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Abstract. The research aims to analyze the income of local breed chicken collectors at 

Anjir Market in Anjir Pasar District, Barito Kuala Regency, South Kalimantan Province. 

The respondents in this study were local breed chicken collectors at Anjir Market in Anjir 

Pasar District, Barito Kuala Regency, totaling 8 people, where the determination was 

determined purposively, namely all local breed chicken collectors. The data collected in 

this research is primary data and secondary data. Primary data was obtained through 

interviews with collectors using questionnaires, while secondary data was obtained from 

related parties. The data obtained from the survey was tabulated and then the income of 

local breed chicken seller and the R/C ratio were calculated. The research results show that 

there are 2 marketing channels for local breed chicken collectors, namely: Collectors → 

consumers and collectors → Big Collector → consumer. The highest income for local 

breed chicken seller is IDR 2,574,000 per month and the lowest is IDR 699,000 per 

month with an average of IDR 1,361,500 per seller per month with the highest R/C value 

of 1.21 and the lowest 1.09 with an average of 1.14. The overall R/C is greater than 1, so 

selling local breed chickens is profitable. 
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1 Introduction 
 

Local breed chicken is a cattle commodity and has been widely cultivated by people in 

villages throughout Indonesia. Local breed chicken cultivation by the community is generally 

carried out traditionally by releasing it, with the aim of producing eggs and meat, as a source 

of nutrition, a source of income and savings. Apart from that, native chickens also produce 

feathers for industrial materials and droppings as organic fertilizer [3]. Some of the advantages 

of native chickens are that they are resistant to disease, easy to adapt to the environment, easy 

and simple maintenance, low production costs, easy marketing, and price. Selling the product 

is more expensive than purebred chickens [3]; [8]). People prefer local breed chicken meat 

because it is chewier and more muscular, has lower fat content compared to broiler chicken 

meat, and has a savory taste [6]. Low fat content, 
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especially in breast meat [6]; [4]). Because local breed chicken meat is liked by the public, 

many stalls and restaurants provide local breed chicken dishes as the main menu [4]). 

Consumers' appetite for local breed chicken meat is very high, so the demand for local breed 

chicken is increasing from year to year [1]). As society's economy, education and awareness of 

nutrition improve, the need for chicken meat also increases. The development of local breed 

chickens, especially in 

rural areas, will be very helpful in providing animal food with high nutritional value and 

increasing income. Keeping local breed chickens is also a savings that can be sold at any time 

to meet urgent household needs [14]). 

Local breed chickens have quite high diversity both in terms of performance and genetics 

with a very wide distribution in both villages and urban areas. Besides that, native chickens 

have a high level of adaptation to the environment, especially in Indonesia, so native chickens 

are worthy of development. Developing local breed chicken populations can be done by using 

local resources, both seeds and feed, with extensive maintenance. Meanwhile, cultivating 

purebred chickens requires bringing in seeds, feed and medicines from factories and 

maintenance must be intensive. Because it is easy to cultivate, the population of local breed 

chickens, which are dominated by local breed chickens, is increasing from year to year. 

Traditional markets are one of the means of marketing local breed chickens. The problem 

faced in marketing local breed chicken in the form of meat products is that there is 

competition with purebred chicken meat which is much cheaper, resulting in competition in 

marketing. Competition in the sale of local breed chicken meat with purebred chicken meat 

will affect sales turnover which can reduce the income of local breed chicken seller in 

traditional markets. Research related to the economics of trading local breed chickens in 

traditional markets has not been studied so research needs to be carried out, especially those 

related to income. 

This research aims to analyze the economics of commerce local breed chickens in the 

Anjir market, Anjir Pasar District, Barito Kuala Regency, especially traders' income and 

business feasibility. The benefit of the research is to obtain basic data and information related 

to the economy of local breed chicken collectors. The results of this research can be used as 

input in developing the local poultry market. 

 

2 Research Method 
 
2.1 Research sites 

This research was carried out with collectors at Anjir Market in Anjir Pasar District, 

Barito Kuala Regency, South Kalimantan Province. 

 
2.2 Determination of Respondents 

The respondents in this study were local breed chicken collectors located at Anjir Mar- ket 

in Anjir Pasar District, Barito Kuala Regency. The research was conducted using a survey 

method with respondents determined randomly purposive namely all local breed chicken 

collectors. 



  

2.3 Method of collecting data 

The data collected in this research is primary data and secondary data. Primary data was 

obtained through interviews with collectors using questionnaires, while secondary data was 

obtained from related parties. 

 
2.4 Data analysis method 

The data obtained from the survey was tabulated and then calculated the income of local 

breed chicken seller and the R/C ratio according to [11]). R/C is used to find out whether 

trading local breed chickens is profitable or not. If the R/C value is greater than 1 then the local 

breed chicken trade business is profitable, if the R/C value is smaller than 1 then the local 

breed chicken seller business makes a loss, and if R/C=1 then the local breed chicken trade 

business breaks even (no profit and no make a loss). 

 

3 Results and Discussion 
 
3.1 Respondent Characteristics 

The characteristics of respondents observed in this study included age, education, main 

occupation and length of farming experience. The characteristics of the respondents can be seen 

in Table 1. 

 
Table 1. Characteristics of respondents 

 

 

Table 1 shows that respondents are classified as being of productive age (31-45 years), namely 

87.50%, which is in accordance with the Inter-Census Population Census [12] which is of 

No Respondent Characteristics Amount % 

1 Age   

 25-35 2 25,00 

 36-46 5 62,50 

 > 46 1 12,50 

2 Education   

 SD 1 12,50 

 junior high school 0 - 

 high school 6 75,00 

 S1 1 12,50 

3 Main job   

 Farmer 7 87,50 

 Private 1 12,50 

4 Old Local breed Chicken Sales Business  

 1-5 thn 1 12,50 

 6 - 10 thn 6 75,00 

 11-15 thn 1 12,50 



 

 

productive age (15-64 years). This means that the respondents are in the age range that is able to 

work and develop their business, and their mindset is still open, making it easier to transfer 

knowledge and technology. This age classification is an asset for determining progress in 

marketing development of local breed chickens. 

12.50% of respondents had elementary school education; 75.00% have a high school education 

and 12.50% have a bachelor's degree. Limited capital and respondents' skills in marketing local 

breed chickens obtained from personal experience and information from other parties resulted 

in a lack of capital for developing local breed chicken marketing businesses. 

The main occupation of the respondents was that 87.50% were farmers; and 12.50% 

work self-employed. For business experience selling local breed chickens, 12.50% of 

respondents had business experience of 1-5 years, 75.00% had business experience of 6 - 10 

years and 12.50% had business experience of 11-15 years. 

 

 

3.2 Marketing Institute Analysis 

There are 2 marketing channels for local breed chicken collectors, namely: 

1. Collector → consumer 

2. Collector → Big Collector → consumer 

 
Most Merchants use a combination of these marketing channels. This is done to maintain 

the continuity of the local breed chicken marketing business, because by doing this seller can 

still sell and earn income. 

 

 
Fig. 1. Marketing Channel 

 
Marketing channel I is between collectors and consumers. The consumers in question are 

ordinary people both from within the village and from outside the village and are not traders. 

In marketing channel II, collectors sell local breed chickens to large collec- tors, then large 

collectors sell them to the public, breeders and restaurants. 

 

 

3.3 Marketing Margin. 

Marketing margin is the price difference that occurs at each marketing institution. The 

marketing margin can be calculated by adding up the marketing costs with the profit for each 

marketing institution involved in the marketing channel. This margin can also be shown by the 



  

difference between the selling price and the buying price at the insti- tution concerned. The 

amount of marketing margin is different for each channel. This is caused by differences in 

selling prices, marketing costs incurred and profits from each marketing institution in the 

marketing channel. [8] 

 
Table 2. Average margin (Rp/Head) 

 

Description Marketing channel 

 Big collector Consumer 

Prices at big collectors 44.688 44.688 

Price to consumers 60.000 52.188 

Margin 15.313 7.500 

 
Table 2 shows that the shorter the marketing channel, the lower the price received by traders. 

The prices received by collectors in marketing channels I and II are mostly around Rp. 44,688 

up to Rp. 60,000. In channel II there are already collectors who receive a price of Rp. 44,688 

to Rp. 52,188. 

The difference in prices received by collectors is due to, among other things: after 

obtaining local breed chickens, they can sell the local breed chickens to people who need them 

and can also sell the local breed chickens to large collectors in Anjir Market. 

 
3.4 Procurement of local breed chickens 

The local breed chickens sold by 8 respondents at the Anjir market were obtained from buying 

from breeders from around Anjir Pasar and Anjir Muara Districts. [7] stated that for marketing 

procurement of local breed chickens, the highest marketing procurement costs are borne by 

inter-regional seller because of long distances, the risk of illness and death. The total number of 

local breed chickens purchased by all traders is 1655 birds/month with an average of 207 

chickens per trader per month, with the lowest number purchased being 160 chickens per 

month and the highest being 254 chickens per month. The average purchase price of chickens 

by traders varies from the lowest price of IDR 40,000 per head and the highest price of IDR 

50,000 per head with an average of IDR 45,000 per head. 

3.5 Local breed Chicken Trading Costs 

Trading costs for local breed chickens in traditional markets include fixed costs and 

variable costs. Fixed costs consist of drum depreciation costs, with costs per trader per month 

averaging IDR 100,000 per trader per month (Table 2) or 0.71% (Table 1). Meanwhile, 

variable costs consist of purchasing chickens, feed costs and transportation costs. The lowest 

variable costs are IDR 6,826,000 per seller per month and the highest is IDR 12,451,000 with an 

average of IDR 9,385,375 per trader per month (Table 2) or 99.5% (Table 1). In this research, 

labor costs were not taken into account because it only used family labor of 1 person and there 

was no additional labor from outside so there were no labor costs. The average production cost 

is IDR 9,485,375 per seller per month (Table 2). 

The average costs incurred by seller at Anjir Market are higher (Rp. 14,040,063) when 

compared with research from [13], where the average costs incurred by free-range chicken 



 

 

traders were IDR 9,593,979. This is because there are other components in fixed costs, namely 

security costs and rental of premises. 

 
Table 3. Average costs incurred by village chicken traders 

 

Cost component Average cost (Rp/mer- 

chant/month) 

Percentage (%) 

Fixed cost   

Cage depreciation costs 100.000 0,71 

Amount 100.000  

Variable cost   

Purchase of chicken 13.964.063 99,5 

Feed costs 28.000 0,20 

Transportation costs 48.000 0,34 

Amount 14.040.063 100,0 

 

3.6 Reception and Income of Local breed Chicken Seller 

Local breed chicken sellers' income from the local breed chicken trade business constitutes all 

revenues from the sale of traded chickens. In Table 2 it can be seen that the respondents' 

income includes income from selling local breed chickens. The highest income seller from 

selling chickens is IDR 15,125,000 per month and the lowest is IDR 7,125,000 per month with 

an average of IDR 10,846,875 per farmer per month (Table 2). 

The income of local breed chicken seller is calculated using cost and revenue analysis 

(Table 2). Income analysis is obtained from calculating the difference between revenue and 

production costs. Table 2 shows that the highest income for local breed chicken seller is IDR 

2,574,000 per month and the lowest is IDR 699,000 per month with an average of IDR 

1,361,500 per trader per month (Table 2). This income can be used as a reference for local 

breed chicken sellers in developing their business. Besides that, it can be used by people who 

want to be involved in the local breed chicken trade. 

[2] stated that the average income of breeders can provide a clear picture of the im- portance 

of a breeder developing their business even though this business requires increasing 

production costs. If production costs are large and balanced with the scale of the business and 

an optimal management system, the farmer's income will increase. [15] 

 
Table 4. Total costs, receipts and income of local breed chicken collectors 

 

No Respondent fixed costs 

(Rp/ 

month) 

Variable 

costs (Rp/ 

month) 

Total cost 

(Rp/ 

month) 

revenue (Rp/ 

Month) 

income 

(Rp/ 

month) 

R/C 

1 Zainal 100.000 9.301.000 9.401.000 11.275.000 1.874.000 1,20 

2 Udin 100.000 12.451.000 12.551.000 15.125.000 2.574.000 1,21 

3 Supian 100.000 7.951.000 8.051.000 9.625.000 1.574.000 1,20 

4 Abdullah 100.000 10.201.000 10.301.000 12.375.000 2.074.000 1,20 

5 Samsuri 100.000 6.826.000 6.926.000 7.125.000 199.000 1,03 



  

6 Samsudin 100.000 10.201.000 10.301.000 11.250.000 949.000 1,09 

7 Ridwan 100.000 10.201.000 10.301.000 11.250.000 949.000 1,09 

8 Dawn 100.000 7.951.000 8.051.000 8.750.000 699.000 1,09 

 Rate-rate 100.000 9.385.375 9.485.375 10.846.875 1.361.500 1,14 

 
 

3.7 Revenue and Expense Ratio 

The revenue and cost ratio (R/C) is the result of sales of commercial chickens divided by all 

costs incurred. Table 2 shows that the highest R/C value is 1.20 and the lowest is 1.09 with an 

average of 1.14. The overall R/C is greater than 1, so trading local breed chickens is profitable. 

4 Conclusion and Recommendations 

4.1 Conclusion 

Based on research, it can be concluded that: 

1. The income of local breed chicken sellers in traditional markets is the highest at IDR 

2,074,000 per month and the lowest at IDR 699,000 per month with an average of IDR 

1,361,500 per trader per month. 

2. The highest R/C value is 1,21 and the lowest is 1,09 with an average of 1,14 so that the 

local breed chicken trade business in traditional markets is profitable and economically 

feasible. 

4.2 Recommendations 

There is a need for adequate sales locations so that there is development of local breed 

chickens which can increase the number of chickens sold so that income will increase. 

 

References 
 

1. Aman, Y. Superior Village Chicken. Self-Help Distributor Publisher. Jakarta. (2011) 

2. Dewanti, R. and G. Sihombing. Analysis of Free-Range Chicken Farming Business Income (Case Study 

in Tegalombo District, Pacitan Regency). Livestock Bulletin. 36 (1): 48-56 (2012). 

3. Hendrayani. Analysis of Factors that Influence Motivation for Raising Cattle in Koro Benai Village, 

District. Benai Kap. Kuantan Singingi. Animal Husbandry Journal. 6 (2): 53-62 (2009). 

4. Krista, B. Chicken Breeding and Business Village. Agromedia Library. Jakarta (2010) 

5. Nasution, A.G. Feasibility Analysis of Dairy Cattle Farming in Business Areas 

Livestock (Kunak) Bogor Regency [Thesis]. Faculty of Economics and Management. Bogor Agricultural 

Institute. (2016) 

6. Pane, F. A. Amino Acid Composition Free-Range Chicken Meat, Broilers and Processed Products. Study 

program Animal Products Technology, Faculty Animal Husbandry, Bogor Agricultural Institute. Bogor. 

(2006) 

7. Prahmadiyan, D. Chicken Marketing Analysis Buras in Ciamis Regency (Case study in "Wangi Saluyu" 

Village breeder group Wangunjaya, Cisaga District). Thesis. Faculty of Animal Husbandry, Bogor 

Agricultural Institute. (1999) 

8. Ratniati Nk. Analysis of Beef Cattle Trading System Pt. Great Giant Livestock Central Lam- pung 

Company [Thesis]. Faculty of Animal Husbandry, Bogor Agricultural Institute (2007) 



 

 

9. Rasyaf, M. Raising Laying Chickens. Penebar Swadaya. Jakarta. (2005) 

10. Sutriyono and J. Setianto, Income of Village Chicken Traders at Traditional Markets in Bengkulu City. 

Indonesian Animal Science Journal. https://ejournal.unib.ac.id/in- dex.php/jspi/index DOI: 

https://doi.org/10.31186/jspi.id.14.4.440-447. Volume 14 Number 4 October-December 2019 edition. 

(2019) 

11. Soekartawi. Farming Analysis. UI-PRESS. Jakarta. (1995) 

12. Sensus Penduduk Antar Sensus. Berapa Jumlah Penduduk Usia Produktif Indonesia. (2015) 

13. Sutriyono, S. and Setianto, J. 2019. Income of Village Chicken Traders at Traditional Mar- kets in 

Bengkulu City. Indonesian Animal Science Journal. 14, 4 (Dec. 2019), 440–447. DOI: 

https://doi.org/10.31186/jspi.id.14.4.440-447 

14. Teti, S. Review of Chicken Farming Business Buras in Empowerment Efforts Community Economy. 

Institute Bogor Agriculture. Bogor. (Thesis). (2002) 

15. Triana, A., T. Salam, and M. Muis. Analysis of Business Income for Laying Hens During the Layer 

Period in Cenrana District, Maros Regency. Agrisystems Journal. 3(1): 11-15 (2007) 

16. Yuwanta, T. Basics of Poultry Farming. Faculty of Animal Husbandry. Kanisius. Yogya- karta. (2008) 


