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Playing a key part of the 
Malaysian Poultry Industry

Fried, grilled, or boiled - chicken seems to always be on our plates. At least this is 
true in Malaysia, a nation with arguably one of the most diverse and exciting 
gastronomical landscape in Southeast Asia. 

According to the Food & Nutrition Statistics: Per Capita Poultry Consumption in 
Malaysia 2006-2019 (Hirschmann, 2020), the average Malaysian eats 49 kilograms 
of chicken, more than the per capita average of the OECD countries in year 2019. 
In six years, it is also forecasted that Malaysians will consume more, reaching 
around 51 kilograms of poultry meat per person in year 2025. Perhaps most           
unsurprisingly, survey also revealed that most Malaysians would not willingly give 
up eating meat in their diet.

Possibly this optimism was what led Malaysian founder Syaizul Syamil to launch 
Tube Ventures in January 2016, a business that raises broiler chickens - chickens 
that are bred and raised specifically for meat production. Fast forward today, the 
relatively new enterprise has inspired many its peers in the poultry industry in 
demonstrating best practices in contract farming.

As a pure contract farmer, Tube Ventures is hired or 
contracted by poultry integrators to raise chickens, 
from chick to slaughter age. In this form of contract 
farming, the integrators would generally supply the 
contract farmer with the chicks and chicken feed. 
Depending on the contract, integrators may also 
provide vaccinations and support for the chickens’ 
health, including supplements.

For Tube Ventures, they have been an important part 
of the supply chain for integrators with a network of         
commercial customers including notable restaurant 
and fast-food chains across Malaysia. Economically, 
contract farmers like Tube Ventures empower a robust 
and sustainable poultry industry, while from a social 
perspective, their dependability plays a key role in   
contributing to the nation’s food security.

Meanwhile, the contract farmer prepares for the next 
batch of chicks to be raised, and the cycle continues.

In a typical agreement, a contract farmer purchases 
the supply of chicks and the chicken feed from the  
integrators, on credit. The chicks, that could be even 
less than a-day-old, are sent to the farm and raised 
until the harvesting age of 35 days. The full-grown 
chickens are then returned and delivered to the             
integrators at a pre-agreed price, with the subtraction 
of initial cost of chicks and chicken feed, as                       
remuneration for raising the chickens.

The integrators would then or deliver the chickens to 
their own processing plant or manage distribution to its 
own customers in the supply chain.

This signals that the chicken industry will not ‘retreat to the coop’ anytime soon.



Sustainable Business
in High Demand
Specialization
Globally, contract farming is not new. Yet, some local farmers may be loomed 
with uncertainty towards contract farming due to lacking exposure and the 
know-how. However, the benefits of contract farming are abundant,             
benefitting both the farmer and integrator. 

For Syaizul, who studied Biotechnology in the California 
State Polytechnic University, the advantages are clear. 

“In contract farming, farmers like us are focused on only 
one objective – to make sure that the chickens survive 
until the slaughter age. Therefore, the nature of this 
arrangement removes the need to manage other  
traditional business areas, such as consumer marketing 
or distribution. The farmer’s time and resources are 
solely dedicated to raising chickens; and raising them 
right! There is no one-size-fits-all formula when it 
comes to raising chickens, so every day on the job is a 
process of learning. Raising chickens is an art – thus, 
contract farming is a great opportunity for farmers to 
upgrade and perfect their farming techniques, allowing 
specialization in this line of business.”
Syaizul adds that due to the pre-agreed price in the 
contract, sales revenue and profits are not a�ected by 
price drops in the open market. 

As for the integrators, contract farming provides the 
convenience of outsourcing for a labour-intensive and 
costly job. If any business would like to start raising 
chickens, they would first have to secure not only the 
land but the approval from authorities to plan and set 
up the facility which is a lengthy and expensive process.

“To illustrate, if would cost the business approximately 
RM3 mil to RM5 mil to provide a sustainable facility with 
its bells and whistles – only to farm around 100,000 
chickens. In comparison, contracting a farmer like Tube 
Ventures, to farm the chickens with the specifications 
needed would roughly cost RM700,000 for the               
integrator, upon sale of the full-grown chickens. Instead 
of the large up-front investment of setting up a facility 
to raise chickens, contracting farmers is an alternative 
that is far more favourable to the integrators,” 
explained Syaizul. 
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The “meat” of the 
matter:
Applying the 3 best practices  

Thinking out of the nest:
Using cost-friendly technology

Sharing an insider ‘secret’ on best practices of contract farming broiler chicken, Syaizul o�ers THREE key advice 
especially for beginner contract farmers. 

For Tube Ventures, the priority is consistent                 
communication. Any issue that has happened or           
anticipated to happen should be communicated 
immediately to the workers, the technician, and the 
integrator. “When you hope things will magically get 
better, that’s when it gets worse. Always communicate 
because you’re the one accountable for what you’re 
expected to deliver,” urges Syaizul.

In the 21st century, digital transformation and technology allow business to operate more e�ciently. However, this 
does not necessarily mean a huge investment worth tens of thousands of ringgit. Alternatively, farmers can take the 
initiative to implement technology in a smaller, more a�ordable scale.

“At this moment, we’re at the precipice of a                
technological revolution and our company continues to 
explore the possibilities. As a founder, I’ve recently been 
learning programming on YouTube and tinkering with 
microchips and devices. As a result, I managed to learn 
new skills and design and implement technology at my 
own farm. Instead of spending a huge sum to purchase 
these gadgets and systems, I have managed to save a 
lot with my own initiative,” said Syaizul.

In the case of Tube Ventures, the entire 0.6 farm hectare 
is installed with 4G Gateway, allowing full access to the 
Internet of Things (IoT) devices over data network         
connection. 

Helping the day-to-day operations, farmers could 
perform tasks more e�ciently – for   example, viewing 
the live-feed of the chickens, and even controlling  
lighting or watering system simply from their mobile 
phone devices. 

Second, farmers need to be knowledgeable in ensuring 
the facilities and support are up to the best possible 
standard. In contract farming, the integrator would 
typically appoint a technician who would inspect and 
assist in technical aspects such as lighting, ventilation, 
and farm machinery. 

It is recommended for farmers to ensure that the         
technician is up to the task. Otherwise, Syaizul advises 
farmers to proactively request for a replacement        
technician from the integrator, to ensure the needs from 
both sides are met.

But perhaps in his most valuable advice of all, Syaizul 
encourages other contract farmers to exercise              
tolerance when working with integrators and be 
reasonable in negotiating a compromise. He concludes, 
“Contract farmers have to accept that it won’t be 
perfect every time. Like any other business, challenges 
are normal. Communicate reasonably, and don’t burn 
bridges. It’s a small market and words travel fast!” 

“Every day on the job is a process of learning. Raising chickens is an art – thus,        

contract farming is a great opportunity for farmers to upgrade and perfect their 

farming techniques, allowing specialization in this line of business.” 

- Syaizul Syamil, Founder and Farm Manager of Tube Ventures



Ethics matter: 
Malpractice in making a
quick buck
  

Overcoming Challenges and 
the Future of Contract Farming
  

At the same time, farmers need to ensure the right 
ethics when engaging in contract farming. While           
farmers need to be practical whenever possible,           
malpractice should be avoided. 

This includes combining chickens from di�erent              
integrators and    feeding both with the lesser-cost feed 
of the other  integrator, only to be sold at the same 
price as per the contract agreement – despite these 
unauthorized changes that the integrators are not 
aware of.

Even though Tube Ventures is relatively fresh in the 
industry, it has experienced and learned much from its 
fair share of challenges. Unfortunately, this includes 
being supplied with unhealthy chicks and compromised 
quality of feed that were not at par with the contract. 

At the same time, it promotes specialisation and focus 
on the farmer’s core strength. On a national economic 
level, specializations improve the productivity of the 
nation as it empowers multiple segments within the 
industries.  In the long term, specialized sectors will 
boost the export potential of farm goods, expanding 
the industry beyond international frontiers.  

Illustrating his point, Syaizul takes the palm oil industry 
as an example, whereby the vertical supply chain is 
highly specialized – from cultivating, harvesting, 
processing, manufacturing, and distribution. Each    
contractor is given a very precise role, and this has 
allowed the palm oil industry to be one of Malaysia’s 
strongest in the agricultural sector. With the same 
application, the poultry industry could also achieve the 
same level of success in the domestic and export 
market. 

For some novice or small-scale farmers, getting started 
on contract farming can be intimidating. Sharing a final 
advice for future contract farmer, Syaizul encouraged, 
“Once you have enough capital and resources, start to 
approach international organizations in the food   
industry, and ask about their contract farming                 
opportunities. Then, once you’ve secured that contract, 
focus on developing your resources, skills and talent. 
Give it some time and hard work, and you’ll be surprised 
at how far you’ve come!” 

To overcome this challenge, Syaizul recommends for 
diligent farmers to send samples to the laboratory in 
order to detect any disease or bacteria such as           
Mycoplasma or E.coli. Additionally, the chicken feed can 
also be tested in the laboratory to detect microtoxins or 
aflatoxins that would inhibit the growth of chickens. To 
ensure that the interests of contract farmers are 
protected, Syaizul also encourages farmers to               
participate in farmer associations to exchange ideas in 
improving the contract farming landscape in Malaysia.

For more information on these associations, farmers 
may refer to organisations such as Federation of          
Livestock Farmers' Association of Malaysia (FLFAM), 
Ministry of Agriculture and Food Industries (MAFI), the 
Department of Veterinary Services (DVS), and Federal 
Agricultural Marketing Authority  (FAMA).

Hopeful of the future of contract farming in Malaysia, 
Syaizul believes that contract farming helps businesses 
achieve more security especially during economic 
disruptions, such as the recent Covid-19 pandemic.

There are also cases whereby the chickens are fed with 
less than what was agreed, with the rest being sold 
another party. This ‘side-profiting’ is frowned upon and 
violates the trust from the integrators. However, there 
are also contracts mutually agreed by both parties that 
allow the full-grown chickens to be sold in the open 
market. But this would mean that the price would 
depend on the market price in the future, with a             
possibility of an increased or reduced profit for the     
contract farmer. 
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The Three Best Practices
for Contract Farmers 

  Communicate to 
stakeholders

To always maintain open communication with workers, technician, 
and integrators always, especially when problems arise. This is 
crucial to ensure all parties are made aware and all solutions are 
considered before launching next steps or corrective measures.

Be knowledgeable 
and proactive

To continuously learn and update skills as the expert in the                 
respective area of farming. The technician assists in maintaining 
optimal environment for farming, however farmers are the ones 
accountable for any sickness or deaths of the animals – thus the 
farmers need to do their due diligence as well.

Exercise tolerance 
and compromise

To maintain a healthy working relationship with the integrators that 
allows for constructive criticism and exchange of ideas. More 
importantly, underperformance needs to be e�ectively addressed 
to allow timely improvements from both parties.

Explore new 
technology 

To improve site connectivity and apply the Internet of Things (IoT) 
system to boost e�ciency and productivity of the business. To learn 
and apply a�ordable innovation to achieve impactful results. As 
technology becomes cheaper and accessible to the masses,  
farmers must seize this opportunity to upgrade!


