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CHAPTER 1: INTRODUCTION 
 

About the Host Organisation 
 

Aajeevika 
Aajeevika is an IFAD assisted Uttaranchal Livelihoods Improvement Project for the Himalayas (ULIPH). 
The Project is being implemented by the Uttaranchal Gramya Vikas Samiti (UGVS). The Uttaranchal 
Gramya Vikas Samiti (UGVS) was registered as a Society on 5th December, 2003 to implement the 
Aajeevika Project. The primary objective of Aajeevika is to improve the livelihood of vulnerable groups 
(poorest of the poor) in a sustainable manner through promotion of improved livelihood opportunities and 
strengthening of local institutions that relate to livelihood development.  
 
UPASaC (Uttarakhand Parvatiya Aajeevika Sanvardhan Company) is a Social Venture Company, 
registered as a Section 25, not-for-profit Company floated under the Aajeevika project to provide 
community level financial & business solutions to alleviate poverty in the state.  
 
Study Objective 
 

The objective of the study was to assess the market potential of the poultry (Kuroiler) subsector in 
Uttrakhand under ULIPH which is being funded by IFAD and suggest recommendations within the ambit 
of the project scope on the way ahead. The study aims to contribute significantly in building further to 
work in the sub sector while the overall project’s primary objective is to improve the livelihood of 
vulnerable groups in a sustainable manner through the promotion of improved livelihood opportunities 
and strengthening of local institutions that relate to livelihood development. 
 
The key study objectives which were to be addressed cover:  

1. Assessment of the current status of poultry interventions supported by ULIPH 
2. Assessment of the market potential for poultry products in the region 
3. Design of an institutional framework to sustain poultry interventions  

 
Scope of Study  
 

The study was divided into 6 tasks as given below  
1. Preparing research framework.  
2. Designing tools for the study. 
3. Planning field study and undertaking field work.  
4. Documenting the research findings.  
5. Preparing research report.  

 
As a part of the desk research (tasks 1 and 2), relevant literature and documents were studied and 
reviewed. Task three relates to field level data collection which was undertaken in seventeen blocks 
spread across five districts (Almora, Bageshwar, Chamoli, Tehri and Uttarkashi) of Uttarakhand state. 
Twenty mother units were surveyed from these five districts. Backyard poultry rearers were also 
interviewed through a structured questionnaire to elicit information directly from them. A total of 425 
respondents were interviewed from five districts. Apart from this, local markets were also surveyed to 
capture the market potential of Kuroilers.   
 
Purposive sampling method was used in arriving at the sample population. The sample mother units were 
of different capacities. The diversification was in terms of income generation activities followed by the 
villagers.  
 
As a part of task four and five, the analysis was made based on the information collected from the primary 
sources and the report is prepared through a rigourous process of data analysis, processing and 
interpretation which are desk based. 
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CHAPTER 2: BACKGROUND 
 

The poultry sector in India contributes to over 3% of the global poultry population and is the third largest 
producer of eggs. As per current statistics by FAO, egg production in India is around 59 million and meat 
production is 2.3 million tones. The poultry sector in India provides employment to over 3 million people 
(CARI, Vision 2025 – 5m). The growth in the sector is very promising considering that India has a 
population of over 1 billion with per capita income increase of 5-6 % per annum and hence India alone is 
a big market for poultry products. The growth rate of the sector is almost 19% (higher than any other 
sector) (USDA). Of the current poultry production, 80% just caters to 30% of the urban market demands 
(GOI, 2005) and hence there exists a vast unexploited market. 
  
The above statistics are very promising for the growth of poultry sector in India, which has been well 
exploited by the private sector. For instance, Venky’s, one of the largest private sector players in poultry 
in India, has global presence. Having discussed the bright side of the poultry story, the other side tells a 
different story. The market potential in the sector has, overtime, deluded the poor in India, thus posing a 
challenge. There has been a decline in backyard poultry systems that engaged poor households. While 
about 3 decades ago, 70% of poultry was of native birds (largely reared as backyard poultry), now almost 
80% are under intensively managed commercial production systems; hence crowding out the poor 
backyard poultry rearers.  
 
While there has been limited public support towards inclusion of poor backyard poultry rearers, private 
sector has provided some opportunities like introduction of Broiler and Kuroilers. ‘Kuroiler’ (Kegg + 
Broiler), introduced by Keggfarms Private Ltd., is a dual purpose hardy bird with significantly higher 
productivity than indigenous birds while retaining many desirable features of indigenous birds such as 
feather colors for camouflage, agility to escape from predators and resistance to diseases. While the 
private sector initiatives have opened up opportunities for poor households to integrate with the growing 
poultry markets, it has also created a high dependency on the private sector for supply of basic seed 
stock (Day Old Chicks – DOCs – in the case of poultry). The poultry sector depends 95% on the private 
sector for basic seed supply. This arrangement also excludes the access of small poultry rearers to 
market supplies and hence reiterates the lack of public facilities to address the needs of integrating poor 
poultry rearers in the mainstream markets. 
 
Poultry in Uttarakhand  
 

Historically, the poor rural households in Uttarakhand have reared birds in their backyards for augmenting 
their income as well as providing food in times of distress. It was a caste based activity where mostly the 
low income groups reared poultry. However, with increase in commercialization of poultry, other 
communities have also taken up poultry rearing. During the earlier days, the birds reared in rural 
households’ backyard were often referred to as desi birds which have their own distinctive features and 
demand. This traditional poultry in the recent past has been recognized as potential home-based 
enterprise i.e. a small backyard poultry enterprise.  
 
Aajjevika has identified poultry as potential livelihoods activity for poverty reduction in Uttarakhand and  
introduced Kuroiler (breed) under its livelihoods programs. This is further strengthened by the fact that 
Kuroiler has a well-equipped facility at Pantnagar in Uttarakhand. It is found that Kuroiler is well accepted 
and easily adopted by the local population as it resembles the local desi birds.  
 
Kuroilers are specially developed breeds looking like desi birds with traits of quick growth and high feed 
conversion efficiency. This is considered as a better farming method for layer (for eggs) which has high 
potential to contribute to the main source of family income and provide gainful employment to farmers 
throughout the year. In addition, poultry manure has high fertilizer value and can be used for increasing 
yield of all crops. 
 
As a part of the intervention design, Aajeevika has supported in establishing the mother units that are 
intended to get the DOCs from Keggs Farms in Pantnagar, rear these DOCs for 21 days and help 
distribute them to the rearers. The Keggs Farms provide embedded services in the form of vaccination 
and management know-how of mother units. Once the DOCs are 21 days old, they are distributed to the 
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backyard poultry units (BPUs). To facilitate the entire process, community based institutions have been 
formed. The entire model works through SHGs. The SHG members through consensus decide on 
beneficiaries for setting up the mother unit as well as the number of birds each beneficiary will have under 
the BPU.  
 
Kuroiler vs. Desi birds 
 

The Kuroiler is a cross-bred developed by Kegg Farms incorporating the ruggedness and adaptability of 
the desi chicken with the higher productivity of exotic breeds. Unlike the desi hen, which produces 40 
eggs in its 18-month cycle, a female Kuroiler gives 150 eggs (five times more) in the same period (as per 
Kegg Farms’ information brochure). They also grow fast. A male Kuroiler reaches about 1 kg weight in 6-7 
weeks, compared to a desi bird that takes about 18-20 weeks. Female Kuroilers weigh a maximum 2-2.5 
kg against the desi counterpart that weighs 800 gm. Kuroilers are supposedly low on maintenance and 
can survive on scavenging, foraging and supplementary waste from kitchens. However, these 
assumptions are challenged by actual field realities especially in the context of Uttarakhand. As reflected 
by the backyard poultry rearers who were interviewed during the study, the Kuroilers need continuous 
and good quality feed (as it also correlates to its fast growth rate). The households rearing these birds 
first do not have enough food waste to feed these birds and secondly even for scavenging the region 
does not have enough agri-waste (unlike the case in West Bengal

1
).  

 
Broiler vs. Kuroiler  
 

Recent reports suggest that the hybrid bird Kuroiler has already touched the lives of about a million 
households in some of India’s poorest regions. The below table compares Broiler and Kuroiler ,which are 
both commercial birds, on different parameters: 
 

Table 1: Comparison of Broiler and Kuroiler 

S.N Factors Sub-Factors Broiler Kuroiler 

1 
Economics of 
Products 

Price Low (160 Rs) High (220Rs) 

Demand High Low 

Supply High Low? 

2 
Consumption 
Purpose 

Taste Medium High 

Egg Yield 

Not Applicable (the 
broiler is not raised for 
eggs. It is culled for 
meat after 40-45 days)  

High 

3 Challenges 

Feed Requirement Low High 

Disease Prone High? Low 

Meat Production in 1 Kg of live 
bird. 

700-800 grams 500-600 grams
2
 

Transportation High High 

4 
Government 
Support 

Schemes/Convergence High 

High ( Backyard 
poultry development 
schemes by GOI) and 
SCP project by State 
Govt. 

5 
Market 
Strategies 

Market Share 
70% (from market 
survey and district data) 

10-20% (from market 
survey and district 
data) 

 
 

Broiler can have a 
similar expansion 

By forming co-
operatives, opening 

                                                           
1 Ahuja, Vind et.al; Poultry based livelihoods of rural poor: Case of Kuroiler in West Bengal, 2008 
2
 As from the survey of the local poultry shops 
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Expansion Strategy 
 

strategy, as 
demonstrated by 
PRADAN 

co-op shops at main 
market, market 
linkage with hotels 
and inter/nearby 
clusters, blocks and 
districts. 

Withdrawal Strategy --- 

Strengthening of co-
operatives and 
capacity building of 
member staff.   
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CHAPTER 3: METHODOLOGY 
 

Applying the criteria of relative poverty and deprivation, altogether 17 blocks were selected for the study. 
The study was designed at four levels. At the first level, the mother units where the DOCs are kept for 21 
days were surveyed. At next level, the backyard poultry rearers were surveyed, where the 21 day old 
chicks are supplied from the Mother Unit and are reared for meat and eggs. At the third level, markets in 
the vicinity were studied and assessed for exploring and furthering linkages of the poultry products. 
Finally, the support institutions and agencies were contacted to know and explore possibilities for ongoing 
and continued support as well as future areas for collaboration. 
 
Study Area 
 

The study was conducted in 17 Blocks in five districts of Uttarakhand. All the blocks where Aajeevika is 
working were covered in the study. The details are given in the below table: 
 

Table 2: Blocks covered 

Districts  Blocks  

Almora                      Bhaisiachana, Dhauladevi and Lamgara 

Bageshwar Kapkot and Bageshwar  

Chamoli      Dewal, Ghat, Narayanbagar and Dasholi 

Tehri   Jaunpur, Pratapnagar, Devprayag and Bhilangna  

Uttarkashi Mori, Naugaon, Dunda and Purola 

The black circles on the adjacent map 
indicate the five districts in the project 
area where this study was conducted. 
Out of these five districts, three 
districts i.e. Tehri Garhwal, Uttarkashi 
and Chamoli come under Garhwal 
region and the other two districts i.e. 
Almora and Bageshwar fall in 
Kumoun region. 
 
All these five districts are hilly districts 
and have tough terrains.  
 
 
 
 
 
 
 
 

 
Tools and Techniques  
 

Discussion, interviews and exploration with various stakeholders 
 

1. Project Management Unit (PMU) of Aajeevika: To get a better understanding of the entire poultry 
intervention by Aajeevika, the study team did a detailed briefing with the PMU at Dehradun. The 
project reports and other documents available on poultry were also taken for review. Over-arching 
issues like the progress vis-à-vis the objectives of the intervention as well as issues like training, 
supply chain management of DOCs etc. were also deliberated upon. 

  
2. DPMU at district levels: The administrative and management unit of Aajeevika at the district level are 

the District Project Management Units (DPMUs). These units are engaged in the implementation of 
programmes, their monitoring and thus help to establish a direct interface with the beneficiaries. 
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Discussions with different levels of DPMUs i.e. district manager, coordinators and field officers 
/animators were held to understand the levels of clarity about the project, the implementation 
challenges as well as constraints. 

 
3. Mother Unit Holders: The mother units (MU) are the critical link between the hatcheries and the 

backyard poultry rearers. These units were interviewed using structured questionnaires. 
 

4. Backyard poultry members: The last in the chain of beneficiaries from the project are the backyard 
poultry units (BPUs) that rear the 21 day old chicks for meat and eggs. Structured interviews were 
conducted with these BPUs. 

 
5. NGO partners: The project has partnered with local NGOs for implementation. Discussions and 

interviews with the NGO partners were held in order to understand the factors contributing towards 
success, constraints and potential actions to further improve the poultry intervention. 

 
6. Semi-structured interviews with other stakeholders and line departments - NABARD, District. Line 

Departments: There are various other agencies and institutions that influence and support the poultry 
interventions at the state as well as district levels. Agencies like NABARD, district and state level 
Livestock Departments, State Hatcheries etc. were also visited and interviews were conducted to 
understand the possible areas of future as well as ongoing support and convergence possibilities. 

 
7. Retailers and Wholesalers: To access the potential market for Kuroilers in the region, interviews were 

conducted with the retailers and wholesalers dealing with birds and eggs. 
 

Structured questionnaires were used to collect data from three different stakeholders- mother unit 
holders, backyard poultry practitioners/rearers and shop owners engaged in the business of poultry 
products (meats and eggs).   
 
Methodology 
 

Two different teams were organized for the study: 
a. A professional team was organized for exploring the PMU and DPMUs as well as discussing with 

the other stakeholders. This team also analyzed the Mother Units (MUs). 
b. To get detailed data on Back Yard Poultry Units (BPUs), a team of surveyors was organized who 

administered the questionnaires to the beneficiaries.  
 

Sampling and Data Collection 
 

The second phase was data collection through primary survey in the areas where the project is being 
implemented. It was designed to assess the current status of poultry intervention supported by the 
project.  
 
The study was conducted in seventeen blocks of five districts in Uttarakhand. The following table gives 
the details of the data collected: 
 

Table 3: Sample Details 

District Block 
No. of MUs 
surveyed  

No. of backyard rearers 
interviewed 

Market 
surveyed 

Almora   

Bhaisiachana 2 25 1 

Dhauladevi   1 25 1 

Lamgara 1 25 1 

Bageshwar 
Kapkot  1 25 1 

Bageshwar 3 25 1 

Chamoli 

Dewal - 25 1 

Ghat  1 25 1 

Narayanbagar  1 25 1 
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Dasholi - 25 1 

Tehri 

Jaunpur - 25 1 

Pratapnagar  2 25 1 

Devprayag  1 25 1 

Bhilangna 1 25 1 

Uttarkashi 

Mori 1 25 1 

Naugaon 1 25 1 

Dunda  1 25 1 

Purola 1 25 1 

TOTAL  18 425 17 

 
Sample size of MU: Four MUs in each district were identified and selected for study based on their 
performance. In the process of selection of MUs, it was ensured that a mix of successful, unsuccessful 
and moderately successful MUs was chosen as far as their performance levels are concerned. On the 
basis of these criteria, a total of 20 Mother units in five districts were studied.  
 
To determine the status of rearing 
units/ BPUs, a total of 25 BPUs in 
each block were studied. Thus, in 17 
blocks of five districts, a total of 425 
BPUs were studied. To find out the 
status of hatcheries, two hatchery 
units were surveyed, namely 
Pantnagar hatchery and Rishikesh 
hatchery.  
 
The very purpose of studying these 
units was to ascertain the existing 
status of the market segment they 
are catering to, and to determine 
their future growth prospects. Apart 
from the above, the team also 
interacted with the concerned 
authorities of related Govt. 
institutions like NABARD etc. to find 
out the likely support and possible 
linkages for further growth. 
  

Figure 1: DOCs in one MU 
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CHAPTER 4: KEY FINDINGS 
 

Assessment of the current status of poultry interventions supported by ULIPH 
 
Mother Unit  
 

The following table and graph summarize the MUs under Aajeevika: 
 

Name of the 
district 

Size 
No. of 
mother 
units 

Almora  500-2000 21 

Bageshwar 250-2000 22 

Chamoli 500-2000 51* 

Tehri 500-2000 23 

Uttarkashi 500-2000 24 
 

*Total number of mother units established  
since 2007-08  
 
Of the total number of 18 MUs surveyed, 55.17% have a flock size of 500 DOCs, while 31.03% MUs have 
1000 birds.  The number of MUs which have more than 1000 DOCs is quite small (about 13%).  
 
Day old chicks are supplied by a Kegg Farms’ managed hatchery situated at Pantnagar. The embedded 
inputs and services include: 

1. Day Old Chicks    
2. Feed for 21 days    
3. Vaccination for 21 days   
4. Transportation    
5. Cooling equipment for vaccination    
6. Feeder unit 
7. Initial trainings to the MU owners 

 
Aajeevika, under this project, has categorized the project households into four categories (I, II, III, IV) and 
these are known as Well Being Ranking (WBR). 

 Category I = Vulnerable 
 Category II = Hardcore poor 
 Category III = Hovering above the poverty line  
 Category IV = Well off 

 
DOCs are distributed as per economic status of the beneficiaries. As per the Aajeevika norms, project 
beneficiaries under Category I and II have to pay just 20% of the actual amount back to the project. 
Similarly, beneficiaries falling in category III and IV have to pay back 30% and 100% respectively to the 
project. The table below gives the details about percentage of payment made (category wise) by the 
beneficiaries to the project after 21 days of receiving DOCs. 
 
Table 4: Percentage of Payment as per Well Being Ranking 

WBR Payment* 

I 20 

II 20 

III 30 

IV 100 

*% of actual; this amt. is paid after 21 days by the MU owner to UPASAC 
 
MUs are of different capacities and sizes that range from 500 to 2000 DOCs. Here DOCs are reared for 
21 days. Consequently, the feed, vaccination etc. end up after 21 days and further MU owners are unable 
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to take proper care which leads to increased mortality. Therefore MU owners are not given clear 
guidelines to dispose off their brooders among the beneficiaries at pre-decided price.  
 
Cost benefit analysis of Mother Unit 
 

The table below gives an idea about the actual economics of a MU in the project. This analysis is based 
on a case where 1000 DOCs are supplied to MU (considering 20% as mortality rate); under WBR 
category when 100 percent payment is made by a MU (category IV) owner. Initially when MU owners 
were interviewed, they indicated that profit margins up to Rs. 32000/- are earned per cycle. After further 
probing and analysis of information about different activities, many deviations were found. These are 
indicated in the last row of the table below.  
 

1000 DOC supplied to MU (considering 20% as mortality rate) under WBR category when 100 percent 
payment is made by MU (category IV) 

 Birds Rat
e to 
MU 

Total 
value 
of 
DOC 

No. of 
brooder 
birds 
sold 
(80% of 
total 
survived 
birds) 

Rate @ 
which 
brooder 
sold 

Value sold 
to 
backyard 
owner 
(Rs.) / 
profit 

Birds 
left with 
MU 
holder 
(20% of 
total 
survived 
birds) 

Market 
price 
per 
bird 

Value 
received 
by selling 
birds in 
local 
market 
by MU 

Gross 
profit to 
MU 

Theoretic
al  

800 30 
2400
0 

640 40 
25600/ 
1600 

160 200 32000 32,000  

Current  
status  

800  30  
2400
0  

720  40  
28800/ 
4800 

80*  200  
(44*200)-
1600 + 
4800 

12,000**  

*Out of 80 birds, 20% (16) die, and 30% (20) are self consumed. Left over birds (44) are sold by MU 
owner at an average price of Rs. 200.  
 
**This profit comes when fixed cost of infrastructure and labor cost (Rs.3300 + Rs.2100 = Rs.5400) are 
not included. If these costs are included, the net profit comes out to be Rs.6600 per cycle. 
 
Findings 
 

1. While some MUs are doing well, others are not up to that level. The reason found for these MUs not 
doing so well was found to be lack of interest and entrepreneurial ability. Lack of interest is primarily 
due to inappropriate time of DOC supply. Also, there is negligible support in infrastructure building as 
MU owners have to invest their own money to erect infrastructure. This makes the proposition not 
very attractive as profit margins are less as compared to other activities. 

2. The average time gap between 1
st
 lot and next lot of DOC supplies varies from three to six months. 

3. In some instances, DOCs are also supplied during the rainy season which results in high mortality 
(close to 70-80%). 

4. Payment made by the MU owners after 21 days by selling to rearers or backyard poultry owners is 
not monitored properly. It was found in some instances that MU owners have sold the brooder but 
not yet repaid to Aajeevika project. 

5. Sometimes, even after 21 days, staff responsible for disposing brooders to rearers fails to coordinate 
with the MU owner. Consequently, the MU owner has to provide feed from his own pocket, which he 
charges while selling the brooder. 

6. In this value chain, rearers or backyard poultry owners rear chicks for longer periods, say 90 to 220 
days, especially in case of layers which produce eggs only after 180 days. 
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7. In the winter season, it is difficult to rear and maintain birds. Special training is required for the 
farmers on this subject. 

8. In the project, it was found that selection of mother unit owner is done by a group formed in the 
village.  

9. Group members select beneficiaries from the group.  
 
Since the Kuroiler DOCs are raised to 2-4 
weeks of age at the MUs before being 
sent to village households, the husbandry, 
nutritional and health practices observed 
at MUs play an important role in the 
efficiency of these units and the 
performance of chicks down the chain. 
Thus, operators of MUs need training in 
basic care and management as well as 
brooding, husbandry and health practices 
of DOCs. Additionally, field staff and 
dealers/ suppliers also provide commercial 
guidance to MUs when required with 
regard to sourcing, quality of feed, 
medicine, vaccine, market knowledge etc. 
 
Due to the fragmented and remote 
nature of beneficiary households, poultry 
experts are unable to maintain any active contact with village households that rear poultry. This remains a 
critical gap and provides an important avenue for public-private partnership to reduce poverty of poor 
households engaged in poultry.  
 
Gaps and constraints 
 

1. Mother Units is actually a caring centre and supervised by a trained person. Training are imparted to 
them for 10-20 days at Pantnagar. Post training services is lacking. For instances when some 
disease spreads the MU owner is unable to identify the disease and treatment needed in this case. 
They become dependent on expert advice and in very crucial time availability of expert is almost not 
possible. This causes increase in mortality. 

2. The poultry birds are subjected to greater disease risk and the insurance companies are generally not 
doing insurance of birds. 

3. Mother Units are such a caring centers where if care taken properly mortality can be reduced but lack 
of timely expert support makes the situation worse. 

4. There is no hatchery unit in the district and supply come only from Pantnagar hatchery 
5. Lack of proper records/accounts maintenance was seen in the field.  

 
Key lessons from Mother Units 

 

 Income of the MUs: Preliminary studies have shown that the incomes from MUs vary from Rs. 10000 
to Rs. 23,000 per year, and in some cases there are even losses owing to high mortality. The income 
variance reiterates the variable reasons ranging from size of units (number of DOCs reared), number 
of operating cycles in a year, diversification and management of the diversified activities as well as 
entrepreneurial aptitude of the MU owners. 
 

 Size of the Unit: The poultry project has promoted and supported different sizes of MUs ranging from 
a unit with 500 DOCs to 2000 DOCs. The variable costs are related to the number of DOCs. The only 
fixed costs are the infrastructure costs (costs of establishing sheds) as well as labour costs (which 
changes negligibly with change in number of DOCs).  However, it has been observed from the best 
cases of MUs that to optimize on the fixed costs, the optimum size of a MU should be 1000 DOCs. 

 

Figure 2: Improper record keeping presently used 
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 Number of cycles in a year: Various factors influence the number of operating cycles in a year at a 

MU – availability of DOCs in time, entrepreneurial abilities of the MU owners, investment capacities, 
etc. The number of cycles i.e., number of times in a year DOCs are reared, is of critical importance as 
it determines the income for a MU owner. The data reflects that the number of cycle in a year varies 
from 1 to 3 (2 MUs in Almora have been found that have had 3 cycles in 2010). However, based on 
MUs that have been reviewed, it has been established that the minimum number of cycles in a year 
should be 2. This further has to be related to mix of activities i.e., the MU rears DOCs as well as of 
birds for meat and eggs and also controlling mortality rates (lower the mortality rate better are the 
returns).  Mr. Bhoop Singh, a best case of MU in Tehri, has procured and completed 6 rounds of DOC 
rearing cycles (of 21 days each) since inception of the project. In the last three years, he had 
procured and reared a total of 5500 Kuroilers. The gross profit is Rs. 86,550/-, and the net profit, with 
expenses of Rs. 10,200/- for 6 operating cycles as well as on an average expenses of Rs. 16,500 for 
procuring and rearing DOCs per cycle; comes out to be Rs. 14,445/-.  Thus, in a year he has an 
aggregated income of Rs. 28,850/- (having 2 operating cycles in a year).  
 

 Diversification: As a suggested practice, the MUs are allowed to keep 20% of the DOCs after the 21 
days are over for meat and eggs. The diversification (i.e., rearing of 21 DOCs for meat and eggs) 
needs extra investment – compared to an average investment of Rs. 1700 per operating cycle for 
keeping 1000 DOCs, for a well planned and managed diversification, the cost is around Rs. 5300 
(with open spaces and proper fencing). A good example to further elucidate this is the MU being 
managed by Bhawani Dutt Nautiyal in Dunda block in Uttarakashi. In a span of two years, he 
procured and reared a total of 1000 Kuroilers. The highlight is that he has reared 500 birds per cycle 
with just 1 cycle per year (as compared to the above examples of having 2 operating cycles and with 
1000 DOCs). His aggregate income in the last 2 years is Rs. 70,713 with a net expense of Rs. 5300  
The net income hence is Rs. 65,413 which comes out to be Rs. 32,707 per year (compared to the 
above case where net profit is Rs. 28,850 per year). This additional income is attributed to intelligent 
planning, wherein Bhawani kept about 200 21 DOCs (mostly layers) for rearing. The sale of around 
9000 eggs gave him the additional income of Rs. 45,000 i.e. Rs. 22,500 per year (almost 69% of the 
total income). This case reiterates that MUs need to diversify and get into commercial rearing of birds 
and layers to get additional income and optimize on the fixed costs. 

 
 Mortality and its relation with trainings: The mortality rate of DOCs at MUs varies from as low as 1% 

to as high as 60%. The data collected from the field on MUs shows a high degree of correlation 
between the mortality rates and the trainings received by the MU owners. Almost 50% of the MUs 
informed that they did not receive proper trainings. The table below elucidates the fact that in the 

case of MU owners who received 
trainings, those who received 
proper training (10-15 days) had 
lower mortality rates (average 
15%, maximum being 50% and 
minimum being 1%). Those MU 
owners who received shorter 
duration trainings (less than 6 
days) reported an average 
mortality of 35.6% (with 
maximum mortality of 60% and 
minimum of 4%). In terms of 
income losses, mortality rates are 
very critical. With loss of one bird, 
effective income lost is around 
Rs. 70 (including the income from 
meat as well as eggs). Thus, if 

the average DOCs per MU is 1000, a mortality rate of 35.6% would mean loss of 356 birds and hence 
a loss of Rs. 24,920 which is quite significant. The above graph depicts the correlation between 
training received by MU owners and mortality rates of their DOCs. It is thus very clear that the 
mortality rate of DOCs in MUs whose owners have received proper training is much lower than the 
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rates in the MUs whose owners have not received proper training. The table below futher illustrates 
this fact.  

 

Duration of 
Trainings 

Avg 
Mortality 

Max Min 

<= 5 days 35.6 60 4 

10-15 days 15 50 1 

 
Recommendations 
 

1. To reduce mortality, poultry experts should be employed as regular manpower. 
2. The cold climate is a major problem for MU owners. Although MU owners try to maintain the required 

temperature through electric equipments, the irregular power supply in the project area is a major 
obstacle. Hence, solar energy could be used to control temperature which will also turn out to be 
cheaper in the longer run.   

3. MU owners have to keep chicks for 21 days to complete one cycle. The number of such operation 
cycles of MUs should be increased. This will help in regular supply of brooder to BPUs and 
consequently to the market.  

4. Aggregation at central level by all MUs, which is not in practice as of now, should be done.  
5. Selection of MU owners is significant considering the consistency required in rearing for longer 

periods. Therefore, rather than imposing this responsibility on them, they should be allowed to 
volunteer to take up this task. Certain criteria should be fixed for selection of MU owners, such as 
their experience, capabilities and willingness. 

6. Proper standardized formats need to be developed for record keeping and maintenance. 
7. During the study, it was found that currently training is given to MU owners at only one place – the 

Pantnagar hatchery. There is a need of on-field training to backyard poultry rearers. Training on meat 
processing, trading etc. could also be imparted to people. The Government poultry farm at Rishikesh 
could be used as a training centre and exposure visit centre for beneficiaries in nearby districts. 
Again, those beneficiaries who have received training should be given a follow up training so that they 
are able to effectively handle new problems. 

8. ULIPH should expand its focus towards developing commercial MUs. It should also give exposure to 
MU owners about procurement of DOCs from other nearby hatcheries (Hirshikesh and upcoming 
hatchery in Chamoli). MU owners who are beneficiaries of this program after this exposure would be 
able to continue this activity. Apart from this, MU owners should also have the option to take up other 
breeds like broilers. 
 

Backyard Poultry Rearers 
 

To know the status of BPUs, a total of 25 BPUs in each block were studied. Thus, in 17 blocks of five 
districts, a total of 425 BPUs were interviewed. After consulting the ULIPH Head Office team, it was 
decided to interview about 5% of total backyard poultry rearers in the project area and hence it came 
down to 25 backyard poultry rearers from each block. Due to time constraints, it was decided to do it at 
block level instead of going at cluster level.  
 
 Backyard Poultry Size: Size of backyard poultry was a factor which affected the income of backyard 

poultry rearers. The graphs below indicate the size of backyard poultry rearers district wise. 
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In these pie charts, we can clearly see the difference in 
the size of backyard poultry in different districts. In 
Almora, one can see that 88% of respondents have less 
than five birds, while in other districts, majority of BPUs 
have a flock size of 5-10 birds. On the other hand, it 
was seen that in Tehri, Chamoli and Bageshwer 
districts, 70%, 13% and 26% respondents have 
backyard poultry size of more than 25 birds 
respectively.  
 
In districts where high percentage of beneficiaries has 
less than 15 birds in backyard poultry, the annual 
income is low, while in districts where high percentage 

of beneficiaries has more than 20 birds in backyard poultry, the annual income is higher.  
 
 Poultry as an income generating activity: This analysis helps us to understand how well poultry is 

treated as an enterprise i.e., how much importance is laid on generating incomes out of poultry vis-à-
vis self consumption. The figure shows the ratio of sold vs. reared birds in Uttarakashi. In Uttarakashi, 
almost 35% of the BPUs sell about 70% of the birds they rear, thus, a better conversion of inputs to 
output i.e. incomes. 18% of the BPUs have not sold the reared birds which can be treated as the 
opening stock of birds which could also mean that they could have initiated BPU very recently. 
However, the area of concern is that almost 26% of the BPUs have sold less than 20% of the reared 
stock. This is attributed to two factors – the mortality (owing to various factors) and self consumption.  
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The figure on the side gives the sold vs. reared 
status of BPUs in Chamoli. Only about 12% of 
the BPUs have a conversion rate of more than 
40%. The alarming data is on low conversion 
i.e. almost 38% of the BPUs sell less than 20% 
of the reared birds. The not sold data i.e. 23% 
of BPUs also reflects that these were initiated 
in the recent past and are yet to complete the 
operating cycle. 
 
Almora has got a better conversion rate with 
about 42% BPUs selling more than 50% of the 
reared birds. However, again the concern 
would be on lower conversions i.e. almost 42% 
of the BPUs sell less than 40% of the reared 
birds.  
 
Bageshwar has a high proportion of BPUs that have not sold their stock (88%). This is attributed to the 
fact that most of these are recently established units; as also reflected in the section on trends in BPUs 
wherein most of the BPUs have been established in 2010.    
 
As depicted in the figure on Tehri, almost 93% of the stock is unsold, as most of the existing units (almost 
80%) have been re-stocked in 2010. One of the encouraging features of Tehri (as depicted in the Trends) 
is that most of the BPUs have taken repeat rearing. Thus, the stock taken in 2010 is still to mature and be 
sold. 
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Layer/ Male Birds Ratio 
 

In the project, when DOCs are supplied to MUs, sex ratio is not known to the MU owner and to Ajeevika 
staff. Also, sex determination process of DOC takes time and incurs cost (it is a scientific method). Now 
when these 21 day old chicks are sold to backyard poultry rearers, even then confusion regarding sex of 
birds remain. A few experienced MU owners and backyard poultry rearers do identify sex of birds by looks 
of the birds, but this is again a non-scientific method.  
 
The below pie charts give information (district wise) about layer-male ratio: 

  

 
 

The figures above show the ratio of layers to male 
in the BPUs. In Almora, 39% of BPUs have more 
than twice the number of layers than male birds i.e. 
most of them should be reared for eggs (hence a 
longer gestation period which implies a longer 
operating cycle).  In Chamoli, 31% of the BPUs 
have 1.5 times or more layers compared to male 
birds; whereas in Tehri only 5% have 1.5 or more 
layer birds to male birds. Bageswar and Almora 
have the same scenario i.e. over 55% have 1.5 or 
more time the layers to male bird ratio. 35% of 
BPUs in Uttarakashi have more than 1.5 times 
layers to male birds. The ratio of layers to male 
birds is essential when one is looking at the economics. The ratio of layers to male birds also determines 
the returns to the BPUs. In the case of Almora where 39% of BPUs have twice the number of layers to 
male birds, 77% of BPUs have an income of more than Rs. 5000. This, when compared to the situation in 
Tehri, where only about 5% have a larger proportion of layers to male birds, 48% have incomes higher 
than Rs. 5000 (27% have incomes over Rs. 10,000 per annum). As presumed, this scenario should be a 
reverse i.e. the BPUs who rear birds for eggs should get better incomes. However, this is attributed to the 



18 | P a g e  
 

fact that very limited BPUs actually rear the birds till they lay eggs or to get income from eggs, mostly 
because of a longer operating cycle as well as costs associated with it. Hence, this also reflects the 
preference of the BPU owners to rear birds for meat vis-à-vis rearing them for eggs. 
 
Income and Poultry 
 

The study tried to determine the importance of poultry as income generation activity to backyard poultry 
rearers. It was important to know how much money they earn from poultry annually and from other 
activities like agriculture, MGNREGA, agri labourr etc. The results of this were different for all districts. 
Bageshwar, Uttarkashi and Almora showed less income through this activity while Tehri and Chamoli 
showed that income through poultry activity was quite high. 
 
In Almora, 6% of the sample was earning less than Rs. 500 from poultry activity and on higher side only 
2% respondents were earning up to Rs. 9000 annually through poultry. On the other hand, in the case of 
Chamoli, the results came up opposite to Almora. In Chamoli, about 32% respondents have earned up to 
Rs. 10,000 annually and there were just 1% of respondents whose earnings from poultry were below Rs. 
500. The graphs for other districts are given below. 
 
Almora 

 
The above graph on incomes from various sources for the households in Almora reflects that majority of 
the BPU rearers have incomes in the range of Rs. 500 to Rs. 3000 (with a sizeable number having 
incomes less than Rs. 500). Only a few have incomes in the range of Rs. 8000 to 9000 per annum. 
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Chamoli 

 
Unlike Almora, Chamoli has a better per annum household income from poultry. Majority of the BPUs 
have incomes higher than Rs. 10000. This also can be correlated to the flock size (as deliberated above) 
wherein 44% of BPUs have flock size greater than 15. 
 
Bageshwar 

 
Similar to Almora, the BPUs in Bageswar have low annual incomes from poultry. Majority of the BPUs 
have annual incomes less than Rs. 500/-. 
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Tehri 

 
 
Backyard Poultry Economics  
 

In the below tables, the study has tried to work out economics of backyard poultry. Taking few 
assumptions like mortality (20%), self consumption economics are worked for different capacity (1, 10, 20 
and 30 birds). Sales revenue, gross profit and net profit shows that in male birds which are reared for 
meat gives profit Rs. (1280), Rs 700, Rs. 3500 and Rs. 6300 for 1, 10, 20, and 30 birds per cycle  
respectively. The below table gives economics of male birds:  

Assumptions  No. of Birds 1 10 20 30 

Mortality (%) 20 20 20 20 

Self Consumption 2 2 2 2 

Live birds with 
farmers 

-1.2 6 14 22 

Sale Revenue -420 2100 4900 7700 

Production Cost  60 600 600 600 

Gross Profit -480 1500 4300 7100 

Gross Margin 1.14 0.71 0.88 0.92 

Fix Cost 800 800 800 800 

Profit -1280 700 3500 6300 

 
Similarly, for layers, economics were worked out for 1, 10, 20 and 30 birds. Layers are supposed to be 
kept for longer time in backyard as it lays eggs but in the project layers were not kept for such long time 
(180 days). The calculation given below works on the assumption that layers are kept for egg laying and 
later they are reared for meat as well. In that case, profit for 30 layers comes to be Rs. 12400 per cycle. 
The table below gives details of economics of layer rearing: 
  

Assumptions  No. of Birds 1 10 20 30 

Mortality (%) 20 20 20 20 

Self Consumption 1 1 1 1 

Live birds with 
farmers 

-0.2 7 15 23 

Sale Revenue -120 4200 9000 13800 

Production Cost  60 600 600 600 
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Gross Profit -180 3600 8400 13200 

Gross Margin 1.50 0.86 0.93 0.96 

Fix Cost 800 800 800 800 

Profit -980 2800 7600 12400 

 
Findings 
 

1. BPU owners have less exposure or training on poultry rearing and trading. 
2. They have to keep brooder for longer time (60 to 180 days) on their own expense. 
3. They sell the brooder among the villagers who approach them. For selling the brooder, they do not 

bother for finding the markets as the “willing villagers” approach them. 
4. They purchase at the rate of Rs.40 while they sell after 90-220 days at the rate of Rs.150-200 per kg. 
5. Aggregation is not done collectively. 
6. No exposure on marketing or trading has been imparted to them so far. 

 
Trends in BPUs 
 

Apart from the above mentioned findings, one important finding which came up during the study is the 
trend of backyard poultry in different districts in different years. The below tables give details of the 
number of beneficiaries who repeated backyard poultry rearing in the same year. 

 
Figure 3 Backyard PU trend in Uttarkashi 
 
In Uttarkashi, data collected from the sample suggested that in 2008 only four backyard poultry rearers 
repeated the activity and in next year there were two cycles in which again very less number of backyard 
poultry reares repeated the activity (just 2). In 2010, situation was also not different although there was 
three cycles in that year but only two beneficiaries did it thrice in that year. 

 
Figure 4 Backyard PU trend in Almora    Figure 5 Backyard PU trend in Bageshwar 

 
Figure 6 Backyard PU trend in Chamoli    Figure 7 Backyard PU trend in Tehri 
 
Similarly, in Almora, data collected from the sample suggested that in 2008 only one backyard poultry 
rearer repeated the activity and in the next year there were three cycles, here total twelve people did 
backyard poultry more than once. In 2010, situation was also not different although there were three 
cycles in that year but only 16 beneficiaries did it more than once in that year. 
 
The situation is not different in the other three districts. Although the project shows an increasing number 
of beneficiaries, it does not show how many have actually benefited or have achieved sustainable 
livelihoods. In every cycle, new beneficiaries are take up poultry activity and hence previous beneficiaries 
receive no help from the project.  
 
Gaps and Constraints 
 

1. Rearing is done individually by BP rearers and that too in a fragmented manner which restricts 
mass production. 
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2. There is a lack of consistent supply of Kuroiler to the market in bulk. 
Recommendations 
 

1. It is critical that the households are self motivated to take up BPU and are not encouraged through 
subsidies. Most of the households would have taken poultry rearing to avail the subsidy component.  

2. The Aajeevika team should identify the potential back yard poultry rearers based on their interest, 
willingness to invest or even take loan for the enterprise (rather than subsidy) and continue with these 
BPUs. It is also recommended that Aajeevika should focus on consolidation rather than increasing 
the outreach (number of BPUs formed).  

3. As discussed under the section on recommendation, it is recommended that Aajeevika diversifies the 
breed and also incorporates broilers, desi and kuroiler breeds at the levels of BPUs so that BPUs can 
take up poultry across the year without being dependent on single and often staggered supply of 
DOCs by Kegg Farms. 
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CHAPTER 5: VALUE CHAIN ANALYSIS 
 
Present Value chain 
 

The most credible aspect of this project is that this value chain supports a commodity serving the poorest 
in a financially sustainable manner. The key to its viability is of course the interdependence of agents 
within the chain. Each link depends on the other and it is in the interest of all to ensure the viability of 
others in the chain.  

 
The network comprises hatcheries, mother units, and backyard poultry rearers (SHG members). Effective 
functioning of value chain is perhaps the most critical aspect of Kuroiler model that distinguishes it from 
other similar models. Due to its market oriented nature, there is sufficient opportunity for each value chain 
player in the chain to generate adequate surplus. Close networking of value chain players ensures 
adequate information flow to prevent any serious market failures. Finally, since everyone is paying for the 
goods and services they receive, there is sufficient pressure on delivery.  

 

On the other hand, the aspects of these operations that have implications of public good nature are weak 
and deserve attention. This has significant implications for reducing risk and containing losses in the 
chain. Given that the risk bearing ability of user households is extremely low, any manifestation of this 
inherent risk (in the form of disease outbreak, for example) can be destabilizing. Addressing this issue 
requires investment in skill building and training in poultry management, livelihood analysis, and quality 
assurance of various inputs used in the value chain. 
 
Gaps identified 
 

It was also noticed that the supply of DOCs were not regular and sufficient. It was sensed that at both 
levels, i.e. Mother Unit and Backyard Poultry, there was demand which was not fully fulfilled. Mother Unit 
holders who were doing DOC business once or twice a year were not happy by the investment made on 
infrastructure, as it remains unused most of the time. Again at backyard level, individuals were interested 
in getting more frequent supply of 21 days old chicks. Due to human errors, many a times mortality rate of 
DOCs increases.  
 
There were few gaps which were also seen in the existing supply chain of Kuroilers. Transportation of 
DOCs from Pantnagar hatchery to distant mother units takes time which increases the mortality rate. Both 
MU owners and backyard poultry owners find it difficult and costly to purchase and transport feed for 21 
days old chicks (as feed provided by Ajeevika ends on 21

st
 day) from distant market.  

 
At backyard poultry level, mortality due to human error and threats from predators also prevails as many 
individuals still keep traditional small wooden infrastructure for poultry. Lack of proper infrastructure is 
mainly because of lack of finance.   
 
On the marketing side, it was found that Kuroilers are mostly sold in either the village itself or in nearby 
villages and rest are consumed within household. There were no proper market linkages found. It 
becomes a costly affair for an individual to transport back the Kuroiler to the open market (nearest town/ 
block market) and there is no surety that it would fetch good prices.  
 
The figure below gives a diagrammatic representation of the Kuroiler value chain and gaps identified.  
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Value Chain Analysis of Kuroiller:          Constraints: 
 
 
          

 
          
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
  

DOC to Mother Units @30 with help of Aajeevika where DOC’s 

are reared for 21 days 

 Transportation distance and cost 

 Technical assistance from Vet 

 Problem of adequate feed for DOC in 

case all DOC are not sold in 21days 

 Mortality during and after delivery of 

DOC. 

 Access to finance for building shelter for 

rearing of DOC. 

DOC from Government/ Private Hatchery  

 Mortality and threat from predators 

 Access to finance for building shelter 

for rearing of Chicks. 

 Major problem is of feed as Kuroiler 

tends to eat more and feed is 

expensive. (contradicts earlier 

statements) 

 Scaling up of rearing due to finance 

problem 

 

 Marketing problem 

 Low awareness amongst customer 

about Kuroiler than Broiler. 

 

DOC to Mother Units @30 with help of Aajeevika where DOC’s are 

reared for 21 days 

21 days old chick @35 is sold to Rearing Units (Members of SHG)  

Sell remaining Chicks 

either locally or to 

retailers in main market 

also sell eggs for 

economic gains. 

These SHG members 

keep some chicks for 

self consumption 

activities and egg yield. 



25 | P a g e  
 

RECOMMENDATIONS 
 

INSTITUTIONAL STRUCTURES 
 
Existing Institutional framework 

The current institutional 
arrangement for the poultry 
program under Aajeevika is 
depicted in the adjacent figure. 
The SHGs are the critical 
community based institutional 
link that decides on the 
beneficiary for mother units as 
well as BPUs. The DOCs are 
supplied by the Kegg Farm 
which includes embedded 
services like vaccines and 
trainings on management of 
mother units. However, once 
the 21 day old birds go to the 
BPUs, there is no service or 

guidance available for the rearers.  
 
The Aajeevika structure on the field i.e. the field coordinators (FCos) and the District Management Units 
(DMUs) facilitates in aggregated demand for DOCs to the Kegg Farms as well as some bit of technical 
inputs at the levels of Mother Units. However, the trainings to the FCos is not sufficient enough to 
address the technical and management challenges by the Mother Units; and still more so in the case 
of BPUs.  
 
Further, there is no institutional relation or presence of easily available and accessible veterinary services 
for the poultry rearers both for MUs and BPUs. This is reflected in the mortality rates (as discussed in 
earlier sections) both at MUs and BPUs. 
  
Further, owing to lack of proper institutional frameworks, there is no proper monitoring of units as well 
as introduction of feasible models. The entire poultry models, MU and BPU is based on timely and 
quality supply of DOCs and other required services (to control morality), hence the number of birds per 
unit and number of operating cycles in a year. This had led to poor economic returns to the poor 
households engaged in poultry.  
 
Also, from the perspective of long term sustainability of this intervention it is also essential that the 
dependency on the Aajeevika structure is very low or even none. Thus, necessitating that a strong 
community based structures are instituted that would take care of supply and distribution of basic DOC 
and bird supply.  
 
One of the critical aspects of the existing system is also the fact that it is based on the SHGs. It has been 
observed through various other experiences on SHGs and also specifically in the case of Aajeevika; 
SHGs have been primarily formed for savings, thrift and credits and had either very low or no focus on 
enterprise development. SHG has been formed at village level. A single SHG performs multiple activities. 
For instance a SHG may be involved in horticulture, agriculture, livestock etc. In most of the cases it was 
found that in a group of 12 members only one or two member was engaged in poultry activity. Thus a 
single SHG group performs various other activities apart from poultry.  
 
It has also been observed that poultry rearers are loosely organised and were not well connected with 
other poultry rearers across the project.  
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A Federation of SHGs has been instituted by Aajeevika. However, the existing federation has to do 
multiple activities and do not have a dedicated focus on poultry. Also the role of federation is not 
clear as regards its support either to the SHG members and more specifically the poultry rearers.  
 
Intervention in poultry is being done individually and there is lack of association and network between the 
MU holder and the BPU. These two entity are neither clubbed and nor well directed to achieve the 
common objective. 
 
This primarily indicates that to ensure that poultry is run more on an enterprise mode; a dedicated 
institutional structure will be required for poultry and the responsibilities cannot be rested on SHGs. 
 
One of the major drawbacks of this poultry model is the high dependency on single supplier for basic 
inputs (DOCs and vaccines) on Kegg Farms. The study also suggests that number of operating cycles in 
low in the region and hence does not provide optimum economic returns to the engaged households. One 
of the key attributable reasons has been low supply and also untimely supplies of DOCs from Kegg 
Farms. It is thus, imperative that alternate arrangements are made to reduce the dependency on single 
supplier and create healthy competition that would eventually benefit the poor households. 
 
5.2 Design of an institutional framework to sustain poultry interventions 

 
 It is critical to design an institutional framework to sustain the work done by the team in this project. The 
project staff have been constantly engaging with the community to explore options. Existing Instiutional 
structure and composition is not based on homogenity based.In a group of SHG memberes are doing 
different activity .It was observed that out of one group only one or two person were engaged in poultry 
intervention. 

 
Figure 8: Existing structure of institution 

Recommendation 
1. Exclusive poultry group with aggregation point should exist. This will help in longer storage of 

poultry products and consistent supply to market  
2. Members in group should be composed of MU owner and Backyard poultry owner. Number of 

Member in each group should be between 5 to 20. This entire group federated at one level may 
be called as Poultry Federation and this federation will facilitate the aggregated supply of inputs 
from various sources of supply and it’s distribution to the MUs and then from MUs to the BPUs. 
The federation will also play a critical role in liaison with various service providers, government 
schemes and funds. This dedicated federation will reduce the role of Aajeevika.  

3. Aajeevika may also explore the viability of strengthening and structuring the existing SHG 
federation to play a dedicated role to facilitate the poultry sector development in the state. 

4. Role and responsibilities of each member in a group should defined and known to the members. 
5. Poultry federation should have role in strengthening backward and forward linkages. 

In the existing community federation, poultry subsector is not a priority compared to other interventions 
and activities under the ULIPH. Hence, to bring some intensity and focus on poultry, there is an urgent 
need and possibility to create an exclusive community based institution for Poultry. It would also help in 
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developing proper channel from where demand (at both ends) could be collected and supply (at both 
ends) could be provided accordingly. Also it would help in providing market linkages and organize other 
activities like seller buyer meet, trainings, exposure visits etc.  
 
Suggested Model in Poultry Intervention:  
 
At ground level a group of One MU owner and five to twenty backyard poultry members should be 
constituted. Such group should supply their poultry products to Aggregation centre. Aggregation centre 
should be under control of Poultry Market Federation. Equal representation of members from five districts 
out of the group of MU and BP should be ensured while selecting members into the board. These 
members should be given more exposure on Poultry market and institution building. Under its supervision 
two different committee should be formed - one on Production management and another one on 
Marketing. Production management committee has to strengthen poultry production system, deliver 
necessary health, vaccination services while Marketing committee will keep eyes on forward 
arrangements. These two committees will be supported by the experts in the respective area. 
 

 
Figure 9: Suggested Model in Poultry Intervention 

 
Table Institutional framework to sustain poultry intervention 

Structure  Level Roles Potential markets of 
Kuroiler 
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 Market linkage with institutional buyers for 
supply of Kuroiler 

 Market linkage with institutional suppliers of 
feed and vaccinations  

 Market linkage for procurement of chicks from 
hatchery units 

 Linkage with financial institutions to access 
finance by collective, mother units; if required 
for backyard units too 

 Convergence with government for technical 
support and availing schemes 

 Strategies for promotion and brand building of 
Kuroiler 

 Local institutional 
buyers like - Army, 
Hotel, Marriage 
reception, other 
functions 

 Retailers at village, 
block and district level, 
etc 
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 Identifying households interested in rearing 
backyard poultry units 

 Distributing to backyard poultry unit members  
for supply of 21 days or older chicks 

 Linkage with backyard poultry units through 
groups for supply of feed and medicines 

 Manage with backyard poultry units to ensure 
proper  aggregation and  supply to federation 

 Linkage with block level Animal Husbandry 
Department’s staff for technical support 

 Acting as facilitators for promotion and brand 
building of Kuroiler 
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 Jointly  with mother units to ensure availability 
of 21 days or older chicks 

 Linkage with mother units for supply of fully 
grown Kuroiler for consumption 

 Linkage with village or local level household 
level buyers 

 Linkage with village or local level households 
for promotion and brand building of Kuroiler 

 

 Supply to village or 
local level households 
demand 

 Supply to village or 
block level retailers 

 

(Source: District Project Management Unit, ULIPH, Chamoli) 
  
The proposed institutional arrangement for developing poultry intervention in the district is suitable 
considering present conditions. However, current capacity of the producer collectives is limited; also, lack 
of access to finance restricts the collectives capability to invest on infrastructural development, especially 
hatchery unit, desirable for taking up large scale Kuroiler business expansion. 

 
DIVERSIFICATION 
Assessment of the market potential for poultry products in the region 
Market potential for poultry products in the region is found to be huge and growing. This demand for 
poultry in the region is due to various factors like climatic conditions, traditional belief and social. In the 
current scenario Kuroiler is being marketed through informal marketing set up while broiler has got 
organized supply chain. Considering the huge local demand of Kuroiler in the region shows great 
potential of uprising of this product. In the existing scenario the supply of DOC is not as sufficient as it 
should be. Reason for insufficient supply may be attributed to dependency on only one hatchery. 
Depending on only one hatchery will always hamper the vision of scaling up of the poultry products, and 
will raise obstruction in bringing the production sufficiency in this particular intervention.. 
 
If we look at current poultry scenario, it is found that about 80% of the birds used for meat purpose is 
broiler and rest 20% are Kuroiler and desi birds. The major reason behind this is that broiler has well 
established supply chain supply and good markets (competitive prices). 
 
One of the primary objectives of the Poultry intervention under Aajeevika is to provide livelihoods 
opportunities for the poor households in Uttarakhand and hence help them come out of poverty. The 
existing scenario of supply challenges (single source supply for Kuroilers) as well as markets; essentiates 
that the poultry intervention accounts for these and provides the best livelihoods solution for the poor 
households.  
 
Diversification of breeds is feasible and potential solutions i.e. mix of kuroilers and broilers under the 
poultry program. This will ensure better and competitive input supplies, better operating cycles and thus 
better incomes. The beneficiaries should be clearly communicated about the challenges and benefits 
from these and should be facilitated in diversifying. Thus, reducing the risks and also helping in increased 
profits.   
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As evident from the findings of the study the MUs are only able to tale 2 operating cycles in a year and 
that too with lower number of DOCs. This is attributed to irregular and under supply of DOCs. The existing 
model does not allow them to optimize on the human and infrastructure resources available. Thus, while 
the MUs take 2 operating cycles for rearing Kuroiler DOCs, they can rear Broiler DOCs for remaining 
months (as one operating cycle is for maximum of 30 days). The MUs avoid rearing in monsoon and 
winter months and hence even excluding 4-5 months in a year, the MUs can still have 4-5 operating 
cycles in a year through a mix of kuroiler and broiler DOCs. 
  
Similarly, the 21 day old birds (21 DOB) that are reared at MUs and supplied to BPUs do not meet the 
economies of scale at the BPUs. As discussed earlier, to have an optimum income from BPUs, a 
minimum flock size of 20-30 is required, compared to the existing flock size of 5-10 at the BPUs. The 
supply of 21DOB is also linked to the increased capacity and operating cycles of the MUs and hence 
diversification at the MUs will effectively also provide better supply of 21DOBs at the BPUs. 
 
FLOCK SIZE 
 
As discussed and shared by various poultry experts (Small-Holder Poultry Rearing: A Sustainable 
Livelihood Opportunity for the Rural Poor, 2011); there are three basic considerations for establishing 
sustainable poultry enterprises: 

- Access to regular and optimum supply of basic seeds i.e. DOCs and supplies like balanced 
fodder and medicines 

- Controlling the mortality through improved vaccination, veterinary services and management 
practices 

- Optimum flock size to meet the economies of scale 
The following analysis of economies at the MU and BPUs further elucidates the importance of flock size 
and also (as a critical consideration for rearing of kuroilers) the male and female bird ratios.  
Mother Units: The analysis shows that the minimum flock size to give optimum income to the poor 
household (i.e. a minimum income of Rs. 2000 per month or Rs. 24-30,000 p.a.) is 1000.  
 

Economies at the Mother Unit (mortality rate @ 20%) 
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Theoretical  500 30 15000 400 40 20480 64 200 12800 

1500
0 

328
0 

Scenario 1 1000 30 30000 800 40 28800 64 200 12800 7500 
410

0 

Scenario 
2 

100
0 

3
0 

3000
0 800 40 25600 128 200 25600 

1500
0 

620
0 

Scenario 
3 

100
0 

3
0 

3000
0 800 40 32000         

200
0 

 
Looking at the current state of expenses and costs under the MU, there have been 3 scenarios that have 
been depicted. 
  
Current: As the existing scenario over 55% of the mother units have a flock size of 500. The cost incurred 
to rear the DOCs is the procurement cost (@ Rs. 30 that includes embedded services like vaccines, 
feeders and feed). Almost 80% of the DOCs reared are sold to the BPUs (@ Rs. 40). Considering a 
mortality of 20% at the MUs, 400 birds are sold i.e. an income of Rs. 20480/-. Out of the 20% of birds 
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reared (considering there is 20% mortality and self consumption) the MU sells 64 birds (@ Rs. 200) and 
hence a sales proceed of Rs. 12,800/-. However, to rear the 21 day old birds till maturity (considering 
they are only raised for meat), the MU owner has to spend around Rs. 15000 (on feed and vaccinations). 
Hence the net income for a MU from 21 day old birds as well as sale of mature birds is Rs. 3280. Given 
that they take 2 operating cycles in a year, the net income to the MU in a year is Rs. 6560/- per annum 
i.e. around Rs. 500 per month. 
  
Scenario 1: When the MU owner has a flock size of 1000 (rest assumptions on mortality and consumption 
remaining the same) and sells 90% to the BPUs and keeps 10% of the birds to rear for poultry. 
 
As depicted under the scenario 1, the MU owner makes a net profit of Rs. 4100/- per operating cycle. 
Hence for taking 2 operating cycles net income would be Rs. 8200/- per annum.  
 
Scenario 2: When the MU owner has a flock size of 1000 (rest assumptions on mortality and consumption 
remaining the same) and sells 80% to the BPUs and keeps 20% of the birds to rear for poultry. 
 
As depicted under the scenario 1, the MU owner makes a net profit of Rs. 6200/- per operating cycle. 
Hence for taking 2 operating cycles net income would be Rs. 12,400/- per annum. Provided the MU takes 
diversification and takes more operating cycle in a year (i.e. 3-4) his net incomes from poultry will be Rs. 
24,600/- i.e. about Rs. 2000/- per month. 
 
Scenario 3: When the MU owner has a flock size of 1000 (rest assumptions on mortality and consumption 
remaining the same) and sells 100% to the BPUs. 
  
This scenario gives a net income of Rs. 2000/- per operating cycle (slightly less considering the expenses 
on electricity and person days applied). 
. 
Having analyzed the 3 scenarios there are few conclusions that can be made: 

1. To optimally utilize the resources (infrastructure, labour and other fixed costs) the ideal flock size 
for a mother unit is 1000. 

2. MU unit just rearing DOCs and selling the 21 day old birds, do not give significant returns to the 
MU owner. Hence, to have a fair income, the MU needs to diversify and also rear birds for meat 
in the ratio of 80:20 (80 for 21 DOBs and 20 for rearing).  

3. More than 2 cycles are needed to give a significant income to the MU owner hence more of a 
need to diversify the breed (include poultry as well as desi). 
 

Backyard Poultry Units 

Male bird rearing  Female bird rearing    

No. Birds 1 5 10 20 30 1 5 10 20 30 

% Mortality 10 10 10 10 10 10 10 10 10 10 

Self consumtion 2 2 2 2 2 1 1 1 1 1 

Live Birds  with 
Farmer -1.1 2.5 7 16 25 -0.1 3.5 8 17 26 

                      

 
                    

Sale Revenue  -385 875 
245

0 
560

0 
875

0 -60 
210

0 
480

0 
1020

0 
1560

0 

Sale of eggs           100 500 
400

0 8500 
1300

0 

Production Cost  15 75 150 300 450 90 450 900 1800 2700 

                      

Gross Profit -400 800 230 530 830 -50 215 790 1690 2590
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0 0 0 0 0 0 0 

Gross Margin 1.04 
0.9

1 0.94 0.95 0.95 0.83 1.02 1.65 1.66 1.66 

                      

Fix Cost  800 800 800 800 800 800 800 800 800 800 

                      

Profit 
-

1200 0 
150

0 
450

0 
750

0 -850 
135

0 
710

0 
1610

0 
2510

0 
 
Assuming that the male birds are sold after 90 days and the layers are kept for over a year for eggs, the 
cost on feed, medicines alone accounts for about Rs. 5 per bird per month. The table above provides the 
analysis on minimum number of birds that should be kept in a BPU. A least 5 birds (that too layers) are 
the minimum flock size to give some positive returns. Kuroilers in other places have given returns upto 
Rs. 3000 p.a. to the rearers who had reared 44 birds in a year (Ahuja, Vinod et.al, SAPPLP). The above 
table shows that the BPUs should have a minimum flock size of 20 (10 male and 10 layers) (assuming 
that all the eggs produced are sold.  
 
Marketing 
 
Current Status on Marketing 
In project actual marketing of final product is being done by the Rears and backyard poultry owner. They 
use to sell it after 90-220 days of rearing .They sell it in the price range of 150-200 Rs. Per kg. Buyer 
comes from nearby villages or from same village. Very few or negligible number of Rears have sold to 
local retail shops. Consumption of chicken in local area is high and even at local level full demand is not 
met. Therefore, supplies also come from adjoining districts.  
 
Rearers or backyard poultry owner do not find difficulties in marketing as the local buyers themselves 
approaches After 180 days Kuroiler(layers) lays egg if proper feeding put to them. After 180 days almost 
per day a layer lays one eggs which is sell at the rate of Rs.5-6/-per egg locally. Layers only lay, when 
proper feed is provided. 
 
FINDINGS ON MARKETING OF KUROILER: 

1. Production takes place in fragmented manner and every rearer or backyard poultry owner sells 
individually in small quantity both for meat and eggs. 

2. There is no collection centre, for bulk storage for poultry products.  
3. Kuroiler has got good demand in villages 
4. Customer awareness regarding the Kuroiler product is one of the aspects which is not touched so 

far for growing the market. As customer is integral part or significant actor in marketing. 
5. The peak seasons starts from November and continues till February-March. 
6. In project so far emphasis has been given on strengthening Backward linkages (input supply, 

training, infrastructure etc) while forward (marketing, processing, value addition etc.) Linkage is 
not yet touched formally. 

7. Record related to Outgoing chicken (from rears/backyard poultry to end consumer) and eggs 
were not found in written.  

8. Broiler is cheaper than Kuroiler by 40 to 100 rupees. Also convenient for the poultry owner in 
rearing as it grows of 1kg in 1600gm feed less than 30 days while in same feed and under same 
time Kuroiler grows by weight of only 500-600gm. 

9. Collection centre which should be controlled and run by federations. It should be supported by 
executive wing /team. Team must contain poultry and market expert. Through this collection 
centre federation can ensure bulk quantity to buyer at right time and appropriate place. This will 
maintain its production consistency. 
 
Mother Unit/Rears/Backyard Poultry should supply their chicks to federation controlled collection 
centre. 
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10. Awareness about Kuroiler is more among the producer and rearer while the awareness among 
the consumer is negligible. Therefore, to strengthen market end consumer awareness program is 
also equally important. 

11. However, Aajeevika should focus first on increasing the production base and then adopt the 
needed marketing strategies.  
 
 
 

 
Figure 10 

 
 
SWOT analysis of poultry interventions in the state, with particular reference to the five project 
districts. 
 

STRENGTH 
1. Huge rearer unit base 
2. Financial support for infrastructural 

building 
3. Willingness among the people to take 

up poultry as income generation option 
 

WEAKNESS 
1. Dependency on single hatchery unit 
2. Unable to supply DoC on time and in 

best of supplying time period(Feb mid 
to June end) 

3. Weak in output management like 
database management, recording & 
analysing, accounting and marketing. 

4. Rearing in fragmented manner and 
lack of aggregation  

5. Lack of Aggregation of egg and meat 
6. Ignoring broiler rearing 
7. Mortality rate is considerably high 
8. Number of operation cycle in a year is 

less 

OPPORTUNITY 
1. Huge poultry demand and prosperous 

future growth in poultry segment. 
 

2. Growing purchasing power of customer 
and their preferences. 

3. Traditional belief and suitable climate 
for poultry consumption. 

4. Along with Kuroiler, broiler can also be 
reared. 

THREAT 
1. Growing demand of broiler. 
2. Price differences between Kuroiler and 

broiler i. e broiler is cheaper than 
Kuroiler by 50 to 100 Rs. 

3. Unavailability of poultry expert as a 
regular manpower 

4. Post Training services is poor  

•500 DoC (Mother Unit) 
with 
feed,vaccination,coolin
g,feeder for 21 days is 
suplies. 

With 20% Mortality Rate 
after 21 days sells to 

various  RU/BP 

 

 

•Keeps in the range of 
8-20 birds for 
maximum of 80-190 
days.Layers lays eggs 
only after 180 days 
that too when good 
feed made available to 
them 

Rears unit/BP 

•nearby Villagers 

•Local poultry shops 

 

•Rate :150 to 200 /kg 

Buyers 
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5. Number of operation cycle can be 
increased 

Table 5: SWOT analysis 

 

SHIFT IN APPROACH AND STRATEGY OF THE AJEEVIKA POULTRY PROJECT  
In the continuum of the developmental interventions i.e. from subsidy to facilitation to sustainability; the 
poultry project is at the levels of subsidy. Most of the interventions are still promoted and supported 
(through both subsidies as well as technical inputs) from Aajeevika. The following matrix elucidates the 
possible action plan for gradual movement to the sustainability phase (also referred to as market uptake 
phase, wherein the entire intervention is led and maneuvered by market dynamics. 
 

Components Pilot or Subsidy phase Facilitation Phase Sustainability / market 
uptake phase 

Role of Aajeevika - Provides with financial 
as well technical 
assistance 

- Capacity building 
- Developing 

institutional models 

- Market facilitation 
- Ensuring linkages with 

business service 
providers 

- Hand holding 

- External observer 
- Policy Advocacy 
- Need based 

facilitation 
- Extension of 

successful models 

Role of Communities - Opportunistic rather 
than interest and need 
based 

- More on piloting and 
experimentation 

- As income 
augmentation option 

- Low risks 

- Have entrepreneurial 
aptitude 

- Explore business 
opportunities 

- Increased own 
Investment 

- As important source of 
income 

- Higher risks   

- Only enterprising 
units sustain (though 
few in number but at 
scale) 

- As independent self 
sustaining 
entrepreneurs 
(individual or group) 

- Integration in value 
chain/s 

Institutional 
mechanisms 

- Largely implemented 
through Aajeevika 

- Informal CBOs 
- CBOs: Mostly into 

thrift and credits 

- Community based 
business institutions 

- Community led 
market and external 
linkages 

- Shared managed and 
governance of CBOs 
and Producer 
collectives 

- Self run 
(professionally 
managed) Producer 
Collective 

- Specialized roles of 
members (marketing, 
input supply 
management etc.) 

Cost Benefit Cost sharing by the 
project 

Maximum costs shared 
by the community 

All cost borne by 
community 

Outreach Does not really matter Minimum scale as per 
the business plan of 
community based for 
profit institution 

Replication of 
institutional models and 
hence multiplication of 
outreach 

  
1. Consolidation: Major emphasis of the program has been on reaching out of maximum poor 

households in the state. This approach has led to more subsidy based promotion that though 
helped achieve numbers, failed to establish good and sustainable poultry enterprises (barring few 
good cases where the entrepreneurship abilities of the rearer turned poultry into a successful 
enterprise. The findings also suggest that the poultry interventions has mixed response and 
results from the 5 districts where it is being implemented. In Tehri the poultry is doing 
comparatively well (with better flock size, repeat rearers as well as incomes from poultry). The 
promising BPUs should be selected with the ability to invest for minimum flock size (15-20 birds). 
Hence, Aajeevika may need to focus on consolidating the efforts initially in Tehri and establish a 
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cluster of successful Kuroiler (integrated to Broiler) enterprises. The Mother Units should also be 
consolidated in the district to provide adequate supply to the BPUs. 
 

2. Create a revolving loan fund: Shifting the strategy from subsidy-based to more business 
oriented approach, Aajeevika should develop a revolving loan fund to support the poultry 
enterprises. This fund can be used to lend to MUs or BPUs who want to set up or expand their 
businesses. Priority should be given to the already existing units and who need funds for 
expansion. 
 

 
Supply of inputs to increase production 
 
Considering this dynamic growth of poultry industry in India, it is important to identify players situated in 
the state that can perhaps supply necessary inputs like chicks, feed, vaccines and medicines to 
collectives or mother units. This mapping will help in identifying potential market linkages. Data indicates 
that there are limited options for procurement of DOCs from hatchery unit, i.e., Government Poultry farm 
and help provided by Aajiveeka via Kegg farm in Pantnagar.  Similarly, two poultry feed suppliers - Gulri 
Feed Suppliers, Dehradun and Cattle Feed Factory, Rudrapur. The only supplier of poultry vaccines and 
medicines in the state is Biological Products Division, I.V.R.I. Izatnagar, Bareilly.  
 
Linkages with the identified input suppliers are must for strengthening the production system and sustain 
Kuroiler production in all project districts. The preferred tie up at the district level is with producers’ 
collective would ensure supply of necessary poultry inputs to MUs. Also, timely availability of vaccines 
and medicines will further reinforce Kuroiler production system. 
 
Promotion activities for Kuroiler brand building 
 
Interaction with consumers and meat retail outlets in all Project districts shows that there is no awareness 
about Kuroiler, especially in urban areas. People know about colored desi bird but hardly know a place 
where they can buy it. Further discussion with them revealed that they will certainly prefer desi bird in 
comparison to broiler, which dominates the meat market. 
 
Information shared about Kuroiler with the market revealed that people started resembling Kuroiler with 
desi bird. Taking into consideration, preference for local bird there was perception that consumers will go 
for Kuroiler if available in the market. So there is a need to create awareness and undertake innovative 
promotional activities for Kuroiler brand building. For instance, producer collective or backyard unit 
owners can tie up for supply of Kuroiler to retailers. This can be piloted in the district for gauging 
consumer preference of Kuroiler over Broiler. 
  
Exposure visit and training to Members on marketing of poultry products should be imparted to bridge the 
gap of demand and supply at markets (town level) in the vicinity. Another strong step in this direction 
would be to first slowly and steadily make small market in vicinity for the poultry products and regularly 
arrange seller –buyer meet for better understanding and proper functioning at both ends. Further 
producer collective can look for bringing stake for themselves from the companies to whom it supplies 
poultry products regularly.  
 
Possible Linkages 
To carry on this activity and to give more profit to the poultry rearers project can also look in the other 
possible linkages, where similar work for poultry development is going on. Below is the table which gives 
details of financial provision in poultry sector by NABARD (activity wise): 

S.N  Particulars  Amount  INR 
(Lakhs)  
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1.  
Establishing poultry breeding farms with low input technology Kuroiler  

30.0  

2.  
Establishment of Feed Go-down, feed mixing unit, feed analytical unit  

16.0  

3.  
Marketing of poultry products(specialized transport vehicle, cold room, 
retention shed for birds etc.)  

25.0  

4.  Egg grading, packing and storage for export capacity  
80.0  

5.  
Retail poultry dressing unit (up to 300 birds per day) 

5.0  

6.  
Egg/broiler carts for sale of poultry products  

0.10  

7.  
Central grower unit (12,500 birds per batch and 4 batches per year)  

20.0  
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ANNEXURES 
Questionnaire for Mother Units 
General Information 
 

1. Location: 
Name of the village:    Name of the block: 
Name of the District: 
 

2. Name of the unit holder: 
3. Age of the unit holder:     Sex (M/F): 
4. Do You have   BPL card :  Ration Card:    KCC Card: 
5. Education: a. Illiterate b. Below 10

th
 c. 10

th
 Pass d. 12

th
 Pass e. Above 12

th
 

6. Caste of the unit holder: 
7. Name of the respondent: 
8. Age of the respondent:    Sex (M/F): 
9. Date of interview:    Name of the interviewer: 

 
Household information 

10. Details of family members:   

Members  50 yrs 25-50 yrs 15-25 yrs < 15 yrs 

Male     

Female     

 
11. What are the various sources of livelihoods for the household? 

Options Months of 
engagement 

Total no. of days 
of engagement 

Total Annual 
Income 

Prioritize (as 
per 
importance)

3
 

Poultry     

Agriculture     

NREGA     

Agri Labor     

Labor     

Migratory labor     

Salaried     

Any other 
(specify) 
 

    

12 Since when are you running Mother Unit? 
13 Why did you pick poultry business? 

a. Was already in this business   c.  Approached By Ajivika 
b.  Self Interest (income/consumption)  d. Others Pls specify ……….. 

 
 

14 During which month do you procure DOCs and how many? (provide number of DOCs) 
a.  

Year Jan Feb March April May June July Aug Sept. Oct. Nov. Dec. 

08             

09             

10             

b. Fill the table 

                                                           
3
 1 will be high priority and 5 will be low priority 
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Month/Year Total DOCs Mortality No. of 
DOCs sold 

Avg. Rate To whom Self rearing 

       

       

       

c. If self reared, please fill in the table below: 
 

Month 
/Year 

No. of 
males 

No. of 
layers 

Eggs Meat 

Sold Consumed Sold Consumed 

Number  Rate Number Rate 

         

         

         

         

         

         

15. How do you monitor the poultry related activities? 
________________________________________________ 

16. Have you received any Poultry related trainings? If Yes Please specify  

Name of person who 
received the training 

    

Place     

Date      

Duration     

Content on 
Kroiller 

General 
Knowledge 

    

Rearing and 
Management  

    

Feeding     

Vacination     

All of the 
above 
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17. Cost Benefit of one operating cycle (last one) 

Particulars  COST 

Investment  

Infrastructure building   

DOC (Specify Number _______)  

Expenditure on feeding   

Expenditure on Vaccination  

Transport expense   

Electricity and light  

Any Other  

Total   

18. Income  

No. of 
males 

No. of 
layers 

Birds sold outside SHG No. of birds sold to SHG members TOTAL 
INCOME Sold Sold Self rearing 

Number  Avg. Rate Number Rate 

        

        

 
19. Credit (for poultry) 

 Source I  Source II Source III 

Source of funds    

Interest rates    

Date of  taking loan    

Total local taken    

Repayment     

Outstanding    

 
20. What support you received from the project? 

Sl. no Support Please tick Amount 

1 Infra structure   

2 Initial working Capital   

3 Birds / DOCs   

4 Vaccination/feed   

5 Any other (specify)   

 
Enterprise development  

21. Do you want to sell your poultry direct to consumers?       (yes/No) 
22. Would you want to expand your business? 
23. If yes then by how much (no. of DOC)? 
24. What is the maximum distance you would be willing to travel to procure the DOCs? 
25. How much investment would you make in it and from where you would arrange it? 

i. Banks  
ii.  government support  
iii.  Supported by civil society organisation, ngo’s  
iv. Other form of support   

26. What are challenges you face in poultry development? 
_____________________________________________________________________________
___________________________ 

27. What do you feel are the most important factors in poultry development business? 
a) Availability of finance 
b)  knowledge- training inputs  
c) disease factor  
d)  feeding problem 
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e)  maintaining  the minimum environment of poultry rearing 
 

28. What are the inputs and services you require to successfully run the unit and where do you 
access /get these services from? 
- Finance 
- Technical Knowledge on management 
- Training on vaccination  
- Training on feed management 
- Any other (specify) 

 
29. Do you pay for these services? 

 
30. If yes, how much do you pay for each service? 

 
 

31. If no, are you ready to pay for these services?  
 
Questionnaire for Backyard Poultry Rearers  

A. General Information 
1. Location: 

Name of the village:    Name of the block: 
Name of the District: 

2. Name of the unit holder: 
3. Age of the unit holder:     Sex (M/F): 
4. Do you have a BPL Card:  Ration Card  KCC: 
5. Education: a. Illiterate b. Below 10

th
 c. 10

th
 Pass d. 12

th
 Pass e. Above 12

th
 

6. Caste of the unit holder: 
7. Name of the respondent: 
8. Age of the respondent:    Sex (M/F): 
9. Date of interview:     Name of the interviewer: 

 
Household information 

10. Details of family members:   

Members  50 yrs 25-50 yrs 15-25 yrs < 15 yrs 

Male     

Female     

 
11. What are the various sources of livelihoods for the household? 

Options Months of 
engagement 

Total no. of days 
of engagement 

Total Annual 
Income 

Prioritize (as 
per 
importance)

4
 

Poultry     

Agriculture     

NREGA     

Agri Labor     

Labor     

Migratory labor     

Salaried     

Any other 
(specify) 
 

    

 
12. Since when are you running backyard poultry? 

                                                           
4
 1 will be high priority and 5 will be low priority 
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13. Why did you pick poultry business? 
a. Was already in this business   c.  Approached By Ajivika 
b.  Self Interest (income/consumption)   d. Others Pls specify ……….. 

 
14.  During which month do you procure birds and how many? (provide number of birds) 

Year Jan Feb March April May June July Aug Sept. Oct. Nov. Dec. 

08             

09             

10             

a. fill the table 

Month/Year Total birds Mortality No. of birds 
sold 

Avg. Rate To whom Self 
consumed 

       

       

       

 
 
 
 
 
b. Please provide the details in the table below: 
 

Month 
/Year 

No. of 
males 

No. of 
layers 

Eggs Meat 

Sold Consumed Sold Consumed 

Number  Rate Number Rate 

         

         

 
c. Complete the following table with information asked as per specific column head: 

 Market 

 Chicken Eggs 

 Low High Low High 

Time of Year (month 
Wise) 

    

Price      

Sold (please give numbers) 

In same village     

In neighboring village      

In nearest shopping 
centre 

    

Retailers/wholeselers     

Others      

Remarks   

15. How do you monitor the poultry related activities? 
________________________________________________ 

16. Have you received any Poultry related trainings? If Yes Please specify  

Name of person who 
received the training 

    

Place     

Date      

Duration     
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Content on 
Kroiller 

General 
Knowledge 

    

Rearing and 
Management  

    

Feeding     

Vacination     

All of the 
above 

    

17. Cost Benefit of one operating cycle (last one) 

Particulars  COST 

When did you procure the birds (give the month/year)  

Infrastructure building   

Birds (Specify Number _______)  

Expenditure on feeding   

Expenditure on Vaccination  

Transport expense   

Electricity and light  

Any Other  

Total   

18. Income: Details of the operating cycle: 

 Specify Month
5
 No. of males No. of layer No. of eggs 

Balance b/f from 
last cycle 

    

Procurement     

Sold     

    

    

    

Self Consumed     

Current     

19. Please fill 

No. of 
males 

No. of 
layers 

Eggs For meat TOTAL 
INCOME Sold Consumed Sold Consumed 

Number  Rate Number Rate 

         

         

 
20. Credit (for poultry) 

 Source I  Source II Source III 

Source of funds    

Interest rates    

Date of  taking loan    

Total local taken    

Repayment     

Outstanding    

 
Demand and Supply 
 

                                                           
5
 1 – January, 2- February………12-December 
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21. Where do you sell most of the poultry products? 

 Eggs/months Meat/month 

In the same village   

In the neighboring villages   

In the nearest shopping centre   

Retailer/ wholesaler   

Others   

22. Price Trend 

 3 years ago Last year Current 

Meat (rate per Kg)    

Egg (per piece)     

23. What factors affect the demand of the poultry products? 
a. Religious beliefs 
b. Climatic conditions  
c. Tourist season 
d. Others please specify ………………………………………….. 

 
24. What factors affect the supply to the market of the poultry products? 

a. Transportation  
b. Low /high production 
c. Disease  
d. Others please specify 

__________________________________________________________________________ 
 Social Status/Health  

25. In which season do you lose most of your chickens? 
 Rainy season 
 Dry season 
 Both seasons 
26. Do you have access to veterinary services? Yes/No 

If yes, please fill in the chart below. 

Source/name of centre Type of service 
(advice, diagnosis, 
drugs) 

Cost incurred, if any Frequency of visits by 
veterinary assistants 

    

    

 
28. How many months of food security do you have 

a. Throughout the year____________ 
b. between 8 to 12 month_________ 
c. between 4 to 8 month___________ 
d. between 2 to 4 month___________ 

29. Can you afford vegetables throughout in your meals?  
a.  Throughout the year __________ 
b. between 8 to 12 month________ 
c.  between 4 to 8 month_________ 
d. between 2 to 4 month__________ 
e.  

 30. What is the number of days you had to migrate in search of work? 
a. 60 to 80 
b.  40 to 60  
c. 20 to 40 
d. Never 

31. Are raw materials for infrastructure easily available?  
32. Where do you source it from? 
33. What support you received from the project? 
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Sl. no Support Please tick Amount 

1 Infra structure   

2 Initial working Capital   

3 Birds / DOCs   

4 Vaccination/feed   

5 Any other (specify)   

 
34. Which are the government schemes you are able to access? 

S.N ACTIVITY   YES or NO 

1. PDS  

2. NHRM  

3. NREGA  

4. Sarva Sikha Abhiyan  

5. Water and sanitation campaign  

6. Panchayat Sponsored work  

7. Wage labour in other government schemes  

 
35. what sort of housing you have 
a. Pucca  
b. Kuchha 
c. Semi Pucca 
d. Temporary Dwelling 

27. Enterprise development  
36. Do you want to sell your poultry direct to consumers? (yes/No) 
37. Would you prefer to do it in Institutional mode? 

 Cooperative 
 Producer company 
 informal 

38. If yes what is the maximum distance you would be willing to drive for processing? 
39. How much investment would you make in it? 
40. What are the challenges you face in poultry development? 

____________________________________________________________________________ 
41. What is the provision of financial support to your running business? 

a) Banks  
b)  government support  
c)  Supported by civil society organisation, ngo’s  
d) Other form of support.   

 
42. What are the most important factors in poultry development business? 

f) Availability of finance 
g)  knowledge- training inputs  
h) disease factor  
i)  feeding problem 
j)  maintaining  the minimum environment of poultry rearing  

Poultry Market 
43. What are the inputs required to offer your services? 
44. From where do you source the same? 
45. At what Price?  
46. Quantity of eggs sold Daily in local market -

________________________________________________ 
47. Quantity of eggs sold daily in distant or outside local market ___________________________ 
48. Quantity of live meat sold Daily in local market 

__________________________________________ 
49. Quantity of live meat sold Daily in distant or outside local market _____________________ 
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50. How many days old bird do you procure 
__________________________________________________ 

51. How much did it cost recently 
______________________________________________________________ 

52. How often do you buy them 
________________________________________________________________ 

53. What factors do you think effects prices of Poultry products when you procure them  
_____________________________________________________________________________
_______ 

54. What factors do you think effects prices of Poultry products when you Sell them 
_____________________________________________________________________________
________ 

55. PRICING  

PRODUCTS RATES /UNIT 

EGG  

Live Meat  

Reared Chicken  

Others  

 
Market Survey Format 
Wholesaler 

1. Identification 
- Name of the respondent: 
- Name of the firm: 
- Name of the owner: 
- Date of interview: 
- Name of the interviewer: 

 
2. Location: 

- Name of the village 
- Name of the block 
- Name of the districts 
- What kind of birds do you deal in: 

o Broiler  % 
o Kuroiler  % 
o Desi  % 

 
3. Since when are you in business? 
4. Where do you get your supplies from? 

- Location A:     Distance (in Kms): 
- Location B:     Distance (in Kms): 
- Location C:     Distance (in Kms): 
 

5. Has there been a shortage of supply? 
6. What is the per month demand (average)? 
7. What is the per month supply of birds (average)? 
8. What are the peak seasons? (name the months): 
9. What is the monthly demand and supply during peak seasons? 

- Demand: (birds/month): 
- Supply: (birds / month): 
- Cost price of each bird: 
- Selling price of birds: 

 
10. What are the lean seasons? 
11. What is the monthly demand and supply during lean seasons? 

- Demand: (birds/month): 
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- Supply: (birds / month): 
- Cost price of each bird: 
- Selling price of birds: 

12. How many birds do you currently procure for each operating cycle: 
- Duration of each operating cycle? 
- How do you get your working capital? 
- Is there a demand and supply gap? 
- If yes, how do you or intend to bridge this gap? 
 

13. Costs (per operating cycle): 
- Procurements of birds- Number:    Rate: 
- Rentals 
- Transportation 
- Feed and maintenance (disease etc.) 
- Other costs 
 

14. Income from one operating cycle 

No. of birds 
procured 

No. of birds 
sold 

Rate at which 
sold 

Total 

    

 
15. Summary table 

 

 
 

No. of 
retail 
counters 
serviced 

Avg. 
supply 
volume
s 

Weekl
y lifting 

Rate of 
lifting 

Suppli
er, 
name 
place 

Trp. 
Mort 
and 
other 
costs 

Suppl
y rate 
to 
retaile
r 

Preferr
ed wt 
range 
(for 
wholes
aler) 

Warehous
e 
infrastruct
ure 

Current          

Last year          

5 years 
ago 

         

 
Retailers  

1. Identification 
- Name of the respondent: 
- Name of the firm: 
- Name of the owner: 
- Date of interview: 
- Name of the interviewer: 

2. Location: 
- Name of the village 
- Name of the block 
- Name of the districts 

3. Since when are you in business? 
4. Where do you get your supplies from? 
5. Has there been a shortage of supply? 
6. What is the per month demand? 
7. What is the per month supply of birds? 
8. What are the peak seasons? 
9. What is the monthly demand and supply during peak seasons? 

- Demand: (birds/month): 
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- Supply: (birds / month): 
- Cost price of each bird: 
- Selling price of birds: 

10. What are the lean seasons? 
11. What is the monthly demand and supply during lean seasons? 
16. Demand: (birds/month): 
17. Supply: (birds / month): 
18. Cost price of each bird: 
19. Selling price of birds: 
12. How many birds do you currently procure for each operating cycle: 
13. Duration of each operating cycle? 
14. How do you get your working capital? 
15. Is there a demand and supply gap? 
16. If yes, how do you or intend to bridge this gap? 
20. Costs (per operating cycle): 

- Procurements of birds – Number:    Rate: 
- Rentals 
- Transportation 
- Feed and maintenance (disease etc.) 
- Other costs (specify) 

21. Income from one operating cycle 

No. of birds 
procured 

No. of birds 
sold 

Rate at which 
sold 

Total 

    

 

Period Numbers Rate Weight 
preference of 
procuring 

Operating 
Cycle (no./ 
month) 

Duration of 
1 operating 
cycle 

No. of  
wholesalers 

No. of 
suppliers 

Current        

Last Year        

Five years 
Ago 

       

 
 
 
 
 
 
 
 


