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Abstract: This study analyzes the growth of the animal feed industry in South Korea and the changes in the
dealer business model of feed companies, focusing on the case of Cargill Agri Purina. With rapid economic
growth, the consumption of various forms of animal protein increased significantly in South Korea, with per
capita meat consumption nearly doubling from 31.9 kg in 2000 to 62.9 kg in 2023. The swine industry reached
10.99 million head in 2023, while Hanwoo cattle grew to 3.56 million head, driven by policy changes including
carcass grading systems, branding initiatives, and the establishment of the Hanwoo Association. The feed
industry recorded a cumulative production milestone of 20 million tons in 2019. In response to the scaling and
industrialization of livestock farms, the dealer business model evolved from simple purchase-and-resale to
comprehensive service provision encompassing customized advisory, logistics, technical support, and regulatory
compliance assistance. The study identifies five key implications: the growing strategic importance of dealers as
service providers; the necessity of tailored farm-specific services to build long-term relationships; the need for
continuous expertise development in livestock technology; the imperative to support farms in meeting
environmental regulations; and the need for flexible long-term strategies accounting for farm owner aging and
generational succession.
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Executive Summary (English)

This study analyzes the growth of the animal feed industry in South Korea and the changes in the dealer
business model of feed companies, focusing on the case of Cargill Agri Purina.

With rapid economic growth, the consumption of various forms of animal protein has increased significantly in
South Korea. Particularly, meat consumption per capita doubled from 31.9 kg in 2000 to 62.9 kg in 2023,
promoting the growth and development of livestock farms. In response to these changes, the feed industry has
employed various sales strategies through multiple channels. This study aims to explain the growth of the feed
industry and the changes in the dealer business model in response to the evolving livestock market.

The livestock industry has seen significant advancements in both the swine and Hanwoo (Korean cattle) sectors.
The swine industry, which began in the 1960s, experienced rapid growth and scaling. By 2023, the number of
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pigs raised reached 10.99 million, influenced by government support, technological advancements, and
strengthened environmental regulations. The Hanwoo industry began its substantial growth in the 1990s, with
major policy changes such as the introduction of carcass grading systems, Hanwoo branding, and the
establishment of the Hanwoo Association. By 2023, the number of Hanwoo cattle raised increased to 3.56
million.

The feed industry has developed alongside the growth of the livestock market. Starting in the 1960s, the feed
business recorded its first production milestone of 20 million tons in 2019, marking continuous growth.
Consequently, the dealer business model of feed companies has also evolved over time. Dealers have shifted
from merely purchasing and selling feed to providing direct transaction services with companies in response to
the increasing demands of livestock farms. Dealers now play various roles to meet the diverse needs of farms,
beyond just supplying feed.

This study draws the following implications:

First, as livestock farms continue to scale and industrialize, the role of dealers becomes increasingly important.
Dealers must go beyond simply supplying feed and act as service providers that meet the diverse needs of farms.
Second, dealers need to accurately understand the needs of farms and provide tailored services accordingly. This
helps build trust with farms and maintain long-term transactions. Third, dealers should enhance their expertise in
the livestock industry and continuously acquire the latest technologies and information. This will help improve
farm productivity and secure competitiveness. Fourth, dealers must develop strategies to address environmental
regulations and support farms in complying with these regulations. This will enhance the management stability
of farms and achieve sustainable livestock farming. Lastly, dealers need to develop flexible strategies to adapt to
changes in the livestock market. Long-term plans should consider the aging of farm owners and the rate of
generational transition.

These implications suggest the direction for the development of the dealer model and serve as crucial elements
for the sustainable growth of the livestock market.

Executive Summary (Korean)
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