Poultry marketing system

Marketing system:

Marketing systems includes all activities involved in the flow of goods from the point of initial producers to the ultimate consumers.

Marketing channel:

Marketing channel is known as the chain of intermediaries or middlemen through which the transaction of goods takes place between producer and consumer.

Marketing of indigenous poultry:














Important channel:
Channel-1: Poultry farmer – Faria – Bepari- Wholesaler – Retailer - Consumer  

Channel-2: Poultry farmer – Faria – Wholesaler – Retailer – Consumer 

Channel-3: Poultry farmer – Bepari – Wholesaler Retailer - Consumer 

Channel-4: Poultry farmer – Bepari – Retailer – Consumer 

Marketing channel of broiler:










Some common channel:
Channel-1: Poultry farmer – Wholesaler-cum-retailer – Retailer - Consumer

Channel: Poultry farmer – Retailer – Consumer 

Market participants:

1. Farmer:

Farmer brings up and raises indigenous poultry in their households and broiler in their farms through out the year. It was the first link in the chain of poultry marketing.

2. Faria:

Farias were a group of middlemen who purchased poultry from farmers and sold to Bepari, Wholesaler and Retailers.

3. Bepari:

Beparis were the professional traders and involved in the poultry marketing system. Their volume of business was larger than that of Farias and possessed more capital. They had no permanent shop in the market place.

4. Wholesaler:

Wholesalers were the professional poultry traders who had permanent shop at the market place and they did their business with large volume of transaction. They were also limited in number.

5. wholesaler-cum-retailer:

Wholesaler-cum-reatailers were a group of traders who had fixed establishment in the market places with adequate storage facilities. They did their business independently and were self financed.

6. Retailer: 

Retailers were the last link in the channel of poultry marketing system. They had permanent shop in the market place. They ran their business independently. They used hired labour for their activity.

Marketing functions:

Marketing functions may be defined as major specialized activities performed in accomplishing the marketing process of concentration, equalization and dispersion.

1. Buying & Selling:
Buying and selling are the functions of exchange. Buying is generally the selection of kinds of goods, the determination of quality and quantities and the selection of sources of supply. Selling is the personal or impersonal process of assisting and persuading services to dispose of a product.
2. Transportation:

Transpiration is primarily concerned with making goods available at proper place. It creates place utility. Usually truck, rickshaw, van tempo and pickup were used for transporting poultry in desire place.

3. Dressing:

Dressing was mainly done for creation of form utility. It increased the value of a product by changing the form. Dressing is a common marketing operation in Bangladesh.

4. Grading:

Grading is the basic function of sales transaction and it is defined as the classification of products according to some standards or measures. Grading means the sorting of goods into different groups, each bearing its own name. no grading system is followed at farm level.

5. Storage:

Storage is a necessary part of marketing system. Storage is concerned with making goods available at desired time. It creates time utility. A kind of cage, locally known as khacha, was used for the transportation, handling or temporary storage of poultry by the traders. Khacha was a net like cage generally made of bamboo, strips or iron. One khacha contained 100-120 kg live poultry. Bamboo made khacha could be used repeatedly several months and strips or iron made khacha were used for several years. The traders usually needed to store poultry birds for a maximum of two days. And they used this khacha for this purpose.
6. Market information:

Market information includes all facts, estimates, opinions and other information used in marketing decisions that affect the marketing of goods. Market information is necessary to be used for smooth operation of marketing activities. It also helps the buyers and sellers to take their proper decision about their business. Traders collected market information by observing market condition and personal contact with the market functionaries about poultry marketing.

7. Price setting:

Pricing is the important marketing function for producers and traders. The prices of the products basically depend of the supply of and demand for the same at the market. All producers and traders who were involved in buying and selling of poultry followed the individual negotiation for setting the price of their products.

8. Mode of payment:

Normally farmers were sold their poultry mainly on three forms namely, in cash, on credit and on payment of earnest money.

9. Risk bearing:

The function which the possibility of loss accepted in the marketing of product is known as risk bearing function. Two types of risks were incurred in poultry marketing. One was physical risk and another was market risk. Death and theft of poultry was covered by the physical risk and fluctuation of market prices of poultry was considered as market risk.

Ref: A Study on Poultry Marketing in Selected Areas of Dhaka District- Dilip Kumer Sarekr (2002)
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