Goat marketing in Bangladesh

Overview:

Goat production under browsing and marketing is one of the oldest and most widespread animal enterprises in Bangladesh. A good marketing plan is a complete description of how to get your product on the ground and off to market. 

Goat meat demand and Supply

There is a high demand of goat meat throughout the year particularly during Eid-ul-Azha.Castrated bucks (Khashi) 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. The most popular goat breed in Bangladesh is Black Bengal. 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. 

Marketing chain

A marketing chain describes the movement of a product or commodity from the site of production to the place of final consumption. The marketing chain of live animals and meat is analyzed together because of the strong connection between the two channels.











Figure 1: Marketing chain of browsing goat and goat meat in Bangladesh. 

Marketing functions applicable to goats

Pricing:

For live goat and goat meat marketing, open bargaining between buyers and sellers were commonly practiced in Bangladesh. In case of live goat, castrated, heavy, big sized, middle or tender aged, good looking, improved breed male goats are scored high prices and  Price of meat depends on size, sex and mainly outlook of meat.

Storing:

No specific storing was done for live goat and goat meat marketing. Beparis sometimes stored the unsold animals in their own homestead and there was no cold storage facility in the market for the butchers to preserve their meat.

Transportation:

The farmers brought their goats to the primary markets mainly on foot and sometimes they brought goats by truck, train, rickshaw and country boats from distant market. 

Processing:

The butchers bought live animals and then slaughtered themselves or by employed personnel.

Grading and standardization:

No formal grading and standardization was done for live gat and goat meat marketing in Bangladesh. The informal grades were done on the basis of size, breed, sex, weight, age, outlook, castration etc. 

Financing:

The majority of the farmers, Beparis and butchers were self financed. In case of large scale operation they took loan from bank, relatives, neighbours, Mahajan, etc.

Risk bearing:

For live goat and goat meat marketing, physical risks occurred due to theft, death, loss of weight, deterioration of quality, etc. and market risks occur due to fall in prices .There was no provision for insurance against physical or market risks in Bangladesh.

Market information:

In goat marketing, the major sources of information are intermediaries, neighbours, observing market trend from behaviour of purchases, and mass media.

Problems in goat marketing

· Following major problem are involved in goat marketing 

· Lack of capital

· Price fluctuation

· High transportation cost

· Harassment by police

· Sometimes it takes longtime to sell

· Losses of death, snatching and accident

· Lack of drainage and shelter in goat marketing

Conclusion and Suggested measures

Goats can be marketed in many ways. Methods of marketing will vary in sales costs and effort of the producer. Following measures could be taken to improve goat marketing:

· Timely supply of credit on easy terms

· Action against illegal collection of money

· Expansion of foreign market of hide

· Improvement of market facilities
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