




First, by using his own animals the farmer has avoided 
the cost of hiring DAP (or human labour, or tractors) 
from another person. He has had to devote twenty days of 
his own labour to plough the fields with the animals (and 
we must remember to treat those days as a cost in later 
sections) but the benefit - to the farmer - is not having 
to employ someone else to do the work. 

Second, we can put money values on this saving (if we 
so wish to do) by using the market price for DAP. If the 
farmer did not have draught animals it would cost him 
about Rp 60000 to prepare his land (20 days x 
Rp 3000/day) . By using his own draught animals he has, 
thus, saved those Rp 60000 less the value of his own 
labour. If we put these items together the direct draught­
related benefits can be expressed as: 

the number of days worked on the farmer's own fields 
( cost-saving benefit) 
income earned from renting-out the draught animals to 
plough other farmers' fields (income-earning benefit) 

It is completely wrong to attribute the whole value of a 
crop to the fact that the land was prepared by using 
draught animals. Some people might say, 'The draught 
animals prepared 0.5 ha oj ground. That land produced Jour 
tonnes oj rice worth Rp 800 000. Without those animals the 
land would not be prepared thereJore those animals beneJited 
the Jarm by Rp 800 000. ' 

This is not correct. The land certainly needed prepa­
ration but, similarly, seed was also needed plus rain, 
sunshine, fertilizers, human labour and much more. The 
use of DAP was no more critical to the production and 
harvesting of that rice than any other input. We cannot 
assign the whole value of the crop to just one preferred 
variable . 
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Limits to rental income 
If we consider the two main draught-related benefits it is 
obvious that the first (working on the farmer's own land) 
is limited. Land area for most farmers is usually 0.5 ha or 
less. Once the land has been ploughed there are few other 
contributions that the draught animal can make until the 
next ploughing season. However, the prospects for 
ploughing on other peoples lands for cash do not look 
limited as there are many other farms . It looks easy, and 
inviting, to maximise draught income by spending a lot of 
time renting-out draught animals to other people. 

In practice this option is limited. Remember we said 
that informal markets for power have developed in many 
Indonesian villages. This means there are many other 
people willing to supply power for rental at the prevailing 
local rental price, either through hand labour, draught 
animals and - in some areas - tractors. For anyone 
farmer to increase his share of the local power rental 
market he must displace other competitors. This will be 
difficult. In addition, the periods of land preparation tend 
to occur at about the same time at anyone location. There 
will be peaks of tillage activity when every farmer is trying 
to get fields prepared and all operators of draught animal 
units will find work. Then, the planting season is over and 
there is little ploughing work for anyone. These troughs 
and peaks of activity will work to limit the number of days 
that draught animals can be rented-out and so limit the 
amount of income that can be earned from DAP rental. 

In general, there is more DAP available in rental areas 
where cattle and buffalo are relatively few in number. 
Conversely, where the ownership of cattle and buffalo is 
common - as in parts of East Java - animals tend to 
work less, simply because more are available to do the 
required work. This was well illustrated in a study that 
asked farmers from different areas how many days per year 
they used their animals for draught work (Figure 3.2 .2) . 
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The general trend is clear. In areas with relative low 
numbers of large ruminants, such as Pandansari, some 
farmers used their cattle or buffalo for up to 200 
days/year. In the high density areas, such as Sudimulyo, 
farmers said that about 15 working days per year was the 
average. 

For our purposes the lesson is that there are effective 
limits on the number of days that draught animals will be 
used for land preparation. This reinforces the importance 
of those simple key questions that you need to ask people 
in your area: 
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H ow many days per year will your draught animals 
usually work on your land ? 
How many days per year do you rent-out your draught 
animals to work on other people's land? 
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Comparison of days of draught work and cattle + buffalo densities at 
Five village sites in Indonesia (Petheram et al. /989). 

3.2.2 Sale value 

The sale of an animal will give a farmer the single greatest 
cash return to the total investment of money and effort 
made in cattle or buffalo. For most farmers, sale is also 
the most 'profitable' part of the investment. For this 
reason alone it is the factor that can never be overlooked 
when assessing the economic performance of cattle and 
buffalo enterprises. 

Consider a hypothetical example. A farmer owns two 
cows which are used for ploughing on his farm and are 
also rented-out to work on other people's land in the 
village. The cows are each worth Rp 600000 and, in that 
village, he can earn Rp 3000 per day for renting the 
draught animals to work for other farmers. If he sells one 
of the cows he will receive cash equivalent to the income 
earned from 200 days of draught rental (200 x Rp 3000) . 
If he usually rents his draught animals for fo rty days per 
year (which is quite a high rental level), the sale value of 
just one cow is the same as the draught rental income (for 
two cows) from five years of draught work. You do not 
have to be an economic genius to understand where the 
economic value of that animal lies. Of course, raising the 
animals involves costs of many kinds which will dilute the 
size of this gross return but the important point is tllat, for 
most farmers, it is the sale value of cattle and buffalo 
which represents the real strength of their economic 
performance. 

Why should farmers sell their animals? It is an obvious 
question and has an equally obvious answer. Farmers sell 
their animals because other people want to buy them. 
When we go to the next questions - who are these people 
and why do they want to buy cattle and buffalo - me 
picture becomes more complex. Many people want to buy 
large ruminants and for many reasons. Sometimes the 
purchasers might be other farmers. They want to buy 
animals because they need them for draught work; they 



buy young animals and fatten them to sell later; they want 
to increase the capital assets on their farm. Frequently, 
however, animals are sold because other people want to eat 
them. It is reasonable to suggest that the market, and 
prices, for cattle and buffalo are largely driven by the 
market for meat. 

The relationship between sale by tl1e farmer and final 
consumption is often a very protracted one in terms of 
time, location and transfer of ownership. A calf born today 
might be slaughtered two, ten or twenty years later. It may 
end up at an abattoir hundreds of kilometres from its 
birthplace; it will probably have passed through a long 
chain of owners; it may have been a draught animal for 
some of its years. However, it is safe to say that most 
cattle and buffalo in Indonesia will end up as soup, steak 
or satay; some sooner and some later. A few animals are 
not consumed because they have been affected by disease 
or illness but the rest - young or old, tender or tough -
are slaughtered to satisfy the demand for meat (and by­
products such as bones, horns and leather). It is the 
demand for meat which creates the prices, and values, for 
cattle and buffalo in Indonesia . T hese ideas are reinforced 
if we look at some population statistics for Indonesia over 
recent years, shown in T able 3. 1. 

Table 3.1 Human, cattle and buffalo populations, 
[ndones~ (1975- 1990) 

1975 1980 1985 

millions 
People 135.7 151.0 167.3 
Cattle 6.2 6.5 6.5 
Buffalo 2.4 2.5 2.9 

head 
Cattle and buffalo 63 60 56 
per 1000 (people) 

Population statistics : FAO Production Yearbooks (various) 

1990 

184.3 
10.3 

3.4 

75 
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An unusual jump in cattle numbers was recorded for 
1990 but, generally, the proportions have stayed fairly 
constant. In 1975 there was a total of 63 cattle or buffalo 
for each 1000 people. In 1990 this ratio stood at 75:1000. 
These figures indicate a relatively static population of 
cattle and buffalo expressed in either absolute and relative 
terms. If the population remains fairly static, where do the 
offspring go? Obviously some will be used to replace the 
animals on farms but lie balance will have been slaugh­
tered. Farmers have not increased tl1e number of cattle or 
buffalo on their farms (they prefer to keep some 2-4 head) 
so the output from these farms is, in total, going for meat. 

If we accept the importance of sale value in our total 
assessment, the next step is to look at the most important 
factors that affect lie particular value of an individual 
animal. This is necessary because lie values of similar 
animals at the same location can vary enormously. One 
study at lie Purwodadi livestock market, West Java, 
estimated liat liveweight prices for cattle of lie same sex 
and weight can vary by ± 30 per cent. This is a huge 
range, wili many implications for the evaluation process. 

The main factors affecting sale value can be sum­
marised as 

weight (and age) 
sex 
body condition 
u'aining 
reasons for sale 
reasons for purchase 
price 
marketing systems. 

Weight and age 
As cattle and buffalo grow older they become heavier. As 
lie weight of liese animals increases so does lieir total 
value. In general, older heavier animals are worth more 

3 



88 

than younger lighter animals. It must be kept in mind that 
older heavier animals will have used more inputs (mainly 
labour and feed) to reach this weight than younger and 
lighter animals. 

T he general relationship of increasing value with 
increasing weight (or age) holds true for most circum­
stances. There may be a fa ll in value in the last years of an 
animal's life, e.g. cows which have had many calves may 
become thinner, lose condition and have a fairly low 
slaughter value . More important is the variabili ty that can 
be expected in age and weight relationships . 

One source of variability is the type of animals. Ongole 
cattle, for example, will nearly always be heavier than Bali 
cattle at any given age. Variation within type is a feature of 
all animal populations. Individual animals have different 
genetic potentials for growth, regardless of the 
management systems used. This makes it difficult to 
predict the likely changes in weight over time. Most 
Ongole calves, for example, have reasonably similar birth 
weights but, three years later, may display weight differ­
ences of ±75 kg or greater. These differences may reflect 
different growth potential, different feeding practices or 
different management. Whatever the cause the important 
consideration from our point of view remains the effect on 
total value: heavier animals, in general, are worth more 
money; animals will display a range of weights and values 
even at the same age. 

Sex 
If you conduct a census of cattle and buffalo in an 
Indonesian village you will usually find that mature cows 
(e.g. four years and older) will be the largest single group. 
Farmers prefer to rear cows for a number of good 
reasons. Cows can pull draught implements, bear calves 
and can be sold. 

Male cattle tend not to remain long on village farms. 

T hey are grown as 'beef cattle and sold at relatively early 
ages, which results in a lack of mature bulls. T here are 
also legal complications such as restrictions placed on the 
sale of females in an attempt to build the size of the 
national herd. These regulations reinforce the 'meat' value 
of young males. 

Male cattle tend to grow a little quicker than females 
and have a higher price per kilogram reflecting the 
likelihood that they will be slaughtered within their second 
or third year. In total, this means a price premium for 
younger males over younger females. Older male cattle 
and buffalo are usually heavier than females of the same 
age and would have a correspondingly higher sale value 
but there are relatively few such animals in most villages. 

Cows that are pregnant will be more valuable than dry 
cows of a similar age and condition - after all, the buyer is 
virtually getting two animals rather than one. T here is also 
some evidence to suggest a small jump in the value of 
fe male animals around two years of age as they approach 
sexual maturity. T his increase may reflect their enhanced 
potential at that time. They have survived to maturity and 
can now conceive and raise calves. 

Condition 
T he size of an animal is the main determinant of its sale 
value but the general condition of that animal has a strong 
effect. Cattle and buffalo that are thin, ill, or showing signs 
of neglect or poor m;atment (e.g. poor coat, skin sores, 
diarrhoea, etc) will be worth less than healthy animals at 
the same weight. The condition of an animal is not easily 
incorporated into a general budget so we tend to assume 
that animals will be of average weight and in reasonable 
health. However, it is obvious that, in a budget for a 
particular farmer, the general condition of his animals will 
have a major effect on their value at any specific time. 




