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Abstract 
The present study was carried out during 2017-18 on marketing of skin and hides in district Hyderabad. 

A total of 100 respondents were interviewed. The collected data was tabulated and presented as 

frequency and percentage. The results of the present study showed that the major constraint in 

determination of selling price 15.00% of the farmers received market price on itself, while 45.00% and 

50.00% of the farmers collecting information regarding selling price of skin and hides from buyers and 

negotiation, respectively. Similarly, the majority of the butchers depends on buyers for selling price of 

skin and hides and 05.00% of the butchers market their commodities itself and did not believed on 

negotiation at all. Only (1.00%) of local collectors selling the skin and hides on agreement selling price 

of buyers and 06.00% of local collectors buying their commodities on selling price fixed by negotiation. 

However, the majority of the wholesaler depends on buyers for selling price of skin and hides and 

05.00% of the wholesaler market their commodities itself and did not believe on negotiation at all. The 

major constraint in production of skin and hides faced by the respondents were diseases and parasites, 

followed by fly cut, lack of veterinary service and drought. The major marketing constraint in skin and 

hides faced by the respondents were lack of competitive pricing, followed by lack of transparent quality 

and lack of access to the market. The major marketing constraint in skin and hides faced by the butchers 

were administrative problems, followed by unstable price, poor quality of skin and hides, 

storage/preservation, transportation facility, lack of handling skin and hides, hygienic condition, and 

information flow regarding marketing of skin and hides, correspondingly. The study concluded that the 

respondents facing major constraints in marketing of skin and hides in district Hyderabad Sindh.   
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1. Introduction 
Skin of cattle, camels, and buffaloes is called hide and that of goat and sheep is known as skin. 

Skins could be obtained from fish, shark, crocodile, birds and reptiles as well as wild and 

domesticated animals [1]. 

Sheeps and goats are the largest part of livestock system of Pakistan. Due to varied climatic 

conditions of the country sheep and goats are suitable for the production of various qualities of 

raw skins. Sheep and goat population of the nation is estimated around 25.5 and 23.4 million, 

respectively [2]. In rural areas skins and hides are significantly vital for livestock products to 

the poor families. Usually supplied to domestic as well as foreign markets. Because of 

significant economic importance of marketing of skin and hides, attempts should be made to 

improve the quality and quantity for the effective and efficient utilization [3]. It is a commercial 

practice that farmers usually treat animals when they are getting ill or injured. One of the old 

and common traditional method to treat animal is branding practiced by the farmers, and this 

produce negative effect on hides and skins quality. Hides and skin are meat by products and 

little emphasis have been given for its collection and processing for better quality of leather [4]. 

The bulk of hides and skins exported and utilized for leather tanning in the Kenya are 

produced in the arid and semi-arid areas [5]. However it has been observed that the full 

potential of hides and skins production have not been realized in Kenya and other countries 

due to low quality [6]. observed that pastoralist use sun drying methods of curing hides and 

skins leading to poor quality products. There is declining market demand for sun-dried hides 

and skins as they produce leather products of poor quality. This has led to a shift from the use 

of sundried skins in the tanneries to wet salted hides and skins. Sun dried hides and skins take 

more time to tan and use more chemicals at the tanneries as compared to wet salted hides and 

skins.  
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Wet salting is a simple technology of preserving hides using 

salt. If good quality wet salted hides are produced, prices of 

hides would go up, markets channels would increase and 

adequate revenue could be realized by the producer and 

traders [5]. Few studies [7-9] were conducted for the better 

quality of skin and hides byproducts. However, few or no 

detail studies on marketing aspects of the raw materials have 

been done. The study is of significant importance to 

smallholder farmers to attain efficient marketing for better 

price. Whereas, it is important to gain market information 

about hides and skins in the study area as well as 

understanding about better quality of livestock products and 

their effect on market prices. Therefore, present study is 

designed to analyze functioning of skin and hides marketing 

in district Hyderabad, Sindh. Study will be useful for policy 

makers for implementation of specific and efficient measures 

to develop well-organized marketing system that will help 

smallholders in the rural area of district Hyderabad, Sindh. 

The channels for the collection of hides and skins to the 

tanneries are relatively well established but need significant 

improvements to reduce damages caused by thorns, 

ectoparasites diseases, poor flaying and storage methods. 

Whereas achieving significant improvements on the former 

two may not be easy given the country’s under the developed 

animal health delivery system and livestock grazing habits, 

technical improvements on the latter two are within reach 

given some commitment, [10].These hides and skins are the 

end products of animal production, as an end product 

although more correctly they are by-products; they are 

important and valuable resources. In the developing world 

they are almost never exploited to anything like their full 

potential. Hides and skins are often intrinsically and up 

discarded or wasted because of ignorance or misinformation, 
[11]. Majority of the world’s rural poor and a significant 

proportion of the urban poor keep livestock for various 

reasons that extend far beyond income generation [12]. In the 

current study the market channel for skin and hide in Tigray 

region function at four levels; primary, secondary, tertiary and 

terminal markets. Primary markets were done by homestead 

slaughter houses based in rural towns of various districts. 

Secondary markets were done by local collectors (Primary 

traders). Primary traders collect hides from livestock keepers 

in the villages or households in the cities and sell to secondary 

trader (Wholesale traders). Secondary traders after 

preservation by sun or air drying or as fresh sell to terminal 

markets /tanneries / in Tigray particularly to Sheba leather 

industry and other urban centers (Addis Ababa tanneries). 

Thetannery was also supplied directly from the slaughter 

premises (Abergelle international export abattoir and Addis 

Ababa abattoir). The tannery is at the final end ofthe 

marketing chain of raw skin and hides. 

 

2. Materials And Methods 

The present study was carried out during the year 2017-2018 

on the marketing of skin and hides in district Hyderabad. 

Initially, the general information was obtained from different 

sources for physical situation of the study area. Prior to 

sampling, meetings were arranged with livestock experts in 

the district to make the clear purpose of study. A total of 100 

respondents from different agencies involved in skin and 

hides marketing were interviewed to know the major 

management defects, issues, constraints and causes of defect 

at tanneries regarding skin and hides of sheep/goat, 

cattle/buffalo and camel.  

The selection of farmers from various places of Hyderabad 

was based on the selection of union councils or representative 

areas of the district. The research involved the task of figuring 

out research plans, selection of samples, data collection, 

tabulation and analysis of data and interpretation of results. 

Survey method has been proved successful in finding out 

generalization in the field of livestock management; this 

method was employed to perform the study. 

The research was completed through a field survey by using 

well validated interview schedule. The interviewing schedule 

questionnaire was considered an appropriate tool for the 

present study, which was advised according to the 

requirement and relevance of the present research to collect 

relevant data. Required data were collected through field 

survey. To attain accurate and reliable data; care and caution 

were taken in course of data collection. The farmers were 

asked questions in a face to face manner while door step. 

Based on the questionnaire the following major information 

was collected:  

Following information /data regarding skin and hides were 

collected 

1 Determination of skin and hides selling price. 

2 Major production problems of respondents. 

3 Major marketing problems of respondents. 

4 Major marketing problems of butchers. 

 

2.1 Statistical analysis: The data was statistically analyzed 

using computerized statistical package i.e. Student Edition of 

Statistix (SXW), version 8.1. Frequency and percentage of the 

obtained data was worked out and presented in result chapter. 

 

3. Results  

The present study was carried out during the year 2018 to 

2019 on marketing of skin and hides in district Hyderabad. 

The findings of the present study are presented in this chapter. 

 

3.1 Determination of skin and hides selling price 

Market information is most important than the commodity. 

Information of market at appropriate time is most important 

for marketing of hides and skins as well as for other 

commodities. 

Table-1 indicates that 15.00% of the farmers received market 

price on itself, while 45.00% and 50.00% of the farmers 

collecting information regarding selling price of skin and 

hides from buyers and negotiation, respectively. Similarly, the 

majority (43.00%) of the butchers depends on buyers for 

selling price of skin and hides and 05.00% of the butchers 

market their commodities itself and did not believed on 

negotiation at all. Only (1.00%) of local collectors selling the 

skin and hides on agreement selling price of buyers and 

06.00% of local collectors buying their commodities on 

selling price fixed by negotiation. However, the majority 

(45.00%) of the wholesaler depends on buyers for selling 

price of skin and hides and 05.00% of the wholesaler market 

their commodities itself and did not believe on negotiation at 

all. 

 

3.2 Major production problems of respondents: 

Table-2 indicated that the major production constraint in skin 

and hides of sheep and goat faced by the respondents were 

diseases and parasites (56.00%),followed by fly cut (26.00%), 

lack of veterinary service (13.00%), and drought (05.00%).  
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3.3 Major marketing problems of respondents 

Table-3 indicated that the major marketing constraint in skin 

and hides of sheep and goat faced by the respondents were 

lack of competitive pricing (68.00%) followed by lack of 

transparent quality (23.00%) and lack of access to the market 

(09.00%).  

 

3. 4 Major marketing problems of butchers 

Table-4 indicated that the major marketing constraint in skin 

and hides of sheep and goat faced by the butchers were 

administrative problems (22.50%) followed by unstable 

(17.50%), poor quality of skin and hides (10.0%), storage 

(preservation of skin and hides by means of salted vs non 

salted) (12.50%), transportation facility (07.50%), lack of 

handling skin and hides (10.00%), hygienic condition 

(10.00%) and information flow regarding marketing of skin 

and hides (10.00%), correspondingly. 

 

4. Discussion 

Skin and hides are vital items for generation of foreign 

currency and economic development in Pakistan. However, 

sheep and goats populations of Pakistan is constrained and 

threatened due to multiple factors like diseases, malnutrition 

and poor management. Skin diseases due to ectoparasites, i.e. 

mites, mange, lice and ticks resulted in serious economic 

losses to the country. Pakistan are defected and inappropriate 

for export. Mostly these defects occurred during pre-slaughter 

stage. Considerably large portions of these defects are directly 

related to parasitic skin diseases. Moreover, there are 

significant impacts due to post-slaughter defects associated 

with poor management and treatments of skins after 

slaughtering the animals. Slaughter and flaying operations of 

sheep and goats is also conducted in many cases traditionally 

and by unskilled persons resulting in a number of observed 

post slaughter defects. These problems are increasing 

continuously increasing during past few years that are 

threatening the small ruminant population, tanning and leather 

industries and economy of the country at large that warrants 

serious interventions [7, 9, 13]. 

Hides and skins need to be preserved in the mean time until 

they reach their final destination. This is because of the fact 

that they are easily damaged otherwise. Preservation is a 

partial dehydration of the skin. The use of salt or simply air 

drying is supposed to assist the process of dehydration. The 

objectives of preservation follow the natural process 0T 

decomposition and maintain the structure of the skin in the 

best possible condition. The preservation process starts from 

the moment the animal is skinned until the skin reaches the 

factory where it is going to be processed [14]. 

 

4.1 Determination of skin and hides selling price 

Prices of hides and skins have been reported to be determined 

mainly by the buyer and the role of the seller is very minimal. 

In fact, all butchers, middlemen and collection centers also 

responded that buyers have power on price determination. 

Farmers sell mostly fresh skins and dried hides to middlemen, 

who in turn sell to collection centers [15] indicated that 66% of 

producers in Tigrai region sell their hides and skins to local 

collectors (middle men). The fact that only 18% of 

households sell their hides and skins directly to collection 

centers suggests that most of respondents (households) are 

living far from collection centers and cannot sell their 

products at better price. All butchers that were interviewed 

sell the hides and skins after slaughter. Most of butchers sell 

their hides and/or skins to collection centers which is similar 

with [16], the butchers or meat exporters sell the hides and 

skins to merchants who will then export them or sell them to 

domestic tanneries. Only 17.5%of butchers sell to middlemen. 

This suggests that most butchers have information about the 

price difference between middle men and collection centers 

and butchers are in town which is nearer to collection centers 
[17]. In addition to that, collection centers have workers who 

collect sheep and goat skins from the butchers every day by 

going up to the butcher’s house [18, 19]. This may have created 

good opportunity to butchers to sell their products directly to 

collection centers [20]. This agrees with [21] who gave the 

analysis that the hides and skins produced in butcheries and 

abattoirs are auctioned to big traders and to tanneries, both 

public and private. Middlemen are the second links within the 

market channels. They buy their hides and skins mostly from 

households with lower price and sell the products with good 

price to collection centers. [15] indicated that Wholesale traders 

provide both information regarding price and sometimes 

advance payments for selected reliable clients (local 

collectors). They lack information about the marketing price 

and there are a chain of middlemen who buy hides and skins 

with low price from producers who have no more information 

about the market price and sell with good price to collection 

centers [22, 23]. There were no trainings given at different stages 

within the market chain but only given to few actors such as 

supervisors and agricultural workers. This agrees with [15] who 

reported that only 45% of the sampled farmers received 

extension service regarding husbandry and livestock products 

management, with very little focus on hides and skins 

management and marketing. 

 

4.2 Major production problems of respondents 

The most prominent production constraint faced by the 

respondents was diseases and parasites followed by fly cut, 

lack of veterinary service and drought. These results are in 

concurrence with those of [8] recorded major constraints viz., 

pickled skins "ekek" (itching), flying defect, scar, scratch, 

poor substance, pox and putrefaction [24]. analyzed the major 

defects that caused rejection were ekek, wound, scratch, scar, 

flay cut, machine defect and pox and putrefaction [9]. reported 

that scratching of skin, lesions, wounds, old lesions of pox, 

flaying cuts, tick infestation, parasites infestation, scratches, 

chatter fly hatchlings, disintegration, charr (fibrosis), 

ringworm contamination, abscesses and lice infestation. These 

problems might be due to the mishandling of skin and hides in 

the study area as well as lack of knowledge regarding the 

proper handling of skin and hides provided by the government 

or private sectors.  

 

4.3 Major marketing problems of respondents: 

Marketing constraint in skin and hides of sheep and goat 

faced by the respondents were lack of competitive pricing 

followed by lack of transparent quality and lack of access to 

the market. These results are in agreement with the findings 

of [15] reported that hides and skins are traded in accordance 

with international free market conditions in terms of price. 

But this system works to the advantage of the big traders and 

tanneries that have the opportunity and capacity to follow 

world market price trends and fluctuations [25]. The fact that 

most producer respondents reported to sell hides and skins in 

a fresh state in 12 hour without preservation are encouraged 
[26]. Delaying preservation of selling without the necessary 

precaution results in the spoilage of products and degrades 
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their quality [24, 27, 6] observed that pastoralist use sun drying 

methods of curing hides and skins leading to poor quality 

products. [16] has identified that most animals in African 

countries are slaughtered in facilities which do not have 

adequate infrastructure or tools required to ensure production 

of good quality hides and skins [28]. As a result hides and skins 

that are ground dried become poor in quality [7]. As soon as 

hides and skins are removed from the animal, it is susceptible 

to autolysis (self-digestion) and bacterial degradation that 

cause to lose the hide and skin substance and lead to a poorer 

quality leather [29]. The rate of degradation increases with 

increase of temperature [30]. This agrees with report by [31], If 

good quality wet salted hides are produced prices of hides 

would go up, markets channels would increase and adequate 

revenue could be realized by the producers (butchers) and 

traders. 

 

4.4 Major marketing problems of butchers 

The major marketing constraint in skin and hides of sheep and 

goat faced by the butchers were administrative problems 

followed by unstable, poor quality of skin and hides, storage 

(preservation of skin and hides by means of salted vs non 

salted), transportation facility, lack of handling skin and 

hides, hygienic condition and information flow regarding 

marketing of skin and hides. Similar finding supported by [15] 

reported that most important husbandry related quality defects 

of the products are livestock diseases and parasites, like 

mange, as well as lack of veterinary services were indicated 

as the major hindrance of quality by 73.6% of the sample 

farmers. Injury, flay cut and drought also have significant 

effect on reducing the quality of hides and skins. Of the 

sample farmers, 26.4% responded that they face rejected 

grades from the traders, due to low quality of hides and skins 

caused by drought, flay cut and injury, forcing them to sell at 

lower price. [32] reported that lack of competitive pricing is the 

major problem of marketing. Farmers do not set price for their 

hide or skin. The reasons stated by farmers are: usually prices 

set by traders, they are mostly price takers, because they can’t 

return back their hide or skin. Of the farmers’ hides and skins 

prices, 62.8% set by buyers. Measuring or grading quality is 

the second marketing problem for 19.8% of the farmers. Even 

though some farmers have knowledge about the quality, they 

are not allowed to check the measuring standards [33]. Lack of 

access to market (information and distance) and unstable 

hides and skins prices also have significant problem to the 

farmers [34].  

 
Table 1: Determination of skin and hides selling price 

 

Particulars 
Who determine price 

Myself Buyers Negotiation 

Farmers (100) 15 45 50 

Butchers (40) 07 43 0 

Local collectors (10) 03 01 06 

Wholesaler (30) 05 45 0 

Total 30 134 56 

 
Table 2: Major production problems of respondents (n=100) 

 

Particular Frequency Percentage 

Disease and parasites 56 56.00 

Flay cut 26 26.00 

Lack of veterinary 

facilities and services 
13 13.00 

Drought 05 05.00 

Total 100 100 

Table 3: Major marketing problems of respondents (n=100) 
 

Particular Frequency Percentage 

Shortage of competitive pricing 68 68.00 

Poor assessment of transparent 

quality 
23 23.00 

Lack of access to the market 09 09.00 

Total 100 100 

 
Table 4: Major marketing problems of butchers (n=40) 

 

Particular Frequency Percentage 

Administrative problems 09 22.50 

Unstable prices 07 17.50 

Poor quality 04 10.00 

Storage 05 12.50 

Transport 03 7.50 

Lack of handling skin and hides 04 10.00 

Hygienic condition 04 10.00 

Information flow 04 10.00 

 

5. Conclusion 
In view of the present finding, the study concluded that the 

respondents facing major constraints in marketing of skin and 

hides in district Hyderabad, Sindh. The most prominent 

constraints viz., diseases and parasites, fly cut, lack of 

veterinary service, drought, lack of competitive pricing, lack 

of transparent quality; lack of access to the market, 

respectively. The major constrains faced by butchers were 

administrative problems, unstable, poor quality of skin and 

hides, storage (preservation of skin and hides by means of 

salted vs non salted), transportation facility, lack of handling 

skin and hides, hygienic condition and information flow 

regarding marketing of skin and hides. 
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