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ABSTRACT 

The current study “STUDY ON MARKETING OF BLACK BENGAL GOAT IN HOWRAH 

DISTRICT OF WEST BENGAL” explores the marketing practices and economic significance 

of Black Bengal goat farming in the Howrah district of West Bengal. The research involved 

collecting data from 100 respondents across 14 blocks within the district to gain insights into 

the traditional art, style, and methods of goat farming, as well as the marketing strategies 

employed by local farmers. The Black Bengal goat is renowned for its high-quality meat, skin, 

and adaptability to diverse climatic conditions, making it a valuable resource for small-scale 

farmers in the region. The study highlights the socio-economic benefits of goat farming, 

including its role in providing livelihood opportunities, enhancing rural incomes, and 

supporting sustainable agricultural practices. The data gathered shed light on the challenges 

faced by farmers, such as limited access to modern marketing facilities, inadequate knowledge 

of advanced rearing techniques, and the lack of organized markets. Despite these obstacles, 

the study reveals that goat farming remains a profitable and viable occupation for many 

households in the district. Findings from this research emphasize the need for interventions 

such as improved market linkages, farmer training programs, and government support to 

optimize the potential of Black Bengal goat farming. Such measures can enhance productivity, 

ensure fair pricing, and contribute to the overall development of the rural economy in Howrah. 

This thesis provides valuable insights into the dynamics of goat farming and marketing in the 

region and suggests actionable recommendations for policymakers, stakeholders, and 

practitioners in the field of agricultural economics. 

Keywords: Black Bengal Goat, Goat Farming, Rural Economy, Marketing Strategies, 

Livelihood, Sustainable Agriculture, Howrah District. 

INTRODUCTION 

Livestock farming forms an integral part of 

the rural economy in India, contributing 

significantly to employment, income 

generation, and food security. Among the 

various livestock species, goat farming has 

gained prominence due to its low investment 

requirements, quick returns, and adaptability 

to varied agro-climatic conditions. In 

particular, the Black Bengal goat, native to  

 

Eastern India and especially prevalent in West 

Bengal, stands out for its superior meat 

quality, fine skin, prolificacy, and disease 

resistance. These traits have made it a 

preferred breed among small and marginal 

farmers, landless laborers, and rural women in 

the region. The Howrah district of West 

Bengal, though known for its urban-industrial 

landscape, also has a strong presence of rural 
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farming communities that rely on livestock as 

a supplementary source of income. Goat 

farming, and specifically rearing of the Black 

Bengal breed, has long been practiced here 

using traditional methods passed down 

through generations. Despite its potential to 

uplift rural livelihoods, the sector faces 

multiple challenges, including limited access 

to organized markets, lack of scientific 

knowledge on breeding and rearing, 

inadequate veterinary support, and poor 

infrastructure for marketing and 

transportation. This study titled “Study on 

Marketing of Black Bengal Goat in Howrah 

District of West Bengal” seeks to explore the 

intricate relationship between goat farming 

and rural economic development. By 

surveying 100 respondents across 14 blocks 

of the district, the research delves into the 

existing farming practices, marketing 

methods, and the economic significance of 

Black Bengal goat rearing. It also identifies 

the key constraints faced by farmers, such as 

fluctuating market prices, lack of market 

awareness, and absence of cooperative 

mechanisms. Given the growing demand for 

quality goat meat and the increasing interest 

in livestock-based livelihoods, it is imperative 

to examine how better marketing strategies, 

government interventions, and farmer 

training programs can enhance the 

profitability and sustainability of goat 

farming. The findings of this study aim to 

provide practical recommendations that can 

help bridge the gap between potential and 

performance in the sector. Ultimately, this 

research contributes to a deeper 

understanding of the agro-economic 

dynamics in Howrah and highlights the 

untapped potential of the Black Bengal goat 

as a tool for rural development, poverty 

alleviation, and sustainable agriculture. 

RESEARCH METHODOLOGY 

The present study on the marketing of Black 

Bengal goats in the Howrah district of West 

Bengal was conducted using a multistage 

stratified random sampling technique, 

combining both quantitative and qualitative 

research methods to ensure a comprehensive 

analysis. The Howrah district was 

purposively selected due to its significant role 

in livestock farming and its proximity to 

urban centers like Kolkata, which offers 

promising market opportunities. Within the 

district, Domjur block was chosen 

purposively as the primary study area due to 

its high concentration of Black Bengal goat 

farmers. From this block, 10 villages were 

randomly selected, and a total of 100 goat 

farmers were surveyed using structured 

questionnaires. Respondents were further 

categorized into small, medium, and large 

farmers based on their flock size. 

Additionally, 15 retailers and market 

functionaries across Domjur and neighboring 

blocks were selected using purposive 

sampling to assess the role of intermediaries 

and the structure of goat marketing channels. 

Primary data was collected through structured 

interviews, focus group discussions, and field 

observations, covering aspects such as 

production practices, pricing, market access, 

and challenges in marketing. Key informant 

interviews with traders, veterinary officers, 

and other stakeholders provided deeper 

insights into market inefficiencies and supply 

chain dynamics. Complementary secondary 

data was gathered from the District 

Agriculture Office, Block Development 

Office, and relevant government reports and 

research publications. Both primary and 

secondary data were analyzed using 

appropriate statistical tools to identify trends, 

marketing costs, and overall system 

efficiency. This mixed-method approach 

enabled a holistic understanding of the 

marketing practices and challenges associated 

with Black Bengal goat farming in the study 

area and offers valuable implications for 

policy and practice in similar rural contexts. 

 



 Agri Express: 03 (01), Article No. V03I01.39, January - March, 2025                         E - ISSN No. 2584 – 2498 

3 

 

ANALYTICAL TOOLS 

1. Acharya’s marketing efficiency formula- MME = FP/MC + MM 

2. Garrett ranking - Per cent position = 100 (Rij-0.5) /Nj 

3. Marketing Cost = Cf+ Cm1+ Cm2+ Cm3+………. + Cmn. 

4. Marketing margin = Selling price – Purchase price 

5. Marketing Efficiency: [RP ÷ (MC + MM)] 

6. Mean formula, M = 𝑆𝑢𝑚 𝑜𝑓 𝑡ℎ𝑒 𝑡𝑒𝑟𝑚𝑠 / 𝑁𝑢𝑚𝑏𝑒𝑟 𝑜𝑓 𝑡ℎ𝑒 𝑡𝑒𝑟𝑚𝑠 

7. Likert Scale = Σ (fx )/(Total no. of respondent

RESULTS & DISCUSSIONS 

The demographic analysis of the respondents 

reveals that a majority (41%) of the Black 

Bengal goat farmers are above 50 years of 

age, followed by 32% in the 30–50 age group 

and 27% below 30 years. This age distribution 

suggests that a significant proportion of the 

farmers are older, which may influence their 

openness to adopting modern goat-rearing 

techniques. In terms of educational 

background, 24% of the respondents had 

attended middle school, while 20% completed 

high school, and only 5% had attained 

postgraduate education. This reflects a 

moderate level of educational attainment 

among the farmers, with a considerable 

segment having limited literacy, which may 

impact their ability to access and apply 

advanced knowledge in farming. Income 

distribution among respondents indicates that 

26% of farmers earn between ₹100,001 and 

₹150,000 annually, followed by 22% earning 

between ₹50,001 and ₹100,000.  Only 14% 

earn above ₹200,000, suggesting that most 

goat farmers fall within a middle-income 

bracket. Occupational data shows that 

agriculture is the primary livelihood for 37% 

of the respondents, with horticulture 

accounting for 21%, while only 10% are 

salaried employees or engaged in business or 

professional activities. This indicates a strong 

dependence on farming-related occupations. 

Furthermore, goat ownership patterns reveal 

that 50% of the farmers rear a small herd of 

1–5 goats, and only 5% qualify as large-scale 

rearers owning more than 30 goats. This 

underscores the predominance of small-scale 

goat farming in the region, which can 

influence productivity, income levels, and 

access to market resources. 
 

Existing Marketing Channels for Small Ruminant (Black Bengal Goat) 

Channel No. Marketing Channel Description 
% of Respondents 

Using 

I Producer → Local Trader → Consumer 32% 

II 
Producer → Village Agent → Wholesaler → 

Retailer → Consumer 
25% 

III 
Producer → Live Animal Market → 

Butcher/Trader → Consumer 
20% 

IV Producer → Wholesaler → Consumer 15% 

V Producer → Consumer (Direct Sale) 8% 

 Total 100% 

 



 Agri Express: 03 (01), Article No. V03I01.39, January - March, 2025                         E - ISSN No. 2584 – 2498 

4 

 

This table represents the distribution of 

marketing channels used by farmers for 

selling Black Bengal Goats in the study area. 

The most commonly used channel is Channel 

I (Producer → Local Trader → Consumer), 

used by 32% of respondents, indicating a 

reliance on local intermediaries. Channel II, 

involving multiple intermediaries, is used by 

25%, while Channel III (via live animal 

markets) accounts for 20%. Channel IV and 

Channel V, where goats are sold directly to 

wholesalers or consumers, are less preferred, 

representing 15% and 8% respectively. This 

indicates that most farmers depend on 

traditional, intermediary-based marketing 

systems for goat sales. 

Marketing Margin, Share, and Efficiency – Channel I (Producer → Local Trader → Consumer) 

S. No. Particulars Amount (Rs/Animal) 

1 Producer  

 Gross price received 7000 

 Marketing costs 500 

 Net price received 6500 

2 Local Trader  

 Purchase price 7000 

 Marketing costs 300 

 Margin 1500 

 Selling price 8800 

3 Consumer purchase price 8800 

4 Total marketing cost 800 

5 
Producer share in consumer 

price (%) 
73.86% 

6 Marketing efficiency 8.13 

 

This table illustrates the marketing cost, 

margin, and efficiency in Marketing Channel 

I (Producer → Local Trader → Consumer) for 

Black Bengal Goats. The producer receives a 

gross price of Rs. 7000 per animal, incurs Rs. 

500 in marketing costs, and retains a net 

income of Rs. 6500. The local trader 

purchases the goat at Rs. 7000, spends Rs. 300 

in marketing, and gains a margin of Rs. 1500, 

selling to the consumer at Rs. 8800. The total 

marketing cost sums to Rs. 800. The 

producer's share in the final consumer price is 

73.86%, reflecting a marketing efficiency of 

8.13, indicating a fairly efficient marketing 

route with moderate intermediary 

involvement. 
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Marketing Margin, Share, and Efficiency – Channel II (Producer → Village Agent → Wholesaler 

→ Retailer → Consumer) 

S. No. Particulars Amount (Rs/Animal) 

1 Producer  

 Gross price received 6900 

 Marketing costs 600 

 Net price received 6300 

2 Village Agent  

 Purchase price 6900 

 Margin 200 

3 Wholesaler  

 Purchase price 7100 

 Marketing costs 350 

 Margin 800 

4 Retailer  

 Purchase price 8250 

 Marketing costs 400 

 Margin 1150 

5 Consumer purchase price 9800 

6 Total marketing cost 1350 

7 Total margin 2150 

8 
Producer share in consumer price 

(%) 
64.29% 

9 Marketing efficiency 4.67 

 

This table represents the marketing cost, 

margins, and efficiency in Marketing Channel 

II (Producer → Village Agent → Wholesaler 

→ Retailer → Consumer) for Black Bengal 

Goat marketing. The producer receives Rs. 

6900 per animal, incurs Rs. 600 in marketing 

costs, and nets Rs. 6300. The village agent 

gains a margin of Rs. 200, selling to the 

wholesaler at Rs. 7100, who incurs Rs. 350 in 

costs and earns Rs. 800 margins. The retailer 

purchases at Rs. 8250, incurs Rs. 400 costs, 

and earns a Rs. 1150 margin, selling to the 

consumer at Rs. 9800. The producer’s share 

in the consumer price is 64.29%, with a 

marketing efficiency of 4.67, indicating 

higher intermediary involvement and lower 

efficiency compared to Channel I. 
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Constraints Faced by Farmers in Marketing of Black Bengal Goats (Garrett Ranking Method) 

S. No. Constraints Frequency Percentage Garrett Rank 

1 Lack of organized markets 77 77% I 

2 High transportation cost 72 72% II 

3 Exploitation by middlemen 
 

70 70% III 

4 Price fluctuation in market 68 68% IV 

5 Lack of proper market 

information 

64 64% V 

6 Lack of grading and 

standard pricing 

58 58% VI 

7 No cooperative societies for 

goat marketing 

55 55% VII 

 

This table highlights the key constraints faced 

by farmers in marketing of small ruminant 

(Black Bengal Goats, based on Garrett 

ranking. The most severe constraint identified 

is the lack of organized markets (77%), 

followed by high transportation cost (72%) 

and exploitation by middlemen (70%). Price 

fluctuation (68%) and lack of proper market 

information (64%) also emerged as 

significant issues. Lesser but still notable 

constraints include lack of grading and 

standard pricing (58%) and absence of 

cooperative societies (55%) for goat 

marketing. The rankings emphasize the need 

for structural improvements in the goat 

marketing system to reduce inefficiencies and 

enhance farmer profitability.

 

Constraints Involved in Marketing of Black Bengal Goats (Mean Score Ranking) 

S. No. Constraints Mean Score Rank 

1 Lack of market infrastructure 63.7 I 

2 Transportation unavailability 60.8 II 

3 Delayed payments from traders 59.4 III 

4 No price regulation 57.9 IV 

5 Lack of packaging and handling support 55.6 V 

6 Low bargaining power of farmers 53.2 VI 

7 Poor veterinary support at markets 50.7 VII 
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This table presents the constraints involved in 

the marketing of small ruminants Black 

Bengal Goats based on mean score ranking. 

The most critical issue is the lack of market 

infrastructure (63.7), which significantly 

hampers smooth marketing operations. 

Transportation unavailability (60.8) and 

delayed payments from traders (59.4) rank 

second and third, indicating logistical and 

financial challenges. Other notable problems 

include no price regulation (57.9) and lack of 

packaging and handling support (55.6). 

Additionally, low bargaining power of 

farmers (53.2) and poor veterinary support at 

markets (50.7) further constrain efficient 

marketing. These findings call for targeted 

policy interventions to strengthen rural 

market ecosystems.

CONCLUSION 

The study concludes that while Black Bengal 

goat farming in Domjur block of Howrah 

district provides an important livelihood for 

small-scale farmers, its marketing system 

faces multiple challenges. Most farmers rely 

on traditional, intermediary-based channels, 

which reduce their income due to higher 

marketing costs and lower efficiency. Channel 

I emerged as the most efficient and beneficial 

for producers. Key constraints such as lack of 

organized markets, poor infrastructure, 

transportation issues, and exploitation by 

middlemen significantly hinder marketing 

performance. Addressing these challenges 

through improved infrastructure, direct 

marketing models, cooperative societies, and 

better market information systems is crucial 

for enhancing farmer profitability and 

sustainability in goat marketing. 
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