
Livelihood with Piggery 

Piggery is one of the most livelihood-dense livestock activities for small and marginal 
households because pigs are prolific breeders, fast growers, accept varied feed 
resources, and convert kitchen or farm by-products into high-value meat (pork). In 
Northeast India, Assam in particular, pork demand is culturally embedded and 
structurally higher than the national average, so market pull is strong. For rural families, 
a small starter unit can generate regular cashflow through sale of weaners, growers, or 
finished pigs, while manure feeds backyard crops or biogas. This makes piggery both a 
subsistence buffer (meat, manure) and a micro-enterprise with steady cash income. 

Livelihoods can be built around  

(i) breeding units that sell weaners (6–8 week piglets),  

(ii) fattening units that buy weaners at ~8 weeks and sell finished pigs at 6–8 months,  

(iii) integrated farrow-to-finish units which do both 

Income sources include sale of live pigs by weight, pork, value-added products 
(sausages, smoked/processed pork, pickles) etc . Breeding units earn more per animal 
by selling quality piglets regularly; fatteners rely on efficient feed conversion and market 
timing. Value addition increases margins if hygiene, cold chain, and local demand are 
managed. 

Piggery fits well for women, youth, land-poor families, and tribal communities because 
housing footprints can be small, daily routines are simple once systems are set, and 
tasks (feeding, cleaning, record-keeping, marketing) can be shared among family 
members. The cash cycle is shorter than for large ruminants; a sow can farrow roughly 
twice a year, supplying periodic lump-sum inflows. Cooperatives and SHGs reduce input 
costs through bulk purchase of feed and medicines, and improve bargaining power when 
selling. 

Livelihood success improves with smart market placement: selling at community 
markets with weighing scales; tying up with butchers, hotels, and caterers; or supplying 
organized retailers during festivals/peak demand. Collective marketing through 
SHGs/FPOs helps standardize liveweight pricing, schedule transport, and maintain 
health documentation demanded by buyers. Where feasible, small cold rooms or shared 
freezers stabilize prices and allow value-added processing on low-price days. 
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