in the foreseeable future. Changing patterns of beef
consumption caused by lower demand for roasts and demand for ground beef and
fast food outlets. Beef in Bangladesh usually comes from unproductive old aged
bullock, cows, culled animals of the farm, and partly, animals brought from India.
About 10-12% of total beef comes from growing animals. During Eid-ul-Azha people
generally prefer sacrificing healthy animals. Recently, many farmers have setup
mini-beef cattle farms with improved (native cattle crossing with exotic) animals.
Simultaneously, some farmers have taken advantage of planned beef fattening
programmes to have improved breed male calves developed by a scientifically
improved feeding system. During 1999-2000 fiscal year, large scale beef cattle
production farms were started. Recently, the Government of Bangladesh has taken
efforts to produce beef cattle as per demand. The DLS of the Government of
Bangladesh has selected cattle fattening as an action program to generate income for
the rural poor farmers. Beef cattle breed was classified into two categories. One was
large indigenous North Bengal Grey, the Dhaka type and Faridpur type; small
indigenous and Chittagong Red type. These are genetically poor, weak, slow
growers and poor producers but more disease resistant and heat tolerant and
another was crossbred mainly Holstein, Sindhi, Sahiwal and Jersey breed for beef cattle
production. Most of the farmers selected their cattle on the basis of breed, age, sex
color and weight respectively.
4.8.1 Beef cattle productivity
Beef cattle production is an important branch of animal production sector and has
had a special place in Bangladesh economy with its employment rate and values of
products produced. Beef cattle agribusiness is a profitable business. In relation to
human population, there is now the tendency for a shortage of cattle population
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since within recent years human populations have grown faster than cattle
population. However, the major constraint to sufficient supply of beef is the low
carcass quality of indigenous cattle. Usually 2 to 3 years old cattle are used for beef.
Hossain et al. (1996a) reported that farmers used 3 years old cattle in the Manikgong
district of Bangladesh. The average weight of their cattle was 576.43 Kg. About 80
per cent farmers used crossbred and 20 per cent farmers used Deshi breed for beef
cattle production. The results of this study are similar with Rahman et al. (2012)
where they reported that 28 per cent respondents have Deshi, 12 per cent cross and
60 per cent were both of Deshi and cross. Delower et al. (2013) reported that farmers
used crossbred (88 per cent) cattle and only 12 per cent indigenous breed are used
for beef cattle production. About 63 per cent farmers used own source and 37 per
cent farmers purchased cattle occasionally from market or other farmers usually 3 to
6 months before Eid-ul-Azha. Gisby (2010) found that crossbred beef cattle are more
profitable for several reasons; faster growth rates up to the age of 3.5-4 years (i.e.
when they have a full set of teeth), crossbred beef cattle can gain between 700g-1kg
per day if looked after properly (if they are not looked after properly, this drops to
approx. 250g/day), whereas local cattle tend to grow at 100g/day, although this can
increase up to 450g/day with proper feeding. Beef cattle can be sold earlier thus
crossbred beef cattle can be sold at a good profit from the age of 1 year, whereas
indigenous beef cattle do not generate a significant profit if they are sold before the
age of 2 years.
In Bangladesh, the Figure 4.7 showed that the characterized of beef cattle low
productivity in research areas. Low productivity has many dimensions; it is not
breed. It is directly linked with low farm income, low investible resources,
inappropriate credit flow, and low investment in beef cattle, low productivity and
low marketable surplus. Because of low productivity of beef cattle, inferior genetic
material, indiscriminate breeding leading to severe genetic erosion, herd size, neglect
of animal healthcare and nonexistence of an efficient value chain, shortage of feeds
and fodder resources, and lack of awareness.
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Figure 4.7. The productivity trap of beef cattle
4.8.2 Price trend of beef products
Over the past two and half decades, price of livestock products have increased four
times. However, huge supply of poultry meat and egg helped keep the price at a
relatively low level. During 1992-1993 and 2003-2004, the price of milk and eggs have
been stable at around BDT 20.00 per litter milk and BDT 3.00 per egg than gradually
increased both price over the year, while the price of beef and mutton increased
steadily up to 2005-2006 and from next year suddenly increased beef price in BDT
9689.00, BDT10730.00, BDT 14944.00, BDT 16596.00, BDT 19944.00, BDT 21517.00 and
BDT 25462.00 per quintal on the other hand BDT 13577.00, BDT 15161.00, BDT
20191.00, BDT 22833.00, BDT 26367.00, BDT 29979.00 and BDT 33495.00 per quintal
of mutton prices in 2005-2006, 2006-2007, 2007-2008,2008-2009,2009-2010,2010-2011,
and 2011-2012 respectively. The results indicated mutton price are higher than beef
price of Bangladesh. But substitute meat price like chicken and boiler market price is
slowly increased over the year. Lowest price of outside Bangladesh is USD 7.00 per
kg which is equivalent to BDT 560.00 and the highest price is recorded up to USD
35.00 per kg which is equivalent to BDT 2,800.00. In Dhaka supermarket, retail price
of beef of premium quality is BDT 280.00-380.00 which is equivalent to USD 3.5 to
USD 4.75 so Bangladesh can export beef to earn foreign currency.
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Source: Bangladesh Bureau of Statistic (BBS) various issues.

Figure 4.8 Trends in the Prices of Different Kinds of Livestock Products
4.8.3 Cattle smuggling affecting business
Cattle smuggling is a dangerous, illegal and highly profitable trade between India
and Bangladesh. It is the worst chapter in this story. Number of cattle heads seized
and persons arrested by the Border Security Force (BSF) reased over the years (Table
4.8). These constitute a fraction of the around 1.5 million cows smuggled into
Bangladesh (Nandy 2015). It is estimated that approximately 1.5 million beef cattle
worth $500 million are smuggled to Bangladesh annually from India (Rather 2014).
A major reason for the flourishing trade is the export ban imposed by India. The
demand for beef in Bangladesh is quite high but the supply is limited. On the
other hand, India is a cattle surplus country and the demand for beef is fairly
low. Estimates suggest that about 20,000 to 25,000 cattle heads worth $81,000
from India are smuggled daily into Bangladesh.

The primary motivation is of

course profit. The demand-supply equation keeps the price of cattle quite high in
Bangladesh.
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Table 4.8 Beefing up the India-Bangladesh border
Year

No. of Cattle Seized

Arrested Persons

2010

101381

287

2011

135291

411

2012

120724

395

2013

122,000

472

Source: Ministry of Home Affairs, India, 2013.
The smuggling mainly takes place through North and South Bengal, Tripura, Assam
and Meghalaya frontiers. A significant portion of

the trade takes place in

Murshidabad district of West Bengal. Cattle are brought from far-off places like
Rajasthan, Punjab, Himachal Pradesh, Haryana, Uttarakhand, Madhya Pradesh,
Utter Pradesh and Bihar. The price per cattle head is cheaper in these states
and the cattle owners get good money in the border areas where smuggling
takes place. For instance, an unproductive or old cow costs Rs 500 in Haryana
but it can fetch five times the price in West Bengal. On the border, the price of
the same cattle head could be as high as Rs 5000. The smugglers also take
advantage of

loopholes in Indian laws. The law does not ban movement of cattle

from one state to another. This is exploited by the smuggling networks to
transport cattle from distant states in trucks and by rail to West Bengal.
4.9 Opportunities for enhancing beef cattle agribusiness
Beef cattle production by large scale commercial fattening farms in country is few.
During 1999-2000 fiscal years, large scale beef cattle production farms were started.
DLS has taken cattle fattening as an action program to generate income for the rural
poor farmers. Ahmed et al. (2002) conducted an experiment with six indigenous bull
calves to investigate the feasibility of cattle fattening as income generating activity
by the farmers. Huq et al. (1997) observed that the farmers were benefited highly by
selling fattened cattle.
4.9.1 Subsistence farming affecting of beef cattle supply
The small farmers are predominant to beef cattle supply in domestic market of
Bangladesh. Small scale cattle fattening farms have been increasing day by day.
Specially, low income group of people has taken this farming as profitable
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enterprise. It was observed in the field works that small scale farmers who adopt
technology and play a fundamental role of beef cattle supply chain. Maximization of
returns by small holder farmers is high due to efficient management of cattle
farming. There are emerging trends especially through collective action towards
cattle fattening, and this is providing opportunities to significantly improve farm
level profitability of smallholders. Women can particularly benefit from such
activities especially in areas where women groups can establish cattle fattening.
4.9.2. Scope of beef cattle production
(a) Production of cattle is an important for making as a self-employment strategy. It
also influences the stakeholder to invest. Bangladesh is the only place where both
meat and hides are highly demandable.,
(b)Crossbred male calves are available for fattening as the consequence of AI service
in different areas.
(c) Moreover, cattle fattening technologies are disseminated by DLS, many NGOs
and various companies among the cattle farmers.
(d)Considering the rapid return with good profit there are many donor
organizations (DFID, UK-AID, UNDP etc), NGOs and companies have taken it as
one of the devices forhelping the poor people. The scope exists for the following
main seasons.
4.9.3 Increasing strong demand
According to World Health Organization (WHO), per capita annual demand for
meat is around 80 kg in the developing countries where per capita meat
consumption in Bangladesh is only 7,3kgs a year. The national consumption level of
beef is estimated at 230,000 tons. Demand is growing ahead of supply. Beef
consumption increases with increasing urbanization, increasing purchasing power,
changes in consumption of higher priced protein, and the fast rate of population
growth. Per capita beef consumption varies significantly between urban and rural
areas. Historically consumption in urban areas has been about four time’s rural per
capita consumption. In urban areas, the upper that of highest income households’
people consume as much as 40% more beef than the low income groups. Supply on
the other hand is severely constrained by the current beef subsistence production
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system and primarily of the slow maturing indigenous breeds, with a very slow
transition to commercial production.
4.9.4 Retail industries
The retail industry in Bangladesh is fragmented and undeveloped compared to
south Asian counterparts. However, this structure is changing due to changing
patterns of consumers shopping behavior, growth of urbanization, sustainable
increase of middle class consumers, and rapidly growing supermarket in different
cities. In Dhaka city with its 15 million inhabitants and 20-25% retail sales are made.
The probably diffused the supermarket throughout the country. At the retail level,
the mainstream marketing Bangladesh is to the greatest extent serviced by the wide
network of roadside and market stall butcheries. These are estimated at 75-80% of
the total beef sale in the country. The premium market accounts for about 16 percent
of the total meat market and is served by a growing network of modern butcheries
and supermarket butcher stands. The demand and consumption level of beef are
estimated to be 15,500 tons annually.
The premium beef segment accounts for about 16 percent of the total meat market in
City market and is serviced by a growing network of Modern Butcheries and
Supermarket Butcher stands. Currently the capital’s demand for beef hovers around
12 tons a day for 675 butchers’ shops but the supply has dwindled to less than six
tons (The Daily Star, March 15, 3015).
4.9.5 Export potential of beef and beef products
Bengal Meat Processing Industries Limited (BMPIL) is an export oriented meat
processing company in Bangladesh. The BMPIL provides fresh, hygienic and Halal
meat and get ISO 22000:2005, HACCP and Halal certificates from Malaysia. BMPIL
has started regularly exporting beef to Dubai, Kuwait, Malaysia, Saudi Arabia,
Europe (some countries) with a high degree of success over the past few years.
In 2012 BMPIL exported 5,000 tons of beef and beef products. The BMPIL exported
80% of total production and export order is increasing day by day. This firm has
been negotiating with some Western and Southeast Asian countries like the USA,
Canada, Australia, Malaysia and Singapore to export the processed meat and also
signing agreement with Turkish Red Crescent for regular beef supply. About 30
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crore Muslims living in the Middle East and Southeast Asian countries depend on
halal meat. So, there is a bright prospect of export market of beef and beef products.
Almost all other countries are consumers of beef. Now, China has become the
biggest consumer of beef in the world. In Asia, next to China is Indonesia.
Bangladesh can easily make out beef export target first to China and then Indonesia
and other Asian countries.
4.9.6 Beef supply is dominated by low productive indigenous breeds
The supply of beef is largely reliant on indigenous cattle genotypes raised under
extensive management systems. The inherent features of indigenous livestock are
survival rather than productivity, hence their small body size. Most slaughtered
animals are culled animals. Improved cattle breeds are kept under intensive
management, mostly on small scale and medium sized ranches. To improve
productivity of indigenous breeds, farmers have been crossing them with exotic
breed from western world. This has had mixed results as it has either resulted in
replacement of local breeds by exotic ones.
4.9.7 Potential corridor of beef cattle agribusiness
Beef cattle farming agribusiness is a significant part in the agriculture in Northern
region of Bangladesh. Beef cattle farming based economic activity is considered to
have a promising prospect in future. In the northern region, Pabna and Sirajganj
districts are situated within a radius of 35 Km2 from Baghabarigat Milk Vita. A large
number of crossbred calves are available for cattle fattening coming from dairy
primary producers. Cattle are concentrated in the “cattle corridor” (King and Allam,
2002). The cattle corridor covers the char lands which range from AEZ-4, AEZ-11,
and AEZ-12. The char land refers to the areas on predominantly greases, water
sources, growing forbs or shrubs, seasonal grazing lands and Muslim community
which have positive impact on cattle production. Bangladesh

government

has

taken a huge number of development schemes by her different development
agencies in the study areas some of the agencies are Char Livelihood Programme
(CLP), Ensuring Sustainable Livelihoods of Smallholder Farmers through Beef and
Diary Value Chain Enterprises project, ‘Nodi O Jibon’ project these agencies are
working for improving the livelihood security of extreme poor families living on
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island chars, Food Security for Sustainable Household Livelihoods

(FoSHoL),

Making Markets Work for the Poor (M4P-World Bank), Strengthening Household
Ability to Respond to Development Opportunity (SHOUHARDO), where several
donors

such

as

DFID, EC, EU, UKaid, World Bank, Bill and Melinda gates

foundation, USAID are directly involved. Under the development schemes, most of
beneficiaries are involved in cattle rearing. A meat processing company is situated
within the area at Sathia upazila of Pabna district. Geographically, these areas
consist of lowlands and uplands with vast agricultural areas which are highly
potential for the production of agricultural wastes that can be utilized as feed in
cattle production and also potential area for the development of meat processing
company as it has potential resources including land, cattle population, human
resources and demand of cattle. Demands of beef cattle come from both local and
interlinked markets. Based on the information Pabna and Sirajganj districts are the
corridor of beef cattle agribusiness in Bangladesh.
4.10 Core findings
Livestock is an important sub sector of agriculture, which accounts for 55.44 percent
of agriculture value addition. It is highly labour intensive and a good source of job
creation. Bangladesh still continues to stay on the lower-end of the global protein
consumption, especially meat. Despite the government has scaled up efforts to
improve protein consumption in the impoverished. In Bangladesh Per capita meat
consumption was lower than other developed and developing country. Where
Bangladesh was only 7.3kg, in Pakistan 19kg, 50kg in China, over 100kg in Germany
and Denmark. In Bangladesh, the number of cattle head per hectare is 2.49, where
1.12 in India, 0.70 in Pakistan, 0.38 in the Germany, and 0.81 in Denmark. Although
per hectare density of cattle head in Bangladesh was higher than any other countries
in the world, it facing shortage due to huge population. Of the total beef production
in the country, around 25 percent comes from Indian beef cattle. The contribution of
the livestock sub sector to GDP is gradually declining but increasing industrial
sector. Though the share of the livestock sub sector in GDP is small, it has immense
contribution towards meeting the daily protein requirements. The estimated
demand of around seven million cattle in the country during the Eid-ul-Azha,
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According to the department of livestock services, there are some six million healthy
cattle including buffaloes in the country, against the demand of an estimated seven
million on the occasion of Eid-ul-Azha. A part of deficit beef cattle met by import
from neighboring countries viz India, Nepal, Sri Lanka, Bhutan and Myanmar to
meet domestic demand. The gap could not meet unless more concerted effort was
launched to increase local production. The number of cattle has already increased
due to various initiatives taken by the government and private entrepreneurs. It is
possible to increase the number of cattle production in the country remarkably, if
more pragmatic steps are taken with a proper policy support. The government
should put emphasis on rearing improved beef cattle within the country to meet
demands and take appropriate measures fastest to terminate the country’s
dependence on India.
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CHAPTER–5.1
BEEF CATTLE AGRIBUSINESS VALUE CHAIN
5.1.0 Introduction
This chapter deals with the findings of the beef cattle agribusiness value chain study
on the basis of field visit, surveys, focus groups discussion, key informant interview
and secondary data. It provides a descriptive analysis of the beef cattle value chain
to enable the identification of the major value chain actors, influencing factors, and
functions including interrelation and inter-dependency as well as identify the
amount of value addition of each stage. Understanding the business service
provisions, and suggesting the specific areas of intervention to upgrade the value
chain and help to formulate future program. However, for convenience of the
discussions the findings are systematically presented in the following sections.

5.1.1 Theoretical framework of beef cattle agribusiness value chain
The theoretical framework of beef cattle agribusiness value chain is briefly described
in the following sub-headings

5.1.1.1 Understanding and concepts of value chain
The idea of a value chain was first suggested by Michael Porter in the 1980s in his
book “Competitive Advantage: Creating and Sustaining Superior Performance”
(Proter, 1985) to depict how customer accumulates along a chain of activities that
lead to an end product or service. The concept of value added, in the form of the
value chain can be utilized to develop in the business arena of the 21st C. Kapslinky
and Morris ( 2000) described Value Chain as “full range of activities which are
required to bring a product or service passing through the different phases of production
to delivery to consumers and final disposal after use . Wang and Wu (2011) defined a
value chain as “a chain of activities that gives the product more added value than the
sum of the added value of all activities. Chastain et al. (2009) wrote that “value chain
is the term for the total of all value adding activities that lead to putting a product on
the market”. Value chain promotion is an effective way of fostering rural-urban
linkages and the concept provides a useful analytical framework for market and
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sub-sector analysis (ECAPAPA, 2006).The concept of Value chain is discussed from
three distinct traditions: the French ‘Filière concept’, Porters concept

and

Wallerstein’s concept of Global commodity chain(Raikes et al. 2000). The Filière is
used to describe the flow of physical inputs and services in the production of a final
product, and is essentially similar to the modern value chain concept (Melle, 2007).
Gibbon (2001) described a value chain as a chain of activities, where products pass through
all activities of the chain in that order and at each activity, the product gain some value. The
chain of activities gives the products more added value than the sum of added value
of all activities. An agricultural value chain is considered as an economic unit of
analysis of a particular commodity or group of related commodities that
encompasses a meaningful grouping of economic activities that are linked
vertically by market relationships (Getachew, 2012).
Further, a value chain exists when all of the actors in the chain operate in a way that
maximizes the generation of value along the chain. The value chain interpreted in a
two senses;

a) Narrow sense
A value chain includes the range of activities performed within a firm to produce a
certain output. This might include the conception and design stage, the process of
acquisition of input, the production, the marketing and distribution activities, and
the performance of after-sale services. All of these activities constitute the “chain”
which links producers to consumers and each activity adds ‘value’ to the final
product.

b) Broad sense
In broad sense, value chain illustrated in Figure 5.1.1 at the complex ranges of
activities (input support, production, live animal marketing, processing, beef
trading, distribution, and retailing) implemented by various actors with help of
enabling business environment and support services to bring a raw material through
a chain to the sale of the final product.
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The broad value chain starts from the production system of the raw materials and
along the linkages with other enterprises engaged in trading, assembling, processing
etc.

Business environment
(Economic trends, internal and external factors, social capital, human resources etc.)

(Financial, technical support, feed & fodder, veterinary medicine etc.)

Support services

(

Figure 5.1.1 Concepts of value chain
Source: Author own illustration 2014
According to Kaplinsky and Morris (2001), the value chain analysis generally
addresses the following issues: i) Value chain mapping: a VCA systematically maps
the actors participating in the production, distribution, processing, marketing and
consumption of a particular product. This includes assessing the characteristics of
actors, their profit and cost structure, and flows of goods throughout the chain. ii)
Identifying the distribution of benefits of actors in the chain: by analyzing margins
and profits within the chain, one can determine benefits of each participating actors
in the chain. iii) Value chain upgrading: upgrading can involve improvements in
quality, delivery time and flexibility, innovativeness, etc that enable actors to gain
higher value, and iv) Value chain governance: governance in a value chain refers to
the structure of relationships and condition mechanisms that exist between actors in
the value chain.

5.1.1.2 Beef cattle value chain analysis as a framework
The value chain framework is useful for expanding financial services and for
developing agribusiness. It helps to identify the services and solutions critical to
improving the productivity and competitiveness of a given agribusiness and to
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enable environment to upgrade their services, products and overall productivity
(Kula and Farmer, 2004). It seeks to overcome these constraints by identifying
different entry-points and linkages that beef cattle enterprises can leverage in the
chain. Many different value chain analytical frameworks are available.
Building on Kaplinsky and Morris (2001), Rubel et al. (2007) and (AFE 2007),
researcher adopted an analytical framework that views beef cattle value chains as
key instruments to investigate the value chain actors and understanding their
economic roles, identifying the major constraints of beef cattle VC, understanding
the business service provisions, influencing factors and suggesting the specific areas
of intervention to upgrade the value chain.
As stated above, research addressed the above issues by focusing on beef cattle
including by-products based on the current beef cattle production and marketing
status and future development plan in the study area regarding the beef cattle.

5.1.1.3 Beef cattle value chain analysis
It is an analytical framework that enables to i) explore the value chain structure and
the relationships among actors, ii) build accounts for the different actors and analyse
their revenues, costs, value added and profits, iii) consolidate a consistent
accounting framework for the whole value chain, and iv) identify bottlenecks and
opportunities for value chain development. Beef cattle VC can be defined as the full
range of activities required to bring a product to its final consumers passing through
the different phases of input supply, production, transportation, live animal
marketing, processing, distribution, retailing and ultimate delivery to consumers. It
can also be defined as market focused collaboration among different stakeholders
who produce and sell value-added products (IFAD 2007). The beef cattle value chain
concept entails the addition of value as the product moves from input suppliers to
producers to consumers. The main idea of value chain is to highlight and map out
specific physical beef cattle and beef flows within sector,

including

key

stakeholders, through usually confining the analysis to domestic markets and
ignoring dynamic adjustments to sector characteristics and relationships.
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•Creating profit
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•Improved customer service
•Productivity

Figure 5.1.2 A typical beef cattle value chain and associated business services
Source: Author illustration 2014
A value chain, therefore, incorporates productive transformation and value addition
at each stage of any value chain. At each stage in the value chain, the product
changes hands through chain actors, transportation costs are incurred, and
generally, some form of value is added. Beef cattle value chain results from diverse
activities including input supply, production, transportation, marketing, processing,
distributions, retailing, and consumption. A schematic description of this concept is
shown in Figure 5.1.2. The main benefits of VCA were productivity value creation,
profit creating, employment, and competiveness and consumer satisfaction. VCA
involved research, examination and interpretation of data to increase understanding
of the value chain so as to improve its development. The goal of VCA is to improve
efficiency and profitability in the chain by tackling challenges and taking advantage
of opportunities. There are many ways to analyze or evaluate value chain. Analysis
can stem from research of secondary information such as government or industry
data, to interviews with industry participants as well as participatory market
assessments and observations (Weber and Labaste, 2010).
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5.1.2 Identification of beef cattle value chain in the study areas
The information gathered during the study enabled the longitudinal mapping of the
beef cattle value chain. The value chain map illustrates the way in which beef cattle
and their products flow from production areas in the study areas to end markets and
how the overall beef cattle sector operates. It is a visual representation of the structure of
the value chain and its main characteristics or “a narrative description of the main
characteristics of the value chain”

(UNIDO, 2012). According to McCormick and

Schmitz (2002), value chain mapping enables to visualize the flow of the product
from conception to end consumer through various actors. It also helps to identify the
different actors involved in the beef cattle value chain, and to understand their roles
and linkages. Consequently, the current value chain map of beef cattle in study area
is depicted in Figure 5.1.3. The value chain map highlighted the involvement of
diverse actors who are participated directly or indirectly in the value chain. The
direct actors are those involved in commercial activities in the chain (input suppliers,
producers, traders, processor, and consumers and indirect actors are those that
provide financial or non-financial support services, such as credit agencies, business
service providers, government, NGOs, cooperatives, researchers and extension
agents. In the value chain map, the value chain functions and interactions are
presented on a middle vertical axis and on the left hand side of the diagram
represented the actors who involved in the chain and right hand in the diagram
boxes line which may encompass several vertically integrated functions. The value
chain map illustrates six groups of actors.
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Figure: 5.1.3 Beef cattle value chain map
Source: Author illustration 2014

The main actors in the beef cattle value chain were input supplier, producer, trader,
processor and consumer. The different types of actors are described below;

5.1.2.1 Input suppliers
This segment the value chain consists of the actors in the value chain that provides
the initial inputs for the appropriate functioning of the succeeding beef cattle value
chain. The main inputs in the beef cattle sector are; (i) calf, (ii) cattle feed and
fodder (iii) credit support (iv) veterinary and medicine, and (v) Technology and
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equipment etc. The actors under consideration include: feed suppliers, feeder animal
suppliers, veterinary service providers.

5.1.2.2 Producers
The smallholder farmers were the producers of beef cattle. They used traditional
breeding, feeding and housing methods of beef cattle production and do not receive
adequate support from the extension system. They sell cattle to obtain cash income
for household expenses, such as buying grains for household consumption, and
buying agricultural inputs. Beef cattle also serve as a source of cash to purchase
larger assets. Farmers sold their cattle at farmegate, on their way to market and also
in the markets. Producers purchased crossbred cattle male calf from haat and sold it
after fattening.

5.1.2.3 Collectors
These important value chain actors collect cattle, usually from remote locations and
gather cattle to the buyer. They buy cattle from farmers and sell to small traders at
time. They are mostly independent operators who use their knowledge and social
relationships, family, clan and friends to collect cattle. In turn, they become an
important source for big and small-scale traders. Most local collectors are farmers,
who perform the collection service as a part-time business activity. These collectors
buy up to 10 cattle at a time, and sell them to traders, as well as to the meat
processors. The collectors also sell directly to producers. Sometimes, collectors of
Pabna area collect beef cattle by visiting producers in Raigonj door-to-door. They
then sell them on to intermediate traders who in turn sell these to the Bengal Meat
processor.

5.1.2.4 Traders
Beef cattle producers in the area sell their ‘fattened’ animals to traders in the nearby
markets. The traders buy the animals from primary or secondary markets, assemble
and transport them to the terminal markets. In this process, beef cattle pass-through
up to four traders’ hands before reaching the final consumers. Based on their scale of
operation, operating patterns in a given market and capital availability, traders can
be grouped as small and large traders.
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5.1.2.4.1 Small-scale traders
Intermediate traders also purchase cattle from collectors and/or directly from
producers and sell them to other big traders, retailers and consumers. The traders
add place and time value to the cattle. They buy 2-5 cattle at a time and sell them at
weekly haat. These traders sometimes transport the cattle using botboty /nasimon and
trucks.

5.1.2.4.2 Large-scale traders
Large-scale traders, which are few in number, are those who are permanently
operating in the live cattle and meat value chain business and are known for
purchasing large number of cattle from various haat all over the north Bengal to
supply their key buyer, BMPIL. These mostly come from Pabna, Sirajgonj and Dhaka
to purchase in bulk directly from producers and local collectors. The traders buy up
to 50 cattle at a time. However, there are not many of these traders and they only
visit haats that have road and transport access, or are located along main roads.

5.1.2.5 Brokers
These market agents serve as mediators between buyers and sellers in the cattle
markets in the study areas. They have no license for their activities. They are usually
expected to link buyers with sellers and facilitate the terms of exchange. The Dalal
charge some money based on informal contract per head of cattle transaction.

5.1.2.6 Butchers
The butchers are also directly involved in buying cattle from the markets and their
objective is sell meat at the periods when there is demand from the customers. They
buy live cattle from primary and secondary market, after slaughtering them and sell
the meat to various consumers. Butchers are the key meat sellers in the study area.
Generally, all butchers collect low grade cattle at a lower price and keep their meat
price within an affordable range to increase profit.

5.1.2.7 Retailers
The important actors are beef retailer in study areas including Dhaka city. In the
study three types of beef retailers such as road side meat stall, Meat shop or butcher
shop and supper market were found.
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5.1.2.7.1 Road side meat stalls
Road side stalls are found in local area, Roadside meat stall account for 75-80 percent
of all retailed beef, and are the backbone of the meat supply chain. These lack
cooling facilities and therefore only stock meat that can be sold within the day.
Households are the main consumers.

5.1.2.7.2 Butcher or Meat Shops
Approximately, 25 Meat shops (like Dhali Super Store, Lavender, Bengal Meat
Butcher Shop, Non Stop Mega Shop, Saad Musa City Center, Pick & Pay, Carre
Family, Daily Super Shop, Western Bazar, Family Needs Ltd etc.) are found mainly
in Dhaka city, and they represent only about 1 – 3% of beef sales. Meat shops may
sell only 1 to 3 carcasses per day. Consumers buy from meat shops because they are
open all day and get safe and quality beef.

5.1.2.7.3 Supermarkets
Supermarkets are growing in popularity especially amongst the more hygieneconscious middle class consumers. It is expanding rapidly in some of the big cities
all over Bangladesh, particularly in urban areas where the population number and
density is high. Every supermarket (like Agura, Nandan and Meena Bazar) has a
beef outlet where quality conscious customers are main buyers.

5.1.2.8 Meat Processors
Meat processors are not developed in our country. The researcher found only two
meat processors in the study areas i.e. Bengal Meat Processing Industries Limited
(BMPIL) and Pabna Meat Processing Company. A brief description is presented
below.

5.1.2.8.1 Bengal Meat Processing Industries Limited (BMPIL)
BMPIL is the pioneer of halal beef supplier in home and abroad. They have
international standard own production farm, fodder production but not sufficient
cattle for slaughtering every day, for this reason they purchased cattle from local
market through its enlisted 25 cattle suppliers. BMPIL imparted training to the
enlisted supplier on the cattle requirement specification and took deposit security
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money from the supplier for ensuring regular supply because every day it needs
about 300 beef cattle for slaughtering. BMPIL offers price on the basis of meat per
cattle. By-products sold to the enlisted by-products buyer of BMPIL at specific price.
This processing company collected 90% cattle from open market through the
supplier, 8% from contract farmers and only 2% from own production farm. Most of
the cattle are collected from different haats of Pabna, Rajshahi, Bogra, Jessore,
Kushtia, Natore, Rangpur and Sirajgonj districts through cattle supplier according to
requirement of BMPIL.

5.1.2.8.2 Pabna Meat Processing Company
This Company is in the second position to supply quality, halal and hygienic beef in
Bangladesh. The factory is situated adjacent to Dhaka city. It is situated at Nolbough
Khalper Uttara, Dhaka. At present the company produces high quality, halal and
hygienic beef and beef products for Dhaka, Chittagong and Sylhet City customers.
On the other hand, the company produces healthy and disease free beef cattle
through contract farmers at Raigonj and Ullapara upazilas of Sirajgonj district with
help of several NGOs like BASA, Inter-cooperation and Practical Action Bangladesh.

5.1.2.9 Hotels, restaurants and individual consumers
These are the final actors in the value chain. Hotels are supplied with carcasses as
per their specific requirements by butchers, while individual consumers buy directly
from any butcher shop that satisfies their needs. In special case, individual
consumers come together and buy beef cattle to slaughter and to share the meat.
Hotel and restaurant owners are interested to promote beef in certain types of dishes
such as beef curry, brown meat, beef masala biryani, beef tehari, beef nehari, kababs,
koftay, paya curry, noodles, hotdogs, pizzas, burgers, soup, sandwiches etc. and sell
them to their customers.

5.1.3 The core function of actors for beef cattle value chain in the study
area
The main functions of actors in a beef value chain include input supply, technical
service provision, production, live cattle trading, processing, marketing and
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consumption. Figure 5.2 illustrates the core functions involve different activities
which are described below.

5.1.3.1 Inputs supply
Input supply and utilization is one of the core functions in the beef value chain.
Inputs are all the necessary materials and services that are required for beef cattle
production. A majority of input suppliers are farmer themselves. The inputs
considered here include calves, feed and fodder, water, veterinary medicine, credit
and extension services.
Calves: Calves are the main input for beef cattle value chain. There are no formal
breeding farms and regular calves suppliers at present. Overall in the study area
84.20% farmer collected crossbred beef calve from local cattle market (Aronkhola haat
at Ishordi, Bera, Kashinatpur haat at Pabna, Alampur, Baradi hatt at Kushita, Alamdanga,
Shialmari haat in

Chuadanga, Ullapara, Bolalia, Talgashi, Shorapur, Anarathpur,

Puspopara, Sholanga hatt at Sirajgonj etc) and rest of them (15.80%) used culled oxen
for fattening purpose. Dairy farmer is the core male calves supplier in the local
market. Historically, British Viceroy Lord Linlihgo brought some Hariana, Red
Sindhi and Sahiwal bulls distributed them in low-lying bathan areas such as
Baghabari ghat, Sirajgonj, Shahzadpur, Bera and Sathia upazila of greater Sirajgonj and
Pabna districts for improving local cow (Siddiqui 2004, Bhuiyan 2006). On the other
hand, Milk Vita has extended crossbreeding using Holstein and Jersey bulls from
Australia. From the crossbreed dairy cattle, male calves are used for cattle fattening
due to bigger size, growth rate, color etc. These crossbred calves are available in the
local cattle markets in the study area.
Feed and fodder : Most of the farmers let their beef cattle home freely and
grazing unrestricted on natural pasture lands. The main feeds are rice straw,
oilcake, molasses, and wheat bran, corn stovers, legume hay, weeds and napier
grass. Cattle farmers grow fodder in their fellow lands and purchased
supplementary feed from local markets. Fodder crisis goes to pick during season
when farmers have to spend even whole for collection of grass from different places.
Large farmers in the mainland bring their cattle for grazing on char. Some cattle
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farmers were producing maize both in early winter and spring for grain and fodder.
In rainy season chars go under water for long time and therefore farmers are bound
to purchase rice straw from the main land. Feed and fodder crisis seriously affects
cattle health and cattle production as well as increases disease infestation. It was
found that CLP has introduced napier grass in char and some farmers feed this grass
to their cattle. Being supported by business innovation facility, Pabna Meat
Company encourages homestead production of napier, ipil ipil and dewa tree
(Monkey Jackfruit) for feeding beef cattle and management process through contract
farming with help of BASA NGO. On the other hand, beef cattle farmers have easy
access to concentrates and raw material by home mixing. They purchased raw
ingredient from local market and mills with the help of technical staff of BASA NGO
and Pabna Meat Company. Month wise, The technical persons use to mix the raw
ingredients as per ration formulation for a month in front of cattle farmer and
distributed to the contract farmers. BMPIL produced fodder and concentrated in
their farm to feed the cattle. They prepared silage from their fodder and stored and
feed to cattle with purchased manufactured feed for fattening. Feed shops in the
main land informed that individual commercial cattle farmers and cattle traders buy
company manufactured feed from them.
Water: About 79% farmer feeding water to their cattle from tube well and rest on
them feeding water from other sources including ponds, river and bil . About 49% of
the respondents got water from own tubewell and 21% collect water from
neighboring tubewell for cattle.
Veterinary and medicine: There is little demand for medicine and veterinary
service for beef cattle production in the study area. When they are fallen in serious
problems, go to local paravets to get vaccines and other veterinary services for their
cattle as there are no regular treatments scheduled either from the local DLS or local
paravets. A lot of paravets offered their service by charging a cost. Most of paravets
received a technical training on veterinary services from DLS, NGOs and CLP.
On the other hand Pabna Meat Company has appointed a full time veterinary doctor
for providing services regarding calves selection, cattle health, feeds formulation and
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technical issues of the contract farmers. If the producers face any problem with
regard to the health of their cattle, they can seek advice or technical support from the
doctor over mobile phone. It was informed that about 87 per cent farmers used to
vaccinate their beef cattle while 13 per cent farmers did not follow the practices
regularly. About 54 percent cattle fattening farmers used hormones, antibiotic and
growth promoter for rapid growth of cattle for Eid-ul-Azha market but about 46
percent farmers did not use hormones, antibiotic and growth promoter for beef cattle
production. Generally they were ingested with NGOs and Meat processing
company. About 83 percent farmers groom their beef cattle regularly and 17 per cent
farmers not groom their beef cattle regularly which are similar to Begum et al. (2007).
They reported that 83.3 per cent farmers used vaccination, 80 per cent farmers
practiced deworming and 63.4 per cent farmers grooming/bathing their cattle
regularly. Castration, dehorning, tail docking and other surgical practices were not
practiced in beef cattle production
Credit supply: A Credit service is an important input for beef cattle value chain. Credit
delivery is particularly important for cattle production, to purchase calves, feed,

medicaments and other necessary inputs for cattle fattening activities. Access to
financial services is needed for the actors in value chain in the cattle sector, to
support cattle rearing and the supply of cattle and cattle products to the market
making the transition from subsistence cattle farming. BASA offered credit to the
experienced cattle farmer for purchasing calves and feed with high interest rate (i.e
23% per month per Tk.1000. There is only one Government bank (Rajshahi Krishi
Unnayan Bank) and three microfinance institutions (Gramen Bank, BRAC, and NDP)
that provided funds for cattle fattening in the study area. Recently, SSS (NGO)
introduced seasonal micro finance for cattle fattening before Eid-ul-Azha but the
amount of credit was not sufficient in the study area.
Beef cattle insurance: Insurance is basically a social devise of sharing risks in any
given activity involving financial tools. Beef cattle insurance is one such financial
tool of managing various risks in cattle farming that are beyond human control. In
order to growth and investment in the livestock sector, the MFMSFP has promoted
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and implemented scheme for livestock insurance to protect investment on cattle
farming by participating NGO-MFTs from PKSF. There was a contractual agreement
between cattle farmers and NGOs and MFTs for providing credit and technical
supports respectively. The insurance package charged BDT 200 per animal, on
condition that NGO would exempt the loan money including amount of interest, if
the animal died subject to submission of death certificates from UVS and technical
expert of NGOs , in addition they also provide BDT 500 per cattle to dispose of dead
animal. Financing supporter charged 1(one) percent on purchasing price of cattle as
an insurance premium so that they claimed against sickness, natural disaster and
accidental death. After investigation by the veterinary surgeons, NGOs provided
cattle loan to borrowers, while claims against cattle theft will not be covered. Cattle
insurance is mandatory for cattle loan borrowers who are participating as contract
farmers under the cattle fattening programme.

5.1.3.2 Beef cattle production system in the study area
Beef cattle production forms the mainstay of livelihoods in the crop-livestock mixed
farming system of Pabna and Sirajgonj districts. The FGD discussants in Pabna
indicated that crop production had been facing challenges due to loss of soil fertility,
a decline in farm size, flash flood and climatic condition. Beef cattle production was
identified as having a comparative advantage as an adaptive/alternative livelihood
options. Most of cattle farmers are small scale, having 2-3 calves for fattening. In case
of share cropping farmer received the cattle for rearing immediately after purchase
by the owner under condition they were take care of beef cattle. Profit distributed in
equal shares between cattle owner and farmer. The small scale farmer employed
only family laborers for cattle fattening. There are some big cattle farmers having 515 cattle for fattening on a commercial basis. Most of them employed hired labors to
take care of the cattle. The cattle farmers are knowledgeable farmers and have good
linkages with different service providers and also worked as a contract farmers. Both
intensive and semi-intensive production systems were practiced by the respondents
for cattle fattening.
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Intensive Production System: In the study area 78.7 percent respondents were
adopted this system. The herds are fed on cultivated fodders and concentrate.
Semi Intensive: Beef cattle are kept in their house, with cultivated fodders, crop by
products and concentrates. Cattle are confined inadequate space of cattle shed.
Between the two extremes (extensive and intensive) lies a bridge which is known
as semi-intensive system of beef cattle production. Only 21.3% cattle farmers practice
semi-intensive production system in the study area.
The cattle production practices by the farmers were assessed considering the general
husbandry issues: selection of cattle, length & method of feeding, health care,
housing, season of fattening and selection of the season for cattle fattening etc, which
are described below.

5.1.3.2.1 Selection criteria of beef cattle for fattening
Different criteria have been used for purchasing cattle for fattening purpose.
Respondents selected their cattle for fattening on the basis of breed (28.7%), age
(12.4%), body size/ frame (13.69%), sex (25.79%), colour (5.00%) and price (14.42%).
There was no significant difference in selection criteria between two districts.
Farmers purchased beef cattle from the market with the assistance of technical staff
of NGO (BASA) and processing company. Price is set through bargaining between
buyer and seller of the cattle. During the field study, most of the respondents opined
that the following variables were considered for selection of cattle.
Breed: Farmers chose crossbred cattle mainly Australian crossbred due to several
reasons such as faster growth rate, high initial weight gain, beef cattle can be sold
earlier, consumer choice etc.
Age: Young cattle have striking advantages over older cattle. Normally, 18 to 24
months of cattle is selected for fattening. Respondents mentioned that age of the
beef cattle ranging from two to four years along with combination of minimum
weight of 250kg to 400kg. They need less feed for every unit gain in weight because
they can masticate thoroughly and can consume more feed in proportion to their
body weight. Generally, a two-year old steer requires a shorter feeding period than a
calf or a yearling because the latter grows while it fattens.
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Constitution and Vigor: These are determined by the size and quality of the vital
organs. A large feeding capacity, strong appetite, a large heart girth, well-sprung
ribs and a wide, deep and full chest show good constitution and vigor.
Sex: In general, male cattle are chosen for fattening because of faster growth and less
feeds consumption and consumers prefer beef from male cattle.
Colour: Coat colour has an effect on live fattened cattle. Almost all colors are
preferred for live cattle for slaughtering but black colour is suitable due to the
religious point of view during Muslim festivals. Black or red colour calves for
fattening would get more benefit.
Health Considerations: A healthy cattle is active, has a soft and smooth hair coat,
bright eyes, moist muzzle, short–length legs having suspended skin and wide
forehead. Special attention should be given to unsoundness and defects in
conformation when selecting feeders.

5.1.3.2.2 Length and method of feeding
The present study has identified overall three type of lengths for beef cattle
fattening:

3 months (44.9%), 4 months (23.33%) and 6 months (31.10) of the

independent beef cattle farmers. Whereas, contract farmer of Pabna meat company
the beef cattle feeding length were 2 months (31.36%), 3 months (25.16%) 4 months
(13.98%) and 4-6 months (9.5%) of the respondents. The above feeding lengths were
significantly different between independent and contract farmers in the study area.
Feeding length was dependent on feeding method, weight gain and market demand.

5.1.3.2.3 Season of beef cattle fattening
According to the responses of the households, Beef cattle fattening was time bound
activity considering the available resources like feed, labour, and demand of the
market. Season of cattle fattening had no significant difference between Sathia and
Raigonj Upazila. In the study area, about 39.72 percent of the cattle fattening was
done starting from mid May up to August when the crop farming activity was
finished and seasonal supply of feed become optimum and mainly targeting to
deliver fattened beef cattle for Eid-ul-Azha and 47.24 percent of cattle farmers are
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engaged in cattle fattening year round for alternative cash income whereas 13.04
percent of the beef cattle fattening activity was done starting from January to April
targeting to deliver fattened cattle for Eid-ul-Azha market. The low percentage of beef
cattle fattening activity was attributed to absence of green feed supply, cold weather
decreased cattle growth rate and pick crop harvesting period. It was also associated
with relative low market demand for fattened beef cattle because of the custom of
the local people preference towards consumption of fattened sheep and cattle
instead of fattened beef cattle. Whereas, 37 percent farmers purchase cattle
occasionally usually 3-6 months before Eid-ul-Azha (Muslim festival) and then they
are fattened and sold. Rahman et al. (2012) found that 13.3% farmers purchase cattle
around the year and 86.7 percent purchase cattle occasionally for beef cattle
production. The results of those study differed from those of Rahman et al. (2012)
because most of the farmers in Sirajgonj district used cattle from own source for beef
cattle production. Beef cattle fattening activities totally absent during October to
December in the study area due to various reasons (Table 5.1.1) cold weather
because most of the respondents said that slow growth rate and market demand,
high demand of family labor for other farm activity, high demand of oxen for
plowing of crop land, dampness of feeding area and night enclosure, and low
market demand for fattened cattle (Table 5.1.2).
Table 5.1.1 Reasons for absence of beef cattle fattening
Possible reasons
Weather (Cold weather decrease growth rate)
Feed shortage
High demand of family labor for other farm activity
Low market price
Low demand for fattened beef cattle at the market
Total respondents
Source: Field survey 2014

Respondents Rank (No.)
1st 2nd 3rd 4th
5th
44
53
29
16
38
180

35
45
57
11
32
180

55
48
25
16
36
180

25
11
23
76
45
180

21
23
46
61
29
180

All year round there is available supply of cattle in char haat areas; however, supply
is reduced during flood, a reduced supply of cattle in the open market as well as
fewer buyers lead to decline in prices for cattle. Moreover, higher disease prevalence
for cattle occurs during floods because of increased vulnerability due to stagnant
water, poor feeding opportunities, and lack of regular vaccination. Vaccine supply is
135

also disrupted for some diseases as the Department of livestock Services (DLS) is the
only supplier in the country, and is unable to meet sudden spikes in demand.
It should be noted that in 2013 flood occurred in late September, however this is an
atypical occurrence and can be attributed to climatic change. Therefore, while the
following seasonal calendar reflects the occurrences in 2013, it also illustrates a
”typical” cattle seasonal calendar.
Table 5.1.2 Seasonal calendar of beef cattle fattening in the study area
Activities
Rainfall/flood
Fattening cycle
Festivals
Fodder availability
Volume of sales
Prices at market
Risk of diseases
Availability of vaccination
Transportation scenario

Jan.

Feb.

Mar.
Low

Apr.

May

Jun

July
High

Aug.

Sept.

Oct.

Floods

Nov.
Low

Dec.

Fattening cycle
Eid
Medium

Low

High
High
Medium

Low

Low

Medium
Low

High
High

High

High Cost

Eid

Low

Special arrangements

Low

High
High
Medium

Medium
Low
Low
High cost

Source: Field survey 2014

5.1.3.2.4 Living condition of beef cattle
From the field observation, researcher found that only 17.30% farmers allowed cattle
access to outdoor for grazing during winter season while 82.70 % farmers did not
allow cattle access to outdoor for grazing. Most of the cattle farmers clean housing
pens, equipment and utensils daily.

5.1.3.2.5. Duration of program
Duration of cattle fattening varied person to person, 57.46 percent respondents
reared for 2 to 3 months, while 32.23 percent of them took 3-4 months to fatten their
cattle and rest fattened for longer period. Hossain (1986) and Hossain et al.(1996a)
reported cattle fattening periods of 4-5 months and 5.7 months respectively. They
also mentioned that at initial stage weight gain is high and shorter time allows faster
cash flow to the farmers. Singh and Patel (1996) reported that cattle in Gujrat showed
maximum growth rate between 1.1-1.4 years of age.

5.1.3.3 Beef cattle marketing
Marketing system includes all activities involved in the flow of goods from the point
of initial production to the ultimate consumer. It includes the exchange activities
associated with transferring property rights to commodities, physically purchasing
and allocating resources, handling products, dissemination of information to
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participants, and making institutional arrangements for facilitating these activities
(Amir and Knipscheer, 1989). Beef cattle marketing include all those activities
involved in the process of moving live cattle and beef from the producer to the
consumer. These activities include buying and selling or title transferring activities,
and the physical handling activities such as grading, processing and transportation.
According to different scholars beef cattle markets are categorized into village,
primary, temporary, secondary and terminal markets based on types of major
market participants, volume of supply per unit of time and purpose.

5.1.3.3.1 Village markets
A market which is located in a small village, where major transactions take place
among the buyers and sellers of a village, is called a village market. The livestock
marketing structure follows a four-tier system, of which different actors involve in
buying and selling of beef cattle in the market .The main actors of the village market
are producers, small traders and dalal. Most of respondents said that village markets
sit on the roadside and Khas land only 2-4 days ago during the big Muslim festival.
Local leaders organize this type of market.

5.1.3.3.2 Primary markets
Primary markets are usually located in upazila level or Sub-district towns. In these
markets, a major part of the produce is brought for sale by the producer-farmers and
traders. Some traders may specialize in either small or large animals. Those small
traders from different corners bring their livestock to the local market. Traders
purchase a few large animals or a fairly large number of small animals for selling to
the secondary markets. Beef cattle sold by producers or small traders are bought by
other producers, medium-scale traders and cattle collectors, for further fattening,
rearing and onward sell to secondary and terminal markets and slaughtering.

5.1.3.3.3 Secondary markets
In the secondary market, both smaller and larger traders operate and traders and
butchers from terminal markets come to buy animals. Transit markets where
livestock is sold by medium-scale traders to large traders who purchase animals for
onward sale in terminal markets.
137

5.1.3.3.4 Terminal markets
A terminal market is one where the produce is either finally disposed of to the
consumers are processors, or assembled for export. Merchants are well organized
and use modern methods of marketing. Commodity exchanges exist in these
markets which provide facilities for forward trading in specific commodities. Such
markets are located either in metropolitan areas of Dhaka city. Gabtoli is the terminal
cattle market of Dhaka. In the terminal market (4th tire), big traders and butchers
transact larger number of mainly slaughter type animals. From the terminal markets
and slaughterhouses and slabs, meat reaches consumers through a different channel
and a different set of traders/businesses. Final markets located in major cities and
capital, where large traders sell animals either to middlemen or butchery agents for
slaughter in local abattoirs, or to export traders who purchase animals for further
fattening and export of live animals to overseas markets.

5.1.3.3.5 Temporary Market
The temporary cattle markets start operation for three days prior to the Eid-ul-Azha
and continue till the Eid day while the permanent cattle market at Gabtoli in the
capital also operates for the same period on the occasion of the festival.

5.1.3.3.6 Characteristics of beef cattle markets
A schematic representation of a livestock marketing system is shown in Figure 5.1.
The bottom part shows the flow of livestock from producers to secondary (regional)
and terminal (national) markets through one or more primary collection markets.
Livestock markets can easily be differentiated by the type of sellers and buyers
operating in the market and the purpose for which livestock are purchased.
Table5.1.3 summarizes these attributes for three types of livestock markets which are
very similar to findings of Ariza Nino et al, (1980). Table 5.3 shows that the
characteristics of beef cattle markets in the study area that influence the livestock
marketing system. First on the supply side found 4 (four) types of markets. Second
on market intermediaries found different types main sellers and buyers and finally
identified purpose of beef cattle buying and selling.

138

Table 5.1.3 Characteristics of beef cattle market in study areas
Type of market
Village markets

Main sellers
Producers

Primary markets

Producers

Temporary markets Producers
Traders
Secondary markets

Terminal markets

Traders

Traders

Main buyers
Producers

Purpose of purchase
Rearing

Consumers
Other
producers
Local butchers
Traders

Meat consumption
Stock replacement or
fattening
Sales of beef
Re-sale in larger regional
markets
Stock re-sale

Temporary
buyer
Consumers for Festival on Eid-ul-Azha
festival
Local butchers Sales of beef
Traders

Resale in terminal markets

Bengal Meat
processor
Local
slaughter
houses
Traders

Meat processing
Sales of beef
Export of beef

Source: Field Survey 2014

5.1.3.3.7 Marketing channels
The chain of intermediaries or middlemen through which the transaction of goods
and services takes place between the producer and to the ultimate consumer is
known as a marketing channel. In this process, there are different actors, who may
be individuals and institutions involved in production, marketing, processing and
consumption. Beef cattle marketing were started from farmgate and flow out
through various paths to reach consumers. Two types of key buyers, Bepari and
butcher, were found functioning at different stages of beef cattle and beef marketing.
The type of middleman locally called Dalal (Broker) was found in the cattle
marketing, which used to act between buyer and seller in selling or buying cattle
with reasonable price in a lieu of commission. The overall flow of cattle from
different areas to secondary and terminal markets is shown by the interactive flow
charts for Pabna and Sirajgonj districts (Figure 5.1.4).

139

Beef Cattle Farmers

Contract Farmers
Small Scale Traders

Big Cattle traders

Meat Processors

Butchers
Beef Exports
Beef Traders (wholesaler)

Hotel and Restaurants

Super Market

Butcher Shop

Intentional Sales

Consumers

Figure 5.1.4 Marketing channels of beef cattle in the study area
Source: Field survey 2014

Figure 5.1.4 shows that Small scale traders bought beef cattle from the farmers in
rural and pre-urban area, and sold most of them to butchers. Individual beef
consumers purchase beef from beef traders, butcher shop, and supermarket, etc.
They were also found that big traders bought live cattle from small traders and
farmers and sold them at urban butchers and meat processing factory. These types of
butchers offered beef to the final consumers through hotels and restaurants,
supermarket, butcher shop some time reached by institute, etc. BMPIL bought about
80% live beef cattle from local cattle market, 8% from contract farmers at rural and
pre-urban areas and rest 2% from own cattle farm. They sold 80% of fresh, hygienic
and quality beef to export markets and rest sold through own retail outlets and other
retailers (butcher shops, institutions and local enlisted meat sellers. Pabna Meat
Processing Company bought 56%cattle from contract farmers and rest from
independent farmers and local markets who are engaged with other cattle fattening
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project of NGOs. After processing, they sold to the final consumer through retailers
(like super markets, meat shops, hotels and restaurants). Furthermore, road side
butcher in all areas bought cattle from small traders followed by farmers, and sold
beef mostly to ultimate consumers and other types of butchers bought cattle from
secondary and terminal markets. Sometimes, local traders sold their cattle with a
minimum profit immediately after buying to outside traders who come from
terminal market. Because butchers were the final links before the consumers along
the commodity chain, in addition to the beef cattle market system, cattle traded
between market participants through a number of other channels, including cattle
farmers and market middlemen, direct purchases and contract sales.

5.1.3.4 Direct cattle purchases
BMPIL has developed direct cattle purchasing system that bypass existing live cattle
marketing system. The primary motivation of the meat processors to set up direct
purchasing systems is to ensure regular supply of cattle and retain more control over
timing and cost of purchases. In response to demand for beef, meat processor calls
for supplies of cattle from local contact farmers and enlisted Bepari.

5.1.3.5 Contract beef cattle sales
A small but steadily increasing proportion of beef cattle sales in Bangladesh are
being transacted through contract arrangements between buyers and suppliers.
These contract systems are a feature of integrated development programs currently
being given priority by BMPIL and Pabna meat processing company. Contracts
between meat processor and beef cattle farmer are generally introduced as a means
of ensuring regular beef cattle supply of right quality and age. As consistency of
supply and quality are generally more important to meat processor for supplying
high quality beef. Meat processor purchased live cattle on the basis of carcass weight
at pre-fixed price.

5.1.3.6 Beef cattle marketing actors
The participants in the marketing channels of beef cattle in the study areas are
farmers/producers, traders, seasonal traders, dalals (brokers)/commission agents,
butchers, meat processor, hotel and restaurants owners, supermarkets, meat retailers
and consumers.
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5.1.3.7 Price determination
Price of animal at the marketplaces was set through negotiation between the
sellers/producers and the buyers as reported by 74.14 percent of respondents. About
14.28 percent of the producers indicated that they are the decision makers on selling
of their cattle at the markets. Hence, in the markets survey, 9 percent of the
respondents mentioned interference of brokers (dalals) or commission agents in
determination of price of cattle and 5.21 percent of respondents mentioned actual
carcass weight as the basis for price determination by the processing factory in the
study area.

5.1.3.8 Mode of payment
In cattle trade, most of the payments were made in cash. The big traders bought
cattle fully on cash payment. They sold beef cattle in cash basis too. In some cases,
small scale traders bought cattle from producers or farmers on credit and payment is
made to farmers on coming haat day after selling to the third party. Present study
showed that 87.22 percent of butcher bought cattle in cash and rest of them bought
on credit. If farmers or traders supplied cattle to the meat processors, they received
cash from meat processing plant within 15days.

5.1.3.9 Market information
Market intelligence is the job of collecting, interpreting and disseminating the large
variety of data, which are necessary for smooth operation of the marketing process.
The information may be of some use as a bargaining tool when farmers are dealing
with actors from other regions. Live cattle and price information systems are not
well developed in our country because farmers are isolated from market due to
geographically scattered. The intermediaries and cattle traders do find this
information useful so they can profit from arbitrage. The communication gap is a
major limitation of farmer’s bargaining power, which leads to wider marketing
margins. In the study it was reported that cattle traders collect information from
fellow cattle traders, by observing market trend, mobile phone, newspaper, media
and TV broadcasting.
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5.1.3.10 Butcher cum meat traders
Butcher cum meat traders are those who are engaged in selling beef to consumers.
They are found in rural as well as in urban areas. They usually buy live cattle from
primary and secondary markets and after slaughtering, they sell meat to various
consumers. They may prepare standard cuts of meat for sale in retail or wholesale
food establishments. Butchers offered both raw meats to individual consumers and
institutional buyers. There are two types of butcher (i) roadside butchers, and (ii)
main butchers

5.1.3.10.1 Road side butcher
This type of butcher bought cattle from farmers or small traders and slaughtering
their cattle in a traditional way under the tree or opens areas in their villages or bus
stand or local road side market and sold beef to individual customer, and hotel and
restaurants. They do not use slaughterhouses and employed butchers. They have no
cooling facilities and therefore only stock meat that can be sold within the day.
Processing by these butchers is minimal, and there is unhygienic handling of meat at
this level.

5.1.3.10.2 Main butchers
Main butchers are more organized and professional. They purchased cattle from
primary and secondary market and sold beef to the ultimate consumer direct and/or
meat retailer. Sometimes they supply beef in supermarket butcher stands meet a
higher standard of hygiene and food safety and cater for the premium segment of
the meat market. They use standard equipment, displays, and freezers. A range of
processed meats and products is made available. Prices are at a steep premium to
mainstream market prices.

5.1.3.11 Meat processing
There are two meat processing companies in Bangladesh. One is Bengal Meat
Processing Company. It is the largest export oriented meat processing company
situated at Kashinathpur, Sathia Upazila under the district of Pabna. Meat
processing company offers quality, halal and hygienic meat. This processing
company procures live animal directly from the animal producers and prepare
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organic meat from those animals and supply to home, supermarket, several
corporate office, Hospital, Five star Hotel and most modern restaurant. They are
always concerned about the food safety, consumer health as well as the beef
producer benefits. During the field survey, researcher visited the processing plants
and observed the following activities are performed by the two meat processing
companies (Figure 5.1.5).

Head
Hooves & Horns

Hides

Edible offal
Casings
Paunch manure
Inedible offal

Plastic wrap
Vacuum pack
Weight & label
Masking tape

Figure 5.1.5 Beef cattle slaughtering process
Source: Field survey 2014

5.1.3.11.1 Delivery and holding of beef cattle
Beef cattle were collected from various places and transported to the processing
plants by trucks and animals were kept in rest for one or two days before slaughter.

5.1.3.11.2 Slaughtering cattle under the Islamic method
Prior to the slaughter, beef cattle’s eyes and ears checked to ensure that the animal
was healthy and suitable for slaughter. If the animal is deemed to be healthy, it is
first allowed to drink water and was then pointed towards religious view to be
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slaughtered. According to the Islamic point of view, the conventional method used
to slaughter the cattle involves cutting the large artery in the neck along with the
esophagus and trachea with one swipe of a no-serrated blade. This method of
slaughter serves a dual function; it provides for relatively painless death and also
helps to effectively drain blood from the animal. The latter was important because
the consumption of blood itself is forbidden in Islam. This method of killing the beef
cattle is cleaner and merciful to the beef. During the blood draining process, the
animal is not handled until it dies. Once the animal is died, it is then shackled by a
hind leg and hoisted on to the overhead rail or dressing trolley and blood still left
collected in a trough.

5.1.3.11.3 Hide removal and dressing
The bled carcasses conveyed to the slaughter hall where dressing and evisceration
takes place. The first stage of this process, dressing, can be performed as the carcass
hangs from the overhead rail, or the beef can be unshackled and laid in a cradle. The
head and hoofs are removed, the head is cleaned with water and tongue and brain
are recovered, hide was then removed and conveyed to the hide processing area
where it is preserved by salting or chilled in ice.

5.1.3.11.4 Evisceration of carcasses
The carcasses were then opened to remove the viscera. The stomach and intestines
emptied of manure and cleaned in preparation for further processing. Edible offal
separated, washed and chilled. The carcass was then split, rinsed and conveyed to a
cold storage area for rapid chilling.

5.1.3.11.5 Boning or cutting of carcass
Carcass cutting and boning often takes place after chilling since a carcass was easy to
handle and cut when it chilled. Boning is the term used to describe the process of
cutting meat away from the bone.

5.1.3.11.6 Chilling of beef
After removal of the bone and hide meat cut different size as per demand and put in
plastic bag. The bag contains the company brand name of beef and chilled.
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5.1.3.11.7 Packaging of beef
Proper packaging of meat is very important factor in case of meat marketing.
Attractive and informative packaging attracts customer minds. Adequate packaging
can protect meat from undesirable impacts. The company put the different meat
packed in the own big paper carton and frozen in the cold storage for few days for
delivery to distributing station or retail butcher shop in Dhaka, Chittagong, Sylhet
and all over Bangladesh. The basic purpose of packaging is to protect meat and meat
products from undesirable impact on quality including microbiological and
physiochemical alterations. Packaging protects food stuff during processing, storage,
and distribution. Following steps help proper packaging and storage meat for
optimum freshness.
Clear plastic wrap: Clear plastic wrap and bags were made from three major
categories of plastics polyethylene (PE), Polyvinylidene chloride (PVCD) and
Polyvinyl chloride (PVC).
Butcher wrap paper: This layer provides good insulation to protect from freezer
burn.
Masking tape: Here sealed the product with masking tape. It also provides good
insulation to protect from freezer burn.
Vacuum packaging system: Vacuum package meat for shorter-term storage in the
refrigerator where they can be kept for up to two weeks.
Cold Storage: Proper storage of meat helps extend its shelf life and allows us to take
advantage of sale and bulk buying. It can help our budget by reducing wastage due
to spoilage or freezer burn.

5.1.3.12 Transportation of beef
Beef is transported through specialized vehicle all over the country. Pabna meat
company has its own delivery vehicle and BMPIL delivered their beef through own
and hired special vehicle. The physical transportation of meat begins after
slaughtering the animal in slaughter houses. From slaughterhouse, the dressed
carcasses are transported to the meat retail shops (or butchers’ shops) using various
means like rickshaws, nasiman, auto rickshaws and vans.
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5.1.3.13 Distribution of beef
The Meat processors were regularly distributing their beef products in their target
markets such as restaurants, hotels, and mega shops like Agora, Nandan and Meena
Bazar as they have a huge demand for frozen beef products to cater the increasing
demand of their customers. Now, Bengal Meat Industry regularly supplies to five
star hotels like Radisson, Westin, Pan Pacific Sonargaon and 25 butcher shops (like
Dhali Super Store, Lavender, Bengal Meat Butcher Shop, Non Stop Mega Shop, Saad
Musa City Center, Pick & Pay, Carre Family, Daily Super Shop, Western Bazar,
Family Needs Ltd etc.) in Dhaka. Quality conscious individual customers of high
income level and who lives in urban areas buy meat from butcher shops as per their
requirements.

5.1.3.13.1 Retailers
There were both urban and rural retailers involve in selling beef. Their selling points
were at town market, at village centers and along road sides. They buy animals from
large and small-scale traders before selling them on to individual consumers,
butchers and hotels and restaurants at terminal market. Some of them own or rent
holding centers for animals and use supplementary feeding. These retailers have
better financial capacities than small-scale traders and wholesalers.

5.1.3.13.2 Supermarket butcher stands
Dhaka city accommodates a number of shopping malls and large supermarkets
which are equipped according to international standard: Agora, Nandan and Meena
Bazar, are malls that accommodate supermarkets with dedicated Asian style butcher
stands. Prices for processed meat in supermarkets don’t vary much due to the
dominance in the market by the leading processing company “Quality Cuts” that
caters for this higher income segment of the population. The prices are typically
significantly higher in comparison to those in road side butcher shops. The
consumer with a higher income prefers meat that is offered in a hygienic and
attractive way, with a broad variety of retail and is apparently able and willing to
pay much higher prices for that type of product. According to the operators of
butcher stands in supermarkets, minced beef is the best seller among beef products
indicating that many consumers irrespective of income levels, prefer to purchase
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minced beef in supermarkets rather than roadside butcher. This is an indication that
consumers are willing to pay more for meat that has been processed in a hygienic
manner and offers opportunities for expansion in the meat processing and
packaging sectors.

5.1.3.13.3 Butcher shops
Butcher shops were the main retailers of beef. Meat was usually hung as part carcass
on hooks, normally without chilling or fly control, and 60-70 kg (half a carcass) may
be sold daily. There was little price differentiation between good and poor quality
meat. In cities where there are no supermarkets, butcher shops are the outlets for
more hygienic and better quality beef. In this regard, they can be seen as a substitute
beef retail outlet with supermarkets. The share of beef sold through meat shops in a
given city is small, perhaps similar to supermarkets. The full range of beef and beef
products are sold at prices similar to those at supermarkets to household customers.

5.1.3.14 Consumer
They are the end actors in the value chain study. Beef consumers as mentioned
above are domestic consumers who buy either processed meat from butchers and
supermarkets or who, as a group, buy cattle to slaughter and then share the meat. In
the study two types of consumers are found in domestic market such as individual
consumers/household consumers, , Institutional buyers(hotels and restaurants) of
beef, and export of beef. The different types of consumers are described below;

5.1.3.14.1 Individual consumers/household consumers
Individual consumers are market actors who buy directly from any butcher shop for
household consumption. During certain holydays of the year groups of individual
consumers in arranging come together and buy beef cattle to slaughter and to share
the meat. They buy from the retailers. Meat quality and quantity aside, there is
prestige in slaughtering fattened and sterile cattle. However, most low-income
consumers buy old-aged cattle, since they cannot afford the price of young cattle.

5.1.3.14.2 Hotels and restaurants
They were the final actors in the chain. Hotels were supplied with carcasses as per
their specific requirements by butchers. Hotels and restaurants prepare dishes such
as Beef curry, Brown meat, Beef masala biryani, Beef tehari, Beef nehari, Kababs,
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Koftay, Paya curry, noodles, hotdogs, pizzas, burgers, soup, sandwiches etc. and
sold them to their customers. Hotels and restaurants in Pabna, Sirajgonj and other
smaller towns can buy beef cattle from producers, collectors and small-scale traders.
However, those in larger towns and cities, such as Dhaka, Chittagonaj, rely on
retailers and large-scale traders and meat processing company to supply beef for
their purposes.

5.1.3.14.3 Institutional buyers of beef
Presently BMPIL started supply of beef regular to different institutions for example
five star hotels like Radisson, Westin, Pan Pacific Sonargaon and tourist hotels etc.

5.1.3.14.4 Export of beef
BMPIL was an export oriented meat processing company in Bangladesh. The
company supplies fresh, hygienic and Halal meat and has an ISO 22000:2005, along
with HACCP and Halal certificates. It has been regularly exporting beef to Kuwait
and Dubai with a high degree of success over the past few years.

5.1.4 Beef cattle value chain flows
Based on interviews with chain participants, product, finance and information flows
across the chain were analysed for the three types of chains identified. Figure 5.1.6
depicts these flows, and they are explained below
Input Suppliers

Retailers

Producers

Beef cattle
Value Chain
flow
Beef Distributors

Live cattle
Transporters

Cattle Traders

Processors
Product flow

Financial flow

Information flow

Figure 5.1.6 Flows of products, finance and information of beef cattle value chain

Source: Author own illustration 2014
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Production Segments

Marketing Segments

Consumers

5.1.4.1 Product flow analysis
Beef cattle value chain activities start with farming of beef cattle in the study.
Farmers rearing beef cattle from calve which they grow themselves, acquire from
fellow growth, or buy from private farms. Other inputs used in the beef cattle
include calves, feed, fodder and veterinary medicine. In most of the value addition
activities such as rearing, transportation, processing and packaging takes place at
processor and exporter level and the product flows from producers either through
processors to the final consumers. Sometimes, producers also sell the produce direct
to local retailers and wholesalers (Joshi & Gurung, 2009). After grading, processing
and packing, exporters send these beef by sea or air to importers for onward sale to
foreign consumers.

5.1.4.2 Information flow analysis
The information flows in reverse direction to the flow of product, from traders or
exporters through actors to the producers. Market information is managed and
facilitated. However, the small producers lack the access to market information, thus
affecting the product flow. Information includes price, demand-supply situation,
security condition, transportation, information on cattle management, and value
adding activities (Joshi & Gurung, 2009). Information plays an important role in
boosting value chain performance (Ariyawardana & Collins 2013). This study has
found that information flows at most stages in the traditional value chain in study
areas are weak and unbalanced, particularly between traditional retailers and
consumers. Moreover, the producers sometimes do not receive proper information
relating to the price of beef and quality of inputs that they buy from input suppliers.
Shah et al. (2007) point out that inadequate availability of information to growers is a
result of their dependency on intermediaries.

5.1.4.3 Financial flow analysis
The financial flow is primarily from domestic consumers and exporters back to the
producers and farm input suppliers. It can also flow from the farmers, actors, and
processors to the producers depending upon the particular market channel involved
and the volume of purchase. The financial and information flow are vital to fulfilling
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consumer demand. Therefore, the flows of product, information and financial
should be integrated for strategic chain management as they enable tracking orders
and fulfilling consumer demands at the shortest time and ensure responsiveness
(Chopra & Meindl, 2013).

5.1.5 Value chain governance of beef cattle
Value chain governance refers to the relationships among the buyers, sellers, service
providers and regulatory institution that operate within or influence the range of
activities required to bring a product or service from inception to its end use (Prowse
and Moyer-Lee 2013; Larsen 2014, Kakota et al. 2015). It also defines who, among the
different actors, governs the chain and how various parameters or regulations, such
as quality and safety standards, information sharing and credit provision are applied
along the chain (Muradian and Pelupessy 2005). Governance is of increasing
importance in many beef value chains due to the greater emphasis on product
differentiation and the growing proliferation of various types of quality, food safety
and product standards required for lucrative market access.
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Figure: 5.1.7 Value chain governance
Source: Modified from Gereffi et al. (2005)
Different forms of governance models have been proposed in the literature.
However, the governance models identified by Gereffi et al. (2005), such as market,
modular, relational, captive and hierarchy, are widely employed to explain value
chain governance in recent literature in Figure 5.1.7.
The findings of this study indicate that the beef cattle value chains in study area
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mostly operate under a market governance model, the main characteristics of which
are spot market transactions. The coordination level is low due to arm’s length
relationships among value chain actors. As explained by Peterson et al. (2001), these
actors engage with one another merely to discover prices on the spot, based on
demand and supply of beef cattle. Several studies, such as that of Chagomoka et al.
(2014), have shown that spot market transactions are widely prevalent in developing
countries. Horizontal relationships among value chain actors are rare and these
chains are also disorganised and fragmented in terms of vertical relationships.
Coordination indicates how value chain actors ensure product quality and other
standards along the chain (Muradian and Pelupessy 2005). This study has found that
the level of coordination among beef cattle value chain actors is very limited. As a
result, properly developed breed, size, colour weight and quality specifications are
lacking of beef cattle value chain in the study areas.

5.1.6 Upgrading of beef cattle value chain
In defining upgrading options the researcher build on the work of Gereffi (1999),
Kaplinsky (2000), Humphrey and Schmitz (2002), Nadvi (2004), Guliani (2005), and
Gibbon et al. (2008). For example, Gereffi (1999) defines upgrading as:”a process of
improving the ability of a firm or an economy to move to more profitable and/or
technologically

sophisticated

capital

and

skill-intensive

economic

niches.”

McDermott (2007:104) defines upgrading as: “the shift from lower- to higher-value
economic activities by using local innovative capacities to make continuous
improvements in processes, products and functions. Upgrading is defined as a
process where small producers improve their skills, knowledge and competence that
enhance them to gain access to high value markets and maintain their position in
them. It was a desirable change in chain’s participation that enhances rewards and
reduces exposure to risks and mean of acquiring capabilities and accessing new
market segments through participating in particular chain (Riisgard et al. 2008;
Humphrey and Schmitz, 2006). It has been noted that an analysis of upgrading
involves actors’ profitability assessment and also information constraints currently
present in the chain to identify the possibilities for producers to move up the value
chain either by shifting to move rewarding functional positions or by making
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products that have more value-added invested in them or that can provide better
returns to producers (M4P, 2008; Bolwing et al., 2008).
Upgrading of beef cattle is helpful as it reduces chain risks at all levels or stage of the
value chain. VCA is essential for developing an upgrading strategy. In the survey
findings revealed that the 6 (six) forms of upgrading are with regards to:
Process upgrading: Process upgrading focuses on the one hand on upgrading the
product and on the other hand on optimization of production and distribution
processes. The latter includes introduction of new technologies such as cattle
fattening for beef production and packaging, freezing and transportation facilities as
well as improved communication facilities in the supply chain. There is need to
upgrade the production process through improving the proper breed, organic cattle
fattening technologies, growing feed and fodder and animal health care through
timely disease prevention and vaccination so that beef cattle offered to the market
are free from disease infection and to fetch the highest market price. Paravat or
technical supporters need to be equipped with proper cattle drug kit and relevant
refresher courses or training to be in position to cope with the market need by
providing quality cattle for sale. More research needs to be conducted tailored
towards improvement and development of beef cattle sector.

Source: Field survey 2014
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Almost all of the respondents interviewed had implemented changes that would
improve their value chain processes of beef cattle. These changes were oriented
towards production practices (72.78%) and slaughtering (56.67%). A good portion of
the respondents also implemented standards beef distribution system that resulted
in process upgrading (50.56%). The observed respondents were less likely to
maintain standards of quality and safety of beef that was 43.89 %( Figure 5.8).
Process upgrading involves improving value chain efficiency by increasing output
volumes or reducing cost for an output. It was increasing the efficiency of internal
processes such that these are significantly better than those of rivals.
Product upgrading: Product development by ensuring that the cattle offered to the
market is free from any physical damage such as the skin, or free from worms and
any other disease. Other factors that may affect the price of animal from the
market are: Cutting of ears indicating that the owner killed a human being,
branding of animal may spoil the hide quality, these traditional practices affect the
market price.

Source: Field survey 2014
Figure 5.1.9 presents a summary of the changes indicate the less likely to involve of
product upgrading of beef cattle value chain. In the study of value chain actors, at
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least 78.33% of the respondents had engaged in product upgrading activities by
using improve technology and inputs. The other factors were less engaged to
involve the product upgrading of beef cattle value chain that was hallal and hygienic
(38.33%), branding of beef (32.22%) and packaging (36.11%).
Functional upgrading: Function upgrading can be defined as increasing value
added by changing the mix of activities conducted within the agribusiness actors or
moving the locus of activities to different links in the beef cattle value chain. Involve
the producers and traders in marketing the products especially for castrated
animals which usually culture bars from the sale because they are food for the
elders. Stakeholders dealing in related activities need to be engaged in ensuring the
animal health is improved, for example, the private sector, Veterinary office and the
commercial office. NGOs or agents need to be involved to deepen the existing
markets for livestock and cattle through market linkages. Producers need to
diversify cattle sub-sector base and to form cattle producer associations or groups
with diversified activities.

Figure 5.1.10 Changes Function Upgrading
Source: Field survey 2014
In the study, observed from Figure 5.10 that the factors in which agribusiness actors
found new fattening techniques absorbed was 79.44%, contract farming 57.22%,
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support service absorbed 55.00%, changing beef cattle management functions
61.67%, and searching new beef market in home and abroad 53.89%.
Process, product and functional upgrading can enhance beef cattle value chain
productivity and competitiveness of the agribusiness. Upgrading entails not only
improvements in products, but also investments in people, know-how, processes,
technologies. Most of the actors agreed that the reason motivating them to
implement improvements that lead to functional upgrading was competitiveness.
Other factors such as customer demand and preference of beef are almost irrelevant.
Upgrading the transportation system: In the study, researcher found that cattle
transportation systems were not developed. Most of the respondents expressed that
they (specially, small cattle farmers) brought cattle to upazila market by the
unauthorized local van (namely nasimon) and on foot. Government has banded the
unauthorized van to ply on highway, on the other hand truck cannot be hired due
to cattle shortage for small farmers which were not economically profitable to hire.
Vehicle value added beef and beef products are transported by specialized van.
Political crisis created a problem for regular transportation. So, Government and
private sector should need to upgrade transportation system, vehicle and policy
development for free cattle movement during the political crisis and improved
monitoring system to prevent illegal charge for cattle movement on highway.
Upgrading beef cattle supply chain: Upgrade the beef cattle supply chain to a
vibrant value chain by supporting the evolution of collaboration and binding
linkages among actors. The beef cattle fattening provides the opportunity for doing
this if the government or other development agencies such as NGOs collaborate to
facilitate and guide the transformation. A business model for an improved beef
cattle supply chain for fattened beef is suggested. Beef cattle value chain actors who
are commercially involved in the chain and indirect actors who provide financial or
non financial support services, such as banks and credit agencies, business service
providers, government, researchers and extensions. The primary actors in the beef
cattle supply chain were observed to include beef cattle producers, Traders that
include Beef cattle fattening operators, Middlemen, Butcheries, Retailers and
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Consumers. All these actors play different roles interacting with each other to
supply beef to the final consumers. Interactions among the various beef cattle actors
in the study area lead to the beef.

5.1.7 Core findings from beef cattle value chain
value chain actors in beef cattle are butchers, hotel and restaurant owners,
smaller traders and larger traders. Butchers purchase fattened beef cattle from
producers or small traders to slaughter and provide their value added product to
hotel and restaurant owners and consumers. Hotels and restaurants owners are
also part of the value chain who invest, controls etc. hotel or restaurant which
belongs to them. Traders are also other major actors in the beef cattle value chain.
They are of two types small traders and larger traders. Small traders are the one
who trade or purchase beef cattle to sell to the other value chain actors. Larger
traders can afford and they often sell to other larger traders out of the district. Each
of the beef cattle value chain actors adds value to the product as the product passes
from one actor to another.
The research findings indicate that there is significant potential to promote the
production of beef cattle and beef products in the study areas. The following are
factors and competitive advantages in favor of promoting investment in beef cattle
production and processing in the study areas: i) The availability of crossbred calves
and high skill motivated cattle farmers interested in beef cattle population, ii)
Favorable land, weather and natural resources for beef cattle production, iii) The
availability of facilities suitable for downstream cattle production and processing,
and iv) Well-established meat processing lead firm. A large number of possible
opportunities for investors and entrepreneurs to become actors in the cattle
production and processing value chain and also wide opportunities within the
cattle product value chain, ranging from input suppliers, labourers and cattle
farmers involved in the primary stages of production, to processors, distributors,
wholesalers, retailers and consumers of processed products. The study enabled
identification of the major value chain actors and core functions carried out which
are categorized as: input supply, production, trade (marketing), processing and
consumptions. Based on the research findings, a number of interventions were
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identified to improve the competitiveness of the sector. Successful implementation
of these interventions will have positive impact on the growth of the sector ,
the income of the cattle farmers and generation of new employment. There are
some intervention areas which need attention for beef cattle value chain
development.
 To promote beef cattle rearing,
 The supply demand gap could absorb any significant increase in beef supply
which provides a win-win situation for cattle farmers who respond to market
signals and also for other stakeholders who can expand their business.
 High level of demand for beef and the popularity of other value added
products derived from beef suggests that there are potentially lucrative
opportunities for investment within the beef cattle production and processing
value chain in the Northern Bangladesh .
 The labour-intensive nature of cattle farming, processing and its relatively low
skill requirements and barriers to entry means that investment in beef cattle
production and meat processing is likely to provide significant opportunities for
job creation and investment in the study areas.
 The need for investment funding can never be over emphasized. Investment
funds could also assist the value chain actors to access adequate inputs,
equipment and technology to undertake the activities profitably.
 The respective Government bodies should identify the beef sub-sector as a very
important sector and take lead in its promotion, offering a supportive
infrastructure and incentive regime. Development of additional international
markets will go a long way in not only boosting beef production, but will also
raise the standards and quality of the beef produced.
 Value chain actors involved in slaughtering, butchering and retailing have
limited technical and business management skills. Provide training on scientific
rearing, modern slaughtering and butchering techniques, business management,
health

and

sanitation for improving

the

production, slaughtering and meat processing.
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quality

and

productivity

of

CHAPTER–5.2
VALUE ADDITION OF BEEF CATTLE BY THE DIFFERENT
ACTORS IN THE CHAIN
5.2.1 Introduction
In this chapter, step has been taken to analyze the value addition at different stages of
value chain by different actors of beef cattle value chain. Value addition refers to the
additional value generated at a specific stage of production and marketing of beef cattle
and cattle products. The cost of value addition is identified and attempts are made to
analyze profitability of beef cattle agribusiness

5.2.2 Conceptual framework of value addition of beef cattle
Value addition activities are mainly concerned with the changes of utilities. In
economics, the sum of the unit profit, the unit depreciation cost, and the unit labour cost
is the unit value added (Miah 2013). In the context of macroeconomics, value added
refers to the additional value of a commodity over the cost of communities used to
produce it from the previous stage of production or services are the results of the
particular process. Based on the literature review, the following value addition
framework is formulated (Figure 5.2.1).

VA

PC

PVA

TSP
Value Addition
(VA)

Financial Performance
of value chain

CVA

VAP
DVA

TVA
Figure 5.2.1 Conceptual framework of value addition of beef cattle
Source: Authors own illustration 2014
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Where,
PC = Purchase Price
TSP = Total Selling Price
CVA = Cost of value addition
TVA = Total Value Addition
VA= Value Addition
PVA = Profit for value addition
VAP = Value Addition Percentage
DVA = Distribution of Value Addition.

5.2.2.1 Calculation of value addition along the chain
Value adding is the amount of wealth created by a player in the chain; it is measured
from sales price less the costs of bought-in goods and services. Value addition in value
chain was calculated based on activity and cost schedules. It represents payment to
owners of factors of production. Added value is created by form, time and place.
Components of the total value generated by a value chain
(Value added)= (Total sales value)-(Value of intermediate goods)
Value Added
 Wages
 Interest and rents
Total Value
 Depreciation
Generated by the value chain
 Direct taxes
 Profit
=Price X Volume of final
Intermediate Goods
product sold
 Raw materials, inputs



Finished products
Operational services

Used to pay claims of the
owners of production factors
(capital, labour, land)+taxes

Transferred to suppliers of
intermediate goods

Figure 5.2..2: Value added along the chain
Source: WorldFish Center, 2010, Philippines

Form value is added by product transformation, such as transforming the beef cattle
from live to the processed form. Time value is added by making the product available
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at different times and place value is created by the product from the point of production
to the point of consumption. The total value addition process is shown in Figure 5.2.2

5.2.2.2 Value is created through transactions in value chain
The sales value or revenue (price x volume) achieved by the value chain is divided
between the actors who have added value in the product and the suppliers of
intermediate products and operational services providers.

5.2.2.3 Definition of value addition
Value addition is simply the act of adding value to a product, whether one has grown
initial product or not. It involves taking any product from one level to the next (Fleming
2005). It refers to increasing the customer value offered by a product or services. It has a
particular importance ie offers a strategy for transforming an unprofitable enterprise
into a profitable. The farmer is not only involved in production of a raw commodity but
also takes part in value addition and distribution (Kuma 2012). Value-addition is the
contribution to final product value each stage in the production, delivery and
marketing

process

(Anderson,2003;

Köhler-Rollefson,1997).

It

also

includes

transformation and processing of products from primary to final state offered to a
consumer.. Value addition to a commodity refers to increasing its value concerning cost
by means of processing to increase its acceptance by the consumers. Processing can be
anything from changing appearance, storage quality, density, durability, composition,
etc. Thus, it is logical to expect that the value added or processed products are more
expensive than the raw or unprocessed products.

5.2.2.4 Technique of value addition calculation
The technique shown in figure 5.2.2 was applied in the value addition in the chain. The
total value paid for and consumed by the final customers is split between values added
goods and intermediate goods. The latter are further divided in semi-finished or
finished (intermediate) products provided by the actors in the previous segment of the
same value chain, and the (other) inputs supplied by external providers. The graph thus
shows how the values added are distributed:
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• between the stages of the chain, and
•between the chain actors on one side and the external providers on the other.

5.2.2.4.1 Estimation of value addition
For calculating the value addition across different stages of the value chain earned by
the actors, researcher used the following formula;

Acharya et. al. (1999);

Value Addition (VA)  ( Total Selling Price) - (Total Purchase ) -----------(i)

Profit for Value Addition, (PVA) = (Total Selling Price) – (Purchase + Cost and
Expenses) ---------------------------------------------------------------------------(ii)
VAP 

DVA =

VA
 100 -----------------(iii)
TSP
Value Addition at Specific Stage

 100 ------(iv)

n

 Value Addition in the Value Chain
i

Where,
VAP=Value addition percentage
VA= Value addition
TSP=Total selling price, and
DVA=Distribution of value addition

5.2.2.5 Cost involved at different stages of beef cattle value chain
Various costs items of beef cattle value addition of different stages of value chain are
briefly described below.
Production cost: All the costs items related to beef cattle production constituted the cost
of production. Production costs were mainly of two types, i.e. variable costs and fixed
costs.
Feed cost: Feed cost was one of the major cost for adopting cattle fattening. It
includes expenses on rice straw, grain straw, rice bran, wheat bran, pulses bran,
molases, vitamin, etc. which were either purchased or home supplied but the current
market prices were considered in estimating cost.
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Slaughtering fee: A slaughtering fee is charged by municipal corporations/DCC/town
committees for the facilities provided for slaughtering of beef cattle. The fees vary from
BDT.40 to BDT.100/animal. This fee is paid by traders or butchers who bring cattle for
slaughtering.
Market toll: The custom holding market once a week is very popular and has been
sustained for decades. Cattle markets play an important role in assembling and selling
of cattle. In the trade between farmers who rear the cattle and the butchers a minimum
of one to two middlemen are involved who use these markets as their platform for
transactions. Buyer paid BDT. 300 per cattle as fee to the market Izrader or authority as a
market toll locally called it ‘Hashil’.
Miscellaneous cost: Miscellaneous cost includes some unforeseen costs like rope,
implements, mosquito net, sanitation, bamboo, etc. incurred in the cattle fattening farm.
Transportation cost: Given the regional distribution of farmers and distances to market,
transport is one of the major cost components of the value chain. Transport cost is borne
by cattle traders, when they purchase cattle directly from farmers or from local markets.
The transport cost depends on the distance of markets, number and size of cattle and
especially availability of vehicles for carrying the cattle from farmers’ door to markets.
Housing cost: Housing cost is important cost incurred by farmer. Building a new house
or repairing of house is included in this cost item.
Broker’s commission: A broker (locally called Dalal) is a functional intermediary
operating in primary and secondary markets whose job is to bring the buyers and
sellers together and help in negotiating. In cattle marketing dalal helped transactions
between farmers and middlemen, between farmers and butchers, and between farmers
and consumers. Dalal took neither physical nor market risks. They received brokerage
against their services at varying rates from either sellers or buyers or from both
depending on the situation at a particular haat day. Generally, amount of brokerage
based on the type of buyers and sellers for whom they are brokering and the level of
cattle markets at which they are operating their business, and nature service.
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The researcher found the following three types of Dalal:
Type1: They are market actors, who facilitate small holders and small-scale traders and
are mostly operating at the primary livestock markets,
Type2: They are market actors, who negotiate between small and big traders and mostly
operating at the secondary livestock markets,
Type3: They are market actors who facilitated transaction between cattle traders and the
meat traders, restaurant and hotel owners and are mostly operating at the terminal
livestock markets.
Inspection fee: One thing all processing plants have in common no matter what type of
animal processed is the need for meat inspection to insure that the meat is safe for
human consumption. Currently, a state meat inspection system has prevailed in
Bangladesh but not work properly. Only one of the meat processing companies has
made an arrangement for inspection of meat by the technical expert from the public
sector.

5.2.2.6 Value addition in value chains: understanding who gains most
Value addition is an important avenue for different utilization of livestock resources
with increased demand and higher returns. Higher demand for beef and beef products
in Bangladesh would be a positive attribute for domestic livestock sector with increased
trade opportunities. Farmers would be benefited by value addition because the growth
of products industry assures the farmers a regular off take of their cattle at reasonable
price and provides sustainable year round income. Consumer was benefit by receiving
fresh, hygienic, quality and safe beef because value added beef and beef products offer
increasing convenience to the customer. Value addition is so important in the
intervention. It can start as simple classification of meat parts with different prices,
then to special cuts, and further to products that are solely on demand from
customers. Value addition that will convert more important parts of the meat to
valuable products must be part of the immediate intervention. Value addition in the
meat chain is potential because consumers willing to pay higher prices for quality
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products. Value addition contributes to the reduction of poverty through the
improvement of household incomes. Employment potential would be substantial.

5.2.3 Value addition by participant actors in the chain
Many actors of the chain added value at different stages. The amount of value added
during the participation in the chain is discussed under the following sub-headings.

5.2.3.1 Value addition by participant farmers
Cost and expenses of value addition of different value chain actors were estimated
separately. The amount of value addition by the participant- farmer in the chain is
shown in Table 5.2.1. The main cost and expense items were the purchase costs of cattle
before fattening (PC) , feed , drug, vaccine, veterinary cost , labour wage, rope,
Table 5.2.1 Value Addition by beef cattle farmers in study area (BDT/Cattle)
Sl. Items
Pabna district Sirajgonj district Average
No
A. Selling price of fattened beef cattle
48924.36
51472.30 50198.33
Sales of manure
538.29
560.27
549.28
Total Selling Price (TSP)
49462.65
52032.57 50747.61
B.
Cost and Expenses in the Value addition
Purchase of cattle before fattening (PC)
28755.98
29521.54 29138.76
Feed cost
5001.24
4860.48
4930.86
Drug/vaccine/Veterinary cost
737.58
767.68
752.63
Labour charge
554.24
576.86
565.55
Costs of purchasing rope
70.33
73.21
71.77
Market toll (Hashil)
300.00
300.00
300.00
Commission of broker
490.81
510.85
500.83
Transportation
212.67
232.41
222.54
Miscellaneous
191.78
199.60
195.69
Feeder
54.58
56.80
55.69
Drinker/merger
34.98
36.40
35.69
Rake
9.38
9.76
9.57
Spade
14.06
14.64
14.35
Tubewell
100.94
105.06
103.00
Shade
115.38
118.00
116.69
Bucket
25.87
31.60
28.74
Land rent
140.67
146.41
143.54
Interest on capital
2845.55
3115.98
2980.77
Insurance cost for live cattle
287.56
295.22
291.39
C. Total Value Addition, TVA= (TVC+TFC)
39943.60
40972.50 40458.05
D. Profit for value addition, PVA=TSP-TVA
9519.05
11060.07 10289.56
E
Value Addition, VA =TSP-PC
20706.67
22511.03 21608.85
F.
Value Addition Percentage=VA/PC*100
72.01%
76.25%
74.16%
Source: Field survey 2014

marketing toll, commission, transportation, miscellaneous and depreciation cost of
mergers, drinkers rakes, spade, tubewell, shade, bucket and land rent . Total selling
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prices were calculated by multiplying the total output with per unit price of product
and by-product. Value addition was the difference between the prices of two
conjugating value chain steps. Farmers are the prime value chain actors. The amount of
value addition by the farmers was BDT 25378.83 and BDT 26414.71 per cattle at Pabna
and Sirajgonj districts respectively. The profit margins were BDT 13083.82, and BDT
13617.83 at Pabna and Sirajgonj districts respectively. The average profit per animal of
two areas was BDT13350.84. The value addition by farmers was higher (74.16%) which
indicates more employment, investment opportunities, and food security.

5.2.3.2 Value Addition by traders
The beef traders purchased cattle from the terminal market (Gubtali cattle market) and
after slaughtering sold beef in large quantity to retailers. So, the wholesalers were
involved in performing functions of purchasing cattle, processing and selling beef. The
major cost items of beef wholesaler were labour cost, market toll, personal expenses,
slaughter house and munshi fee, shop rent, electricity, feeding, wages of guard, and
market union fee. The average marketing cost of beef wholesaler was estimated at BDT
7370.38 per cattle.
Table 5.2.2 Value Addition by cattle traders (BDT/Cattle)
Sl.
No
A.
B.

Items

Pabna district

Selling price of fattened beef cattle (TSP)
Cost and Expenses in the Value addition
Buying price of fattened beef cattle (PC)
Market tolls (Hashil)
Dalal’s commission
Personal expenses
Transportation cost
Feed cost
Labour cost
Tips and donations
Shade
C.
Total Value Addition (TVA)
D.
Profit for value addition=TSP-TVA
E.
Value Addition, VA =TSP-PC
F.
Value Addition Percentage=VA/PC*100
Source: Field Survey 2014

Sirajgonj district

Average

61746.22

63391.20

62568.71

48924.36
300.00
181.14
500.48
258.96
384.42
381.06
133.49
28.82
51092.73
10653.49
12821.86
21.78%

51472.3
300.00
192.88
532.89
282.66
372.49
356.95
117.88
31.12
53659.2
9732.03
11918.90
18.91%

50198.33
300.00
187.01
516.69
270.81
378.46
369.01
125.69
29.97
52375.95
10192.76
12370.38
20.34%

Table 5.2.2 shows that the market toll was at BDT 300 per cattle charged by Ijaradar from buyer
at different markets and also collected BDT 30 per cattle from cattle seller as Khajna. The
transportation cost was incurred at the time of bringing cattle from one market to another
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market. This cost was calculated at BDT 270.81 per cattle. After buying cattle, the traders kept
the animals at their disposal for 1 to 7 days before selling. During this time the traders used
labour and provided feed with cattle. Average feeding cost was calculated at BDT 378.46 and
labour cost was at BDT 369.01 per cattle. Dalal’s brokerage was about BDT 187per cattle. The
average cost of purchasing and selling were calculated at BDT 50198.33 and BDT 62568.71 per
cattle respectively. Total value addition was BDT 12370.38 and profit margin was BDT 10192.76
per cattle. Value addition was 20.34% by the different traders within short time; it indicates
venture of value addition is a profitable agribusiness.

5.2.3.3 Value Addition by butcher in the chain
The butcheries are directly involved in buying cattle from the markets and their
objectives are slaughtering and selling meat at the periods there is demand from the
customers. Butchers played an integral role in the value chain by performing
slaughtering operations and also as wholesaler. In Dhaka, butcher purchased cattle
from the Gubtali cattle market and after slaughtering and processing sold beef in large
quantity to the beef retailers. Their main functions are purchasing, processing and
selling beef to the customers. The major value adding cost items were labour cost,
market toll, personal expenses, fees for slaughter house, slaughtering/munshi fee, shop
rent, electricity, feeding, wage of guard and market union fee. From Table 5.2.3 it
appears that market toll was BDT 300 per cattle. Donations and tips were given by the
butchers to the religious, social and political institutions, such as mosques, clubs, and
muscleman of political parties. This cost component was calculated at BDT 34.34 per
cattle. Transportation cost, on an average was calculated to be BDT 269.88 per cattle.
Average distance for transporting beef cattle was 50-100 Km. from the buying point to
the selling point. Butchers employed 2 to 3 labours on temporary basis for meat
processing, selling and other functions. Meat processing functions included flaying hide
from body, separating bowel and intestine from belly, separating and cutting head and
legs, cutting meat into large pieces and the like.
On an average, labour cost was calculated at BDT 272.27 per cattle. The butchers
received helps of slaughter house for slaughtering animals by Munshi on payment some
amount of money called “Sammani”.
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Table 5.2.3 Value Addition by butcher in study area (BDT/Cattle)
Sl.
No
A.

Items

Pabna
district

Selling price beef
Beef meat @Tk.280/Kg.
Head/Paya
Liver
offals
Hide
Total Selling Price (TSP)
B.
Cost and Expenses in the Value addition
Buying price of fattened beef cattle (PC)
Market Fees
Feeding cost
Labour cost
Transportation cost
Slaughtering house and Munshi fee
Inspection fee
Tips and donation
Charges for loading and unloading
Shopping bag purchase
Wage of guard or Security fee
Actor’s license fee
Electricity bill
Shop rent
Market union fee
C.
Total Value addition (TVA)
D.
Profit for value addition, PVA=TSP-TVA
E
Value Addition, VA =TSP-PC
F.
Value Addition Percentage=VA/PC*100
Source: Field Survey 2014

Sirajgonj
district

Dhaka
City

Average

65331.60
435.94
817.38
272.46
1634.76
68492.14

67556.50
471.82
884.66
294.89
1769.31
70977.18

68334.30
495.41
928.89
309.63
1857.78
71926.01

67074.13
467.72
876.98
292.33
1753.95
70465.11

61746.22
300.00
22.99
267
268.53
56.13
11.23
33.68
11.27
55.98
5.68
2.22
3.55
55.78
25.14
62865.4
5626.74
6745.92
10.93

63391.20
300.00
23.09
268.2
268.84
56.39
11.28
33.83
11.32
56.23
5.71
2.23
3.57
56.03
20.00
64507.92
6469.26
7585.98
11.97

62568.71
300.00
24.24
281.61
272.28
59.21
11.84
35.52
11.89
59.04
6.00
2.34
3.75
58.83
25.80
63721.06
8204.95
9357.3
14.96

62568.71
300.00
23.44
272.27
269.88
57.24
11.45
34.34
11.49
57.08
5.80
2.26
3.62
56.88
23.65
63698.13
6766.98
7896.40
12.62

The “Sammani” as slaughtering cost was calculated at BDT 57.24 per cattle. Butchers
used polythene bags as packet for selling beef. Cost of bag was estimated at BDT 57.08
per cattle. Shop rent was calculated at BDT 56.88 per cattle. The value added and profit
margin were BDT 5626.74, BDT 6469.26 and BDT 8204.95, BDT 9843.97 per cattle at Pabna,
Sirajgonj and Dhaka city respectively and the average profit margin was BDT 6766.98
and also found that 12.62% value added by butchers in the chain. Higher percentage of
value addition indicates creating more jobs and increase incomes by value chain
function of beef agribusiness sub-sector. The butchery actors are able to increase their
profit by adding value due to the fact that most people in the district eat out during
daytime and so they are willing to pay a premium for value adding. Due to the high
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number of people eating out, food demand is generally high and therefore food retailers
among them butchery actors could still be enjoying highly profits.

5.2.3.4 Value addition by meat processing companies
Meat processing companies added value in six different steps i.e.(i) rearing beef cattle
by contract farmers,(ii) providing technologies and support services to the farmers, (iii)
purchasing cattle from farmers and local markets, (iv) slaughtering and processing, (v)
processing of meat products and (vi) selling of beef. The BMPIL has international
standard own processing firm, cattle production farm, and fodder production but its
own cattle production is not sufficient to meet cattle requirement. So they purchased
cattle from local markets through its enlisted 25 cattle suppliers. The BMPIL arranged
training for cattle suppliers on the cattle requirement specification and collected
security money from the suppliers for ensuring regular supply of required number of
cattle for slaughtering every day. BMPIL offered price on the basis of carcass weight.
By-products were sold to the enlisted buyers of BMPIL at pre-determined prices.
The Pabna Meat Processing Company was involved in producing beef cattle through
contract farmers with help of NGOs such as BASA and Practical Action in Bangladesh.
Table 6.4 shows that meat processing companies could add value of total BDT 38369.09
per cattle. The profit from value addition was average BDT 4,622.45 per cattle. They
added 12.50% of extra value by their whole activities. Value addition was calculated
based on average one beef cattle and final selling price was calculated summing up the
selling price of products produced from conversion of one cattle i.e. beef without bone,
beef with bone, head, paya, liver, offals and hide etc.
Consumers’ decision on beef consumption is heavily influenced by quality and safety
attributes. The significant attributes were fat content, freshness, neatness of butchery
and personnel, abattoir stamp and price. The socio-economic characteristics of
consumers found significantly influence the amount of meat demanded by individuals’
households (Admassu, 2007).

169

Table 5.2.4 Value Addition by the meat processing companies in study area (BDT/Cattle)
Sl.
No
A.

B

C.
D.
E
F.

Items

Pabna Meat
Industry

Selling Prices of beef
Beef with bone (BDT 310.00/Kg)
Beef without bone (BDT 510.80/Kg.)
Meat from leg (BDT 369.72/Kg.)
Lever/Koliga (369.72)
Beef kima (499.80)
Brisket/Sinah (370.72)
Sub-Total
By-products
Head (BDT 50/kg)
Liver (BDT 210/kg)
Lungs (BDT 110/kg)
Spleen (BDT 135/kg)
Edible fat (BDT 100/kg)
Heart, Kidney (BDT200/kg
Meat Trim (BDT102/kg)
Shank (Paya) (BDT 60/kg)
Stomach (BDT 95/kg)
Intestine (BDT 25/kg)
Head Bone (BDT33/kg)
Omazam (BDT530/pcs)
Tendon (BDT 150)
Pizzel (BDT 45)
Bone and Bone Dust (BDT 15/kg)
Nihari Bone (BDT 50/kg)
Sub-total
Total Selling Price (TSP)
Cost and Expenses for Value addition
Buying price/Production cost of cattle/head
Labour cost
Livestock Collection
Electricity
Water heating
Refrigeration
Packaging material
Meat Distribution
Factory labour
Management cost
Total Value addition (TVA)
Profit for value addition, PVA =TSP-TVA
Value Addition, VA =TSP-PC
Value Addition Percentage=VA/PC*100

Source: Field survey 2014
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Bengal Meat
Processing Industry

Average

33875
23875.32
2834.24
1775.3
1760.31
1721.12
65841.29

34471.25
24961.58
2901.27
2128.56
1995.12
1842.75
68300.53

34173.125
24418.45
2867.755
1951.93
1877.715
1781.935
67070.91

582.43
480.5
350
273.7
485.31
703.2
270.13
210
280.45
95.97
93.5
530
250
145
175.32
343.8
5269.31
71110.6

573.11
485.31
330
235.95
435.7
690.31
265.71
190.2
273.27
102.8
90.47
530
250
150
169.21
386.93
5158.97
73459.5

577.77
482.905
340
254.825
460.505
696.755
267.92
200.1
276.86
99.385
91.985
530
250
147.5
172.265
365.365
5214.14
72285.05

61746.22
220.32
80.4
2
3.15
5.78
280.75
512
310.3
180.2
63341.12
7769.48
9364.38
15.17

63391.2
221.45
75.98
1.8
2.8
5.81
210.11
413.8
302.3
152.3
64777.55
8681.95
10068.3
15.88

62568.71
220.885
78.19
1.9
2.975
5.795
245.43
462.9
306.3
166.25
64059.34
8225.715
9716.34
15.53

5.2.3.5 Value Addition by hotel and restaurant owners
The hotel and restaurant owners prepared certain types of dishes such as Beef curry,
Brown meat, Beef masala biryani, Beef tehari, Beef nehari, Kababs, Koftay, Paya curry,
noodles, hotdogs, pizzas, burger, soup, sandwich, etc. and sell them to customers.
Seventy percent of the managers are owners of the hotel and rest of them is employed
person. The hotel boy, glass bearers and messier all are appointed on daily wage basis.
The wage rate of the hotel boy, glass bearer, and messier is BDT 200 to BDT 300 per day
on an average and the salary of cooks varies from BDT 4000 to BDT 7000 per month on
an average.
Table 5.2.5 Value Addition by hotel and restaurant (BDT /Cattle)
Sl.
No

Items

Pabna
district

Beef (196kg/cattle, 10-11pcs/kg meat and Tk60-65/pcs)
Others

101750.21 111973.37
2148.5

A.

Total Seles Price (TSP)

B.

Cost and Expenses in the Value addition
Purchasing price of beef (PC)

Sirajgonj
district
2242.5

Dhaka
City

Average

121725.11 111816.23
3121.23

2504.08

103898.71 114215.87 124846.34 114320.31
75600.00

76575.00

77095.65

76423.55

Transportation (Rickshaw fare)

1129.25

1225.00

2321.15

1558.47

Salary

3510.00

3547.05

5276.70

4111.25

16208.40

15908.10

16571.10

16229.20

Fuel cost

2340.00

1914.90

1756.95

2003.95

Shop rent

604.50

546.00

746.85

632.45

Labour

503.21

423.22

511.37

479.27

Electricity

292.50

234.00

292.50

273.00

Others

390.00

351.00

442.65

394.55

Materials cost

C.

Total Value Addition (TVA)

D.

Profit for value addition, PVA= TSP-TVA

E.

Value Addition, VA =TSP-PC

100577.86 100724.27 105014.92 102105.68

F.
Value Addition Percentage=VA/PC*100
Source: Field survey 2014

3320.85

13491.60

19831.42

12214.62

28298.71
37.43

37640.87
49.16

47750.69
61.94

37896.76
49.59

In the study areas 30 percent hotel owner have been running their business from 1-5
years, 33.30 percent from 6-10 years, 26.67 percent from 11-15 years and the rest above
15 years. It is also found that 53.33 percent hotel owners have got their ownership
hierarchically and the rest of them have got by purchasing from others. The hotel and
restaurant owners added value to meat. by cooking and selling it to the consumers.
171

Their value addition cost components included like rickshaw fare, salary, wages,
materials cost, fuel cost, shop rent, electricity and miscellaneous cost. In this study,
researcher calculated the value adding cost and profit considering per beef cattle equivalent to
196 kg beef. The value addition of hotel and restaurant owners was BDT 37896.76 per

cattle. Value addition percentage was at 49.59% which is more than traders, meat
processing companies and butchers. Among all the value adding cost items material
was the highest cost item amounting to BDT 16229.20. Salary was the second highest cost
items amounting to BDT 4111.15. On an average net value added (profit margin) was BDT
12214.62 per cattle.

5.2.4 Aggregate value addition in beef value chain
The figure 5.2.3 shows various actors who are involved in the beef cattle value chain
and also indicates value addition by farmer (74.15%), trader (20.34%), butcher (12.62%),
meat processor (15.53%) and restaurant or hotel (49.51%). The highest value was added
by farmer followed by hotel and restaurant owner, trader, and processor and the lowest
value was added by butcher.

49.31%
15.53%

12.62%

Farmer

Traders

Butcher

Processor

BDT 114320.31/Cattle

BDT 72285.05/Cattle

BDT 62568.71/Cattle

BDT 50747.61/Cattle

BDT 29138.76

74.15%

BDT 70465.11/Cattle

20.34%

Restaurant/Hotel

Figure 5.2.3 Value additions and costs of beef cattle at different stages in value chain
Source: Field survey 2014
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5.2.5 Cost and returns at different stages of beef value chain
Table 6.6 presents added the additional value and services and received return of the
value chain considering the different stages of value addition in the beef cattle. In the
rearing stage, farmers’ contribution is 49.36% value added cost and services and
received revenue only 21.58% which is lower than cost in the value chain. In the live
animal trading stage, trader contributes to 9.50% costs of value addition activities and
received 21.37% of total revenue. On the other hand, butcher, processing company and
hotel or restaurant owner incurred cost at 4.39%, 6.50% and 29.71% and received profit
or revenue at 14.19%, 17.25% and 25.61% respectively. The traders, butchers and meat
processing companies were more benefited in the chain. To make sustainable
businesses needs to more initiative at farmer’s level through facilitate support services
and market linkage.
Table 5.2.6 Distribution of value addition across different stage of the value chain (in
BDT/Cattle)
Actors

Purchasing
Price of cattle

Farmer

a
29138.76

Meat trader

50198.33

Butcher

62568.71

Meat processor

62568.71

Hotel and restaurant
owner

76423.55

Purchase of
additional materials
and services
b
11319.29
(49.36%)
2177.62
(9.50%)
1129.42
(4.39%)
1490.63
(6.50%)
6812.85
(29.71)

Total
costs

Total
return

Value
addition

c=a+b
40458.05

d
50747.61

52375.95

62568.71

63698.13

70465.11

64059.34

72285.05

83236.4

114320.31

e=d-c
10289.56
(21.58%)
10192.76
(21.37%)
6766.98
(14.19%)
8225.71
(17.25%)
12214.62
(25.61%)

Note: Figures within parenthesis indicate percentage of total cost and value addition in the chain
Source: Field Survey 2014

The contributing costs in the value chain are farmers (49.30%), traders (9.50%), butcher
(4.39%), meat processor (6.50%) and restaurant owner (29.71%). The highest profit
captured by farmer (21.58% in 3 to 5months) followed by traders (21.37% in 7 to 10
days), butchers (14.19% in 2-3 days), meat processors (17.25% in 2-7d) days and
restaurants’ share was 25.61% during the value adding activities. Among the actors, the
butchers and meat processors gained more profit in terms of short time involvement in
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the chain. Butchers, smaller traders, hotel and restaurant owners and larger traders are
earning better profit margins than beef cattle producers who are doing all work
of producing the beef cattle and bearing the associated risks.

5.2.6 Relevant approaches for value added meat products
The value added meat is further processed into meat products with increasing
convenience to consumer through decreasing product preparation time, minimizing
preparation steps, allowing use of specific parts, taking risks out of kitchen and
increasing the value of product. With the advent of further processing is availability of
new products meat consumption. The value added products could be broadly classified
based on processing, variety/convenience and also on function. Processes such as
portioning, deboning, size reduction, seasoning (addition of spices and condiments),
tenderization, tumbling, retorting, emulsion preparation, battering, breading and
variety of cooking methods are available to produce varieties of value added products.
Appropriate quality raw materials, correct formulation, optimum processing, right
packaging, storage stability, flavour and colour changes, nutritional value, labeling
requirements, product specifications and regulations, etc. are important factors in the
success of processed meat products.

5.2.7 Influencing factors of value addition
In Bangladesh, 80% of small scale enterprises are located in the rural areas and they
have a high potential of contributing to rural development. In spite of the existence of
micro finance and scope for promotion of value addition, meat processing companies
and butcheries carry out limited value addition and hence lose margins and jobs that
could be created if they added value to their products. Bangladesh government has
emphasized a linkage between credit and agribusiness sectors as a way of overcoming
one of the constraints to value addition by beef cattle agribusinesses. Other factors that
hinder value addition to beef and beef products need to be determined in order to
comprehensively address constraints to value addition and hence spur rural
development.
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5.2.7.1 Socio-economic factors influencing value addition in beef cattle
agribusinesses
Survey findings revealed that beef cattle agribusinesses in the study area can be
classified into two classes; value adders and non value adders. A probit regression was
used to determine the factors that influence the decision to add value among
agribusiness operators. Table5.2.7 shows estimates of the probit model for the factors
influencing value addition among the respondents of the study. The results indicated a
Pseudo–R2 of 0.8971 implying that about 90% of the variation in the model was due to
the explanatory variables. Marginal effects indicate the effects of one unit change in an
exogenous variable on the probability that an operator adds value to his/her product.
Marginal effects of continuous variables only were considered since marginal effects
may not be meaningful for binary variables (Green, 1990). An increase in the age of the
operator by one year increases the probability of adding value by 0.0157 units. This is
because access to resources increases with age especially in a traditional society where
resources are passed on through inheritance. Also responsibilities and tend to follow a
sigmoid curve and this leaves more time and resources for investment in value addition
as one advances in age. The influence of age on value addition is statistically significant
at 5% level.
Table 5.2.7 Factors affecting on value addition of beef cattle agribusinesses
Variable
Coefficient
Std errors p>|z|
Age
0.0608**
0.0286
0.034
Household size
-0.0705
0.1036
0.496
Years of experience
0.0327
0.0439
0.456
Gender
-0.1056*
0.0542
0.051
Education
0.2752***
0.0734
0.000
Credit use
1.3790***
0.4082
0.001
Slaughter times/week
0.0274
0.1556
0.860
Attitude towards risk
-0.3135
0.2210
0.156
Number of employees
0.1324
0.2768
0.632
Profit per 2day
-0.0020
0.0023
0.394
Pseudo R
0.8971
Adjustment R 2
0.8943
N.B: ***, ** and * are significant level at 1%, 5% and 10% respectively
Source: Estimation from field survey data, 2014.

Marginal effects
0.0157
-0.0182
0.0085
-0.0273
0.0710
0.3023
0.0071
-0.0809
0.0342
-0.0005

The level of education of the operator is statistically significant at 1% level and if it
increases by one year, the probability of adding value increases by 7.1%. This indicates
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that it is a key factor because it has been found to influence even other factors like
management skills, household income, household size and access to capital, which
would all have a positive effect on value addition. Illiteracy levels are quite high due to
high school drop out in the study area; this is because the people participation in beef
cattle fattening over attending school and the traditional beliefs that discourage
investment in education especially for the girl child. Therefore, marginal returns to
education are still quite high in the study area.
The level of education of the household head affects the probability of adding value
negatively. This could be attributed to the fact that the learned members of the society
perceive beef cattle business as a menial job, meant for the illiterate or the poor in the
society; this could also be attributed to the high premiums to education in other sectors
due to high illiteracy level in the area. It should be noted that there is a distinction
between the business operator and the household head, although in some cases these
roles fell on the same person.
Use of credit is statistically significant at 1% level, and increase in the amount of credit
used by one unit raises the probability of adding value by 0.3 units. This could be
attributed to the fact that most of the operators are resource poor and have constrained
access to credit. Credit use enables the operator to procure more efficient equipment
that help to reduce the cost of operation and helping to attract customers. And therefore
credit has an enormous ability to unlock and spur value addition to a great extent.
Access to credit has been constrained by lack of collateral, low levels of awareness and
unfavorable terms imposed by the lenders.

5.2.7.2 Factors influencing the level of beef cattle value addition
To determine the influence of access to credit on value addition activities, value
addition activities were classified into the following levels
Level
0
1
2

activity
rearing, fattening
slaughtering, cutting, processing and trading
transportation, meat processing, packaging, and distribution
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Operators at level zero basically cattle farmers who were involved in cattle fattening,
rearing and sold cattle and raw meat and their major clients were small traders who
bought for reselling the cattle and individuals who bought meat for family
consumption. The distinctive feature of this group was that they sold meat in raw state
and in relatively small quantities. For operators at level one, in addition to activities
performed by those at level zero, they slaughtered, cut, processed and sold beef. And
for those at level two, who performed these activities such as transportation, meat
processing, packaging, and distribution, they satisfied the conditions of those at level
one and also they served some large consumers like hospitals, schools and some big
hotels, to whom they sold large quantities of meat and transported it to the buyer’s
premises.
There were only eight variables influencing the extent of value addition; age,
household size, employment status, access to credit, slaughter, assets and
complementary of business. The goodness of fit of the model which is high as measured
using R2. The value of R2 suggests that the variable including in the model explains
about 73%in the variations in the dependent variable. The results indicate that increase
in age negatively affects the level of value addition. This could be attributed to the fact
that beef cattle business is practiced by the energetic and active members of the society.
Therefore as one advance in age, his participation in value addition tends to reduce. The
influence is statistically significant at 5% level. Also household size positively affects the
level of value addition at 5% level. This could be attributed to availability of a huge pool
of family labour for the business to draw from. This can probably help reduce the cost
of value addition and enable allocation of a bigger portion of profit for reinvestment
into value addition.
Employment status was found to negatively influence the level of value addition. The
effect is statistically significant at 5% level. This could be attributed to the negative
attitude of educated members of the society towards beef cattle business. They consider
beef cattle business for the illiterate, poor or the unemployed members of the society.
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This finding is corroborated by the earlier finding that educated household heads
reduce the probability of one engaging in value addition activities.

Table 5.2.8 Factors influencing the level of beef cattle value addition
Variable
Age
Household size
Employment status
Years of experience
Operator gender
Operator education
Credit use
Frequency of Slaughter
Total value of assets
Household expenses
Number of Employees
Profit
Complementary Business
Pseudo R2
Adjustment R2

Coefficient
-0.0859**
0.3706**
-1.4578**
-0.0043
-0.1626
0.0144
-2.0539***
-0.7257***
8.90E-06*
-4.50E-06
-0.8144**
-0.0015
0.8186**
0.7301
0.4841

Std errors
0.0435
0.1776
0.6521
0.0716
0.5711
0.0857
0.5790
0.2563
5.27E-06
3.59E-06
0.3808
0.0042
0.3394

p>|z|
0.048
0.037
0.025
0.952
0.776
0.867
0.000
0.005
0.091
0.210
0.032
0.720
0.016

5% of significant
-.1712
.0225
-2.7359
-.1447
-1.2819
-.1537
-3.1888
-1.2280
-1.43e-06
-.00001
-1.5607
-.0098
.1533

Interval
-.0006
.7187
-.1796
.1361
.9568
.1824
-.9190
-.2234
.00001
2.53e-06
-.0681
.0068
1.4838

N.B: ***, ** and * are significant level at 1%, 5% and 10% respectively
Source: Estimation from field survey data, 2014.
Credit access increases the actor’s participation in value addition of beef cattle at one
percent level of significance. Access to a credit market offers farm households the
opportunity to obtain the resources necessary to adopt cattle fattening technologies.
Access to credit, by helping farmers to finance the acquisition of feed, fodder,
veterinary service and technology could enhance adoption and continued use of the
value addition for higher price. This is expected as farming households rarely have
sufficient means to buy materials and other associated components, magnifying the
importance of credit. Access to credit negatively affects the level of value addition and
this is significant at 1% level. This indicates that due to low perception, those who can
access resources may be opting for investment in other activities than improving beef
cattle agribusinesses. The frequency of slaughtering animals is negatively related to the
level of value addition. The beef cattle operators who supply meat to large customers
did it only on some specific days of the week and thus they slaughtered animals on a
few days in a week. That is why operators in high levels of value addition had a low
frequency of slaughter times, thus the inverse relationship. This effect was significant at
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10% level. P-value results indicate that value of assets employed positively influenced
the level of value addition at 10% level of significant. But the range of values can be as
low as -1.43e-06 and as high as .00001, this indicates that it can assume a value of zero
and this fact renders the variable insignificant. The number of employees negatively
affects the level of value addition probably because as they increase in number they
raise the cost of operation which reduces the amount of profits available for
reinvestment into value addition. Lastly, the type of the complementary businesses
positively affected value addition at 5% level of significant. Labour has been generally
found to improve the quality of service and its availability either from household
members or other employees raises the level of value addition in the business.

5.2.8 Core findings from value addition
The beef cattle are highly profitable due to high value addition. Value addition
contributes to the reduction of poverty through the improvement of household
incomes. Value chains are becoming increasingly common within the livestock and beef
industry around the world. The Bengal Meat Processing industry and the Pabna Meat
Company would be well served to learn more and encourage value chain formation.
Initial support and the provision of expertise will facilitate this development. The value
chain analysis is very crucial issue facing the agribusiness sector of the economy,
as the Bangladesh beef cattle agribusiness is been noted for livelihood improvement
and expenses the business and also sale raw materials for phermacutitual and leather
industries. The analysis of beef cattle value chain revealed that majority of the actors
are realizing positive net income. The investors earned higher net income than the
current banks’ lending rates indicating that beef cattle fattening actors are credit
worthy and that the enterprises operated profitable ventures. The prices of animals
and transportation cost of animals from their sources and fattened animals to the
markets were found to be the main factors affecting variation in profit per animal
in the study area. This implies that if these factors are optimized, and the beef cattle
fattening enterprises are promoted and supported, they will have even greater
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impact on the incomes and livelihoods of participants as well as improving the
country’s economy.
Despite this, increase in age, positive change in employment status, and access to credit
negatively influenced the change in the level of value addition and increase in
household size, number of slaughter days per week and value of assets employed in
value addition positively influenced the level of value addition. Using a probit model to
evaluate the socioeconomic factors influencing the decision to add value of beef cattle,
the study found that credit, management’s level of education and age significantly
influenced the decision to engage in value addition.
The agribusinesses actors participated in the value chain increased employment
opportunities, food safety and security, and investment.
1. Agribusiness value chain actors as education through training is significant factors
influencing participation in the value chain.
3. Policies should be formulated to enhance the value addition by different actors.
4. Proper management in the beef cattle and beef products value chain should be
encouraged. Value chains should be made efficient to attract long as they produce
beneficial values.
5. Value addition resides at the core of high impact and sustainable initiatives focused
on improving productivity, competitiveness, entrepreneurship, and small agribusiness
farm growth.
6. It is clear from the present study that the decision to add value is positively and
significantly influenced by membership and amount of hours spent on off-farm
activities, while it is negatively influenced by the age of the farmers and the education
level of the household head.
7. Value adding functions should be encouraged for reduction of poverty.
8. It is apparent that great effort and initiatives need to be launched to encourage and
facilitate the practice of value addition if the welfare of the poor rural population would
be improved.
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CHAPTER-5.3
VALUE CHAIN ANALYSIS OF BEEF CATTLE HIDES
5.3.0 Introduction
Hides are the by-product of cattle, and they are important and valuable resources and
basic raw materials of the tanning and leather goods industries in Bangladesh. It is
fourth largest export earning source and a highly potential sector as 90% of the basic
raw materials of high quality leathers are locally available for finding a strong niche in
the world market. The country has been exporting mainly crust and finished leather,
which accounts for nearly 82% of the total exports of leather and leather goods. The
export of leather and leather goods in the FY 2011-12 was $765.03 million which
increased to $980.67 million in FY 2012-13 with a raise of 28.18%. The leather industry
has been able to set records for exports that climbed 32.12% year-on-year to $1.29 billion
in the FY2013-2014. Exports of leather goods rose 48.55% to $240.09 million; leather
grew 26.47% to $505.54 million, and footwear 31.19% to $550.11 million in FY 2013-14.
Leather industry exported 60% to European Union, 30% to Japan and rests are exported
to other parts of the world (PKF 2013). Bangladesh government provides support in the
form of tax holidays, duty free imports of raw materials and machinery for export
oriented leather markets. Export incentives are also given in this sector. Exporters are
enjoying tariff and quota free access to major markets such as the European Union.
Bangladesh can make quality leather products as labour forces improved their skills
and leather industries offer very competitive price. Significant buyers have shown their
interest in our leather products, even some buyers are diverting from china (Shukla
2013). Bangladesh has a good opportunity to earn more and more from leather goods
and leather footwear.

5.3.1 Economic Importance of Cattle Hides Value Chain in Bangladesh
The hides and leather sector is critical for the economic and industrial development of
Bangladesh. It has an abundant and renewable resource base in Bangladeshi’s large livestock
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population. It is labour intensive with the potential to be a major source of employment all
along its value chain. The leather industry has a huge economic growth potential with strong
backward and forward linkages. Reviving the leather sector has significant promises for
increasing incomes, creating jobs and reducing poverty. In Bangladesh 220 tanneries, 3500 firms
and about 30 large export footwear firms depend on leather sectors and 180000 direct
employments created are presented in Figure 5.3.1.

Figure: 5.3.1 State of Leather Sector in Bangladesh
Source: LFMEAB

As a developing country in the third world nation Bangladesh has a steady GDP growth
at a significant of rate of 6% in the last five years. Leather sector is one of the driving
forces contributing about 9% of total export earnings in 2014. The GDP contribution of
Bangladesh leather sector is represented in Figure 5.3.2. Contribution of leather sector to
total GDP was 0.40% in 2000 and 2001 but it decreased during 2002-2004 because of
economic recession in Bangladesh (Figure 5.3.2). After that it increased in increasing
rate till 2007 (0.47%), which indicate the significant role of leather sector to GDP. Leather
sector also plays a significant role in alleviating unemployment Export growth rate of
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Bangladesh leather sector was negative during 2001-2002 to 2002-2003 because of global
economic recession due to the Iraq War, the 9/11 incident, rise of international terrorism,
fundamentalist orientations, etc.

Figure 5.3.2 Contribution to GDP

Source: EPB Year 2014

5.3.1.1 Export of Leather and Leather Goods in Bangladesh
About 85 percent of the available hides are exported in different countries in the forms
leather, footwear and leather goods. The government of Bangladesh has imposed a ban
on wet-blue leather for getting increased benefit of value addition. This has worked
very well. Again the government has imposed another ban on exporting crust leather
with effect from July 2001 for value addition. Table 5.3.1 shows the trend of export of
leather in different forms. Leather export is decreasing over the year. Footwear and
leather goods export is increasing over the year from 2002-2003 to 2013-2014. Reviving
the leather sector has significant promises for increasing incomes, creating jobs and
reducing poverty.
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Table 5.3.1 Export of Leather, Leather Footwear and Leather Goods (Million US$)

Year

Leather

Leather Footwear

Leather Goods

Total

Export

% of Total

Export

% of Total

Export

% of Total

2002-2003
2003-2004
2004-2005
2005-2006
2006-2007
2007-2008
2005-2006

191.23
211.41
220.93
257.27
266.08
284.41
257.27

83.2%
79.50%
76.77%
71.50%
64.42%
61.44%
71.50%

35.06
50.86
59.51
95.44
135.94
169.60
95.44

15.3%
19.13%
20.68%
26.52%
32.91%
36.64%
26.52%

3.43
3.64
7.35
7.12
11.03
8.87
7.12

1.5%
1.37%
2.55%
1.98%
2.67%
1.92%
1.98%

229.72
265.91
287.79
359.83
413.05
462.88
359.83

2008-2009

177.32

46.52%

186.93

49.04%

16.89

4.43%

381.14

2009-2010

226.10

49.24%

204.09

44.44%

29.06

6.32%

459.25

2010-2011

297.83

45.75%

297.80

45.74%

55.42

8.51%

651.05

2011-2012
261.16
49.76%
185.08
35.26%
2012-2013
319.50
46.13%
243.88
35.21%
2013-2014
392.90
39.01%
427.55
42.46%
Source: Bangladesh Export Promotion Bureau 2015

78.60
129.18
186.60

14.98%
18.65%
18.53%

524.84
692.56
1007.00

5.3.1.2 Leather Exports shares in Bangladesh
Increasing interest of buyers has opened up an opportunity for footwear and leather
industries of Bangladesh. The production of leather-made items has been increasing in
the country. The sector has the potential for becoming the second largest foreign
currency earner after ready-made garments. Export

status of Bangladesh leather

industry, in comparison with other selected Asian countries, is presented in the Table
7.2 represents exports performance of Bangladesh, Pakistan, China and

India

in

leather products from 2004 to 2013 time period. While Bangladesh exports below
than 1 percent of world’s total export, it accounts 2-3 percent of country’s total export
earnings in 2004-2013. On the other hand, in Pakistan, leather export accounts 5-7
percents on average of its total export. China serve highest 25-30% on average of
world’s total leather export, which account only 1-2%of total export earnings. On the
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other hand, like China in India, leather export accounts only 1-2% of its total export on
average, but it serves world’s total leather export lower than China 2-4% on average.
Local leather goods manufacturers are seeing bright prospects because of a policy
change in China. That country shows a drop in leather footwear production recently.
The EU, USA and Japan are becoming worried over future supply from China as their
own domestic markets are expanding quickly. Already, the western importers are
desperately looking for new sourcing destinations and Bangladesh is in the spotlight
now. Bangladesh now occupies only 0.5 per cent share in the global leather and leather
goods market worth about $215 billion. So, huge opportunity is waiting for us (The
daily sun 2015). The government of Bangladesh should provide adequate policy and
financial support to those who deserve.
Table 5.3.2 Leather Exports shares in Total Exports & world’s total leather Exports
Years

Bangladesh
% of Total
Export

% of World
Total Leather
Export

Pakistan

China

% of Total
Export

% of World Total
Leather Export

5.85

1.33

% of Total
Export

India

% of World Total
Leather Export

% of Total
Export

% of World Total
Leather Export

1.97

19.86

2.24

2.89

1.61

1.70

20.91

1.83

2.96

2004

2.78

0.39

2005

2.61

0.39

2006

2.18

0.38

5.89

1.47

1.46

20.91

1.61

2.87

2007

2.29

0.40

6.07

1.43

1.27

20.40

1.46

2.81

2008

1.59

0.34

5.67

1.46

1.22

22.06

1.36

3.13

2009

1.11

0.30

4.83

1.32

1.28

23.94

1.12

3.09

2010

1.35

0.34

4.83

1.26

1.35

25.83

1.01

2.72

2011

1.32

0.36

4.53

1.17

1.44

27.78

1.01

3.09

2012

1.40

0.38

4.60

1.13

1.40

28.54

1.07

3.09

2013

1.20

0.36

5.07

1.26

1.41

30.80

1.15

3.82

6.23

Source: ITC, COMTRADE data
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5.3.2 The key value chain actors and their functions
Figure 5.3.3 illustrated the visualize network and activities of different actors within the
chain which are briefly described below following sub-headings:
Cattle Hides
(raw/fresh)
Hides
(Preserved)

Hides
(rehydrated)

Hides (limed)
Hides
(Pickled)
Leathers
(Vegetable tanned)
Leather
(Wet blues)

Crust leathers (semi-finished)
Leathers (finished)

Shoes

Garments

Leather
goods

Exports

Figure 5.3.3 Schema of the tanning process.

Source: Author own illustration 2014

5.3.2.1. Input suppliers
The cattle farmers are the primary producers of hides. The small scale farmers mostly
sell their stocked at the local markets. At times, the animals are slaughtered for food
and ceremonies, then the hides are sold to the local slaughter slabs for slaying, drying

186

and batching. In the study area, three types of input suppliers such as; individual’s
farmers, local butcher and slaughterhouse or slabs etc are found.

5.3.2.2. Raw hide collectors
The value chain process of hide is initiated by raw hides collectors including a number
of traders locally termed as Faria, Bepari and Aratdar. The Faria (local small traders)
collect the hides from the butcher or slaughterer and sent them to Bepari (small
businessman) in different markets for the initial treatment. After taking necessary care,
Bepari sent to Aratdar (district level hides businessmen).

5.3.2.3. Raw hide Aratdar
The Aratdar apply salt to the delivered hides if needed while sorting these in their
sheds. Later these products are sent to Posta of central Dhaka city from all over the
country and from Posta it is supplied to different tanneries as per demand.

5.3.2.4. Chemicals suppliers and importers
More than 90% of the chemical substances used are imported from different countries.
Tanneries collect these chemicals from the local merchants of chemicals or the local
agents for the foreign chemical companies. Because of the lengthy import procedure,
most of the local merchants and local agents cannot supply chemicals in time to the
tanneries. Insufficient supply of chemicals leads to high price of chemicals in the local
markets and thereby increases the production cost.

5.3.2.5. Local business or trade association
Local business and trade association play a facilitative role of hide value chain. The
industry association tends to be weak and is skewed towards traders with big turn over.
Bangladesh Tanners Association (BTA); Bangladesh Finished Leather and Leather
Goods and Footwear Exporters Association (BFLLFEA); and the Leather Goods and
Footwear Manufacturers Exporters Association of Bangladesh (LFMEAB), and Centre of
Excellence for leather Skill Bangladesh Ltd, etc.
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5.3.2.6. Leather Processing Units or Tanneries
The tannery is the most important link to the value addition. This is a heavily pollution
activity and also very expensive. Machines and chemicals are extremely expensive and
many tanneries are struggling due to inefficiencies and low productivity. The success of
the sector largely depends on this activity as it does on quality of hides and skins.
Tannery transforms raw hides and skins into leather for manufacturing articles like
shoe-upper, bag, suitcase, belt, wallet and jacket. In tanneries raw hide is processed
though performing Soaking, Fleshing, Liming, De-liming, Bating, Pickling, Chrome
Tanning, Samming, Splitting, Skiving, Scudding, Drying, Staking and providing
finishing touch where the leather is given the final surface treatment and look.
Currently there are 220 tanneries in Bangladesh. About 90% of them are in Hazaribagh
of Dhaka, and the rest is all over the country. Tanneries can be classified into three
categories in terms of capacity to process raw hides and skins (GTZ 2007). They are:
(i)
Large Scale Units (Census Sector)
(ii)

Medium and Small Scale Units (Simple Sector)

(iii)

Cottage Unit (Household Sector)

5.3.2.7 Wholesaler of Leather and Accessories
The wholesalers of leather in Bangshal are also a part of leather value chain. They buy
inferior quality leathers from tanneries and sell them to local manufacturers of footwear
and leather products.

5.3.2.8 Export Agent
Export agents are helping local producers get international contracts and acting
as liaison between the two parties. Though, they do not bear any responsibility for
export, shipment, or quality product. Export agents are involved in crust and leather
export only. Tanneries export their leather to foreign buyers through these export
agents.
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5.3.3 Value Chain Map of Hides
Figure 5.3.4 presents a value chain map of hides. Hides are a by-product of slaughter
activities and processed into a wide ranging end product. It involves three main stages:
“wet blue leather, “crust leather,” and finished leather. For each stage the raw materials,
process and end products are different which is systemically discussed below subheading.

7.3.1 The process of wet blue leather from raw cattle hides
The raw hides are processed into wet blue leather by using chemicals like chrome salt,
common salt, calcium hydroxide, sodium sulfide, ammonium sulfate, sulfuric acid,
sodium carbonate, enzymatic bate, calcium format etc. Most of the chemicals are
imported while the hides and common salt are locally available in Bangladesh. Figure
5.3.4 shows the involves of the following procedures are involved in the process of
producing wet blue leather.
i) Sorting of Hides: Firstly, tannery receives the raw hides and separates according to
their type and size. Size is divided into three categories: small, medium and large. The
condition of hides is determined here by visual observation and trimming of
unnecessary portion is also done. The weight of raw hides is also taken here and the
hides are then clean by soaking.
ii) Washing and Soaking Process: Soaking is the 1st process of leather processing. In a
tannery, hides are usually received in wet salted or dry salted condition and are soaked
in clean water for 16 to 24 hours to remove the salt, blood and dirt. This operation is
normally carried out in pits but rotating drums with paddles provided inside are also
used with frequent change of water. The wastewater from the soaking process is
discharged intermittently from soaking pits or drums. The main objectives of soaking
are as follows:
iii) Liming Process: Liming process is used to swell the hides and lessen the hairs. In
this operation, the soaked hides are taken for treatment in pits with milk of lime (a basic
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agent) that may involve the addition of sharpening agents (disulfide reducing agents)
like sodium sulfide, cyanides, amines etc. and are allowed to remain there for a period
ranging from 24 to 48 hours. The discharge of lime pit effluent is also intermittent. The
major objectives of liming process are as follows:
 Remove the hairs, hooves and other keratinous materials
 Remove some of the interfibrillary soluble proteins like mucins
 Swell up and split up the fibers to the desired extent
 Remove the natural grease and fats to some extent
 Bring the collagen in the hide to a proper condition for satisfactory tannage.
iv) Unhairing and Fleshing Process: After liming, the hairs and fleshing are removed
from the hides in machines provided with knife-bearing rollers. During this operation
the hides are washed with water. Fleshing is mechanical removal of unwanted flesh,
connective tissues & fat by hand knife or fleshing machine. Unhairing is done by
scraping with blunt unhairing knife or unhairing machine to remove hair from grain
side. The major objects of fleshing:
 Remove fats and surplus flesh from lime pelts.
 Give a cleaner surface.
 Good penetrations of chemicals
v) Deliming Process: After removal of hairs and fleshing, the hides are delimed, using
either ammonium sulphate or chloride and again washed and scudded. This process is
intended to remove the lime absorbed in the skin and hydrolyze some of the proteins,
which are undesirable in the finished leather. The objectives of de-liming process are as
follows:
 Remove lime and other alkalis used in liming
 Reduce swelling of the pelts
 Prepare for different tannage and adjust the PH suitable for different tannage.
 Remove most of the lime and alkaline materials from the pelts.
190

vi)Bating Process: Bating is the process, where delimed pelts are treated with a solution
of proteolytic enzyme derived from different sources. Bating bath is done in pits or
rotating drums for a period of 5 to 6 hours, after which the spent bath is discharged. The
main objectives of bating process are as follows:
a) Remove some of the non-leather forming protein materials like albumin,
globulin etc.
b) Make pelts slippery non-elastic
c) Make dirt, short hairs, grease, lime soaps, dark colored pigments and traces of
epidermis loosened and easily removable by scudding
d) Allow the splitting up of collagen fibers to help the penetration of tanning
materials
e) Make the final leather soft, pliable and stretchy.
vii) Pickling Process: The treatment of bated pelts with a solution of common salt and
sulfuric acid is known as pickling. This is the most essential and important operation for
mineral or chrome tanning. The main objective of pickling is to acidify the pelts to a
certain pH before chrome and vegetable tanning. Pickling is also used for preservation.
viii) Tanning Process: Tanning can be performed with either vegetable or chrome (or
mineral) operation. In leather manufacturing, tanning is the most important process.
The main objectives of tanning process are as follows:
a)

Raise hides shrinking temperature and increase its resistance to hot water

b) Stabilize hides against enzymatic degrading and increasing resistance to
chemicals
c)

Reduce or eliminate its ability to swell
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Flowchart of hides processing
Raw Hides
Raw/wet salted
Hides & Skins
(Sorted & Trimmed)

Wet Blue

Crust

Wet blue Leather

Crust Leather
(Natural /dyed)

Splitting
Raw/Salted
Weighing

Sorting
Samming

Washing &
Soaking (in drum/

Buffing &
Dedusting

Shaving

paddle/pit)
Liming (In drum/
/paddle/pit)

Shaved weighing

Impregnation
&
Drying

Neutralization
Hydraulic Pressing

Fleshing
Retaining/
Dyeing

Scudding

Rebuffing &
Dedusting

Fat liquoring
(in drum)
Pelt Weighing
Setting

Color Coating (By
pad/spray Roller

coater)
Deliming
(in drum)

Drying (Vacuum/
Tunnel/Natural)

Bating (in drum)

Conditioning (By
sawdust/ water)

Drying

Ironing/Embossing

Staking
Pickling (in drum)

Color Coating (By
Sprayer & drying)
Toggle Drying

Tanning (in drum)

Plating/Glazing
Trimming

Crust

Wet Blue

Finished

Figure 5.3.4 Flowchart of cattle hides processing operations
Source: Leather Sector Census Study, LSBPC, 2005
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5.3.3.2 The process of crust leather from wet blue leather
The main raw materials for production of crust leather from wet-blue leather stage are
wet-blue leather, oils, synthetic tannins, vegetable tannins, aniline dyes, sodium
bicarbonate, sodium acetate and formic acid. Figure 7.4 shows that the processes that
follow from the wet-blue leather stage to produce crust blue leather are mentioned
below.
i) Trimming: Rough edges of leather are trimmed to remove uneven and ragged edges.
ii) Splitting: Thick hides are splited by splitting machine. The top layer is called the
grain part and the bottom layer, flesh part.
iii) Shaving: Thickness of splits is adjusted in a machine fitted with shaving blades
which reduce the substance of the leather according to the desired thickness. The
leather is passed through a cutting machine subjecting it to a knife that adjusts its final
thickness, generating waste called shavings.
iv) Retanning, fat liquoring and dyeing: This is a combined process in which the semifinished leather gets a final tanning and some further treatment.
v) Setting out: As in sammying thin process involves the removal of moisture content.
Creases are also removed at this stage.
vii) Drying: The damp leather is dried. In hot weather natural drying is preferred
viii) Conditioning: After drying, leather becomes stiff. For further operations, a certain
degree of conditioning, i.e. moistening the leather to 28 to 30 per cent moisture content,
is essential. In the production of crust leather substantial effluent is generated. Full or
partial treatment of effluent is essential to avert its adverse impact on environment.

5.3.3.3 Production process of finished leather from crust leather
The main raw materials required for producing finished leather are crust leather,
various water based combinations of resins, binders, dyes, pigments and lacquer
emulsion. The finishing operations include a series of processes aimed to improve the
leather’s surface appearance, protect it against chemical and mechanical effects, even
out colour and shine and improve the feel of the leather Figure 7.1 shows that the
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processes involved for the production of finished leather from the crust leather stage are
presented as follows;
i) Sorting: Finally, a shortening phase occurs in which machines cause a relative sliding
of leather fibers through a combination of folds, bumps and stretches.
ii) Buffing & De-dusting: Buffing is the important to remove flesh and improve the
final appearance, and if it is on split, velvety skins are obtained. The buffing machine
has a metallic cylinder on which an emery paper is placed. After finishing buffing, dedusting is necessary to remove the dust from the surface of the leather.
iii) Color Coating (By pad/spray Roller coater): With the help of a spraying machine,
different products such as grounding agents, binding agents, dyestuffs, lacquers, or
touch modifiers are sprayed on the leather surface to improve quality and expperience.
iv) Drying: Final drying, the softened leather still contains certain moisture that must
be removed before continuing the finishing operations. With this final drying, the
leather moisture is reduced to 12-14%.
v) Ironing/Embossing: In these operations, the creased parts or defects such as peg
marks, holes, etc. are removed to give a better presentation and obtain a completely flat
leather surface so that the application of finish products can be as uniform as possible.
Embossing is a way of pressing a specific pattern. Using high pressure and high
temperatures, a metal plate embosses the desired pattern onto the leather.
vi) Color Coating (By Sprayer & drying): It is a insoluble substances that are used in
aqueous or organic dispersion. Unlike the colourants, pigments hide the support’s
appearance so they are used to conceal defects in the leather.
vii) Plating/Glazing: Plating is then used to smooth the surface of the coating materials
and bond them to the grain. They have a smooth pore, are transparent and have an
excellent gloss because protein binders (casein) are used and the leather is subjected to a
glazing operation.
viii) Finishing: During the finishing process, chemicals are applied to the crust to
modify colors, shines, textures, effects, resistance to harmful factors (water, heat, light,
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etc.) and to correct hide defects. Finished leather is divided into two groups: Full grain
and Corrected grain leathers, depending on whether the original hide grain remains in
it natural state or not.

7.4 Description of the various stages of value chain and additional
requirement of various inputs
Leather processing units or tanneries produce wet-blue, crust, and finished leather. In
producing wet-blue and crust, the firms use raw hides and wet-blue as raw materials
respectively. Crust leather is used as raw materials for producing finished leather.

5.3.4.1 Transformation of raw hide into wet-blue leather
Raw hides used for producing wet-blue are mainly procured from local sources.
Locally, raw hides are collected mainly from leather depot located at Dhaka,
Chittagong, Comilla, Kushtia, Jessore, Natore and Rangpur.
Table 5.3.3 Operational steps of transforming raw hides into wet-blue leather
Name of operation

Objectives

Generic names of
chemicals

Curing/
Preservation
Soaking

Dehydration

Liming and
Unhairing

Removing the hair and Liming
opening up of fibre Auxiliaries
structure for tannage

Washing after
liming

Cleaning for fleshing and
start delime by thorough
washing
Removing fat and surplus
flesh to give a Cleaner
surface
for
better
penetration
of
the
subsequent chemicals

Fleshing

Restore Moisture to
original condition

Soaking
Preservatives
/ Enzymes
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Chemicals Required

Sodium sulfide, sodium
hydroxide, sodium tetra
sulfide Decaltal types,
formic acid, bi sulfite
solution, sodium bi
sulfite.
Sodium sulfide, Sodium
hydrosulfide. Hydrated
lime powder (calcium
hydroxide).
Seldom
slaked lime (lime paste).
Sodium chlorite

Cont. table 7.3
Name of
operation
Deliming

Objectives

Bating

Producing a smooth,
clean grain by enzyme
action, removing
unwanted proteins

Pickling

Prepaing pelt for chrome Pickling Agents
tanning by acidification
Making Leather resistant Tanning Agents
to purification, Increasing
Thermal Stability

Chrome Tanning

Sammying

Splitting
Shaving

Generic names
of chemicals

Replacing strong alkali, Deliming agents
Reducing Swelling

Bating Agents

Chemicals Required
Hydrochloric
acid,
Sulfuric acid, Formic
acid, acetic acid, Lactic
acid,
Boric
acid,
Ammonium
chloride,
Sodium
meta
by
sulphate
Enzymes, wood flour as
carrier substance,
ammonium salts,
neutral salts as
buffering and deliming
agents
Formic Acid
Chrome Tanning
Agents, (chromium(III)
salt, ca.
25 % Cr2O3, ca. 33 %
basicity), Aluminium
tanning agent( ca. 16 %
Al2O3, ca. 50 %
basicity.) Combination
of Al and Cr ( Ca. 14 %
Al2O3, ca. 3.0 % Cr2O3;
ca. 20 % basicity.)
Other agents:
Chromium (acelate,
Sulphate, chloride)
potassium dichromate
etc.

To remove the unbound
water so that the hide can
be split or shaved with an
even
or
consistent
moisture content
To reduce thickness and
separate splitting part
The final adjustment for
thickness

Source: Leather Sector Census Study, LSBPC, 2005.

5.3.4.2 Transformation of wet-blue leather into crust leather
Wet blue, raw materials for producing crust is mainly collected from local sources
particularly from Dhaka. A small quantity of wet-blue to prepare crust leather is
collected from Chttagong and Jessore. Very insignificant volume of raw materials is
imported.
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Table 5.3.4 Operational steps of transforming wet-blue leather into crust leather
Name of
operation

Objectives

Generic names
of chemicals

Neutralization

Preparing Tanned leather
for retannage

Neutralizing
Agents

Retanning

Using suitable chemicals
for the final product
requirement
To impart requisite colour
on leather
To soften the leather

Retanning
Agents

Dyeing
Fat liquoring

Setting Out

Removing wrinkles as
much as possible and
mechanically held water
before drying
Drying
Removal of water without
damaging Leather quality
Conditioning
Controlled addition of
moisture
Staking/Vibration Soften by separating the
fibres
Toggle Drying
Complete the drying
under streching condition
Trimming
Removal of irregular
edges, damaged portion
Source: Leather Sector Census Study, LSBPC, 2005.
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Chemicals Required
Sodium Carbonate,
Borax
Sodium Bicarbonate,
Ammonium
Bicarbonate, Sodium
(Sulphite, Thiosulphate,
acetate, formate),
Calcium Formate etc.
Phenol, Nepthalane, BNapthole, Aromatic
Ether

Dyes
Fat Liquoring
Agents

Untreated oils, fats and
waxes Emulsified oils
and fats Chlorinated
oils and fats Sulfonated
oils, fats and fatty
alcohols, Oxidation
products of oils and fats

5.3.4.3 Transformation of crust leather into finished leather
Crust leather used for producing finished leather is also collected mainly from local
sources. Only a very insignificant volume of cow crust is imported to produce finished
leather.
Table 5.3.5 Operational steps of transforming crust leather into finished leather
Name of operation

Objectives

Sorting

To examine Quality and select different grades for end products

Buffing

Up gradation of lower grade leather through shaping/ buffing
of grain surface

Finishing

Producing the finished film

a.

Providing suitable base for better adhesion and makes the

Ground Coat

leather surface smooth, uniform and impermeable
b.

Season Coat

Covering the major proportion of the film thickness and getting
skewed between ground and top layer, Sealing from both sides
by impermeable ground and top layer

c.

Top Coat

Providing required degree of gloss, feel handle and final
appearance of the finished leather

Pressing

Providing smooth or embossed/ printed surface with ironing/
plating

Milling

Mechanically softenning of the semi-finised leather

Final Gradation

Examine quality and allocate each finished piece of grade

Measuring
Source: Leather Sector Census Study, LSBPC, 2005.
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5.3.5 Value chain stages of finishing leather (finishing leather into footwear and
leather goods industries)

Leather Goods

Footwear

Designing

Designing

Pattern Making of Leather Goods

Pattern Making
Designing of Footwear

Cutting

Cutting

1. Selection of Leather/Materials
2. Cutting
3. Splitting
4. Skiving

1. Selection of Leather/Materials
2. Cutting
3. Splitting
4. Skiving

Closing

Closing
1.
2.
3.
4.
5.

1. Embossing/ Printing
2. Adhesive
3. Folding
4. Strap cutting
5. Stitching

Embossing/ Printing
Adhesive
Folding
Strap cutting
Stitching

Finishing

Finishing

Total Finishing Work

Total Finishing Work

Footwear

Leather Goods

Figure 5.3.5 Finishing leather into footwear and leather goods industries
Sources: Author own illustration 2014
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5.3.6 Value adding components at different stages of value chain
Table 5.3.11 shows that value addition by raw hide suppliers in the study area. The
operating costs of value chain

like labour, haat and Izara charge, preservation,

transportation, travelling, conveyance, foods and hotel rent, chemical for all the
categories of the value chain actors. The profit computed on per week basis depends
on the quantity of hides and skins handled by each category of trader. The primary
value chain actors were raw hides supplier, wet blue producers, crust leather
producers, and finished leather producer. The value addition amount was BDT 7.88,
BDT 10.00, BDT 25.00 and BDT 15.00 per sft of leather.

5.3.6.1 Value Addition of hide by the local collectors
In the process of hide value addition, local collector was the first actor in the value
chain. The following intermediaries such as butchers/slaughters, madrasha/etim khana,
muchi or rishi, faria, seasonal buyers and bepari were working as hides’ collector. They
involved in value addition by assembling, time and place changes. Butchers are one of
the important value adding actors in the chain, they collected hides from slaughter slabs
or farmers and sell it to the Arathder through faria and local traders. The faria are those
traders who generally handle a small volume of hides and earn profit through buying
and selling of raw hides. Muchi or Rishi is a depressed class of people of the lowest cast
of the Hindu community. They are known by names in different areas such as Muchi or
Rishi but their function in this respect is common. A large number of local seasonal new
buyers entered the value adding activities of hides during the Eid-ul-Azha. They collect
hides from various sources and sell them to the Arathdar and tanneries. Table 5.3.6
shows that local collectors purchased hides at BDT 67.12 per sft and sold to the Arathdar
at BDT 75.00 per sft and earn net profit BDT 4.86 per sft. by adding 11.74% value in their
value chain activities.
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Table 5.3.6 Value Addition to hide by the local collectors
Value Addition to hides by the local collectors
Items
Amount (BDT) per sft
Purchasing price of hides (PC)
67.12
Cost of Value Addition (VC)
Loading and unloading
0.20 (6.62)
Transportation
0.76 (25.17)
Labour
0.57 (18.87)
Personal expenses
0.69 (22.85)
Damage and deterioration
0.28(9.27)
Tips and donations
0.12(3.97)
Market toll
0.25(8.28)
Miscellaneous
0.16(5.30)
Total Value Addition Cost (TVAC)
3.02(100.00)
Total Cost, TC =(PC + TVAC)
70.14
Selling Price (SP)
75.00
Profit Margin, PM= (SP-TC)
4.86
Value addition, VA =(SP-PC)
7.88
Percentage of Value addition, PVA =(VA/PC)*100
11.74%
Figures in parentheses indicate percentages of total value adding cost

Source: Field survey 2014

5.3.6.2 Value Addition of hide by Aratdar
Aratdar is one of the actors in the value chain. They received hides from the collectors
and sold them to the processors (tanneries). The Aratdar also involved in some value
adding activities such as purchasing, grading, and storing and some kind of marketing
functions, they have to incur some value adding cost. The cost components included
transportation, labour, salt, electricity bill, security, market toll/izara charge, market
union fee, storage charge, and miscellaneous etc. Table 5.3.7 shows the value addition
cost of Aratdar. It indicates that the purchasing cost was BDT 75.00 per sft, average total
value addition cost of hides was BDT 2.96 per sft including transportation (12.71%),
labour (14.38%), salt (31.10%), electricity charge (6.02%), security (7.02%), market toll/
izara charge (8.70%), market union fee (10.37%), rent for store/storage charge (5.35%),
and miscellaneous (4.35%). The selling price of raw hides by the Arathdar was BDT 85.00
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per sft. They added 13.33% value 1 to hides in the chain and received profit margin of
BDT 7.04 per sft of hides which is higher than that of hides collectors.
Table 5.3.7 Value Addition to hide by the Aratdar
Value Addition to hides by the Aratdars
Items
Amount (BDT) per sft
Purchasing price of hides (PC)
75.00
Cost of Value addition (VC)
Transportation
0.38 (12.71)
Labour
0.43 (14.38)
Salt
0.93 (31.10)
Electricity bill
0.18 (6.02)
Security
0.21 (7.02)
Market toll/ Izara charge
0.26 (8.70)
Market Union fee
0.31 (10.37)
Rent for store/Storage charge
0.16 (5.35)
Miscellaneous
0.13 (4.35)
Total Value addition cost (TVAC)
2.96 (100.00)
Total Cost, TC =(PC + TVAC)
77.96
Selling Price (SP)
85.00
Profit Margin, PM= (SP-TC)
7.04
Value addition, VA =(SP-PC)
10.00
Percentage of Value addition, PVA =(VA/PC)*100
13.33%
Figures in parentheses indicate percentages of total value adding cost

Source: Field survey 2014

5.3.6.3 Value Addition by the processor (Tannery)
Processors/Tanneries were the main value chain actors in the chain. The different
stages of value addition by the processor or tanneries are discussed below. The outputs
of the factory include wet-blue, crust and finished leather. A picture of value additions
in different steps in the leather industries are presented in Figure 5.3.6.

Cattle

Hides -

Wet Blue - Crust Leather - Finished Leather -Leather
Goods

Figure 5.3.6 Transforming raw hides to leather goods by value chain
Source: Field survey 2014
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5.3.6.3.1 Value Addition from Hide to Wet Blue Leather by the Processor
(Tannery)
In the process of tanning, technically the process of converting the protein in hides and
skins which is subject to decay into a stable non putrefiable material, pickled leather is
the first phase and wet-blue leather is the second phase. Pickled leather is hides and
skins that is made ready to allow tanning agents to penetrate by undergoing chemical
treatments first by alkaline chemicals and then by acids and common salts, while wet
blue leather is a technical term used in the leather industry, designating animal hides
that have suffered an initial chromium tanning process. These hides can then go
through various other chemical processes in order to produce the large variety of
leather products available to the consumer.
Table 5.3.8 Value Addition from Hide to Wet Blue Leather by the Processor
Value Addition from Hides to Wet Blue Leather
Items
Amount (BDT) per sft
Purchase price of raw hide (PC)
85.00
Cost for Value addition (VC)
Chemical
9.00 (57.43)
Other Raw materials
2.50 (15.95)
Labour
0.56 (3.57)
Electricity and gas
0.30 (1.91)
Water
0.26 (1.66)
Storage
0.41 (2.62)
Packaging
0.44 (2.81)
Transportation
0.26 (1.66)
Loading and Unloading
0.37 (2.36)
Security
0.11 (0.70)
Miscellaneous
1.46 (9.32)
Total Value addition cost (TVAC)
15.66 (100.00)
Total Cost, TC =(PC + TVAC)
100.66
Selling Price (SP)
110.00
Profit Margin, PM= (SP-TC)
9.34
Value addition, VA =(SP-PC)
25.00
Percentage of Value addition, PVA =(VA/PC)*100
29.41%
Figure in parentheses indicate percentages of total value adding cost

Source: Field survey 2014
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This stage is also called the ‘wet blue’ because of the wet and a pale blue colour which
comes from the chromium salt used to tan the hide. The main cost variables in value
addition were chemical (57.43%), other raw materials (15.95%), labour (3.57%),
electricity and gas

(1.91%), water (1.66%), storage (2.62%), packaging (2.81%),

transportation (1.66%), loading and unloading (2.36%), security (0.70 %) and
miscellaneous (9.32%) per sft of wet blue leather production respectively. Based on the
estimated value adding, the profit margin was BDT 9.34 per sft of wet blue leather
(Table 5.3.8). The processor adding value was 29.41% during the physical change of raw
hides to wet blue leather in the study area.

5.3.6.3.2 Value Addition from Wet Blue to Crust Leather by the Processor
Crust leather is higher added value hides already tanned ready for the finishing stage. The semitanned wet-blue leather undergo final tanning to produce crust leather. The distinct feature of
Table 5.3.9 Value Addition from wet blue to crust leather by the processor (Tannery)
Value Addition from wet blue to crust leather
Items
Amount (BDT) per sft
Purchase price of raw hide (PC)
110.00
Cost for Value addition (VC)
Chemical
4.50 (48.81)
Other Raw materials
1.20 (13.02)
Labour
0.45 (4.88)
Electricity and gas
0.42 (4.56)
Water
0.20 (2.17)
Storage
0.23 (2.49)
Packaging
0.57 (6.18)
Transportation
0.49 (5.31)
Loading and Unloading
0.20 (2.17)
Security
0.06 (0.65)
Miscellaneous
0.90 (9.76)
Total Value addition cost (TVAC)
9.22 (100.00)
Total Cost, TC =(PC +TVAC)
119.22
Selling Price (SP)
125.00
Profit Margin, PM= (SP-TC)
5.78
Value addition, VA =(SP-PC)
15.00
Percentage of Value addition, PVA =(VA/PC)*100
13.64%
Figures in parentheses indicate percentages of total value adding cost

Source: Field survey 2014

this product from the wet-blue leather is that it has a visible physical properties such as
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size, thickness, fullness, looseness of grain and grain damages. It is rather a product of better
tensile and tears strength chrome and fat content, etc than wet-blue leather. It is used by the
leather finishing industries. Table 5.3.9 shows that purchasing price was BDT110.00 per sft wet
blue leather. The processor bore value addition costs of chemical (48.81%), other raw materials
(13.02%), labour (4.88%), gas and electricity (4.56%), water (2.17%), storage (2.49%),
packaging (6.18%), transportation (5.31%), loading and unloading (2.17%), security (0.65%) and
miscellaneous (9.76%) per sft. The selling price of crust leather was BDT 125.00 per sft and the
profit was BDT 5.78 per sft. The processor was adding value 13.64% during converting wet blue
leather to crust leather which was lower than that of wet blue processor.

5.3.6.3.3 Value Addition from crust leather to finished leather by the
processor
Crust leather undergoes mechanical and chemical treatments to obtain proper
thickness, moisture, lubrication and aesthetic appeal. Finished leather is the final stage
of tannery. By proper formulation and combination of material and methods, desired
effects can be obtained in finishing of leather to meet the specific end-use.
Table 5.3.10 Value Addition from crust leather to finished leather by the processor
(Tannery)
Value Addition from crust leather to finished leather
Items
Amount (BDT) per sft
Purchase price of raw hide (PC)
125 .00
Cost for Value addition (VC)
Chemical and raw materials
2.81 (34.44)
Labour
2.71 (33.21)
Electricity and gas
0.17 (2.08)
Storage
0.23 (2.82)
Packaging
0.91 (11.15)
Transportation
0.39 (4.78)
Loading and Unloading
0.11(1.35)
Security
0.04 (0.49)
Miscellaneous
0.79 (9.68)
Total Value addition cost (TVAC)
8.16 (100.00)
Total Cost, TC =(PC +TVAC)
133.16
Selling Price (SP)
140 .00
Profit Margin, PM= (SP-TC)
6.84
Value addition, VA =(SP-PC)
15.00
Percentage of Value addition, PVA =(VA/PC)*100
12.00%
Figures in parentheses indicate percentages of total value adding cost

Source: Field survey 2014
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The table 5.3.10 shows that the purchasing price of crust leather was BDT 125.00 per stf
and selling price BDT 140.00 per sft of finished leather. The profit margin obtained was
BDT 6.84, per sft of finished leather. This clearly indicated that hides value adding
agribusiness was profitable in the study area. Total value addition cost was BDT 8.16
per sft of finished leather including

chemical and raw materials (34.44%), labour

(33.21%), electricity and gas (2.08%), storage (2.82%), packaging (11.15%), transportation
(4.78%), loading and unloading (1.35%), security (0.49%) and miscellaneous (9.68%)
respectively. The processor adding value was 12.00% during the converting crust
leather to finished leather which indicate it the profitable agribusiness.

5.3.7 Aggregate value addition of hides in the chain
The Figure 7.7 shows various actors who are involved in the hide value chain and also
indicates value addition by local raw hide collectors (10.81%), Aratdar (13.72%), wet
blue leather producers (34.30%), crust leather producers (20.58%), and finished leather
producer (20.58%). The highest value was added by wet blue leather producers
followed by finished leather producer, crust leather producers, Aratdar and local raw
hides’ collectors.

Figure 5.3.7 Distribution of Value Addition across the different stages of the Value Chain
Source: Field survey 2014
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5.3.5 Distribution of value addition at Different Stages of Hides Value Chain
Table 5.3.11 depicts the value addition by different actors in the chain. Value addition of
hides was the highest BDT 30.00 at the stage of Crust leather to finished leather by the
processor. The other’s value addition were BDT 7.88 by collector, BDT 10.00 by Aratdar,
BDT 20 by processor at raw hides to wet blue transforming stage, and BDT 25.00 by
processor at wet blue to crust leather.
Table 5.3.11 Distribution of value along the hides value chain (BDT/sft.)
Actors
Particulars
a)Purchase Price
b)Cost and Services
c) Total costs (a + b)
d) Sales Price
e)Value addition (d-c)
f) Net Margin (e-b)
Return on cost

Collectors

Aratdar

Processor
Raw hides
to wet blue

67.12
3.02
70.14
75.00
7.88
4.86
6.93%

75.00
2.96
77.96
85.00
10.00
7.04
9.03%

85.00
7.66
100.66
110.00
20.00
12.34
12.26%

Wet blue to
crust leather

Crust to finished
leather

110.00
9.22
119.22
125.00
25.00
15.78
13.24%

125.00
8.16
133.16
140.00
30.00
21.84
16.40%

Source: Field survey 2014
The returns on costs were 6.93 percent for collector, 9.03 percent for Aratdar, 12.26
percent for processor at raw hides to wet blue transforming stage, 13.24 percent for
processor at wet blue to crust leather transforming stage, and 16.40 percent for
processor at Crust to finished leather transforming stage on per square feet of hides.
Among the actors processor (tanner) made more profit in the chain on cost.

5.3.9 Value chain upgrading
Hides value chain upgrading needed within the chain by assessing profitable within the
chain and removing the chain constrains through: (i) improving product design and
quality and move into sophisticated product lines to gain higher value and/or diversify
production, (ii) reorganizing the production system or invest in new technology to
upgrade the processes and enhance chain efficiencies, (iii) introducing new functions
where in the chain to increase the overall skill contents of activities and (iv) adapting
the knowledge gained in the particular chain functions in order to redeploy it.
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5.3.9.1 Process upgrading
Tanneries use chemicals such as chrome and other substances that are classified as
pollutants. Effluent and solid waste management is a real challenge. Bangladesh
government need to upgrade the process and sell leather rather than wet blue exports
that are now common and imposed export tariffs to discourage trade in raw hides and
skins but more innovative policy measures need to be taken to create a robust and
competitive Hides and Leather manufacturing sector that upgrade its processes within
the value chain.

5.3.9.2 Product upgrading
There are many opportunities of product upgrading. The Leather industry is now
versatile and branding and marketing is taking centre stage as customer needs and
tastes change. Bangladesh has the biggest opportunity for product upgrading as trade
in the sector is largely raw hide and semi processed or processed leather. There is
opportunity for innovation in both design and marketing of leather products to be sold
in EAC, COMESA and SADC trading blocks.

5.3.9.3 Functional upgrading
In Bangladesh, there is a real opportunity to upgrade into more lucrative functions. The
Bangladesh government offers the best chance as they try to relocate some of their
leather manufacturing all over the country due to stringent environmental conditions at
home.

5.3.10 Domestic and International Market of Leather, Leather goods and
Footwear.
Bangladesh exports a considerable amount of processed leather, which is used as an
intermediary product for producing different types of leather goods and footwear by
the developed countries. Besides, Bangladesh manufactures a wide and varied range of
leather goods and footwear for the export market albeit in a limited quantity. Examples
of some leather goods which are marketed in domestic and international market are
shown below.
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Sl.
No
1

For Domestic Market
Ladies
Shoes

For International Market
1

Processed Leather
Wet Blue Leather
Crust Leather

Finished Leather

2

3

4

Gents

Sandals/Sli
ppers

Belts

2

Leather Jacket

3

Leather Blazer

4

Leather Skirt

5

Leather Trouser

6

Apron

7

Purse
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5

6

7

8

9

Travel Bags

Purse

Money
bags

Office bags

Bags

8

Money bags

9

Belts

10

Briefcase

11

Travel bags

12

Office bags

13

Suitcase

14

Ladies shoes

15

Gents shoes

16

Sandals/Slipers

17

Laptop bag
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10

11

12

13

Suitcase

Briefcases

Gift Items

Processed
Leather

18

I-Pad Bag

19

Camera case

20

Racket cover

21

Card holder

22

Pen holder

23

Passport case

24

Document case

25

Spectacle case

24

Gift Items

Source: Field survey 2014
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5.3.11 Core findings from hides value chain
Hides value chain approaches play an important role in characterizing the complex
networks, relationships, and incentives. It was a particularly important for value adding
systems because of the multifaceted ways cattle by-products can help to improve rural
livelihoods. The value chain of cattle by-products was a profitable business. Hides value
chain was profitable in the following ways,


Hides value chain of Bangladesh has on employment, wealth creation, rural
development and poverty alleviation is enormous.



Hides value addition chains are pertinent because it provide attention to
customer needs, such as the demand for the production of goods and
services.



Hides contribute much to the export earnings from the livestock sector in the
study area. The result indicated that most of the producers sell their hides
after slaughtering their cattle. The returns on costs were 6.93 percent for
collector, 9.03 percent for Aratdar, 12.26 percent for processor at raw hides to
wet blue transforming stage, 13.24 percent for processor at wet blue to crust
leather transforming stage, and 16.40 percent for processor at Crust to finished
leather transforming stage on per square feet of hides.



Areas that need urgent attention include promoting optimum local utilization
of hides and skins, improvements in recovery and quality through training in
handling, flaying, preservation, storage and quality control for all the actors in
the value chain. The wet salting technology needs to be up-scaled so as to
benefit more dealers. The value chain could benefit from enhanced
government/private partnerships with synergies actualized along the chain.
The Government’s role should be mainly facilitative and regulatory in value
chain.
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CHAPTER-5.4
VALUE CHAIN ANALYSIS OF CATTLE BONE, HOOVES, HORN,
GLANDS AND ORGANS
5.4.0 Introduction
Bangladesh is bestowed with vast livestock wealth and it is growing at the rate of 6%
per annum. The contribution of livestock sub-sector to overall GDP is about 2.58%
which was 19.95% of agricultural GDP in the FY 2010-2011. This contribution would
have been much greater had the animal by-products been also efficiently utilized.
Efficient utilization of by-products has the direct impact on the economy and
environmental pollution of the country. Non-utilization or underutilization of byproducts not only leads to lose of potential revenues but also adds to increasing the cost
of disposal of these products. Non-utilization of animal by-products in a proper way
may create major aesthetic and catastrophic health problems. Regulatory requirements
are also important because many countries restrict the use of meat by-products for
reasons of food safety and quality. By-products such as blood, liver, lung, kidney,
brains, spleen and tripe have good nutritive value. Medicinal and pharmaceutical uses
of by-product are also highlighted in this review. About 60 factories dealing with crush
bones of which 11 are in Dhaka and the rest are located over the country. The country
earned BDT 700 million by exporting only crushed bone in 2013-2014. Cattle byproducts are the immense potential revenue earnings source.

5.4.1 Value chain actors and their functions
The following actors were invold in the cattle by-products and waste products value
chain.
a) By-product collector: Cattle by-product collectors were the first value chain actors in
the chain. The involved collectors are of three types; (i) street urchins collecting hoofs,
horns and bones from road side butchers and they selling them at BDT 25-30per kg to
the vendors, (ii) butchers slaughtering cattle for businessmen, consumers and collected
by-products for selling to the vendors, and (iii) commission agents of by-product value
chain actors collected cattle by-products from slaughterhouse and large markets as
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Hajaribag, Gabtali, Newmarket, Azampur, Jatrabari, Lalbag, Kawranbazar, Uttara,
Motijheel, Wari, Sutrapur and Postagola markets and sold those to companies (Opsonin
and Beximco pharmaceutical companies). They received only BDT 10,000 to 18,500 for
each sack. The horns are sold at around BDT 11,000 per 40 kg to factories producing
comb, button and X-Ray flims.
b) Bone processing companies: Agro Resources Co Ltd is the pioneer of bone
processing and exporting company in Bangladesh. The company situated at Natun
Babupara, Saidpur Upazila of Nilphamari district. Initially, the Company started its
business to produce crushed bone, crushed hooves, and horns, bone meals and show
piece from cattle by-products especially from bones, hooves, and horns. Now, the
company has more than 40 product items which are produced from slaughtered cattle
wastes by-products and earned BDT 40 core in 2012-2013 by exporting its products.
c) Pharmaceutical companies: The pharmaceutical company opsonin established a
processing plant at Barishal and Beximco pharmaceutical company established bone
processing factory at Chittagong. A local newspaper estimated 5,000 metric tons of
crushed bone is produced annually as a non-conventional item. The opsonin company
collects 3,000 metric tons of bones annually through local agents which are working in
the slaughter house and produce gelatin for using capsules cover. The largest
proportion of gelatin procured by the pharmaceutical industry is used mainly for hard
and soft gelatin and for tableting, tablet coating, granulation, encapsulation and microencapsulation (GIMA, 2012). It helps prevent oxidation and makes the preparation
more palatable (Nishimoto et al. 2005). The Opsonin Company is purchased a large
number of cattle bone for the production of gelatin from bones. The production process
for gelatin includes following steps: pretreatment, washing, extraction, purification,
drying, grinding, blending and quality control.
d) Fertilizer producer companies: The Fertilizer companies are also one of value chain
actors of cattle by-products in Bangladesh. They manufacture bone meal from cattle
bone. It is a type of fertilizer made from the steamed, sterilized, crushed, and ground
bones of animals. The end product is available in different grades from course to fine
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product. It is a slow release fertilizer so benefits may not be noticed immediately, but
because bone meal breaks down slowly, it does not need to be applied as often as other
fertilizers. Bone meal is an excellent source of calcium and phosphorus in the soil, but
also contains trace amounts of nitrogen and potassium. The average NPK ratio for the
bone meal is 1-11% with 16% total phosphate and 24% calcium. This meal is widely
used for animal feeding purposes as it is high in nutritive value. Bone meal is also used
as an organic fertilizer for plants. It helps primarily with root growth in plants. Root
vegetable such as carrots and onions benefit from bone meal. Similarly, a flower grown
from bulbs, corms and tubers were also benefit. The calcium boost from bone meal
helps cell and seed formation, strengthens stems, and encourages new shoots in
perennial herbs and shrubs.
e) Bone Meal Factories: Bones are collected from slaughter facilities by local agents and
sold them to milling factories. The factories named Ahmadia Bone Meal, Monir and
Siraj Bone Meal, Premier Bone Meal, Exco Bone Meal and North Bengal Hygenic and
Gelatin are produced crushed bone and bone meal by cattle by-product. During the
crushing, about 10% of small particles of the crushed bone is sedimented and termed as
bone meal. Bone meal is a good source of calcium and phosphorus and other trace
minerals for poultry and livestock.

5.4.2 Value Added Products from Cattle Waste Products
Table 5.4.1 presents some value added products which are produced /manufactured in
Bangladesh by using cattle by-products.
Table 5.4.1 List of value added products from cattle waste products
SL.
No

Types of cattle
by-products

Value added products
Crushed bone
(Crushed bones are raw material for
Ossein, Bone charcoal, Bone meal, Bone
grist, Sinews meal and many other
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purposes. The valuable crushed bones
are in the size of 3/8", 5/8", 4/8" 3/4"
and 1" and larger.

1.

Cattle Bone

Bone meal
(It is used as fertilizer for agricultural
production. It is a good source of
phosphorus, which helps primarily root
growth in plants. Root vegetables such
as carrots and onions benefit from bone
meal. Flowers grown from bulbs, corms
and tubers were also benefit. It also
helps prevent blossom end rot in
tomatoes and other vegetables.)

Gelatin
(Gelatin is produced from crushed
bones by manufacturing. Four types of
gelatin and :(i) Pharmaceutical gelatin,
(ii) Industrial gelatin, (iii)Edible gelatin,
and (iv) Photographic gelatin.)

Capsules cover
(Opsonin Pharmaceutical company
produces capsule cell from gelatin to
medicine
from
huminity
and
temperature and also supplies to major
pharamaceutical companies in the
country.)

Poultry or fish feed
(During crushing the bone on specific
size, some bone, are become a produer
which is used bone meal for feeding
poultry and fish)

Cattle Horn Collar Stay
(Collar Stay is used as gorgeous collar.It
can be made according to the buyers
required sizes and thickness with high
quality, most competitive price.)
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Natural Horn Craft
(It is used as decoration in household
and offices Especially for showpiece,
Flower Pot and water pot etc.)

Cattle Horn Toggles Button

2.

Hooves
and Horns

(Cattle Horn Toggles buttons are used as
fashion garments in various luxuries
dresses specialy leather and other crafts.
Normal size lines are 40mm-70mm with
1-2 holes. It is a wonderful promotional
item for fashion campaign with most
competitive price.)

Cattle Horn Button
(The button is used as fashion garments
in various shape, size and designs.
Presently available size lines are 14, 16,
20, 21, 23, 26 and 30 mm. It is made on
the buyers required size, shape and
design with 2 or 4 holes)

Crushed Hooves and Horns
(It is a first-rate quality manure of
animal origin as it's an excellent source
of slow release Nitrogen. The Fertilizer
is composed by ground horns and
hooves from cattle and derives from
healthy animals slaughtered in a
slaughter house)

X-Ray films
(X-Ray films are produced from crushed
hooves and horns and used in medical
science and treatments. Japan and China
import crushed hooves and horns from
Bangladesh and sell to us X-Ray films)

Poultry Feed

3

Cattle Blood

(Blood is mixed with any of the locally
available cereal products, such as bran,
pollards, maize or cassava flour, and
then spread out for drying on mats or on
trays and used it as a poultry feed)

217

Plasma Protien
(A high-value feed ingredient with a
low carbon footprint which
is
manufactured from the by-products of
animals that are fit for human
consumption. Fresh blood collected
from
the
slaughter house
and
pharmacetical
companies
produce
valuable super Plasma protein for
human body.)

4

Paunch

Paunch
(Paunch is the material left in the rumen
of cattle, bison and sheep when the
animal is slaughtered. The rendering
company can also pick up paunch.
Paunch has good feed value as it was
recently fed to animals. It can be fed
back to ruminant animals provided it is
a small percentage of the diet. Paunch
also can be spread on fields for
fertilizer.)

5.4.3 Value added products from cattle by-products and benefits to farmers
Cattle by-products include all parts of live cattle that are not part of the dressed carcass.
By-products constitute an estimated 44% of the live weight of cattle. The by-products
provide many of the raw materials used to make various products. Bone is one of the
by-products. Approximately 60,000 metric tons of bones, 90000 metric tons of horns,
hoofs, skull, jaws and 15000 metric tons of blood are available in the country but only
30% are collected and used. Bones are the raw materials for bone meal, fertilizer, bone
jewelleries and gelatin. Gelatine can be used in pharmaceutical capsules and tablet
binder. Bones are used for several purposes. As steamed bone meal, this produced from
defatted bones digested under pressure. The inorganic matter of bones consists of
slightly more than 32 percent calcium and a little more than one-half this amount of
phosphorus. Both are invaluable supplements for feeding to livestock. Bones are also
used in the manufacture of ornaments and as special handles for spoons, folks, and
Chinese chopsticks among other items. For gelatine and glue production, as ossein, the
organic substance forming the bone structure, amounts to 33 –36 per cent. Diffrient
form of value added cattle products in our country are describesd below in the
following headings.
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5.4.3.1 Value added bone meal from cattle waste and its benefits
Bone meal is a type of fertilizer made from the steamed, sterilized, crushed, and ground
bones of animals. The end product is available in different grades from course to fine. It
is a slow release fertilizer so benefits may not be noticed immediately, but because bone
meal breaks down slowly, it does not need to be applied as often as other fertilizers.
Bone meal is an excellent source of calcium and phosphorus in the garden, but also
contains trace amounts of nitrogen and potassium. Store-purchased bone meal products
may contain other additives. The average NPK ratio for bone meal is 1-11% with 16%
total phosphate and 24% calcium. This meal is widely used for animal feeding purposes
as it is high in nutritive value. Bone meal is also used as an organic fertilizer for plants.
Bone meal is a good source of phosphorus, which helps primarily with root growth in
plants. Root vegetables such as carrots and onions benefit from bone meal. Similarly,
flowers grown from bulbs, corms and tubers will also benefit. The calcium boost from
bone meal helps with cell and seed formation, strengthens stems, and encourages new
shoots in perennials and shrubs. It can also help prevent blossom end rot in tomatoes
and other vegetables.

5.4.3.2 Value added crushed hooves and horns from cattle waste and its
benefits
Crushed Hooves and Horns is a first-rate quality manure of animal origin as it's an
excellent source of slow release Nitrogen. The Fertilizer is composed of ground horns
and hooves from cattle and derives from healthy animals slaughtered in a slaughter
house. Crushed Hooves and Horns constantly use for every cultivation. It is fact, to
warrant slow but rich release nutrition for plants by fertilization round the year whole
of crops, mainly spring and autumn. It is possible to obtain excellent results in richgrown, horticulture, floriculture and grass carpets system.

5.4.3.2.1 Value added horn meal from cattle horn and its benefits
Hooves and Horn Meal organic fertilizer is a great source of nitrogen (12-14%) for your
organic garden plants, especially high feeders like corn, tomato, and lettuce. It also has
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a small amount of phosphorus (2%) for healthy roots and stems. This organic fertilizer
is made from cooked ground dehydrated cattle hooves and horns derived from
slaughterhouses. Hooves and Horn Meal is equivalent to Blood Meal in Nitrogen
content, but the nutrient availability is slower, which is better for your organic crops
and with less "leaf burn" damage and it contains Phosphorus. It nutrient availability
starts at around 4-6 weeks and can last 12 months and more.

5.4.4.3 Value added cattle blood and its benefits
Animal blood has a high level of protein and heme iron and is an important edible by-product
(Wan et al. 2002). In Europe, animal blood has long been used to make blood sausages, blood
pudding, biscuits, and bread. In Asia, it is used in blood curd, blood cake and blood pudding
(Ghost 2001). It is also used for non-food items such as fertilizer, feedstuffs, and binders. In
Bangladesh, there is no proper use of cattle blood. During the field investigation, the researcher
found that there are three value chain processes of blood for use. There are briefly described
below;
(i) Blood is mixed with any of the locally available cereal products, such as bran,
pollards, maize, and then spread out for drying on mats or on trays heated from
below. In this way, the low protein vegetable matter is enriched with first class
animal protein. This process may be repeated several times, each treatment
increasing the protein content of the meal.
(ii) In the study areas, the researcher found small plants have local ways of handling
waste blood such as land application as fertilizer and fish and poultry feed. Stricter
environmental constraints limit this practice. Many small plants are allowed by DCC
to allow the blood into the main sewer system. Fresh blood was collected from the
slaughterhouse in Dhaka. Blood was immediately heated in an open pan to 600C800 C for 30 - 45 min and was shacked very well in order to facilitate evaporation of
water and coagulation. The coagulated blood together with the remaining small the
amount of the liquid fraction were transferred to a sundry or solar dryer for drying
moisture content for 3 to 4 days. Finally, a hammer mill of 2 mm mesh size was used
to reduce the material to a uniform particle size. The blood meal was then stored in a
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tightly closed nylon bags in (10-150 C) until used in the experiment. Blood meal is
used as a supplement in fish and poultry feed and is supplied through their own
marketing chain. It is also supplied as a fertilizer to the retailer for sale to fish and
poultry farmers. Eighty (80) kg blood yield 25kg of blood meal which is sold at BDT
85 per kg and fetches a profit of BDT 20 per kg, thereby reducing the volume of
waste and enhancing income. At present, 500kg of blood meal is being produced
and earn BDT 10,000 per month.
(iii) The addition of approximately one percent of unslaked lime to fresh blood
causes it to coagulate in the form of a black, rubber- like mass. If slaked lime is used,
three times as much will be needed. The advantages of this method are that the
keeping quality is greatly enhanced, the coagulated blood can be carried away in
baskets, boxes or bags, and there is no discharge of serum. Lime -treated blood may
be fed fresh or sun dried. Drying further improves its storage quality. However,
while animal blood can be used as feed, it is gazetted in Bangladesh that, this cannot
be used for the ruminant feed such as Dairy meals. Animal blood can be spray dried
as whole blood, or after -separated into plasma and red albumin. Blood products
have to be dried at low temperatures in order to prevent heat coagulation. Both
nozzle and rotary atomization can be used in co -current flow dryers. Blood is also
used as human feed, though under the slaughterhouses hygiene conditions, the risk
of contamination is very high. Blood can also be used in medicine production and
making of laboratory material (culture).

5.4.4.4 Value added cattle fats and its benefits
These are of two types, edible (around the intestines) and nonedible (from bones etc)
fats, KMC through various processes of the various by-products; it is able to separate
any fats. These fats are then packaged in drums to be utilized in the processing of
various products. These find their way into the industries manufacturing soaps for the
inedible oils while the edible fats are used for processing of cooking oils such as
cowboy.
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5.4.3.5 Value added tannery wastes and its benefits
The poultry industry is gradually increasing in Bangladesh where imported costly
protein concentrates are used in formulating poultry diet that increased production
cost. As feed cost is about 65% of the total production cost (Singh, 1990; Banerjee, 1992).
Currently, poultry nutritionists are looking for cheaper unconventional energy and
protein sources to formulate least-cost ration. Various types of in conventional feeds
(e.g. Marine Wastes, Frog Wastes, Shrimp Wastes, Rumen Ingesta, Kitchen Wastes,
Banana leaf meals and Leucaena leaf meal and Tannery Wastes etc.) are available in
Bangladesh, most of which are regarded as wastes and research has been done
incorporating it in diets for poultry (Rahman and Reza, 1983; Islam et al., 1994). There
are 220 tanneries in Bangladesh where 240 metric tons hides and skins are processed
every day. “Hazaribag Tannery Industry” Dhaka the capital city of Bangladesh alone
process 220 metric tons hides and skins a day with a total of 8.47 million liters liquid 98
metric tons solid tannery wastes produced (FAO, 1991 cited by Salam and Billah, 1998).
These wastes are very potential to pollute the environment and pollute underground
water through leaching which may affect human beings with cancer, skin diseases, and
other serious problems. Tannery wastes are used as the diet of poultry in some
developed and developing countries, but no work has been done using tannery waste
in poultry diet in Bangladesh. Imported protein sources like the fish meal (BDT 40 /kg),
soybean meal (BDT 16 /kg), Seasame oil cake (BDT 12 /kg) and Jasoprot (protein
concentrate BDT45 /kg) were very expensive which enhance the production cost.
Whereas the cost of tannery wastes (collection, processing and storing cost) was BDT
3.20 /kg. Tannery waste composed of excess fat, fascia and flesh (Subcutenious tissue),
unnecessary portions of the hides and skins (Trimmings) and shavings or splits
materials from vegetable tanned leather. Final products of the tannery industry are wet
blue, crust and finished leather. The present study was undertaken to evaluate the value
and feasibility of using tannery wastes in the diet of the broiler. Tannery waste in the
form of solid was obtained from the “Hazaribag Tannery Industry” Dhaka, the capital
city of Bangladesh. Processing and storing collected tannery wastes were cleaned in the
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freshwater to remove salt, dust or other foreign particles, and boiled at 100°C for 4-5 h.
Then it was dried in the sun and ground by a grinding machine, shieved, packed and
stored for 6 months in the Laboratory, Department of Animal Science, Bangladesh
Agricultural University (BAU), Mymensingh.

5.4.3.6 Constraints in cattle waste utilization
The respondents were also asked to indicate and rank constraints limiting them from
practicing beef cattle waste product utilization in their locality. The first ranked
problem was lack of modern slaughter house (22.8%) followed by lack of collection
Figure 5.4.1 Constraints in Cattle Waste Utilization

Source: Field survey 2014
and transportation systems (20.5%), lack of technology (17.1%), collection of bones
(14.2%), unorganized cattle slaughter slap (15.5%), dead and fallen cattle (2.8%), lack of
processing facilities (2.4%), lack of human resource

(1.6%), lack of research and

development (0.8%), synthetic substitutes (0.8%), agitation by ethical groups (1.3%), and
lack of identification of markets (0.2%) as shown in Figure 5.4.1.

5.4.4 Core findings
Beef cattle waste products are the major source of noxious gasses, harmful pathogens,
and odor; hence, it has public health and environmental concern. Proper utilization of
cattle waste into compost, fish and poultry feeds, fertilizers, and medical and industries
products making can be very useful to increase income and profitability. Value addition
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of cattle by-products created employment opportunities, wealth creation, and earning
profit. The utilization of cattle by-products are often ignored, however, these items
contribute a significant value to the business, employment and wealth creation. Nonutilization of cattle by-products in a proper way may create major aesthetic and
catastrophic health problems. Non-utilization/under utilization of by-products not only
leads to lose of potential revenues but also lead to the added and increasing cost of
disposal of these products. Value addition of cattle by-products has three benefits.
Firstly, bones, hoofs, and horns are important raw materials for manure, bone
meals, medicine, crafts, flutes, combs, gelatin and any other purposes but their
industrial and business accountability is dark. Bones and horns are great sources
of calcium and phosphorus, Blood can be used economically for proper recycling.
Blood is an important source of nitrogen fertilizer, contains 12% nitrogen.
Secondly, the meat processing companies received additional profit by processing
them to industrial, household, and cosmetic products; livestock feed additives; fish
feeds; pharmaceutical and medical supplies etc that otherwise would have been
unrealized.
Thirdly, the costs of disposing of these secondary items are avoided. Value
addition can also sometimes acts as a cushion to cover losses suffered in the trade.
Utilization of these by-products as fertilizer contributes a lot in organic farming
and could reduce our dependence on synthetic fertilizers. Cattle by-products and
wastes are good sources of renewable energy as well its production are
economically feasible.
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CHAPTER-5.5
VALUE CHAIN FINANCING FOR BEEF CATTLE
AGRIBUSINESS
5.5.0 Introduction
The value chain financing study seeks to underscore the important role of lenders in the
delivery of credit to different stages of production, processing and marketing until the
commodity reaches its final consumers. It also intends to investigate the financial
relationship among the different commercial actors in the value chain and how effective
the value chain finance models. BMPIL is one of the biggest beef producers in the
country, is of great interest to practitioners and researchers who want to know how its
value chain financing models work and how these schemes benefit the marginalized
farmers in the process. The study of value chain financing specifically aims at exploring
the issues underlying the finance-credit market systems at the various levels of the
chain and analyze financing models adopted by a lending institution. This research
work is expected to give insight to the government and Micro Finance Institutions
(MFIs) on how to intervene to address financing gap which has been one of the causes
for failures to some value chain initiatives. The aim of this study was to identify
potential opportunities to engage MFTs in the development of beef value chain
financing in the study areas.

5.5.1 Framework on value chain financing
Value chain finance connects the value chain actors involved in the process of
production, trading, processing and retailing with financers who have different
financing products for the various actors. The value chain finance framework (Figure
5.5.1) is developed based on value chain where five main actors are involved such as
input suppliers, producers, traders, processors, and retailers. In this framework, the
relationship is expressed in terms of flows of products, finance and information. The
value chain finance framework has four main components such as value chain context,
supporters, actors, and their financial relationship. The value chain actors were input
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suppliers, producers, traders, processors, retailers, and support service providers. The
value chain context covers the overall economic environment (inflation, interest rate,
economic growth, competition etc), political system, security, infrastructure, natural
environment, the legal system and the likes. The value chain context matter may help in
the value chain by creating conducive environment, transparency, stable macroeconomic environment and the likes. In the country, the value chain context could
impose restriction or allowing corruption to flourish and unpredictable policy
environment.
Value Chain Financing Context
Financing system, Contractual Arrangement, Economic & natural environments, Security, Political system etc.

Input suppliers

Producers

Traders

Processor
s

Retailers

Consumer
s

Value Chain Finance providers

Banks

MFIs

Donor
Agencies

Individuals

Figure 5.5.1 Value Chain Finance Frameworks
N.B: The bold arrows (
) represents the flow of products and the broken arrows (
) indicate the
flow of finance. Finance is flowing from buyers to sellers, from financers to borrowers (value chain actors)

Source: Field survey 2014
Chain supporters: chain supporters are the service providers like banks, microfinance
institutions (MFIs), donor agencies, government agencies, input suppliers, money
lenders, transporters, brokers; and other supporters .The financial services they provide
include loans, inputs, technical assistance, pre-financing, shareholdings, factoring,
leasing arrangements, and so on.
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Chain actors: The chain actors are those who directly involved in the production and
sales of the product. Farmers at study areas produce cattle and sell these at open
markets and meat processing factories. Chain actors are differing from chain supporters
from ownership status they have to the product. Chain actors own the product.
Ownership is transferred from one actor to the next actor in the chain. Supporters
support actors in the chain in finance and other services but not own the product. Value
and costs are added at each stage all the way to the end consumer. The number of actors
involved from producer to end consumer varies depending the nature of the product
and the established market chain. In the above example 6 (six) actors are identified. The
first actor groups were input suppliers. Cattle farmer collected production inputs from
input suppliers, producers sold their cattle to traders who sold their cattle to butchers or
meat processors or individual consumers. Meat processors sold their value added beef
and beef product to retailers and retailers sold their product to final consumers. In
some cases processors sold their products to wholesalers and wholesalers sold their
products to retailers.

5.5.1.1 Value Chain Financing (VCF)
The VCF involves provision of finance for investment and liquidity processes. In a
USAID micro report, Schiff et al., (2009) viewed value chain finance as financial
products and services that flow to or through a value chain to increase returns on
investment and growth and competitiveness. Value chain finance thus includes all
actors and all types of financing. According to Fries (2007) value chain finance as
financial services and products flowing to and /or through value chain participants to
address and alleviate driving constraints to growth. Value chain financing is an
approach to identify where the financing needs are, where the financing gaps, which
can provide the financing, are and what are the ways to improving access to financing.
Part of the approach is to identify what are the different types of financing that is
prevailing in the chain, who are providing the financing, and ultimately to identify
what can be done to improve and increase the availability of those financing. Value
chain developing and upgrading initiatives are often challenged by financial service
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gap to small-scale cattle producers and the beef cattle enterprises. The size of loan
request of this group is big beyond the capacity of microfinance institutions. Various
researchers studied the financial market gap existed for beef cattle enterprises, which
has been caught between microfinance and banking. The researchers suggest value
chain finance source either from actors within the value chain itself or from external
financial institutions which offers alternatives to these restrictive practices through
unconventional methods for assessing risk and evaluating collateral. The value chain
finance brought new business opportunities for the financial institutions.
According to KIT (2010) and IIRR (2010) value chain finance means “linking financial
institutions to the value chain, offering financial services to support the product flow,
and building on the established relationships in the chain”. They further elaborated that
the product flow in the value chain is used as a carrier to provide financial services and
way of financing can spread risk among the financial institutions and chain actors and
provides alternatives to traditional collateral requirements. It provides tremendous
potential for unleashing capital, scaling up and sustaining chain prospects, but it needs
to be managed and organized well.
According to KIT (2007), VCF has three types of finance for the actors in the value chain.
These are chain liquidity and value chain finance. Chain liquidity refers to short-term
loans from suppliers or buyers within the value chain. Such financing within a chain is
common between farmers or farmer groups and traders. These credit flows are
generally called trade credit, or chain credit. They consist of short-term loans to ensure a
smooth flow of products, keep the chain running and maintain long-term relationships
between trusted business partners. They may be given in cash or in kind. Value chain
finance refers financial services from commercial banks, microfinance institutions and
other financial institutions. And finally, value chain financial services that are based on
cooperation in the value chain. VCF must thus sustainably increase production,
productivity, marketability and profitability. Ultimately chain actors, financiers and
supporters benefit from an optimally functioning and properly financed chain.
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5.5.2 Beef VCF actors in the study areas
During the field study researcher found that beef cattle value chain actor receives
fund from many kinds of financial sources, which can be categorized into external
and internal. While the external finance regroups regulated microfinance institutions
like banks or credit institutions, semi-formal actors such as socio-political organizations
and projects or programs, and informal actors who are relatives, friends, neighbors,
money lenders, rotating saving credit associations. The internal finance is in fact the
inter-link credit arrangement among various actors of the chain. With external financial
providers, they include:

5.5.2.1 Formal value chain financial actors
This deals with banking system, microfinance institutions or agribusiness operators that
professionally provide financial services in general and credit services in particular. The
banking system encompasses

not

only banks like Rajshahi Krishi Unnyan Bank,

Grameen Banks, but also other commercial banks such as Janata Bank, Sonali Bank,
Pubali Bank, and Agrani Bank. For beef value chain stakeholders in char areas, they
normally have access to credit provided by Banks and MFIs.

5.5.2.2 Semi-formal financial actors
This kind of actors involve in development programs or schemes that can be initiated
by the government or international organizations and non-governmental organizations.
These programs and schemes can focus only on credit, or target other activities
like income generating activities of cattle fattening, technical assistance and marketing
support, etc. Normally, in order to provide credit services, there is participation of
the local authorities, mass organizations (like farmer’s union, women’s union, youth’s
union, producer association), or technical agencies. Moreover, some kinds of
cooperatives can act as credit providers, but they are not as professional as the credit
cooperatives.
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5.5.2.3 Informal actors
They are moneylenders, relatives or friends, rotating saving credit associations and
other suppliers of similar services. Like other activities, beef cattle stakeholders have
course access to credit offered by this informal financial system. However, another kind
of informal financial channels that should be mentioned in beef cattle value chain is the
interlinked credit arrangements: this is in fact the selling or buying on credit between
stakeholders taking in the value chain, which can be offered free of charge or with
interest rate.
In terms of informal financial system, it is the financial flow among stakeholders within
beef value chain such as input providers, producers, collectors, butchers, processors,
and retailers.

5.5.3 Beef cattle VCF mechanisms and instruments in the study areas
The concept of VCF mechanisms and instruments as explained is not new in
Bangladesh. Although the concept of value chain financing mechanism has grown more
popular among development actors in the past decade, but the farmers, collectors,
traders, and input suppliers of rural Bangladesh have been entering into informal
contracts for many years. Most value chain finance evident in Bangladesh is more direct
in nature, including financial relationship between farmers, local money lenders and
merchants. Various value chain finance mechanisms and instruments as currently
practiced in the study areas are discussed in following headings;

5.5.3.1 Interest-free microfinance for cattle farmers
The Bangladesh government has launched a service providing interest-free loans to
cattle farming. Maximum loan amounts are set at BDT 50,000 for cattle farming. The
disbursed funds used about 75% of the loan amount to buy the cattle, feed, veterinary
medicine, drug and cattle shed. Farmers given a one-year grace period before any
payments are due. Bangladesh Government allocated BDT 600 million for this purpose
in 2012.
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5.5.3.2 Microfinance for marginal and small farmers (MFSMF)
PKSF with loan from IFAD operated MFSMF development program in collaboration
with different MFIs. NGOs provided credit to marginal and small cattle farmers for
short duration (3-9months) and disbursed BDT 10, 000 to 50,000 and collected in one
installment. A large number of cattle farmers received loan for cattle fattening. This
program is remarkably facilitating beef VCF in study areas.

5.5.3.3 Microenterprise program
MFIs (BRAC and ASA) launched Microenterprise development program. This new
frontier for the MFIs is loans for the development of microenterprises managed by
entrepreneurs from microfinance programs as well as millions of informal businesses
operating throughout the country. They provided large amount (BDT 25, 000.00 to
500,000.00) loan to borrowers (cattle traders, butchers and business holders, cattle
transport vehicle owners etc) and also provided non-financial services such as access to
market, information and appropriate technology, assistance for product improvement
and development, training for workers’ skill development and management training for
skill in financial and business management of the entrepreneurs.

5.5.3.4 Target Market and Financial programme
Under the program ASA provided funds to shop owners (road side butcher shop),
butchers and cattle traders, which facilitated beef cattle VCF in the study areas.

5.5.3.5 Seasonal Micro-credit programme
Seasonal micro credit program is very important to enhance income of its beneficiaries
and increase supply of meat. In the study areas cattle fattening is one of the profitable
and extra income earning programs within short time. If any actor in value chain
aspires on cattle fattening Society for Social Services (SSS) provided funds with support
of PKSF. Technical officer of the organization and concerned upazila livestock officer
used to train up beneficiaries before purchasing cattle. Even after purchasing cattle,
technical officer provided technical support to them again.
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5.5.3.6 Commercial Bank’s livestock loan programme
With a view to creating self employment for the poor and un-employed people of the
study areas, the commercial banks including RAKUB has introduced a new program
titled cattle fattening in order to meet national deficit of animal protein. Under this
program a person can get a loan for five calves against guarantee of local elite with 10%
interest and repaid with one installment within one year.

5.5.3.7 Lead firm financing for value chain
BMPIL and Pabna meat processing company were the lead firm for beef cattle value
chain in study areas. Lead firms supported value chain finance and technical assistance
to the value chain actors especially the contract cattle farmers with help of Practical
Action Bangladesh, Inter-Corporation and PKSF etc. Lead firms are in a position to
better manage risk in providing financial solutions and services to their small-scale
producer suppliers.

5.5.3.8 Contract farming for value chain
Contract farming is generally referred to farming for the production and supply of beef
cattle and beef products under contract at predetermined price. A buyer in the value
chain provides either direct finance to value chain actors including farmers, or
guaranteed sales agreements enabling access to finance from third party institutions.
This type of financing is often in the form of contract farming with a buy-back clause,
provides farmers with finance, technical assistance and market access, and ensures
quality and timely supply to the lead firm.

5.5.3.9 Informal VCF mechanisms
Many beef cattle value chain actors borrowed money from local money lenders, local
merchants, and the dadani system. These traditional systems are available source for
beef cattle value chain and easy to avail in study areas. Compound interest rate of
informal financing can range as high as 30% to 60%per animal (3% to 5% per month)
and repayment is made by one installment. Financier provided loan on faith with
borrowers and some time received land and property as mortgages.
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5.5.3.10 VCF through international agencies development project
Many development agencies have taken development program to create employment,
income and poverty alleviation in study areas like Samiriddhi bull value chain, SDVC,
CLP, M4P, and Value chain etc. The beneficiaries under the program were involved in
bull fattening using improved technology for quality beef production and establishing
linkages with market actors by receiving skill training on cattle rearing, small business
and also received seed money, credit, inputs, technology to run their activities. These
programs were facilitating beef cattle value chain financing in the study areas.

5.5.3.11 Micro Enterprise Lending and Assistance (MELA) Programme
MELA program was launched by MFIs (BARC) in order to generate income and create
new employment through enterprise development in the study areas by providing
credit facilities and technical assistance to new and existing small business. MELA
provides financial support (BDT 20,000.00-200,000.00 with 15% flat interest for 12 or 18
or 24 months period) to those “missing middles” who neither belong to the target group
of the MFIs, nor have much access to formal financial institution.

5.5.4 Main beef cattle VCF sources in study areas
Beef cattle value chain actors in the study areas receive funds from many kinds of
financial sources, which can be categorized into self-financial source, internal and
external sources. In case of internal value chain finance, it refers to the vertical flow
from one actor of the value chain to others in the same chain. Figure 5.5.2 shows that
different types of value chain actors 11.25% received loan for their activities from
internal financial sources. There are money lenders, relatives, neighbors, friends and
similar service providers worked as financers within the community, which can be
offered free of charge or with interest rate. Meanwhile 70.55% has received loan from
outside the chain/external financial sources including 91.46% from formal sources and
8.54% from informal sources. The informal financial sources are international
development agencies, local authorities, technical agencies, traders and development
programs or schemes involved in the value chain financing. Informal financial actors
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are involved in development programs that can be initiated by the government or
international organizations. These programs and schemes can focus only on credit,
assets transfer, technical assistance and market linkage for improving livelihood and
food security through livestock sector.
Researcher

found that the Business Innovation Facility (BIF) is an international

development program funded by United Kingdom Department for International
Development (DFID) provided financial and technical support to Pabna Meat
Processing Company for

developing or scaling-up innovative ‘inclusive business’

models and facilitation increase business initiatives that are both profitable and have a
positive impact on development outcomes. With collaboration of BMPIL, Palli Karma
Shahayak Foundation (PKSF) has initiated development scheme on cattle fattening and
market linkages at farmer’s level through financial support to ensure production of safe,
wholesome and halal meat and meat products and supply quality meat by sourcing
quality stock and processing under strict halal and hygienic conditions. BMPIL has
received funds from Food Equipment Australia (FEA) for importing meat processing
equipment and machineries to install their meat processing plant at Kashinathpur of
Sathia upazila under Pabna district. FEA also provided technological support if needed
over the time.
Char Livelihood Development Project (CLP) has already begun to improve both the
quality and the quantity of meat production in the char allowing cattle farmers to
increase their income through financial and technical support. Value chain actors
especially producers and traders received funds for the value adding activities. CLP has
created better links between char producers and mainland service providers
(middlemen, buyers, Bepari etc) and Bengal Meat Company.

Most of VCF sources (91.46% of them) are direct finance comes from formal sources
such as commercial banks, specialized banks and MFIs. In the study area, only a few
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banks provide credit to the livestock sector. These include RAKUB, Grameen bank,
Sonali, Janata, Pubali, and Agrani bank.
Sources
Of
Beef cattle Value Chain Financing

Own sources
(18.20%)

External financial
sources (70.55%)

Internal financial
sources (11.25%)

1)
2)
3)
4)
5)

Formal sources
91.46%
1) Commercial Banks (9.71%)
2) Specialized Banks (3.50%)
3) MFIs a) NGOs (78.20%)
b) Int. NGOs (0.05%)

Moneylenders (3.92%)
Relatives (2.41%)
Neighbors (2.53%)
Friends (1.87%)
Similar services
providers (0.52%)

Informal Sources
8.54%

1) International Development Agencies (1.20%)
2) Technical Agencies (0.64%)
3) Local Authorities (0.09%)
4) Collectors/Traders (2.29%)
5) Development program & schemes (4.32%)

Figure 5.5.2 Major Sources of Value Chain Finance in the Study areas
Sources: Field survey 2014
However, most of these banks do not provide start–up capital and investments in
modernization of existing production and transportation practices in beef cattle value
chain. Banks usually provide loans for financing current operations of cattle enterprise
rather than investment. As regards financing of meat processing companies, they
offered short, mid and long-term with high interest. Value chain microfinance is in fact
the application of value chain approach in MFIs to provide microfinance service such as
micro credit, micro saving and micro insurance to different actors within the value
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chain. A lot of MFIs have provided credit to farmers, traders and cattle transport vehicle
owner with short-term. In bottom level 78.20 % value chain actors are involved with
MFIs. With collaboration of Practical Action Bangladesh and Pabna Meat Processing
Company, enlisted microfinance institution (MFI) Bangladesh Association for Social
Advancement (BASA) provides micro finance at a low interest rate and risk mitigation
by cattle insurance scheme in study areas. According to field survey 18.20% VCF
sources are actors themselves. Self value chain financing is the financing mechanism
where value chain actors finance in their production by themselves. Under this source,
value chain actors usually utilize their revolving fund and retained earnings or savings.

5.5.5 Beef value chain actors’ access to finance of different kinds of financing
actors in the study
Field survey reveals that within the beef cattle value chain actors 33.33% of input
suppliers, producers, traders, butchers, processors and retailers are familiar with
interlinked finance arrangement and at the same time getting access to financial service
providers. Meanwhile, 66.67% of value chain actors have access to formal, semi-formal
and informal sources, in which more than 70% of them have borrowed twice and more.
The rest have not take loan, not because they are excluded, but because they find it
either unnecessary, or so risky for repayment. However, it is necessary to mention that
finance seems easily to access by poor households, those living in remote areas, because
these people get much support from the government and international organizations.
The Figure 5.5.3 presents the beef cattle value chain actors with access to finance of
different kinds of financial actors. Meat processors are always in need of big amount
finance for equipment, buildings, trucks for transportation and huge working capital,
especially the ones that apply good processing equipment to ensure food safety.
However, their business is considered as not so profitable by financial actors, especially
the banks. That is why among other beef value chain actors, they have the lowest rate of
access to finance. In the study, the less risky business of the small scale traders, large
scale traders compared with other activities in beef value chain is the reason for their
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highest access to finance. For meat processor about 50 percent with access to finance
shows that their business is rather well acknowledged by financing actors.

Figure 5.5.2 Access to Value Chain financing in the Study areas

Source: Field survey 2014

5.5.6 Value chain financial support at farmer level
Financing is an important support to run a business. Different Banks, MFTs, NGOs, and
relatives provided credit/loan to various actors in the chain. Among the financial
suppliers, MFIs was the major provider of finance at producer’s level in the value
chain. Table 9.1 shows that the following MFIs ASA, ASKS, BASA, BRAC, GBK, MMS,
NDP, OSACA, PCD, PMUK, PPD, SKS, SSS, TMSS, and UDPS, etc provided loan to
producers with help of PKSF under their beef fattening scheme in the study areas. The
study reveals that BDT 7063500.00 was provided to 345 beneficiaries in Pabna district
and BDT 6048500.00 to 700 beneficiaries in Sirajgonj district in year 2014. The average
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loan size was BDT 20474.00 in Pabna, BDT 17038.00 in Sirajgonj district and overall BDT
18731.00
Table 5.5.1 Financial support to farmer in value chain in study areas (BDT/Farmer)
Name of
Pabna District
Sirajgonj District
Total
NGO
No. of loan
advanced

ASA
ASKS
BASA
BRAC
GBK
MMS
NDP
OSACA
PCD
PMUK
PPD
SKS
SSS
TMSS
UDPS
Total
Average

34
14
42
10
17
33
20
37
16
26
29
10
26
11
20

345

Disbursement
(TK.)

765000.00
301000.00
840000.00
240000.00
297500.00
577500.00
410000.00
758500.00
432000.00
637000.00
594500.00
130000.00
455000.00
225500.00
400000.00

7063500.00
20473.91

No. of loan
advanced

Disbursement
(TK.)

35
14
43
10
18
34
21
38
16
27
30
10
27
11
21

355

612500.00
280000.00
645000.00
225000.00
252000.00
527000.00
409500.00
646000.00
360000.00
580500.00
480000.00
120000.00
351000.00
192500.00
367500.00

6048500.00
17038.03

No. of loan
advanced

69
28
85
20
35
67
41
75
32
53
59
20
53
22
41

700

Disbursement
(TK.)

1377500.00
581000.00
1485000.00
465000.00
549500.00
1104500.00
819500.00
1404500.00
792000.00
1217500.00
1074500.00
250000.00
806000.00
418000.00
767500.00

13112000.00
18731.43

Source: PKSF 2014
per farmer for cattle fattening in different terms and conditions. Most of respondents
said that about 89% loan repaid in 45 weekly installments with 12 to 20% interest rate
and 11% were paid in one installment after sales their beef cattle with same interest rate
because some MFIs (Like SSS, NDP etc) introduced seasonal loan before Muslim
Festival (Eid-ul-Azha).

5.5.7 Fund utilization pattern at farmer’s level
Table 5.5.2 represents the frequency and percentage of respondents utilizing loan for
beef cattle fattening and other purposes. About 66% of loanees utilized loans for the
required purpose, whereas 34.44% used in other purposes at farmer level including
repayment of other debt(8.89%), purchase of
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food during the lean period(7.22%),

medical expenses(6.11%) and repairing of houses(5.56%) Unfortunately, the situation
remained worse in beef cattle value chain in the study area due to utilization of credit
for other purposes.
Table 5.5.2 Fund utilization pattern by items at farmers’ level
Items
Investment in business
Consumption
Purchase land
Repayment of other debts
Education costs
Health expenditures
Social event
House repairing
Total

Pabna District
No.
60
7
1
9
2
5
2
4
90

%
66.67
7.78
1.11
10.00
2.22
5.56
2.22
4.44
100.00

Sirajgonj District
No.
58
6
2
7
1
6
4
6
90

%
64.44
6.67
2.22
7.78
1.11
6.67
4.44
6.67
100.00

Over all
No.
118
13
3
16
3
11
6
10
180

%
65.56
7.22
1.67
8.89
1.67
6.11
3.33
5.56
100.00

Source: Field survey 2014

5.5.8 Value chain finance utilization pattern of respondents
Timely and adequate finance is essential for beef cattle value chain actors in the chain.
In order to provide substantial amount of credit to actors, various NGOs-MFIs have
been financing to beef cattle actors but the actors use a part of productive credit for unproductive purposes to meeting their consumption requirements as well as social
obligations because they do not have sufficient income to fulfill the consumption
requirements. Thus, utilization aspect of credit is more important than availability of
finance. If available credit is properly utilized, it helps not only in increasing the returns
on investments of the value chain actors, but also creates its replaying capacity with the
resources-starved actors. Table 5.5.3 shows that the highest percentage of loan
utilization was made by input sellers (87.45%) followed by butcher (80.88%), retailers
(80.00%) and live animal trader (73.46%). Producers used about 66% of the loan for the
stated purposes. It is also seen that the utilization of credit by the different actors in the
value chain was higher in Pabna district than Siraggonj district with an exception of
input sellers. The table also reveals that loan diversion by input seller, producer, trader,

239

butcher and retailer-borrowers was of order of 12.55%, 34.44%, 26.55%, 19.13% and
22.29%, respectively.
Table 5.5.3 Amount of disbursement, utilization and diversion of credit by actors
Actors
Particulars
Pabna District
Sirajgonj District
Over all
Amount

Input
sellers

Producers

Traders

Butchers

Retailers

%

Amount

%

Disbursement
Utilization
Diversion
Disbursement
Utilization
Diversion
Disbursement

25341.23
21709.83
3631.40
20473.91
13649.96
6823.95
165000.00

100.00
24150.25
85.67
21549.27
14.33
2600.98
100.00
17038.03
66.67
10979.31
33.33
6058.72
100.00 170000.00

100.00
89.23
10.77
100.00
64.44
35.56
100.00

Utilization

124608.00

75.52 121363.00

71.39

Diversion
Disbursement
Utilization
Diversion
Disbursement
Utilization
Diversion

40392.00
50458.25
41501.91
8956.34
16473.25
13302.15
3171.10

24.48
100.00
82.25
17.75
100.00
80.75
23.84

48637.00
47500.50
37762.90
9737.60
18025.50
14285.21
3740.29

28.61
100.00
79.50
20.50
100.00
79.25
20.75

Amount

%

24745.74
21629.55
3116.19
18731.43
12280.33
6451.10
167500.0
0
122985.5
0
44514.50
48979.38
39632.40
9346.97
17249.38
13793.68
3455.70

100.00
87.45
12.55
100.00
65.56
34.44
100.00
73.46
26.55
100.00
80.88
19.13
100.00
80.00
22.29

Source: Field survey 2014
The diversion of the loan at the producers’ level was highest compared to other actors
due to lack of monitoring system, overlapping loan support by different NGOs and
MFIs at same actors and deal with as a additional income generating occupation. On the
other hand, the lowest loan diversion was 12.55% by Input sellers and 22.29% by retailers
because they are full time involved in their business.

5.5.9 Loan repayment system and affecting factors
It is important that credit inversed in productive business and that the additional
income be used to repay loans in order for the borrower to have a sustainable beef cattle
agribusiness and a relationship with MFTs and Banks. However, failure by the cattle
producers to repay their loan on time or to repay them at all has been a serious problem
faced by both credit providers and farmers. Poor loan repayment in the study areas has
become a major problem in MFTs and Banks, etc, especially for cattle agribusiness
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actors who have limited collateral capabilities. The survey finding shows that some
internal and external factors affect the ability of borrowers for repayment of loans on
time (Figure 5.5.4).

Higher interest

Expectation for
easier access to
credit in future

Loan repayment
on time

Production
characteristics

Borrower
characteristics

Figure 5.5.4 Factors affecting loan repayment of respondents
Source: Field survey 2014
Firstly, higher interest charge is imposed on borrowers who do not pay back their loans
from MFTs, Banks and moneylenders within the maturity period. Secondly, producers
can expect to enjoy access to high amount credit in future if they have a good record of
repayment. Thirdly, some characteristics of borrowers partly influenced their loan
repayment. Most of the respondents have a relatively high level of experience and
education which positively affected their awareness about the need to regular/timely
loan repayment. In addition, women were primarily engaged in beef cattle production
and loan use. They were commonly worried about their loan and less likely to spend
the loans on unproductive sectors. Finally, the diversification in cattle production could
enable farmers to reduce risks and contribute to generate sustainable income, which
ensures that the farmers are able to repay their loan on time.
241

5.5.10 Level of satisfaction of borrower from services of Bank and MFTs
Table 5.5.4 showed that respondents who had taken a loan from MFTs or a Bank in the
past to rate their level of satisfaction with different features of the loans they took in
order to access where formal institutions need to improve whilst serving rural clients.
The results revealed that borrower’s satisfaction level ranked 1st, 2nd, 3rd, 4th , 5th, 6th , 7th,
8th of

Easy application, service fees associated with loan, Length of loan process,

Presence of women loan officers, amount of loan, accessibility at office, collateral and
roles of early repayment from MFTs . On the other hand, borrower’s satisfaction level
ranked 1st, 2nd, 3rd, 4th, 5th, 6th, 7th, 8th of payment schedule, service fees associated
with loan, roles of repayment, collateral, length of loan, accessibility of office, and
presence of women, etc from Banks. Borrowers were more likely to borrow loan from
MFTs due to easy loan application, approval time, positive attitude of loan officer, low
distance of office, and no un-ethical payment to officer for loan approval. So, Banks,
MFTs and other financial institutions re-examine their loan portfolio, terms of loan
(interest and payment schedule including insurance) and design an innovative loan
portfolio which was friendly to small holder beef fattening to enhance value chain.
Table 5.5.4 Level of satisfaction from MFTs and Bank services
{{{

Level of satisfaction
from MFTs or Bank
services
Service fees associated
with loan
Presence of women loan
officers
Roles of early
repayment
Easy loan application
Un-ethical payment to
loan officer
Length of application
process
Collateral requirements
Period of loan
Distance/Accessibility
of office
Payment schedule
Offered loan amount

MFTs
Frequency

1
113

2
42

3
25

92

67

21

73

60

111
56

Banks

Weight
score

Rank
order

448

Frequency

Weight
score

Rank
order

392

2

66

335

8

85

39

377

3

26
20

56
49

288
269

9
11

3

29

41

279

10

397
385
407

7
9
6

68
73
67

59
38
25

98
11
1
11
0
53
69
88

375
364
339

4
5
7

362
430

10
5

73
61

68
49

39
70

394
351

1
6

2

1
67

2
78

3
35

431

4

41

73

47

386

8

56

63
64

6
60

465
356

1
11

103

51

26

437

89
67
97

39
71
33

52
42
50

69
104

44
42

67
34

N.B: Satisfied=1, Neutral=2, Dissatisfied =3
Source: Field survey 2014
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5.5.11 Constraints faced by value chain actors in credit acquisition
Figure 5.5.5 shows that 32.22% of the value chain actors reported lack of collateral
security as a constraint, while 24.22% realized lack of guarantor. Others are in the
following other, high interest rate (26.00%), mode of repayment (12.00%) and lack of
information about the VCF. Meat processors are always in need of big amount finance
for equipment, buildings, trucks for transportation and huge working capital, especially
the ones that apply good processing equipment to ensure food safety. Their business is
considered as not so profitable by financial actors, especially the banks. The less risky
business of the small scale traders, large scale traders compared with other activities in
beef value chain is the reason for their highest access to finance. For meat processor
about 50% with access to finance shows that their business is rather well acknowledged
by financing actors. Yet, it always gets the favor from such government banks as
commercial banks and agricultural banks and MFIs, but not yet by other commercial
banks. This means that business has not yet convinced these actors. That is why among
other beef value chain actors, they have the lowest rate of access.

Figure 5.5.5 Constraints facing the value chain actors in credit acquisition
Source: Field survey 2014
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5.5.12 Factors influencing to access the value chain financing
VCF is very important for sustainable beef cattle agribusiness development but some
factors influence access to finance for operating their activities. There are two main VCF
sources: formal and informal.

5.5.12.1 Influencing factors access to formal sources
Logit regression analysis was used to investigate the socioeconomic influencing factors
of value chain actors on the decision to access of VCF (Table 5.5.5). It was observed that
R 2 was 0.403 for formal financial sources which was greater than the significant level of
0.05 which was an indication that of good fitness the model. It implies the
socioeconomic factors of value chain actors have significant effect on access to VCF for
Table 5.5.5 Estimate regression model to access of value chain financing at formal sources
Variable

Coefficient

Std. Error

Constant
Gender

0.821
1.073
-2.982
0.761
-0.050
-1.335
Education of VC actors
0.123
0.072
Age of business
2.111e-08
2.178e-07
Size of business
-1.064e-08
1.406e-07
Income of firm
-7.681e-08
2.825e-07
Interest Amount
3.901
0.607
Social Capital
No. of cases correctly Predicted
93.4%
R2
0.403
Log-likelihood
-48.072
No. of Observations
123

Z
0.653
-2.351
1.00
0.969
-0.075
-0.271
5.781

Marginal
Effect
-0.081
0.003
0.004
8.262e-09
-4.166e-010
-3.006e-09
0.473

p-value
0.373
0.000
0.181
0.089
0.332
0.939
0.785
0.000

Source: Field survey 2014
operating their activities in the study area. The coefficient of gender is negative and
significant at 1% level for the formal credit borrower value chain actors. This means that
the probability of accessing to formal credit decreases with increasing number of male
actors. The coefficient for educational level was also positive and significant at both 1%
and 5% level of significance. Educational level is expected to play a leading role in
credit access as it takes a good educational background to understand one’s credit
capability. The co-efficient of age is positive and significant at 5% level for the
formal credit borrower enterprise. This implies that the probability of accessing
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formal credit increases with enterprise age. In other words, the older the
enterprise, the greater the probability of accessing formal credit. The significant level
is 10% and it has positive sign. For every increase in enterprise age, the probability of
accessing formal credit increases by 0.07. The size of the enterprise is significant and
positively related to access to formal credit by small scale beef cattle enterprises. The
significant level is 5%. This implies that the probability of accessing formal credit
increases with increasing size of enterprise. The income coefficient is also significant
and positive as a factor that enhances accessibility to credit demanded. A probable
explanation of this result is that higher monthly income implies a higher capacity to
meet repayment schedule. The analysis of the loan repayment performance of the beef
cattle farmers in the study areas showed a repayment rate of 90.1%.

5.5.12.2 Factors influence access to informal sources
Table 9.6 shows that the co-efficient of education is positive and significant at 10% level
for the formal credit borrower actors. This means that the probability of accessing
informal credit increases with increased educational level. The higher the level of
education of value chain actors, the more enlightened they are and the more likely they
are to access VCF. Education therefore has a definite positive impact on the likelihood
to seek out informal VCF.

The degree of the effect increases consistently with

educational attainment, so that more educated beef cattle value chain actors are more
inclined to seek out external funds. The coefficient of gender is negative and significant
at 1% level for the informal credit borrower enterprise. This means that the probability
of accessing informal credit decreases with increasing number of male entrepreneurs.
That is, for every increase in number of male entrepreneurs, there is a 0.89 reduction in
accessing informal credit. Age of enterprise has a significant effect on the probability of
informal credit access by small scale beef cattle enterprises in the study areas. The
significant level is 10% and it is positively signed. For every increase in enterprise age,
the probability of accessing informal credit increases by 0.07. As number of male
entrepreneurs increases, the probability of entrepreneurs accessing credit from the
study area reduces by 0.89. The size of the beef cattle enterprise is significant and
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positively related to access to formal VCF by the value chain actors. The significant level
is 5%. This implies that the probability of accessing formal credit increases with
increasing size of beef cattle enterprise.
Table 5.5.6 Estimate regression model to access of value chain financing at informal sources
Variable
Coefficient Std. Error Z
Marginal Effect p-value
Constant
Gender

-32.079
1.054
0.300
Education of VC actors
1.016
Age of business
1.406e-06
Size of business
9.525e-08
Income of farm
3.411e-07
Interest Amount
21.201
Collateral
0.091
Social Capital
No. of cases correctly Predicted
95.8%
R-squared
0.713
Log-likelihood
-7.998
No. of Observation
57

11.587
1.543
0.164
0.585
5.810e-07
5.246e-07
9.139e-07
14.139
0.086

-1.148
1.311
0.170
1.046
2.420
0.181
0.495
1.994
1.154

0.125
0.010
0.093
6.631e-08
4.492e-09
2.136e-08
0.999
0.004

- 0.031
0.189
0.061
0.040
0.015
0.855
0.620
0.046
0.248

Source: Field survey 2014
That is, for every increase in value of asset of small scale beef cattle enterprises, there is
a 5.81065e-07 increase in probability of accessing formal credit. Social capital has a
significant effect on informal credit access by small scale agro based enterprises in the
study areas. The significant level is 1% and it is positive sign. This is consistent and
desirable considering the fact that informal credit suppliers live among the people
and thus there is likely going to be a closer relationship among lenders and borrowers
in the community.

5.5.13 Opportunities and bottlenecks for beef cattle VCF
The most important opportunities for the beef cattle VCF windows were commercial
cattle farming, breeding services, butcher equipment, feed, fodder and meat processing
facility, cattle market infrastructure development, transport equipment and distribution
network etc.
a) At 20% export incentive on beef and beef products creates a significant
competitive advantage of beef value chain financing for meat processing and
marketing.
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b) It is a great opportunity for investment on cattle production, upgrade fattening
technology, and butcher’s activities because population rising, increase income
and urbanization across the country are driving demand for beef and beef
products. Bangladesh alone will quadruple its meat consumption by 2030.
c) Financing the investments to equipment purchase and technologies which will
allow the production of different beef product and will adjust the production of
beef dishes in aseptic packages and retail plastic packages.
d) Financing to the by-product’s value chain actors because these sector can help
Bangladesh to attain Millennium Development Goals as it provides employment
opportunities for women that would eventually help in promoting gender
equality, women empowerment, and ultimately poverty reduction.
The VCF is the efficient tool for overcoming the bottlenecks for beef cattle value chain
agribusiness including inputs supply, cattle production, processing and marketing
cattle and beef products in domestic and export markets. The most important problems
or bottlenecks within the beef cattle value chain financing are:
a) Lack of access to suitable financial products and services and high interest rates
charged by financial institutions on loans and overdrafts are said to be one of the
major factors negatively, influencing value addition activities. Also, lack of
working capital prevents the expansion of processing companies.
b) Lack of an effective marketing information system for monitoring and analyzing
the market trends, and for relaying the information gathered to stakeholders in
the sector.
c) Lack of knowledge and skill of producers of cattle fattening.
d) Lack of availability for cattle fattening technology and inadequate extension and
support services at local level.
e) Weak organizational capacity of producers for collective buying and selling.
Weak farmer associations do not have a strong enough collective voice to
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promote the interests of their members when it comes to selling. Thus, their
members lack the bargaining power needed for negotiations with traders.
f) Lack of linkage with high value markets. Inadequate transport facilities and
frequent fluctuations in the price of fuel have resulted in high beef cattle
transport costs.
g) Farmers lack access to inputs needed for increasing the productivity of beef cattle
farming.
h) High marketing cost as there is poor road and communication system, absence of
refrigerated transportation makes it hard to carry meat without weight or quality
loss.
In conclusion, effective value chain financing will enhance the living standard of the
local farmers and create a sound business environment.

5.5.14 Core findings from VCF and comments for enhancing
In this context, this study lesson learn, comments on enhancing beef cattle value chain
that are making the operation of the value chain efficient, profitable and sustainable
development in the study areas. A number of lessons learned and comments in value
chain financing particularly those that involve small-scale beef cattle agribusiness
enterprise linkages can be gleaned from 13 cases highlighted below:

5.5.14.1 Expanding access to formal finance to upstream value chain players
To expand access to finance to the producers who produce unorganized and
organized local staple, operate in informal, unregulated local markets, the formal
financiers can either support them through short-term trade finance either to
traders and aggregators or directly to the producers. This model works for
situations characterized by high levels of smallholder aggregation to traders and
aggregators. To diversify the formal financiers can choose several staple crops, replicate
the financing model and scale.
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5.5.14.2 Expanding access to lead firms to establish and scale-up captive value
chains
Several lead firms are working or are willing to secure procurement of quality raw
material and are willing to invest in input supplies and production stage technology
awareness to the producers. Financing such lead firms results in effective growth
of value chain as the markets are secured, lead firms pay fair pricing for the
produce and the model is not exploitative. Also, commercial lender can provide
finance to smallholders through these lead firms financing schemes, focusing on
markets where buyers already provide finance or technical assistance to smallholders.

5.5.14.3 Innovating new financial products and services
The formal financial institutions can build on the existing value chains by innovating
new products and financial services to meet other financing needs, such as
working capital, longer-term financing of equipment, and warehouse receipt financing.

5.5.14.4 Financing directly to the producer
For the value chains which are unorganized together with dispersed producers and few
points of aggregation, the demand for finance by the producers can be met by reaching
the producers directly. Banks can employ services of microfinance institutions to reach
such producers.

Alternatively,

banks

and

financial

institutions

can develop

technological solutions to finance un-served populations in rural areas efficiently
and effectively using technologies such as mobile banking.

5.5.14.5 VCF approach enhances export competitiveness
International agricultural trade has been growing very rapidly. Food trade alone has
been growing so rapidly that its value has increased by 50 percent over the past 10
years. This is partly due to inflation, but also has much to do with overall growth in
global business flows. Within the global business, agri-business is becoming much
stronger and more concentrated, and the agricultural sector is competing on a
globalized market where there is more and more concentration (of processors and
retailers/supermarkets) at the final end of the chain.
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5.5.14.6 VCF can enhance poverty reduction
Overcoming extreme poverty remains at the top of the development agenda and
according to the Bangladesh Bank, this commitment is paying off but at a slower pace.
According to GOB, recent evidence indicates that while poverty in study areas and in
all the regions of the country declined over the period 2008-2013, there are disparities in
the rate of decline between study areas and other regions despite the remarkable
progress in fighting extreme poverty, study area still lags behind other regions of the
country and the decline in both absolute and relative poverty on the continent is
considered too slow.

5.5.14.7 VCF through credit and savings scheme
Savings and credit cooperatives provide a variety of microfinance services to
households in two districts of Bangladesh. The majorities of the value chain actors are
involved in credit and saving scheme in the study areas. There are also multipurpose
engagement of different income generating activities specifically focus on beef cattle
fattening.

5.5.14.8 More value chain actors have access to financial services
Beef value chain financial services in study areas are accessed through (i) formalincluding banks, credit institutions and microfinance institutions and (ii) informal
channels such as village savings and loans schemes needed to increase.

5.5.14.9 Expanding agri-financing to the beef value chain sector
There are already successful efforts by meat processing, MFI’s and banks in the
provision of short term loans for livestock enterprises. There is however low willingness
by these finance providers to offer investment finance to the small farmers and CBOs,
primarily because of the risk associated with farming enterprises.

5.5.14.10 VCF need to the missing middle
Value chain group of businesses that are too small for commercial loans, and yet too big
for microfinance remains a challenge. Increasing the availability of equity financing will
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accelerate the financial inclusion of this category. Some of the emerging Venture capital
funds providing equity financing include: PKSF and SMS loan.

5.5.14.11 Eliminate the credit ceiling
MFTs provided microfinance for improving the livelihoods of smallholders and poor
livestock owners in the relatively secure northern part of Bangladesh. MFTs/NGO’s
investment in the programme finances the provision of much-needed services,
technological packages and quality inputs, including microcredit. Initially, cattle
producers need more amount of credit to run their business. But MFTs and NGOs has a
credit ceiling. It is a problem to start their business. Despite this lack of an institutional
home for rural finance, policy pronouncements which have a direct bearing on rural
finance have been emerging from commercial bank to provide more loan as possible.
MFTs and NGOs could abolish their credit ceiling for cattle producers and trader.

5.5.14.12 Working with lead meat processors where impact on poverty
alleviation is significant
Lead firms are those that have established a niche in the chain and play a strategic role
in terms of linking other actors in the chain, such as small–scale producers.

5.5.14.13 Identifying market opportunities where small scale producers have
competitive edge
Identify market opportunities where small scale producers have competitive advantage
and developing an integrated package of assistance including credit towards
strengthening of beef cattle value chain is important in the study areas.

5.5.14.14 Organizing small-groups to improve access to credit
Organization of producer groups to manage financing for value chain is important but
requires capacity building. Beneficiaries have increased their income through improved
value adding and also mobilizing financings within chain actors.
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CHAPTER-5.6
ECONOMIC IMPACT OF BEEF CATTLE AGRIBUSINESS
5.6.0 Introduction
Beef cattle fattening in the study areas has been shaping the lives of rural people as a
major source of employment and income generation. It plays a significant role in
Bangladesh economy through contributing to poverty eradication by creating rural
employment and to gear up the achievement of higher economic growth. Government
agencies and policymakers of Bangladesh have underlined the key role of cattle
fattening in terms of improving the socio-economic status of the rural population by
reducing the longstanding problems of unemployment and underemployment. It plays
a catalytic role in modeling the socio-economic profile of the rural masses through the
production of beef cattle. The dynamic and diverse systems of beef cattle provide ideal
safety nets for small holder and landless farmers (Yadav, 2012). It has also been
recognized as an instrument to bring socioeconomic transformation in the rural sector
(Mathur 2000). A cattle farming is a secure path and future of rural development and
are now becoming a commercial preposition (Gangasagar and Karanjkar, 2009).
Smallholder agriculture the dominant occupation of rural northern part of Bangladesh
is mainly rain fed, characterized by poor capital formation and low productivity. Yet,
Bangladesh has a potential comparative advantage in the production of a variety of
fresh and processed high value meat, especially, livestock products throughout the
year. The empirical evidence shows that livestock rearing has a positive impact on
equity of income and employment for poor households as distribution of livestock
assets is more egalitarian as compared to land (Ali, (2007), Birthal and Ali, (2005),
Birthal and Singh, (1995), Rao et al., (2003), Sinngh and Hazell, (1993). The ongoing
global climate changes and erratic nature of river erosion have often affected crop
production in the immediate past few years. Hence, beef cattle have become a source of
year round dependable income and employment for poor farmers.
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5.6.1 Beef cattle farm income
The average costs incurred and the output in monetary value obtained by the cattle
fattening participants and non-participants before and after the beef cattle agribusiness
as well as percentage change in income due to cattle business intervention is presented
in Table 5.6.1. It shows that the average total production cost per cattle of participants
and non-participants before beef cattle agribusiness was BDT 26,367.45 and BDT
26,207.66 respectively, while their net farm income was BDT 6791.17 and BDT 6750.01,
respectively. Also the cost of production of the participants and non- participants after
the beef cattle agribusiness was BDT 40,457.96 and BDT 33,175.53, respectively.
Table 5.5.1 Impact of beef cattle agribusiness on income (BDT/cattle)
Items

Participant Farmers
Before

A. Variable Cost
Purchase of calve/cattle
Marketing toll (Hashil)
Feed cost
Labour cost
Drug/Vaccine/Veterinary cost
Transportation cost
Ropes
Commission
Insurance cost for cattle
Interest on capital
Miscellaneous
Total variable cost (TVC)
B. Fixed cost
Feeders
Mergers
Rakes
Spade
Tubewell
Shade
Bucket
Rental value of land
Total fixed cost (TFC)
Total cost (A+B)
D. Revenue
Sales of cattle
Sales of manure
Total revenue
Gross farm income
Net farm income

Change in income

After

Non- Participant Farmers
Before

After

19231.58
198.00
3254.30
373.26
496.74
146.88
47.37
330.55
192.32
1967.31
129.16
26367.45

29,138.76
300.00
4,930.76
565.55
752.63
222.54
71.77
500.83
291.39
2,980.77
195.69
39,950.69

19115.02
196.80
3234.58
371.00
493.73
145.99
47.08
328.54
191.15
1955.38
128.37
26207.66

23893.78
246.00
4043.22
463.75
617.16
182.48
58.85
410.68
238.94
2444.23
160.47
32759.57

36.76
23.56
6.32
9.47
67.98
77.02
18.97
94.74
334.80
26702.25

55.69
35.69
9.57
14.35
103.00
116.69
28.74
143.54
507.27
40,457.96

36.53
23.41
6.28
9.41
67.57
76.55
18.85
94.16
332.77
26540.42

45.67
29.27
7.85
11.77
84.46
95.69
23.57
117.70
415.96
33175.53

33130.90
362.52
33493.42
7125.97
6791.17
51.52%

50,198.33
549.28
50,747.61
10,796.92
10289.65

30930.10
360.33
33290.43
7082.78
6750.01
25.0%

41162.63
450.41
41613.04
8853.47
8437.51

Source: Field survey 2014.

Furthermore, the net farm income for the project participants and non-participants after
beef cattle agribusiness was BDT 10,289.65 and BDT 8437.51, respectively. The results
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indicate an increase in the net farm income of both groups after beef cattle agribusiness,
though the net farm income of the participants was higher ( 51.52%) than that of the
non- participants (25%).
The higher difference in net farm income of the participants over that of non
participants may be attributed to the increase in the farm output realized by the
participants after beef cattle agribusiness. Nevertheless, the net farm income realized by
the respondents before beef cattle farming intervention is above the average rural
household income of BDT 4005.75 (Table 10.2).
Table 5.6.2 Test of difference in net farm income between participants and nonparticipants
Variable
Total Cost
Total Return
Net farm
Income

Participant
Mean
13755.71
17254.19
4005.75

Std
70966.38
32813.56
74968.49

t-value
4.05
0.31
0.75

Non-Participant
p-value
0.006**
0.000***
0.000***

SE
4,944.46
2,286.53
2,289.17

Mean
6635.11
8322.61
7762.50

Std
48748.49
19283.52
18126.11

t-value
2.82
0.30
0.29

p-value
0.052 *
0.000 ***
0.000 ***

SE
3396.46
1343.54
1256.40

*, ** and *** = Significant at 10%, 5% and 1% level of probability respectively

Source: Field survey 2014
The difference in income with respect to the participants after beef cattle agribusiness
was significant at 1 % level of probability as shown in Table 10.2.

5.6.2 Impact of beef cattle agribusiness intervention on participant farmer’s
income
The result of the double difference impact analysis is shown in Table10.3 indicate that
the mean income difference of the participant farmers and non-participant farmers
before and after the agribusiness intervention was BDT 221696.59 and BDT 66210.54,
and significant at 1% respectively. As also indicated in table 10.3, a positive mean
double income difference of about BDT 17035.37 was realized between participants and
non-participants before and after agribusiness. The difference in income was significant
at 10% level. The finding implied that there was an impact of the intervention on
participant farmers’ income in the study area.
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Table 5.6.3 Double difference estimates of impact of agribusiness on participant
farmer’s income
Variable
Participant
Non-participant
Double difference

Mean difference

221696.59
66210.54
17035.37
*, and *** = Significant at 10%, and 1% level of probability
Source: Field Survey, 2014

Standard deviation

t-value

23082.40
48962.65
71078.15

7.83***
6.358***
0.88*

5.6.3 The coefficients of beef cattle agribusiness on income
Table 5.6.4 shows the result of analysis of variance (ANOVA) of the values of the
residual sum of squares of the lead equation of four regression analysis carried out. The
computed F*Chow statistics was 219.12, with v1 =3 and v2 = 141 degree of freedom and F
tabulated at 5% level of significance is 2.01. This implied that there is difference between
the coefficients of beef cattle farming participant and non-participant farmers’ income
function since the F*Cal is greater than F tabulated. Hence the null hypothesis was
rejected. Furthermore, for test of homogeneity of slope, F*Chow statistics was 79.48,
with v1 = 2 and v2= 140 degree of freedom at 5% level of significant and F tabulated is
2.10

confirming

the

heterogeneity

of

slopes

of

participant

and

non-

participant. Hence, indicating a positive impact of beef cattle agribusiness intervention
on the participant farmers’ income.
Table 5.6.4 Analysis of Variance (ANOVA)
Model
Participant farmers
Regression
Residual
Total
Non- participant farmers
Regression
Residual
Total pooled
Regression
Residual
Total
Pooled with dummy
Regression
Residual
Total
*** = 1% level of significance
Source: Field Survey, 2014

Error sum of
square

Degree of freedom

Mean Square

F-ratio

178360.00
335405.00
513800.00

2
70
72

29725.5
1685375

6.17***

218190.00
891800.00
1110200.00
217980.00
892150.00
1110200.00

2
70
72
2
142
144

31167.5
2207839

4.94***

36330
2202905

5.77***

164290.00
349440.00
513800.00

3
141
144

27380.5
1756028

5.46***
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5.6.4 Income effects of participant beef cattle farmers
The effect of increased income on expenditure on food and cloth items, health care and
capital etc, financial capital increased through savings during the beef cattle fattening.
Some participants started cattle fattening before Eid-ul-Azha and sold them during the
Eid-ul-Azha and received a substantial amount of money and saving money for future
utilization. Beef cattle farmers applied for credit on cattle fattening enterprise to NGO,
MFTs and Bank. They enjoyed easy access to credit because financial institution willing
to provide credit support on cattle fattening to the farmers for guaranteed repayment
within short time. Table 5.6.5 shows the correlation

amongst and between

the

economic variables and social variables suggests interesting results.
Table 5.6.5 Correlation matrix of difference in difference
Variable

Income
Expenditure

Income

Expenditure

Savings

Education

Access to
health
care

Access to social
participation

Access to
farm
credit

Impact on
herd size

1
0.995**

1

(3.9178)

Savings
Education
Access to health
care
Access to social
participation
Access to farm
credit
Impact on herd size

0.665**

0.597**

(2.5316)

(2.1842)

1

-0.209

-0.209

0.003

(2.7714)

(2.4905)

(3.6856)

1

0.281

0.263

0.360*

0.215

(2.7728)

(2.4919)

(3.6962)

(.9768)

1

0.155

0.152

0.112

-0.006

0.554**

(2.7727)

(2.4918)

(3.6932)

(.6389)

(-.0784)

1

-0.175

-0.157

-0.238

0.058

0.188

0.398*

(2.7729)

(2.4920)

(3.6928)

(1.7361)

(1.0438)

(.9431)

1

-0.135

-0.113

-0.286

0.026

0.074

-0.018

0.405*

(2.7692)

(2.4881)

(3.6600)

(-2.9137)

(-4.2581)

(-3.1739)

(-6.3523)

1

Note: *Significant at 5% level of significance **Significance at 1% level of significance
Figures within parentheses are indicating calculated t-values
Source: Field survey 2014
There is a highly significant correlation between the economic variables. This shows
that microfinance has significant impacts and transforms the economic status of the
cattle farmers. Beef cattle farming have increased the income earning capacity of the
participant farmers, better than the control group through establishment and practice of
beef cattle enterprise. The increase of income significantly increased the expenditure
and consumption capacity of the participants and habit of savings. This is a result of
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proportional increase in income being greater than the proportional increase in
expenditure in the case of the cattle farmers. In addition, a highly significant
correlation is found between access to health care and access to social participation.
Similarly, there is a significant correlation between access to health care and savings,
access to social participation and access to farm credit and herd size and access to farm
credit. This shows a close association between beef cattle fattening and socio-economic
transformation in a significant number of variables. The study areas and all economic
variables did not have any dent on access to farm credit and herd size of the
farmers. Correlations between social variables did not show any key relationship,
with a majority being small and negligible.

5.6.5 Impact on employment of beef cattle agribusiness
Beef cattle agribusiness and entrepreneurship is now commonly seen as the primary
engine of rural economic development in study area. It plays a key role in Bangladesh’s
economic development providing current employment, potential new jobs creation and
employment opportunities and income for more than 60% of the country’s families.
Data from BBS 2012 show that labour force participation rate is 36.9% while the
inactivity rate is very high, standing at 63.1% of the working age population. Total
unemployment rate is 35.1 % according to BBS 2012, while estimations from other
sources put the unemployment rate at above 40%. More significantly, the youth
unemployment rate (15-24 years) is estimated at 55.3%. Employment opportunity of
Beef cattle agribusiness created increasing employment opportunities in study area
.Farmers in the char areas have limited resources and strongly depend on agricultural
and forest activities. Thus, farmers in the areas increased basic human needs as well as
this available because requirement to look for new and/or alternative farm and off-farm
activities if their labour population growth in increase is high.

5.6.5.1 Impact of beef cattle on employment at farm level
The beef cattle play an important role in employment in the study areas. Farmers in the
char areas have limited resources and strongly depend on agricultural, livestock and
fisheries activities. Thus, farmers in this region will increase basic human needs as well
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as the requirement to look for new and/or alternative farm and off-farm activities if
their labour is available, because population growth in these areas is high. Beef cattle
agribusiness in various stages of cattle production, live cattle marketing, transportation,
meat processing, distribution and retailing has made a remarkable impact in creating
employment opportunities for the rural labourers in the study areas. The study
indicates that how cattle farm and nonfarm activities create employment opportunities
directly or indirectly for the society in general and for the rural labourers in particular.
The highest employment opportunities have been created in cattle farming, because
unskilled and family labourers are worked there. The labour utilized per person per
year under different components of beef cattle farming were analyzed before and after
intervention to find out the change.
Table 15.6.6 Labour utilization pattern of beef cattle farming (Man-day/year)
Mode of
employment

Pabna
Participant
Farmers
Before

Input selling
Cattle
fattening
Marketing
Processing
Providing
support
service
Total
Change in
percent

After

Sirajganj

Non-Participant
Farmer
Before

Participant
Farmers

After

Before

After

Overall average

Non-Participant
Farmer

Participant
Farmers

Before

After

Before

After

Non-Participant
Farmer
Before

After

176.00

244.6

30.20

57.60

179.40

265.00

80.00

102.00

177.70

254.80

55.10

79.80

175.33

345.67

111.67

143.33

115.00

255.00

118.00

174.00

145.17

300.34

114.84

158.67

111.50

155.50

46.00

21.00

100.00

292.50

169.00

116.00

105.75

224.00

107.50

68.50

237.00

314.00

20.00

18.00

118.00

136.00

15.00

18.00

177.50

225.00

17.50

18.00

155.00

212.00

11.00

13.00

111.67

143.33

12.00

75.00

133.34

177.67

11.50

44.00

854.83

1271.77

218.87

252.93

624.07

1091.83

394.00

485.00

739.45

1181.80

306.44

368.97

416.94
(48.77%)
Source: Field survey 2014.

34.06
(15.56%)

467.76
(74.95%)

91.00
(23.10%)

442.35
(59.82%)

62.53
(20.41%)

Table 5.6.6 indicated that the combinations of livelihood occupations created a major
shift over in employment generation among the beef cattle farmers because a cattle
fattening enterprise can engage more number of persons from family and can affect
employment generation. It was observed from the results that an integration of input
selling created 176.00 man days and 179.40 man days of participant farmers in Pabna,
Sirajgonj and overall 177.70 man days in before the external support for cattle fattening.
Participant farmers in Pabna, and Sirajgonj were engaged in livestock activities for
175.55 man days and 115.00 man days per year respectively before joining the cattle
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fattening programme. After joining the cattle fattening programmee with the help of
external support from BASA and Pabna Meat Company employment rate was
increased to 345.67 man days, and 255.00 man days in Pabna, and Sirajgonj while the
overall figure was 300.34 man days per year. But for non-participant farmer job created
for 143.33 man days, 174.00 man days in Pabna and Sirajganj with overall 158.67 man
days per year. Processing and support services generated employment for 314.00 man
days, and 136.00 man days in Pabna and Sirajganj districts respectively. The findings
indicated that 59.82% employment was created for participant farmer which is more
than that of non-participant farmers (20.41%).
So farmers engaged in beef cattle enterprises in the study areas were fully employed as
per Niyanthi (1991) who reported that officially accepted standards for measuring
works are: i) working day of eight hours and ii) working year of 273 days. If a person is
willing and able to work for 273 standard days in a calendar year, it indicates fully
employed whereas a person who works for less than 273 standard days in a year is
considered as underemployed. The findings are in tune with those of Gajanna and
Sharma (1994) and Thakur et al. (1995) revealed that beef cattle enterprises provided
higher employment opportunities and Reddy (1996) revealed that dairy enterprise
provided medium employment while Singh (2002) who expressed that livestock created
an employment ranging from 145.17-300.34 man days/ person / year and Nikhade and
Patki (2005) stressed that the livestock farming is one of the important agribusiness for
solving the problems of employment and rural poverty.

5.6.6 Impact of beef cattle production on environment
Table 5.6.7 shows that majority of the respondents (78.0%) observed that climate change
affects agriculture and animal husbandry, 58.3 percent perceived negative impact of
climate change on productive performance of the livestock, 56.6 percent told that
climate change had negative impact on production and lactation length (58.3%).
Around 51% respondents told that climate change had positive impact on dry period.
Majority of the respondents (63.3%) perceived negative impacts of climate change on
productive performance of beef cattle. Whereas 59.16% respondents told that there were
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decreased length and intensity of oestrous period of their animals and (57.5%)
respondents told that due to climate variability feed and fodder resources are
decreasing and also 95% perceived shortage of dry fodder.
Table 5.6.7 Environmental impact of beef cattle agribusiness as perceived by
respondents
SL. No
1
2
3
4
5
6
7
8
9
10

Impact
Climate change affects beef cattle rearing
Impact on productive performance
Impact on meat production
Impacts on body weight
Impacts on maturity period
Effects on beef cattle disease incidences
Feed and fodder resources are decreasing
Shortage of dry fodder
Decreased water resources
Decreased number of natural resources

Respondents (N=360)
281
210
204
210
183
228
213
207
219
285

Percentage
78.0
58.3
56.6
58.3
50.8
63.3
59.1
57.5
60.8
79.1

Source: Field Survey 2014.

5.6.7 Impact of beef cattle agribusiness on human health: exploring the
linkages
The processes of beef cattle fattening and consumption bring both benefits and
problems for human health. Benefits of beef for human health for guaranteed sources of
high- quality protein and essential structural fats. They are also a major source of highly
bio-available essential micronutrients, such as iron, zinc, vitamin A, and calcium, these
nutrients are essential to maintain adequate growth and development. Now a day,
harmful steroids are being used in the study areas for cattle fattening. The traders are
cutting long process short with the help of harmful drugs .The safe methods are ignored
for slow results, 63.7% farmers are using drugs for cattle fattening before Eid-ul-Azha.
Violating law and driven by motive for quick income, traders and farmers are using
excessive harmful drugs to fatten cattle for the Eid market, posing serious threat to
public health. This process has enormous health impact on cattle and it could kill the
cattle as well. Cattle traders with the help of veterinary quacks and dishonest livestock
officers have been using cheap steroid drugs like Oradexon, Betamethasone, Decason,
Dexamithson, Paractin, Steron and Presdnisolon. The excessive use of medicines
damaged the kidneys and intestines of cattle. Discharge of water from their bodies is
affected and the accumulated water is absorbed in to the flesh of the animal rendering it
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bulky. Consumption of such meat may cause cancer and kidney disease. Fattened beef
causes infertility in women (the New Age 20 September, 2014). Risks of beef cattle for
human health beef production and consumption can lead to four main types of human
health risks:
(1) Diseases transmitted from cattle to humans
(2) Environmental pollution
(3) Food borne diseases and risks; and
(4) Diet-related chronic diseases.

5.6.8 Impact of beef cattle agribusiness on developing small scale agroindustries
Due to beef cattle agribusiness, a remarkable number of small scale agro-based and
allied industries have been emerged in the study areas (Figure 5.6.1).

Forward

Beef Cattle agribusiness

Backward
Figure 5.6.1 Flowchart of emerging small-scale industries in the study areas.
Source: Author own 2014.
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A number of backward industries such as feed industries, MFIs, Veterinary services,
workshop for manufacturing transport vehicles has been established to push and
support the present agribusiness process prevailed in and around the northern
Bangladesh. On the other hand, different forward industries such as meat processing
industries, tanneries and bone mills have been established at different areas in the
country based on the increased supply of cattle and beef products. There are at least 2
meat processing industries, 16 bone mills, 6 MFIs and 24 workshops in the study areas.

5.6.9 Core findings of impact analysis
The implications are that lack of value added actually results in joblessness and
poverty. This strongly suggests that a well-developed livestock value chain would be in
a position to contribute significantly to attainment of the Sustainable Development Goal
(SDG) of halving extreme poverty by 2021 with job creation and income generation
through improved value added. However, lack of value added weakens the
contribution of livestock to economic growth, employment and income generation.
North Bengal of Bangladesh is potential area for development of beef cattle agribusiness
as it has potential resources including land availability, animal population, human
resources, and demand for animal products. Demands for beef come from both
domestic and international markets. The findings of the study indicate positive impact
on income and employment of the participant farmers increased significantly more than
before the beef cattle agribusiness and also more than the non-participant farmers’
income. Double difference analysis result further proved the fact that the increase in
income realized by the participant farmers was attributed to their participation in beef
cattle agribusiness based on the positive mean income value obtained. The government
should render intensive advisory services on resource allocation and utilization and
other means of increasing farmer’s income. Support services should be based on
participatory rural appraisal in identification of beef cattle agribusiness problems and
come up with solutions based on market demand.
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CHAPTER- 5.7
CHALLENGES AND OPPORTUNITIES FOR EXPANSION OF
BEEF CATTLE AGRIBUSINESS
5.7.0 Introduction
This chapter deals with the findings of descriptive analysis on challenges or
constraints and opportunities for expansion of beef cattle agribusiness in selected
areas of Bangladesh. The constraints are the problems that are impeding the subsector to grow further and opportunities are the issues that yet to achieve.
Researcher has identified the major challenges and opportunities of beef cattle
agribusiness and potential solutions for expansion of beef cattle agribusiness. So,
both constraints and opportunities call for identification and analysis for designing
innovative strategic plan for further development of beef cattle agribusiness. As a
whole, the following are the main challenges and potential opportunities faced beef
cattle input supplier, producers, processors, traders, value chain actors and
consumers. These are described below.

5.7.1 Challenges of beef cattle agribusiness
Cattle production is the most important economic activity in Char households. It
serves as a starter capital stock, easily disposable source for cash income, source of
protein and also has crucial social and cultural values. A previous study (Ahmed et
al. 2010) shows that 95% respondents mentioned that high price of the cattle feeds is
the greatest problem for small scale cattle fattening. The result of this study differed
from Ali and Anwar (1987) where they found that shortage of animal feed was the
greatest problem of the farmers for rearing cattle. Hashem et al. (1999) reported that
lack of training, lack of credit facilities, price variation in different markets,
disorganized marketing system were the problems for cattle fattening. They also
mentioned that about 98% farmers had transportation problem during the cattle
marketing. The result of this study was more or less similar to Hashem et al. (1999).
The results of this study were a combination of a summary of key findings from the
questionnaire survey and findings by the focus group discussion. Findings of the
focus group meetings are detailed in terms of opportunities and challenges and key
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themes articulated by focus group and interview participants. The researcher found
that some factors created a problem to develop and exploring the beef cattle based
sub-sector agribusiness in study areas. The major constraints for the beef cattle
agribusiness development in selected Char areas are numerous:

5.7.1.1 Challenges of beef cattle production and marketing
5.7.1.1.1 Shortage of quality feed
There is lack of quality control facilities for veterinary medicine, vaccines, feed and
fodder. During the rainy season in the study areas, char go under water for long
time and therefore, farmers are bound to purchase rice straw and supplementary
feeds from main land by higher price. Feed and fodder crisis seriously affects cattle
health, growth as well as increases disease infestation. June and October are the most
critical periods when feed shortage occurs and diseases prevail at a higher rate for
cattle during floods because of increased vulnerability due to stagnant water, poor
feeding opportunities, and lack of regular vaccination. Vaccine supply is also
disrupted. Through CLP, Pabna meat, M4P has introduced Napier grass and feed
storage technology in char areas. But it is not sufficient as per demand. Some large
cattle farmers bring their cattle in the main land for grazing while small farmers sell
their cattle at lower price, especially, during rainy season.

5.7.1.1.3. Access to credit
Inaccessibility to loans by small beef cattle farmers which limits their opportunities
and possibilities of adopting modern technology in cattle production. About 10 to 12
major NGOs operate credit programme with high interest in the Upazilas including
char. Selling on credit and installment payment is not favorable to farmers.

5.7.1.1.4. Lake of knowledge
Four key identified constraints hindering cattle fattening and meat production in the
study areas are as follows: (a) lack of cattle fattening knowledge of farmers, (b) lack
of cattle slaughtering knowledge of butchers, and (e) poor quality slaughter houses.
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5.7.1.1.5. Technical problems for beef cattle production
Some technical problems faced by farmers for beef cattle production are local breed
with low growth rate, and absence of beef cattle breed.

5.7.1.1.6. Access to market information
Market information is vital to minimize information gaps and uncertainties that exist
in the agricultural sector. Limited access to production and market related
information such as production system, prices, competitors, consumer preferences
and lack of different stakeholders. All market participants including both small and
big cattle traders in region face inadequate access to cattle market information.
According to the results of this study on market information sources, the majority of
the respondents get destination market information before they went out to sell their
cattle. Most cattle traders received market information about live animal prices in
selected markets through telephone or personal reports by friends, employees, and
by visiting the markets themselves. The demand exceeds far the supply and
accessibility of reliable and timely livestock statistics needed for production,
marketing and trade, and effective policy making. However, for those at the lower
levels, particularly for the producers, lack of the formal market information could
result in mistrust and weak relationships along the chain and might be a
contributing factor in decreasing the efficiency of the transactions.

5.7.1.1.7. Lack of coordination and completion
A lack of coordination in an organization can decreases productivity, complicate
process and delay the completion of cattle production and marketing. Currently,
these are lack of an integral and symmetric connection between the stockholders
involved in the production and marketing chain. It is difficult to add value to beef
cattle without integration of producers, support service suppliers, processors,
transporter etc.

5.7.1.1.8. High cost of transport
Most farmers in rural areas cannot afford high cost of transportation. This implies
that though transport can be available to carry their cattle to the market, but farmers
do not have sufficient money to hire transport. So, shortage of money to hire
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transport is a serious constraint. Farmers sell their cattle in local/primary market at a
low market price.

5.7.1.1.9. Illegal toll for cattle marketing
Every truck carrying 10 to 12 cattle from primary market areas to terminal market at
different places including Dhaka have to pay toll at different places. Toll has to be
paid to police while the truck crosses a district. Highway police has to be paid
separately. There are many other points of toll collection. Traders informed that a
cattle truck has to pay BDT 3,000 to BDT 8,000 as toll to reach Gabtali cattle market
from Pabna and Sirajgonj districts.

5.7.1.1.10. Dishonest local traders
Local traders have reportedly reached understanding with Indian smugglers for
unofficially sending hides to India. Price of Indian cattle will be paid in terms of
hides. Money is being advanced for procurement of hides during the Eid-ul-Azha
festival. All arrangements have been made for collection of hides. The smugglers
have reportedly managed the BGB, police and customs officials (Syed 2012).

5.7.1.1.11. Indian syndicates
Indian syndicate arrives at the border areas. It is further reported that middlemen
from Bangladesh join them. During one month after the Eid, hides and skins are
smuggled. Indian enclaves are used for this purpose. Rickshaw, bi-cycle, van, and
horse-drawn carriages are used for transportation of smuggled stuff. The BGB and
local police are reported to be bribed for this operation (The financial Express,
October 24, 2012). Although the government provides credit facilities to tanneries, no
credit is given to hide merchants who face difficulties to run business. Ultimately the
businessmen have to depend on smugglers.

5.7.1.1.12. Indian businessmen are selling cattle on credit
Indian businessmen are selling cattle on credit to animal traders in Bangladesh. The
traders make payment after selling the cattle in domestic market. During the whole
year India sells cattle worth billion BDT 310. About billion BDT 160 is earned during
Eid-ul Azha. They smuggle raw hides and skins worth BDT10 billion out of
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Bangladesh. These items are smuggled to India from the northern border areas of
Bangladesh. Each night the Indian traders are dispatching thousands of cattle
through Lalmonirhat, Kurigram, Chapai Nawabganj, Panchagarh, Meherpur and other
areas by deceiving the BSF and BGB in collusion with our businessmen. Money is
returned to India through hundi and some smuggled goods.

5.7.1.2 Challenges of beef cattle value chain
5.7.1.2.1. Input import policy barriers
The government at present is imposing a 32.8 percent tariff on the import of cattle
feed (Karim et al. 2010). It is an important policy barrier on beef cattle development
of Bangladesh. The meat processing sector also did not play any significant role in
the long term growth of the beef sector partly because of its small size and partly
because of its lack of interest in providing incentives and services to producers to
increase productivity and efficiency.

5.7.1.2.2. Low level technologies
The beef processors in the study areas employ low level technologies. The majority
of the butchers and supermarkets process the beef using age-old technology. The
processing activities are done under poor sanitary conditions. For most of the festive
dates, slaughtering and processing are undertaken on the roadside and in backyards
with unsanitary practices. The staff of the butchers and some of the supermarkets
lack technical skill and knowledge with regard to consideration given to the beef
commodities.

5.7.1.2.3. Brokers’ services
The broker’s activities supposed to assist the transaction in the market places but
operate mostly based on fraudulent conditions. Buyers and sellers are compelled to
pay without obtaining the necessary services from brokers. Many inexperienced
buyers are affected greatly by fraudulent broker.

5.7.1.2.4. Seasonal demand
The demand for beef and beef products is on the rise globally, particularly in Asia. In
Bangladesh, beef consumption would multiple during the Muslim Festivals because;
about 80% people are Muslim in Bangladesh. Every year majority people celebrated
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Eid-ul-Azha after two months and ten days of Eid-ul-Fitr during the Muslim festivals
beef cattle or sacrificial animal demand runs high in the country because it known as
feast of the sacrifice. Supply and demand are heavily influenced by the season of the
year and the occurrence of religious and cultural festivals. Out of total animal
slaughter, 60% of cattle are sacrificed during the Eid-ul-Azha.

5.7.1.3. Challenges in the by-products value chain
5.7. 1.3.1. Shortage of raw material supply
Most of studies mention the shortage of quality raw material as an important
constraint for by-product value chain. The seasonal fluctuations in the supply of raw
materials of Bangladesh. Many hides remain uncollected, which is estimated at 14%
for hides (Muthee 2008) and income and employment opportunities that might be
associated with their use are lost.

5.7. 1.3.2. Inadequate number of slaughterhouses and slabs
The number of slaughterhouses in pre-urban and urban areas is very limited. Thus,
the majority of cattle slaughtered are carried out in the backyard, resulting in poor
quality raw hides.

5.7.1.3.3. Unfair competition
There are many unlicensed traders and temporary actors/ middlemen who came to
the business, especially during the Eid-ul-Azha. They did not have license, permits
and incurred no market fees and so can set the market price at any value. This
demoralizes the licensed merchants.

5.7.1.3.4. Low prices of hides
The current prices of hides are low to provide incentive for proper handling and
curing. The primary producer in the village, the small farmer, receives such a poor
return, as compared with the final price that it gives them no incentive to improve
the quality of livestock or their hides. Globally, leather prices declined 30-35 percent
year on year in 2015. About 40 percent of the raw hides that were bought during the
Eid-ul-Azha in year 2014 have remained unsold at the tanners’’ warehouse due to low
demand (BTA 2015). In the year 2015, the rate for per square feet of hides was BDT
85 to BDT 90 in Dhaka and BDT75 to BDT 80 in study areas but tanners bought hides
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BDT 60-65 per square feet now. Where, tanners were bought BDT 100 to BDT 115 in
the year 2013. (The primary producer of the village level could realize a price
decrease of 67–76% of raw hides.

5.7.1.3.5. Lack of capital
Finance for initial capital outlay, expansion and working capital remain a major
constraint. Setting up a modern slaughter house or a tannery is an expensive
undertaking. There are very few financial institutions or banks that are willing to
lend money to hide and skins traders as they do not have acceptable collateral.

5.7.1.3.6. Insecurity in livestock producing areas
Cattle theft is common phenomenon in char areas. Sometimes, docoits attack
farmer’s homestead and take away cattle by force.

5.7.1.3.7 High transactional cost
Hides trading are subject to several service fees from different levels of government.
Transactional costs are barriers to the efficient participation of value adding of
hides for the different markets. Producers will not use a particular channel when
value of using that channel is outweighed by the costs of using it. Remote location
of most cattle producers coupled with poor road networks; result in high
transactional costs (especially transport costs) reducing the price that traders are
prepared to pay for hides (Musemwa et al., 2008). Makhura (2001), Mahabile et al.
(2002) and Nkhori (2004) noted that even if farmers are in areas with good
road linkages, the distance from the markets tends to influence transaction costs.
The further away the farmers are from markets, the higher the transport costs they
incur. In addition, local councils charge market service fees for providing space to
conduct the market transactions. Transit fees are charged on hides which are
transported from one market to another.

5.7.1.3.8. Poor infrastructure
Poor infrastructure increased transport and other transaction costs and is a major
limitation to the marketing of hides. These characteristics magnify the effects of
inadequate information-sharing, from which markets in rural areas are suffering.
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The wholesalers cannot receive reliable market information from tanneries on future
price trends. This was critical since wholesaler’s lack of sources of information on the
international price and the tannery was not guarantee a fixed purchasing price.
Tannery buys hides based on the international price at the time of the wholesalers
delivery. As a result, the risks of international price changes are shared between the
tannery and merchants.

5.7.1.3.9 Lack of market information
Market information is a facilitating marketing function and is essential to a smooth
and efficiently operating marketing system. Accurate and timely market information
facilitates marketing decisions, regulates the competitive market processes, and
lubricates the marketing machinery (Kohl and Uhl, 2005, p.286). Telephone, radio,
newspaper and personal contract are the major media for dissemination of market
information among the traders involved in the hides marketing. Sometimes the small
traders get the marketing information from the higher traders and by personal
contract during their transaction but this is not sufficient at all because Bangladesh
Tanneries Association and Ministry of Business is set price before one or two days
ago of Eid-ul-Azha. The DAM disseminates the market information of hides at urban
markets, like Dhaka, Rahshahi, Rangpur, Chittagong, Khulna, Barishal, Shlyet and
all district level, etc through mass media so that this information quickly reached to
all actors.

5.7. 1.3.10 Quality deterioration
As a result of the by-product status, not enough attention is paid to maintaining the
quality of hides. Hides are affected by pre-slaughter defects accumulated during the
life of the animal; pre-slaughter defects during slaughter, and post-slaughter defects
during handling, preservation and storage.

5.7.2 Opportunities of the beef cattle agribusiness
Despite these constraints, there are opportunities for development if there is
implementation of sub-sector strategies aiming at rapid growth, better allocation and
appropriate management of the existing natural renewal resources.
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5.7.2.1. Opportunities for beef cattle production
Beef cattle production can significantly benefit the farmers of Char areas in Pabna and
Sirajgonj Districts. Availability of breeds, good fattening weather, and good income
generation, good indigenous knowledge of cattle fattening, recent introduction of
some improved forage varieties, and popularity of fattened Pabna bull indicated
opportunity for cattle production in the study area. Farmers in the area were willing
and interested in using improved management and fattening practices in bridging
the indigenous knowledge with improved fattening practice because they believed
that available potential indigenous knowledge would improve their efficiency and
increase their income generation opportunity. Based on the research findings, a
number of interventions were identified to improve the competitiveness of the
sector. Successful implementation of these interventions would have positive
impact on the growth of the sector , the income of the cattle farmers and
creation of new jobs for women and men in the sector .

5.7.2.2. Beef cattle create food security in Char areas
Food security embraces food production, stability of supply and access to food. Beef
cattle play a role in all three aspects: they make a significant contribution to food
production through the provision of high value protein-rich beef products; they
indirectly support crop production through draught power and manure, they
stabilize supply, and finally, they are the most significant source of income and store
of wealth for smallholders, thereby providing access to food.

5.7.2.3. Domestic consumption
The domestic demand for beef increased with the increased literacy and family
income. Meat consumption is often an indicator of the economic status of a country
or an individual. People with a higher social or economic status demand a greater
amount of high-quality meat. The per capita consumption of beef is high among the
quality conscious and high income group population.
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5.7.2.4. High demand for beef cattle by local meat processing industries
Key demand drivers for beef include: increasing urbanization, increasing purchasing
power, changes in consumption habits, and the fast rate of population growth and
also growing network of modern butchers and supermarket butcher stands.

5.7.2.5. Opportunities in the Halal beef market
Export data and trade reports indicate that the fastest-growing segment of the
industry is for Halal beef. Bengal Meat Processing Industries is ISO certified meat
processing company and obtained awarded Halal certification by the Department of
Islamic Development, Malaysia (JAKIM), which allows it to export processed Halal
meat to any market around the world. The export market is confined to a few
Middle Eastern countries like Kuwait, UAE and Saudi Arabia for the last seven
years, mainly targeting expatriate Bangladeshis and other ethnic Muslims in those
countries, only adding Malaysia to the list this year. Last year BMPI exported BDT
400 million and their target was 5000 tonnes by 2014 (The financial express 2014).

5.7.2.6. Opportunities to exports
Bangladesh’s export basket has got a new item ‘Halal meat’ as Bengal Meat
Processing Industries Limited (BMPIL) has started exporting it to the Middle East,
Dubai, Kuwait, Saudi Arabia, Europe (some countries) and other destinations. About
30 crore Muslims living in the Middle East and Southeast Asian countries depend on
Halal meat. There is bright prospect of exporting Halal meat to Malaysia from
Bangladesh.

5.7.2.7. Opportunities to add value to waste products
Slaughter and tannery waste products can be used for producing high quality feed
supplement for animals, fish feeds and export oriented value added different
products and as raw materials for Pharmaceutical industries in Bangladesh.

5.7.2.8. Opportunities to develop public–private partnerships in vaccine
production and marketing
Beef cattle production is subject to the risk of disease, accident and death often
causing decline in farm production ultimately leading to a threat to the country’s
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food security system. Only a small amount of vaccine is produced in the country by
the public sector in Bangladesh. Scope exists for public–private partnership
participation in production and marketing of livestock vaccine.

5.7.2.9. Employment opportunities of beef cattle agribusiness
This sector can help Bangladesh to attain Millennium Development Goals as it
provides employment opportunities for women that would eventually help in
promoting gender equality, women employment, and ultimately poverty reduction.
This sub-sector agribusiness offers employment opportunity to millions of
Bangladeshis as; cattle producers, cattle traders, different value chain actors and
butchers etc.

5.7.2.10. Government draws attentions and priorities on beef cattle
agribusiness
Bangladesh Government sketch attention to reform livestock policy and priorities
beef cattle to improve productivity, efficient value chain, shortage of feeds and
fodder resources and provide demand driven extension service etc. Because beef
cattle sub-sector is a livelihood development tools for poor and pro poor,
employment and income generation and poverty reduction, nutrition, food security
and safety, and social safeguards, export earnings, provides new raw material for
industry, serves a social security for the rural poor, and provides security against
crop failure or damage during draught or cyclone. For this reason, now a day small
scale cattle farming transfer to agribusiness.

5.7.2.11. Opportunities for foreign investment
The abundance of natural resources available in Bangladesh supports a range of
highly profitable investment opportunities in beef cattle sub-sector agribusiness.
Livestock commodities have a comparatively higher value added than nonagricultural commodities. The Windows of Opportunity sighted for the beef sector
include the following:


Investment on commercial cattle farming.



Investment on established slaughter house/ abattoir, butcher equipment and
processing facility.
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Investment on by products processing and value adding.



Investment on feed and fodder production and improved breeding services.

Bangladesh government encourage three types of foreign investment 100 percent
foreign own, joint venture with private sector, and joint venture with public sector.
Tannery industry is one of the most important agribusiness sectors. There are 240
tanneries in Bangladesh so many are involving in this sector for doing business. In
2008-09 total export of leather, leather goods were $381.14m. Bangladesh produces
between 2% and 3% of the world’s leather. Foreign direct investment in this sector
along with the production of tanning chemicals appears to be highly rewarding due
to the presence of basic raw materials for leather goods including shoes, a large pool
of low cost trainable labour, and a tariff concession facility to major importing
countries under Generalized System of Preferences (GSP) coverage. Thus
Bangladesh is an ideal offshore location for leather and leather products
manufacturing with low cost but high quality. The government is in the process of
setting up a separate Leather Zone, relocating the existing industry sites to a wellorganised environment. Investments in agribusiness industries in Bangladesh are
encouraged with the following support measures:


The Equity Entrepreneurship Fund for development of agribusiness industry.



Special loan facilities available to set up an agribusiness.



Agribusiness industry enjoys tax holidays.



Any investment in this sector will enjoy similar tax amnesty as available in
other sectors.



Cash incentives to the exporters’ ranges from 15% to 20% in various sub
sectors

5.7.3 Competitiveness analysis (SWOT)
Competitive analysis shows the competitiveness of something in terms of its internal
and external factors. Strengths and weaknesses are the internal factors, whereas
opportunities and threats are the external factors. This analysis is also called SWOT
analysis (Gmark 2007).
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5.7.3.1 SWOT analysis
The SWOT analysis framework involves analyzing the strengths (S) and weaknesses
(W) of the business’s internal factors and the opportunities (O) and threats (T) of its
external factors of performance. Through this analysis “strengths and weaknesses
within an organization can be matched with the opportunities and threats operating
in the environment so that an effective strategy can be formulated” (Andrews et al.,
1969). Therefore an organization can derive an effective strategy by taking advantage
of its opportunities by using its strengths and neutralize its threats by minimizing
the impact of its weaknesses. Moreover, SWOT analysis can be applied to both in
agribusiness as well as a specific sub-sector in order to identify new business
strategies and appraise sub sector agribusiness feasibility.

5.7.3.2 External and internal factors of SWOT analysis
The SWOT analysis classifies the internal aspects of the beef cattle agribusiness as
strengths or weaknesses and the external situational factors as opportunities or
threats.

5.7.3.3 Analysis on internal and external factors
The results of the present study are presented in following heading to develop
effective beef cattle sub-sector agribusiness strategies.

5.7.3.3.1 External factor evaluation (EFE Matrix)
The Matrix External Factor Evaluations (EFE) uses the weighting scoring system to
identify the value opportunity weight and threat for beef cattle producers in
northern Bangladesh. However, the EFE matrix process uses the following five
steps:
1. Key external factor: The first step was to gather a list of external factors and
divided them into two groups: opportunities and threats.
2. Assign weights: Weight is assigned to each factor. The value of each weight
should be between 0 and 1. Zero means the factor is not important, while one
means the factor is the most influential and critical. The total value of all
weight put together equal one.
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3. Rating: Rating is assigned to each factor. And is 1 and 4. Rating indicates how
effective the beef cattle agribusiness strategies respond to the factor. Rating
captures whether the factor represents a major threat rating 1, minor treat
rating 2, minor opportunity rating 3 and major opportunity rating 4.
4. Score: Multiply each factor weight with its rating in order to calculate its
weighted score.
5. Total all weighted scores: Add all the weighted scores of each factor, in order
to calculate the agribusiness total weighted score.
The results are presented in following heading to develop effective beef cattle
agribusiness strategies.

5.7.3.3.2. Internal factor evaluation matrix (IFE matrix)
IEF Matrix is a strategic management tool used for evaluation of strengths and
weakness for internal factors affecting the development of beef cattle in study areas.
From Table 11.2, it can be seen that the highest weight score is 0.256 which implies
that factors that are effective are innovation. These are important internal factors
which are effective to develop the beef cattle in northern Bangladesh to support the
food estate program. The result also shows that the sum of total weight score is
2.610. Therefore, it can be concluded that the strategy of developing beef cattle in
northern Bangladesh has been effective in using the strength and minimizing
weakness factors which had contributed to negative impact same to Gunawan
(2001). Suryana (2009) in his study also stated that in order to enhance the role of
beef cattle as meat suppliers and livestock income sources, it is advisable to apply an
intensive maintenance system with an improved feed management and improved
quality of cattle with disease control. As for the improvement of genetic quality of
the female calves, it is suggested to keep them in the breeding area for subsequent
use as up grading cattle. Increased interest and motivation of cattle ranchers to
expand their business can be facilitated through incentives in production.

276

Table 5.7.1 Internal Factor Evaluations Matrix ( IFE Matrix)
Internal Strategies Factor
Strength
S1
Domestically produced
S2
Beef cattle are renewable natural
S3
Large number of labour force
S4
Government is committed to develop the sector
S5
High interest in beef cattle rearing among
respondents
S6
Rapid growth of supermarkets, restaurant and
tourist hotel
S7
Availability of innovative technology
S8
Favorable geographical location, climate and
breed
S9
Consumers preference for beef
Total Strength
Weakness
W1 Lack of feed and fodder
W2 Lack of meat processing knowledge
W3 Prevalence of Anthrax diseases
W4 Lack of sufficient and proper slaughter houses
W5 Limitations of supporting institutions related to
beef cattle
W6 Inadequate institutional support
W7 Lack of working capital
W8 Limited number of local cattle breed
W9 No organized marketing system
Total Weakness
Total

Weight
{Coefficient
importance (0-1)}

Ratin
g
(1-4)

Score
(coefficient
* rank)

0.064
0.059
0.057
0.054
0.052

4
4
4
4
4

0.256
0.236
0.228
0.216
0.208

0.065

3

0.195

0.056
0.046

3
3

0.168
0.138

0.041

3

0.123
1.768

0.064
0.063
0.058
0.055
0.048

2
2
2
2
2

0.128
0.126
0.116
0.110
0.096

0.048
0.064
0.053
0.053

2
1
1
1

0.096
0.064
0.053
0.053
0.842
2.610

1.00

Source: Field Survey 2014

5.7.3.3.3. External factor evaluation matrix (EFE Matrix)
EFE matrix is used the weighting scoring system to identify the value opportunity
weight and threat for beef cattle producers in the study areas. Based on external
evaluation matrix the results (Table 5.7.3) show that the total score for the
opportunity factor is 1.725 and the threat is 0.713 and total score 2.438 indicate beef
cattle agribusiness has a significant opportunity while minimizing threat in the
study area which is similar to Achmad et al., (2012) and Prastit et al.,(2012). This is
consistent with Nugroho (2006) findings which states that the development of
animal husbandry as a part of agricultural development will be associated with the
reorientation of agricultural development policy. Animal husbandry development
has new paradigms, namely alignment to people in general, responsibility
delegation, structural change, and people empowerment. Therefore, it is necessary to
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formulate strategies and policies that are comprehensive, systematic, integrated both
vertically and horizontally competitive, sustainable and decentralized.
Table 5.7.2 External Factor Evaluations (EFE Matrix)
External Strategies Factor
Opportunities
O1 Potential demand for beef over the country
O2 Government support to develop beef cattle
O3 Domestic and foreign private sector interested to
invest
O4 High potential for profitable slaughter and processing
business
O5 High value addition potential
O6
Consumers express more interest and are willing to
pay for safe food
O7 Options for private public partnership in domestic
market for product differentiation & diversification
O8 Labor intensive and employment opportunities
O9 Scope exists for developing backward and forward
linkage.
Total Opportunities
Threats
T1 Low productivity
T2 Increase in feed prices
T3 Increase in cattle prices
T4 Absence of pasture lands
T5 Poor access to credit
T6 High transportation cost (Illegal toll for cattle
marketing)
T7 Beef cattle smuggling and Indian traders are selling
cattle on credit
T8 Spread of cattle diseases
T9 Lack of veterinary check up animal before and after
slaughter and low hygienic handling the meat lead to
health risk for consumers
Total Threats
Total

Weight
{Coefficient
importance (0-1)}

Rating
(1-4)

Score
(coefficient*
rank)

0.071
0.065
0.074

4
4
3

0.284
0.260
0.222

0.051

4

0.204

0.067
0.061

3
3

0.201
0.183

0.055

3

0.165

0.041
0.014

4
3

0.164
0.042
1.725

0.064
0.061
0.046
0.041
0.065
0.063

2
2
2
2
1
1

0.128
0.122
0.092
0.082
0.065
0.063

0.061

1

0.061

0.057
0.043

1
1

0.057
0.043

1.000

0.713
2.438

Source: Field Survey 2014

5.7. 4 Internal External Matrix (IE Matrix)
IE matrix is a simple analytical framework that is based on final summary of internal
and external factors (IFE, EFE). It can specify appropriate strategy for the beef cattle
agribusiness. Based on the evaluation of internal factors (IFE) and external factors
(EFE) of the agribusiness, the following results were obtained:
Here IFE>EFE which indicates great opportunities to formulate the effective
strategies for exploiting their strengths and minimize the weaknesses which is
similar to Achmad et al. (2009) and Riston (2008). Based on the research on model
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policy for beef cattle development, Achmad et al. (2009) found the score of the
internal and external factors was 2.603 and 3.457, respectively.

They point out that the government policy should be aimed at intensive programs,
such as market penetration, market development and developing products. The
government policy should also be aimed at integrating programs such as backward
integration, forward integration and product integration. In addition, researcher
added integrative government policies could also be developed for beef cattle
agribusiness in study areas. In the study area, the opportunities prevailed for
expansion beef cattle agribusiness by minimizing the weakness and threats and
utilizing the strength and opportunities. The progressive strategy is recommended
which means the beef cattle agribusiness is in a fit and steady condition. The position
of beef cattle agribusiness in the study areas is the first quadrant where the value of
the difference of internal factors and external factors are positive, i.e. 0.926 and 1.012.
Position of the beef cattle business is located in the first quadrant indicates the
business areas is a strong and full likelihood business. It is possible to have an
expansion, increase the growth and get the maximally.

5.7.5 Formulating Alternative Strategies:
Here different types of strategies were transferred to the strategic planning table
after the examination of specific components of SWOT. The SWOT model is
comprised of a two-dimensional coordinate table; each of its four areas is the maker
of a group of strategies.
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The following table might help you organize the strategies in each area:
Opportunities

Strengths

(internal, positive)

Weaknesses

(internal, negative)

(External, positive)

Threats

(external, negative)

Strengths-opportunities
strategies

Strengths-threats
strategies

Weaknesses-opportunities
strategies

Weakness-threats
strategies

Which of the farm’s strengths can be How can researcher use the
used to maximize the opportunities farm’s strengths to minimize
researcher identified?
the threats identified?
Which actions can researcher take to
minimize the farm’s weakness using the
opportunities ?

How
can
researcher
minimize
the
farm’s
weaknesses to avoid the
threats identified?

Based on findings of SWOT analysis, four strategies are formulated which are
presented in Strategic Planning Table 5.7.4.
ST strategy or competitive: ST strategy was generated by using strengths of the beef
cattle agribusiness to avoid facing threats.
WO Strategy or conservative: WO strategy was formulated by considering the
potential advantages latent in environmental opportunities to make up for the
weaknesses.
WT Strategy or defensive: WT strategy was formulated by considering minimizing
loss from threats and weaknesses.
The following are the results of the analysis of internal and external factors found in
the study for further beef cattle agribusiness development used in the pair wise
comparison analysis, where the results of the analysis were made in the from SWOT
matrix below;
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Table 5.7.3 Strategic planning table for alternative strategies

SW

OT

O1.
O2.
O3.
O4.
O5.
O6.
O7.
O8.
O9.

T1.
T2.
T3.
T4.
T5.
T6.
T7.
T8.
T9.

SW
OT

Strength
Domestically produced
Beef cattle are renewable natural
Large number of labour force.
Government is committed to develop the sector
High interest beef cattle rearing among respondents
Rapid growth supermarkets, superstore, restaurant and
tourist hotel.
S7. Availability of innovative technology
S8. Favorable geographical location, climate and breed
S9. Consumers preference for beef
S1.
S2.
S3.
S4.
S5.
S6.

Opportunities
Potential demand for beef over the country.
Government support to develop beef cattle
Domestic and foreign private sector interested to invest.
High potential for profitable slaughter and processing
business
High value addition potential
Consumers express more interest and are willing to pay
for safe food
Domestic oriented processing plants have options to
differentiate and diversify their products to satisfy some
of the untapped markets
Labor intensive and employment opportunities
Scope exists for developing backward and forward
linkage.
Threats
Low productivity
Increase in feed prices
Increase in cattle prices
Absence of pasture lands
Poor access to credit
High transportation cost (Illegal toll for cattle marketing)
Beef cattle smuggling and Indian traders are selling cattle
on credit
Spread of cattle diseases
Lack of veterinary check of animal before and after
slaughter and low hygienic handling the meat lead to
health risk for consumers

W1.
W2.
W3.
W4.
W5.
W6.
W7.
W8.
W9.

Weakness
Lack of feed and fodder
Lack of meat processing knowledge
Prevalence of Anthrax diseases
Lack of sufficient and proper slaughter houses
Limitations of supporting institutions related to beef
cattle
Inadequate institutional support
Lack of working capital
Limited number of local cattle breed
No organized marketing system.

SO Strategies (Aggressive) based on this sector’s
advantages use external environment’s pleasant
opportunities:

WO Strategies(conservative)- by improving sector’s
disadvantages use external environment’s pleasant
opportunities

SO1. (S1,S2,S3,S4,O1,O2,O3,O4)

WO1. (W3, W4, W5, O1, O2,O6)

Developing an integration strategy involving farmers,
value chain actors and meat processing industries. This
can improve productivity through transferring beef
fattening technologies, provide support services and
sustainable market linkage. Developed new meat
processing farm or abattoirs by PPP model in producing
areas and determining strategies for marketing with a goal
of increasing domestic and foreign markets share.

Develop policy on sustainable intensive and semiintensive beef cattle production by optimizing the
principles of low external input sustainable beef cattle
based industry and zero waste approaches of byproducts and also development contract framing model
with provision of self help group formation, skill
development, provide input and finally market linkage.
Medium-term strategy

Short-term strategy
ST Strategies(competitive)-based on sector’s advantages
use overcoming opportunities of external environment’s
non-pleasant influence
ST 1. (S1,S2,S3, S7, T1,T4,T6)

WT Strategies(defensive) - by improving its weak
point in sector’s external environment’s non-pleasant
condition and overcome its consequences
WT. 1. (W1,W2, W3, W5, T1,T5,T6)

Development contract framing model with provision of
self help group formation, skill development, provide
input and finally market linkage and increasing the role of
safe guards to guarantee the safeties of cattle fattening in
legal way
Medium-term strategy

Source: Author own illustration 2014
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Optimizing government role by supporting programs,
which increase agribusiness potential with an
integration system, increasing knowledge and ability of
ranchers by training programs and assistance.
Long-term strategy

5.7. 6 Choosing Priority Strategy by the QSPM matrix
Qualitative Strategic Planning Matrix (QSPM) is prepared in order to choose and
determine which strategy is the best to recommend to beef cattle development.
Table 5.7.4 Quantitative strategies planning matrix (QSPM)
.Sl.
No.

O1
O2
O3
O4
O5
O6
O7
O8
O9
T1
T2
T3
T4
T5
T6
T7
T8
T9

S1
S2
S3
S4
S5
S6
S7
S8
S9
W1
W2
W3
W4
W5
W6
W7
W8
W9

External and internal factors

Weight
Strategy-I
AS
TAS
b
c=a*b

STRATEGY - SO
Strategy-II
Strategy-III
AS TAS
AS TAS
d
e=a*
f
g=a*
d
f
4
0.056
4
0.056
2
0.082
4
0.164
3
0.183
3
0.183

Opportunities

a

Potential demand for beef over the country.
Government support to develop beef cattle
Domestic and foreign private sector interested to
invest.
High potential for profitable slaughter and
processing business
High value addition potential
Consumers express more interest and are willing
to pay for safe food
Domestic oriented processing plants have options
to differentiate and diversify their products to
satisfy some of the untapped markets
Labor intensive and employment opportunities
Scope exists for developing backward and forward
linkage.
Threats
Low productivity
Increase in feed prices
Increase in cattle prices
Absence of pasture lands
Poor access to credit
High transportation cost (Illegal toll for cattle
marketing)
Beef cattle smuggling and Indian traders are
selling cattle on credit
Spread of cattle diseases
Lack of veterinary check of animal before and
after slaughter and low hygienic handling the
meat lead to health risk for consumers
Strength
Domestically produced
Beef cattle are renewable natural
Large number of labour force.
Government is committed to develop the sector
High interest beef cattle rearing among
respondents
Rapid growth supermarkets, superstore, restaurant
and tourist hotel.
Availability of innovative technology
Favorable geographical location, climate and breed
Consumers preference for beef
Weakness
Lack of feed and fodder
Lack of meat processing knowledge
Prevalence of Anthrax diseases
Lack of sufficient and proper slaughter houses
Limitations of supporting institutions related to
beef cattle
Inadequate institutional support
Lack of working capital
Limited number of local cattle breed
No organized marketing system
Total of attractiveness score (TAS)

0.014
0.041
0.061

3
4
3

0.042
0.164
0.183

0.051

4

0.204

3

0.153

2

0.071
0.074

4
3

0.284
0.222

3
4

0.213
0.296

0.067

3

0.201

4

0.065
0.055

4
3

0.260
0.165

0.063
0.043
0.065
0.064
0.061
0.057

1
1
1
2
2
1

0.046

Strategy-IV
AS
TAS
h
I=a*h
2
4
3

0.028
0.164
0.183

0.102

3

0.153

3
2

0.213
0.148

4
4

0.284
0.296

0.268

3

0.201

3

0.201

3
3

0.195
0.165

3
2

0.195
0.11

3
4

0.195
0.22

0.063
0.043
0.065
0.128
0.122
0.057

2
1
3
2
3
3

0.126
0.043
0.195
0.128
0.183
0.171

4
3
3
4
4
3

0.252
0.129
0.195
0.256
0.244
0.171

4
4
3
3
4
3

0.252
0.172
0.195
0.192
0.244
0.171

2

0.092

3

0.138

3

0.138

4

0.184

0.041
0.061

2
1

0.082
0.061

2
3

0.082
0.183

3
4

0.123
0.244

3
4

0.123
0.244

0.059
0.064
0.057
0.065
0.056

4
4
4
3
3

0.236
0.256
0.228
0.195
0.168

2
2
3
3
2

0.118
0.128
0.171
0.195
0.112

3
3
3
2
2

0.177
0.192
0.171
0.130
0.112

2
2
1
2
2

0.118
0.128
0.057
0.130
0.112

0.052

4

0.208

2

0.104

1

0.052

1

0.052

0.046
0.054
0.041

3
4
3

0.138
0.216
0.123

3
3
4

0.138
0.162
0.164

3
2
3

0.138
0.108
0.123

2
3
3

0.092
0.162
0.123

0.064
0.053
0.048
0.063
0.058

3
4
2
2
2

0.192
0.212
0.096
0.126
0.116

3
2
3
3
4

0.192
0.106
0.144
0.189
0.232

3
1
1
2
2

0.192
0.053
0.048
0.126
0.116

2
3
3
4
2

0.128
0.159
0.144
0.252
0.116

0.055
0.064
0.053
0.048

2
2
2
3

0.11
0.128
0.106
0.144
5.436

3
2
4
4

0.165
0.128
0.212

2
2
2
1

0.11
0.128
0.106
0.048
5.254

3
3
2
2

0.165
0.192
0.106
0.096
5.833

5.520

N.B: Attractiveness score (AS) is: 1=not attractive, 2=somewhat attractive, 3= reasonably attractive, and 4= highly attractive
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Based on the SWOT matrix analysis these strategies chosen to be implementing to the
real condition of beef cattle development. Table 5.7.5 showed that the value TAS is
5.833, which is chosen as best strategy to develop beef cattle agribusiness. The
implementation of strategy IV is supported by strategies I, II and III because in order to
streamline the provision of developing integrated strategy involving farmers, value
chain actors and meat processors. These findings are consistent with the results of
Ananto et al., (2011). Furthermore the researcher recommends improving beef
productivity through transferring innovative beef fattening technology, increase
support services and sustainable market linkage. New meat processing firms or
abattoirs may be developed by PPP model in producing areas and adopting marketing
strategies for increasing domestic and foreign markets share. This model should be
supported by government through providing advanced technologies for cattle
fattening, feed processing and meat processing, which would lead to innovative beef
cattle agribusiness.
5.7. 7 Strategy to improve beef cattle agribusiness
Table 5.7.6 provides a summary of key findings that impede the competitiveness of beef
cattle agribusiness done with suggested interventions in the study areas.
Table 5.7.5 Strategy to improve of beef cattle agribusiness
Issue/Barriers/Problems
A. Technical problems and solution
Lack of beef breeds
Lack of standard cattle
fattening technologies and feed
ingredients at local level
Lack of veterinary service
Lack of marketing skill and
capacity
Use of unauthorized growth
promoter for cattle fattening
Lack of slaughtering and
processing process

Interventions/Solutions

Actions taken by

Development of beef breeds for increased productivity at10.
farm level.
11.
Encourage the rural poor cattle farmers in cattle
fattening using improved technologies, quality beef
production and establishing linkages with market actors.12.
Increased ratio of vaccination and mapping for disease 13.
prediction
Develop local service provider or pravate
14.
Apply fattening techniques towards organic cattle
farming.
15.
Policy update to discourage use of growth promoter for 16.
fattening
17.
Butchers would be trained on scientific methods of
18.
slaughtering, meat processing and preservation
technique.
National Beef Research Institute would be established to
carryout research in various aspects of cattle farming

Government
NGOs+Governmen
t+Private enterprise
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Government. +DLS
DLS+ Veterinary
University
NGOs+ Private
enterprise
Government
Government.+DLS
Government.

Table 5.7.6. Contd.
B. Economic problems and solution
Lack of working capital for beef
cattle agribusiness
Lack of coordination of different
actors
Lack of processing factory
Lack of contract farming and self
help groups

C. Market
Lack of cattle market infrastructure
and disposal system of waste
products
Lack of marketing and distribution
system
Processing in unhygienic condition

Provide high amount credit to cattle farmers and low interest 19.
rate.
20.
Facilitate and linking farmers with different agribusiness
21.
operators (Company) and traders.
Plan and build up meat processing factories in north Bengal
Organize self help group for easily access inputs and support 22.
service with provision of contract farming.
23.
Development of backward and forward linkage system to help
24.
improvement of existing cattle farming system into private
25.
enterprises.
26.

NGOs and Banks

Improve market infrastructure
27.
Transparence of price, transaction method and market
28.
information between farmers and agribusiness actors
Organize and upgrade meat distribution network
Policies to encourage beef cattle fattening towards high quality,29.
safety and competitive meat price for high income domestic
30.
market Dhaka, Chittagong etc.
31.
Encourage private sector to establish mechanized slaughter
32.
house.
33.

Government
Private enterprise
and media
Private enterprise

NGOs, Dept. of
Extension
Private enterprise
Farmers and NGOs
NGOs and Private
sector

Government
Government

Source: Field survey 2014

5.7.8 Core findings from SWOT analysis and QSPM
So it is possible to continue to expand (expansion) to increase the growth and
development. Based on SWOT analysis the weighted scores are1.725, 2.438, 1.768, and
0.842 for opportunities, threats, strength and weakness respectively. Opportunities
prevailed for expansion beef cattle agribusiness in the study area by minimizing the
weakness and threats and utilizing the strength and opportunities. The strategy
recommendation that was given is progressive strategy, means the beef cattle
agribusiness is in a fit and steady condition. The position of beef cattle agribusiness in
the study areas is the first quadrant where the value of the difference of internal factors
and external factors are positive, i.e. positive 0.926 and 1.012.Position of the beef cattle
business is located in the first quadrant indicates the business areas is a strong and full
likelihood business. Results of the QSPM matrix analysis show that SO strategy is the
best among the four strategies and total attractiveness score (TAS) is 5.833. So the
strategy IV is chosen and other strategies will support strategy IV. Some
recommendations to enhance beef cattle agribusiness in the study area are put forward:
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Preparing strategic plans for beef cattle agribusiness combination with producer
and meat processor by public private partnership.



Formal production- marketing contract farming of beef cattle may be introduced.



Encourage investment on commercial cattle fattening, meat processing, and
butcher equipment and distribution network.



Arrangement for access to institutional credit with reasonable interest rate may
help stable production of beef cattle.



Introduction of suitable/appropriate vehicles for transportation of cattle during
buying and selling.



Encourage

development

agencies

for

taken

development

projects

like

Samiriddhi, SDVC, CLP, M4P, Value chain etc


Raising awareness about use of cattle fattening technology among the farmers,
traders, and value chain actors.
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CHAPTER–6
SUMMARY, CONCLUSION AND RECOMMENDATIONS
6.0 Introduction
This chapter focuses on the findings in the light of the discussion made in the earlier
chapters. Conclusions and recommendations have been made on the basis of
empirical results. Policy recommendations are drawn for improvement of existing
beef cattle agribusiness in Bangladesh. This final chapter is divided into four
sections.

6.1 Summary
Cattle rearing in Bangladesh are an inseparable and integral part of the agricultural
farming and agribusiness. About 24.5 million cattle heads are distributed throughout
the country which ranks 12th in the world and 3rd in Asian countries. The number of
cattle in Bangladesh has already increased due to various initiatives taken by the
government and private entrepreneurs. The per hectare density of cattle head in
Bangladesh is higher than any other country in the world. The study was conducted
on beef cattle agribusiness. Because of agro-climatic condition of Bangladesh, beef
cattle agribusiness could be an effective pathway of poverty alleviation by
generating income and employment of rural people. From the analysis made in the
previous chapters the following salient summary drawn below:
i)

Statistics about the cattle fattening farm is not available. However, during
the last two decades, cattle fattening programme has increased due to NGOs
and DLS’s initiatives and credit support by MFIs. It is estimated about 40%
of the crossbred cattle slaughtered are fattened. Due to increase demand for
quality meat, cattle fattening has become a lucrative enterprise for
smallholder farmers. Most smallholder farmers use urea-treated straw,
slight concentrate and fodder for fattening 1to 4 cattle at a time. Beef cattle
fattening is considered to have high income generating potential.

ii) Beef cattle fattening was able to generate the employment for farm
household members, especially the unemployed family members like
housewife, because family members who took a major responsibility in
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cattle fattening operation was the one who had to stay at home to take care
their children and domestic house work.
iii) Beef cattle value chain is found as efficient and equitable along the

chain

and productive in pursuit of developing objectives for poverty reduction.
Beef cattle agribusiness contributes an important part in family income in
Bangladesh. Price of live cattle and beef tends to move upward, market
force of beef is relatively high in Bangladesh, especially in big cities and
foreign beef market that affected to whole value chain of beef cattle in
Bangladesh.
iv) The present study indicated that 53.3% farmers practice fattening only
before Eid-ul-Azha and rest of the farmer use fattening round the year. Out
of 180 respondents 16.7% farmers done fattening for 3 months or less and
maximum farmers (58.7%) operated for the period of 3 to 6 months and
24.7% farmers fattened their cattle for 6 months to 1 year. Sex is the crucial
point for fattening, majority (80.7%) of them selected uncastrated male and
rest of them fattened castrated male. Anabolic steroids were practiced 86%
in Pabna district and have a significant difference from other two districts.
Regarding occupation agriculture was the occupation for around 67% of
respondents. The result demonstrated that respondents of low income used
more anabolic steroid. About 30 to 60% of the family income came from
cattle fattening business. About 58% respondents used anabolic steroid for
the period of 3 to 6 months cattle fattening.
v) Cattle hides value chains that are: (a) pertinent to the program expertise, (b)
can create opportunities for additional employment, (c) have scope for
diversifying the export portfolio of Bangladesh, (d) have an impact on
income and employment, and (e) have the potential to increase compliance
to social and environmental standards.
vi) In the value chain of beef cattle, farmers shared 49.36% of the value added
cost followed by hotel/restaurant owner (29.71%), traders (9.50%) and
received 21.37% of profit (additional value) in the chain. On the other hand,
butcher, processing companies and hotel or restaurant owner shared cost of
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4.39%, 6.50% and 29.71% and received profit at 14.19%, 17.25% and 25.61%
respectively. It was observed that traders, butchers and meat processing
companies were more benefited in beef value chain agribusiness. In the
value addition process, farmer received 21.58% of profit in 3-5 months,
traders 21.37% in 7-10 days, butcher 14.19% in 2-3 days, meat processor
17.25% in 2-7days while restaurant owner shared 25.61%. Among the actors,
butcher and meat processor gained more profit in terms of short time
involvement in the chain.
vii) It is clear from the study that Bangladesh has a comparative advantage in
raw hide production. However, this comparative advantage is not yet
turned into a value adding to raw hides.
viii) Financing was a major issue for some private investors. Some believed that
public banks could provide more financial resources, especially medium to
long term capital.

However, these public banks lacked the capacity to

perform needed due diligence across the wide range of beef cattle value
chains.

The study found out that microfinance services were good but

borrowers wanted actors to integrate in their value chain to understand
their situation to create better product. The researcher also found out that
group loans were preferable to individual loans because most of the beef
cattle stakeholders are small scaled and still exclude from formal financial
markets with high collateral requirements. Beef cattle value chain actors
have received credit 11.25% from internal sources and 70.55% has received
loan from outside the chain/external financial sources including 91.46%
from formal sources and 8.54% from informal sources. The value actors
faced some problems. About 32% of the value chain actors acknowledged
lack of collateral security as a constraint, while about 24.22% realized lack of
guarantor. Others are in the following order, high interest rate (26.00%),
mode of repayment (12.00%) and lack of information about the VCF.
ix) Logit regression analysis was used to investigate the socioeconomic
influencing factors of value chain actors on the decision to access of VCF.
2
The results of R were 0.403 and 0.713 for both financial sources which was
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greater than the significant level of 0.05 which was an indication of the
model good fitness a justification that the socioeconomic factors of value
chain actors have significant effect on access to VCF for operating their
activities in the study area.
x) The highest value was added by wet blue leather producers (34.30%),
followed by finished leather producer (20.58%), crust leather producers
(20.58%), Aratdar (13.72%) and local raw hides collectors (10.81%).
xi) Cattle fattening enterprise is a potential and effective option for poor and
extreme poor and gained prominence as an important agribusiness sector of
agriculture in Bangladesh. It gives the farmer year round work and provides
him with additional income. Farmers earned net profit BDT 13,, 350.84 per
cattle through rearing of four moths. This implies that the cattle fattening
business was revealed to be profitable and worth venturing into as a source
of year round income and play a vital role in poverty reduction, creation of
self employment opportunities in rural areas and animal protein supply.
xii) Based on SWOT analysis the weighted scores were 1.725, 2.438, 1.768, and
0.842 for opportunities, threats, strength and weakness respectively.
Opportunities and strength scores are higher than the threats and weakness
of beef cattle agribusiness. The results indicated the great opportunity to
explore the beef cattle agribusiness. Results of the QSPM matrix analysis
show that SO strategy is the best strategy among the four strategies and
total attractiveness score (TAS) was 5.833. So the strategy IV is chosen and
other strategies will support strategy IV.
xiii) Despite high potential of beef cattle agribusiness of Bangladesh it faced
various socio-economic constraints such as; lack of feed, breed, inadequate
veterinary services, lack of capital, and limited market access. The actors
involved in the process of beef cattle value chain are also facing various
problems. The consumers of beef also faced different problems such as lack
of quality meat, non-provision of grading, non-availability of meat,
defective weighing system, and price hikes, etc.
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6.2 Conclusions
Following conclusions were drawn for beef cattle agribusiness development;
i)

The analysis of the production system identified several key causes of low
productivity of beef cattle and off-take:


small herd size;



absence of beef cattle breeds



limited access to quality feeds and fodder due to high cost of commercial feeds;



Inappropriate credit flows



low investment on beef cattle agribusiness, and



lack of functional animal health services.

ii) The researcher envisaged the beef cattle value chain that:
 is efficient and equitable along the chain and productive in pursuit of development
objectives for poverty reduction;
 farmers have adopted this enterprise as profitable venture in their own line;
 BVCA still remain a challenge which calls for proper marketing strategies such as
linking farmers with supermarkets. Inadequate slaughter, quality and safety, and
labeling are other challenges that require urgent attention through acquiring
Hallal certification from Islamic Foundation.
 scope exists for up scaling of activities at different stages in value chain, and
 play a significant economic role in rural Bangladesh, including the generation of
income, employment for farmers, traders, service providers, butchers, processors and
exporters etc.

Beef value chain analysis identified the actors, linkages, flow of product, value
added and constraints at each node of the value chain. The result indicated that
the key actors in beef cattle value chain were input suppliers, producers,
processors, distributors and consumers. The actors were involved in very low
regional and international trade of the commodity. The result of the analysis
indicated that beef cattle value chain was profitable at every stage of the value
chain. A number of constraints were indentified in beef cattle value chain, at the
production and live animal trading stage, where the formal trading channel has
had mixed success in marketing irregular and variable-quality supply. Key
challenges include: ineffective livestock marketing groups, pervasive sale on credit
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and late payment , lack of transparency on quality, health and weight, Value chains are
affected by market infrastructure, price variations (short or long term), access to
knowledge and emerging technologies, and groups that can directly influence the
dynamics of the value chain, and rapidly-growing commercial cattle farms constrained
by feed, water, land and finance; and

iii) Beef cattle play an important role both in the rural and national level economy. It
is a very important factor which added security to food supply and production.
For the farmer, livestock provide liquid assets, a hedge against inflation and a
means of reducing the risks associated with crops when used in mixed farming
systems.
iv) The value chain analysis is very crucial issue facing the agribusiness sector of
the country economy as the Char agribusiness is been noted for the sale of live
animal production and marketing is one of the major livelihood option in study
area. And have been noted to be under performing due to the challenges
of value chain, it became imperative to analyze the value chain of beef cattle in
northern Bangladesh. There is a very strong interest in the development of
branded meat products that can be supported by certified production and
processing protocols that are subject to investigates.
v) Value addition contributes to the reduction of poverty through the improvement
of household incomes. The BMPIL and Pabna Meat Company would be well
served to learn more and encourage value chain formation. A number of
different forms and opportunities can be expected to arise. Initial support and
the provision of expertise will facilitate this development. The value chain
analysis is very crucial issue facing the agribusiness sector of the Bangladesh
economy, as the Bangladesh beef cattle sub-sector agribusiness is been noted
for livelihood improvement and expenses the business

and also sells

raw

materials for pharmaceutical and leather industries.
vi) Production, processing and distribution of beef cattle commodities are being
increasingly organized into value chains where the flows of inputs, products,
information and financial resources are integrated to improve the performance
of all players including farmers, processors, retailers and others. The growing
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competition in trade in beef products has necessitated adoption of value chain
concept through enhancing linkages between various players in order to reduce
costs and add value. Very little has been done to exploit the potential of cattle
sector through developing its base from micro level. Therefore, value chain
development would be helpful to increase indigenous cattle production and
assisting in its efficient distribution. It would also help raise the economy of
cattle farming, generate income in the cattle farming households and ultimately
contribute to alleviate poverty.
vii) Food security embraces food production, stability of supply and access to food. Livestock
play a role in all three aspects: they make a significant contribution to food production
through the provision of high value protein-rich animal products; they indirectly support
crop production through draught power and manure; they stabilize supply; and finally,
they are the most significant source of income and store of wealth for smallholders,
thereby providing access to food.
viii) The research findings indicate that there is significant potential to promote the
production of beef cattle and beef products in the char areas. The following are
factors and competitive advantages in favor of promoting investment in beef
cattle production and processing in the study areas: a) the availability of cross
breed calves and high skill motivated cattle farmers interested in beef cattle
population b) favorable land, weather and natural resources for beef cattle
production c) the availability of facilities suitable for downstream cattle
production and processing d) well-established meat processing lead firm.
ix) The beef cattle value chain in the study area was under-developed and it was
characterized by low value addition among the semi-intensive and intensive
productions and high value addition among the beef cattle fatteners. There were
challenges for beef cattle value chain in the study area, which included high
prices of feeds, limited availability of credits to expand fattening enterprises, no
designated area for conducting fattening, unreliable value of feed stuff, lack of
improved fattening skills/education, poor linkages and low collaboration
among and between the actors in the chain. Despite all these shortcomings, there
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are also opportunities to expand and improve beef cattle value chain and foster
economic growth both at the local and national level.
x) Beef cattle trading were adequately profitable and can sustain commercial
financing under the current operational situation. Their high levels of
profitability were particularly enabled by the short tenure of their transactional
cycle and a stable market for beef cattle products especially fresh meat.
xi) The butchers slaughter cattle in open place using traditional skills, which do not
allow adequate draining of blood slaughtered animals, proper flaying and
hygienic meat production. There were almost complete absence of modern
slaughterhouse and meat processing companies in Bangladesh. Existing
slaughterhouses are un-hygienically operated, resulting in poor quality of beef
production. In the absence of modern slaughterhouse and processing plant, byproduct utilization is not possible, which limits income potentials from the
slaughtered cattle.

6.3 Recommendations
Policy implications were directed towards improving the performance of beef cattle
agribusiness in Bangladesh. In order to improve beef cattle production, marketing,
adding value and make it sustainable, different interventional activities are required
such as increased productivity, support for value adding activities of beef cattle,
improved product quality, improved investment on beef cattle agribusiness and
formulate appropriate policy. According to the findings of the study,for fulfillment
of the above requirements some recommendations are made in the following
headings:

6.3.1 Key massages for beef cattle farmers
i)

Creating strong relationships among various chain actors and strengthened
farmer’s groups.

ii) Conducting a detailed beef cattle and beef export value chain analysis focusing
on;
 efficiency of the different channels and value chains,
 distribution of transportation costs,
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 market shares and volume of flows across channels,
 marketing margins across channels,
 price shares to producers from the final price, and
 the role of agents and social capital in livestock marketing.
iii) Potential beef cattle production areas should be well identified and scaled up
further.
iv) Value chain of live animals and beef for foreign and domestic markets should be
strengthened through awareness creation by providing short and long term
training for all actors at each stage. Value chain governance for beef cattle and its
products should be enhanced through training, etc.
v) Higher institutions, research centres, BLRI and other responsible sectors should
undertake researches and find solutions for prevailing problems in the beef
cattle production and its value chain, handling, processing, and marketing, etc.
vi) Opportunities exist in form of upgrading the channel and establishing
backward linkage with farmers, slaughterhouses and slabs. This linkage raises
the quality of hides to consistently meet customer demands. The link between
the local value chain to both the national and international chain can be
strengthened to create benefits and redistribute the margins across the entire
chain.
vii) NGOs and Bank should be assisted to identify producer friendly loan portfolio
for cattle fattening with provision of insurance and encourage location specific
value chain financing by making provision of a loan portfolio for all value chain
actors for production, trading and retailing of meat and for buying specialized
trucks for cattle transportation.

6.3.2 Key massages for advisor of beef cattle farmers
This study offers the following suggestions for extension workers or NGO staff to
develop beef cattle agribusiness in Bangladesh
i)

Motivating landless, small farmers, unemployed youth and distressed women
in rearing up beef cattle to earn additional income and additional employment.

ii)

Promotional packages for beef cattle fattening farming are suggested.
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iii)

Improve animal health services delivery including paravet training and drug
supply system with close monitoring and supervision.

iv)

Improve easy access to finance. The study revealed that gender, marital status,
guarantor and high interest rate are the main factors determining farmers’
access to credit. Also, lack of collateral security, lack of guarantor and high
interest rate are some of the major problems in credit acquisition.

v)

Upgrade the beef cattle supply system to a vibrant value chain by supporting
the evolution of collaboration and binding linkages among the actors. The beef
cattle fattening provides the opportunity for doing this if the government or
other development agencies such as NGOs collaborate to facilitate and guide
the transformation. A contract farming agribusiness model for an improved
beef cattle supply chain for fattened cattle is suggested.

vi)

Improve enabling environment. Policies and regulations related to beef cattle
fattening to be improved and put into use. Extension services should be
improved especially on the number of staff to cover a wider range.

vii) Distance to the desired output markets by small-scale farmers have shown to
have positive impact on increased participation of the small-scale cattle
farmers. It is recommended that establishment of service centers from the cattle
farmers could sell their cattle and obtain inputs such as livestock remedies and
animal feeds and supplements, sell their hides and skins and attend support
service.
viii) More Frishian, Frishian Shahiwal and other high yielding bull and /or semen
should be made available to the dairy farmers at low cost so that dairy farmer
easily supplies crossbred male calves for fattening.

6.3.3 Key massages for livestock policy maker
It is indispensable to forward policy directions based on the findings of the study to
formulate strategies and intervene from the most appropriate edge of the value
chain. In order to develop strategy beef cattle agribusiness of the main economic
activities for beef cattle management regulatory and policy support required are as
follows:
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i)

Market Regulation Act should be upgraded inserting code of conduct among
market operators with provision of fixed fees, commissions and charges and
should be strictly implemented through market management committees having
representation of all groups of actors with charge of rules and procedures of
using market.

ii) It is possible to increase the number of beef cattle production in the country
remarkably, if more pragmatic steps are taken with proper policy supports.
iii) Production of crossbred beef cattle would be promoted by ensuring disease
prevention, availability of quality calves and also dissemination of artificial
insemination of dairy cows.
iv) Need development of cattle insurance programme for reducing farmer’s risks
for beef fattening.
v) Encouraging the private sector to establish mechanized slaughter houses with
“Static Flying Frame” around big cities and the Local Government would be
encouraged to establish slaughter slabs in municipality and upazila
headquarters.
vi) The Republic Government’s of Bangladesh Animal Slaughter Restriction and
Meat control act should be revised, According the Animal Slaughter Act 2011
and Animal Feed Act-2010, slaughter and sale of meat is prohibited for 3 days in
a week. This has serious negative influence on the operation of beef stalls. The
slaughter prohibition of young cattle is a direct impediment to the development
of cattle fattening farm; because beef fattening targets early age group for
improved growth rate, higher carcass weight and tender meat. The main
problem in the act is that it does not cover sanitary and disease issues. Existing
legal frame allows meat inspection to be carried out by sanitary inspectors who
do not know the basis of meat inspection. As a result diseased or poor quality
meat easily marketed by butchers, which may cause serious health hazards to
customers.
vii) Need to update livestock policy and regulatory framework. Government has
livestock development policy and poultry development policy in the country.
There is no separate policy for beef cattle development. The livestock
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development policy mainly emphasizes for creating supply sources of calves,
establishment of processing plants, compliance of criteria of safe and quality
beef, and other support services. Arrangement of training for all the concerned
stakeholders will be prerequisite for proper development.
viii) Provide incentive and value added tax holiday for establishing new
downstream industries for increasing the value-added activities, such as
diversifying products that utilize the cattle hides, bone, horn, blood, feces, and
urine through the developing of small scale industries .
ix) Establishment of machinery and processing facilities for finish products
common to entrepreneur or for the group use for the promotion of
manufacturing of value added finish leather goods.
x)

It is suggested to provide promotional incentives for export finish leather and
leather goods. The provision of at least 6% export promotion grant for the export
of hide and hides products, subsidy in electricity expenditure and incentives for
alternative power supply management during load shedding period.

xi) It is suggested to provide training programs for producers, traders and
respective stakeholders to develop their capabilities to produce the quality and
value added leather goods and to compete in the open market system. It is also
necessary to establish a well equipped training center for the regular value chain
development training.
xii) Government should encourage fodder cultivation in its crop rotation
programme and introduce maize cultivation in its cropping system.
xiii) The khas fallow land can be leased out to the entrepreneurs for fodder
cultivation and the government can impose reasonable tax on those khas land.
Besides, collaboration with NGOs, community based organizations, and private
entrepreneurs may be established to encourse extension perennial and seasonal
fodder cultivation so that the lands could be utilized properly for fodder/grass
cultivation.
xiv) Government has provided specific incentives to exporter to expand and need to
expand producers, processors, production, processing and marketing. Some
local meat processing companies act as an exporter but they were not trusted or
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respected to the government’s services due to legibility receiving the incentive,
and Halal certificate the formation of Islamic foundation is one way to build their
voice, influence and respect.
xv) One of the major expenditures for the raw hides supply is the salt preservation.
Hence, it is essential to provide subsidies in salt supply for hide preservation, at
least in such declining price situation.
xvi) It is necessary to organize a workshop on value chain development of hide
involving the policy makers, entrepreneurs, traders, suppliers, producers and
any other stakeholders. This forum can be instrumental to dig out the problems
and find the way out for the promotion of value adding and tannery business.

6.3.4 Key massages for investor of beef cattle agribusiness
High levels of local and and global demand for beef and the popularity of other
value added products derived from beefs suggests that there are potentially
lucrative opportunities for investment within the beef production and processing
value chain in the study area. The labour intensive nature of beef cattle farming,and
processing and its relatively low skill requirements and barriers to entry means that
investment in beef meat production and processing enterprise is likely to provide
significant opportunities for job creation and investment in the char areas of
Northern Bangladesh. In the study, the researcher drew some suggestions on the
basis of competitive advantage in favour of promoting investment in beef cattle
production and value adding agribusiness in the Northern Bangladesh such as;
i) Revise existing government policy for encouraging foreign investment on cattle
based agribusiness including contract farming, meat processing, hides and cattle
waste product (by-products) value addition through 100% foreign fund, joint
with private and public sector in Bangladesh
ii) Very high investment opportunities exist in the following windows of beef cattle
agribusiness; a) raising and fattening beef cattle, b) live beef cattle trading c)
abattoirs, d) meat and leather processing and e) retailing and marketing of beef
and beef products.
iii) Bangladesh government should develop a policy and strategic framework to
guide the development of the beef cattle sector in the study areas. The presence
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of clear policies and strategies to underpin the development of the sector would
help to encourage investment into cattle production and processing in the
Northern Bangladesh.
iv) Use of by-products of beef such as bones, hooves, horns, manure, slaughterhouse
blood and offal etc, could make cattle rearing more profitable and lowering
customer prices.

6.4 Suggestions for further research
The research conducted for this thesis has led to some useful results and conclusions
on beef cattle agribusiness value chain, financing, impact and challenges and
opportunities, however it has also uncovered many areas that need additional study.
The present study identified the following areas where further research needed for
helping to shape and enhance the beef cattle development:
i) Improving beef cattle breeds by the native cattle: Improving native cattle is
the shortest way to increase body weight and productivity.
ii) Animal nutrient and cattle feeding technology: Research on feed
conservation and agro byproducts treatment would be carried out to ensure
feed sufficiency throughout the year for animal with the low feed cost.
Research is also needed for formulation and commercial production of low
cost feed for beef cattle.
iv) Completion of legal: Framework for beef cattle production and development
the effectiveness of concerned legal framework on beef cattle production and
development was reviewed and evaluated to propose an appropriate policy
and management modality in beef production. Improvement of beef sector
has been mentioned in terms of a) connecting farmers/producers with
slaughters, b) establishing market information system, c) improvement of
slaughter system, and d) modern disease management.
vi) Value chain activities of beef cattle and by products: Further, market
research needs to be undertaken to identify the detailed problems and
constraints in the production and marketing system of hides and skins of the
region and to know the requirements of the national market. This helps to
design policies and strategies that can bring effective production and
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marketing system of hides and skins and to match the supply with the
demand. a) It is necessary to organize a workshop on value chain
development of hide and skin involving the participation of policy makers,
entrepreneurs, traders, suppliers, producers and any other stakeholders
related to this industry. This forum can be instrumental to dig out the
problems and find the way out for the promotion of tannery business. b)
Unless the producers butchers, traders and consumers understand the
commercial value of hides and skin and health hazards from the consumption
of skin intact

meat it will be difficult to bring much change in quality

production. Training curriculum should include the de- hiding skill training
for the butchers or workers involved in de-hiding job, particularly in
Dhaka to produce good quality of hides.
viii) Beef cattle marketing and distribution system: Very few market studies
have been undertaken in the beef industry. There is a need to conduct
periodic market surveys in this regard. Such options should be further
explored and the information generated should be readily availed to farmers
and other beef players. There is a need to regulate marketing channels in
order to have a level playing field for all participants.
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Appendix-A
Cattle

Forecasting Cattle Production by ARIMA Model (Data 1990-1991 t0 2010-2011)
Buffalos

Lag

Auto Correlation
Value SE

Box-Ljung Statistic
Value df Sig

Partial Auto Correlation
Value
SE

Lag

Auto Correlation
Value SE

Box-Ljung Statistic
Value df Sig

Partial Auto Correlation
Value SE

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

-.079
-.001
-.029
-.170
-.003
-.043
-.135
.000
-.020
-.019
-.063
-.042
.015
.019
.020
.014
.012
.016

.144
.144
.166
.956
.957
1.016
1.636
1.636
1.652
1.668
1.860
1.955
1.969
1.995
2.031
2.053
2.073
2.128

-.079
-.007
-.030
-.176
-.032
-.052
-.164
-.065
-.046
-.068
-.145
-.105
-.055
-.063
-.067
-.059
-.051
-.060

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

.098
.065
.032
-.103
-.043
.093
-.293
-.042
-.066
-.107
-.226
-.229
.017
.067
.078
.066
.004
.022

.221
.324
.350
.641
.694
.963
3.872
3.936
4.108
4.610
7.106
9.986
10.005
10.336
10.869
11.342
11.343
11.454

.098
.056
.021
-.113
-.026
.114
-.313
.001
-.037
-.069
-.296
-.252
.180
-.043
-.034
-.050
.037
-.082

Lag

Auto Correlation
Value SE

Box-Ljung Statistic
Value df Sig

Partial Auto Correlation
Value
SE

Lag

Auto Correlation
Value SE

Box-Ljung Statistic
Value df Sig

Partial Auto Correlation
Value SE

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

.012
-.003
-.031
-.068
-.161
-.148
-.139
-.023
-.024
-.031
.014
.004
.022
.022
.021
.015
.010
.003

.004
.004
.028
.156
.916
1.603
2.253
2.272
2.294
2.336
2.346
2.347
2.378
2.413
2.451
2.476
2.492
2.495

.012
-.003
-.031
-.068
-.160
-.152
-.157
-.056
-.075
-.108
-.083
-.105
-.078
-.071
-.066
-.070
-.073
-.069

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

-.041
-.047
-.077
-.070
-.078
-.053
-.068
.002
-.058
-.035
-.033
-.070
.026
.026
.024
.022
.016
.009

.039
.094
.248
.383
.562
.651
.810
.810
.945
1.000
1.055
1.325
1.367
1.417
1.470
1.523
1.561
1.580

-.041
-.049
-.082
-.080
-.095
-.079
-.103
-.042
-.104
-.092
-.095
-.146
-.062
-.063
-.061
-.062
-.059
-.060

.208
.202
.197
.191
.185
.178
.172
.165
.158
.151
.143
.135
.126
.117
.107
.095
.083
.067

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

.705
.931
.983
.916
.966
.985
.977
.990
.996
.998
.999
.999
1.000
1.000
1.000
1.000
1.000
1.000

.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224

.208
.202
.197
.191
.185
.178
.172
.165
.158
.151
.143
.135
.126
.117
.107
.095
.083
.067

Goat
.208
.202
.197
.191
.185
.178
.172
.165
.158
.151
.143
.135
.126
.117
.107
.095
.083
.067

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

.638
.851
.950
.958
.983
.987
.794
.863
.904
.916
.790
.617
.694
.737
.762
.788
.838
.874

.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224

Sheep
.952
.998
.999
.997
.969
.952
.945
.972
.986
.993
.997
.999
.999
1.000
1.000
1.000
1.000
1.000

.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
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.208
.202
.197
.191
.185
.178
.172
.165
.158
.151
.143
.135
.126
.117
.107
.095
.083
.067

1
2
3
4
5
6
7
8
9
10
11
12
13
14
15
16
17
18

.843
.954
.969
.984
.990
.995
.997
.999
1.000
1.000
1.000
1.000
1.000
1.000
1.000
1.000
1.000
1.000

.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224
.224

Cattle

Buffalos

Goat

Sheep

BIC values of ARIMA (p,d,q)
ARIMA (p,d,q)
(0, 1, 0)
(0, 1, 1)
(1, 1, 0)
(0, 1, 2)
(1, 1, 2)
(2, 1, 0)
(2, 1, 1)
(2, 1, 2)

Cattle
-2.273
-2.074
-2.074
-1.954
-1.734
-1.864
-1.733
-1.524

BIC values
Buffalos
-6.553
-6.354
-6.354
-6.144
-5.931
-6.145
-5.936
-5.843

Goat
3.120
3.327
3.327
3.538
3.676
3.538
3.680
3.779

Estimated ARIMA model fit statistics
Fit statistics

Sheep
-2.621
-2.416
-2.416
-2.295
-2.051
-2.208
-2.092
-1.865

Stationary R-squared
R-squared
RMSE
MAPE
Normalized BIC
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Cattle
.012
.304
.283
.501
-2.074

Mean
Buffalos
.021
.985
.033
2.168
-6.354

Goat
.000
.515
4.098
8.238
3.120

Sheep
.001
.931
.232
5.704
-2.621

Livestock Production Predicted
Cattle

Buffalos

Goat

Sheep

Year
1990-1991
1991-1992
1992-1993
1993-1994
1994-1995
1995-1996
1996-1997
1997-1998
1998-1999
1999-2000
2000-2001
2001-2002
2002-2003
2003-2004
2004-2005
2005-2006
2006-2007
2007-2008
2008-2009
2009-2010
2010-2011
2011-2012
2012-2013
2013-2014
2014-2015
2015-2016
2016-2017
2017-2018
2018-2019
2019-2020
2020-2021

Actual
22.83
23.01
23.12
23.15
23.32
23.40
23.48
23.56
22.46
22.58
22.60
22.67
22.80
22.87
22.90
22.98
23.05
23.12
23.20
23.34
23.44

Predicted

LCL

UCL

22.83
23.00
23.12
23.16
23.32
23.41
23.49
23.58
22.58
22.61
22.63
22.70
22.83
22.91
22.94
23.02
23.10
23.17
23.25
23.39
23.50
23.56
23.63
23.70
23.78
23.86
23.94
24.02
24.11
24.20

22.23
22.40
22.52
22.56
22.72
22.81
22.89
22.98
21.99
22.01
22.03
22.10
22.23
22.31
22.35
22.43
22.50
22.57
22.66
22.79
22.90
22.75
22.66
22.59
22.54
22.50
22.48
22.46
22.46
22.46

23.43
23.59
23.71
23.75
23.92
24.01
24.09
24.17
23.18
23.21
23.23
23.30
23.43
23.50
23.54
23.62
23.69
23.77
23.85
23.99
24.10
24.37
24.61
24.82
25.02
25.21
25.40
25.58
25.76
25.94

Actual
.73
.73
.78
.80
.80
.81
.82
.83
.97
1.01
1.06
1.11
1.16
1.21
1.26
1.30
1.35
1.40
1.44
1.45
1.45

Predicted

LCL

UCL

.76
.76
.81
.83
.83
.84
.85
.86
1.01
1.05
1.10
1.15
1.20
1.25
1.30
1.34
1.39
1.44
1.48
1.49
1.49
1.53
1.58
1.62
1.66
1.71
1.76
1.80
1.85
1.90

.69
.69
.74
.76
.76
.77
.78
.79
.94
.97
1.03
1.08
1.13
1.18
1.23
1.27
1.32
1.37
1.41
1.42
1.42
1.43
1.45
1.47
1.50
1.52
1.56
1.59
1.62
1.66

.83
.83
.88
.90
.90
.91
.92
.93
1.08
1.12
1.17
1.22
1.27
1.32
1.37
1.41
1.46
1.51
1.55
1.56
1.56
1.64
1.70
1.77
1.83
1.89
1.96
2.02
2.08
2.14
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Actual
25.40
27.49
29.74
32.18
33.02
33.33
33.50
33.67
16.96
17.69
18.41
19.16
19.94
20.75
21.56
22.40
23.28
24.15
25.12
25.28
25.61

Predicted

LCL

UCL

25.31
27.41
29.67
32.12
32.97
33.29
33.47
33.65
16.95
17.70
18.43
19.19
19.98
20.80
21.62
22.47
23.36
24.24
25.22
25.39
25.73
25.86
26.00
26.15
26.32
26.49
26.67
26.87
27.07
27.29

16.70
18.80
21.06
23.51
24.36
24.68
24.86
25.05
8.35
9.09
9.82
10.58
11.37
12.19
13.01
13.86
14.75
15.63
16.61
16.78
17.12
13.69
11.09
8.94
7.07
5.40
3.90
2.52
1.24
.06

33.92
36.02
38.28
40.73
41.58
41.90
42.08
42.26
25.56
26.30
27.03
27.80
28.59
29.41
30.23
31.08
31.97
32.85
33.83
34.00
34.34
38.04
40.91
43.37
45.57
47.58
49.45
51.22
52.90
54.51

Actual
.95
.99
1.04
1.05
1.07
1.08
1.11
1.14
2.20
2.29
2.38
2.47
2.57
2.68
2.78
2.88
2.98
3.02
3.08
3.14
3.16

Predicted

LCL

UCL

1.07
1.11
1.16
1.17
1.19
1.20
1.23
1.25
2.31
2.40
2.49
2.58
2.68
2.79
2.88
2.98
3.08
3.12
3.18
3.24
3.26
3.35
3.44
3.54
3.63
3.72
3.80
3.89
3.98
4.06

.59
.62
.67
.68
.70
.71
.74
.77
1.82
1.91
2.00
2.09
2.19
2.30
2.40
2.50
2.59
2.63
2.69
2.75
2.77
2.66
2.60
2.56
2.54
2.52
2.51
2.51
2.51
2.52

1.56
1.60
1.65
1.66
1.68
1.68
1.71
1.74
2.80
2.89
2.98
3.07
3.16
3.27
3.37
3.47
3.57
3.61
3.67
3.73
3.74
4.04
4.29
4.51
4.72
4.91
5.10
5.27
5.44
5.60

Appendix -B
Table: Contribution of sector wise GDP at constant price (base year 1995-96 to
2012-2013)
Year

Crops and
Vegetables
1998-1999
14.33
1999-2000
14.59
2000-2001
14.70
2001-2002
13.75
2002-2003
13.43
2003-2004
13.23
2005-2005
12.51
2005-2006
12.28
2006-2007
12.00
2007-2008
11.94
2008-2009
11.43
2009-2010
11.42
2010-2011
11.32
2011-2012
10.86
2012-2013
10.25
Source: Ministry of Finance, 2013

Livestock

Forestry

Fisheries

3.12
3.02
2.95
2.96
2.93
2.91
2.95
2.92
2.88
2.79
2.73
2.65
2.58
2.51
2.45

1.90
1.88
1.87
1.88
1.86
1.83
1.82
1.79
1.75
1.75
1.75
1.73
1.69
1.66
1.63

5.93
6.09
5.51
5.40
5.25
5.11
5.00
4.86
4.73
4.65
4.58
4.49
4.43
4.39
4.37
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Appendix-C
Agribusiness study on Beef Cattle (Bos Indicus) in Char areas of
Northern Bangladesh
List of Bengal Meat Distribution Point (Butcher Shop)
SL.
No
1

Area

Name and Address

Contract No

Gulshan

01714-097398

2

Gulshan

3

Gulshan

4

Bashundhara R/A

5

Kuril

6

Baridhara DOHS

Dhali Super Store
Shop No:G-6 & G-7, DCC Market,
Gulshan-2, Dhaka
Lavender
Faisal Tower, Gulshan-2
Circle, Dhaka
Bengal Meat Butcher Shop
Shop No: B-2, DCC Market,
Gulshan-1, Dhaka
Non Stop Mega Shop
Bashundhara R/A, Dhaka
Saad Musa City Center
Ka-189, Jomoz Road, Joarshahara,
Kuril, Badda Dhaka
Pick & Pay

01755-637718

01714-097401

01755-637697
01755-638061

01714-097422

(Only BM Value Added Products are available)

7

Khilgaon

8

Mirpur

9

Mirpur

10

Mirpur

11

Dhaka Cantonment

12

Azimpur

Anannya Shopping Complex,
Baridhara DOHS, Dhaka
Bengal Meat Butcher Shop
Franchisee: Saroni Meat Zone
369/1/A, Tilpapara, Khilgaon,
Dhaka-1219
Carre Family
Mirpur-11, Dhaka
DSS (Daily Super Shop)
Shawrapara Bus Stand, Dhaka
Western Bazar
285/286, Ibrahimpur, Pool Par,
Kafrul, Mirpur, Dhaka
CSD, Dhaka Cantonment
(Beside Garison Hall) Dhaka
Bengal Meat Butcher Shop
324

01755-649038

01755-637691
01714-097422
01755-637723

01713-424293
01715-662785
01677350030

13

Uttara

14

Dhanmondi

15

Dhanmondi

16

Mohammadpur

17

Mohammadpur

18

New Market

19

Wari

20

Shantinagar Bazar

21

Faridabad

22

Moulvibazar

Franchisee: Adi Malek bakery
44/G, Azimpur Road
(Beside Chapra Mosque) Dhaka.
Family Needs Ltd
51, Sonargaon Janapath
Sector: 7, Uttara, Dhaka
Bengal Meat Butcher Shop
Franchisee: Master Meat
KA/1, Kabi Benjir Ahmed Sarani,
Tanpara, Nikunjo-2, Dhaka
Bengal Meat Butcher Shop
Franchisee: Cash & Carry
8/A/GA, Road: 13 (New),
Shobhanbag, Dhanmondi, Dhaka.
Probal Housing, Shaymoli
Mohammadpur, Dhaka
Bengal Meat Butcher Shop
Franchisee: Meat World
14/23, Shahjahan Road, Townhall
bazaar, Mohammadpur, Dhaka
Bengal Meat Butcher Shop
Franchisee: Family Sales Centre
34 College Area
New Market, Dhaka.
Bengal Meat Butcher Shop
Franchisee: Mukti Departmental
Store,20, Tipu Sultan Road, Wari

01755637695

01675-571712
01841-700738

01755-637721

01755-637692
01755-649023

01612666333

(Under the Uttara Bank Ltd)

Bengal Meat Butcher Shop
Franchisee: Meat Bazar
Shop No: C/15, 3 no lane,
Shantinagar Bazar, Dhaka
MAASHAALLAH
DEPARTMENTAL STORE
33/1 Harichoron Rai Road ( I.G
Gate), Faridabad, Dhaka-1204
Bengal Meat Butcher Shop
Franchisee: Trade Bridge Ltd.
163 Court Road
Chowmuhna-Moulvibazar.

Total 25 but 3 shops are under processing
325

01755-638059
01919-019299

01911-039669

01715042420

Appendix-D
Some pictures

Observed cattle transport vehicles

Talk with buyer at cattle market

Selected and Purchased calve for fattening

Talk with farmer (Fatten cattle)
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Observed cattle transport vehicles

Observed Hashil Collection Point

Technical support by VS for selection calve for
fattening

Talk with input seller (Calve)

Cattle Market

Broker, NGO staff and Farmers with me at cattle
market
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Field Visit Pabna and Siraggonj districts with supervisor

Honorable Supervisor field visit during the research
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Some pictures

Observed cattle transport vehicles

Observed Hashil Collection Point

Observed Bengal Meat Processing Company

Observed Bengal Meat Processing
Company

Discuss with road side butchers
329

Discuss with cattle waste product value chain actors and see some sample of value added
products
330

Some Pictures
Honorable PhD Supervisory Committee member discuss each other about the
research

PhD student, Co-supervisor and Member of PhD supervisor and Member of
supervisory committee discuss about the supervisory committee discuss about the
research
research

Honorable member of Supervisory Committee PhD student, Co-supervisor and Member
discuss with PhD student about the research
of supervisory committee successfully
finished thir discussion on PhD research
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2nd PhD dissertation Seminar dated on 04.08.2015
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