
11 ways to improve 
animal marketing
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Want to earn more from selling your animals?
Here are 11 ways that pastoralists can improve the marketing of their livestock.

1 Keep your animals healthy
A sick animal will not eat 
well and will not grow. 
Females may not produce 
offspring and they may not 
give much milk. Buyers 
do not want to buy sick 
animals.

What to do

Prevent diseases

• Have your animals 
vaccinated against 
diseases and treated 
for parasites. 

• Report cases of ill 
health to local leaders 
and officials. 

• Separate sick 
animals from healthy 
ones. Treat them 
promptly to prevent 
the problem from spreading. 

Learn how to treat animals
• Get training in how to recognise and treat common diseases.
• Learn from traditional healers how to treat common diseases.

Use quality medicines
• Buy medicines only from a knowledgeable, reputable dealer.
• Check the medicine before use to ensure it is the right one. 
• Improve the supply of medicines. Organise a group to set up a local agrovet 

store.

Keep your animals healthy by vaccinating against diseases and 
spraying or dipping them to control ticks.
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2 Organise marketing groups
If you want to sell only a few animals occasionally, you have little bargaining power. 
Traders and abattoirs need a regular, reliable supply: they like to fill a lorry in one go 
instead of travelling around remote locations in search of animals to buy. 

What to do
• Organise a group of herders to market your animals together. That will give 

you a higher price and a wider range of buyers. Such groups also benefit traders 
and abattoirs, who get a more reliable supply of animals.

• Divide the tasks among the group: coordination, contacting buyers, 
managing the collection point, feeding and watering, grading, handling money.

• Share information about production and marketing.
• Work out how to get services such as extension advice and credit that are 

available only to groups. 

3 Truck, not trek
If you trek animals to the market, they will get hungry and thirsty along the way. 
Some may even die. They arrive in poor condition and weighing less than when 
they set out. It is better to load them onto lorries: that costs money, but is more 
profitable because the animals fetch a higher price. It also avoids the dangers of 
banditry and disease infection on the way.

What to do
• Organise transport. Organise yourselves in groups to transport animals to a 

distant market. 
• Transport animals in lorries as opposed to walking them long distances. Load 

the animals onto lorries at the earliest opportunity. 
• Provide feed and 

water on the way. 
If you trek the animals 
to market, make 
agreements with 
landowners and local 
authorities along the 
route so the herd can 
get enough feed and 
water. 

Take animals to market by truck so they arrive in good condition.
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4 Get information about the market 
In remote areas it is hard to get information about markets, prices and potential 
buyers. If you do not know what the market requires, or where to get the best 
prices, you will be at a disadvantage in negotiating with buyers. 

What to do
• Share information. In your marketing group, organise a team to gather 

information. Use the group network to disseminate market information. 
• Use your contacts. Use mobile phones, community radio and contacts in town 

to get the best deals. 

5 Produce the right product, sell at the right time
Animal prices often go 
down in the dry season, 
when feed and water 
are hard to find. When 
drought threatens, large 
numbers of animals may 
die. Herders try to sell 
them at the last moment, 
and the glut of animals on 
the market forces down 
prices.

What to do
• Learn what buyers 

want. Find out 
buyers’ needs so you 
can supply them with 
the right types of animals. 

• Target particular markets. For example, you could aim to supply small 
ruminants for the Muslim Feast of the Sacrifice, when many families traditionally 
slaughter a sheep or goat.

• Watch market prices. Don’t wait too long: watch the weather and market 
trends, and sell when the price is high.

• Sell animals in good condition. Sell animals when they are strong and healthy 
to fetch a good price. 

• Get a price guarantee. Agree with a buyer to supply a certain number of 
animals of a particular age or type on a regular basis and at a guaranteed price. 

Watch the market prices and sell your animals when they will 
make the most money.
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6 Give enough feed and water in the dry season
In the dry season, animals can find little to eat and drink, so lose weight and 
condition. That reduces their value. In severe droughts, large numbers may die.

What to do
• Sell non-breeding animals as the dry season approaches. 
• Grow forage grasses and legumes. Make hay or silage to 

feed in the dry season.
• Make agreements with farmers to graze animals on 

stubble and fallow fields.
• Buy feed from farmers or commercial sellers.
• Put some of your animals in a feedlot during the dry 

period. 
• Set aside feed reserves. Agree to keep certain 

areas as a pasture reserve. Keep animals out of 
these areas until they are needed.

• Protect water. Put fences around watering points. 
Make troughs for animals to drink from. 

• Involve elders in the management of water and grazing land to reduce conflict.

7	 Manage	your	finances
Banks and credit institutions are scarce in the drylands and have few services 
designed for pastoralists or livestock traders. Many pastoralists rely on barter rather 
than using cash. That cuts them off from opportunities to market their animals.

What to do
• Treat your animals as a business. Keep written records of your animals and 

your costs. Watch the market prices of animals so you can decide when to sell.
• Set up a savings-and-credit association. Meet each week with around 20 

other herders to pay money into a savings kitty. The group lends out money 
from the kitty to members who need a loan. Get help from a non-government 
organisation or microfinance institution to set up and manage such a group.

• Insure your animals. If a suitable scheme is available in your area, insure your 
animals with it. You pay a small amount each year. If there is a severe drought, 
the scheme will pay you for the lost production.

• Transfer money by mobile phone. Storing and carrying cash is risky. Use a 
mobile money scheme like Safaricom’s M-Pesa to transfer cash.

• Open a bank account. You (or your marketing group) can use the account to 
receive money from a buyer and to pay expenses. You may also be able to get a 
loan to invest in your animal production.

Give extra feed so the animals 
are fat when you sell them.
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8 Demand a 
reward for quality
People will produce a quality product 
only if they have incentives to do so. 
Prices should reflect the quality of your 
animals.

What to do
• Increase your bargaining power. 

As a group of herders, negotiate with 
traders and abattoirs to pay more for 
good-quality animals.

• Agree on prices beforehand. 
Make prices transparent for everyone 
in the marketing group.

• Offer good-quality animals, and encourage other herders to do the same. 
Bring substandard animals up to grade by fattening them in feedlots.

9 Improve market facilities and management
Livestock markets are few and far 
between in the drylands. Those that 
exist lack suitable facilities and are 
poorly managed. 

What to do
• Set up a market committee. 

Form a committee of pastoralists, 
traders and the local authority to 
manage the marketing of animals.

• Set up a new market. If there is 
no market nearby, get your group 
to build a new one. Find a suitable 
location and design the market in close consultation with other herders and 
traders. 

• Improve the facilities. Make sure the market has shade, fencing, loading ramps, 
feeding and watering facilities, toilets and offices. 

• Improve the market management. Make the administration transparent 
and accountable to the users. Charge people for using the market: for buying 
and selling animals, loading animals and parking. Use the money to pay for 
administration, management and security.

Get together with other market users to improve 
the management of your local market.

By improving your marketing, you can earn more 
and pay for things that are important.
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10 Set up a small feedlot, abattoir or tannery
A lack of buyers restricts the demand for livestock in remote areas. The few big 
abattoirs are located too far away from pastoralist areas, forcing producers to truck 
their animals long distances. The lack of a tanning industry means that in many areas 
hides fetch a very low price. If you have money to invest, you can set up your own 
processing facility to buy animals. Or organise a group of herders to do the same. 

What to do
• Get outside support. You will probably need a loan and expert advice to set 

up a processing facility. Approach the local government or a non-government 
organisation for assistance.

• Set up a feedlot. Fence some land to use as a feedlot. Put in feeding and 
watering troughs, some shelter and a loading ramp. Make or buy hay or silage to 
use as feed. Buy animals from other herders, or offer to feed their animals for a 
fee. Arrange for traders to come and buy the fattened animals.

• Set up a small abattoir. Big abattoirs are expensive but a small one is not. It 
should include a holding pen with feeding and watering troughs, a slaughter slab, 
a supply of clean water, a room free of flies to hang and butcher meat, waste 
facilities and, if possible, refrigeration facilities. A small abattoir can serve local 
towns and do simple processing. It can act as a satellite for a larger abattoir, 
perhaps operating on a seasonal basis. 

• Set up a small tannery. A tannery can turn worthless hides into valuable 
leather. 

11 Stay mobile
The great strength of pastoralism is the mobility of producers. This enables you 
to take advantage of unpredictable rainfall and scattered patches of vegetation. 
Unfortunately, government policies encourage (and sometimes force) you into 
staying in one place. That overuses the grazing and water in some places but leaves 
other areas unused.

What to do
• Lobby government to ease mobility and prevent the fencing of rangelands.
• Conserve dry-season grazing areas.
• Maintain good relations with neighbouring pastoralists and farmers. Offer 

them help when they need it, and ask for help when you need it.
• Invest in peace. Find ways to reduce misunderstandings with neighbouring 

groups and others who rely on the same land and water resources.
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