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ACRONYMS	

	

Arat	 Spaces	for	temporary	storage	and	wholesale	

Bepari	 Small	trader	

DOC	 Day	Old	Chicks	

DAE	 Department	of	Agricultural	Extension	

FAO	 Food	and	Agriculture	Organisation	

Haor	 Low-lying	areas	usually	inundated	under	water	most	of	the	time	in	a	year	

	

year		

HH	 Household	

LSP	 Local	Service	Provider	

MT	 Metric	Ton	

NGO	 Non-governmental	Organisation	

Pcs	 Pieces	

Piker	 Wholesaler	

	ROI	 Return	on	Investment	

SME	 Small	and	Medium	Enterprise	

ULO	 Upazilla	Livestock	Office/Officer	

VC	 Value	Chain	
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EXECUTIVE	SUMMARY	

I. The selected cooperatives and their leadership are so young and are gaining 

experiences in managing and executing such big operation. They are hugely 

dependent on the project staff in order to plan, organise, make decisions, allocate 

resources and carry out day-to-day operations. Prottasha showed greater maturity 

compared to Satota. Although both cooperatives offer a good base for starting 

economic activities to bring benefits of members, starting newly proposed 

activities with Prottasha is suggested.  

II. Livelihood Matrix Scoring Analysis shows poultry rearing as the first preferred 

option among ten potential livelihood options identified against seven criteria 

namely income potential, potential to secure crisis, resource availability, market 

potential, training need, willingness (to produce) and growth potential. The second 

preferred option is beef fattening/farming followed by milking cow rearing/dairy 

farming, goat rearing, vegetables cultivation, duck rearing and hand crafting 

(embroidery, Nakshi-Katha, tailoring, batik-boutique etc.). The difference between 

group preference and individual preference is nominal in case of picking their 

livelihood options.  

III. Livestock sector provides significant opportunity for income generation and 

livelihood improvement of the rural population in the area. Being part of the haor 

basin, the agricultural land utilization in this area is limited; people are generally 

under-employed for a long period while alternatives are not adequate for 

livelihood. Most of the households, directly and indirectly, are engaged in the 

livestock sector. 

IV. After a long interval, the commercial beef fattening in this area has been reviving 

because of the reduction of robbery with expanded infrastructures, housing and 

settlement, and establishment of numerous growth centres. However, this 

fattening program lacks peoples’ understanding of their markets. The full 

utilization of potentials for business in livestock is yet to happen. Poultry-both 

broiler and layer- improved and traditional farming, has been increasingly adapted 

in this area in recent years. More than 150 SMEs engaged in layer and broiler 

farming are operating In Bhairab. According to the local industry insiders, there 

are huge potentials for livestock micro-enterprises to grow and serve the unmet 

demand of the local markets. There has been a significant scope for dairy rearing 

and dairy product development- where a large number of people may find 
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employment. Despite huge market potential the growth of dairy production is 

limited. High initial investment and low access to finance, comparatively longer 

time for ROI, unavailability of green grasses/fodders and scarcity of lands to 

growing fodders, etc.  makes dairy a less-attractive livelihood option for 

investment especially for the resource poor households. 

V. Numbers of affluent consumers have increased in recent years and offer a viable 

market for livestock and livestock products. Local entrepreneurs are taking these 

opportunities and contributing to commercialization of livestock production.  

VI. Although the value chains of livestock products are characterized by low value 

additions, the associated support services are gradually developing with increased 

production of beef, poultry meat, eggs and milk. A number of large private sector 

companies are meeting the growing demand for inputs among the local 

enterprises and subsistence production, that ranges from feed to chicks, 

medicines and other inputs. Along with increased commercialisation, a number of 

prevalent associated services have emerged, though not yet adequate. 

VII. The demand-supply data is not available from reliable sources. The roughly 

estimated demand and supply data show that the end markets for Bhairab is 

expanding at a rate of almost 15-20% per year, even more, whereas the poultry 

production in Bhairab have been growing at a slower rate over the last couple of 

years. In case of beef, around 20-30% unmet demand is reported. The people in 

this region first import cow, fattens them and then sell the fattened cows to other 

markets that have remarkably short supply of cows. The current demand-supply 

for milk seems in equilibrium; however, the potential demand is significantly higher 

than the current supply. 

VIII. Raising of all four livestock commodities (broiler, beef, dairy and layer) is 

profitable. Broiler farming can generate an estimated profit of around 22% in 5-6 

weeks, beef fattening around 32% in 3 months, dairy around 37% in 12 months 

(however, can generate 117% in 8 years) and layer farming around 25% in 18 

months. Considering the time it takes to generate profit broiler farming and beef 

fattening can be promoted for short term, layer farming for medium term and dairy 

for longer-term gain. However, the profitability is subject to the selection of 

appropriate breeds, feeding and maintenance. 

IX. The fundamental market failure of the existing livestock market system in this area 

is that it is not inclusive in nature, which means, it creates barriers for the poor to 

participate in the market system as producers, consumers and labourers. Another 

major issue of the existing market system is lack of coordination. The potential of 
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pro-poor growth is not well communicated and the efforts are not well coordinated 

among actors of the core value chain and supporting functions. The under 

developed support functions and services also limit the participation of the poor 

households in the sector. It is not easy for the poor to get training and information 

on the improved farming practices, to buy necessary inputs (e.g. chicks, feed and 

animal health products) due to low supply, and in getting regular animal 

healthcare and advisory services for their animals although these are easier for 

the larger farms compared to the poor. In the case of poultry and dairy, the inputs 

and services are embedded within the core business of large integrated 

companies. The other key constraints encompass poor technical knowledge, lack 

of effective advisory services, lack of quality inputs, etc. 

X. A kind of informal contract farming system is prevalent, particularly in the large-

scale commercial poultry farming. Such a model allows farming enterprises to 

receive necessary inputs on credit and necessary services usually embedded with 

business model- besides offering an ensured market for the output. This acts as 

an opportunity toward promoting participation of the poorer segments of the 

society into mainstream market system as producers, consumers and labourers.  

XI. A considerable member base and huge savings of the cooperatives offer 

enormous potentials to tap the emerging market opportunities like meeting the 

unmet demand, filling the gaps in inputs supply and market services and offering 

consistent training and advisory services not to its members only, but also to the 

unreached poor communities in the project locations. 

XII. While the ecological condition of the area gives positive impression about the 

feasibility of duck rearing, the technical feasibility is unclear due to high scarcity of 

natural duck feed. Duck rearing did not gain popularity because of the remarkably 

low profitability from this business with manufactured feed. Goat rearing is less 

popular compared to cow and poultry raising. Low availability of free farming 

spaces, green leaves and grasses and lack of natural grazing fields constrains 

technical feasibility and profitability of commercial goat rearing. This situation 

demands a separate, in-depth technical feasibility study for both the products. 

Considering the fact the study team dropped these two products for further 

investigation. Despite this, the preliminary investigation showed a moderately high 

market demand for duck and goat (according to the market insiders, it is 1/3 of 

that for poultry and beef). 

XIII. Little initiative has been taken up to date from the cooperatives’ side. There has 

been huge progress in capital formation through savings and credit program. 

Besides, the cooperatives have trained up its members on beef fattening and 
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poultry production (though not adequate for commercial production), and have 

initiated cattle feed business.  

XIV. Enormous potentials for pro-poor growth of the livestock market are prevailing in 

this area, which are untapped. This growing sector offers scope to produce and 

sell associated inputs and services, suitable for cooperatives, which is yet to take 

place.  

XV. Although cross breeds are suitable for fattening program indigenous breeds of 

cows offers high price in sales. However, improved local breeds (e.g. Red 

Chittagong breed, Pabna breed etc.) are well adopted in Bangladeshi climatic 

conditions and may be more profitable because of their larger size and weight. 

Crossbreeds (cross with exotic breeds) have low preference for fattening program 

compared to local breeds due to customers’ perception about good taste of local 

breeds. 

Improved indigenous breeds (e.g. Pabna breed and Red Chittagong breed) and 

crossbreeds (up-to 50% cross with exotic breeds like Frisians, Holstein Frisians, 

Red Sindhi etc.) are well suited with local climatic conditions and are good for 

dairy purpose. These breeds give around 900-1100 litre milk in a year. However, 

crossbreeds (more than 50% cross with exotic breeds) need more intensive care 

and controlled environment compared to that for local breeds (e.g., electricity 

inputs for maintaining controlled temperature) but give more than 1200L milk per 

year.  

There are many suitable poultry breeds being sold by different local and national 

hatcheries/ poultry companies in the market. Almost all of them are accustomed to 

the Bangladeshi environment. However, the degree of necessary care and control 

over environment varies with the breeds. Among the available breeds, the most 

popular ones are Shaver Brown, ISSA Brown, Lehman White etc. for layer and 

Cobb-500, Ross, Arbercross, Starcross, Habard Classic etc. for broiler. All these 

breeds need different degrees of controlled environment requiring electricity 

facilities. The areas where electricity is not available, poultry farming is still 

possible. The first option is to install low-cost solar system, as it requires minimal 

electricity. The second option is to try with other breeds, which are fully adapted 

with Bangladeshi environment like Sonali, Faomi, Rohd Island Red, White 

Leghorn etc. and/or local improved breed like Asil (available in Sorail of 

Brahmanbaria and Anowara of Chittagong) etc.  

XVI. The team recommends three livestock commodities namely beef, broiler and layer 

based on the interest of the cooperative members, contribution to lean period 
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coping strategy, market feasibility, technical feasibility and socio-economic 

conditions. The team also recommends a couple of interventions based on the 

constraints and opportunities of the current livestock market system. The 

suggested interventions are: (1) Contract Farming for all three commodities (2) 

Establishing One-stop-Service Centre. 

XVII. The role of cooperatives is expected in business incubation, coordination among 

market actors, promoting linkages, ensuring access to quality business services, 

finance and markets. 
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 																 SUMMARY	OF	THE	STUDY	FINDINGS	

	

I.			CAPACITY	ASSESSMENT	OF	THE	COOPERATIVES	

Capacity of the cooperatives has been assessed with the lens of Rochdale’s 

Seven Principles. Both of the cooperatives are quite newly established. The project staffs 

and Heifer also has acknowledged this observation. The cooperatives’ leadership is also 

young, and they are gradually gaining experiences in managing and executing such a big 

operation. It is observed that they are largely dependent on the project staff in planning, 

organising, decision-making, resource allocations and carrying out day-to-day operations. 

Considering the level of literacy and the socio-economic context of the region, it seems 

that both the cooperatives are learning quickly and are mostly on the right track, but they 

have to go a long way. Amid the two cooperatives, Prottasha as compared to Sotota is 

more mature. This maturity has been demonstrated during different discussion sessions 

in articulating their issues and describing future plans. Based on the discussions, the 

statuses of both the cooperatives have been ranked against Rochdale’s Principles, as 

shown in the following sections.  

I.A.			PROTTASHA	

ROCHDALE	PRINCIPLE	 STATUS1	 REMARKS	

Voluntary	and	open	membership		 Moderate	 Membership	is	voluntary,	however,	
membership	is	not	quite	open.	

Democratic	member	control		 Moderate	 Moderate	level	of	members’	
control,	executive	committee	has	
certain	level	of	control,	mostly	
influenced	by	project	staffs.	

Member	economic	participation	 High	 All	the	members	have	mandatory	
economic	participation.	

Autonomy	and	independence		 Low	 Having	certain	level	of	autonomy	
and	independence.	However,	
capacity	is	low	to	use	that	power.	
There	is	evidence	that	local	political	
leaders	have	some	kind	of	influence	
to	the	cooperative’s	election.	

Education,	training	and	
information		

Low	 Cooperative	organized	couple	of	
trainings	under	the	project	activity.	

																																																																				

1This	ranking	has	been	made	through	a	3-point	scale	qualitative	matrix	[low,	moderate	and	high]	
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However,	it	requires	capacity	
development	to	install	planning	and	
organizing	training	and	to	
disseminate	information	on	a	
regular	basis	their	own.	

Cooperation	among	cooperatives		 Moderate	 Having	good	effort	for	cooperating	
with	neighbouring	cooperatives.	

Concern	for	continuity	 Moderate	 The	executive	committee	seems	
highly	concerned	transmitted	
through	the	project	staffs	whereas	
general	members	have	low	
awareness	on	continuity	concern.	

I.B.			SOTOTA	

ROCHDALE	PRINCIPLE	 STATUS2	 REMARKS	

Voluntary	and	open	membership		 Moderate	 Membership	 is	 voluntary,	 however,	
membership	is	not	quite	open.	

Democratic	member	control		 Low	 Low	 level	 of	 members’	 control,	
executive	 committee	 found	 weaker	
to	deploy	control,	fully	influenced	by	
project	staffs.	

Member	economic	participation	 Moderate	 All	 the	 members	 have	 mandatory	
economic	participation.	

Autonomy	and	independence		 Low	 Having	 certain	 level	 of	 autonomy	
and	 independence.	 However,	
capacity	 is	 low	 to	 use	 that	 power.	
There	is	evidence	that	 local	political	
leaders	have	some	kind	of	influence	
to	the	cooperative’s	election.	

Education,	training	and	
information		

Low	 Cooperative	 organized	 couple	 of	
trainings	 under	 the	 project	 activity.	
However,	 it	 requires	 capacity	
development	to	install	planning	and	
organizing	 training	 and	 to	
disseminate	 information	 on	 a	
regular	basis	their	own.	

Cooperation	among	cooperatives		 Low	 Low/no	 effort	 for	 cooperating	 with	
neighbouring	cooperatives.	

Concern	for	continuity	 Low	 Neither	 the	 executive	 committee	
nor	 the	 general	 members	 are	
sufficiently	aware	about	continuity.		

	

																																																																				

2This	ranking	has	been	made	through	a	3-point	scale	qualitative	matrix	[low,	moderate	and	high]	
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I.C.			SWOT	ANALYSIS	

	 STRENGTH	 WEAKNESS	 OPPORTUNITIES	 THREAT	

PROTTASHA	
1. Huge	amount	of	

cash	is	ready	for	
productive	
investment	

2. Members	and	
leaders	showed	
entrepreneurial	
maturity	

3. Group	cohesion	
is	strong	

4. Have	own	staffs	
at	the	ground	

1. Not	enough	
mature	to	
handle	huge	
operations	
especially	
financial	
transactions	

2. Low	mobility	
limits	actual	
potentials	

3. Low	
knowledge	
about	
business	

4. Low	business	
skills	

1. Having	thirst	
for	
improvement	

2. Well	organized	
to	pursue	
economic	
activities	

3. Huge	amount	
of	money	to	be	
used	in	
commercial	
ventures	

4. Huge	
producers’	
base	

1. Moderate	risks	
from	market	
instability		

2. Moderate	
possibility	of	
internal	
conflicts	due	to	
weak	
management		

3. High	flood	
vulnerability		

4. Frequent	
occurrences	of	
religious	
conflicts		

	 	 	 	 	

SOTOTA	
1. Huge	amount	of	
cash	deposited	

2. Significant	
producers	base	

1. Group	
cohesion	is	
weak	

2. 	Low	level	of	
entrepreneur-
ism	

3. No	staff	to	
manage	
operation	at	
ground	level	

4. Management	
committee	is	
weaker	
compared	to	
Prottasha	

1. Significantly	
large	group	

2. Good	amount	
of	money	to	be	
used	in	
promoting	
economic	
activities	

1. Moderate	
risks	from	
market	
instability		

2. Moderate	
possibility	of	
internal	
conflicts	due	to	
weak	
management		

3. High	flood	
vulnerability		

4. Frequent	
occurrences	of	
religious	
conflicts		

	

I.D.			CONCLUSION	

Both the cooperatives are at their early stage of organizational management. 

Among them, Prottasha is slightly better-organised with comparatively a well-developed 

executive body compared to Sotota. Prottasha management is also a little ahead in 

entrepreneurial instincts and handling of operations. Although both the cooperatives offer 

a good base for starting economic activities to bring benefits to their members, Prottasha 
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may now start playing its different roles. Prottasha’s capacity may be developed as the 

‘lead’ tagging Sotota initially with them so they can learn, develop and be in a better 

position to serve its members. Upon building the capacity of Sotota, as it becomes more 

organized into a form of a cooperative, the project can then support it to initiate similar 

ventures their own, if necessary. 

II.			LIVELIHOOD	OPTION	ANALYSIS	

 

II.A.			CURRENT	SCENARIO	

The economy of the region is agro-based, and about 55% of all families earn 

their livelihood from agriculture. Their scope of agricultural production is limited by flash 

floods. People living in these areas are mostly vulnerable to flash floods of the river 

Meghna and hit by acute poverty. Besides, being a low-lying area, inadequacy of 

agricultural lands suitable for year-round vegetables and other food products, force the 

traders to import most of them from outside the upazilla which results in price hike of the 

daily necessities. Consequently, it pushes the marginalized people towards poverty. 

Being part of the greater haor basin areas, in terms of ecosystem, crop production 

practices, and economic activities and all over livelihood of the farmers of this region are 

quite different from those of the other parts of the country. However, it is very much 

important in geo-physical, economic, social and cultural point of view. This region 

contributes significantly to the agricultural production of the district (DAE, 2010). Large 

amounts of rice are produced in these areas, facilitating attainment of rice surplus (DAE, 

2010). It has also been confirmed later in the process of KIIs that the full potential of high-

value agriculture is yet to be exploited in this area. To use those potentials, appropriate 

technology dissemination with quality extension service is a prerequisite. Besides, regular 

natural calamities (e.g. early flood, hailstorm and drought) put a numerous challenges for 

high-value agriculture in this region. On the other hand, potentials also exist to grow 

vegetables and livestock by employing improved and appropriate technologies (e.g. 

Dapog cultivation, seedling raising in late rainy season before mainland plantation, 

adjustment of the cropping patterns, promotion of solar energy etc.). This process also 

contributes to bringing benefits to the local population through offering employment and 

income during lean periods and to come out of poverty.  

The area is characterised by severe under-employment especially in the rainy 

season. Periodical migration due to underemployment is a regular feature in the lives of 

the local population. The government, NGOs, other development stakeholders and the 

population itself are looking for coping strategies to come out of this vicious trap. As a 

result of the combined effort both from public and private sectors, the scenario has been 

changed to some extent over the periods. In recent years, new businesses and 
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employment have emerged with the establishment of some manufacturing units. 

Recently, Bhairab has become a river port for transportation of Indian commodities and 

gradual development of high-value agriculture, especially poultry farming. Emergence of 

the footwear industry has been contributing to a significant number of micro-

entrepreneurships and lean period employment of the poor people. In addition, few small 

trading businesses have emerged as a lucrative alternative livelihood option to cope with 

seasonal unemployment (e.g. mobile trades, peanut selling etc.).  

Women are disadvantaged and vulnerable in this area. They have less access to 

productive resources- like education, health services and employment – which, in turn, 

contributes to the vicious poverty trap for the households. Many women are members of 

micro-finance groups. They save money on a regular basis and take loan. However, they 

usually pass their loans on to their husbands to invest. Women largely have little 

participation in decision-making processes, which generally stems from the fact that their 

economic contribution to the family is not recognized. Income-earning is strongly 

considered as a basis for the power of decision-making while women’s contribution in the 

family remains unnoticed and undervalued. A stronger coping strategy will largely depend 

on income and social capital. In its simplest form, an individual acquires social capital 

through participating in informal networks, registered organizations, associations of 

different kinds and social movements, and it represents the sum of these experiences. 

The targeted population in this project is the poor, disadvantaged and marginalized 

families. Traditionally, the impoverished people in this area do not participate in political 

and civic activities, which are so closely connected to other forms of poverty.3 The other 

form of poverty is a function of restricted mobility and lagging behind in the mainstream 

market system. Traditionally, the mobility of the women is restricted to only those areas 

that are accessible by foot. The extended period of flooding means even a greater degree 

of mobility limitation. 

In reality, the access to livelihood opportunities and social sector services are 

limited for both men and women due to restricted cropping system, low mobility, 

inadequate social capital, low access to markets, underemployment, limited resources, 

low utilization of the resources- and more importantly- low access to extension services, 

technologies and capital to maximize the productivity of the limited productive resources. 

In addition, lack of know-how, markets and basic utilities has limited the growth of the 

non-farm sector and new employment opportunities.  

																																																																				

3Project	Document	
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II.B.			PREFERRED	OPTIONS	AND	REASONS	FOR	CHOOSING	

Ten livelihood options were identified by the respondents amid six on-farm 

agriculture activities (including livestock) while other five is non-agriculture options. Each 

option has been evaluated against selected criteria (Refer to Annex-II and III). The 

individual opinions might have been influenced by other participants as it was done on a 

group basis. However, it reflects the opinions of the mass on how to cope up with the 

current situation and their future in order to improving their livelihoods. Out of ten 

identified options, only beef fattening is being initiated from recently on a smaller scale. 

The respondents’ market orientation about beef fattening is weak and market potentials 

of beef fattening are not well thought. Real life practices provide the respondents with 

some level of confidence, insisting them to expand in a commercial scale and also others 

to participate. The respondents are well aware about other options and traditionally 

engaged into production, though yet to tap the potential on a commercial scale. Out of six 

agriculture options, at least two (beef fattening/farming, poultry farming and milking cow 

rearing/dairy) have been well accepted by the majority against all criteria. But, in case of 

other three options, there are several hurdles to adopt by the majority along with some 

lack of awareness discouraging a significant portion to start.  

The non-agricultural options have good potential to explore. Particularly, the 

footwear is highly promising. In recent years, micro and small scale footwear 

entrepreneurship has grown substantially and attracting others to participate as it provide 

good value proposition in terms of income and employment- including ability to overcome 

lean-period under-employment.  

The individuals’ scoring on livelihood matrix has significant similarity with the 

group opinions. A little difference has been observed in individual and group preferences 

only, because of the consideration of wider prosperity to a larger population who have the 

willingness to participate in the business and find the use of the production factors. 

However, the market has a given potential to choose any of the identified options based 

on willingness, personal/ household time allocation, and necessary resources. 

Group	Preference	of	the	Livelihood	Options	and	Reasons	forSelection	

Rank: 1  POULTRY REARING  

High income, family  nutr it ion,  year round income, income diversity  and helps to 
cope up emergencies.  
Easy to sel l ,  easy to produce, provides cash,  easy to rearing,  secure during cr is is .  

Regular income, avai lable resource for production,  women can take care 

Rank:  2    BEEF FATTENING/FARMING  

Can produce thrice in a year,  high income, easy to sel l   
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Secure during cr is is ,  h igh market demand, reasonable cash at  a  t imecan be used 
for other purposes.  
Avai lable resource for production,  women can take care 

   

Rank:  3     MILKING COW REARING/DAIRY FARMING 
(Small  Scale)  

Provides dai ly  income, Avai lable resource for production,   

 Secure during cr is is ,  growing market demand for fresh milk 

    

Rank:  4     GOAT REARING  

Addit ional  income,yearly  2-3 t imes production,  year round, useful  to cope up 
emergencies 
Good income, secure during cr is is ,  h igh demand, women can take care 

    

Rank:  5    VEGETABLE  

Family  nutr it ion,  addit ional  income, year round (homestead)  

Secure during cr is is ,  h igh market demand, women fr iendly 

    

Rank:  6    DUCK REARING  

Secure during cr is is ,  family  nutr it ion,  addit ional  income, women can take care,   

Highly depend on f lood f lash water,  lack of  natural  food(reason for low 
preference) 
   

RANK: 7 FOOTWEAR 

Women fr iendly,  HH engagement 

Secure cr is is ,  Leisure period effect ive,  High demand 

  
Rank:  8    HANDICRAFT  (Bed Sheet,  Nakshikatha,  

Pi l low, Cushion,  Blanket,  Mosquito Net 
etc.)   

Seasonal  but secure during cr is is  

Women fr iendly,  high downstream market demand of qual ity  product,  

Leisure period effect ive 

Lack of  technical  knowledge,  training needed, not suitable for a l l  

Rank:  9      TAILORING   

On occasion high demand, effect ive to use women le isure period in making 
money,women fr iendly 
 Addit ional  income, Lack of  technical  knowledge, training is  prerequis ite  

    

Rank:  10    BATIK AND BOUTIQUE  

High Downstream market demand of qual ity  product,  women fr iendly  

Addit ional  income, secure during cr is is  

 Lack of  technical  knowledge, training needed 
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III.			LIVESTOCK	SECTOR	IN	BHAIRAB	

 

III.A.			EXISTING	SCENARIO	OF	LIVESTOCK	IN	THE	PROJECT	AREA	

Livestock sector provides significant opportunity for income generation and 

livelihood improvement of the rural mass. Livestock also plays a very important role in 

areas like Bhairab. The agricultural land utilization is restricted, people are 

underemployed for a long period while alternatives are not adequate for livelihood. Most 

of the households directly and indirectly are engaged in the livestock sector. 

Bhairab, once in the past, was renowned for commercial beef fattening; but that 

business shrank due to considerable robbery incidences several years back. Currently, 

this business has been getting considerable attention again by the households. According 

to the Upazila Livestock Office (ULO), total number of cattle in the upazilla is 44,849 with 

31,395 cows and 12102 goats and the remaining are sheep, pork and buffalo.  Currently, 

commercial beef fattening is gaining popularity because of the reduction of robbery with 

expanded infrastructures, housing and settlement, and establishment of numerous 

growth centres. However, this fattening program lacks peoples’ understanding of the 

markets; and the full potential in this line is yet to take place. The farmers are not aware 

of the supply scarcity round the year; therefore, they target only the traditional high 

demand market of eid-ul-adha. The traders suggested that there is huge demand for beef 

not only for meat purpose, but also for farm power; and this area is one of the major 

suppliers to other deficit areas like Chittagong, Sylhet, Dhaka and Bogra. Currently, 

mostly the local breeds and crossbreeds that is well adapted with country’s climatic 

conditions (generally, up to 50% cross) have been used for fattening purpose, which has 

good demand in the market.  

Poultry, both broiler and layer, improved and traditional farming, has been 

increasingly adapted in this area in the recent years. According to the ULO, numbers of 

poultry in the upazilla is 40,3512 with 62,412 duck. More than 150 SMEs are operating in 

Bhairab. Total number of small and medium enterprises has grown up. This segment 

seems vibrant due to short supply of poultry, both broiler and eggs, in the other parts of 

the country. The major market for broiler and egg besides the local market are 

Chittagong, Sylhet, Comilla and Dhaka. The presence of poultry feed and chicks’ 

suppliers and their local agents made inputs available for all kinds of producers. 

According to the local industry insiders, there are huge potentials for the micro-

enterprises to grow and serve the unmet demand of the markets. The arat (wholesalers) 

of eggs confirmed that the market and price for eggs are stable and offering good profit to 

the farmers. Due to inadequate transport and lack of knowledge, the mass people cannot 

fully utilize this growing opportunities. Given its unique ecological condition, it seems 
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there is a huge potential for dairy and poultry farming- especially duck rearing- in this 

area. It is found that due to unavailability of natural duck feed, duck rearing did not gain 

popularity. Both public and private researchers should pay attention on the issue and laid 

down an appropriate farming practice to unlock this potential.  

There has been a significant scope for dairy rearing and dairy product 

development- where a large number of people may find employment. MilkVita has a 

chilling plant in Bhairab and is promoting commercial dairy farming among the richer 

populations. At least seven dairy farms have been observed. In addition, numerous 

households have sizable numbers of milking cow serving the local markets, rearing 

traditionally. Like other part of the country, numbers of financially capable consumers 

have increased, and that offers a viable market for milk and milk products. Local 

entrepreneurs are using these opportunities and contributing to commercialization of 

dairy production. Despite huge market potential the growth of dairy production is limited. 

High initial investment and low access to finance, comparatively longer time for ROI, 

unavailability of green grasses/fodders and scarcity of lands to grow fodders, etc.  makes 

dairy a less-attractive livelihood option for investment especially for the resource poor 

households. 

Given the socio-ecological and economic condition of the area, it seems the 

potential of goat rearing has been overlooked. Compared to beef and poultry, goat 

rearing is not that much popular. One of the reasons is, of course, the lack of knowledge 

and awareness of the farming household in goat farming. The other reasons are, 

perhaps, shortage of feed and fodder, lack of natural grazing fields, crowded villages and 

may be social disgrace, which is even appeared as a vital issue. 

With increased production of beef, poultry and cattle the support services are 

being developed. The team observed the presence of numbers of large private sector 

companies serving the growing demand from the local enterprises and subsistence 

production ranges from feed, chicks, medicines and other inputs. There are a number of 

feed enterprises even at the local growth centres. The retailers claimed that poultry and 

cattle feed are now available at the community level in grocery shops, and their sale has 

doubled within the last five years. The reason thereof is not only the people are aware but 

considerable increase in poultry and cattle rearing. In addition, a number of local service 

providers have emerged to serve the growing demand for animal health treatment and 

other services. There is a livestock hospital at upazilla level. However, emergence of 

private local service providers (ParaVets) who offer fee-based animal health services. 

This indicates that commercialisation in the livestock sector of Bhairab is gradually taking 

momentum. It has been observed that many enterprises are integrating the value chains 

to make their businesses more viable. The team met an entrepreneur who is a 

commission agent of PROVITA and NOURISH, also involved in layer farming, feed 
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wholesaling, egg wholesaling besides selling of DOCs. Also the team noted a broiler farm 

that has its own hatchery and a good network among wholesale broilers in different 

markets through an arrangement with a group of pikers (wholesalers). The government 

assistance in this sector is minimal. The private sector often plays a crucial role in such 

development. Along with increased commercialisation numbers of associated services 

has been emerged, however not adequate.  

III.B.			LIVESTOCK	VALUE	CHAINS	IN	THE	AREA	

 

III.B.1.			POULTRY/EGG	VALUE	CHAIN	

	

III.B.1.1.      HOW IT LOOKS LIKE 

Poultry has a slightly well developed value chain compared to many others in the 

area, though value addition is insignificant. The poultry value chain is predominated by 

production side and mainly by traditional scavenging system of poultry production. 

However, a vibrant and growing commercial production system exists. The poor are 

mainly engaged into traditional poultry and egg production and taking the benefits of the 

market infrastructures developed due to commercialisation. The end market is well- 

connected to other high priced markets like Sylhet, Chittagong and Dhaka. Last couple of 

years the demand and price for eggs and poultry meat is consistent. So, it has been 

overcoming the shocks of AIs occurred several years back and forced the poultry sector 

to a sharp downturn. Population growth along with opportunities for jobs and income 

resulting from consistent national economic growth and mass health awareness 

contributes in keeping the demand consistent and gradually increasing for nutritious 

foods, similarly, applies for eggs and poultry meat as well. 

III.B.2.			MAJOR	ACTORS	AND	THEIR	PERFORMANCE	

PRODUCERS/GROWERS:  

Traditional producers comprise of all type of farming households mainly grow 

poultry for subsistence and sell the surpluses out from home. They usually do not buy 

any inputs or services. The hatchlings they rear traditionally come from their own layer 

stock. The traditional poultry growers hatch and grow poultry naturally. Commercial 

producers usually are the educated youth and economically solvent urban and semi-

urban population seeking self-employment. They buy day-old chicks (DOC), feed, animal 

health products, vaccines and services. The majority of the producers are traditional. 

There are mainly two types of producers: (1) traditional and (2) commercial. 
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The traditional poultry farming is predominated by indigenous birds that are 

highly adaptable, requiring almost no vaccination and care- but offers low yield in terms of 

egg and meat. However, the local breeds are in high demand. In addition, higher price 

and low cost of production offers considerably higher profit.  On the contrary, commercial 

poultry farming is completely depended on high yielding exotic breeds, requires intensive 

care and treatment, and supplementary feed. The risk is higher in case of exotic birds, 

because of lower adaptability with the climatic conditions. The suppliers of these exotic 

birds are the hatcheries. 

Figure	1:	Poultry/	Egg	Value	Chain 
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INPUT RETAILERS: 

The input includes DOC; feed, animal health products, vaccines etc. The 

company agents and one local hatchery mainly sell DOCs. There are a couple of 

company agents who sell DOCs and feeds. The local medicine shops traditionally sell 

veterinary medicines and vaccines. Few vaccines are provided through livestock offices. 

AGENT: 

The agents sell products (particularly DOC and feeds) of the larger companies. In 

this area, the agents offer sort of arranged farming to investors. They provide DOC, feed 

and other services to the farms. In some cases, they also buy eggs from them and sell to 

high-end markets. 

SMALL TRADERS / COLLECTORS: 

This group of people is a kind of middlemen in between the growers and 

pikers/arat of poultry and egg. Usually, they buy on behalf of the pikers from the villages, 

door to door and take commission. But, there are some individuals/group who buy from 

the households and sells to arat/pikers in distant markets. There is a group of small 

traders usually buy broiler from the large and medium farms, rear in their own farmhouse 

for couple of days and sell to different pikers, particularly in the downstream remote 

upazillas in the haor area.  

ARAT/ WHOLESALERS:  

The arat in the poultry VC is mainly wholesalers in local markets. They buy in 

bulks and sell in bulks. Besides, there are many arats who retail, particularly in case of 

poultry. In this area, there also some egg arats involved in farming, bulk buying and 

wholesaling. 

RETAILER: 

The retailers buy mainly from the farms/pikers and sell to individual consumers/ 

institutional buyers.  

III.C.			BEEF	VALUE	CHAIN	

	

III.C.1.			HOW	IT	LOOKS	LIKE	

The beef value chain is as it is in the other parts of the country, characterised by 

low value addition. Beef farming is completely traditional in this area; however, a semi-

commercial system has been emerged through beef fattening programs. The only value 
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addition is occurred at the level of butchers who sells fresh meats. The demand for beef 

is significantly high. Bangladesh is one of the major importers of live cattle in the world. 

The beef mostly comes from India and Myanmar. 

III.C.2.			MAJOR	ACTORS	AND	THEIR	PERFORMANCE	

GROWERS:  

There are mainly two types of growers: (1) traditional and (2) semi-commercial. 

Traditional growers comprises of all type of farming households mainly grow cows as part 

Figure	2:	Beef	VC 
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of their integrated farming practices. They usually do not buy any inputs; however, they 

buy animal health services in extreme cases (especially for beef). They traditionally grow 

them. Bulls are used mainly as farm power- ploughing, threshing, cart-pulling etc. A part 

of the production is sold to earn cash. 

However, the commercialisation of beef fattening also engaged unconventional 

households into the sector; mainly the poor households rear beef unconventionally, with 

extensive feeding; take care of health for quick fattening and sell occasionally on the eve 

of eid-ul-adha. 

INPUT RETAILERS: 

The inputs include feed, animal health products, vaccine etc. The distribution 

network of the feed companies includes agent/distributor/wholesalers, retailers etc. 

Nowadays, many grocery shops buy from the wholesalers/retailers and sell to the 

households. They, thereby, becomes part of the distribution network of the companies. 

The local medicine shops traditionally sell veterinary medicines and vaccines. Few 

vaccines are provided by the local livestock offices. A significant portion of the beef feed 

is come from other agro-VCs for instance, rice/wheat bran from husking mills. 

SMALL TRADERS / BEPARIS: 

This group of people is a kind of middlemen in between the growers and large 

traders. They buy from the farmers and sell to large pikers or to the butcher or other 

customers.  

LARGE TRADERS / PIKERS / WHOLESALERS:  

The pikers are the larger traders usually buy from distant markets through the 

beparis /small traders and carry to the other part of the country and again sell to local 

small traders; or directly to the butchers. These larger pikers also can sell to only meat 

processor in Bangladesh (Bengal Meat), if they are enlisted as the Bengal Meat’s 

vendors.  

BUTCHERS: 

They are the retailers of meat. Usually, they buy bulls from wide range of sellers 

(e.g. farmers, bepari/pikers) and process it to sell the fresh meats. Generally, all kind of 

customers for meat (household, hotel & restaurants etc.) gets supply from them. 
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III.D.			DAIRY	VALUE	CHAIN	

	

III.D.1.			HOW	IT	LOOKS	LIKE	

Smallholder traditional growers dominate the dairy value chain. Commercial dairy 

farming is at initial stage, however, is growing due to the presence of MilkVita in the area. 

A slightly higher value addition compared to other value chains has been noted. The 

government-led dairy cooperative Milk Vita and some private companies started selling 

value added products like processed and packaged fresh milk, butter etc. and initiated a 

kind of commercial dairy farming all across Bangladesh. Also, a significantly large 

number of local processors of sweetmeat, curd, butter and ghee perform value additions 

and make the local dairy market vibrant, because the growth at production-side is usually 

not proportionate to demand-growth due to rapidly increasing financially capable buyers. 

A high-level demand for fresh milk has been reported.  

III.D.2.			MAJOR	ACTORS	AND	THEIR	PERFORMANCE	

There are mainly two types of milking cow growers: (1) traditional GROWERS: 

and (2) semi commercial. 

Traditional growers comprises of all type of farming households mainly grow 

cows as part of their integrated farming practices. They usually do not buy any inputs; 

however, buy animal health services in extreme cases. They traditionally grow them. 

Mostly the milk is used for home consumption; and they usually sell the surpluses to local 

growth centres or to neighbours. However, the semi-commercial cow rearing is 

characterised by rigorous feeding and other steps for healthcare of the animals. The milk 

usually goes to pre-defined customers ranging from local processors to the Milk Vita 

chilling plants. 

INPUT RETAILERS: 

The input includes feed, animal health products, vaccines etc. The distribution 

network of the feed companies includes agent/distributor/wholesalers, retailers etc. Now-

a-days many grocery shops at the local growth centres sells feed to the households 

hence, becomes part of the distribution network of the companies. The local medicine 

shops traditionally sell veterinary medicines and vaccines. Few vaccines are provided by 

the local livestock offices. 
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MILK COLLECTORS/SMALL TRADERS: 

The milk collectors / small milk traders usually buy milk from the doorsteps of 

various households and sell the milk in the upazilla level markets. There are some traders 

also who sell to different households in the urban and semi-urban areas. 

	

Figure	3:	Dairy	VC 
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 SWEETMEAT AND CARD PRODUCERS:

Producers of various sweetmeats, curd and other value-added products are the 

key drivers at local markets besides the fresh milk consumers. They have good influence 

on the price setting. 

CHILLING CENTRE:  

One chilling centre of Milk Vita has been reported at upazilla level. The chilling 

centre buy from their enlisted farmers, chill it and send it to their processing plants for 

further processing, packaging and distribution. 

III.E.			DEMAND-SUPPLY	SCENARIO	

The demand-supply data at upazilla level is not available from any reliable 

sources. However, according to the ULO, the national level deficit applicable to the 

upazillas is also applicable for Bhairab in order to understand the proportionate deficit. 

Although there are some surpluses in broiler and egg production, Bhairab appears to be 

one of the major suppliers for neighbouring upazillas and districts. The fact is that the 

local demand and supply is closely connected and heavily influenced by the demand-

supply patterns in the national market. Moreover, the demand for most livestock products 

of Bhairab is made up by the demand of the markets of the other parts of the country to 

which markets Bhairab supplies these products. The data presented in this report is 

roughly estimated based on the interviews of the primary actors during study period. 

III.E.1.1.      POULTRY AND EGG 

Supply of poultry and eggs in Bhairab exceeds local demand. However, the 

market of Bhairab for poultry and egg is made up by other upazillas of Kishoregonj 

districts and other districts like Brahmanbaria, Norsingdi, Sylhet, Comilla, and Chittagong. 

Currently the numbers of poultry firms (both broiler and layer) are around 190 amidst 60% 

are layer firm. Altogether they produce more than 450,000 pcs. of birds per annum for 

meat purpose. Also around 15-20 million pcs. of eggs are produced. The local markets 

consume only around 25-30% of it and the remaining exports to other upazillas and 

districts. According to the industry insiders, the end markets for Bhairab is expanding at a 

rate of almost 15-20% per year, even more, whereas the poultry production in Bhairab 

have been growing at a slower rate over the last couple of years.  

III.E.1.2.      BEEF 

It is estimated that there is a demand of 700-1000 cows (mainly for meat 

purpose) per month, that is, around 45-60 MT of beef per month in this area; and around 

60-70% of it is imported from outside this area. It seems the current demand is met, and 
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the surplus is being exported to Dhaka, Sylhet, Comilla, Chittagong and Bogra. It is also 

estimated that around 20-30% of the demand is unmet due to short supply. This demand 

is made up by the over all short supply at national level. 

This area is characterized by imports of the appropriate quality cows for fattening 

and exports of fattened cows to other parts of the country. It is becoming one of the major 

supply hubs of beef cows to Dhaka, Sylhet, Chittagong and Bogra markets. The growing 

demand of those markets has turned this area into major importer of cows suitable for 

fattening, on the other hand, major exporter of fattened cows for other districts. Fattening 

program has got a new momentum in this area; but the growers lack market orientation. It 

has started on a limited scale particularly targeting the Muslims’ Eid festival, while 

demand and price for cow and cow meat is consistently high all around the year. 

Moreover, the demand and price of cows and beef is even higher in two months around 

‘Ramadan’ (the month of fasting). In recent years, cow rearing for meat purpose has 

become even more attractive for the households because of short supply of the cows as 

a result of export ban imposed by India-the major supplier of cows in Bangladesh. 

However, it seems that the full potential of beef fattening is unexplored. It is revealed that 

fattening is possible thrice in a year.  

Although there is a noticeable social problem of burgling that has discouraged 

households to rearing cows, it is currently reviving and expanding rapidly with the 

expansion of infrastructures like roads, growth centres and new housing. Additionally, it 

has high potentials to contribute in the higher income not only for its members, but for the 

cooperatives as well. In addition, it can contribute to the employment generation in the 

area consistently over the coming years, once the potential is exploited. 

III.E.1.3.      DAIRY MILK 

It is estimated that the upazilla is having a demand of around 3 million MT of milk. 

According to the ULO, the current per capita intakes of milk by the households are far 

below than the FAO-recommended 260ml/capita/day. Although the current production of 

milk seems adequate to meet current demand of the area- in immediate future, that might 

be deficit as the demand for fresh milk and milk products is growing faster than that of the 

production.  

According to the industry observers and key informants, the dairy sector in the 

area has been growing. Establishing a chilling plant by Milk Vita has stimulated the 

growth prospect of dairy farming in this area. Besides, faster growth in income, 

awareness and newly established growth centres stimulate rapid growth on the demand 

side. The small tea-sellers are one of the major users of milk and their number is growing 

with the establishment of new growth centres in rural areas. Financially capable 

households are now investing on commercial dairy farming. Promotion of micro-scale 
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commercial dairy farming looks very promising. However, the opportunities are untapped 

because of poor’s inability to invest and land scarcity to grow green grasses etc.  

III.F.			PROFITABILITYOF	THE	PRODUCTS	AT	FARM	LEVEL	

The profitability analysis has been done based on the field data available. It is 

difficult to collect credible data from the farmers. Generally, the farmers do not maintain 

any record of their expenses and earnings. One of the limitations of this study is the 

sample size, which is not statistically convergent.  

The analysis shows that broiler can generate an estimated profit of around 22%, 

beef fattening around 32%, and layer around 25%. Dairy shows the 37% profitability in 12 

months but takes 8 years to reach at its maximum of 117% whereas broiler takes 5-6 

weeks, beef 3 months and layer takes 18 months to generate profits. This also means 

that broiler and beef is short term, layer is medium term and dairy is a long-term 

investment option for the households [Refer to Annex-IV]. This analysis has been done 

based on the context (capacity, resource and interest of cooperative members), moderate 

risks and profit factors and improved semi-intensive farming practices. The profitability is 

subject to the selection of appropriate breeds, feeding and maintenance.  

III.G.			BREEDS	AND	THEIR	SUITABILITY	

Although crossbreeds are suitable for fattening program and makes up a good 

proportion of fatten cows indigenous breeds offers high price in sales. Improved local 

breeds (e.g., Red Chittagong Breed, Pabna Breed etc.) are well adapted in Bangladeshi 

climatic conditions and may be more profitable because of their larger size and weight. 

Crossbreeds (cross with exotic breeds) have low preference for fattening program 

compared to local breeds due to customers’ perception about good taste of local breeds.  

Improved indigenous breeds (e.g. Pabna breed and Red Chittagong breed) and 

crossbreeds (up-to 50% cross with exotic breeds like Frisians, Holstein Frisians, Red 

Sindhi etc.) are well suited with local climatic conditions and good for dairy purpose. 

These breeds give around 900-1100 L milk in a year. However, crossbreeds more than 

50% cross requires intensive care and more controlled environment (so that requires 

electricity availability to maintain temperature) but give more than 1200L milk per year. 

And, the increase in percentage of cross with exotic breeds requires increased cares, 

more controlled environment and other facilities but gives more milk. 

There are many suitable poultry breeds sold by different local and national 

hatcheries/ poultry companies in the market. Almost all of them are accustomed to the 

Bangladeshi environment. However, the degree of care and control over environment 

varies with the breeds. The local hatchery, namely the Shahjalal Poultry Hatchery collects 
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breeds from different breeders and sells DOCs in the local market. KAZI FIRMS has 

established a hatchery in Kuliarchar, close to Bhairab. In addition, NAHAR, NOURISH 

and PROVITA have their commission agents in this upazilla. Among the available breeds, 

the most popular ones are Shaver Brown, ISSA Brown, Lehman White etc. for layer and 

Cobb-500, Ross, Arbercross, Starcross, Habard Classic etc. for broiler. All those breeds 

need different degrees of controlled environment, thus requiring respective levels of 

electricity facilities. The areas where electricity is not available poultry farming is still 

possible. The first option is to install low-cost solar system, as it requires minimal 

electricity. The second option is to try with other breeds, which is fully adapted with 

Bangladeshi environment like Sonali, Faomi, Rohd Island Red, White Leghorn etc. and/or 

local improved breed like Asil (available in Sorail of Brahmanbaria and Anowara of 

Chittagong). Several NGOs are promoting local poultry varieties ((e.g. Ahsania Mission in 

Jamalpur-Tangail region). The project can learn from them and decide on breeds to 

promote. However, the breed selection for particular area and target group is subject to 

in-depth technical feasibility analysis.  

IV.			ANALYSIS	 OF	 THE	 CONSTRAINTS	 AND	OPPORTUNITIESOF	 THE	 LIVESTOCK	

MARKET	SYSTEM	

The fundamental market failure of the existing livestock market system in this 

area is that it is not inclusive in nature. In reality, it put barriers for the poor to participate 

in the market system as 

producers, consumers and 

labourers. These barriers 

keep the major part of the 

society from participating in 

the market operations, as a 

result of their resource 

scarcity from the 

mainstream market system. 

Generally, they have low 

bargaining power to 

influence the market and 

cannot tap the growing 

market opportunities. As the 

poor have a narrower 

access to all production 

factors, e.g., capital, inputs, 

extension and other 
Figure	4:	Weaknesses/Gaps	of	the	Market	Systems 
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necessary services as well as output markets, they are forced to usually engage into 

subsistence production system, which is characterised by low productivity and low 

income. In other words, the low-input, low-output model of production by the poor does 

not allow them to harvest the full potential of their resources they use for livestock 

production. However, it plays a vital role in meeting part of the nutritional requirements of 

the poor and helps them to cope with crisis period.  

Another major issue of the existing market system is the coordination failure. The 

potential of pro-poor growth is not well communicated and the efforts are not well 

coordinated among actors of the core value chain and supporting functions. Once, the 

pro-poor growth potential is realised the interconnected markets grow quickly. Expansion 

of the production base offers acceleration to all supporting functions. For instance, if more 

people starts rearing poultry and cattle the list of required products, services and 

functions are long; more producers means more chicks, feed, cage, housing, vaccines, 

vitamins, animal health services and service promoters, collectors, traders, so on. 

Therefore, if the efforts among the market actors are well coordinated there are many 

actors have the real business incentives to promote access of the poor into the market.  

Similarly, it applies to all other commodities. 

The under-developed support functions and services limit the participation of the 

poor households in the sector. It is not easy for the poor to get training and information on 

the improved farming practices, to buy necessary inputs (e.g. chicks, feed and animal 

health products) due to low in volume, and not easy to get regular treatment and advisory 

services for their animals although these are easier for the larger farms compared to the 

poor. In the case of poultry and dairy, these inputs and services are embedded within the 

core business of large integrated companies. 

One of the key constraints for the target group is their poor technical knowledge 

in improved livestock farming. Commercial farming is intensive compared to traditional 

and it requires extra care of the animals hence improved knowledge in production and 

management.  

Lack of effective advisory services is one of the key constraints as well. There is 

an upazilla level livestock hospital and few private animal health promoters (ParaVets) 

however, access and availability of the ParaVets is limited to the target groups. Increased 

commercial farming will be required more intensive advisory services to reduce the 

animal health hazards and risks associated. 

Lack of quality inputs is also another key constraint for the target group to enter 

into commercial rearing of the livestock. Few grocery shops, specialised feed shops for 

cattle is noted at the community level, however, quality is a great concern. In addition, 
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availability of other inputs like vaccines, vitamins, de-worming medication etc. is either 

absent or very limited. These are very vital inputs for semi-intensive and intensive farming 

of livestock. 

A kind of informal contract farming system is prevalent, particularly in the large-

scale commercial poultry farming, in the area. Such model allows farming enterprises to 

receive necessary inputs on credit; necessary services usually embedded with business 

model; and it offers an ensured market for the output. This found as an opportunity as 

well to promote the participation of the poorer segments of the society into mainstream 

market system as producer, consumer and labourer.  

A considerable member base and huge savings of the cooperatives offer 

enormous potentials to tap the emerging market opportunities like meeting the unmet 

demand, filling the gaps in inputs and service markets and offer consistent training and 

advisory services not to its members only, also to the untouched poor communities in the 

project locations. 

V.			NOTES	ON	DUCK	AND	GOAT	VC	

The structure of duck VC is similar to that of the poultry VC whereas the goat VC 

is similar to that of the beef VC. Both products follow respective VCs where the same 

actors are engaged. While the ecological condition of the area gives positive impression 

about the feasibility of duck rearing whereas the technical feasibility is a question mark 

due to unavailability of natural duck feed.  Duck rearing does not gain popularity because 

of the remarkably low profitability from duck rearing with manufactured feed. The duration 

of water availability in some areas before and after flush flood is a major concern. 

According to the ULO and other respondent, three unions of Bhairab upazilla- namely 

Aganagar, Srinagar and Sadekpur- have some degree of feasibility for duck-raising. 

However, more technical feasibility assessment is needed before promotion of duck- 

raising. The three unions feasible for duck-rearing falls outside of the cooperatives’ 

command area.  

It also seems that the potential of goat rearing has been overlooked. However, 

goat is not so popular as compared to cow and poultry raising. Goats require slightly 

larger free farming spaces, high volume of green leaves and grasses (fodder). It is well 

known that this area is characterised by low availability of such free spaces, green leaves 

and grasses and lack of natural grazing fields. This situation put a question mark on 

technical feasibility and profitability of commercial goat rearing. In addition, the over-

crowded nature of the villages and negative social perception against goat rearing also 

discourage the local people to engage into this business. This situation demands a 

separate, in-depth technical feasibility study for both the products. Considering this fact, 
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the study team dropped these two products for further investigation despite the 

preliminary investigation showing a moderately high market demand for duck and goat 

(according to the market insiders, it is 1/3 of the demand for poultry and beef). 

VI.			INITIATIVES	TAKEN	BY	COOPERATIVES	

A little initiative has been taken up to date by the cooperatives. There has been a 

huge progress in capital formation through savings and credit program. Besides, it has 

trained up its members on beef fattening and poultry production, however, not adequate 

for commercial production; and initiated cattle feed business. The cooperatives are still at 

the initial stage and its leaders largely dependent on program staffs. Among the few, one 

good indication is that the cooperatives are trying to employ skilled staff to serve its 

members group who are till now engaged in implementing their micro-credit program. The 

leaders and general members have high intent for initiating businesses that are suitable 

for the cooperative and can help doing businesses of its members. 

VII.			OPPORTUNITIES	UNTAPPED	

As mentioned in the other sections of this report, there are enormous potentials 

for pro-poor growth of the livestock market prevailing in this area, which are now 

untapped. The overall demand for livestock products are growing with the national 

demand increase, however, supply deficit. Historically, this area having the opportunity to 

fill this gap by educating and promoting associated services to the poorer segments. 

Besides, the growing sector offers to lay down different associated inputs and service 

businesses, obviously suitable for cooperatives, which are yet un-utilized. Moreover, the 

prevailing successful business model like contract farming could be a replicable model in 

the small-scale commercial production of poultry and other livestock products.   

The value addition in the overall value chain is insignificant. The major value 

addition is at the production level. Linking with high-end markets like processors (like 

Bengal Meat), super shops like Swapno, Agora, Meena Bazar and megamalls like 

(Jamuna Future Park, Unimart) and other institutional buyers (public and private 

hospitals, clinic, restaurants etc.) can open up the opportunities for further value addition 

in the forward market system. The emergence of the cooperatives is crucial in this 

respect. It can be a great tool to address the issues of pro-poor market constraints. The 

cooperatives can play vital role to correct market dysfunctions. By tapping the emerging 

market opportunities, it can act like a large entrepreneur. Following the successful 

business model in the livestock sector, it also can integrate the value chain functions to 

connect its members to input and output markets. In addition, it can readily create access 

for its members to initial capital by using its idle funds. Cooperatives also can establish 
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linkages with other market actors and play a greater coordination functions among the 

market actors. 

Branding of cooperative products could be another interesting area to look into, 

however, sounds a bit over ambitious target. The consumers’ perception regarding quality 

of livestock products (regarding purity, adulteration, weight discrimination etc.) and supply 

inconsistency leaves an excellent base for cooperatives branding. The value of branding 

is undoubted. It can help to avoid essentially strong competition with existing large 

businesses, creates and expands emotionally exploited loyal clientele base. 
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RECOMMENDATIONS	

	

I.			PRODUCTS	

As it is discussed in the earlier sections the four livestock products beef, broiler, 

layer and dairy have good prospects based on market dynamics, demand and supply 

deficit, profitability. Also, the preference analysis of the cooperative members shows that 

all them are highly preferred and have good potential to contribute to lean period coping 

strategy. However, out of four products dairy have less attractiveness, especially for the 

poor because of the following reasons – high initial investment, low access to finance, 

high risk associated with longer pay-back time and scarcity of lands to grow fodders 

/green grasses, which is one of the prerequisites for profitable dairy rearing. Given this 

analysis we are recommending the three products, which can make quick impact on 

member’s income and employment, are beef, broiler and layer. 

 In addition, if carefully designed, there is excellent opportunity for the 

cooperatives to do profitable business around those products by engaging its members. 

Given the current position of the poor in the livestock market system it is obvious that the 

cooperative should play key role to support the production and marketing activities of its 

members. 

Recently, beef fattening has got a new momentum in this area still the growers’ 

lack commercial and market orientations. It has been started in a limited scale particularly 

targeting the Muslims’ Eid festival while demand and price for cow and cow meat is high 

all around the year. In recent years, cow rearing for meat has become even more 

attractive for the households due to short supply of the cows due to export bar imposed in 

India-the major supplier of cows in Bangladesh. However, it seems that the full potential 

of beef fattening is unexplored. It is revealed that fattening is possible thrice in a year. 

Also, there is huge market for beef in Dhaka, Sylhet, Chittagong and Bogra and this area 

is one of their major suppliers. In addition, it was estimated that there is a demand of at 

least 700-1,000 cows per month (mainly for meat purpose) in the area and reasonably 

majority of it is imported from outside of the area. Although there is a noticeable social 

problem of burgling that had has to discouraged households to rearing cows. Currently, it 

is reviving and expanding rapidly with the expansion of infrastructures like roads, growth 

centres and new housing. And, allowably it has high potentials to contribute in the higher 

income not only for its members but for the cooperatives as well. In addition, it can 
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contribute to the employment generation in the area consistently over the year once the 

potential is realised. 

Commercial poultry farming, especially layer farming has been top ranked by the 

respondents and also highly acknowledged by the market actors and key informants. The 

traditional poultry farming offer significant income and plays important role in households’ 

coping strategies during lean period, however, the scope for commercial micro-

entrepreneurship in the poultry sector is completely overlooked. Commercialisation of 

small-scale poultry farming has potential to add on to their coping strategies by offering 

additional income and year round full employment, which may trigger to stop migration of 

the male counterpart in the lean period. In addition, it has a good prospect to stimulate 

the other allied services (like chick rearing, feed and animal health products etc.), which 

in turn, would fuel cooperatives’ businesses. Consequently, in the employment of local 

educated unemployed youths as Live stock Service Provider [LSP] (for vaccination, 

treatments etc.) and overall socio-economic development of the region.  

II.			INTERVENTION	

 

II.A.			PROMOTION	OF	CONTRACT	FARMING	

It appears that an ideal situation for contract/ arranged farming exists in this area 

because of the following reasons: 

- gap in current demand and supply of livestock products (especially poultry, 

beef and milk); 

- presence of the large players in the value chain; 

- fundamental strength of the cooperatives that includes substantially large, 

well organised members’ base (who, potentially, all of whom are producers 

and clients for inputs and services!); and 

- well developed market infrastructures in one hand and the large number of 

producers having low access to finance, inputs and technical services, and 

markets on the other hand. 

The cooperative has already initiated beef fattening by promoting training and 

finance, however in a very limited scale, and planning for setting up other associated 

businesses like feed, animal health products and services. To support those business 

ideas and make them viable, the cooperative need to capitalise on the first hand 

experiences it has gained already from its beef-fattening program. One of the major 

drivers for micro-enterprises to enter into a new sector is the assurance for output 

markets. The cooperative is in the right place to offer an ensured market for the potential 
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producers. The increase in users’ base of the services and products means more viable 

businesses. Further promotion of commercial poultry can certainly accelerate it. The 

important fact is that, unlike the other existing enterprises, the cooperative has enormous 

potential and comparative advantage to fulfil the pre-requisites for successful contract 

farming as the cooperatives has large producer base, capacity to generate and offer 

necessary services for potential producers, and finally offering ensured market meaning 

to integrate value chain. Given the mandate of the cooperatives, they essentially can act 

as lead firm; make its own viable business along with promoting businesses for its 

members.  

II.B.			ESTABLISHMENT	OF	ONE-STOP	SERVICE	CENTRE	

The idea is comprehensive to serve the contract farming intervention in the 

livestock sector. As farming households needs a wide range of farm inputs and services 

(e.g. chicks, AI service, feed, animal health care products, forage and fodders etc. and 

advisory services) to perform their household production either commercial or 

subsistence. Neither the resource poor farming household having very often the capacity 

to buy necessary inputs or services alone, nor are there any service providers that can 

offer such services even on a fee basis. In addition, if the cooperatives adopt an arranged 

(contract) farming model, they must offer inputs and services are necessary for the poor 

households to raise livestock commodities. The cooperative can either link them up with 

sources of inputs and services or can do business around it in a longer term even 

contract farming may not be a necessary elements. It seems a good opportunity for the 

cooperatives to serve the community through establishing an innovative model of 

agricultural service business.  

III.			EXPECTED	ROLE	OF	COOPERATIVES	

Given the major gaps into the livestock market system [shown in fig.7] for pro-

poor growth the expected broader roles of the cooperative is are as follows: 

III.A.			BUSINESS	INCUBATION	

The cooperative should act as a business incubator for its members. The role as 

a business incubator should ideally be to identify, design and support to establish suitable 

businesses for its members. In that case, the cooperative should play a lead role and as 

a ‘lead organisation’ shall develop inclusive growth model so that both the cooperative 

and members’ businesses grow simultaneously. It must be a win-win situation for both, 

i.e., beneficial for its members and for the cooperative itself. While the cooperative 

integrates its own supply chain offers establishment of members’ micro-enterprise start-
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ups too and 360° business development services (BDS) to them to establish, to grow and 

to be sustainable. 

Generally, the members have low bargaining power, have lesser access to all 

production factors, e.g., capital, inputs, extension and other necessary services as well as 

to output markets. The cooperative, as a business incubator, should provide its members 

with appropriate solutions to address those issues. In doing so, the sustainability of the 

cooperatives’ services should not be overlooked.  

III.B.			COORDINATION	AMONG	MARKET	ACTORS	

As mentioned in the earlier section, the major bottleneck of the existing market 

system is the coordination failure. In reality, it means the failure of public and private 

extension services, weak relationships between market actors, low degree of information 

flow between demand and supply side and inefficient service markets. The ultimate is 

unresponsive market system to pro-poor growth. The cooperative can play a vital role to 

avoid this coordination failure. It is always in better position compared to any individual 

business entity to make an effective linkage among private and/or public service 

providers, demand and supply side and helps the market in better functioning where poor 

cooperative members can participate. 

III.C.			LINKAGE	DEVELOPMENT	

As mentioned in the foregoing sections, the lack of linkages resulting in poor rural 

households’ low access to input and output market, services and information. If the poor 

is well connected with other market actors may allow them to receive valuable 

information, products and services they usually offers to better off producers. The 

cooperative as an apex farmer organisation can play a vital role in linking up its members 

with other businesses and service providers. 

III.D.			ENSURE	ACCESS	TO	QUALITY	BUSINESS	SERVICES	

The business services are the prerequisites for carrying out smooth business. 

This is also applicable for small producers like cooperative members. A producer requires 

upgrading production knowledge, to use modern inputs and services. All them are 

business services they require to increase their productivity. One of the reasons for low 

productivity at members end is low access to quality business services. The cooperative 

is a vital player to address this issue.  



	 	
	 	
	

	

	 38	

III.E.			ENSURE	ACCESS	TO	FINANCE	

Undoubtedly, access to finance is one of the key hindrances for the poor that put 

bar them in participating the mainstream market system. The knowledge and working 

capital together definitely increase the chance of the poor to participate in the market and 

harvest the benefit from the market system. The cooperative, as a savings organisation, 

can play a key role to facilitate its members’ access to finance for appropriate 

businesses.  

III.F.			ENSURE	ACCESS	TO	MARKETS	

The poor generally pauses out of mainstream markets and receive lower prices 

for their produces hence low return from their commodity. This situation usually occurs 

due to the low volume and low quality of products. To ensure the market access of micro 

and smaller producers the cooperative must put a mechanism in place so the cooperative 

members have access to mainstream markets and receives higher return from their 

produces. 
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This section is the extended part of the recommendations under “PRODUCTS” based on 
the agreement to see the other options than livestock. These options emerged during the 
discussions with cooperative members and key informants but not validated through market 
analysis, however, consultants’ experience in the field has been added in formulation.  

 

IV.			PRIMA	FACIE	

 

IV.A.			HIGH	VALUE	AGRICULTURE:	VEGETABLE	

The major crop in the project area is paddy, grown with irrigation. And, it has 

been placed at the centre of farmers’ preference and given priority over any other crops. 

Whatever is grown in the field, does not matter how profitable the crop is, rather farmers 

considers the paddy first and chooses other crops accordingly. Paddy starts immediately 

after winter crops and is harvested before seasonal flood. Understandably, short duration 

mustard, a low input-low output winter crop has gained popularity over high value crops 

like vegetables and potato because of its other beneficial effect (e.g. farmers do not incur 

cost for further ploughing of the lands preparation of paddy crops, requires low amount 

fertilisers especially low amount urea fertiliser etc.). It seems the preference on paddy 

production is not only because of the feasibility of the lands and climate but also tied with 

farmers’ emotion, reasonably becomes part of their culture. Perhaps, farmers see own-

grown paddy as a status symbol as well. However, few of them now started growing high-

value vegetables like tomato, khira etc. and high value cereal like potato (which is also 

considered a major vegetable in Bangladesh). But it seems there are enormous potential 

to introduce high value vegetable crops with minor time adjustment and promoting 

improved technologies (e.g., seedling raising before transplanting to main land, dapog4 

method etc.) in the existing cropping pattern without hampering the rice production. 

However, it will require careful investigation before technology promotion.  The farmers 

and key informants have confirmed the market feasibility and profitability of high value 

vegetable crops in the area. 

																																																																				

4A	method	of	seedling	raising	in	a	waterlogged	land	
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IV.B.			OFF	FARM	(NON	AGRICULTURE):	FOOTWEAR	

In recent years, footwear industry has grown substantially in the area and it 

appears one of the major suppliers of low-cost women’s footwear (paduka) across 

Bangladesh. Around 7,000 micro, small and medium enterprises has developed in this 

area and more than 15,000 households directly and indirectly dependent on the industry.5 

It has become popular as alternative livelihood option especially for the hard-core poor in 

this region. According to industry observers, it is growing at a substantially higher rate 

with increased familiarity and demand from different corner of the country and has 

potential to accommodate at least double of the current population engaged into the 

industry. The project can take it seriously, make further investigation and can assist the 

cooperatives to enter into the industry. In case, cooperatives decide to enter, it is 

preferred   that they design a sub-contracting model with large enterprise along with 

integrating necessary services for its members. Sub-contracting model may offer the 

cooperatives higher bargaining power and essentially avoid hard competition with existing 

enterprises.  

 

	

	

	

	

																																																																				

5Source:	Upazilla	Cooperative	Officer	
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ANNEX	

	

I.			NUMBERS	OF	CATTLE	IN	THE	UPAZILLA	

	Source: Upazilla Livestock Office (ULO, Bhairab) 


