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ToR of the GVC Study 

 Analyze gap identification, mapping of actors, bottle necks and leverage point of goat 

value chain in selected locations and provide suggestions to way forward. 

 Analyze the various existing goat value chains by production systems and geographical 

regions (domestic and import). Calculate cost of production, associated costs and value 

additions across the entire value chain tiers/actors from production functions to end 

market dynamics. 

 Analyze the scale which producers must meet to be financially viable among the various 

production systems. 

 Examine the strengths, weaknesses, opportunities and threats of the current goat meat 

marketing systems along the vertical tiers. Suggest efficient options considering the 

associated costs and value additions, including the need for cash flow in key parts of the 

value chain. 

 Compare prices and margins along the goat value chain focusing on competitiveness of 

domestic goats vis a vis imported goats considering both production quantity and quality. 

 Briefly examine and assess infrastructure at existing goat collection/marketing sites and 

identify measures to improve them leading to their sustainable management. Include 

consideration of how other stakeholders (government, private, etc.) may be involved. 

 Examine existing live animal transport systems and suggest practical measures to 

improve animal welfare conditions. 

 Give an account of weight loss and other associated cost at all transit points of existing 

live animal transport system. (from the farm gate to end market) 

 Assess the concerns and quality of relationships among actors along the vertical and 

horizontal linkages of the goat value chain including dynamics among the various interest 

groups (e.g., unions, municipalities, market operators, traders, importers, entrepreneurs, 

processors, etc.). Contributing factors such as ethnic, tribal and socio-economic dynamics 

should also be considered. Suggest key project interventions/ areas for building trust, 

capacity, reciprocity and business relationships among these value chain actors in favor 

of smallholders. 
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 Assess the influence of gender issues/constraints on relationships among the vertical and 

horizontal linkages of the goat value chain.  

 Analyze consumer and traders’ perceptions/attitudes towards safe and hygienic meat and 

make recommendations for increased consumer awareness. Identify quality 

issues/concerns of consumers across the goat value chain regarding goat meat, quality, 

price etc. 

 Analyze current supply and demand situation of goats (formal, semi-formal and 

informal), including marketing volumes, market sheds and seasonality trends. Based on 

this information, develop options for year-round marketing strategies. 

 Identify potential enterprises of goat value chain (services/trade) in the vertical and 

horizontal linkages where smallholders can have the decisive role and stake across 

linkages of the goat marketing channel thereby eliminating or minimizing opportunities 

for exploitation by other stakeholders. Also assess employment positions created per unit 

volume of goat traded. 

 Suggest strategies for attracting private sector to make larger investment in goat value 

chain enterprises 
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Executive Summary 

Among the sources of animal protein, the meat of goat (chevon) is liked by Bangladeshi people 

irrespective of one’s religious affiliation, and identity to caste. Although accurate statistics are 

not available with regard to production and consumption trends, such meat is a well accepted 

widely considered food item particularly at the time of wedding ceremony and other festivals.  

Goat is being reared by village people, few in number, under traditional scavenging system but 

still contributing to rural economy through income generation, women empowerment and hence 

rightly treated as an effective tool for the reduction of poverty.  

Goats reared in Bangladesh are mostly Black Bengal reputed for its prolificacy, fertility, early 

sexual maturity and adaptability to hot-humid environment. There are some Jamunapari and 

other cross breeds available in the country. Traditional marketing channel of live goat is 

producer → middleman (trader) → butcher → consumer. Goat value chain study in Bangladesh 

is essential with particular attention to their contribution as meat animals in the national 

economy. The goat value chain study will definitely enable the researchers and the policy makers 

to understand the contribution of actors involved in the production and marketing to determine 

future intervention strategies. Goat population in Bangladesh has been reported recently (2013-

2014) to be 25.43 millions. Goats are valued for their contribution in the national economy of 

Bangladesh due to: (i) meat for human consumption from castrated male (‘khasi’) in particular 

(ii) skin for earning foreign currency irrespective of type of goat (iii) increase of income and 

poverty reduction for small holders (iv) employment generation in rural areas and (v) cash 

income for empowerment of women. There are five goat development farms under government 

control in different parts of the country (Dhaka, Sylhet, Rajshahi, Chuadanga and Jhenaidah). 

These farms are involved in conservation and extension of Black Bengal breed, buck production 

and its distribution to poor and distressed women at low price (BDT 1200 per buck of one year 

old). The Government also provides training to goat farmers on production and disease control 

measures through the Department of Livestock Services (DLS).  Some NGOs are actively 

involved in the production and multiplication of goats in the country at farmers’ level. Goat 

production is one of the important divisions at Bangladesh Livestock Research Institute (BLRI) 

(www.blri.gov.bd). In addition, different agricultural universities, science and technology 

universities are also involved with research activities.  

A number of studies have been made on goat value chain in different countries of the world 

(Nepal, India, South Africa, Mozambique and Ethiopia) but no attempt has been made for such a 

study in Bangladesh until recently. Heifer International Bangladesh has taken an initiative, for 

the first time in the country, to study the Goat Value Chain with the help of a team of 

consultants. This report is an outcome of such a study. 

The value chain study of goat was carried out with the following objectives: 

 To determine the contribution of different actors involved in goat value chain 
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 To analyze existing goat value chain and its strength, weakness, opportunity and threats 

 To identify constraints of goat production and develop goat value chain frame work 

 To identify the intervention strategies for sustainable goat value chain development  

In order to achieve the stated objectives, different actors and data collection tools were identified. 

The number of samples considered for the study was 120 comprising goat farmers (60), traders 

(12), collectors (6), butchers (18), input suppliers (12) and service providers (12). Primary data 

were collected from goat farmers of six upazillas (sub-districts) of goat concentrated areas viz. 

Jhenaidah Sadar and Alamdanga in Chuadanga district, Godagari and Bagha in Rajshahi, district, 

Mithapukur in Rangpur district and Syedpur in Nilphamar distritct. In addition, focus group 

discussion (FGD) comprising consumers and owners of hotel/restaurants were performed in 

three locations, such as Sayedpur, Godagari and Alamdanga. Five key informant interviews 

(KIIs) were conducted with five high officials and policy makers of the DLS, NGO and Bengal 

Meat (Processing Industry). Secondary data were collected through review of literature. 

Descriptive, functional and financial analyses were employed for collected data for meaningful 

interpretation.  

The socioeconomic analysis of goat farmers revealed that the average age of goat farmers was 42 

with six years of schooling and 15 years experience in goat rearing. Approximately 65% of the 

households are connected with goat farming either as a primary or secondary occupation. 

Farmers rear different breeds such as Black Bengal, Jamunapari and cross breeds. The Black 

Bengal occupies about 60% of the farm households. Each household of the study areas rear 11.8 

goats on an average. Women are normally the goat farmers involved in production and 

marketing and playing an important role in decision making of a family.  Analysis of cost and 

return in the study areas showed that Sayedpur region attained the highest yearly return (BDT 

74260 equivalent to US$ 964 approximately) followed by that of Alamdanga and Jhenaidah 

respectively from goat farming. However, overall average benefit-cost ratio of six upazilla was 

found to be 2 and 8 respectively on full cost and cash cost basis. Cost per kg goat meat at 

farmer’s level was BDT 382 and BDT 247 on full cost and cash cost basis respectively. It was 

observed that collector’s profit margin was higher for selling to butcher (BDT 228; USD 3) 

compared to trader (BDT 177, USD 2.3). On the other hand, trader’s average profit margin per 

goat sold to butcher was BDT 232. The butcher is deriving profit not only from meat but also 

from selling of other byproducts like head, skin, viscera, fat etc. Average cost per kg of goat 

meat at butcher’s level was BDT 462 whereas butcher’s selling price per kg of meat was BDT 

483. Butcher’s average profit margin per goat was BDT 719. Sanitations at butcher’s level were 

mostly poor (44%) and fair (39%) and only 17% butcher maintained good sanitation. Water 

supply in butcher’s shop was mostly adequate (67%). It was observed that butchers did not 

follow the “Animal Slaughter and Meat Standard Control Act, 2011” of the Government during 

processing of meat for the consumers. Feed (58%) and medicine (33%) were the major inputs 

supplied by the input suppliers and quality of such inputs was reported to be very good (25%) 

and good (42%). About 92% of the input suppliers are not aware of the Livestock Feed Act 
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2010. Most of the service providers (50%) in the value chain were Veterinary Surgeon (VS) 

followed by Upazilla Livestock Officer (ULO) (42%) and District Livestock Officer (DLO) (8%) 

respectively. They render services mostly in the treatment of diseases. Research supports to goat 

production, extension and health care are being offered by Bangladesh Livestock Research 

Institute (BLRI), relevant departments of universities, particularly Bangladesh Agricultural 

University and research wing of Department of Livestock Services (DLS).  

The most important threat to productivity, according to goat farmers, is the incidence of PPR 

causing a mortality of nearly 45%. Farmer’s major suggestions to improve goat rearing were 

good planning and management (28%), training for them (17%) and disease prevention (17%). 

Analysis of farm-specific technical efficiency revealed that an average technical efficiency 

achieved by the farmers in the goat production was at the level of 73 percent. This indicates that 

farmers could increase the goat production by 27% with the improvement of existing available 

technology and resource base. 

FGD with consumers and owners of hotel and restaurants in the study areas indicated that goat 

meat is the meat of choice and therefore a specially produced local goat, popularly known as 

wether (locally called “khasi”), grown after castration, has a great demand. The people have 

preference to colour of goats which is black, locally says “kalo chhagol” although they have no 

hesitation in consuming meats of other animal colour. The price of meat varies from BDT 450 to 

BDT 500 per kg. They purchase half to one kg of meat in a week which costs BDT 900 to 2000 

in a month. In case of bulk purchase, they need to go for booking in advance to make sure that 

right amount of meat would be made available by the butcher at the right time. To their 

knowledge, no goat is imported and therefore there is no chance of having meat of imported 

animals. One kg meat from the market yields 9-11 pieces, the sale price of which after proper 

cooking is BDT 70-80 per piece and the hotel and restaurants owners claimed that they are 

making less profit. Constraints to goat rearing include high cost under intensive management, 

irregular or no vaccination, lack of training facilities for the farmers and lack of professional 

manpower at grass root levels (upazilla level) to facilitate extension works. Hence motivation of 

farmers for goat rearing, providing proper training to stakeholders involved in goat value chain, 

adequate supply of vaccines, and ensuring feed supply are the factors to be considered to 

augment production.  

KII identified backward linkages such as breeding technique (use of quality buck), feeds and 

fodder, housing, management, extension support, vaccination, medication and emphasized need 

for strengthening such linkages. The forward linkages in output sector like access to market, 

marketing facilities (temporary holding, transportation etc.), value addition, and access to by-

product and export possibility should be explored properly. It was suggested that a specially 

prepared feeds for kids aged 2-6 months (after weaning period) is required for preventing 

malnutrition and kid mortality. It is also important that extension programme should not only be 

limited to the distribution of bucks by the Government agencies and NGOs but it should address 

the existing constraints to goat production at farmers’ level. The key informant people pointed 



10 
 

out some constraints, suggestions for research and development and provided with some 

constructive ideas at policy level. 

The mapping of goat supply chain shows that goat from the local areas are distributed to all over 

the country. A large number of collectors, traders and butchers are associated with live goat and 

goat meat business in the study areas. The value chain analysis indicates that farmers are 

normally selling their goat to the collectors and the customers of local market. The income 

generally varies depending on goat management procedure and the time of selling. Farmers’ 

profitability data as developed by value chain analysis show that the cost of production per kg is 

BDT 352, the selling price is BDT 382 and the profit is BDT 28. Therefore, correct intervention 

particularly in husbandry practices would be needed in order to minimize cost of production to 

maximize farmers’ profit margin.  

A number of interventions have been proposed against the existing constraints so that future 

development efforts could be undertaken. The major areas of interventions included: access to 

finance, goat housing, breeding, nutrition, feeding, flock size and capacity building for goat 

farmers; transportation and marketing facilities for collectors and traders; goat meat processing 

for butchers; quality control measures for consumers; easy and regular supply of inputs by input 

suppliers and ensuring enabling environment for service providers.  

Based on information generated from this study, the following are the conclusions: The 

contribution of different actors involved in goat value chain has made goat farming profitable in 

spite of having small flock size at farmers’ households. Existing goat value chain vis a vis 

SWOT analyses revealed that goat, as a meat animal, has potential for domestic market. 

Identification of constraints and other factors indicated that there is ample scope to improve goat 

sub-sector by means of interventions within the activities of value chain actors. Some 

interventions are proposed in this report. Production of goat could be geared up to an enterprise 

level provided proper intervention strategies are taken and implemented.  
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1. Introduction    

Animal agriculture, particularly cattle, poultry and goat sub-sectors is contributing significantly 

to Bangladesh economy. Milk, beef, eggs, poultry meat and goat meat (chevon) are sources of 

animal protein that are in great demand and their demand will continue to increase with 

increasing population. These vital food items are moving from farms to fork predominantly 

under traditional marketing systems although the situation in dairy and poultry sector is 

improving slowly with the advancement of time. Dairy and poultry value chain have been 

studied in Bangladesh (Chad et al., 2008; Rahman et al., 2013) but that of goat has not yet been 

undertaken until recently. Recently, goat value chain have been studied in South Africa 

(Agriculture, Forestry and Fisheries, 2012), in Nepal (Heifer International, 2012), in India 

(Padmakumar and Jarial, 2013), Mozambique (Hamza et al., 2014) and Ethiopia (Legese et al, 

2014).   Heifer International Bangladesh has taken an initiative, for the first time to our 

knowledge, to engage a team of consultants to study goat value chain.  Accordingly, the team of 

expert studied the goat value chain in Bangladesh during May to July, 2015.   

Goat is the natural resource of Bangladesh. Goat keeping is related to the rural poor and landless 

specially women (Chowdhury, 2002). Most of the goats reared are Black Bengal, reputed for 

their prolificacy, fertility, early sexual maturity and adapted to hot humid climate. There are also 

Jamunapari breed and some other crossbreds available in the country. Several authors 

(Kamaruddin, 2002; Rana, 2015) also emphasize the importance of goat rearing by landless and 

marginal farmers for poverty alleviation, women empowerment, youth employment and foreign 

exchange earnings. 

In Bangladesh, goat meat (chevon) is well accepted by the consumers irrespective of different 

communities and religious belief because of its easy utilization and unique taste. People of 

Bangladesh pay particular attention for this type of meat during wedding ceremony and various 

other festivals. Goat production and marketing is one of the oldest and most widespread 

livestock enterprises in Bangladesh. Traditional marketing channel of live goat is producer → 

middleman (trader) → butcher → consumer. At present, there is an increasing demand for 

quality and safe goat meat by the consumers. To fulfill such demand of the consumers, it is a 

timely approach to study goat value chain in Bangladesh with particular attention to their 

contribution as meat animals in Bangladesh economy. The goat value chain study will definitely 
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enable the researchers and the policy makers to understand the contribution of actors involved in 

the production and marketing to determine future intervention strategies.  It will also help 

determine the gap between demand for and supply of meat and will also give an insight to ensure 

food safety and quality meat production. As the small holder farmers are the main actors in 

dominating the goat rearing, it is important to bring them in the value chain with a view to 

enhancing the economic condition by evolving all avenues of enterprise development and 

sustainable management of it. It would increase the food security of farmers by augmenting the 

available meat production in a sustainable manner. It would increase the food security of 

consumers as well as other actors involved in value chain by enhancing/improving the meat 

production systems that are currently in practice and also by increasing their easy access to goat 

meat market. Women perform the major activities of goat rearing. Development of sustainable 

enterprises through value chain analysis would empower women in the decision making process 

and get rid of poverty and food insecurity condition.   

1.1 Goat farming in Bangladesh  

The contribution of livestock in Gross Domestic Product (GDP) during 2013-2014 was 1.78% 

while the share of livestock in Agricultural GDP during the same time was 14%. Goat occupies a 

significant position as an animal genetic resource in the pre-dominantly agro-based farming 

system in Bangladesh (Hossain, 2006). About 21.6 million goats are distributed throughout the 

country (FAO, 2010; BER, 2012).  The present production systems of goats are in scavenging by 

small holder farmers with 2-5 goats per farmer. The Department of Livestock Services (DLS) 

has reported this figure to be slightly higher (25.43 million) during 2013-2014. The contribution 

of goat for livelihood improvement and food security is well established in Bangladesh. The 

activities of goat rearing are mainly performed by female members of the family. The export 

earnings from all leather and leather goods were 4.31% of the total export in 2012 (BER, 2012). 

Department of Livestock Services (DLS) has taken goat farming as an action program to 

generate income and reduce poverty for the rural poor farmers. Goat production activities are 

also strengthened by some NGOs in the country. Goats are valued for their contribution in the 

national economy of Bangladesh due to: (i) meat for human consumption from castrated male in 

particular (ii) skin for earning foreign currency irrespective of type of goat (iii) increase of 

income and poverty reduction for small holders (iv) employment generation in rural areas (v) 
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cash income for empowerment of women. It was observed that there is a growing interest about 

the role of women in goat management and decision making which is supported by the 

information of Akhter and Hossain (1996). 

1.2. Goat demand and supply 

There is a high demand of goat meat throughout 

the year and particularly during Eid-ul-Azha 

and other festivals, its demand increases. 

Wither (Khasi) about 1.5 years old are in high 

demand for sacrificial purpose. The supply of 

meat goats seem rather elastic, meaning that 

increase in prices would result in substantial 

increase in the production of meat goats over 

time. Due to an increase in demand and to improved potential for producer profits, the supplies 

of goats are increasing currently. In FY2013-14, there are 25.44 million goats in Bangladesh
1
 

and average goat meat production is about 0.2 million MT
2
. Goat meat contributes about 5% to 

national meat production in Bangladesh. At present goat meat demand is 120g/day/person but 

supply availability only 80g/day/person i.e. it fulfill only two third consumption requirements.  

Bangladesh is home to one of the richest treasures - Black Bengal goat, the country’s most 

popular goat breed. The dwarf-size animals are the source of meat, milk, and leather for families 

- and a big part of the national economy. The breed is distributed through the country and its 

average size at maturity is 15-18 kg for the male and 10-12 kg for the female. Goat by-products 

like skin, fiber and manure has also a huge demand. Goat provides 20 million square feet of 

skins
3
 and skin obtained from the Black Bengal goats are of excellent quality. Its uniqueness is 

protected as live animals are unable to be exported. The export earnings from leather and leather 

goods were 4.31% of the total export (BER, 2012). On the other hand, the demand of goat milk 

in Bangladesh is slightly less but it is increasing due to nutritional value. 

 

                                                           
1
 DLS 2015 

2
 Unpublished DLS data 2015 

3
 (https://www.iaea.org/newscenter/news/prized-black-bengal-goats-bangladesh) 
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1.3 Seasonality trend of goat production 

Goat is reared throughout the year in Bangladesh. As a browser goat feed is more available 

during April to October. A report on the availability of different tree leaves and shrubs round the 

year in Bangladesh indicates that some of the fodders and tree leaves are not available for 

feeding goats during January, February, March and again November and December (Hossain, 

2006). These facts undoubtedly affect production of goats particularly during winter season. 

Supplementation of concentrate feed for goats is important during winter season.  

1.4 Review of literature 

The Department of Livestock Services (DLS) is the government service provider for goat 

production and extension in Bangladesh with headquarter in Dhaka. In addition to extension and 

training activities DLS has established five goat development farms in different parts of the 

country (Dhaka, Sylhet, Rajshahi, Chuadanga and Jhenaidah). The objectives of goat farms are 

to i) conserve and extension of Black Bengal goat breed, ii) Buck production and iii) Distribution 

of buck to poor and distressed women and unemployed youth at government price (BDT 

1200/buck aged one year). The DLS also provides extension and training services (Rana, 2011) 

to farmers for goat production and disease control with their offices in each upazilla of 

Bangladesh (www.dls.gov.bd).  An extensive search of literature revealed no reliable 

information on total demand for goat and supply trend in the country. Import figure is also very 

difficult to obtain because of its confidentiality. 

The government has established Bangladesh Livestock Research Institute (BLRI) for research on 

livestock. Goat production is one of the important divisions at BLRI (www.blri.gov.bd). Some of 

the research outputs on goat production are mentioned here (Chowdhury et al., 2003, 

Chowdhury, 2009, Islam and Huque, 2002, Islam and Islam, 2014).  

Information on goat education and research are available at different universities of Bangladesh. 

Some publications are mentioned here (Hossain, 2006, Akteruzzaman et al., 2008, Haque, 2011, 

Sarker et al., 2014,  Alam, 2014, Kumar, 2014  and Faruk, 2014).  

Government institutions and NGO’s are using goat as a tool for poverty alleviation and 

livelihood improvement of rural poor women in Bangladesh (DLS, YTC, PKSF, WV, HI). 

http://www.dls.gov.bd/
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Private sectors are involved with goat trading and processing of meat (Bengal Meat Processing 

Industry Limited www.bengalmeat.com) for consumers. 

It is clear from the information available that goat production is in the subsistence level with the 

rural poor farmers in Bangladesh. The present study on goat value chain will show a path to 

bring goat as a business enterprise in Bangladesh. 

1.5. Objectives of the study  

 To determine the contribution of different actors involved in goat value chain 

 To analyze existing goat value chain and its strength, weakness, opportunity and threats 

 To identify constraints of goat production and develop goat value chain frame work 

 To identify the intervention strategies for sustainable goat value chain development  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.bengalmeat.com/
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2. Methodologies and approaches of the study  

2.1 Identification of actors in goat value chain  

 

Major actors involved in the goat value chain were considered viz. input suppliers, service 

providers, goat producers, traders, collectors, butchers and consumers. However, the following 

overall actors, embedded services and different service providers have been identified for goat 

value chain analysis in Bangladesh under the study:  
 

Actors 

 Input manufacturers/ 

dealers/retailers  

 Goat farmers/small 

scale producer
4
 

 Collector 

 Local/city traders 

 Local/city butcher 

 Meat 

processors/entrepren

eurs 

 Hotel/Restaurant 

owners 

 Supermarket owners 

 Household consumer 

 Restaurant consumer 

 Hotel consumer 

 Industrial consumer 

 Supermarket 

consumer  

 International buyers 

 

Major embedded services/inputs 

 Doe with kid 

 Breeding/Buck services 

 Financial support/credit  

 Housing  

 Feed/feed additives  

 Fodder/grass 

 Veterinary services 

(medicine, vaccines and 

diagnostic)  

 Transport 

 Training on goat 

enterprise development 

(GO/NGO)  

 Human resource 

(education, research & 

extension) 

 Equipments & meat 

processing facilities  

 Packaging (for export) 

 Quarantine services 

(import/export) 

 Media/ICT  

 Waste management  

 Labor 

Service providers 

 Ministries/GOB line agencies 

 DLS (DLO/ULO) 

 Agricultural & Veterinary 

Universities  

 Research Organizations  

(BLRI) 

 Training institutes (YTC) 

 Goat breeder farm 

 Diagnostic centre/Laboratory  

 Feed/Medicine manufacturers  

 Feed/Medicine 

distributor/agent/ retailer  

 Bank/Financial Institutes & 

NGOs 

 Business and Consumer 

Associations/Cooperatives  

 Transporters 

(Bus/Truck/Railway/Boat)  

 Development 

agencies/partners  

 Market inspectors  

 Leather industry  

 Certification agency 

 Print & Electronic Media 

 BFSA  

 

 

 

 

 

                                                           
4
 More than 98% of goats are owned by the small, marginal and landless farmers in the villages. Women and 

teenagers employ their labor in goat rearing as a subsidiary occupation. Because many of the farmers are 

essentially landless, goats in Bangladesh mainly live on collected road side grasses, tree leaves and kitchen 

vegetable wastes. Flock size ranges from 2 to 8. Male kids are castrated at early age, fattened and then marketed 

between 1 and 2 year of age (http://www-naweb.iaea.org/nafa/aph/stories/2006-black-bengal.html). 
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2.2 Data collection tools  

To address the various objectives/ activities of the study, primary data were collected from 

different actors working under the goat value chain framework. Primary data were collected by 

trained Research Associates (RAs) through field survey by pre-tested interview schedule 

specially prepared for different actors.  Six locations (six sub-districts) of goat concentrated areas 

of Bangladesh viz. Jhenaidah Sadar, Alamdanga (Chuadanga), Godagari (Rajshahi), Bagha 

(Rajshahi), Mithapukur (Rangpur) and Syedpur (Nilphamari) were considered. The distributions 

of 120 samples within these six locations are presented in Table 2.1. 

Table 2.1: Distribution of samples among value chain actors and locations of the study 

Value chain 

actors 

Nilphamari/Rangpur Rajshahi Chuadanga/Jhenaidah Total 

Sayedpur Mithapukur Godhagari Bagha Alamdanga Jhenaidah 

Goat farmer 10 10 10 10 10 10 60 

Trader 2 2 2 2 2 2 12 

Collector 1 1 1 1 1 1 6 

Butcher 3 3 3 3 3 3 18 

Input 

supplier 

2 2 2 2 2 2 12 

Service 

provider 

2 2 2 2 2 2 12 

Total 20 20 20 20 20 20 120 

 

2.3 Focus Group Discussion (FGD) 

Focus Group Discussion (FGD) comprising consumers and owners of hotel/restaurants were 

undertaken. FGDs were performed in three locations, such as Sayedpur, Godhagari and 

Alamdanga. In each FGD twelve to fifteen consumers and hotel/restaurant owners were present 

in the discussion. The FGDs were facilitated by the GVC Team members. Measurements of 
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various factors were done on the basis of consensus of all participants in all FGDs and were 

properly written in the FGD checklists.  

 

2.4 Key Informant Interview (KII) 

Five KIIs were conducted with five high officials and policy makers of the DLS, NGO and 

Bengal Meat (Processing Industry). For KII one Official from Economic Division was 

interviewed. Managers of Government Goat Farms of Rajshahi and Chuadanga were 

interviewed. One NGO Official was interviewed. Bengal Meat Industry in Pabna was visited and 

one Official of it was interviewed for KII. All responses of the experienced personnel were duly 

recorded in KII checklists.     

 

2.5 Descriptive analysis: Secondary data were collected through proper reviewing of the 

existing literature. Both primary and secondary data were analyzed qualitatively and 

quantitatively using descriptive statistics and functional methods with a view to developing and 

enhancing existing value chain systems. As descriptive analysis, averages, percentages, ratios 

and standard deviations etc. were calculated encompassing all actors involved in the goat value 

chain framework. Tables, charts, graphs and diagrams were used where necessary to explore and 

visualize the standard mapping of existing goat value chain framework.  

2.6 Functional analysis: As functional analyses, Cobb-Douglas stochastic frontier production 

and cost functions were estimated for better management practices and also to identify specific 

factors which boost goat productivity and reduce cost of production. Demand and supply 

functions were estimated to assess the demand and supply situation of goat along with the 

various descriptive analyses. The stochastic frontier production function estimated for this study 

is as follows: 

lnYi = β0 + β1 lnX1i + β2 lnX2i + β3 ln X3i + Vi – Ui                                                      (1) 

Where Y is the number of goat reared, X1 is farm size (in decimal), X2 is man-hours and X3 is 

feed. V is two-sided uniform random error component beyond the control of farmers and follows 

a normal distribution whereas U is one-sided technical inefficiency component, which follows a 

positive half normal distribution. U can be presented in the following functional forms: 
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Ui = α0 + α1FAMSZ + α2 AGE + α3 EDU + α4 EXP + wi                                            (2) 

Where FAMSZ, AGE, EDU and EXP are respectively the family size, age, education and 

experience of farmer. The variables in equation (1) are called production inputs whereas the 

variables in equation (2) are known as farm-specific factors or environmental factors.  The above 

two equations (1) and (2) were estimated simultaneously using Frontier Statistical Package of 

version 4.1C to estimate various parameters of the two models along with farm-specific and 

average technical efficiencies. 

Similarly, the following stochastic frontier cost function was estimated to estimate the farm-

specific and overall economic efficiencies, and various parameters: 

lnCi = β0 + β1 lnPLi + β2 lnPwi + β3 ln PFi + Vi + Ui                                                      (3) 

Where C is the normalized cost of rearing livestock, PL is per decimal rent of land (in BDT), Pw 

is per man-hour price and PF is per kg feed price (in BDT). It is to be noted that farm-specific 

economic inefficiency effect U is added to uniform random variable V in the cost frontier instead 

of subtraction. It is because of the fact that in the cost frontier we try to minimize total 

production cost whereas in the production frontier we maximize total output. Economic 

inefficiency effect model can be written as: 

Ui = α0 + α1FAMSZ + α2 AGE + α3 EDU + α4 EXP + wi                                            (4) 

Equations (3) and (4) were estimated simultaneously using Frontier software of version 4.1C. 

2.7 Financial analysis: To determine the economics of goat farming and marketing, cost of 

production and returns under various management practices were taken into account. Cost and 

returns analyses were carried out at different stages of goat value chain to assess the profitability 

of rearing and marketing of goat. Major actors involved in the goat value chain were considered 

viz. input suppliers, service providers, goat producers, traders, collectors, butchers and 

consumers. As financial analyses, net returns and benefit cost ratios for different actors on the 

basis of both full cost and cash cost bases were calculated. 
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3.  Results and Discussion  

3.1 Goat rearing farmers 

 Socio-economic information of goat rearing farmers 

is presented in Table 3.1. The table reveals that in the 

study areas, average age of the farmer was 42 years 

with significant variations among different upazillas 

while the average education was observed to be 6 

years of schooling with insignificant variation among 

different locations. On the other hand, on an average, 

farmers had 15 years of experience in goat rearing. 

However, the experience varied significantly among 

different locations (Upazilla). Average farm size was about 1.42 acre and average farmer’s 

family size was five members with significant variations among locations. However, such an 

average farm size seems to be larger than the traditional farmers for whom development efforts 

would be normally directed. The number of literate male and female per family was respectively 

2 and 1. The picture shows that RA is collecting data from a goat farmer at Syedpur upazila of 

Nilphamari district. 

Rural women in Bangladesh, as elsewhere, tend to be keepers of goat in their role as primary 

caretakers of the household and family. This attention to gender-based realities is important 

when considering interventions by any Organizations/NGOs in this area. Care and management 

of goat is relatively easy than poultry and other livestock farming and it consumes little time. It 

also requires limited space as goat can be grazed close to the household. Therefore, it does not 

burden rural women with additional work, they can engage in rearing along with their daily 

household activities, often with the help of children. Ultimately, goat farming not only make a 

vital contribution to household food and nutrition security but can also foster economic security, 

generate employment for local women and act as a family safety net during times of crisis.  
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Table 3.1: Socio-economic information of goat rearing farmers 

Upazilla Age 

(year) 

Education 

(year) 

Farming 

experience 

(year) 

Farm size 

(decimal) 

 

Family 

size 

(number) 

Literate 

male 

(number) 

Literate 

female 

(number) 

Sayedpur 38.30 

(17.07) 

5.60 

(4.33) 

15.70 

(16.36) 

175.00 

(126.77) 

6.00 

(1.69) 

1.80 

(1.14) 

1.70 

(1.77) 

Mithapukur 36.90 

(15.36) 

4.80 

(4.21) 

8.90 

(6.57) 

76.00 

(35.02) 

5.80 

(1.62) 

1.40 

(0.69) 

0.70 

(0.82) 

Bagha 46.50 

(9.72) 

6.50 

(5.02) 

15.00 

(10.88) 

206.70 

(299.19) 

4.90 

(0.88) 

2.40 

(1.34) 

0.60 

(0.69) 

Godhagari 42.70 

(11.57) 

4.60 

(6.02) 

8.70 

(7.10) 

121.40 

(80.99 

4.90 

(1.85) 

1.30 

(0.95) 

0.70 

(0.82) 

Alamdanga 52.20 

(11.21) 

3.80 

(3.36) 

28.70 

(15.69) 

86.90 

78.01 

4.80 

(1.75) 

1.20 

(1.14) 

0.60 

(0.69) 

Jhenaidah 34.50 

(9.62) 

7.70 

(6.70) 

14.30 

(7.75) 

183.40 

89.92 

3.70 

(1.16) 

1.30 

(1.25) 

1.10 

(0.99) 

Overall 

average 

41.85 

(13.64) 

5.50 

(5.02) 

15.22 

(12.84) 

141.57 

148.21 

5.02 

(1.65) 

1.57 

(1.14) 

0.90 

(1.07) 

F-value 2.72* 0.78 4.05** 1.39 2.88* 1.72 1.75 
Figures in the parentheses indicate standard deviations. 

**
 and 

*
 indicate significance at 0.01 and 0.05 probability 

level, respectively. 

Farm household cost and return from goat farming is presented in Table 3.2. The table shows 

that farmers of Sayedpur region attained the highest yearly return (BDT 74260 equivalent to US$ 

964 approximately) followed by that of Alamdanga and Jhenaidah respectively from goat 

farming. It was observed that the goat owners of Syedpur regions were mostly businessmen. 

They usually employed hired labour to take care of their goats that increased their total cost of 

production but decreased net return from goat rearing.  Significant F values reveal that variable 

cost and total cost of goat rearing varied significantly among regions. Net returns on both full 

cost and cash cost bases were the highest for Jhenaidah upazilla. Cash cost basis net return 

excluded all family supplied inputs including family labour. Benefit cost ratio was higher in cash 

cost basis (8.01) than full cost basis (1.97). It appears from the Table 3.2 that all flock sizes are 

financially viable. It was also observed that net return increases with increasing number of flock 

size of goat.  

Comparison of prices and margins along the goat value chain focusing on competitiveness of 

domestic goats vis a vis imported goats considering both production quantity and quality could 

not been studied because of unavailability of data on imported goats in Bangladesh.  
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Table 3.2: Farm household cost and return from goat farming (BDT) 

Upazilla 

(flock size) 

Variable 

cost 

Fixed cost Total cost Return from 

goat farming 

Net return 

(full cost 

basis) 

Net return 

(cash cost 

basis) 

Benefit 

cost 

ratio 

(full 

cost 

basis) 

Benefit 

cost ratio 

(cash 

cost 

basis) 

Sayedpur 

(14.30) 

59646.10 

(46000.43) 

8070.00 

(929.81) 

67716.10 

(46070.17) 

74260.00 

(54138.04) 

6543.90 

(31355.59) 

14613.90 

(31172.93) 

1.15 

(0.42) 

1.48 

(0.65) 

Mithapukur 

(8.40) 

7190.30 

(2897.57) 

9870.00 

(3902.72) 

17060.30 

(3517.12) 

32740.20 

(10687.19) 

15679.90 

(10853.37) 

25549.90 

(10671.38) 

1.97 

(0.75) 

5.31 

(2.74) 

Bagha 

(7.30) 

30922.22 

(23307.34) 

9151.00 

(5463.41) 

40073.22 

(18483.38) 

52980.00 

(26912.03) 

12906.78 

(22506.11) 

22057.78 

(23414.51) 

1.44 

(0.61) 

2.66 

(2.21) 

Godhagari 

(7.40) 

18600.70 

(9516.63) 

7906.00 

(519.51) 

26506.70 

(9243.57) 

35510.00 

(16475.33) 

9003.30 

(13841.01) 

16909.30 

(13845.45) 

1.37 

(0.52) 

2.14 

(0.91) 

Alamdanga 

(15.30) 

25024.60 

(29813.09) 

11341.85 

(4712.38) 

36366.45 

(29185.15) 

70890.00 

(38943.82) 

34523.55 

(32374.28) 

45865.40 

(33990.27) 

2.76 

(1.64) 

28.77 

(58.39) 

Jhenaidah 

(18.10) 

10714.70 

(5239.91) 

12151.25 

(5307.65) 

22865.95 

(7284.68) 

67900.00 

(76987.30) 

45034.05 

(76827.17) 

57185.30 

(76571.37) 

3.13 

(3.67) 

7.69 

(10.95) 

Overall 

average 

(11.80) 

25349.77 

(29412.20) 

9748.35 

(4154.41) 

35098.12 

(28401.39) 

55713.37 

(45103.06) 

20615.25 

(39231.94) 

30363.59 

(40001.29) 

1.97 

(1.79) 

8.01 

(25.15) 

F-value 5.87
**

 1.85 5.67
**

 1.74 1.65 2.01 2.25 1.84 

Figures in the parentheses indicate standard deviations. 
**

 indicates significance at 0.01 probability level. 

 

Occupations of farm household in the study area are presented in Table 3.3. Farmer’s main 

occupation was agriculture (40%) followed by goat rearing and business, service and rickshaw 

pulling respectively whereas 42% farmers reared goat as secondary occupation. It also appears 

from Table 3.3 that 65% (23.3+41.7) of the households are connected with goat farming. The 

farmers occupying goat rearing as main occupation should be identified and promoted by giving 

necessary technical and financial supports for the advancement, availability and sustainability of 

this enterprise.  About 23% farmers were involved in business as main occupation. 
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Table 3.3: Occupation of farm household in the study areas 

Main occupation Secondary occupation 

Type Frequency Type Frequency 

Agriculture 

(other than goat) 

24 

(40.00) 

Agriculture 24 

(40.00) 

Goat rearing 14 

(23.30) 

Goat rearing 25 

(41.70) 

Business 14 

(23.30) 

Business 2 

(3.30) 

Rickshaw pulling 3 

(5.00) 

Rickshaw pulling 1 

(1.70) 

Service 5 

(8.30) 

No secondary occupation 8 

(13.30) 

Total 60 

(100.00) 

Total 60 

(100.00) 

Figures in the parentheses indicate percentages. 

Sixty percent of the goats of farmers were the Black Bengal which constituted the major 

occupation for their livelihood. The second highest was cross breed (25%) where Black Bengal 

goats were crossed with Jamunapari. The Jamunapari was the third largest goat population (12%) 

as opined by the respondent farmers. Some farmers (3%) were found to rear both Black Bengal 

goats and Jamunapari (Table 3.4). 

Table 3.4: Breeds of goat reared by the farm households 

Breed information 

Type of breed Number of farm household 

Black Bengal goat 36 

(60.0) 

Cross breed 

(Black Bengal x Jamunapari) 

15 

(25.0) 

Jamunapari 7 

(11.7) 

Black Bengal and Jamunapari 2 

(3.3) 

Total 60 

(100.0) 
Figures in the parentheses indicate percentages 
 

 

Goat type information of farm households is presented in Table 3.5. The table shows that the 

number of kid per household was 4. It was found that the overall kidding interval was more than 

6 months. Average number of doe per household was about 4, which was a good sign for 

breeding. Average number of buck (1.8) per household was the highest in Sayedpur compared to 

the lowest in Godhagari and Alamdanga (0.10). The highest number (about 6) of wether (khasi) 
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per house hold was observed in Jenaidah 

whereas the lowest number (2.80) was 

observed in Mithapukur. On an average, 12 

goats were reared per household. However, 

the number of kid, kidding interval and the 

number of buck per farm varied significantly 

among the regions as indicated by significant 

F-values (Table 3.5). It was interesting to note 

that the two places of Rajshai (Bagha and 

Godagari) had the smallest activities as indicated by herd size (7.3 and 7.4 respectively). This 

was probably because of the fact that goat farmers in these regions are also engaged in some 

other types of income generating seasonal activities as daily labourers like, mango harvesting, 

sugarcane harvesting etc. The picture shown above is a breeding buck of Bagha upazilla in 

Rajshahi.  

 

Table 3.5: Goat breeding information of farm household 
 

Upazilla Number of 

kids/ 

household 

Kidding 

interval 

(month) 

Number of 

doe (more 

than 12 

months 

Number of 

buck (more 

than 12 

months) 

Number of 

wether 

(Khasi) 

Total 

number of 

goat 

Sayedpur 5.80 

(4.57) 

8.20 

(2.74) 

3.80 

(2.25) 

1.80 

(1.14) 

2.90 

(1.37) 

14.30 

(7.81) 

Mithapukur 3.20 

(0.92) 

6.40 

(0.84) 

2.20 

(0.63) 

0.20 

(0.42) 

2.80 

(0.79) 

8.40 

(1.26) 

Bagha 1.70 

(2.16) 

6.30 

(0.67) 

1.90 

(2.47) 

0.30 

(0.67) 

3.40 

(2.91) 

7.30 

(7.83) 

Godhagari 2.20 

(1.14) 

6.40 

(0.69) 

1.60 

(0.84) 

0.10 

(0.32) 

3.50 

(1.35) 

7.40 

(2.46) 

Alamdanga 7.70 

(5.19) 

6.00 

(0.00) 

5.50 

(4.01) 

0.10 

(0.32) 

2.00 

(3.27) 

15.30 

(10.72) 

Jhenaidah 4.70 

(6.40) 

6.00 

(0.00) 

7.70 

(15.14) 

0.20 

(0.63) 

5.50 

(6.38) 

18.10 

(26.66) 

Overall 

average 

4.22 

(4.36) 

6.55 

(1.41) 

3.78 

(6.65) 

0.45 

(0.87) 

3.35 

(3.31) 

11.80 

(12.82) 

F-value 3.36
**

 4.50
**

 1.45 8.57
**

 1.39 1.49 
Figures in the parentheses indicate standard deviations.

 **
 indicates significance at 0.01 probability level. 
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Duration of time, distance of selling point and production cost of meat at farm level are 

presented in Table 3.6. It appears from Table 3.6 that approximately 11 months time was 

required to have return from goat rearing. It was observed that cost per kg goat meat at farmer’s 

level was respectively BDT 382 (On full cost basis) and BDT 247 (On cash cost basis). All the 

above parameters varied significantly among different locations. Information of weight loss of 

goat with farmers, traders and butchers from the farm gate to end market at all transit points of 

existing live animal transport system was not available.  

 

Table 3.6: Duration of time, distance of selling point and production cost of meat at farms’ 

level 

Upazilla Number of 

goat 

purchased/ 

household 

Duration of 

time (month) 

(from 

production to 

sale) 

Distance 

between farm 

and selling 

point (km) 

Cost per kg of 

meat on full 

cost basis 

(BDT) 

Cost per kg of 

meat on cash 

cost basis 

(BDT) 

Sayedpur 2.60 

(1.64) 

9.30 

(2.58) 

4.20 

(2.25) 

463.55 

(220.77) 

390.39 

(229.96) 

Mithapukur 0.20 

(0.42) 

8.50 

(2.68) 

8.10 

(3.98) 

205.30 

(42.20) 

88.16 

(41.03) 

Bagha 0.50 

(0.71) 

10.60 

(2.01) 

3.55 

(4.47) 

465.17 

(267.78) 

415.24 

(202.38) 

Godhagari 1.10 

(0.99) 

11.00 

(1.15) 

12.10 

(11.95) 

376.64 

(123.30) 

257.30 

(112.43) 

Alamdanga 0.10 

(0.32) 

11.70 

(.94) 

2.50 

(3.02) 

292.89 

(224.47) 

193.10 

(213.54) 

Jhenaidah 0.80 

(1.32) 

15.00 

(1.63) 

0.00 

(0.00) 

310.80 

(279.63) 

139.15 

(131.16) 

Overall 

average 

0.88 

(1.29) 

11.01 

(2.80) 

5.07 

(6.73) 

352.39 

(246.15) 

247.22 

(202.78) 

F-value 8.17
**

 13.58
**

 5.85
**

 5.33
**

 6.23
**

 
Figures in the parentheses indicate standard deviations.

 **
 indicates significance at 0.01 probability level. 

 

Strength, weakness, opportunity and threat (SWOT) analysis of goat farming are presented in 

Table 3.7. Farmer’s opined that major two strengths in goat rearing were the fact that it was a 

profitable enterprise (35%) and that it needed less housing and feed cost (25%). Major 

weaknesses were diseases (97%) and less availability of forages (15%). The opportunities 

existed for goat rearing were quick return (38%) and possibility of having cash income (18%). 
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The most important threat was mortality (45%) due to PPR incidence. Such an increased 

mortality is very high and it has resulted from inadequate production of PPR vaccines and lack of 

routine vaccination. This point leaves a scope for strong initiatives by Community Agro-

Veterinary Entrepreneurship (CAVE) for goat production in the country.    

Table 3.7: SWOT analysis of goat farming at farmer’s level 

Strength Weakness Opportunity Threat 

Indicators No. of 

farmer 

Indicators No. of 

farmer 

Indicators No. of 

farmer 

Indicators No. of 

farmer 

Profitable 

(enterprise) 

21 

(35.00) 

PPR 

Incidence 

27 

(45.00) 

Quick 

return 

23 

(38.30) 

Sudden 

death 

31 

(51.70) 

Less 

housing and 

feed cost 

15 

(25.00) 

Less 

availability 

of forages 

9 

(15.00) 

Less 

housing 

and feed 

cost 

11 

(18.30) 

Disease 

problem 

27 

(45.00) 

Low 

investment 

7 

(11.70) 

No grazing 

land 

3 

(5.00) 

Profitable 

enterprise 

11 

(18.30) 

Political 

instability 

2 

(3.30) 

Commercial 

breeding 

5 

(8.30) 

Low kidding 

rate 

4 

(6.70) 

Available 

tree leaf 

2 

(3.30) 

  

Short 

duration of 

marketing 

1 

(1.70) 

Housing 

problem 

5 

(8.30) 

Buck 

service 

available 

1 

(1.70) 

  

Grazing 

field near 

the house 

5 

(8.30) 

Inavailability 

of 

Veterinary 

services 

2 

(3.30) 

Increase 

the farm 

size 

4 

(6.70) 

  

Own feed 

uses for 

goat 

1 

(1.70) 

Neighbour 

problem 

9 

(15.00) 

Poverty 

alleviation 

5 

(8.30) 

  

Regular 

kidding and 

short 

duration of 

marketing 

5 

(8.30) 

Lack of 

manpower 

1 

(1.70) 

Woman 

empower-

ment 

3 

(5.00) 

  

Total 60 

(100.00) 

 60 

(100.00) 

 60 

(100.00) 

 60 

(100.00) 
Figures in the parentheses indicate percentages. 

 

 

 



30 
 

Problems of goat production and suggestions to improve at farmer’s level are presented in 

Table 3.8. Farmers expressed two major problems such as disease outbreak (32%) and lack of 

capital (27%). Although PPR was the most prevalent among diseases, outbreak of Pneumonia 

and Icthima were also found among the goat production areas.  Farmer’s suggestions to improve 

goat rearing were good planning and management (28%), training for them (17%) and disease 

prevention (17%). 

 

Table 3.8: Problems of goat production and suggestions to improve at farmer’s level 

Problems of goat rearing Suggestions to improve goat rearing 

Problems No. of farmer Suggestions No. of farmer 

Disease incidence 19 

(31.70) 

Good planning and 

management 

17 

(28.30) 

Lack of capital 16 

(26.70) 

Govt. should provide 

loan 

3 

(5.00) 

Lack of feed 7 

(11.70) 

Prevent disease 10 

(16.70) 

Lack of medicine 

from Govt. 

3 

(5.00) 

Increase fodder 

production 

5 

(8.30) 

Lack of training 

facilities 

2 

(3.30) 

Training should be 

provided 

10 

(16.70) 

Lack of treatment 5 

(8.30) 

Improve marketing 

system 

3 

(5.00) 

Lack of grazing land 3 

(5.00) 

Motivation and 

monitoring 

4 

(6.70) 

Middlemen 4 

(6.70) 

Ensure vaccine and 

treatment 

8 

(13.30) 

Lack of grazing land, 

and misunderstanding 

with neighbor 

1 

(1.70) 

  

Total 60 

(100.00) 

 60 

(100.00) 
Figures in the parentheses indicate percentages. 

 

3.2 Collector’s trading on goat to trader and butcher 

Goat is transported through walking or auto-rickshaw and sometimes by pick-up van from 

producer to local market, trader and butcher’s hand. Collectors profit for selling of goat to trader 

and butcher are presented in Table 3.9. It was observed that profit margin was higher for selling 

to butcher (BDT 228; USD 3) compared to trader (BDT 177, USD 2.3).  An average monthly 

income of BDT 20,241 was promising for collectors. Average flock size of goat in the study area 
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is 11.80 and net return from goat farming is BDT 20615.25 (Table 3.2). Therefore, profit margin 

of producer per goat is BDT 1747.00.  

Table 3.9: Collectors profit for selling of goat to trader and butcher 

Upazilla Profit margin for 

every goat sold 

to trader 

(BDT) 

Profit margin for 

every goat sold 

to butcher 

(BDT) 

Overall average 

margin per goat 

sold to trader and 

butcher (BDT) 

Monthly income 

of collector 

(BDT) 

Sayedpur 166.00 141.00 156.00 15600.00 

Mithapukur 157.27 232.27 186.12 19356.36 

Bagha 283.33 303.33 287.33 28733.33 

Godhagari 190.00 330.00 246.00 24600.00 

Alamdanga 184.58 254.58 219.58 22836.67 

Jhenaidah 82.23 106.23 95.56 10320.92 

Overall average  177.24 

(64.84) 

227.90 

(88.54) 

198.43 

(68.04) 

20241.21 

(6611.92) 
Figures in the parentheses indicate percentage 

Collector’s purchase price and selling price per kg of goat meat to trader and butcher are 

presented in Table 3.10. It was observed that per kg purchase price of meat which was supposed 

to sell for trader was BDT 387.31 and per kg purchase price of goat meat for butcher was BDT 

390.45. Similarly, per kg selling price of meat, which was sold to trader and butcher, was 

respectively BDT 405 and BDT 413. 

 

Table 3.10: Collector’s cost and return per kg of meat at trader and butcher levels 

Upazilla Collector’s 

purchase price 

per kg of meat 

sold to trader 

(BDT) 

Collector’s 

purchase price 

per kg of meat 

sold to butcher 

(BDT) 

Collector’s 

selling price per 

kg of meat sold 

to trader 

(BDT) 

Collector’s 

selling price per 

kg of meat sold 

to butcher 

(BDT) 

Sayedpur 403.40 405.90 420.00 420.00 

Mithapukur 393.64 396.41 411.11 422.22 

Bagha 385.90 388.21 407.70 411.54 

Godhagari 377.50 383.75 401.25 425.00 

Alamdanga 370.91 373.51 386.96 395.65 

Jhenaidah 392.52 394.89 400.00 404.55 

Overall average 387.31 

(11.78) 

390.45 

(11.23) 

404.50 

(11.25) 

413.16 

(11.42) 
Figures in the parentheses indicate percentage 
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3.3 Trader’s information on goat 

 Traders were found to sell goat to butchers 

only. Traders profit for selling of goat to the 

butcher is presented in Table 3.11. Trader’s 

overall purchase price and selling price per 

goat was respectively BDT 4460 and BDT 

4692 and varied significantly among the 

regions whereas per kg purchase price of 

meat and per kg selling price of meat was 

respectively BDT 408 and BDT 430. 

Average profit margin per goat sold to 

butcher was BDT 232. Average monthly income was observed to be BDT 51558. The picture 

above shows  collection of data by a RA from traders in Godhagari upazila of Rajshahi district. 
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Table 3.11: Trader’s purchase price, selling price and profit for selling of goat to the 

butcher 

Upazilla Overall 

average 

purchasing 

price per 

goat  (BDT) 

Selling 

price per 

goat 

(BDT) 

Traders’ 

profit for 

selling of 

goat to the 

butcher 

(BDT) 

Profit 

margin per 

goat  selling 

to the 

butcher  

(BDT) 

Per kg 

purchase 

price of goat 

meat at 

traders level 

(BDT) 

Per kg 

selling 

price of 

goat meat 

at traders 

level 

(BDT) 

Monthly 

income 

Sayedpur 4151.73 

(485.17) 

4300.00 

(424.26) 

303440.00 

(274399.00) 

148.27 

(60.91) 

415.17 

 (48.52) 

430.00 

(42.43) 

25286.44 

(22866.58) 

Mithapukur 3316.23 

(1100.23) 

3500.00 

(989.95) 

274640.00 

(2010.65) 

183.77 

(1.10) 

331.62 

(110.02) 

350.00 

(98.99) 

22803.48 

(167.55) 

Bagha 6883.47 

(975.73) 

7000.00 

(989.95) 

399880.00 

(100058.79) 

116.53 

(14.22) 

457.87 

(21.88) 

465.63 

(22.09) 

33323.47 

(8338.23) 

Godhagari 3410.37 

(192.36) 

3550.00 

(212.13) 

403130.00 

(107918.63) 

139.68 

(19.77) 

341.03 

(19.24) 

355.00 

(21.21) 

33594.17 

(8993.22) 

Alamdanga 4509.07 

(3.40) 

4850.00 

(212.13) 

1546500.00 

(1077992.09) 

340.93 

(2.16) 

450.91 

(0.33) 

485.00 

(21.21) 

128876.63 

(89832.67) 

Jhenaidah 4489.98 

(17.46) 

4950.00 

(70.71) 

785550.00 

(233584.50) 

460.02 

(88.17) 

448.99 

(1.75) 

495.00 

(7.07) 

65462.23 

(19465.38) 

Overall 

average 

4460.13 

(1321.10) 

4691.67 

(1.31) 

618690.00 

(581266.29) 

231.53 

(1.54) 

407.59 

(66.10) 

430.10 

(70.15) 

51557.74 

(48438.85) 

F-value 8.26
**

 8.91
**

 2.20 3.23 2.57 3.78 2.20 

Figures in the parentheses indicate standard deviations. 
**

 indicates significance at 0.01 probability level. 

3.4 Butcher’s information on selling of goat meat 

Butcher is processing goat carcass for selling 

in the market at Syedpur upazila. All the actors 

other than butcher sold live goat as a whole. 

However, butcher sold goat meat and by-

products in the forms of skin, four feet, head, 

viscera and fat.  Butcher’s return from selling 

of goat meat and by-products are presented in 

Table 3.12. It was observed that butcher 

earned BDT 5385 by selling of meat from 

every goat. It was also observed that butcher earned a handsome return from by-products in 

addition to goat meat. It was observed that prices of per skin, per four feet, per head and per 

viscera varied significantly among different locations. However, the overall return from every 

goat was observed to be BDT 5887. 
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Table 3.12: Butcher’s return from selling of goat meat and by-products (BDT) 

Upazilla Return 

from 

selling of 

meat from 

every goat 

Price per 

skin 

Price per 

four feet 

Price of a 

goat head 

Price per 

viscera 

Price of fat 

from every 

goat 

Overall 

return from 

every goat 

Sayedpur 4800.00 

(264.58) 

66.67 

(28.87) 

43.33 

(5.77) 

153.33 

(5.77) 

53.33 

(25.17) 

- 5116.67 

(304.35) 

Mithapukur 4866.67 

(115.47) 

56.67 

(5.77) 

40 150.00 

(10.00) 

56.67 

(5.77) 

- 5170.00 

(121.66) 

Bagha 6563.33 

(1577.35) 

183.33 

(65.06) 

56.67 

(5.77) 

140.00 

(17.32) 

86.67 

(23.09) 

116.67 

(104.08) 

7146.67 

(1775.96) 

Godhagari 6213.33 

(1625.74) 

173.33 

(110.15) 

48.33 

(2.89) 

130.00 

(36.06) 

103.33 

(83.86) 

66.67 

(115.47) 

6735.00 

(1958.79) 

Alamdanga 4866.67 

(230.94) 

193.33 

(11.55) 

30.00 216.67 

(14.43) 

200.00 - 5506.67 

(219.11) 

Jhenaidah 5000.00 

 

200.00 

 

25.00 

 

223.33 

(37.86) 

200.00 - 5648.33 

(37.86) 

Overall 

average  

5385.00 

(1080.38) 

145.56 

(76.48) 

40.56 

(11.36) 

168.89 

(42.93) 

116.67 

(70.38) 

30.56 

(70.99) 

5887.22 

(1216.08) 

F-value 2.10 4.47
*
 32.71

**
 8.74

**
 9.87

**
 1.86 1.82 

Figures in the parentheses indicate standard deviations. 
** 

and
 *
 indicate significances at 0.01 and 0.05 probability 

level, respectively. 

Butcher’s profit margin, cost per kg meat and income are presented in Table 3.13. It was 

observed that average cost per kg of goat meat at butcher’s level was BDT 462 whereas 

butcher’s selling price per kg of meat was BDT 483. Butcher’s average profit margin per goat 

was BDT 719. It was also observed that monthly income of butcher from goat meat selling was 

BDT 35,966. Graphical presentation of butcher’s purchase price, selling price and profit margin 

per goat is presented in Figure 3.1. 
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Figure 3.1 Graphical presentation of butcher’s purchase price, selling price and profit margin per 

goat 
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Table 3.13: Butcher’s profit margin, cost per kg of meat and income (BDT) 

Upazilla Overall purchase 

price per goat 

including all 

factors 

 

Cost per kg of 

goat meat at 

butcher’s level 

Butcher’s selling 

price or 

consumer’s 

purchase price 

per kg of meat 

Butcher’s profit 

margin per goat 

(return over 

cost) 

Butcher’s 

monthly income 

Sayedpur 4640.76 

(229.31) 

464.08 

(22.93) 

480.00 

(26.46) 

475.91 

(124.04) 

27931.08 

(7581.91) 

Mithapukur 4159.89 

(275.11) 

415.98 

(27.51) 

486.67 

(11.55) 

1010.11 

(267.28) 

40223.00 

(4361.29) 

Bagha 6334.04 

(1660.73) 

461.69 

(21.46) 

480.00 

(10.00) 

812.63 

(207.96) 

41990.45 

(9967.01) 

Godhagari 6338.04 

(1764.57) 

473.78 

(23.40) 

466.67 

(15.28) 

396.96 

(607.93) 

20478.45 

(30512.34) 

Alamdanga 4785.07 

(423.05) 

478.51 

(42.31) 

486.67 

(23.09) 

721.59 

(641.34) 

43184.21 

(45842.57) 

Jhenaidah 4749.44 

(234.34) 

474.94 

(23.43) 

500.00 898.89 

(230.29) 

41985.93 

(11444.05) 

Overall average 5167.87 

(1224.79) 

461.49 

(31.95) 

483.33 

(17.49) 

719.35 

(405.41) 

35965.52 

(21720.50) 

F-value 2.51 2.09 1.27 1.08 0.48 

Figures in the parentheses indicate standard deviations. 

Ante-mortem and post examination, and related facilities at butcher’s level are presented in 

Table 3.14. About 44% respondents told that inspection of goat during slaughtering was not 

practiced. It was evident that in 39% cases it was examined by sanitary inspector and only 17% 

by Veterinary Surgeon. Butcher’s shops were mostly of cemented and tin shed (56%) followed 

by open shop (28%). Sanitations at butcher’s level were mostly poor (44%) and fair (39%) and 

only 17 percent butcher maintained good sanitation. Water supply in butcher’s shop was mostly 

adequate (67%). 

Table 3.14: Goat ante-mortem and post mortem examination, and facilities at butcher’s 

level 

Undergo ante-mortem 

and post-mortem 

examination 

Inspector for ante-

mortem and post-

mortem examination 

Shop type Sanitation Water supply 

Respons

e 

Frequenc

y 

Type of 

inspector 

Frequency Type Freque

ncy 

Level Frequency Level Frequency 

No 8 

(44.4) 

No 8 

(44.4) 

Open 5 

(27.8) 

Poor 8 

(44.4) 

Inadeq

uate 

4 

(22.2) 

Yes 10 

(55.6) 

Sanitary 

Inspector 

7 

(38.9) 

Tin shed 3 

(16.7) 

Fair 7 

(38.9) 

Adequ

ate 

12 

(66.7) 

Total 18 

(100.0) 

Veterinar

y Surgeon 

3 

(16.7) 

Cemented 

and tin 

shed 

10 

(55.6) 

Good 3 

(16.7) 

Good 2 

(11.1) 

  Total 18 Total 18 Total 18 Total 18 
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(100.0) (100) (100.0) (100.0) 

Figure in the parentheses indicate percentages 

 

Factors related to goat processing at butcher’s level are presented in Table 3.15. Goat supply for 

processing by butcher was adequate (72%). Water quality in the meat processing area had been 

reported to be good by 56% respondents and fair by 39% respondents. About 44% butcher 

slaughtered goat in slaughter house and 39% in presence of buyer. It was observed that butchers 

did not follow the government “Animal slaughter and meat standard control act, 2011”. Political 

instability did not hamper their businesses as opined by 67 percent respondent butchers. 

 

Table 3.15: Factors related to goat processing at butcher’s level 

Goat supply Water quality Meat inspection from 

municipality vet. 

surgeon 

Slaughtering of goat Does political 

instability hamper 

your business? 

Supply Frequency Quality Frequency Inspection Frequency Mode Frequency Response Frequency 

Fairly 

adequate 

5 

(27.8) 

Poor 1 

(5.6) 

Regular 8 

(44.4) 

In 

presence 

of buyer 

7 

(38.9) 

No 12 

(66.7) 

Adequate 13 

(72.2) 

Fair 7 

(38.9) 

Irregular 4 

(22.2) 

In 

absence 

of buyer 

3 

(16.7) 

Yes 6 

(33.3) 

  Good 10 

(55.6) 

Occasional 3 

(16.7) 

In 

slaughter 

house 

8 

(44.4) 

  

    Never 3 

(16.7) 

    

Total 18 

(100.0) 

Total 18 

(100.0) 

Total 18 

(100.0) 

Total 18 

(100.0) 

Total 18 

(100.0) 

Figure in the parentheses indicate percentages. 

 

3.5 Input supplier’s information  

Goat input supplier’s information on buying and selling of input and monthly income are 

presented in Table 3.16.  An average weekly purchased feed was 350 kg and purchase price per 

kg was BDT 19 while the weekly feed sold was 348 kg and average selling price of per kg feed 

was BDT 20. These four factors varied significantly among the locations. Monthly income of 

input supplier was BDT 5140. 
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Table 3.16: Goat input supplier’s information on buying and selling and monthly income 

Upazilla Amount of 

weekly 

purchased feed 

from the 

industry (kg) 

Overall 

purchase price 

per kg of feed 

Selling price 

of per kg feed 

(BDT) 

Amount of 

weekly 

feed sold 

Profit earned 

from weekly 

medicine sold 

Monthly 

income from 

selling of 

different 

inputs 

Sayedpur 1000.00 

 

29.65 

(1.20) 

30.75 

(1.77) 

1000.00 - 4400.00 

(2262.74) 

Mithapukur 250.00 

(70.71) 

29.56 

(0.91) 

32.50 

(3.54) 

240.00 

(84.85) 

- 3270.60 

(35820.54) 

Bagha 500.00 

 

27.52 

(0.74) 

30.00 500.00 1500.00 

(2121.32) 

14020.00 

(11341.99) 

Godhagari 350.00 

(70.71) 

26.04 

(0.41) 

27.50 

(0.71) 

350.00 

(70.71) 

- 2000.00 

Alamdanga - - - - 

 

762.50 

(972.27) 

3050.00 

(3889.09) 

Jhenaidah - - -  

- 

1025.00 

(671.75) 

4100.00 

(2687.01) 

Overall 

average 

350.00 

(358.02) 

18.79 

(13.95) 

20.13 

(14.99) 

348.33 

(358.83) 

547.92 

(956.23) 

5140.10 

(5759.67) 

F-value 160
**

 860.34
**

 182.77
**

 138.12
**

 0.84 1.39 

Figures in the parentheses indicate standard deviation 

 

Input related information provided by the respondents is presented in Table 3.17. The input 

suppliers used to sell feed (58%) and medicine (33%). About 58% respondents did not sell 

packaged feed and only 42% respondents did sell packaged feed. No feed (92%) was sold after 

expiry date as mentioned on packaged feed. 

 

Table 3.17: Inputs related information provided by the respondents 

Kinds of input supplied Buying and selling locally 

available feed ingredient? 

Dealing with packaged 

feed? 

Are there any expiry dates 

on packaged feed? 

Kinds Frequency Response Frequency Response Frequency Response Frequency 

Feed 7 

(58.3) 

No 9 

(75.0) 

No 7 

(58.3) 

No 11 

(91.7) 

Medicine 4 

(33.3) 

Yes 3 

(25.0) 

Yes 5 

(41.7) 

Yes 1 

(8.3) 

Feed and 

medicine 

1 

(8.3) 

      

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Figures in the parentheses indicate percentages 
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Input suppliers opinion on quality of inputs, feed act and suggestions to improve input supply are 

presented in Table 3.18. In case of packaged, 58% respondents told that net weight was not 

mentioned on the label while only 42% respondent reported that net weight was mentioned.  It 

was observed that quality of feed and medicine was very good (25%) and good (42%). About 

92% respondent did not know about the Livestock Feed Act, 2010. The respondents suggested to 

improving the supply of inputs through feed and medicine and government intervention to ensure 

quality inputs. 

 

Table 3.18: Input suppliers opinion on quality of inputs, feed act and suggestions to 

improve input supply 

Is net weight mentioned on 

the label of packaged 

feed? 

Quality of supplied feed 

and medicine 

Information on livestock 

feed act and goat 

development policy 

Suggestions to improve supply 

of input 

Response Frequency Quality Frequency Response Frequency Suggestions Frequency 

No 7 

(58.3) 

Fair 4 

(33.3) 

No 11 

(91.7) 

Good quality 

raw material 

should be 

provided 

6 

(50.0) 

Yes 5 

(41.7) 

Good 5 

(41.7) 

Yes 1 

(8.3) 

Government 

intervention is 

needed 

6 

(50.0) 

  Very good 3 

(25.0) 

    

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Figures in the parentheses indicate percentages 

3.6 Service providers support in goat farming 

Service provider is an important value chain actor in goat enterprise. Goat is a very vulnerable 

enterprise which faces unprecedented disease outbreak, ill health due to lack of feed and 

medicine, housing and sanitation. Service provider’s information and services rendered to goat 

production has been presented in Table 3.19. It was observed that most of the service providers 

(50%) were Veterinary Surgeon (VS) followed by Upazilla Livestock Officer (ULO) (42%) and 

District Livestock Officer (DLO) (8%) respectively. Most of the service providers had the degree 

of DVM and services rendered by them were giving medicine (33%), medicine and consultancy 

(33%) and consultancy (25%) only. Goat faced mostly viral diseases (33%), viral and parasitic 

diseases (33%) and bacterial diseases (17%). The PPR was found to be the most fatal (67%) 

disease for goat followed by pneumonia (17%). 
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Table 3.19:  Service provider’s information and services rendered to goat production 

Position of service 

provider 

Educational 

qualification of service 

provider 

Type of service 

rendered 

Disease faced by goat Mention the names of 

goat diseases 

Position Frequency Education Frequency Service type Frequency Disease 

type 

Frequency Name of 

disease 

Frequency 

Veterinary 

surgeon 

6 

(50.0) 

DVM 11 

(91.7) 

Medicine 4 

(33.3) 

Nutritional

/parasitic 

2 

(16.7) 

Pneumonia 2 

(16.7) 

ULO 5 

(41.7) 

B. Sc.  A. 

H. (Hons.) 

1 

(8.3) 

Consultancy 3 

(25.0) 

Viral 4 

(33.3) 

PPR 8 

(66.7) 

DLO 1 

(8.3) 

  Input 

subsidy 

from  the 

government 

1 

(8.3) 

Bacterial 2 

(16.7) 

Mange 1 

(8.3) 

    Medicine 

and 

consultancy 

4 

(33.3) 

Viral and 

parasitic 

4 

(33.3) 

Metabolic 

disease 

1 

(8.3) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Figures in the parentheses indicate percentages 

Information about feed act, goat development policy, treatment and suggestions of goat 

improvement by the service providers have been presented in Table 3.20. Most of the service 

providers (58%) followed feed act and only a few (42%) did not follow feed act. Most of them 

(92%) knew government goat development policy. Most of the service providers (83%) were 

found to use pro-biotic and antibiotic medicine and 92% respondents suggested feed composition 

and housing management to improve goat production.  

For research on goat sub-sector development in Bangladesh, there are organizations like BLRI, 

BAU are actively involved for developing different technologies regarding goat production and 

marketing. Technologies are disseminated through DLS and some NGOs to the farmers. These 

technological supports might be helpful to develop goat value chain enabling environment in 

Bangladesh.  
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Table 3.20: Feed act, goat development policy, treatment and suggestions of goat 

improvement 

Do you follow the 

feed act? 

Do you know the goat 

development policy? 

Do you use probiotic 

and antibiotic? 

If so which one? Do you suggest feed 

composition and 

housing management 

suggestions   

Response Frequency Response Frequency Response Frequency Type Frequency Response Frequency 

No 5 

(41.7) 

No 1 

(8.3) 

No 2 

(16.7) 

No 1 

(8.3) 

No 1 

(8.3) 

Yes 7 

(58.3) 

Yes 11 

(91.7) 

Yes 10 

(83.3) 

Probiotic 9 

(75.0) 

Yes 11 

(91.7) 

      Antibiotic 2 

(16.7) 

  

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

Total 12 

(100.0) 

 

3.7 Cost per kg of goat meat at different actor’s level 

Figure 3.2 shows cost per kg of meat at farmer’s, collector’s, trader’s and butcher’s levels. It is 

clear from the figure that cost per kg of meat at butcher’s level was the highest followed by that 

of trader’s, collector’s and farmer’s level respectively. 

 

 

Figure 3.2: Cost per kg of goat meat at different actor’s level  

Figure 3.3 presents monthly profit of farmers, monthly profit of collectors, traders and butchers 

at different locations.  The figure shows that farmer’s profit was the highest in Jhenaidah 
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whereas the trader’s profit was the highest in Alamdanga. Trader’s average profit was higher 

than that of butcher and collector. 

 

Figure 3.3 Monthly profit of farmers and monthly profit of other actors from goat 

enterprise 

 

 

Figure 3.4 presents profit margin per goat at collector’s, trader’s and butcher’s levels. It is 

obvious from the figure that profit margin per goat was the highest at butcher’s level followed by 

that of trader’s and collector’s level respectively. 



43 
 

 

Figure 3.4: Profit margin per goat at collector’s, trader’s and butcher’s levels 

 

3.8 Goat production function estimation, technical efficiency and impact of farm size,        

     labor and feed  

Table 3.21 presents the maximum likelihood estimation of Stochastic Frontier Production 

Function and Technical Inefficiency Effect model. Table 3.21 reveals that goat production was 

influenced by farm size and feed. That is, farm size and feed were found to be very important 

factors to goat production. Goat production was needed to use very small amount of labor. Goat 

production could be influenced by grazing, which could not be accommodated in our model 

since grazing could not be measured. However, family size has expected sigh (negative sign) in 

the technical inefficiency effect model which suggests that technical inefficiency decreases with 

the increase in family size of farm households. In other words, we can say that farmers with 

larger family sizes could achieve higher efficiency or higher production of goat than that with 

smaller family sizes. Similarly, experience has significant and negative sign which explains that 

farmers with higher experienced achieve higher level of technical efficiency or higher goat 

production than that with smaller experiences. The generalized likelihood ratio test suggests that 

there were significant technical inefficiency effects in the goat production. 
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Table 3.21: Maximum likelihood estimate of Stochastic Frontier Production Function and 

Technical Inefficiency Effect Model 

Variable Parameter Estimated coefficient 

Stochastic frontier: 

Intercept 

ln (Farm size) 

ln (Labour) 

ln (Feed) 

 

Technical inefficiency effect 

model: 

Intercept 

Family size 

Age 

Education 

Experience 

Variance parameter: 

 

Log likelihood function 

Generalised likelihood ratio test 

 

 

Β0 

 

Β1 

 

Β2 

 

Β3 

 

 

 

 

 

 

 

Δ0 

 

Δ1 

 

Δ3 

 

Δ4 

 

Δ5 

 

σ 

 

ϒ 

 

 

 

1.3291 

(7.1684) 

0.1685
*
 

(0.0756) 

0.0799 

(0.2278) 

0.1386
**

 

(0.0441) 

 

 

 

 

 

 

0.3854 

(7.4696) 

-0.0562 

(0.0659) 

0.0112 

(0.0090) 

0.0258 

(0.0415) 

-0.0270
*
 

(0.0131) 

0.3427
**

 

(0.0729) 

0.0001 

(0.0003) 

-53.01 

 

12.63 

 

Figures in the parentheses indicate standard errors.  

The farm-specific technical efficiency achieved by the farmers in the goat production ranged from 30 

percent to 100 percent (Table 6.22). The highest technical efficiency was 100 percent and the lowest 

technical efficiency was 38 percent with an average technical efficiency achieved at the level 73 percent. 

It indicated that farmers could increase the goat production by 27 percent with the existing available 
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technology and resource base. Only the improvement of management practices could increase the 

significant amount of goat production. 

Table 3.22: Frequency distribution of estimated farm-specific technical efficiency 

Technical efficiency score (%) Number of farms 

30-40 2 

(3.33) 

40-50 1 

(1.67) 

50-60 10 

(16.67) 

60-70 16 

(26.67) 

70-80 14 

(23.33) 

80-90 7 

(11.67) 

90-100 10 

(16.67) 

Total 60 

(100.00) 

Maximum technical efficiency score 1.00 

Minimum technical efficiency score 0.38 

Average technical efficiency score 0.73 

Figures in the parentheses indicate percentages. 

3.9 Findings from FGD (consumers and owners of hotel and restaurants)  

FGD at Godhagari upazila of Rajshahi district is 

shown in the picture. Goat meat is preferred to 

other meat because 67 per cent of the 

respondents think that the meat is easily 

digested and it has high demand particularly 

during wedding and at the time of different 

festivals. The people have preference to colour 

of goats which is black, locally says “kalo 

chhagol” although they have no hesitation in 

consuming meats of other colour. A specially 

produced local goat, popularly known wether 

(“khasi”), grown after castration is the animal of choice among different types available in the 

market.  Of course, adulteration by dishonest butchers with some other types of meat such as 

uncastrated male (“patha”), female goat and mutton is sometimes observed. Consumers have no 

definite routine in purchasing meat, some purchase weekly, some fortnightly and others on 

irregular basis i.e. at the time of necessity. Normally, half to one kg of meat is purchased in a 
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week which costs BDT 900 to 2000 in a month.  Goat meat is always available at the nearest 

market (maximum 1 km distance approximately) and the price per kg ranges from BDT 450 to 

500. Even the people are ready to pay more if the meat is fresh and if the goat is slaughtered in 

front of them.  Most consumers prefer meat either free of fat or with extracellular fat as 

minimum as possible (66.7%).  The quality, according to them, was very good (66.7%)  They 

have also cooking preference. Preference for cooking indicates that preparation in the form of 

“curry” is liked by all. They are aware of sanitation practices followed by butchers at the sale’s 

point which they treat as more or less good and quite acceptable.  Goat meat is always available 

to consumers whatever the price is. The only thing is that in case of bulk purchase, they need to 

go for booking in advance.  To their knowledge, no goat is imported and therefore there is no 

chance of having meat of imported animals.   

The consumers agree, in general, that goat is suitable for rearing commercially and meat of such 

animal has high demand as a potential food item which is delicious and easily digestible. But the 

land is scarce and grazing fields (pasture land) are inadequate for commercial production. 

System of rearing is not correct and there exists problem of insanitary practices in housing of 

flocks. Opportunities exist to increase production for the empowerment of women. Semi-stall 

feeding may be practiced to solve grazing problem.  Loss of animal from theft, cold problem, 

diseases particularly PPR are reported to be the major threats. Constraints to goat rearing include 

high cost under intensive management, irregular or no vaccination, lack of training facilities for 

the farmers and lack of professional manpower at grass root levels (upazila level) to facilitate 

extension works. Hence motivation of farmers for goat rearing, providing proper training to 

stakeholders involved in goat value chain, adequate supply of vaccines, and ensuring feed supply 

are the factors to be considered to augment production.  

Although meats of different animal species are available in hotel and restaurants of study areas, 

goat meat is preferred by the consumers despite its higher prices. Most of the owners of hotel and 

restaurants are in a position to meet the demand of the consumers while some are not.  The 

failure to meet the demand of consumers of some of the hotels and restaurants is largely due to 

their limited stocks but they are able to fulfill the demand if booking is done in advance. All 

business men agreed that the meat is costly and they are making less profit. It was found butcher 

cuts 9-11 pieces from one kg meat and was sold after cooking @ BDT 70-80 per piece. 

The reasons for high cost of meat are that goats are not produced commercially, involvement of 

middlemen in marketing channel cannot be avoided and government tax has to be paid by both 

seller and buyer (50% each).  In case of any disaster like epidemic, for example, PPR, inadequate 

supply leads to high price in the market.   
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3.10 Findings from KII 

3.10.1 Production and marketing: KII at 

DLS, Dhaka is shown in the picture. Cost-

benefit analysis of meat producing goats is to 

be practiced under various stages of their 

movement from farm to consumers. 

Backward linkages such as breeding 

technique (use of quality buck), feeds and 

fodder, housing, management, extension 

support, vaccination, medication etc are to be 

strengthened in input sector. Forward 

linkages in output sector like access to 

market, marketing facilities (temporary 

holding, transportation etc.), value addition, and access to by-product and export possibility 

should be explored properly. Development of a specially prepared feeds for kids aged 2-6 

months (after weaning period) will aid in preventing malnutrition and kid mortality. Semi-

intensive system of goat production may be practiced when the number of goats increases 

reasonably. Extension program should not only be limited to distribution of bucks but also it 

should address constraints to production at small and medium enterprise (SME) level. Building 

awareness among goat farmers and arrangement of need based proper training of different actors 

would be helpful in for production, marketing and value chain development. 

3.10.2 Constraints: Little or no extension work to support scientific goat production of the 

farmers is found in goat producing areas. Information manuals are not distributed covering major 

aspects of goat rearing such as production and multiplication techniques, fundamentals of 

vaccination, medication, processing and marketing. Lack of livestock or goat specialist and 

extension personnel at grass root levels force the farmers mostly to follow traditional system of 

goat production in the country. Lack of adequate fund at different stages is hindering growth and 

development of goat sector. 

3.10.3 Research and Development (R & D):  Research with goats in both public and private 

sector needs to be strengthened. Research problems should be identified, prioritized and 

addressed quite systematically to apply/update knowledge and experiences for the development 

of goat sector in Bangladesh. Development of least-cost ration, techniques to prevent kid 

mortality, Development of low-cost improved housing system for the farmers and adequate 

production of goat vaccines, particularly PPR are the thirst areas at the present time. 

Establishment of well-equipped R & D sections at various corners of the country will help in 

combating challenges in goat production and quality assurance that would appear from time to 

time.  The technology generated by research should be put into practice in an effective way to 

gear up production.     
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3.10.4 Import of goat 

 Review of literature reveals no information on import of goat in Bangladesh. During the course 

of data collection, FGD, KII none of the actors reported import of goat in Bangladesh.  

3.10.5 Policy level: Conservation of Black Bengal goat is indicated in National Livestock 

Development Policy (DLS, 2007) but the breeding strategy is not well covered. Whatever 

information is available in the policy, lack of an effective implementation strategy resulted in 

indiscriminate breeding Bengal goat with other types of goat (e.g. Jamunapari). Therefore, 

conservation of goat genetic resources is important. Maintenance of ‘germplasm’ of Black 

Bengal goat is to be carried out under government control involving DLS.  This needs to be 

assured elaborately either in the National Livestock Development Policy for by formulating a 

farmer’s friendly separate Goat Development Policy. Adequate professional manpower should 

be employed at grass root level. Capacity building of manpower involved in goat value chain is 

to be considered on a regular basis by the Government, NGOs and other private organizations. 

There should be a well-coordinated approach among different organizations in this respect 

particularly the involvement of Ministry of Planning, Ministry of Finance, Ministry of 

Agriculture, Ministry of Commerce, Ministry of Foreign Affairs, relevant departments of 

universities and DLS in decision making and for providing subsidy to the goat farmers for 

essential inputs and explore export possibility of meat and skin. Since DLS is the major 

Government department to take care of goat sector in Bangladesh, its organogram should be 

updated keeping room for adequate manpower to address the challenges of goat sector in 

Bangladesh in collaboration with universities, research institutes and other relevant departments.  

Government goat farms under DLS may be converted into nucleus breeder farms by solving 

prevailing problems. These farms may play a significant role in conservation, extension and 

poverty alleviation provided that they are well-equipped with proper planning and manpower.  
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3.11 Relationship of value chain actors  

3.11.1 Farmer 

Small scales farmers are directly sell his goat with or without the assistance of broker to the 

village buyers/collector who go around the villages and bring their majority part of the goat to 

the local market during the designated market day.  

 

3.11.2 Collector 

Collector is a small scale trader. He purchases goat from the farmers by door to door around the 

villages and supply to the local trader/market as per requirement. These types of traders buy goat 

directly from the small scale farmers and mainly sell to local traders or to the local markets. They 

are mostly small-scale seasonal floating traders and some combine goat farming with trading. 

 

3.11.3 Local trader 

 

They are small scale wholesalers who purchases goat from the local market/collectors and 

directly supplies to the local butchers and partly district/city markets butchers. On the other hand, 

some local trader’s supplies goat to the different district/city wholesale market (like Jatrabari, 

Dhaka). Goats are transported by motorized auto rickshaw, van, trucks and buses to village, 

district or city wholesale market by the traders or the butcher himself. 

 

3.11.4 Local butcher 

They have temporary/permanent shop (Butcher House) and staffs in the markets and feed the 

customers. The local butcher-retailer directly buys goats from the local traders as per their 

requirement and sell to local hotel, restaurant and direct household consumer from their market 

shop.  

 

3.11.5 District/City market butcher 

District/city market butchers directly collects goat from the local traders as per requirement and 

also collect from district/city wholesale markets. Then, they supplies to hotel, restaurant, 

industrial consumer, super market and direct household consumer from their market shop. This 

type of butcher buys and transports the goat himself coming from local traders and district/city 
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wholesale market. At city market stall in Dhaka, meat vendors/butchers fabricate the carcass into 

wholesale and retail cuts and hanged in racks for display. The consumer selects his choice of 

meat cut from any of the wholesale or retail cuts. The price per kg of quality goat meat averages 

of Tk. 550.00 to 600.00 in Dhaka City.  

 

3.11.6  Service provider 

Different organizations/institutions are currently providing some services to the goat farmers 

which include rearing technology, credit access, training, consulting services on small scale farm 

operation, laboratory and diagnostics, waste management issues etc. 

The service providers of the goat sub-sector acting in the study areas as well as in Bangladesh 

along with their service provisions and mode of transaction are presented in Table 3.23. 
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Table 3.23:  Service provider mapping of goat value chain  

Major service 

provisions 

Sector Service providers Mode of transaction 

Capacity building 

and technological 

intervention 

GoB MOFL, DLS, Bangladesh Bank, BARC, BAU, 

BLRI, CVASU, Goat Development Farms, Youth 

Training Centre, PKSF, SME Foundation, Hortex 

Foundation, BFSA (Bangladesh Food Safety 

Authority)  

Free  

NGO BRAC, Grameen Bank, Proshika, Padakhep, ASA, 

Heifer International Bangladesh, Wave Foundation 

etc. 

Embedded 

Private Feed, medicine and vaccines companies  Free 

Advance Animal Science Company, ACI AgroVet, 

Square AgroVet, Bengal Meat, Pabna Meat 

Transacted 

Information service GoB MOFL, DLS, AIS, BARC, BAU, BLRI, CVASU, 

SAU, SAC, BSMRAU, Hortex Foundation, Goat 

Development Farms, Youth Training Centre 

Free 

NGO BRAC, Grameen Bank, Proshika, Padakhep, ASA, 

Wave Foundation, Heifer International Bangladesh    

etc. 

Embedded 

Private Advance Animal Science Company, ACI AgroVet, 

Square AgroVet, Bengal Meat, Pabna Meat 

Embedded 

Feed, medicine and vaccine companies, different 

financial institutes and different associations 

Free 

Micro-credit GoB State owned commercial and specialized bank Transacted 

NGO PKSF, SME Foundation, BRAC, Grameen Bank, 

Proshika, Padakhep, ASA, Wave Foundation etc. 

Transacted 

Private Private commercial banks, leasing companies etc. Transacted 
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Figure 3.5:  Goat value chain framework/mapping in Bangladesh 
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3. 12   Goat value chain analysis 

 

Goat value chain framework/mapping in Bangladesh is shown in Figure 3.5. Sayedpur, 

Mithapukur, Godhagari, Bagha, Alamdanga and Jhenaidah Sadar Upazila are considered as the 

important goat farming areas in Bangladesh. Goat contributes significantly in the local economy 

and national GDP in agriculture. However, the goat sub-sector has been running with acute 

constraints despite huge potentials. To understand the constraints and opportunities, the supply 

chain and value chain maps are developed and interventions are identified to mitigate the 

constraints.  

 

3.13 Development of supply chain map 

 

Supply chain means the transfer of goods and services from producers to consumer (point of 

production to point of consumption) in an efficient and effective manner. It is the process of 

planning, implementing and controlling the operations of the supply chain as effectively as 

possible from point-of-origin to the point–of-consumption. Supply chain analysis helps farmers, 

collectors, traders, butchers, entrepreneurs, processors, exporters and other allied stakeholders to 

know who are the potential actors in the chain, what are the volume of produce is transacted, 

what is the flow of product, information & knowledge exist in the chain, what are the different 

process in the chain and what types of business (services) are feeding into the chain. 

Incorporating this entire information, farmers/entrepreneurs can grow their business more 

efficiently. The goat supply chain map is incorporated below in Figure 3.6. 
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Figure 3.6: Goat supply chain in Bangladesh 

 

 

It is apparent from the supply chain map that goat from the local areas are distributed to all over 

the country. Large numbers of collectors, traders and butchers are associated with live goat and 

goat meat business in the study areas. 

 

3.14 Designing of value chain diagram 
 

Value chain is a chain of activities. Product pass through all activities of the chain in order and at 

each activity the product gains some value. A value chain analysis is done to identify the actors 

involved in the supply chain of that commodity, to improve access of inputs, markets and 

services by mobilizing the small scale farmers and policy environment towards facilitation of the 

chain. Value chain generally starts with the raw materials supply at the farm level and ends with 

consumers who make the choice to buy, or not to buy, the finished product. Any value chain has 

several links between the farm and the consumer such as procurement, transportation, 

processing, commodity storage, conversion packaging, distribution, retailing and other services. 

Value chain analysis of goat in 01 year (two production cycles) is given in Figure 3.7.  
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Figure 3.7: Value chain analysis of goat in Bangladesh 

 

 

 

In figure 3.7, the average input cost is calculated on flock size of 11.80 goats during analysis of 

value chain.Value chain analysis reveals that generally farmers do not go for deworming and 

vaccination of their goat as needed. This may result even the death of the goat. Farmers have 

limited knowledge on feed, housing, medicine and overall disease management which reduces 
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the goat yield and ultimately deprives them from good income.  

 

Farmers are normally selling their goat to the collectors and in local market as shown in the 

supply chain map. However, the farmers reared goat keeping in mind for marketing during Eid 

festivals. The income generally varies depending on the procedure of goat management, timing 

of selling. Good quality goat breed and buck/breeding services with subsidized rate from Govt. 

& NGOs could reduce the production cost, improvement of goat, income increment and facilitate 

farmers in empowering their capacity through training on improved production technology 

including housing, feed, disease management and other technologies. Initially making good 

quality goat breed, buck/breeding service and necessary natural feed availability could be useful 

intervention for protecting world famous Black Bengal goat and also in expanding commercial 

goat farming in Bangladesh. 

 

 

3.15 Access to finance for small scale goat farmers 

 

Credit programs facilitating access to finance for goat farmers, have gone through formal 

training programs and have prepared proper financial and production plans. For small scale 

producers, it is a disadvantage that large scale producers like fisheries & poultry continue to 

receive government subsidies in the forms of lower prices for fuel and electricity and tax 

exemption. These subsidies benefit only a few enterprises, which are not categorized as industry. 

 

NGOs can facilitate goat farmers to improve productivity, farm income, and effectiveness of 

goat production system for promoting technology generation, dissemination, adoption, and 

increase efficiency of extension systems. Then, NGOs can intervene to direct farmer-market 

linkage development for minimizing the role of the market intermediaries in the supply chain. 

Main focus of the NGO will be to integrate small and marginal producers of goat with the market 

through development of specific supply chains. In this regard, NGOs can develop new supply 

chain business development model that will be followed during their implementation phase.  

 

 

3.16 Constraints and opportunities 

 

Several constraints have been identified during the value chain analysis of goat and because of 

existence of those constraints goat as an enterprise have not yet been established as compared to 

beef fattening business. However, there has been a significant potential of goat farming to raise 

the business. The following major factors that limit goat farming growth can be summarized as 

under in Table 3.24. 
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Table 3.24 Constraints and opportunities of goat farming  

 

Constraints identified Opportunities prevailed 

Farmers do not know about goat breed and 

the selection criteria of doe with kid during 

buying 

Formation of farmers group and build capacity 

of the small scale farmers through proper 

training 

Lack of knowledge of the farmers on 

improved production management of goat 

rearing and preparation of feeds properly  

Provide extension services to build capacity of 

the small scale farmers for improved goat 

rearing and its management through proper 

training 

Lack of inputs like natural grass, fodder, 

feed, medicine, vaccines  

Develop link farmers with the good commercial 

input suppliers, Govt. livestock department and 

NGOs    

Lack of Black Bengal goat/good quality 

breed to supply doe with kid to the farmers 

for farming 

Facilitate to protect Black Bengal Goat breed 

and in developing good quality goat breed and 

increasing the productivity and quality of meat 

Diversion/Cross of original Black Bengal 

goat breed with Indian and other breed like 

Jamunapari 

Govt. Goat Development Farms and 

NGOs/Private sectors can facilitate to protect 

and improve the breed and disseminate to small 

scale farmers with subsidized rate for 

commercial farming   

Lack of quality buck/breeding services  Opportunity to available quality buck and 

introducing commercial AI services similar to 

cattle breeding when smallholder farmers will 

rear goat at enterprise level.   

Lack of slaughter house  Establish adequate numbers of slaughter house 

and linking farmers with the slaughter house 

Lack of effective transport system to carry 

live goat right from farm gate to market  

Develop farmers group marketing system to 

minimize the cost of transportation  

Inappropriate wholesale market 

 

Develop good infrastructure for the market 

Farmers are lacking of defined buyer i.e. no 

link with organized buyers e.g. super stores 

or meat processing farm 

Develop direct farmer-market linkage by 

facilitating group farmers to link with the super 

stores/meat processing farms  

 

Lack of farmers, butchers, hotel/restaurants 

owners and consumers knowledge on food 

quality and safety 

Improve quality of goat meat and create 

awareness and provide training to different 

stakeholders on meat quality and safety 

Lack of goat contract farming 

 

Initiate/develop contract or group farming 

Limited contact with DLS for proper goat 

management 

Develop effective linkage with DLS 
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There is a constraint of credit to scale up 

goat rearing as a business.  

NGOs can try to facilitate in linking the group 

farmers with the bank/financial institutes 

 

 

 

3.17 Strategies for implementing interventions 

Intervention can be defined as an activity or set of activities that can create an influencing force 

in an environment leading to accomplishment of a desired objective or a part of it. Before 

implementing any intervention, following 8 steps need to be followed as under in Figure 3.7. 

These steps are in sequence; however, some steps may be skipped if required.  
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Market

Step 1
Value chain 
selection

Step 2
Value chain 
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Step 3
Identification of
Constraints & opportunities

Step 4
Identification of market 
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Step 5
Selection of market based 
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Step 8
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Communications Input/services
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Competitiveness

                           

Figure 3.8: Steps of implementing interventions for goat value chain 

 

3.18 Identification of interventions 

 

One of the key constraints in designing any intervention in the agribusiness sector is the lack of 

sufficient and authentic information on the size of the enterprises and values generated. The 

process will provide deep understanding of constraints and interventions in goat sub-sector. 

Constraints need to be prioritized based on importance and immediate demand according to 
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actor. Several interventions have been identified for implementation on commercial goat farming 

as an enterprise. Some of the selected interventions are presented in Table 3.25. 

 

Table 3.25 Existing constraints and proposed interventions for improvement of GVC actors 

in Bangladesh 

 

GVC actors Existing constraints Proposed interventions 

Goat 

farmers 

Access to finance: lack of capital Timely delivery of loan on easy terms 

from Bank/NGO to goat farmers through 

CBO 

Goat housing: small farmers keep 

their goats with less facilities in the 

house 

Support is needed from NGO to farmers 

for  improving facilities in the goat house 

Goat nutrition: inadequate fodder 

and tree leaves  

 

No pellet feed is available in the 

market 

Cultivation of high yielding fodder and 

tree leaves for goat browsing 

 

Preparation of commercial pellet feed for 

goat fattening in existing feed mills 

Goat breeding: Genetic dilution of 

Black Bengal goat breed through 

crossing with other breeds e.g. 

Jamunapari 

Government should take necessary steps 

to conserve original germ-plasm of Black 

Bengal goat breed 

Scarcity of Black Bengal breeding 

buck in the community 

Establishment of community based buck 

park  for breeding of doe in time  

Goat health: Poor health service, 

irregular vaccination and disease 

incidence 

Strengthen health service with local 

service providers ( e.g. CAVE of HI) and 

ensure routine vaccination and treatment 

of goat in time 

Goat flock size: small goat flock 

varies from 5-12 for a farmer does not  

support to develop enterprise 

Goat flock size needs to be recommended   

depending on the farmer’s capacity and 

feed resources. Goat flock size may be 

increased to 15-20 to develop it as an 

enterprise 

 Knowledge and experience on goat 

business: lack of technical knowledge 

and experience on goat production and 

business 

Capacity building of farmers through 

training 

Goat 

Collector 

and Trader 

Goat marketing: lack of finance Timely delivery of loan on easy terms 

through trader’s association 

Inadequate facilities of transportation 

of goat 

Specially developed pick-up van for 

comfortable transportation of goat from 

farm to market and butcher’s shop 

Lack of facilities in the market place Improvement of market facilities in terms 

of space, sanitation and feed by local 
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authorities 
Small scale trading and marketing Goat flock size 15-20 per household could be 

a good economic enterprise for collector and 

trader.  

Lack of goat market information Government needs to develop Goat 

Marketing Information System (GMIS) and 

disseminate it through National Goat 

Trader’s Association (NGTA).  

Butcher Goat meat processing: no modern 

slaughter house 

Strengthen facilities with establishing mini- 

slaughter slab in local market 

Slaughter goats on unhygienic condition Slaughtering places should be accompanied 

by modern sanitation facilities in terms 

watering, cleaning with antiseptics and 

maintain them regularly in a sustainable 

manner. Training of butchers through DLS 

on meat hygiene, quality and safe meat for 

human consumption should be done at a 

regular interval. 

 Butchers do not follow Animal Slaughter 

Act 2011 

Ensure pre-mortem  and post-mortem 

inspection through registered veterinarians 

Goat meat 

consumers 

(Household, 

hotel, 

restaurant 

etc.) 

Goat meat quality: slaughter in 

unhygienic condition inadequate 

measures for meat quality control  

Establish mini slaughterhouse with modern 

facilities and ensure quality control before 

sale to the consumers.  

Input 

supplier 

Input supply: there is a demand for pure-

bred Black Bengal buck and doe by the 

farmers 

At present there are five Government goat 

breeding farms in Bangladesh. To satisfy the 

demand of farmers for buck/doe there need 

to be establishing more breeding farms in 

goat producing areas. 

 Irregular inputs supply (credit, feed, 

fodder, medicine, vaccine, feed additives) 

Ensure regular delivery of inputs for the 

users in time and in fair price. 

Service 

providers 

Enabling environment: inadequate 

linkage among GVC actors to share the 

available business information 

Development of GKB for value chain actors 

and use it through ICT based communication 

network (mobile, website) to develop 

business model. 

 Lack of knowledge and experience of 

GVC actors 

Develop GVC training module based on 

training needs and improve capacity building 

of GVC actors through training.  

 No goat development policy in 

Bangladesh. Animal Slaughter Act, 2011 

is not in fully practice in the field 

The DLS needs to develop goat development 

policy and take initiatives for implementation 

of Animal Slaughter Act, 2011. 

 Lack of business plan and enterprise 

experience of goat farmers 

 Business plan for GVC actors needs to be 

developed to bring goat as an enterprise. 

Private sector can come forward for larger 

investment. 
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3.19. Limitations of the study 

In spite of directing utmost efforts to enrich the report with useful and authentic information that 

might be helpful to implement future intervention strategies in goat sector, the team of experts is 

aware of a few limitations of this study. These limitations, as mentioned below, are to be taken 

into account to understand the contents of this report: 

1. There is no denying of the fact that goat farming in Bangladesh has not yet reached up to 

an enterprise level. Rearing of a few goats without maintaining any records on production 

and financial aspects under traditional system has made it difficult to collect data from 

farmers’ households or elsewhere. Actors in value chain had to provide data what they 

could recollect from memory and individual experience. 

2. The study areas covered only a few upazillas of the goat concentrated areas of 

Bangladesh comprising only 120 samples plus few FGD and KII. It could have been 

better if more samples could be considered covering whole Bangladesh no matter 

whether the areas are goat concentrated or not.  

3. To our knowledge, there is no literature available on export figure of goat or goat meat in 

Bangladesh. Also there is no information available on import of goat. The team of experts 

could not trace any import figure from anywhere leaving no scope to make any 

comparison between domestic and imported goats with regard to value chain or 

production phenomena.  

 

4. Conclusion 

Based on information generated from this study, the following are the conclusions:  

1. The contribution of different actors involved in goat value chain has made goat farming 

profitable in spite of having small flock size at farmers’ households. 

2. Existing goat value chain vis a vis SWOT analyses revealed that goat, as a meat animal, 

has potential for domestic market. 

3.  Identification of constraints and other factors indicated that there is ample scope to 

improve goat sub-sector by means of interventions within the activities of value chain 

actors. Some interventions are proposed in this report.  

4. Production of goat could be geared up to an enterprise level provided proper intervention 

strategies are taken and implemented.  
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