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Ii

Methodology

Promotion of Producers' Enterprises and innovations is one of the key areas of focus
under DAY-NRLM. Through the various interventions under Farm Livelihoods such as
Mahila Kisan Sashaktikaran Pariyojana (MKSP) Annual action plan, World Bank
dedicated fund and the SRLM Annual Action plans, enterprises have been promoted in
agriculture, livestock, NTFP and non-farm sectors. The enterprises promoted are
collectives of SHG members or individual enterprises of SHGs members engaged in
economic activities.
To enable greater dissemination and sharing of successful strategies and the best
practices of enterprise promotion among States, best practices of individual and
collective enterprises that have been promoted under DAY-NRLM have been identified
and documented. The case studies developed focus on objective indicators of business
performance, governance and benefit accrued to the small and marginal producers.
To begin with, the State Rural Livelihoods Mission were requested to nominate both
individual and collective enterprises in their State to be documented. The NMMU Team
received more than 90 nominations of individual and collective rural enterprises from
AP, Telangana, Kerala, Chhattisgarh, Bihar, Maharashtra, MP, Jharkhand, Odisha and
West Bengal.

Consultative
Workshop

Field
Visits

Case Study
Writeshop

• Representatives of SRLMs, World Bank, NRLM RC, NIRD&PR, National Resource
Persons, NMMU Farm Livelihoods Team members.
• Detailed criteria for shortlisting individual and collective enterprises development
• Field visit template developed for further study and documentation of these
enterprises

• Field visits by NRPs to the shortlisted individual and collective enterprises
• Interaction with all stakeholders - field functionaries, entrepreneurs, community
members
• In-depth understanding of the business mode, benefit to the producers, key
success factors

• Writeshop at NIRD&PR, Hyderabad to document the case studies following a
standard template developed through a consultative process
• Discussion on the observations of all the enterprises visited
• Editorial team of 4 NRPs to edit and finalize the case studies

To develop the selection criteria for the shortlisting enterprises, a consultative
workshop on 21st Nov 2017 at CAPART Conference Hall, India Habitat Center, New
Delhi. The representatives of SRLMs, National Resource Persons, representative of
World Bank, representative of NRLM RC, NIRD&PR and NMMU Farm Livelihoods Team
members participated in the workshop. Detailed criteria was developed for various
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parameters including ownership, members participation, business model, years of
operation, turnover of the business, benefit to the members and the support provided
by DAY-NRLM to these enterprises.
Based on the criteria 35 enterprises were shortlisted for field visits by the National
Resource Persons to understand the impact on the ground. Field visits were
undertaken by the National Resource Persons (NRPs) to the shortlisted individual and
collective enterprises. The NRPs Interacted with all stakeholders, viz. field
functionaries, entrepreneurs, board members and community members. The field
visits have enabled the NRPs to develop an in-depth understanding of the business
model, benefit to the producers and the key success factors of the enterprises.
A writeshop was held at NIRD&PR, Hyderabad to document the case studies following
a standard template developed through a consultative process. A detailed discussion
was held on the observations of all the enterprises visited. Based on these
discussions, the cases were further analyzed and the best were chosen to be a part of
the compendium.
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Collective Enterprises promoted under DAY-NRLM

The cases of livelihoods enterprises in this compendium have been drawn from the
enterprises promoted under DAY-NRLM in different parts of the country. These cases
focus on the role of SHGs and women members from various facets of the enterprises
governance and functioning and the benefits accruing to them.
The horticulture/floriculture enterprises depicted here are models of local level
institutions providing critical forward and backward linkages in the value chain to
producers. However, they are yet to develop mechanisms to deal with volatile markets
and significant price realization benefits to farmers. The production of cereals like rice
is on the decline in some pockets causing deficit in supplies as well as work
opportunities. Thennala demonstrates the potential scope for women to lease in idle
lands for cultivation and pooling of labour and other resources at production and derive
further benefits through value addition and marketing. However, the land lease
arrangements, investment support for infrastructure, accessing techno-managerial
services and working capital remain constraints to overcome.
Substantial improvement in income generation is proved possible through the
aggregation and value addition of sabai grass. This points to the scope for promotion of
similar livelihood enterprises around farm & farm forestry, social forestry and Non
Timber Forest Produce.
SHG women groups are setting up enterprises for production of sanitary napkins
serving the menstrual health & hygiene need of women hitherto not effectively served
by the market. These units demonstrate the potential work opportunities in entire
supply chain while serving a critical community need.
The food sector enterprises like Ammu Foods Unit, Kudumbashree Nutrimix
Consortium engage SHGs in production of hygienic and nutritious food supplements for
children, lactating & pregnant women and adolescent girls and contribute to the
community health and well-being. This fulfills the nutrition deficient segments of the
community, which are not effectively served by the Government agencies or the
market. This stands as shining example to be multiplied across to ensure nutrition
security.
The garment enterprises by skilled SHG women engaged in production of school & other
uniforms offers yet another widespread livelihood opportunities, however, these
groups need support in securing orders, setting up of infrastructure, working capital &
technical capacity building and design. This will help them to venture into readymade
garment industry and overcome the inherent seasonal limitation in uniform production.
Kudumbashree facility management centre secured the contract for managing Kochi
metro facilities comprising ticketing, customer facilitation and housekeeping. This has
opened up regular work opportunities for about a thousand women and improved
general public services while advancing their livelihood options.

Marginalised sections continue to face hurdles in accessing quality inputs and
extension services. Taking farmers out of the private input suppliers through the
common farmers is vital for the viability of farms. Simultaneously ensuring the supply
of quality seed in time for the farmers can be better understood by the producers'
enterprise in a localized perspective.
The above cases unequivocally emphasize the inevitable catalytic role of producers'
enterprises to cater to the critical needs of opportunity identification, leveraging
resources, techno-managerial support services and development of systems and
processes for the establishment and growth of robust businesses.

ABSTRACT

1

THENNALA AGRO FARMERS PRODUCER
COMPANY LTD.
Thennala is a village in Mallapuram district of Kerala. Thennala is becoming
known for its good quality rice, which is produced and marketed by Thennala
Agro Farmers Producer Company Ltd. The Producer Company came into
existence on September 09, 2015. It is owned by the farmer members of Joint
Liability Groups (JLGs) and the Neighbourhood Groups (NHGs) in Thennala
Panchayat of Malappuram district. The producer company is involved in
production, processing and marketing of good quality organic rice under the
brand name of “Thennala rice”. The members of the producer company believe
that Thennala Agro Producers Company Ltd. provides an ecosystem where
producers, farmers, markets and professional come together, work and make
efforts to do an effective and fair business where community benefits.
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Origin and Evolution of the Enterprise
Initially, Garima Farmer's Group was promoted by
Kudumbashree, the State Rural Livelihoods
Mission of Kerala as a Joint Liability Group (JLG).
The objective was to facilitate the production and
processing of paddy and sale of rice and rice
products instead of selling paddy. Then, the
farmers were selling their produce to wholesale
traders and it was named as Thennala rice. It was
quite in demand yet it was not branded and hence
was not able to command a premium price. The
farmers were left with no choice but to sell their
hard grown harvest to the middlemen and suppliers on low rates.

farming in a fourteen-acre patch of unused paddy
land, using mundakan paddy seed, which was
normally cultivated in paddy fields at Palakkal. This
turned out to be a success. Part of the harvest
was shared amongst the member farmers and
the rest was stored at a rented house. The paddy
stored at the storage house was sold to
Supplyco. Irrespective of getting the payments
for the paddy coming after one year, the group
went ahead with their enterprise business.
Ms. Yasmin Arimbra, the chairperson of the CDS
of Thennala led this group with a strong belief
that they would succeed in the venture. It was
her determination that motivated other women
to join and pave the path for the 'rice revolution'.
This model became convincing for other JLGs to
show their interest to do paddy cultivation.
Consequently, more members joined together to
cultivate 236 acres of land within a short span of
time. The rice cultivated was now branded as
'Thennala Kudumbasree Rice'.
The women farmers united and decided in a
collective panchayat to form a company of their
own. A producer company with 500 members
was formed with the aim of acting on their own.
The major activities that were visualised involved
procuring organic paddy, processing it as rice and
various rice products on competitive rates.

Thennala, Mallapuram Disctrict, Kerela

The district mission and the banks welcomed the
producer company and offered loans to the
members. Later, a producer company, Thennala
Agro Producer Company was launched linking the
JLGs. Thennala Agro Producer Company Ltd. was
incorporated as a producer company.

Thennala Panchayat had received some production related machinery from the state government under the 'Haritha Mallappuram Project',
which in turn had been given to the JLG group.
Mallappuram District Mission suggested the
panchayats to utilise the above machinery to
cultivate rice in the individual farms. The seeds
were provided by Krishi Bhawan. 10 CDS members were organised into a group and 14 acres of
land was taken on lease by the panchayat.
Though the project was begun with great enthusiasm, due to a sudden attack of leeches many
members withdrew themselves from the farming
venture. Finally 4 members were left with but
determined to go forward. The group started

Women members engaged in packaging
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The Enterprise and Business Model
Thennala Agro Farmers Producer Company Ltd. is
a single unit enterprise having 500 farmer
producers as member beneficiaries. The main
activities of Thennala Agro Farmers Producer
Company Ltd. includes the procurement, processing of paddy into rice and rice products; the
marketing of organic rice and rice products
through home shops and melas conducted by
Kudumbashree and other agencies
The Paddy Production and Procurement
The members cooperate mutually and work on
labour sharing basis on each other's fields mainly
in paddy seedbed preparation and transplanting
of paddy saplings, as these are labour intensive
processes and to minimise cash expenses on
labour. High transportation charges on hiredtractors, lack of electricity supply force farmers
to use diesel pumps for irrigation adding to the
cost.

Packed Thennala Rice

The Thennala producer company members
cultivates paddy in five paddy fields in
Marakkaddapam, Vaalakkulam Paadam, Apla
Paadam, Paalakal Paadam and Eranjippadam. They
sow six varieties of paddy namely Uma, Aiswarya,
Siyon, Njavara, Jyothi and Ponni. The Thennala
rice is cultivated using organic substances like
natural manure and vermicompost and with
absolutely no use of any chemical fertilisers. They
have applied to get the organic certification too
for their product.
The producer company procures paddy directly
from Joint Liability Groups (JLGs), collects it and
sends it to the rice mill for further processing like
dehusking, grading and polishing. The producer
company then packages rice in 2 kg, 5 kg and 10
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kg packs under the brand 'Thennala rice'. They are
also trying to venture into value added products
like rice flakes, rice bran, payasam rice, broken
rice etc. Currently, the rice is sold at a rate of Rs.
50 per kilogram. The product prices get fixed by
the Board of Directors of the producer company.
Financing
The producer company is financed through the
share capital of Rs. 5 Lakhs by 500 membes,
individually members paid a share value of Rs.
1000, Rs. 10 Lakhs support came from NABARD
and financial support of Rs 10 Lakhs was provided
by Kudumbashree.
Marketing, Sales and Profits
The Thennala producer company is selling their
products through local retail stores, retail
provision shops, local individual buyers and at
fairs such as Bangalore Agri Fair. Kudumbashree
also buys Thennala rice for their different
programmes running in the state of Kerela,
various natural healing centers and Ayurveda
Kendras are procuring rice from the producer
company. Naturopathy centre in Thirur is buying
Thennala rice regularly. A few organic stores are
also buying Thennala rice. The company has
already made tie-ups with many agencies across
the state for marketing rice and rice products.
The products are in demand even from outside
the country.
The local retail sales contribute 80% and the
wholesale sales share 20% to the total sales of
the Thennala rice. Table 1 shows the annual
turnover and net profit of the producer company
during the financial year 2015-16 and 2016-17.
Refer appendix 3 for balance sheet and profit &
loss statement.

2015-2016*
Sl. No.

Activities

2016-2017**

Quantity
(Kg.)

Turn Over
(Rs.)

Net Profit
(Rs.)

Quantity
(Kg.)

Turn Over
(Rs.)

Net Profit
(Rs.)

1

Sale of Rice

2200

880000

23000

2625

1050000

260000

2

Sale of Rice
Products

3200

160000

95000

4600

230000

120000

Table 1: Annual Turnover and Net Profit
Source: (Thenalla Producer Company Database)
*
Operations in the year 2015-16 were carried out by the Garima Farmer's Club
**
Operations in the year 2016-17 were carried out directly by the producer company

Issues and Challenges
The Thennala Agro Farmers Producer Company
Ltd. is facing many challenges and issues. The
challenges involve high operational costs and
excess overheads including lack of proper marketing strategies, lack of access to technology,
lack of standardised packaging and branding
systems, poor infrastructure specially for
warehousing or storage of paddy and packed rice,
high expenditures incurred on rented godown
which is too far from farmers and milling charges
for paddy processing, lack of managerial skills.
Earlier they were giving paddy husk and bran to
mills for free. The producer company has decided
to sell the paddy husk and bran to support their
revenues.
Governance
In Thennala Agro Farmers Producer Company
Ltd. there are 126 JLGs in the producer company. By joining 10-15 JLGs, a cluster is formed
and each cluster has one secretary and one
president. Every cluster has a director. There are
10 directors for the producer company.
Directors' tenure is of 3 years. Director is
elected in general body of the producer company.
The Thennala Producer Company operates
through committees, which are constituted for
procurement of paddy, for marketing of rice and
for overall management of the producer company.
Training and Capacity Building
The training and capacity building of the women
members was taken up by Kudumbashree under
Mahila Kisan Sashaktikaran Pariyojana (MKSP). In
future, it is felt that regular training and capacity
building programmes and exposure visits would
be required to be organised for the members and

office bearers of the producer company. The
members of Thennala producer company feel that
they need training on SRI, farm inputs, farm
practices, marketing skills, quality issues,
branding, and supply chain management, operations management like procurement systems,
storage and packaging systems, supply chain
management, MIS etc. In addition, the producer
company office bearers can be trained in managerial aspects like financial accounting, human
resource management, MIS and IT.
Future Plans
The company plans to establish a paddy seed bank
in Thennala village and cultivate some more local
paddy varieties for seed bank. The seeds will help
paddy farmers to maintain the quality of paddy.
Also, company plans to launch a new baby food
product with Navarra Rice Flour and Banana. It
has plans to launch a new Breakfast Cereal, a
value added product with major ingredients as
organic Aval rice and dry fruits. Another one is to
launch a new value added product by using
Tapioca including Pakka Vada, Salted mixture,
Chips, Sweets.

Field Study Team with the Members
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Implications
The Thennala producer
company is providing
livelihoods and regular
income to 500 member
producers and leading
their lives towards
betterment. They wish
to build their own
infrastructure for
storage, processing,
packaging and facilities
for training and capacity
building. The arrangements of investment
capital and working
capital needs to be
addressed to realise
their full potential. The
management professionals can also be
brought to work with
the producer company
to device proper systems and processes and
to make improvements
in sales.
Members of Thennala Agro Farmers Producer Company Ltd.

Appendix 1: The cost calculation of the products is as follows:
Sl. Item
No. Name

Paddy/
Kg

% of
Output

Rice/ Cost of Each of Expense Charge Packing Packing Sticker Transp
Kg
Paddy
1 Kg of 1Kg
Charge Cover
orting
Output Output

Cost/
Kg

MRP

1

Matta

15,343

60%

9,205

15

1.66

24.9

4.65

0.5

1.15

1.5

1.7

34.4

40

2

UBR 1st

1,000

58%

580

15

1.72

25.8

4.82

0.5

1.15

1.5

1.7

50

50

3

UBR 2nd

1,000

58%

580

15

1.72

25.8

4.82

0.5

1.15

1.5

1.7

50

50

4

BR 2nd

500

60%

300

15

1.66

24.9

4.65

0.5

1.15

1.5

1.7

50

50

5

Rich Rice

500

65%

325

15

1.53

22.96

4.28

0.5

1

1.5

1.7

70

70

6

UBR
Powder

500

58%

290

15

1.72

25.8

4.82

0.5

1

1.5

1.7

50

50

7

Avil

500

60%

300

15

1.66

24.9

4.65

0.5

1

1.5

1.7

50

50

(Source: Kudumshree website)
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Appendix 2 : From Planting Paddy to Packaging Rice

Operations Flow of Paddy and Rice Production

Post Harvest Operations of Paddy
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Appendix 3 : Balance sheet of Thennala Agro Producer Company
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Appendix 4 : Profit and Loss Statement of Thennala Agro Producer Company
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ABSTRACT

2

MAYURBHANJ SABAI FARMERS’ PRODUCER
COMPANY LIMITED
Sabai grass (Eulaliopsis binate) is a predominant grass available in Mayurbhanj
district of Odisha. Much of it is traditionally converted into rope at the household level that generates a daily income of Rs 40. Making fancy sabai crafts is a
potential activity to be taken up commercially but failed to hit the market yet.
The Producer Company, `Mayurbhanj Sabai Farmers Producer Company
Limited' (since December 2016) with its brand of Mayur Shilpa attempted
developing new products, promote through on-line and direct market channels
to enhance daily earning to about Rs 150-200 per day to its members. At
village level there are 883 SHG women who are organized into 17 Sabai
Producer Groups. These women are individual shareholders of the PC and the
PC has a turn-over of Rs 1.61 crore.
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Origin and Evolution of the Enterprise
Sabai grass has cellulose contents close to 45%.
This is larger than sisal and palm and hence, the
fundamental characteristic of this fiber is comparatively better and the lignin content is close
to 18.5%. The research on sabai grass fibre and
its processing route has not been complete for
its practical applications. However, it is dominantly used to make paper, conserve soil, and
fabricate hand knitting. The Civil Jail of Baripada
is pioneer in introducing sabai grass in making of
the nontraditional products-namely car mat,
screens, carpet etc.
Cultivation of sabai grass (Eulaliopsis binate ) and
making of rope out of it for own use and for sales
is a traditional household activity, involving men
and women-folk in Mayurbhanj and adjoining
districts of Odisha. Besides, it grows in abundance in the forest which is collected and/or
harvested from private fallow lands by the rural
farmers. Sabai grass and rope have traditional
market in Odisha. Seeing the availability of the
grass (the raw material) in abundance, attempts
were made by `Dashi' (an NGO), to promote sabai
grass crafts. Recently, concerted and sustained
efforts are on by Odisha Livelihoods Mission
(OLM) and ORMAS in organizing crafts-women
under Producers Companies with professional
input and linkages, guided by stable visionary
leadership to enhance income for the SHG
members.

tion of grass and processing of value added
products such as ropes, mats, carpets, sofa
sets, wall hangings and other sophisticated
fashionable articles. The Sabai grass products
are identified to have good export potential.
Artistic designing of Sabai products are
observed to be popular in foreign countries. The
activity has potential to develop entrepreneurship amongst the villagers. Most of the Sabai
Grass plantations in Odisha are located in the
Revenue Sub-division of Baripada and Kaptipada
of Mayurbhanj District. The total harvesting area
of the Mayurbhanj district is 4.47 lakh hector.
Unofficial estimates suggest that the total
production of Sabai grass in Mayurbhanj district
is about 15000 to 20000 metric ton/per annum.
Of this output, 9000 to 12000 metric tons of
grass is converted into ropes and the remaining
is used for other purposes. At an average/minimum price of Rs.16 per kg of ropes and
Rs.5 per kg of grass the total value of the produce works to Rs.16 crore per annum. Though
Sabai Grass has been in cultivation long since in
the district, substantial extension of area was
achieved during the 8th, 9th and 10th plan
period. Up to the end of 7th plan the total area
under Sabai Grass was estimated to be 9218
hectares. The quality of grass is accepted widely
in the Indian market. The rope out of sabai grass
is exported to states like Kerala and West
Bengal.
At present 60% of the total Sabai produced are
converted into rope with a relatively low income
generation potential. On the other hand, there
are domestic and international demands for sabai
craft products. Thus there is ample scope for
investment in product development, skill upgradation (from rope to fancy products), mechanization, quality control, collectivization, positioning for the appropriate domestic and foreign
buyers to enhance the income of the crafts men
and women and change the economy of one of the
district. A Producer Company (PC), therefore has
been attempting an intervention in value addition
and marketing.

Map of the location

Rationale for Formation of the Enterprise
Assessment of potential: Sabai grass is practically considered to be “The Money Plant” which
ensures cash inflow to the members throughout
the year. There are efforts to raise the produc-

Benefit and impact to members / producers:
Traditional uses of sabai grass i.e. rope making
generates a daily income of Rs 40 / day.
Production of crafts item can generate daily
wage of Rs 150 to Rs 250 a day. For example,
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cost of production of a Mat is Rs 400 (Rs 50
materials and Rs 350 wage to craftswomen).
One can manufacture a Mat in 2 days if work full
time. Thus a Mat can generate a daily wage of Rs
175. With a production cost of Rs 400, the Mat
is sold in the market at Rs 600 to Rs 800.
In another item `Tray' (Cup Dani), cost of production of a tray is Rs 15 (material Rs 2 and wage Rs
13). One can manufacture 15 trays a day that
means it can generate daily wage of Rs 195 which
is a decent income compared to daily wage of
unskilled MGNREGS worker (Rs 176). It has
impacted positively. In Kuchdihi village, majority of
the members were MGNREGS workers, but now
out of 53 members only 15 are going for
MGNREGS works.

Jayanti Mahato leaves in Guhaldihi
village (Guhaldihi Panchayat) along with
her husband, a daughter and four sons.
They have 1.5 acres of land and have 0.5
acres of sabai plantation (20-25 years
old). Yearly she sells 8 quintal of sabai to
the PG and outside and earns Rs 8000.
She got training from ORMAS (2012);
then 2-month long training in Midinipur
(WB) through ORMAS, ten days' training
at block office by NID and 28 days training in Delhi through ORMAS. She has
earned a total of Rs 65000. She has paid
her husband's LIC premium, has investment in Sahara, and has her own bank
account, saved Rs 30,000 in SHG. She is
helping her son to study in ITI, Balipada
and spent Rs 23000 for the family.

from local areas, some of these Producer Group
(PG) have Cluster Facilitation Center (CFC) to
work together and get the products ready paying
wages on number of finished product and types of
product basis. The PC is constituted by 883
individual SHG women grouped into 17 Producers
Groups spread over Mayurbhanj district. The
district is dominated by ST (Bathudi) community.
Apart from farming, sabai rope making is their
traditional occupation along with sal leaf plates
making.
Operating model: Standard Operating
Procedure (SoP) developed. There is a 12member committee at PC level that decides
distribution of orders.
Pricing and payment to members: The PC is in its
first year of operation, thus it has not got chance
to arrive at net profit and decide on distribution
of profit among its members. However, during
production of different products the members
are paid wages based on finished products. The
wage rate varies with the skill requirement for
making each item. For example, on production of a
finished Mat a producers will get a wage of
Rs 350 irrespective of number days she has
spent. However,In case of a Tray (Cup Dani) one
gets Rs 13.
IT systems: The PC has been developing IT
enabled mobile App to streamline operations
from marketing order to supply of products. It
also includes inventory management. Data
related to accounts and stocks are entered in
specially developed computer software.
Challenge is to reach interior PGs with the
software.

Description of the Business
In the case of crafts, the business essentially
follows a backward integration strategy while
the rope follows a aggregated approach.

Business Model of the Enterprise
Feasibility (viability, Profitability, sustainability):
Cost of Sabai grass is Rs. 800 per quintal during
harvesting time, in off season it goes up to
Rs1200 in off season. The value added products
are potentially lucrative.

PC generates order for crafts from the market,
place the same to PGs (informal village level
producers groups) depending on the items and
specialization of each PG, members of the PG
then manufacture the items and in turn directly
supply to the party and get sales proceeds into
PG's account. The PG procures raw materials

Business strategy and plan: Till now the individual PGs are doing business independently. The PC
is running two sales outlets (Bhubaneswar and
Bharipada). Once the entire business of PGs will
be centralized at PC, 10 % of business turnover
will be retained in the PC. PC will have a business
plan for this.
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Margin and revenue model: At this initial stage, it
is very difficult to calculate the margin of each
product at PC level. Costing of products is also
not available. About 20 members supply produce
for stall sales in exhibitions. The example will
throw some light on margin. About Rs.2 lac
worth of stall sale was there in Balijatra, Cuttack
with surplus of Rs.20,000, which is at very crude
sense as all expenses are not included.

Cost of Flower Vase is Rs.150 takes 4-5
hours to make using 300 grams of grass.
Cost of raw material is Rs.10 to Rs. 30,
cost of thread and colour is Rs 10 and
rest being wage income for the members.
One can make two flower-vases a day.
Similarly, price of a kg rope in the market
is Rs.40. Producer group purchase the
same from its producers at Rs.25 per kg
and sale it in the market (traders) at
Rs.30.

Marketing Strategy and Plan
Individual artisan sells rope in the local Haats. The
PC sells its products through exhibitions mainly
Palishree Melas. The PC has opened two retail
outlets named as `Mayur Crafts' one each at
Bhubneswar and Mayurbhanj town. The showrooms are 2 years old. Mat, small box/Pedi,
screen are fast moving items. Average 20-25
persons visit the outlet daily and buy product
worth of Rs. 2500 (timing 10 AM to 2 PM and
4.30 PM to 7 30 PM) on week days. They also
cater to bulk order. There are bulk institutional
buyers like FAB India. FAB has marketing tie up
with SASA World, online marketing through
FLIPKART, partnership with Jharcraft etc.
The PC has taken initiative in market promotion
through social media – face-book, twitter
accounts. It has placed emphasis on seeking
customer feedback for enhancing quality and
design (size of screen and colour). Each PG has
been envisaged as specialists on specific product
to be able to supply with quality and time. PC is
planning for tie up with West Side/Tata Group etc.

•

Start-up kit grant from OLM

•

Working capital from OLM

Profit Distribution
The PC does not have much financial transactions
through its account. Thus the mode of distribution of profit is yet to evolve. Taking the sales
turnover of its constituent PGs together, it looks
like:

•

Investment in infrastructure (CFC) from DIC

•

Sabai crafts annual sales

: Rs.85 lac

•

Looms and other equipments from DIC

•

Ropes annual sales

: Rs.76 lac

•

Training fund from ORMAS

Aggregated yearly sales

: Rs 1.61 lac

•

NID and NIFT (ORMAS fund).

Financing
Finance mobilization: The PG have not availed
options of finance except the following-

Working capital, Investment capital: Each of
the 17 constituent PGs have received Rs 1.185
lac each for start-up kit grant from OLM. part of
it is unspent and have plan to utilize at PC level.
Besides, PGs also have received working capital
of Rs 4.0 lac each. Some of the PGs have CFC (Rs
10 lac through MGNREGA) and looms and other
equipments as grant worth Rs 0.66 lac each. The
members received training support from
ORMAS, NIFT and NID. For products, PC pays to
PG within 7 to 15 days. PC has Rs. 3 lac working
capital currently. Retail outlets rent estimated
to be Rs.3000 subsidized (not charged) by OLM,
but electricity amounting Rs.800 (without
operating AC) is paid by the PC.

Profit margin for PC in bulk order is in the range of
30 % of sales.
Risk Assessment and Mitigation
•

It is decided that individual crafts women are
the member of the PC andthey are paid with
wages – Minimum wage, EPF & ESI Act etc.

•

Focus on order linked supply - which may
hamper the regular income stream at producers' level but reduces the burden of
holding stock of FGs.

•

Assessment of previous experience of exhibition sales - mitigates the risk of unsold items
from exhibition.

•

Sustained bulk market linkage -l for sustenance of producer groups/producer Company.
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•

Consistent receipt of bulk order and timely
supply of quality products - to sustain market
linkage.

•

Sustained investment in product design and
skill up gradation of artisans - to cope with
dynamic and competitive market.

•

Cash flow problem - as bulk buyers like FAB
India takes product on 3 months credit.

•

Costing of products - most product get sold
by offer price in the market.

•

Handling of trade related registrations – GST,
way bills

•

Mechanization in production - to increase
efficiency and reduce drudgery.

•

Thorough audit of PGs - required before PC
taking over the business.

HR Structure of Producers' Enterprises:
Current staff structure is very sleek. There is a
full time CEO, an accountant at head office. In
addition, two sales people - one each in two
outlets are posted.
Governance of Producers' Enterprises:
Governance is evolving; newly elected 10
Directors. They are getting familiar with their
role and responsibilities in their PC. There is an
elected Chairperson and a Managing Director
from among the directors. Each Producer Group

meets once in a month facilitated by the PC.
Directors meet quarterly the AGM is yearly.
Except SHG women, there is no other membership criteria/fee/subscription/ for membership
and capacity building.
Support institutions provide training and capacity building. For instance, ORMAS supported in
group formation, supply of carpet machines and
training on crafts to 42 members for 1 month
(One PG).
With the initiative of ICDS (associated with
Mission Shakti), gave training on Sabai crafts. It
was Training Cum Production Center. Rs.200 was
offered as stipend per month for 6 months. Prior
to this initiative, DASI, an NGO on behalf of DIC
also gave training. Mr Keshab Chandra Jha, the
CEO, DSMS Mayurbhanj district has been instrumental in reviving the PGs, forming and nurturing
the producer company. He has been with DSMS
at Mayurbhanj since last 7 years.
Support Agencies and Linkages:
Linkage with ORMAS and OLM is well established. Under SGSY, in 2010 ORMAS supported
for product development by tying up with NIFT
(paid Rs.2 Lac) and NID (Paid Rs 10 lac). PC
supported by ITDA/ORMAS, PG supported by
OLM/ORMAS, OLM provided start up institution
building support of Rs.1.18 lakh

Members of Mayurbhanj Sabai Farmer Producer Comapny
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VRUNADAVAN PUSHP PRODUCER COMPANY
Jasmine growers of Jawahar in Palghar district of Maharashtra have developed
the small scale flower business model from production to market. Once the
base volume from cultivation, production and access to market was perfected
the growers group tried valued addition partnerships i.e. fragrance etc. The
group is starting to look options for higher production utilisation with low cost
mobile cooling and shipment options. The groups formed a producer company
and plan to provide end to end services of land preparation and agro-service
package. Many upland paddy farmers who otherwise migrate to labor to nearby
cities have been able to appreciate the business and started adopting it, made
the business to scale impacting the jasmine trade.
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Context and Background
Jawahar Taluka of Palghar District is a hilly land in
Western Ghats with limited or no irrigation
facility, and dominated by tribals. The inhabitants
cultivate upland paddy in rainy season and thereafter work as migrant labor in the nearby urban
areas of Nashik, Mumbai, etc.
Maharashtra State Rural Livelihoods Mission
(MSRLM) supported by BAIF-MITRA, a reputed
NGO and technical support agency, had been
working in this area to facilitate farm-based
income and alternative livelihoods to the tribal
farmers. Among many ideas generated as alternatives or supplement to the existing livelihood
options, floriculture was chosen and initiated as
an experiment to provide supplemental income to
the tribal population engaged in a single-season
low- productivity upland paddy cultivation. The
agency decided to test the idea with a select
group of farmers and started Jasmine cultivation
as a field laboratory experiment in 2004 and
continuously prototyped till 2008.
Jasmine growers of Jawahar taluka first started
the operation in 2008, and the business has now
spread to 18 villages of 53 hamlets, with 222
members consisting primarily of tribal farmers of
upland paddy. A producer company (PC) of the
growers was, however, registered only in 2017.
Now the PC has a member base of 523, spread
over 365 SHGs.
Details of Operations
After several field trials, the production and
package practices were standardised by 2008.
The farmers have been organised into groups
since the year 2008. Each of the chosen households cultivates 1,000 plants; the decision on
the size was made on the basis of the land available, family size and capacity of the household to
pluck the buds in the early morning hours before
the buds bloom as per their flowering cycle.
All farmer collectors deposit their jasmine buds
at the village collection points where they are
weighed, recorded and bulked. A person from
each of the village collection points transports
the buds collected in his village by cycle (motorcycle now) to the designated road collection points.
All materials received from the villages at the
road collection points are bulked into large poly
sacks and one designated person carries the
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same by State transport bus followed by local
train at Thane to Dadar and then by autorickshaw to the Dadar flower market. The entire
process of collection and transport follows a huband-spokes model, in which village collection
centres are the spokes and road collection route
forms the hub. The route chart is shown below:

Route Chart of Hubs & Spokes

Though there is competition from flower arrivals
from Bangalore cluster at Mumbai, Jasmine can
be sold in any quantity in Mumbai market.
Significantly, the valley of Thane, Nashik and
Palghar appears to provide a special fragrance to
the jasmine, and is much closer to the market
than the competitors.
Jasmine growers are paid full money with a
nominal deduction towards marketing charges.
Till 2016, the full support for the operations was
extended covering grower group formation,
training, computerised accounting, and other
technical and business development services.
The grower groups maintain records of individual
sellers and payments manually. There were no
deductions except Rs. 17 per kg towards marketing fee to take care of logistics expense. The
grower groups also have a philosophy of paying
the growers flower deposit accounts at village
collection points at the accepted quality level, no
matter how the market payments happen.
Except two Mumbai strikes wherein all the
flowers wasted, there has been no major fall out,
and the federation has paid full money to the
growers from the marketing fee pool.
Operational Challenges
The first and foremost requirement of the business is that the buds have to be plucked manually

torch, pluck the buds which are ready to flower
but have not flowered, in a very short span of
time, and take it to the village collection point.
The selection of buds is important, as opened
buds get into grade 2 (lower quality, fetching
hardly 50% of the value for superior quality buds).
This can happen at any time at collection points,
interim shipment by roadways/ bus, or even at
the selling point at Dadar.
This challenge of precision timing of collection of
flowers and making it to the market in the bud
stage has been addressed in a participatory way.
After the initial technical trials, field commercial
trials were experimented with on an end-to-end
basis (i.e. from cultivation to having money
through plucking of buds, collection, transport
and retail sale). BAIF-MITRA started working with
the farmer-growers and got the timing and
logistics evolved by 2008. Many prototypes and
trials had to be carried out by the farmers and
BAIF-MITRA before the timing and logistics could
be standardised. As the grower-farmers have
been a part of the prototyping and trial processes, they have internalised the intricacies of
the business.
Village Collection Centre
(Spokes); Road Collection Point (Hub)

every day at 4.00 a.m. from the shrubs/ plants,
and within a short duration, well before the buds
bloom into flowers. The quality of buds and its
aroma is linked to its plucking time and each
minute step is crucial to the success of the
business.
Jasmine growing is intensive and needs daily
attention starting from management of plantation to daily irrigation and daily plucking of the
buds. Jawahar taluk Jasmine arrivals are the
price determinants of Dadar market rate. Except
on one or two occasions of Mumbai strike since
the year of operation, the growers have, day in
and day out, positioned the flowers in time in
spite of several intermittent steps in the logistics involved. The commodity is highly perishable
and has a very short shelf-life, and therefore
needs to be transported to the market in the
quickest possible manner without damage. Over
the years and with training, the family members
are engaged in the selection and picking of buds
early in the morning by 4 a.m. with head light or

Every farmer, assisted by his wife and two children, is found to be able to pluck a maximum of 1
kg. of buds per day, fetching about Rs. 190/- per
day. The market potential is high, and the potential for the jasmine cultivators to earn income is
also quite high. However, the challenge arises
from the limited time and people available for
selection and plucking of buds. Since the time for
plucking cannot be extended, the primary issue is
trained human resource willing to rise and pluck
the buds every day at 4.00 a.m. to exacting
standards.
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The Vrundaban Jasmine grower's federation has
tied up with one flower trader and is running
business smoothly. It is planning to build partnership with fragrance extractors for the leftover or grade 2 flowers plucked by the growers.
Having a shop of its own at Dadar flower is a part
of the vision when the expansion happens to
cover the entire Jawahar taluka.
In addition, IIT, Mumbai has commenced trials of
the jasmine bud mobile freezer from farms to
collection centre (spokes and hubs).
Business Details
Currently, there are 6 collection hubs/ road
transit points, integrating the 14 village collection points (spokes). The producers are arranged
and expanded around this simple structure. New
growers interested in participating in the business get the planting material from old grower's
nurseries at pre-agreed prices.
Village collection points are the houses of lead
growers of the villages/ hamlets with one weighing scale and packing materials i.e. polypacks.
Growers around a spoke or near hub points are
encouraged to cultivate jasmine and engage in
collection. Planting materials and know-how are
transferred through community cadres in the
VOs.
During the period 2008-2017, the farmergrowers collected around 175 tonnes of jasmine
buds and sold in the flower markets through
partnered traders and generated a combined
turnover of about Rs. 3.11 crore.
Organisation, Governance
The newly registered body had its launch in
October 2017 and designated the CEO and new
board members. The 10 member of the EC
comprising the old growers remain in advisory
positions. The current operations are handled by
the CEO and the 10-member EC. All the EC
members are well trained in operations by BAIFMITRA in the business, and by BIRD-Lucknow on
producer company management.
Financing and Profitability
This is a self-financed operation with no working
capital requirement, as the money is received on
daily basis on the basis of arrival quantity at the
market, and transferred to the bank accounts of
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the grower-members on a monthly basis. Almost
all the market realisations are credited to the
growers, after nominal deduction for the
expenses incurred by the collection centres
towards record-keeping and risk mitigation. New
grower-farmers access their SHG credit for
developing the land and initial cost of plantation.
The net average realisation to the contributing
growers is about Rs.190 per kg as given in the
following table:
Year

Jasmine Bud
Sales in kg.

Total Amount
Realised (Rs)

2008

2,756.25

512,662

2009

3,445.31

661,500

2010

8,750.46

1,688,838

2011

16,842.65

3,267,474

2012

21,053.31

4,189,609

2013

25,277.05

4,673,358

2014

23,218.91

4,451,595

2015

28,743.65

5,361,950

2016

19,495.10

3,768,536

2017

26,034.85

5,460,058

Total

175,617.54

34,035,582

The details of jasmine flower bud sales volume and
marketing fee charged at the collection points of
the organisation over the period 2008-17 are
presented below:
Year

Jasmine Bud
Sales in kg.

Marketing fee
charged per kg. (Rs.)

2008

2,756.25

18.2

2009

3,445.31

28.6

2010

8,750.46

14.7

2011

16,842.65

12.9

2012

21,053.31

16.5

2013

25,277.05

16.5

2014

23,218.91

16.2

2015

28,743.65

11.5

2016

19,495.10

18.7

2017

26,034.85

16.0

Total

175,617.54

17.0

present, linked to existing supplier base of the old
growers.
Nursery has become a good business option for
old and established growers who manage nursery
size of 10,000 to 100,000 plants, and supply the
planting material from their existing jasmine
shrubs. The requirement planning is discussed in
the groups and ten nursery points are identified
to cater the expanding need.
The producers company was registered in 2017.
The special livelihoods program of DAY-NRLM
intends to scale in two districts i.e. the current
Palghar and Thane in 523 villages covering 3890
SHGs with 7567 members and annual expected
turnover of 5.87 crore.
The special livelihoods program aims to
strengthen the current work of
a. Collection Centres with additional equipment
and utilities i.e. plastic crates, tables, chairs,
secature, sickles, scissors, etc.;

New Business Units
The business started initially with organising the
growers to cultivate jasmine in low yielding upland
paddy. With the inclusion of new growers, the
following business units are under different
stages of conceptualisation or establishment:
•
Agri-input
•
Jasmine Nursery Supply
•
Jasmine Bud Collection and Marketing
The agri-input supply is still in the concept stage
and is creating retail centres. They are, at

b. Agri-equipment Bank needed for paddy and
land preparation like reaper, power tiller,
sprayer, weeding equipment, HTP battery,
rotovator, pumps, etc.;
c. Strengthening of nursery network i.e. one
nursery for 500 HH / 10-15 village cluster;
d. Strengthening of jasmine bud supply chain
through integrated cold storage and mobile
cold storages.
Other interventions like paddy yield enhancement, solar drying of vegetables are also planned.

Jasmine Producers
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4

SEED PRODUCER COMPANIES
Many Farmer Producer Companies (FPCs) were promoted during the operation
of District Poverty Initiatives Programmes (DPIP) in Madhya Pradesh, in partnership with National Agriculture Innovation Program (NAIP) at Jawaharlal
Nehru Krishi Viswavidyalaya (JNKVV), Jabalpur and under Madhya Pradesh
State Rural Livelihoods Mission (MP SRLM). Of these, the case deals with
three Producer companies i.e. Neshkala FPC, Guna, Narsingpur FPC, and
Bijawar FPC. All the three producer companies are involved in commercial
multiplication of high yielding varieties (HYV). The seed producers, the farmers/
crop interest groups have been provided with agricultural inputs and extension
services for enhancement of crop yield on a sustainable basis. Some of these
producer companies have ventured into own brand seed marketing, third party
seed production and have diversified into commodity procurement.
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1. Neshkala Crop Producer Company Private
Limited (NCPCPL), Guna
Context and Background
NCPCPL operates in four clusters spread around
30 km radius of Guna district headquarter block
area. The company was formed during the period
DPIP was in operation, and is engaged in agricultural business only.
Rationale
Guna district is an agricultural area, in which
there is a strong requirement for agricultural
inputs i.e. Seeds, and Agro-equipment to cultivate predominant crops. The presence of several
government and agriculture university seed
promotion programmes is visible as Guna is a
major grain production area. The farmers started
adopting the seed mini-kits supplied by the
Agriculture Extension programmes, and ventured into seed production programmes of
certified varieties because of good cultivation
practices. The releases of the varieties are done

through Krishi Vigyan Kendras (KVKs) with lead
farmers of the area following the layered production process i.e. Breeder seed, Foundation seed
and Certified seed. As this is multiplication of the
quantities of seed produced at each stage, the
KVKs concentrate on breeder seed and foundation seed supplies and involve diligent farmers for
certified seed production.
The PC has developed its activities in five block
clusters. Chachoda and Bhamori started initially
with 500 and 1,200 producers respectively; the
activities were expanded to Radhangarh and
Aaron with 100 and 600 members respectively.
NCPCPL was registered as a crop producer
company in 2006 with 10 shareholder members,
and has now 2,035 shareholders.
Description of the Business
NCPCPL has five broad activities as described
below:
1. Training and Extension activities to the
shareholder farmers, comprising:
a. Extension services for pre-harvest
technologies;
b. Use of balanced dose of fertilisers, proper
distance (RXR), seed rate, selection of
High yielding varieties
c. Post-harvest technologies
2. Seed production and marketing programme,
comprising bulk seed production of Wheat,
Soyabean, Gram and Pulses as given below:

Varieties Introduced
Crop

2008-09

2009-10

2010-11

2011-12

2012-13

2013-14

Wheat

HI-1531
GW-273

C-306,
Raj-3765,
GW-322

HD-2932,
HI-1544

GW-366

MP-1142, Raj-4037
MPO-1215

Mustard

-

Pusa bold

-

-

-

Gram

JG-315

-

JG-322

PKV-2

JG-11

Soyabean

-

-

JS-9560

-

-

Paddy

-

-

PS-4

-

-

Urad

-

-

-

PU-35

-

Arher

-

-

-

P-991

-

JG-63
JG-16

2014-15

2015-16

HI-1500

JW-3336
HD-2967

JAKI9218
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3. Commodity Programme, i.e. buying and
trading coriander, soyabean grains/ pulses in
bulk;

5. Agricultural Productivity Enhancement and
Support, comprising Responsible Soya
Programme, and Round Table Research on
Soya (RTRS).

Govt. Pulse Procurment Year 2016-17
(Under Price Stable Scheme)

S.No

Particular

Qty. (In Qtl.)

1

Gram

14058.00

2

Lentil

9000.00

3

Urad

3200.77

4

Tuwar

5200.00

4. Marketing and sale of agricultural inputs,
such as seeds;

These encouraged sustainable production
through demonstration, safe use of chemicals
and disposals of agrochemical containers, and
non-burning of crop residues.
Some details are given below:

Responsible Soybean Program
Particulars

2009

2010

2011

2012

No. of block Covered

1

4

4

1

No. of Village Covered

12

31

37

18

No. of CIG/SHG Covered

72

112

136

90

360

1240

1308

841

Area under the program (Ha)

682.4

1428

1962

1260

No. of approved producers

334

989

755

791

No. of Producers certified

334

989

755

791

Soya volume certified (in tons)

1329.43

2322.16

1773.56

1603.11

No. of Internal auditors

5

14

20

15

External audit result

Excellent

Excellent

Excellent

Excellent

Premium Distribution (Amount in Lakhs)

2.35

3.48

0.81

0.67

No. of CIG/SHG Members as Registered
producers

Operating Model
NCPCL identified and shortlisted seed producers
who follow the standard package of practice and
prescribed methods of segregation of seed
production. The seeds thus produced are collected in bulk and sent to seed processing centre
for cleaning, grading and lot making. The samples
are sent to state seed certification agency for
germination test and clearance and issuance of
lot certificates for open market sale.
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Narsingh Seed Brand

Seed Production Program Rabi Year 2017-18

S. No

Crop

Varity

1

Wheat

GW 273

2

3

4

5

6

7

Wheat

Wheat

Wheat

Wheat

Wheat

Wheat

Stage

Area in Ha.

Exp. yield in qtl

F/s

12.500

562.00

C/s

12.200

549.00

F/s

6.500

292.00

C/s

45.800

2061.00

F/s

7.100

319.0

C/s

13.000

585.00

F/s

7.500

337.00

C/s

20.800

936.00

F/s

7.000

315.00

C/s

7.500

337.00

F/s

1.200

36.00

F/s

8.000

360.00

C/s

10.300

463.00

GW 322

HD 2932

HI 1544

Lok -1

C 306

WH 147

8

Gram

JG -322

F/s

9.500

142.00

9

Gram

JG -315

F/s

8.000

120.00

176.900

7417.00

Total
F/s: Foundation Seed; C/s: Certified Seed

NCPCPL grew from a turnover of about Rs. 7.00
lakhs in 2006-07 to about Rs. 1,752 lakhs in
2016-17 with major contribution from Pulse
Procurement under SFAC price stabilisation
scheme. Apart from the bulk procurement
programmes like Small Farmers Agri-Business
Consortiums Pulse Price Stabilisation
Programmes in 2015-16, the seed production
programs is the sole and consistent contributor
in the top line and bottom line of the company as
described below:

Warehouse Facility
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Year-wise Company Revenue Break-up
Particulars 06-07

07-08

08-09

09-10

10-11

11-12

12-13

13-14

14-15

15-16

16-17

17-18
Dec
2017

Seed

5.178

8.730

35.93

62.90

92.33

83.86

112.32

190.43

122.26

162.86

152.83

130.58

Fertilizer

1.983

11.424

41.57

16.20

38.82

7.53

7.07

42.21

24.64

16.50

1.21

0.73

Pesticides

0.00

0.00

9.35

44.25

25.71

28.32

21.51

22.44

15.76

44.57

32.35

46.66

Machinery

0.00

2.924

1.74

0.29

0.50

0.00

0.00

0.54

0.04

0.03

0.01

0.00

Trading
(Coriander
&
Soyabean)

0.00

0.00

50.54

10.38

0.17

2.29

0.00

0

0

20.09

1566.16

13.17

Total

7.161

23.078

139.13 134.02

157.53

122.00 142.00

255.62

162.70 244.05

1752.56

191.14

Net Profit

-0.13

0.51

1.00

0.72

12.05

8.50

5.89

3.26

0.90

2.00

3.28

Financial Impact
Financial
Year

06-07

07-08

08-09

09-10

10-11

11-12

12-13

13-14

14-15

15-16

16-17

17-18

Turnover
(Lakhs)

7.16

23.07

139.13

134.02

157.53

122.00

142.00

255.62

162.70

234.78

1752.56

191.14

Net Profit
(Lakhs)

- 0.13

0.51

01.00

03.26

0.72

0.9

2.00

12.05

8.50

7.16

5.89

Trading of Coriander and Soyabean provided good business in 2008-09 and 2016-17; however, these
businesses, being very volatile, did not produce consistent results.

Share Holder Demand & Supply

C.E.O

Produc on/Marke ng
Manager

Service
Provider

Plant cum Godown
Finance
Sales Point cum
Collec on Center

Service Provider

VDC

SHG (Company Share Holder)
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Financing
Due to the nature of the business, significant
working capital is borrowed from commercial
banks with interest. NCPCPL raised and repaid
loans from FWWB (Rs. 48 lakhs); LAMP Fund
BASIX (Rs. 15 lakhs) and IDBI (Rs.85 lakhs)
Because of the high level of working capital
borrowings, there has been consistent erosion in
profitability as a percent of turnover.
Marketing
The brand of seeds, Neshkala, is sold directly to
member-farmers. However, the PC packs and

supplies third party brands like Fosco to Madhya
B h a r a t Fe d e r a t i o n o f Fa r m e r P r o d u c e r
Organisations.
Member Benefits
The general shareholder members (other than
seed producers) get various benefits like seed
variety promotion subsidy and transportation
subsidy. Seed producers get Seed Buy Back
Premium and Round Table Soya (RTRS) Premium.
A total of Rs.66.89 lakhs was disbursed during
the period 2008-13. During 2013-18, a sum of
Rs.20.28 lakhs was disbursed as detailed below:

Benefits to Shareholders
Particulars

2013-14

2014-15

2015-16

2016-17

2017-18

Recei
ved

Distrib
ution

Rece
ived

Distribu
tion

Recei
ved

Distribu
tion

Recei
ved

Distribu
tion

Recei
ved

Distribu
tion

Transportat
ion

-

2.21

-

1.74

-

0.75

-

0.50

-

1.64

Seed
Subsidy

-

-

-

-

-

-

-

-

-

-

Seed buy
Back
Premium

-

3.45

-

3.02

-

2.25

-

1.43

-

3.29

RTRS
Premium

-

-

-

-

-

-

-

-

-

-

Total

-

5.66

-

4.76

-

3.00

-

1.93

-

4.93

Risk Assessment
The major risks in the business are the change in
cropping pattern and the heavy price differential
between seed sale and grain sale. NCPCPL tied
up with private seed manufacturers like
Krishidhan Seeds to act as third party producer
during 2006-2008. However, because of the
restrictions imposed by private seed marketers,
the business moved to government-backed High
Yielding Varieties programme and packing the
seeds marketed under own brand.
Organisation
NCPCPL has a well-dedicated team with clearcut roles and responsibilities. The business
divisions are headed by managers i.e. Seed

Production, Marketing (comprising agri-input and
seed sales), and accounts staff. The Agro Service
Centre has a dedicated counter salesman. The
seed processing centre-cum-godown also has a
dedicated operations person. During the peak
periods, the operations persons are supported
by field teams on deputation.
Governance
The organisation started with 10 member with a
total paid-up share capital of Rs.1.00 lakh and
has later raised the share capital to Rs.4.02
lakhs. NCPCPL received a capital grant of Rs. 25
lakhs by the time DPIP was getting closed. The
CEO heads the PC and reports to the Board of
Directors and Advisory Committee.
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Some strengths of the organisation are:
a. Steady team and Leadership
b. Neshkala Producer company as a brand
c. Involved and active board members
d. Infrastructure like seed processing
equipment and a godown of 2,000 tonnes
capacity.
Support Agencies and Linkages
Since its launch, the company has partnered with
agencies, such as Krishidhan Seeds a private
seed marketing company, Solvent Oil Producers
Association (SOPA) who are active in Soyabean
promotion, RTRS – Responsible Soyabean

Program, Kellogg Foundation, TechnoServe (TNS),
Madhya Bharat Consortium of Producers companies, Small Farmers Agribusiness Consortium,
JNKVK etc. Many of these partnerships were
anchored during DPIP and NAIP.
Remarks
The other two seed Producers Company visited
have similar kind of seeds production and marketing as major operations and added other businesses as the opportunity came with respect to
their area. The operations are of different scale
and intensity. Some of the comparisons are as
below:

Sl.
No

Themes

Neshkala
(NCPCPL

Narsinghpur
(NFCPL)

Bijawar
(BPCL)

1

Warehouse Management – Profit
Share

No

No

Yes

2

Agri-Input Retail Store

Yes

Yes

No

3

Organisation HR - Leadership

CEO

CEO

In-Charge
CEO

4

Start Up Capital

Yes

Yes

No

5

Technical Support Agency
(Techno Serve)

Yes

Yes

No

6

Origin Agency

-

-

ASA

Warehouse Management on Profit Share: The
godown business of BPCL has rental arrangement for the fxed capacity as well as profit
sharing arrangement with 'Arya Collateral
Management Agency – A solution provider for
Warehouse Receipting'.

2. Narsing Farmer Crop Producers Company
Private Limited (NFCPL), Narsinghpur
Narsingpur district and clusters are agricultural
zones with pre-dominant field crops. Started
with 200 SHGs with a base of 2872 growers in
2006 the operation progressed to six clusters
i.e. Gosein, Narsingpur, Kareli, Golandra, Chikdi &
Pipli. NFCPL registered as a crop producer
company in February 2006.

Agri-input Retail Store: BPCL, Chatterpur does
not have a dedicated agri-input store or focus in
agri- input business. Unlike the NCPCPL, Guna
and NFCPL, Narsinghpur who have agri-input
business, dedicated stores, could attract
attention of the Syngenta (a leading input supplier) CSR (Syngenta Foundation- SF). The SF
supported to strengthen the Farmer Producer
Company in partnership with DPIP and engaged
Technical Support Agency (TechnoServe).

NFCPL has five broad activities. Training and
Extension activities to the shareholder farmers;
Seed Production and Marketing Program;
Commodity Trading of food grains; Agricultural
inputs marketing and sales, Agricultural
Productivity Enhancement and Support

Organisation Leadership: NCPCL and NFCPL
have CEOs who are old team members promoted
by their respective Board of Directors.

Others are community based produces marketing efforts like i.e. soap, phenyl. These are under
testing phase.
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Seed Production and marketing is the main
business of NCPCPL. Apart from the bulk procurement programs like Small Farmers AgriBusiness Consortiums Pulse Price Stabilisation
Programs in few years the seed production
programs is sole consistent contributor in the
top line and bottom line of the company.
NFCPL financials are as below:

Items

FY 2015 - 16 FY 2016 - 17

Turnover

96.00

147.00

Gross Profit

07.30

1.81

Net Profit

02.37

0.95

Due to the bulk nature of the business significant
working capital is borrowed from commercial
banks with interest. NFCPL raised and repaid
working capital loans from FWWB; Samunnoti
Finance and SFAC Credit Guarantee Scheme.
Because of the high level of working capital
borrowings and market rate of interest pay outs
there are quite erosion in profitability. Own brand
(Narsing) of seed sold directly to member farmers; Packing and supply for third party brands like
Fosco of Madhya Bharat Federation of Farmer
Producer Organisations.
General shareholder members (other than Seed
producers) get various benefits like Seed Variety
Promotion subsidy, Transportation subsidy. While
Seed producers get Seed Buy Back Premium,
Round Table Soya (RTRS) Premium.
The major risk in the business is change in cropping pattern. There is a heavy price differential of
seed sale and if that does not happen it goes as
grain. NCPCPL tied up with several private seed
manufacturers initially but of limited success.
However, because of the restriction imposed by
private seed marketers, in the further years the
business has moved to government backed High
Yielding Varieties program and packing of seeds
marketed under own brand.
NFCPL has well dedicated team with clear cut
roles and responsibilities. The business divisions
are headed by managers i.e. Seed Production,
Marketing (includes agri-input and seed sales),
and staff functions of accounts. The Agro Service
Center cum Processing Center Cum Godown

(1500 mt) has dedicated counter sales man. The
seed processing center cum godown also had
dedicated operations person. During the rush
months the operations persons are supported by
field teams on deputation. The organisation
started with Rs.2.89 Lakh share capital and
later not raised further share capital. There has
been a steady executive team at NCPCPL since
the formation during DPIP project days and while
the project i.e. DPIP was ending NCPCPL
received a capital grant of 25 Lakhs. CEO heads
the staff and reports to the 8 Board of Directors.
Since the launch of the company there have been
partnerships with Mahyco Seeds a private seed
marketing company, Solvent Oil Producers
Association (SOPA) who are active in Soyabean
promotion, RTRS – Responsible Soyabean
Program, Syngenta Foundation, Kellogg
Foundation, TechnoServe (TNS), Madhya Bharat
Consortium of Producers companies, Small
Farmers Agribusiness Consortium, JNKVK etc.
Many of these partnerships were anchored
during project DPIP and NAIP.
3. Bijawar Producers Company Limited
(BPCL), Chatterpur
BPCL operates in the Chatterpur district headquarters block area Bharatpura clusters and
spread around 25 km radius. The company has its
origin from DPIP program days and nurtured by
Action For Social Advancement (ASA) till 2016.
Chatterpur district is agricultural zones with
pre-dominant field crops have good potential of
agricultural inputs i.e. Seeds and AgroEquipments.
BPCL has four broad activities as described
below:
• Training and Extension activities to the
shareholder farmers:
• Commodity Program i.e. buying and Tradin
• Seed Production and Marketing Program:
Bulk seed production as below:
Crop

à

Quantity in MT

•

Gram

Tuar

Urad

Lentil

140

5.2

32

90

Outsourcing of Godown management: BPCPL
worked out with Arya Commodities Collateral
Management Company for using its 500 Mt
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godown on fixed rental and profit sharing on
operations basis. Agencies such as Arya
provides quality testing, storage and warehouse receipting services to commodity
exchanges, NAFED, NCDEX, MCX etc.
BPCL grew from Rs. 27 Lakhs turnover in 2006/7
to Rs. 87Lakhs in 2016/17 with major contribution of Grain Pulse Procurement of SFAC price
stabilisation scheme. Seed Production and
marketing is the main business of BPCL. Apart
from the bulk procurement programs the seed
production programs is sole consistent contributor in the company business operation.
Trading of Groundnut and Soyabean provided good
intermittent business, however these businesses being very volatile did not continue to that
extent in subsequent years.
BPCL did not get the 25 lakhs producer company
start-up money supported by Small Farmers Agri
Business Consortium (SFAC) like few other
producers company. Hence, operates on its own
funds from inception. Due to the bulk nature of
the business significant working capital is borrowed from commercial banks with interest.
BPCL raised and repaid loans from SFAC Credit
Guarantee Scheme as well as public sector
banks.
Own brand (Dharti) of seed are sold directly to
member farmers, open markets; Packing and
supply for third party brands like Fosco of Madhya
B h a r a t Fe d e r a t i o n o f Fa r m e r P r o d u c e r
Organisations also provides additional business.
General shareholder members (other than Seed
producers) get various benefits like RTRS, Seed
Variety Promotion subsidy, Transportation
subsidy. Seed producers get Seed Buy Back
Premium. These are executed by district agriculture office in job order basis with BPCL.
Relationship with Department of Agriculture
helps in absorbing quantities in Seed Mini-Kit
program.
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BPCL team also devised partnership with ITC
–Wheat Grain procurement program to get
better price as a stop gap. Wheat seeds, once in
surplus bulked into grains and sold to branded
players to realise better price than normal grain
mandi price.
BPCL has well dedicated team with clear cut
roles and responsibilities. The business divisions
are headed by managers i.e. Seed Production,
Marketing (includes agri-input and seed sales),
and staff functions of accounts. The seed processing center cum godown also had dedicated
operations person. During the rush months the
operations persons are supported by field teams
on deputation.
The organisation nurtured by ASA and MP SRLM
through a lot of trainings to the key staff on
running the company. All financial, HR manuals
are available. The leaders have also been trained
on the functioning of the company, statutory
requirements.
CEO heads the staff and reports to the 10 Board
of Directors and Advisory Committee. Currently
there is no CEO and the accounts officer is the
designate CEO till new recruitment happens. Till
such time the interim CEO is through an interim
secondment adviser from ASA.
Some of the organisation strengths are: a)
Dharti seeds brand of the producer company ; b)
Involved and active board members; c)
Infrastructure like own seed processing equipment's, Generators and 1500 mt purchased
godown
Since the launch of the company there have been
partnerships with Indian Potash Limited (IPL),
KRIBHCO, Krishidhan Seeds - a private seed
marketing company, Solvent Oil Producers
Association (SOPA) who are active in Soyabean
promotion, Madhya Bharat Consortium of
P r o d u c e r s c o m p a n i e s , S m a l l Fa r m e r s
Agribusiness Consortium, JNKVK etc.
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MAHILA VIKAS SAG SABJI SAHAKARI SAMITI
Bastar, Chhattisgarh is one of the tribal dominated districts in India with low
land holding of 2 to 5 acres per farmer. Paddy, maize and vegetable is the main
crop cultivated in this area. However, yield levels are lower as well as farmers do
not get the potential price for their produce. In this context, an intervention to
support the farmers realise better value for their vegetables produced was
implemented under Mahila Kisan Sashaktikaran Pariyojana (MKSP). Two cooperative societies were formed involving women farmer SHGs in Bakawand block to
take up the activities of sustainable vegetable production and retailing activities. Here, one of the main objectives of the interventions was to establish
enhanced price realisation and enable them to save a portion of the profit. This
sought to eliminate the kochiyas (middlemen) through establishing direct retail
linkage with consumers.
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1. Rationale for Formation
a. Assessment of potential
Vegetable consumption in rural as well as urban areas is on the growth path. Also there
remains a preference for organic vegetables or pesticide free vegetables as a means to ensure
the quality and safety of food consumed.

Increasing trends for area, production, productivity and per capita
availability/consumption (g/person/day) of vegetables in India1

b. Scope of intervention of the business
Jagdalpur is the nearest market where
vegetables grown in Bastar are being
supplied by the farmer producers. Sanjay
market is popular where people purchase
vegetables in Jagdalpur city. No modern
retail system has been started in the city.
So, it was inferred that there could be an
opportunity to supply vegetables in the
city through a retail store. It was envisaged to have better facilities than the
existing market as well as provide organic
/ chemical free vegetables which is positioned as healthy food.
The city and its neighbourhoods are
witnessing important industrial development interventions. For instance, NMDC
is setting up large scale green-field steel
plant near Jagdalpur. This would create a
city with a large population which would
require vegetables in large quantity.
c. Benefit and impact to members
Farmers are expected to save the margin
given to the middlemen, which will be
either passed on them directly after sales
of vegetables or will be retained by the
cooperative which could be distributed
later on.
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The formation of farmers' market was
expected to provide an alternate market
for the vegetables produced by the farmer
members. Thus, it will give some kind of
bargaining power to the farmers while
negotiating prices with kochiyas (middlemen). This market was planned to pay the
price of vegetables supplied by farmers on
the same day itself. This was contrary to
the existing method of selling at a credit
to the middleman.
2. Description of the Business
a. Area of operation
The focal point of this business is the
farmers market named as Harihar Bazaar
set up in the heart of Jagdalpur. This
market complex is comprised of a retail
store, warehouse and a cold store.
Vegetable growing villages of the two
Farmer Producer Organisations (FPOs)
are within 30 kms distance from the
market. Mahila Vikas Sag Sabji Sahakari
Samiti (MVSSSS) is one of these two
FPOs and managing the Harihar Bazaar.
The other FPO Nai Disha Sag Sabji
Sahakari Samiti (NDSSSS) is also actively
involved in the operation of the running
this bazaar.

b. Operating model
The operating model of this intervention
aims to establish a robust supply chain for
vegetables and capture value at each
stage of vegetable production and marketing.
Inputs:
Organic manure and pesticide
(Handikhata and Jeebamruta) were be
promoted in a focused manner towards
reducing the input cost substantially and
be sustainable in the long run. Women
farmers were provided with kits for
processing organic manure and pesticides. However, seeds are purchased by
farmers themselves.

Planning and aggregation of vegetables
Harihar bazaar management decides
what vegetables and what quantity to be
procured for next day and asks their
coordinator to aggregate those vegetables from the member farmers.
Accordingly, the coordinator aggregates
the vegetables and keeps in his home in
the evening of the day before or in the
morning of the day when it is going to be
sold in the bazaar.
Member farmers prefer to supply the
quantity demanded by Harihar bazaar first
and surplus to Sanjay market or any other
middlemen.
Transport

Women Farmers Preparing Organic Manure & Pesticides

Though, farmers are encouraged to use
own saved seeds,
normally farmers
preferred to buy popular hybrid seeds to
grow the vegetables.

The FPO is being provided with a mini truck
for transportation purpose. Aggregated
vegetables by the coordinator are loaded
by the women farmers or their family
members to be transported to Harihar
bazaar in the morning. It starts from
Baniyagaon at7:00 – 8:00 AM and
reaches at the market at around

Production:
Farmers prepare their field and grow
vegetables with agronomic support
provided by MKSP team for higher yield of
quality vegetables. Under MKSP project,
support in this regard was provided
through Panchayat Resource Persons
(PRPs) and Community Resource Persons
(CRPs).
Harvesting and selling
Farmers harvest when their crop is ready.
After harvesting initial cleaning and
grading is done by them which will be
supplied to the market.
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Storage of unsold vegetables for the day

9:00 – 10:00 AM. Unloading of vegetables
at Harihar BazaarDisplaying for sale in the
store.
After arrival of the vegetables, stock is
unloaded by the farmers themselves and
being weighed for recording. After weighing it is arranged in the store for sales.
Sales
Sales to consumers take place thereafter
and it goes till 7:00 PM in the evening.
Sales in weekend are higher comparing to
week days.

Unsold stocks during the day is being
collected and kept in the warehouse or
cold storage which will be brought next
day for sales again.
c. Pricing and payment to members
Initially when the bazaar started, pricing
was little higher than Sanjay Market
considering the organic nature of the
vegetables. However, when the stocks
didn't move as expected course correction was done and now the vegetables are
priced competitively comparing to the
local market and it really helps the farmers. Similarly, price paid to the farmers is
1 Rupee more than the market price that
of being sold to traders in the local market. But it is important to note that
payment is made at the end of the day the
vegetables are procured.
d. IT systems
Though it is planned to have IT systems in
place, it is yet to be done. However,
members use smart phones to communicate each other through voice call or sms.

Unloading of Vegetables at Harihar Bazaar

3. Business Model of the Enterprises

Local Market
les
etab

Veg

Vegetables

Harihar
Bazaar

Farmers

In
Ve put
ge
ta Supp
ble
o
De rt,
ma
nd

Vegetables
Consumers

FPO

a. Feasibility – viability, profitability, sustainability
Success of this business model depends upon the demand for vegetables from the Harihar
bazaar. Till there will be consumers purchasing vegetables, the linkage to farmers will work and
this model will work to sustain itself.
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Initial months' figures show that the market is doing profitable business.
Period

Nov 2015 to March 2017 (Rs)

April 2017 to Feb 2018 (Rs)

Sales

13,50,776

20,92,270

Profit

1,22,827

1,03,622

The FPO is anticipating the addition of other products in their portfolio in future which will
provide a higher turnover and act as a risk mitigation measure if one category fails.
b. Business strategy and plan
Current strategy is to maximise the business from
Harihar bazaar and plans are afoot to open more
bazaars like this in the city. Also, home delivery and
supply to other markets are planned to be taken up in
future. With the support of Bastar Swak
Mandal(BSM), business plan for two years has been
prepared already.
c. Margin and revenue model
Sales realisation from vegetables is the main revenue
source as of now. However, as discussed above, other
products are likely to be added in future. Already, they
have started selling processed millet-based products
from another FPO. Gross margin from vegetable sales
is estimated to be around 20% on an average. But net
profit could be much less after taking into account the
expenditures.
4. Financing
a. Finance mobilization
Though membership fee of Rs 125 from each member farmer have been collected, it was not
sufficient to run the business. So, support from SRLM and NABARD helped in running the
business.
b. Working capital, investment capital
There was a sanction of Rs. 22500/- from SRLM under MKSP programme was given for working capital towards business promotion. Also, NABARD had provided Rs 25000/- as working
capital support to the FPO.
For setting up the Harihar bazaar, cold storage, furniture and purchase of transport vehicle
FPO got the investment grant from SRLM, District Mining Fund (DMF). These financial support
details are as given below.

Asset

Sponsoring Agency

Amount (Rs)

Bazaar – Infrastructure renovation

District Administration

NA

Weighing Machine, Furniture and Fittings District Administration

10,00,000

Cold Storage

CREDA / Horticulture Dept. 14,00,000

Transport Vehicle

District Mining Fund

10,80,000
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5. Marketing Strategy and Plan
Harihar bazaar was opened with fanfare and
honourable Chief Minister of Chhattisgarh
inaugurated it. This has created a buzz in the
city and people became aware about the
launching of this vegetable mall. Also, promotion through marketing leaflets was done by
the FPO through newspaper insertions. FPO
depended much on word of mouth advertisement rather than spending much on advertisement for marketing.

aggregating the demanded materials from
the farmers on a part time basis.
One important function missing is that of
accounting of the business on a regular basis.
It is therefore envisaged to have a regular
accountant to take care of the day today
accounting.

6. Profit Distribution
As per the cooperative law profit of the
bazaar will be distributed equally among the
members of the FPO. It has not been distributed till now as auditing of accounts are not
completed.
Though the bazaar is being managed by
MVSSSS, other, FPO, NDSSSS is also
actively involved here. So, profit will be distributed among the members of both FPOs.
Cold Storage

7. Risk Assessment and Mitigation
Vegetables being perishable in nature, the
wastage are expected to be up to 20% from
harvesting through transportation, storage
and display at the sales counter. To minimize
the loss, unsold vegetables are stored in the
cold storage in the evening. Daily planning is
made based on market information, so that
excess stock is not being brought to the
bazaar and prevent possible loss.
Insuring of assets from unexpected damage
is planned to be done in future which is not
done at present.
8. HR Structure of Producers' Enterprise
Currently the number of employees running
the business is small. So, there is no such
defined structure of human resources. CEO is
managing the overall business.
Two employees are working in the stores who
are women farmer members of the FPOs.
These women are also the presidents of
societies.
There is one more helping hand in the store
that generates and provides market information. Also, in the village a coordinator helps in
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9. Governance of Producers' Enterprises
There are 11 directors in the Board of the
cooperative society. President Ms. Shanti
Nag conducts the meeting regularly. Also,
they get support from BSM in decision
making. The Board meets once in a month
and attendance is observed to be more than
75% in each meeting. Board takes decision in
formulating the monthly plan as well as other
activities to be carried out.
The FPO leadership is motivated to take the
business ahead with determination. Family
members, mostly spouses of the women
farmers who were managing the business
earlier support the BoDs. Issues on transparency and integrity have successfully been
taken care by the Board. It is reported that
those issues are being sorted out now and
the members have full faith in the team
managing the business. The FPO keeps all
the relevant records like members register,
directors register, minutes of Board meeting,
cash book, sales register, asset register,
dispatch register. However, it would be
desirable to have an IT system in place which
can take care of records.

As both the FPOs (MVSSSS & NDSSSS) are
working together, it is further desirable to
have separate accounting of each of the
organisations to avoid any disputes in future.

skills to run the FPO. These trainings have
really improved the confidence level of the
team and empowered them to take up future
challenges.

10.Training and Capacity Building
Trainings on various skills were given to the
members as well as the managing team.
Under MKSP, BSM had imparted training on
sustainable vegetable production practices
to the member farmers.

11.Support Agencies and Linkages
District administration and SRLM had
supported in providing the infrastructure,
funding and necessary encouragements for
setting up the business. It was the district
administration which helps in providing the
site for establishment of the Harihar Bazaar.
An old dilapidated school was renovated for
this purpose.

CEOs and Board members were given training
for leadership development and management

SRLM team works in ensuring necessary
budget, sanctions, providing resource persons to successfully implement the
programme. Also, funding from NABARD and
DMF are sources in getting important assets
and working capital.

President - Ms. Shanti Nag

BSM the implementing NGO of the MKSP
project had worked with the farmers from the
beginning. They have helped in registering the
society, training to the farmers, facilitating
setting up of the bazaar and initially running
the business. BSM had successfully provided
hand holding services.
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MAHARASHTRA - SAMRUDDHI COMMUNITY
MANAGED RESOURCE CENTRE (CMRC)
While there are struggle of power and locus of control in federated community
institutions, role duality there few successful ones to overcome it. Here is an
example of Samruddhi – CMRC, Maharashtra, who perfected the role of cluster
federation as resource center who scouts opportunities of livelihood enhancement services, shortlists it, runs the prototype along with handholding the
Village Organisations to implement the pilots while they remain the process
builder. The build-operate-transfer has led to scale up the services and grow
the business organically around farmer grower households i.e. Agro Service
Centre, Agro-Equipment Bank, Poultry Business and Harit Vahan. While business is growing and cost efficiencies are setting in they have also been able to
intervene in community health and sanitation, employment generation, rights &
awareness activities.
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Context for the Enterprise
Samruddhi Community Managed Resource
Centre (CMRC) is a non-profit society formed in
April 2011 (1860 MAH/1091/ID THANE & Public
Trust 1950-F/25122/THANE) at Shahpur Taluk of
Thane district of Maharashtra. The Women's
Development Corporation of Maharashtra
[Mahila Arthik Vikas Mahamandal (MAVIM)], an
apex body of Maharashtra promoted CMRC under
Tejaswini programme. MAVIM had started organising the SHGs in savings and credit operation
since April 2015, which has now transformed
into a Federation of 331 SHGs organised into 23
Village Organisations (VO) in radius of 25 km with
a member base of 3,972. The federation is now
known as Samruddhi-CMRC.
The primarily occupation of this area is agriculture; naturally, the area is dominated by farming
community belonging to OBC. The community
depends upon seasonal paddy cultivation for its
income and livelihood. As a result of the seasonal
nature of agricultural crops cultivated in this
place, there is heavy migration to nearby Mumbai
and its suburban areas for labour.

business to understand the profitability and
other implications. It thereafter develops systems and processes for effective and efficient
delivery of services, and execution of the interventions by VOs and planning and
operationalisation by SHGs, and provides on-the
–job training to VOs and SHGs for assuming
further responsibility and managing their businesses independently. CMRC ensures the adherence of the VOs and members to systems and
processes. CMRC charges the VOs and individual members for the professional support provided by it. In a way, CMRC operates on a buildoperate-transfer model and scales up the entire
mechanism.
Following the success of the above model
adopted by CMRC for the Agro Service Centre, it
has added three more business wings/ verticals
in respect of the following activities facilitated by
UMED Maharashtra State Rural Livelihoods
Mission (MSRLM):
1. Agro-equipment Bank
2. Poultry for Micro-Livelihoods
3. Vegetable Collection and Marketing

After the establishment of basic structure and
the training of community cadres, CMRC ventured into economic activities to enhance the
livelihoods of members. An internal survey carried out by CMRC led to the conclusion that
agriculture intervention was the most necessary
and preferred one among the members, as the
members' main constraints were lack of reliable
and timely availability of agricultural inputs for
the paddy crop.
Brief Details of Enterprise
CMRC started working with the group institutions as a business entity and facilitates areawise crop-based end-to-end services, ranging
from inputs (seeds, fertilisers, chemicals,
equipment, finance, extension) to interaction
with external consumers/ markets for market
intelligence and sale of products and services.
CMRC started its business by floating the Agro
Service Centre, a business wing dealing with
seeds, fertilisers and crop protection chemicals
business. The members of CMRC are growers as
well as captive consumers. CMRC first experiments with pilot interventions in respect of every

Agro - Equipment at the Center

Agro Service Centre
The members who are specifically interested in
farm input based interventions have a retail
store-cum-godown. The cumulative turnover in
last three years is around INR 20 Lakhs. Along
with this, the members have also had the benefit
of extension services from a couple of private
input supplier companies like Indian Potash
Limited and Rashtriya Chemicals & Fertilisers. All
these have been of benefit to the membergrowers by way of savings in cost of production,
and increase in productivity. Further, the promo-
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tion of the System of Rice Intensification (SRI)
has also helped immensely.
The community cadres hold group meetings with
the member- growers at the beginning of every
crop season, facilitate crop planning, forecast
input requirements and make order sheets. They
collect token advance from the members and
aggregate the same at the levels of the VO and
cluster. It is significant to note that members

agree to pay token advance money; they also
agree to forfeit the advance money if they do not
lift the stock as ordered. The details of payment
of token advance and conditions for forfeiture are
uniformly documented at group and VO levels, and
are being strictly adhered to. The community
cadres have gone through innumerable rounds of
the process over the years, and have perfected
the process to ensure that the planning in the
institution is fool-proof.

A few details of the business are presented in the following table:
Particulars
Quantum of
product sold
Tonnes

FY 15-16

FY 16-17

Seed

Fertilizer

Total

Seed

Fertilizer

Total

Seed

Fertilizer

Total

14

40

54

24

70

94

22

30

52

FY 15-16
Particulars

FY 17-18

Seed

Fertilizer

Purchase
700000 529770
Amount Rs.

FY 17-18

FY 16-17
Total

Seed

Fertilizer

Till October 2017
Total

Seed

Fertilizer

1229770 1385231 1065000 2450231 1398195 595000

The core team members keep themselves open to
information, opportunities, and innovations. They
have an annual target-setting process, which
they carry out every season because of agriculture-crop situation. The leadership team keeps
exploring newer ideas, and innovates continuously to make the organisation and members
strong as in the other businesses, viz. poultry,
agri-equipment, and custom hiring. As a further
example, the leaders have been learning about
the cultivation of jasmine in upland paddy areas,
and paddy grain marketing.
The agricultural interventions has boosted
member confidence, and streamlined many
systemic issues like forecasting of input requirements well before the cropping season, collection
of advance money in part to book the fertiliser,
seeds, chemicals, etc. These practices have also
smoothened the supply chain and resulted in
working capital optimisation. The initial successful rounds of input business put the institutional
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Total
1993195

operation into self-confidence, greater clarity of
roles and responsibilities of community cadres,
utilisation and flow of money, keeping computerised records of transactions, etc., all of which
are essential ingredients of any business organisations. Also, the partnering companies, banks
and Financial Institutions (FIs) have confidence in
the robustness of their ability to handle business. Further, internal leaders have emerged and
assumed responsibility for the core functions of
the organisation.
CMRC is of the opinion that these practices have
been a primary reason for its sustainability,
especially in the high investment, low margin agriinput business over the years. Though this does
not really add much to its profit, the whole
organisation has developed a high level of confidence for successfully managing in the market in
competition with established private traders; it
has also earned good reputation amidst its
stakeholders.

Business Expansion
With the evolution of the organisation and its
reputation, it started getting requests for
undertaking large convergence programs of the
Department of Agriculture, and ventured into the
following new lines of business:
1. Poultry
2. Agro Equipment Bank and
3. Harit Vahan (Vegetable supply to Mumbai
market).
With the development of four business verticals
with the support of the core competencies,
CMRC used its skills and internal accruals to
mobilise funds from commercial banks for working
capital requirements.
Each of the strategic business units has been an
interesting journey for CMRC.

Poultry Business
The activity is facilitated by CMRC and executed
by VOs. It started with the involvement of 31
SHGs / 261 members in the 11 micro livelihood
plan of Poultry business, and the activity now
covers 41 MLPs with 1,051 members. The
Mother Breeder Unit covers 24 SHGs with 270
member as the base for Egg Production,
Hatchery, Day Old Chicks Sale, and Feed mix
formulation for internal consumption.
Agro-Equipment Bank
In tune with its policy of agricultural interventions, CMRC mobilised the custom hiring centre
from the Dept. of Agriculture. They first operated
it on a pilot basis and developed the incomeexpenditure model. CMRC now facilitates five
units managed by the VOs. CMRC prepares the
project proposal, monitors income-expenditure
record and earns commission on the net income.

Typical Annual Income – Expenditure Statement of One Agro Equipment Bank

Sr.No

Machinery*

Hired Out @

Income
through Hiring
out charge

Expenses

Net
Profit

CMRC
Margin

1

Mini Tractor

Rs. 500 per hour

81,000

45,500

35,500

1,775

2

Rice Trans
planter

Rs. 800 per hour

180,000

16,400

163,600

8,180

3

Rice Harvester

Rs. 3,500 per
acre

190,000

22,400

167,600

8,380

4

Diesel Pump (2)

Rs. 2,000 per
season

8,000

-

8,000

400

5

Threshing
Machine

Rs. 800 per day

58,000

-

58,000

2,900

6

Sprayer

Rs. 20 per day

4,000

-

4,000

200

7

Cono Weeder

Rs. 500 per day

5,000

-

5,000

250

526,000

84,300

441,700

22,085

Total

*One time grant of 2,50,000/- for purchase of approved specifications and from empanelled supplier;
• Expenses on Diesel pump and Threshing machine are to be borne by the users.
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Harit Vahan (Vehicle for Vegetable Marketing)
In 2016/17, twelve SHGs, comprising 172 members, formed themselves into a group for cultivation
and marketing of vegetables under a programme for which the Department has provided vehicle for
transportation of vegetable produce to the market. All operating expenses of the vehicle management
are taken care of by CMRC.
Others
With a view to enhance its image as well as fulfil members' social needs, CMRC has strategically
brought in programmes such as marketing of sanitary napkins in health /sanitation work,, Financial
Literacy, Legal Awareness, Drudgery Reduction, etc. into its portfolio. All these programs are
operated on cost recovery basis.
Business Model
CMRC earns fees on each credit linkage, loan facilitation, SHG services and has put the VOs as front
ends for the execution and management of business verticals. This has helped the VOs to manage
their operations in a viable and successful manner, and has augured well for CMRC to engage itself in
business development.

The fees for various services extended by MRC are as follows:

Items
General
Institution
Business

Charges

Scope of Service/
Remarks

SHG service charge

Rs. 1,000/- per annum per
SHG

SHG auditing, Record
keeping, SHG rating
services.

Member Fee

Rs. 50/- per annum per
member

Member credit data
management.

Revenue Lines / Work

Higher service
charge from nonCMRC members.
Financial
Institution

Linkage Fee for
documentation

1% of the disbursed
amount

Linkage with ICICI
Bank, IDBI Bank.

Repayment fee for
follow up and timely
payments

1% on repayments

Rs. 14.6 cr. of
cumulative SHG Bank linkage

Micro Livelihood
Plan
Entrepreneurial
Development &
IGA

Poultry activities, Harit
Vahan

2% on margins

Total convergence of
Rs. 23.50 cr. though
various government
grants.

Management Fee

Agro Equipment Bank

5% on margins

Rs. 2,000/- for one
livelihood convergence

CMRC has been adding year on year surplus in its book and has Rs. 25.53 Lakhs of its own as
cumulative surplus tiil the end of FY 2016-17.
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Profitability and Sustainability
Year after year, CMRC is able to generate not only
income surplus over expenditure but also manage
their expenditure well below planned budget by
rationalisation of roles and responsibilities of
community cadres, and makes variable commission-based payments above fixed salary arrangements. Sustaining the team, operations and
capital has been the strong forte of CMRC
operation. Other incomes are from interest on
fixed deposits, insurance service fee. In FY 201617 alone the total income is Rs. 10.64 Lakhs.
Surplus of Rs.6.97 lakhs contributed in the single
year 2016/17 of the cumulative surplus of Rs.
25.53 Lakhs (almost 27%)
Feasibility of new operations is well discussed,
tested, and prototyped before scaling up. The
viability of operations is discussed and accepted
only if they are found relevant in the changed
context and fill the need-gap. For example,
fertiliser operations are restricted because the
supply situation in open market is improved since
its start; similar is the case with crop protection
chemicals. With minimal interventions, and
development of skills at different levels and
ushering of tested systems and processes,
members are now getting these services at their
doorstep at competitive rates. They are making
gross profits in each of its strategic business
units (SBUs).
Benefits to Members
CMRC strives to benefit each group through
some form of facilitation, including them in
income generating activities. The benefits to the
members result in benefits to the umbrella
organisation in multiple forms. In 2016/17, it
directly benefitted more than 4,000 members in
agro-service centre, more than 2,000 farmers in
Systems of Rice Intensification, more than 200
members in poultry business, close to 200 in the
nascent vegetable collective marketing, more
than 900 members in convergence activities,
more than 2,700 member in income generating
activities of the Government programmes, such
as Swachh Bharat Abhiyan (SBA), Social
Marketing of Sanitary Napkins, MGNREGA, etc.
Apart from this, about 165 members are participating in democratic governance following their
election to PRI.

Organisation Structure and Governance
CMRC has a well organised field organisation
structure i.e. Manager, Accountant, and Cluster
A g r i c u l t u r e M a n a g e r, S a h y o g i n i / A r e a
Coordinator, Community Resource Persons
(CRPs & Master CRPs). This team does all
business vertical work planning. Currently with
the launch of the vegetable marketing program,
they are fully occupied in operations. The Agro
Service Centre has a dedicated person and all
other businesses are managed by VOs directly.
The organisation has well defined HR policy, and
recruitment procedures. CMRC has an active
board, and Executive Committee members
participate in all meetings and support the
organisation.
The organisation has a well-defined structure,
and vests responsibilities with Area
Coordinators / Shayoginis for planning and coordination, and estimation of budget and expenditure
across activities. As most of them are member
cadres, it keeps a balance between a formal
hierarchical structure, and an informal flat
reporting and feedback system.
It follows all statutory requirements, i.e. audits,
records, manuals /guidelines, computerised
accounts and MIS. The level of financial and
decision making authority is ratified by the
governing body.
Supporting Agency
The operating managers and officers of CMRC
had been trained by BAIF-MITRA on agri-input
business, the lead manager trained in institutional management of large federations.
Currently MSRLM also taps CMRC to train other
upcoming community level institutions, facilitates district level coordination with line departments for convergence activities.
Risk Mitigation
Diversifying into farm-based and non-farm based
livelihoods is one pillar for risk mitigation. MAVIM
has provided organisational training and tools for
financial health, for diagnosing leakages and
loopholes inherent in credit and savings organisations. The rotation of leadership has been in
practice for averting the risk of permanent or
perpetual power centres.
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KESHABCHAK SRIJANI SANGHA (KSS)
– SANITARY NAPKIN MAKING
The story of Kesabchak Srijani Sangh (KSS), Tarakeswar, W.B, is that of a
handful of young ordinary women with extraordinary dreams and determination
to make it a big. Back in 2005, seven women from Kesabchak village in rural
Bengal came forward to form a group to work for the cause of menstrual
hygiene for women. They decided to manufacture low cost sanitary napkins and
to distribute them in rural Bengal. Today, KSS, with the support of WB State
Rural Livelihood Mission, has become a CLF Cooperative with 50 women
involved in making of sanitary napkins. They are one of the five enterprises in
West Bengal that have been given government license to manufacture sanitary
napkins. They supply napkins to major government run state and some district
hospitals.
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1. Context
The story of Kesabchak Srijani Sangha,
Tarakeswar, W.B, is that of a handful of young
ordinary women with extraordinary dreams and
determination to make it a big. Back in 2005,
seven women from Kesabchak village in rural
Bengal came forward to form a group to work for
the cause of menstrual hygiene for women. They
decided to manufacture low cost sanitary napkins and distribute them in rural Bengal. This was
much before the National Rural Health Mission
(NRHM), Ministry of Health and Family Welfare,
introduced a pilot scheme on Menstrual Hygiene
in 2013 to distribute sanitary napkins under
NHM's brand, 'Freedays', among 25% of the
country's adolescent girls (1.5 crore girls
between 10 – 19 years in 152 districts of 20
states) from the central store (for 107 districts)
and through SHG manufacturing mode (remaining
45 districts).

also provides comfort and safety. Yet, napkin has
low penetration in India due to its high cost.
According to a recent National Family Health
Survey, NFHS 2015-16, about 58% of total
menstruating women use hygienic (single use)
means to tackle menstruation. This figures
varies between 78% in urban and 48% in rural
areas.
It was in 2005 that Keshabchak Gram Panchayat
had started forming SHGs with local women. In
2008, eight VOs and twenty two SHGs were
formed. A small group was formed with the
ambition to make and supply sanitary napkins in
the locality at a cheap price. They received
support from the Block and the Gram Panchayat.
In 2009, Kesabchak Srijani Sangha (CLF) purchased 3.5 katha land in Kulteghori village of
Tarakeswar block at a price of Rs. 3.55 Lac. They
borrowed money from the newly formed SHG
groups and also utilized some of their own funds
to purchase land for Napkin Making Unit. Next
year in 2010, they built a two storied building on
1.75 katha land at a cost of Rs. 27 Lac.
In 2014, Ms. Manmeet Nanda, Hooghly District
Magistrate and Mr Subir Chatterjee, Special
Secretary of Department of Health, Swasthya
Bhavan, Govt. of W.B., Kolkata, helped them
secure an order of 200 sanitary napkins on trial
basis. KSS successfully completed the order.
There on they never looked back. In October,
2014 they got an order of 5,000 packets from
Chief Medical Officer, Hooghly District, DRS
building, Chinsurah. Since 2015 they receive
orders on regular basis from different state and
district hospitals.
The Napkin Making Unit is now 50 strong. Apart
from napkin making they also provide education,
training, and technical assistance to existing and
start-up enterprises.

Source : Wikipedia

Sanitary napkin is an essential product for health
and hygiene of adolescent girls and women. It is
an alternative to unhygienic cloth pieces used
traditionally during menstruation. It not only
enhances every woman's health and lifestyle, but

They formed a co-operative on 31 May 2016. It is
now a business owned by its members, controlled
democratically by its members, and operated for
benefit of its members. Their cooperative is
guided by the values of self-help, selfresponsibility, democracy, equality, equity, and
solidarity. All members believe in ethical values of
honesty, openness, social responsibility, and
caring for others.
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2. Rationale for Formation
a. Assessment of potential
According to an assessment from the
market research company, Euromonitor,
the Indian hygiene product market will
grow until 2020 to a great extent. The
market size will grow from Rs. 57.8 billion
to Rs. 100 billion. The strong demand will
mainly be from the population living in
countryside as they want to move
towards more comfortable and convenient life style.
As data from Indian Nonwovens Industry
Association suggests, in 2014, the
female population between 12 and 54 was
375 million, and the penetration rate of
sanitary napkin market was only 24%, and
is expected to grow to 42% by end of
2018.
Hence, there is a huge potential for sale of
napkins in India, especially in rural areas.
Currently, most market share goes to
napkins with fluffy pulp as core, as it is
cheaper. Market for ultra-thin napkin is
also increasing. But, as of now, 95% of
India's sanitary market share is occupied
by international companies such as
Proctor & Gamble (Whisper Choice),
Johnson & Johnson (Stayfree) etc.

West Bengal State Handicrafts Cooperative Society Ltd. (Bangasree), West
Bengal Handicrafts Development
Corporation Ltd. (Manjusha), and Amta-I
Sampriti Mahila Maha Sangha, Howrah.
All these units need to depend on the
state and district hospitals to get orders.
Demand of sanitary napkins depends on
number of patients in the hospital. Since
the number of beds in the hospital does
not increase, the market size is more or
less fixed. Hence, there is competition
among them to increase their individual
market share. KSS perceives this risk of
being dependent only on government
hospitals.
Hence, to mitigate this risk they intend to
enter into open market to cater local
domestic customers also. The major
players in this market are big national and
international companies like Johnson &
Johnson, Kimberley Clark, Godrej
Consumer Products, and Diaper India.
Sanitary napkins supplied by them are of
three sizes based on pad length – regular
(200 mm), large (240 mm), and extra
large (280 mm). KSS produces good
quality napkin, but of one size – regular.

KSS Napkin Making Unit intends to enter
into thinner disposable napkin market
especially for domestic use (winged
napkin) and for vending machine use.
Apart from napkin making, KSS also
provides training to others. In 2015, they
gave training to 12 people in Raiganj,
Malda.
b. Scope of intervention of the business
For manufacture of sanitary napkin, KSS,
Hooghly, needs to get approval from the
Department of Health and Family Welfare,
Government of West Bengal. The validity
of the approval is for one year and needs a
renewal every year. Apart from KSS, the
Health Department gave approval to four
other agencies. These are the West
B e n g a l S t a t e H a n d l o o m We a v e r s '
Cooperative Society Ltd. (Tantuja), the
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Napkin Making Process

Most popular national and internal brands of sanitary napkins in Indian market

Sl No

Brand

Pad Size
(mm)

Variant

MRP
(Rs)

Pack
Size

Manufacturer

REGULAR
1

Caremate

Active Choice

240

45

20

Shree Radhe
Hygiene

2

Kotex

Medium Flow

230

50

20

KA Enterprise

3

Carefree

Soft and
Smooth

465

105

20

4

She

-

230

20

8

5

Stayfree

Select Comfort

230

52

20

6

Whisper Choice

Secure Cottony
Soft

-

26

8

P&G

Johnson &
Johnson
Royal Hygiene
Care
Johnson &
Johnson

LARGE
1

Don’t Worry

Ultra Thin

240

32

6

Mankind Pharma

2

Sofy

Side wall dry
slim

260

99

15

Unicharm

199

30

Royal Hygiene
Care

EXTRA LARGE
1

She

Ultra comfort

Their napkins are of regular size (230 mm). But,
they are thicker than those available in the
market. Hence, it lags wearing comfort. KSS is
keen to produce thinner napkins with wings. Their
strategy is to supply best quality at the cheapest
cost.

284

Another segment that KSS is targeting is the
government and aided schools where napkin
vending machines are installed for dispensing
napkins. Currently these vending machines,
called VENDIGO, are being installed in 150
schools in Kerala with a joint venture between

H L L L i f e c a r e L t d . a n d Pa n c h a y a t o f
Thiruvanthapuram. In association with Ministry of
Health and Family Welfare, two hundred such
machines are already installed in colleges,
offices, hospitals and hostels of Kerala.
Currently, Kanagala factory of HLL in Belgaum
supplies the sanitary napkins for these machines.
Such machines are also installed in other states
such as Delhi, Rajasthan, Madhya Pradesh,
Maharashtra, Haryana, and Bengal. KSS intend
to supply napkins for this machine. The only
difficulty is such machines accept thinner napkins
that they currently produce.

Winged Napkin Available in Market

‘Diya' Napkin Sold for Domestic Use

KSS would need to upgrade their machineries and enhance capabilities to produce higher quality
napkins to cater domestic customers.
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3. Description of the Business
a. Areas of operation
They operate in the area of disposable
sanitary napkin making. Their products
are of two types.
• Hospital use
• Household regular use
The sanitary napkin for hospital use is
their main product. They produce about
10,000 packets/ month. The household
regular product is mainly for their SHG
groups' own consumption and local sales.
They produce about 200 packets/ month.
b. Operating model
Sanitary napkin is a hygiene absorbent
product, and is available in three major
varieties – thick sanitary napkin, ultra thin
sanitary napkin, and panty liners. For
hospital use, KSS produces the first
variety.
The raw materials used for sanitary napkin
making are cotton pulp, tissue (18 GSM),
P. E. Film (thickness 1.5 micron), nonwoven fabric (16 – 18 GSM), hot melt
gum, and release paper. The raw materials
are collected from nearby Howrah market.
The Napkin Making Unit of KSS owns a
two-storied building. The building was
constructed recently in 2010. The building stands near their Sangha building on
the other side of the road. It was inaugurated on 29.12.2010 by Ms. Rekha
Goswami, Minister of SHG and Self
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Employment, Govt. of West Bengal. The
manufacturing unit is situated on the
ground floor and the administrative office
and training hall is on the first floor. The
building has the provision for further
extension. They have additional land
surrounding the building for expansion or
building any new structure.
They have the following machineries.
• Grinding Machine
• Roll cutting machine
• Foot pressing machine
• Sealing machine
• Weighing machine
• Gum pasting machine
The machineries are supplied by local manufacturers in Kolkata.
Napkin manufacturing consists of several steps.
These are Grinding, Fabric cutting, Pressing,
Wrapping, Pasting, Cutting, and Packaging. The
place is very hygienic. As a precautionary measure, the SHG women use face cover, hand
gloves, apron, and head dress. The place is
secured, and admission of men is restricted.

Process of Sanitary Napkin Making

Pulp Grinding

Mat Forming

Mat
Pressing

Tissue
Spreading

Wrapping
P.E. Film

Gum
Pasting

Stacking

Releasing
Belt

Packing

Dispatch

c. Pricing and payment to members
The napkins are bought by the government
hospitals at a fixed rate of Rs. 55/packet.
Each packet contains 10 pieces of disposable napkins.
The domestic napkins, which are mainly for
internal use, are sold at a price of Rs. 20
per packet. KSS sells a small quantity to
local market at a rate of Rs. 20 per
packet. Each packet contains 8 pieces of
disposable napkins. T h e a b s o r p t i o n
capacity of the napkin is 100 – 150 ml.

two market segments, KSS need to
produce thinner and winged napkins of
different sizes. Their current strategy is
to acquire such machines and requisite
skills to produce such napkins in order to
compete in these segments. The feel they
can cut out a share from these segments
if they can produce comparable products
at cheaper price. Currently their focus is
only for local markets. If this is successful
they would take the product to other
markets as well.

The hospital napkins are sold at a profit
margin of Rs. 8 per packet. On the other
hand, domestic napkins are made available
to Sangha members at a discount of 20%.
Each of 50 SHG women associated with
Napkin Unit earns about Rs. 3000 –
4000/month.
d. IT systems
The Napkin Making Unit of KSS have two
computers, used mainly for accounting
and administrative purposes. The computer is loaded with Accounting Software.
They have an accountant on their regular
payroll. They also have internet and mobile
facility.
4. Business model of Producers' Enterprises
a. Feasibility – viability, profitability,
sustainability
As per Balance Sheet of FY 2016-17,
KSS have Cash in bank of Rs. 32.33 Lac,
Inventory of Rs. 4.20 Lac, Prepaid
Expenses of Rs. 1.82 Lac, and Accounts
Receivable of Rs. 6.05 Lac. On the other
hand, they have Accounts Payable of Rs.
24 Lac, Accrued Expenses of Rs. 10,000,
and Bank loan of Rs. 4.24 Lac. They have a
General Fund of Rs. 43.45 Lac. This
shows that they have a Quick ratio of 1.5.
Hence, KSS is financially healthy and has
sufficient liquid assets to pay their debts.
Thus, KSS is an economically sound
Samabay (Cooperative).
b. Business strategy and plan
KSS intend to expand their business and
enter into the domestic segment, and
public dispensing segment. To cater these

c. Margin and revenue model
The Napkin Making Unit has annual revenue of Rs. 44 Lac, and Cost of Goods Sold
(COGS) of Rs. 37.6 Lac. This gives a Gross
Profit of Rs. 6.4 Lac. The Selling, General
and Administrative (SGA) expenses is
Rs. 2.25 Lac, and Depreciation is
Rs. 34,533. This gives the Operating
Profit of Rs. 3.8 Lac. This gives an
Operating Profit Margin of 8.6%.
5. Financing
a. Finance mobilization
In 2010, the Napkin Making Unit of KSS
received a grant of Rs. 3.1 Lac to purchase machineries, furniture, refrigerator, Xerox machine and computer.In FY
2016-17, KSS has received the government grant worth Rs. 5.12 Lac. Their
general fund is worth Rs. 43.45 Lac.
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b. Working capital, investment capital
KSS has the Net Fixed Asset (NFA) of Rs.
27.3 Lac. This includes Land, building and
machineries. It has a negative working
capital of (Rs. 12.07 Lac – Rs. 24.01
Lac), i.e., - Rs. 11.94 Lac., With Cash in
Bank of Rs. 32.22 Lac, this gives their
Invested Capital of Rs. 47.69 Lac, and
Financial Structure Ratio of KSS is (Rs.
47.69 Lac/ Rs. 43.45 Lac), or 1.1. They
have a D/E (Debt/Equity) ratio of 0.1.
6. Marketing Strategy and Plan
KSS produce hospital napkins on 'make to
order' basis. They receive orders from
renowned state government hospitals and
district hospitals. Their major customers are
State Hospitals of repute located in Kolkata Calcutta Medical College & Hospital,
Presidency General (PG) Hospital, Infectious
Diseases and Beliaghata General (ID and BG)
Hospital, Lady Dufferin Victoria Hospital,
College of Medicine and Sagore Dutta
Hospital. Other customers are District
Hospitals of Hooghly and Burdwan districts.

They market
their Sanitary
Napkins under
the brand
name of 'Diya'.

Some small quantities of napkin they produce for
domestic use. These are mainly for the internal
use by Sangha members. Hence, these are sold
at a discount price.
7. Profit Distribution
In FY 2016-17 they made a profit of INR 1.92
L. Out of these INR 1.4 L was distributed
among all 985 members of their Samabaya
(Cooperative).
8. Risk Assessment and Mitigation
Apart from Business Risk of losing market
share in WB hospital market, KSS have other
risks as well. Surgical Cotton is an important
raw material for Napkin Making and the supply
comes from UP. In August 2017 due to heavy
flood there was no supply. They mitigated the
risk by sourcing the material from Mumbai.
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9. HR structure of Producers' Enterprises
There are 43 women involved in production
and 7 women involved in administrative and
managerial activities associated with napkin
making. The managerial activities involve
renewal of licence, purchase of raw materials,
collection of orders, supply to customers,
and collection of cheques.
10.Organization Structure
Hooghly district consists of 18 Blocks.
Tarakeshwar is one of them. Tarakeswar Block
has 9 CLFs (Community Level Federations) or
Gram Panchayats. These are Astra Duttapur,
Baligori-I, Baligori-II, Champadanga,
Keshabchak, Naita Malpaharpur, Purba
R a m n a g a r, S a n t o s h p u r, a n d Ta l p u r.
Keshabchak Gram Panchayat has eight VOs.
These are Kanraria, Keshabchak, Ketera,
Kulteghari, Mohanbati, Nachhipur, Shibpur,
and Tulyan. There are 93 SHGs in KSS, and
total number of SHG members is 985.
11.Governance of Producers' Enterprises
KSS Gram Panchayat has become a Cooperative since 2016, and was registered as
Srijani Sangha Mahila Prathamik Bahumukhi
Samabay Samiti Ltd. under the West Bengal
Cooperative Societies Act, 2006. It is run by
a board of directors. Apart from napkin
making KSS also has an ICDS unit, and poultry
farming.
12.Training and Capacity Building
In December 2010, the Block Medical Officer
(BHO) arranged training for the KSS Napkin
Making Unit. They attended the 5-days
Training Programme on napkin making. It was
organized by UNICEF in Kolkata. Later on,
they attended additional 3-days of Training
Programme.
13.Support Agencies and Linkages
The Napkin Making Unit is supported by its
Gram Panchayat for administration and
management, WB State Rural Livleihoods
Mission, regarding order supply to district
hospitals. The Ministry of Health and Family
Welfare, Govt. of West Bengal, supports
them regarding the order from state and
district hospitals.
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CHANDIPUR JHANSI RANI BAHUMUKHI
MAHILA SANGHA PRATHAMIIK SAMABAY
SAMITI LTD.
The supply of school uniforms in the government run schools used to be handled
by middlemen in West Bengal supplied low quality material to the schools. After
many such complaints, the government decided to hand over the stitching and
supply of school uniforms to the local SHG institutions. In Howrah district, the
Chandipur Jhansi Rani Bahumukhi Mahila Sangha Prathamiik Samabay Samiti
Ltd. supported by West Bengal State Rural Livelihoods Mission has been given
the task of stitching and supplying school uniforms. They now procure the
clothing and other raw materials from Kolkata, cut the cloth precisely as per
the measurements, stitch, and supply the school uniforms of various designs.
There are about 200 households involved directly with many others involved
indirectly with a turnover of Rs.57.6 lakh until the date in the fiscal of 2017-18.
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1. Context & Background
Uluberia-I block of the Howrah district is a
densely populated area. Being closer to Kolkata,
it has many advantages of transportation,
electricity, education, and moreover access to
institutions. Nevertheless, the condition of
women in the block was not much different from
an underdeveloped area. Most of the women
played second fiddle in the household supporting
in household chores, yet supporting the household income by engaging in some sort of wage
labour or petty business. The general land profile
of the majority of the women was either of landless or smallholders without many other
resources to exploit and generate a meaningful
livelihood out of it.
WB SRLM has been promoting livelihood by
mobilizing community into Self Help Groups of 10
to 20 members and provide them support to save
and do interlending. Moreover, it tries to provide
a meaningful livelihood by skilling, provision of
credit, and imparting support for technomanagerial operations. The Uluberia-I block
remained a laggard in this aspect and during the
year 1999, on 1st April, the first SHG of the
block was formed under the SGSY scheme to
cover poor and needy women. The SHGs were
formed under the supervision of the Women
Development Officer (WDO) and a Civil Society
Organization, Somruk Pally Unnayan Samiti. The
spread of the SHGs were limited until 2006.
Then, there was a change in mechanism to form
more number of SHGs and cover more and more
women under the SHG fold. In each Gram
Panchayat, two Resource Persons having a
qualification of at least 10th standard were
deployed to mobilize the women and form SHGs
at a rapid pace. All these Resource Persons were
members of the existing SHGs. All these SHG
members were selected through participatory
processes of wealth ranking and the use of the
Below Poverty Line list prepared by the
Panchayats. Then, under the SGSY scheme, the
general composition of a SHG was seven members coming from the official BPL list and three
women from the participatory processes.
Currently, the data obtained from SECC are used
to include a woman under a SHG. By the year
2008, the number of SHGs in the block was 50.
This has increased to 145 at present, while there
are 15 Village Organisations in the 16 Sansadas
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(Polling Sections). There has been a constant
endeavour to attract financing and grant through
linkages earlier with SGSY and through DAYNRLM it has been supported for training and bank
linkage. All of the SHGs are linked to the banks by
opening of bank accounts and provision of cash
credit. Planning exercises were done at the SHG
level started doing various livelihood enhancement activities of paddy cultivation, rice milling,
vegetable cultivation, goat rearing, rearing milch
animals and carrying out Jari work in a sporadic
manner. There was no concentrated effort to
promote a livelihood on a large scale.

2. Rational of the Enterprise/ Business
In West Bengal, the government subsidizes the
school uniforms in the lower classes to promote
enrolment of children and put a check on dropouts. Earlier, with this arrangement, the supply
of school uniforms in the government run
schools, used to be handled by suppliers. These
traders for the want of profits supplied low
quality material to the children. After many such
complaints, the government decided to hand over
the stitching and supply of school uniforms to the
local SHGs and SHG institutions. In nine Gram
Panchayats of Uluberia-I block, the Chandipur
Jhansi Rani Bahumukhi Mahila Sangha Prathamiik
Samabay Samiti Ltd. (a primary cooperative
society) has been given the task of stitching and
supplying 2 pieces of school uniforms to 14,400
children in the last financial year. They now
procure clothing material, cut, stitch, and supply
the school uniforms of various designs and size.
The marketing is done by agreement with schools
and facilitation of the government. The private
schools and the schools operated under municipality limits too are directed to procure uniforms
from the SHG institutions expanding the number
of clients.

3. Business Units
The most important cutting of cloth into the
prescribed measurements and ease of stitching
is performed by three girls and two boys who are
considered experts in the skill. This is done at a
central level at the office of the cooperative
society, where sophisticated cutting machines
are installed. The cut pieces of clothes are then
distributed to the SHGs, which divides the work
among the individual members who either do it at
the VO offices or at their homes. In the VO offices
there are machines procured by grants of DAYNRLM or other schemes, whereas many SHG
members have procured sewing machines by
availing loans from their own SHGs. Many women
are engaged to put buttons, zippers, and logos
on the uniform. One round of quality check is
performed at the VO level before sending to the
central office and Chandipur.
The finished items are again collected and
brought to the centre, where interlocking, fixing
of collars etc. are done. The production units in
the cooperative have 8 manual pedal powered
machines at the centre (i.e. office of the cooperative society) and about 100 pedal machines being
kept by individual members. In 2014, 3 Juki
(electric powered machine) machines were
purchased at a cost of Rs.1,35,000 for the
facility centre of the cooperative, out of which
one is used for interlocking and the rest two are
used to produce finished school uniforms. Before
supply of the uniforms, each item is checked for
quality before transporting to each of these
schools.
For production of the school uniforms, six expert
cutters are employed, while three others were
trained in cutting at the block level. There were
180 people involved in stitching the uniforms
where 30 are expert tailors, while 80 are rookie
tailors, who were trained under government
programmes, and 70 others who were engaged in
button fitting. Apart from them, 30 other women
were engaged to visit schools and take the
measurements of the children and prepare an
inventory by categorizing according to the size.

school Sub Inspector of Schools informs the
cooperative society about the order requirement. Some schools, which are in the municipality area directly, inform the cooperative society
about their orders.
Before the start of each education session (i.e.
generally during the month of December), the
schools (both government and private) of the
area provide their requirement and design to the
cooperative society. The cooperative society
estimates the demand, the tasks required, and
the timeline for it. It procures the raw material
from Bagri Market, Bara Bazar, Kolkata, mostly
on credit. The specimens as per the designs are
presented to the school Heads with a demonstration of matching their quality expectation.
Once satisfied, the orders are prepared. After
supply of all the uniforms, an invoice is raised for
release of funds. The payment is then procured
and all the bills are settled after the receipt of
payment. The model is supply driven and has the
potential to diversify into other products.
In 2014-15, the District mission Management
Unit asked the cooperative society to supply
uniforms to 121 Primary Schools for 11,000
students within a timeframe of three months.
Each student was provided with two sets of
uniform. While the task had time constraints of
supplying a large order in 3 months, 12 leaders of
the cooperative society went to the Bagri market
of Bura Bazar in Kolkata to do a market study.
They visited the market to identify the suppliers
of raw materials such as cloth, needle, thread,
button, zippers etc. for making the uniforms.
They needed experts for cutting the cloth in a

4. Business Model
The process of ordering school uniforms is
initiated at the DRDC, which passes on the
requirements to the block office, where the
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Gramin Bank, Manikpur branch for a loan to start
the activity. They were initially provided with a
Cash credit of Rs. 5 lakh to start with against the
loan demand of Rs.10 lakh. The total working
capital used in the year was Rs. 27 lakh where
Rs. 22 lakh was mobilized by the SHGs. Currently,
the cash credit per SHG has been four times of
the saving amount of the SHG.
The working capital requirement of the cooperative is arranged mostly by availing cash credit
from the Paschim Banga Gramin Bank (PBGB).
While the bulk of the operations is done with
credit arrangements with the suppliers. At any
point of time the credit amount from the suppliers, remain at Rs. 7 lakh to Rs.8 lakh.

precise manner, in order to avoid wastage and
loss for the activity. .
In the year 2017, school uniforms are supplied to
106 schools, out of which 28 are the High
Schools (having 5th to 8th standard) and rest 78
were primary schools. 14,400 students of these
106 schools have been provided with two sets of
uniform (one top and one bottom).
The numbers of orders obtained by the cooperative society as per the financial year are 11,000
for 2014-15, 11,000 for 2015-16, and 14, for
the current year.
Earlier, preparation of the school uniform was not
complex, as every school used to have colour
code of white top and blue bottom. While, there
were complaints about the stains on the white
clothes, each of these schools have now made
their own choices regarding the colour, design,
and logo. Therefore, now there are several design
patterns, cloth requirements. The process of
uniform order starts in the month of January and
the delivery continues until the months of May
and June providing continuous 6 months of
engagement to the women.
5. Financing
In 2014, there was no cash advance for the
cooperative society to start the activity.
Therefore, they approached the Paschim Banga
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6. Marketing
In Uluberia-I block the largest federation and
cooperative of SHG institutions is Chandipur
Jhansi Rani Bahumukhi Mahila Sangha Prathamiik
Samabay Samiti Ltd. that automatically gets the
orders from the schools owing to the process of
government-mandated process of procurement.
While the demand is assured, there remains the
need to forge contracts with the schools, procure orders and supply the finished goods.
7. Profit Distribution
The average cost of preparing a uniform is
Rs.380 per student, while the sum provided by
the administration is Rs.400 per student entailing to a profit of Rs. 20 per student for the
cooperative. However, for stitching 2 sets of
uniform for a child a sum of Rs. 80 is passed on to
the worker as wage. The payment of Rs. 240 is
made to a tailor for 6 pieces if shirt and 6 pieces
of pants (dozen), the payment is made every
week.
The turnover for the year only from supply of
school uniforms has been Rs. 57.6 lakh. The
margins from the school uniforms is on a decline
as all schools impose their own designs, colour
patterns and logos (each logo costs around
Rs.20 per uniform).
The profit this year from the sale of the uniforms
after paying all the creditors has been Rs.2.9
lakh. Apart from it, the income from wages has
been Rs.11.5 lakh. Many other operations such
as putting buttons, zippers, logos etc. are also
remunerated.

All the transactions are done by cheque or RTGS.
The raw material is procured by credit balance to
the tune of Rs. 7 lakh to Rs. 8 lakh. The credit is
repaid in instalments as they receive payments
from the schools.
8. Risk Management & Mitigation
As the schools now do not have the authority
over the selection of the supplier, they create
obstacles by delaying the orders, payments and
more over rejecting the samples even if found to
be all right in quality and design. The management
committee of the cooperative society assesses
and deals for management of any denial of
demand. The trade of supplying uniforms has
threats from other Women Cooperative societies, which are now coming up and taking up
orders. In addition, as the competition is growing
coming up, there is no surety that the order of
the school will be repeated.
9. Organisation Structure and Governance
Jhansi Rani Sangha primary cooperative society
Ltd was incorporated on 30/5/2016. The cooperative society has 145 constituent member SHGs
with about 1600 women members (about 200
members engage in stitching activities). The
general body meeting of the cooperative society
is conducted twice in a year. The last general body
meeting was conducted on 21/08/17 which was
attended by 135 constituent member SHGs.
The Board of Directors are elected members of
the cooperative society meet quarterly, where
the attendance had been 100%.
The management committee of 15 members
meets 3 to 4 times a month for planning and
managing the activities. Proper financial planning
is done to meet the working capital requirement,
payment to the suppliers and receipt of payment
from the schools. This estimation on finances
helps them to approach the bank for availing cash
credit and the volume per group.
Apart from the management committee, there
are two important sub-committees (training and
business) in the cooperative society. Both the
sub-committees have 11 members. The training
sub-committee is responsible for scheduling,
managing and supervising the training and skilling

of the members. Whereas the Business subcommittee is responsible for supply chain,
marketing, procurement of raw materials, and
delivery of finished goods.
The VO has several committees and well defined
work distribution. However, the leadership with
the help of the hired staff does the management
of daily affairs.
10.Training and Capacity Building
In 2008, the first training of sorts on stitching
was arranged by the Deputy Commissioner of
Howrah district with the help of the District
Rural Development Cell (DRDC) on Kantha stitching and tailoring. Sixty members (30 participants
in the tailoring training and 20 participants for
Kantha stitching) of the constituent SHGs of the
cooperative society attended this training. After
the training programme, an interview was conducted to select seven participants for further
training on specialized Juki (electric powered
machine) machines. The cooperative ensures
training of new members by providing year round
events on stitching.
11.Remarks
In order to provide round the year employment,
there is further need of cutting, diversified cloth
production and Kantha stitching apart from the
routine school-uniform production. The production of school uniform has changed lives of poor
women and would continue to receive further
support from DAY-NRLM.
Other activities carried out by the cooperative
society to augment the income are; providing
cooked hygienic meals to the indoor patients
lodged at the local hospital for treatment.
Stitching and supply of uniforms for Kolkata
Police.
However, there remains a year round market for
the Kantha stitch items in the distant markets
having a potential to be sold at the fairs conducted all over the country. The sales volume can
be increased by connecting with the players such
as Big Bazaar and Apna Bazar. A marketing
consultant can be hired for facilitating the sales
and production of various other items such as
stoles, blouse, and Kantha stitch items.
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KOCHI METRO FACILITY MANAGEMENT
SERVICE
The Facility Management Centre (FMC) of Kudumbashree came into existence
to generate employment for women from Kudumbashree families in Kerala, by
deploying them where their strengths could help them excel. Customerfocused occupations, requiring attention to details, patience in handling
customers and prompt delivery of services, are appropriate to women and the
FMC deploys women for such services. The first initiative of FMC is a tie-up with
Kochi Metro Rail Limited (KMRL) since December 2016. With the commissioning of metro services by KMRL in June 2017, about a thousand women have
been deployed for ticketing, housekeeping and customer facilitation services.
The model has been functioning well, and may emerge as a trendsetter for
future metro services.
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Background*
Kerala has a high female literacy rate of 86.2%, a
low infant mortality rate 6 per 1,000 (in 2017)
against the national average of 40/1,000, favourable sex ratio of 1,084 female/1,000 male, low
maternal mortality rate 0.8/1,000 and a high life
expectancy of 74 female/ 70 male.
However, the absence of women in the public
domain has remained a paradox of the Kerala
model of development. The economic
marginalization of women in the development
process has drawn considerable attention during
recent years. While the female work participation
rate in India increased from 19.7% to 22.7%
between 1981 and 1991, the ratio in Kerala
declined from 16.6% to 15.9% during the same
period.
While unemployment in Kerala is severe and is
estimated to be 3 times higher than the rest of
India, the incidence of unemployment among
females in the State is higher than that among
males by 5 times in rural areas and 3 times in
urban areas. To address these concerns,
Kudumbashree made its first entry in facility
management market by establishing its own
Facility Management Centre (FMC), which aims
at providing facility management services to
major public and private sector companies. Kochi
Metro Rail Limited (KMRL) is its first client.
Following discussions between Kudumbashree
and Kochi Metro Rail Limited (KMRL) for facility
management of all Metro stations, KMRL signed
an agreement with Kudumbashree on December
11, 2016 for a period of three years to manage
the metro station premises including ticketing,
customer relations, housekeeping, parking
management and running the canteens. KMRL
stated that it would also hire transgender
employees along with Kudumbashree.

Ticketing
•
•
•

Issuing tickets
Keeping records
Addressing queries related to
ticketing

Customer Facilitation
•
•
•

Guiding passengers
Helping passengers in scanning
their RFID metro ticket
Addressing queries related to
timing etc.

Housekeeping
•
•
•

Cleaning floor
Cleaning washroom
Maintaining platforms

These three activities are looked after by three
separate and dedicated teams, viz. ticketing
team, customer facilitation team, and houseke e p i n g t e a m , w h i c h a r e m a n a g e d b y
Kudumbashree.
The ticketing team is mainly responsible for
issuing tickets and addressing queries related to
tickets. The FMC staff in Kochi Metro have done
about 27 lakhs ticketing transactions in the first
six months of operation of the metro rail services
(opened to the public on June 17, 2017). The
team has set for itself the objective of delivering
quick service, with zero passenger complaint.

Scope of Services
The scope of Facility Management Services to be
provided by Kudumbashree comprise the following:
a. Ticketing
b. Customer Facilitation
c. Housekeeping.

* The material at http://www.kudumbashree.org/pages/488 has been used for this section, and the next section.
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The main functions of the ticketing team comprise issue of tickets to passengers, providing
them information and guiding them wherever
necessary, during all shifts (i.e. round the clock,
as per the metro timings) and under stressful
conditions.
The women involved in customer facilitation guide
passengers and help them in scanning their RFID
metro tickets. In particular, in view of the comparatively recent start of the metro service,
passengers have to be educated to scan their
tickets for entry into the platform and scan once
again at the exit point. The women have been
trained to provide this assistance uninterruptedly at all stations and scanners patiently and
with calmness. More critically, the women have
to be polite, prompt and tactful with the passengers who should not sustain any monetary loss
due to misplacing or loss of tickets. In the unlikely
event of loss of ticket and need to pay penalty at
the exit point, the women have to counsel the
passengers for effective compliance of the rules.
The housekeeping staff are responsible for overall
cleanliness and ambience at all metro stations.
FMC has been carrying out housekeeping ser-
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vices in the Kochi Metro stations, depot and
trains since its start. It got the women employed
in the housekeeping services trained by various
multinational companies like Diversy, Unger and
Reckit and Benser. The workforce was also
trained in the operation and maintenance of
various housekeeping machines and equipment by
internationally reputed firms like Karcher. It has
also put in place an internal quality check system
and procedures to ensure compliance with the
requirements of KMRL. The team simultaneously
strives to satisfy client audit

Organisation structure
The model works on a three tier system. There
are team leaders for each team who are responsible for scheduling. The team leader plans and
schedule tasks for all the shifts. They are responsible for the overall operations at all the metro
stations allocated to them.
There are supervisors for each shift who are
accountable for that particular shift and look
after all the operations in that shift. After
completing a shift, the supervisor hands over

charge to the next one. The supervisors and staff
maintain registers for stock, consumption and
activity allocation. In case of any issues, workers
report directly to their shift supervisors and
then may contact team leaders, if required.

Despite the educational qualifications, appropriate training has been provided by KMRL to
inculcate social skills and soft skills in the employees. The employees have been also trained to
tackle workplace challenges.

All the staff are employed on contract basis and
are paid daily wages. The supervisors are paid a
consolidated salary of Rs. 12,000/- per month,
and the other staff (ticketing, customer facilitation, and housekeeping) earn Rs. 388/- per day
post statutory deductions. The FMC complies
with the provisions of Minimum wages Act, ESI
and PF.

In addition, FMC conducts in-house induction
training of four days' duration for the selected
staff. The training covers soft skills and safetyrelated issues.

Weekly meetings are held between FMC and
KMRL to discuss and resolve all issues.
Selection and Induction of Staff
All staff members working with FMC are members of Neighbourhood Groups (NHGs) or from
families of NHG members. The process of staff
selection was carried out by KMRL in a comprehensive manner and the selected candidates
were assigned jobs based on their qualifications.
The senior officials of Kochi Metro stated that
education was the main criterion in the selection
process. For example, the minimum qualification
for house-keeping staff was 10th and 12th
standard pass. For ticket operator and customer
facilitator, the minimum was graduation.

Finance and Accounts
As the initiative is recent, financial figures are
not presented. However, the scope of FMC being
limited to provision of services, KMRL supplies
the equipment, materials and consumables and
has put in place checks and balances.
As regards the amount collected during ticketing, settlement with detailed statements of
tickets is carried out at every station at the end
of every shift.
Issues and challenges
Late night shifts
Employees face a challenge while commuting for
the night shifts because of security concerns.
Team work/coordination
Although Kudumbashree members are trained
for team work, team leaders face difficulties in
staff allocation several times in case of absenteeism. Further, staff errors in ticketing create
issues while settling the accounts with KMRL.
Continuous monitoring
Team leaders need to continuously monitor the
performance of supervisors and staff.

Team
Leaders

Long working hours
Given the nature of job responsibilities, the staff
members need to work for long hours without
sufficient number of breaks.

Supervisors

Workers

Learning
The case illustrates that intervention in the
service sector can provide employment to thousands of women making them independent and
confident. Women feel a sense of pride and
achievement after joining Kochi Metro. In India, it
is one of the first Metro Station management
steered by women.
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SABARMATHI COMMUNITY MARKETING
PROGRAMME

ABSTRACT

Marketing of products has always been challenging and an overarching concern
for micro enterprises. This is because the enterprises mainly engrossed on
production and give relatively lesser attention to linkage with the market.
Consequently, access to remunerative market remains a challenge for these
small producers. In response to this marketing challenge, Sabarmathi
Community Marketing Network promoted by Kudumbashree in Koyilandy,
Kozhikode in 2010, strengthens the link between producer groups and direct
marketing to consumers through the distribution networks of homeshops. The
professional management team encourages setting up of homeshops to serve
local consumers in the vicinity.

HOPES ON THE HORIZON | Page 57

The Background
The prime focus of Home Shop is to help micro enterprises to realize economies of scale by providing
an access to the market. Home Shop is a community based network that ensures a secured and
constant flow of income to the Kudumbashree members involved in manufacturing or selling of the
products. The producers mainly manufacture daily use products which are marketed directly by the
women members of Kudumbashree in the close vicinity. The idea was rooted in the concept of community development societies (CDS) which is of paramount importance in the micro-entrepreneurship
ventures.

Map 1: Map of Kerela and Kozhikode District
Source: www.wikipedia.org/wiki/Taluks_of_Kerala

1.1 Assessment of potential
The project has a huge untapped potential
because it is always challenging for the producers to find a market and appropriate price for the
products. Home Shop ensures market for these
producers to sell their products at competitive
prices.
1.2 Scope of intervention of the business
This initiative of Kudumbashree has a scope of
intervention not only in Kerala but also in other
parts of India. Developmental organisations
working in this sector can learn from this unique
marketing model to provide better access to
markets to the micro enterprises.

1.3 Impact and Benefit to membersand producers
A few Home Shop Owners (beneficiaries of Home
Shop) reported that their average monthly
income is Rs. 7000 per month. Ms. Shyna P.P
who is working as a HSO for more than eight
years, has a monthly earning of Rs. 10,00o to Rs.
15000 because of her good relations with the
customers and her commitment to fulfill the
demand of the customers. With the Home Shop
intervention, the producers are also able to get a
fair price of their produce. There are several
other benefits in addition to regular income,
which increase motivation of the beneficiaries to
perform better and contribute to the success of

1
The case is based on the field visit of the authors along with Prof. Geetika Varshneya on January 11-12, 2018, inputs provided by Home Shop
members, and the initial draft prepared by Prof. Geetika Varshneya.
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Home Shop. Home Shop provides (i) insurance to
all Home shop owners (ii) membership in 'Sri Nidhi'
Saving scheme (iii) scholarship for children
studying in 9th to 12th standards (iv) 'Snehanidhi'
(Medical treatment assistance) (v) pension
scheme for all and (vi) attractive prizes for
monthly top seller.
The Business
Home Shop was started in July 2010 and has
gradually increased its span in eight years under
the leadership of management team as shown in
the figure 1. Home Shop was started with 29
home Shop owners, 4 production units and 9
products. Home Shop procures ready to sell
products from nearly 52 Panchayats and 4
municipalities in the Kozhikode district. Now,
there are 38 production units covering 432
Home Shop owners. 12 community facilitators
and 5 management team members serve 726
members.

2010 (July)

Operating Model
Home Shop has a unique model primarily revolving
around (i) local producers (ii) intermediary professional group/ management team and (iii) Home
Shop owners. The products produced by local
micro enterprises are procured by the management team and distributed to the customers
through HSOs who are working on commission
basis. The overall model is depicted in figure 2.

Production units
8 stock points controlled
by block coordinator
Stock points
Procurement through
vans
Management Team
(Five member team)

4 Production units
Home Shop Owner
9 Products

29 Home Shop Owners

2010 (July)
38 Production units

58 Products

432 Home Shop Owners

Figure 1: Increasing span of Home Shop
(Source: Members of Home Shop)
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Direct Marketing

Customers

The production units manufacture products
based on the demand estimated by the management team. There are block coordinators who are
responsible for collecting the manufactured
products at stock points. From these stock
points, the management team procures products through two vans specifically dedicated for
collection. The management team supplies
products to the Home Shop owners who are
involved in door to door selling i.e. direct marketing. The uniqueness of the business model lies in
the structure which involves coordination in
production, marketing, operations and administration.

Home-shop
Agency

Producers

Home-shop
Owners
Figure 2: Operating Model of Home Shop (Source: Home Shop)

Pricing and Payment to Members
The price of the product is decided based on the
input cost and by adding nearly 10 percent profit
margins. The initiative also provides insurance to
all Home shop owners and membership of 'Sri
Nidhi' Saving scheme. Home Shop owners are
paid based on the sales i.e. the more they sell,
the more they earn.

IT Systems
The management team maintains all the records
and ensure to maintain transparency of the
information. All the records are maintained on
excel which helps them to estimate demand and
do financial analysis. For example, sales records
are maintained in the excel sheet as shown below
in table 1. The team also uses IT platform for
promotions and publicity via youtube, Google and
Emails.

S.No

Price/Kg
(Rs.)

Item

Purchase rate
(Rs.)

Sales
(Number)

Sales (Rs.)

1

25.00

Mango pickle

15

782

19,550

2

40.00

Coconut pickle

24

5

200

3

25.00

Lemon pickle

15

528

13,200

4

45.00

Garlic pickle

27

422

18,990

Table 1: Sales record of pickles for the month of January 2018
(Source: Home Shop Management Team)
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Business Model of Producers' Enterprises
The business model of Home Shop works on direct marketing and community marketing. Community
marketing helps in engaging Kudumbashree members whereas direct marketing aids in understanding
customers' demand. The members involved in micro enterprises manufacture products at a common
place. For packaging material, producers coordinate with Management team. The business model is
depicted in figure 3.
Home-shop
management team

Home-shop owners

The home-shop management team
and home-shop owners bridge the
gap between producers and the
customers
Figure 3: Business model of Home Shop
(Source: Home Shop)

Financing
The initial financial support was provided by
Kudumbashree for establishing the production
units and also the profit earned by the Home
Shop is deployed for the business operations.
Marketing Strategy and Plan
Home Shop owners use direct marketing to sell
the products. The producers are micro entrepreneurs (depicted in figure 4) manufacturing a wide
range of products which include coffee, soap,
liquid-soap, detergent, jam, pickles, squash and
many more.
Product range: Squash, Jams, Handmade cakes,
Pickles, Chutney powders, Bathing soaps,
Washing soaps, Detergent powder, Liquid
cleaner, Liquid Hand Wash, Cleaning powder,
Liquid blue and Phenyl, Coffee, Tea, Oils.

Figure 4: Micro Entrepreneurs
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Community
Marketing

Direct
Marketing

Producers

Customers

The Revenues
The monthly revenue of the Home Shop agency
varies from approximately Rs. 2500 to Rs.
15,000. As reported by one of the member of the
management team, the approximate monthly
turnover (January 2018) is Rs. 33, 24,683.
Risk Assessment and Mitigation
The Home Shop agency carefully estimates
demand for the products and meticulously plans
to mitigate the risk of short supply. In addition,
the management team makes a robust communication network to carefully maintain the balance
of demand and supply. They constantly remain in
touch with Home Shop owners, block coordinators and producers to maintain smooth flow of
information.
Organization Structure
The Home Shop agency procures ready to sell
products from the producers (Kudumbashree
members). From the Home Shop agency, the
products are given to the Home Shop Owners
(HSOs) for direct marketing in the nearby localities. The Home Shop Agency in Koyilandy
(Kozhikode) has five members who govern overall
operations. Training has been provided to the
Home Shop Owners and the producers by
Kudumbashree. The administration department
takes care of overall operations in terms of

logistics, demand estimation and supply. The
main tasks performed by the management team
include (i) finding entrepreneurs (ii) training
entrepreneurs (iii) training producers (iv) product
packing training (v) identifying market (vi) identifying new technologies and (vii) managing credit
sources. The role of key stakeholders is depicted
in figure 5.

Producers
•

Micro enterprise units associated
with kudumbashree producing a
wide range of prodcuts

Management team
•
•
•

A professional team with members
drawn from kudumbashree families
Work as an enterprise linking the
producers and market
Takes care of distribution
management and finance

Management team
Maintaining demand and supply: The management
team predicts demand and supply on the basis of
experience and expertise, which creates an
imbalance between demand and supply on several
occasions.
Quality check and quality assurance: There are no
standard operating procedures for producers,
which makes difficult for them to provide consistent quality. Management team finds it difficult
to check and ensure right quality.
Identifying HSOs: Management team finds it
difficult to identify potential HSOs and then
training them to do direct selling.
Exploring markets: Management team needs to
continuously explore new markets to expand the
customer base.
Coordination: The management team needs to
continuously monitor the production and coordinate with block coordinator and HSOs to fulfill
demand of the customers.
Home Shop Owners

Home shop owners
•

•

These are individual entrepreneurs
from kudumbashree families
running their businesses on zero
investment
The home shop owners do direct
selling of products to households in
their area
Figure 5: Role of Key Stakeholders

9. Governance of Producers' Enterprises
The Home Shop Management Team in Koyilandy
(Kozhikode) of five members governs the operations. The overall guidelines are prepared and
administered under the governance of
Kudumbashree. There are a few challenges which
producers, management team and Home Shop
Owners are facing:
Producers
Maintaining quality standards: There are no set
standards of quality or standard operating
procedures for the producers. The producers
make products based on their experience and
expertise. Consequently, there is an issue of
maintaining consistent quality.

Maintaining relationship with customers: Home
Shop Owners face challenge of building and
maintaining relationship with the customers.
Health issues: HSOs need to carry products and
sell them door-to-door, which may cause health
problems like backache.
Commuting issues: HSOs are not having any
vehicle for commuting purposes which makes it
difficult to go far and hence customer base
remains limited.
10. Training and Capacity Building
Training has been provided to the Home Shop
Owners and the producers by Kudumbashree.
The management team members frequently visit
exhibitions, workshops and seminars to get new
ideas and build a network. These members
provide training and organise seminars for the
producers and HSOs.
11. Support Agencies and Linkages
Kudumbashree is the main supporting agency. In
addition, management team continuously
endeavours to build links with other development
organisations to get innovative ideas to improve
the model.
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12. Implications
This initiative is an example of socially rewarding and economically feasible service enterprise working
on the principles of direct marketing. The model empowered Kudumbashree women beneficiaries by
providing a constant source of income and a sense of confidence. In addition to income, Home Shop
provides several benefits like pension and insurance which attracts and encourages women to join
Home Shop. The Home Shop management team should try to get quality certification only from a
recognised quality assurance organisation because survival on the basis of attractive packaging will
be difficult in the long run. The management team should help Home Shop Owners to get loans for
vehicles so that it will be easier for them to commute in the local areas and expand the customer base.

Appendix 1: Total Sales of January 2018
Sales
Turnover

Purchase
Turnover

Rate

Name

Purchase
Rate

1
2
3
4
5

35.00
50.00
25.00
145.00
75.00

Oxygen
Oxygen
Oxygen
Keshika
Keshika

21
30
15
87
45

16930
664
82
2216
215

592550
33200
2050
321320
16125

355530
19920
1230
192792
9675

6

30.00

Mediclean

18

1349

40470

24282

7
8

25.00
35.00

15
21

1527
2246

38175
78610

22905
47166

9

55.00

33

439

24145

14487

10
11

30.00
15.00

18
9

6795
6625

203850
99375

122310
59625

12

15.00

9

3701

55515

33309

13
14

35.00
25.00

21
15

98
403

3430
10075

2058
6045

15

30.00

18

3575

107250

64350

16

25.00

15

224

5600

3360

17

25.00

15

1378

34450

20670

18

20.00

12

19

380

228

19

20.00

12

25

500

300

20

15.00

9

2754

41310

24786

21

80.00

48

153

12240

7344

22

30.00

18

272

8160

4896

23

35.00

21

1388

48580

29148

24

60.00

36

354

21240

12744

25

60.00

Phinoil
D Wash
Dwash
Jell
Origin
Excel
Dahasam
Ani
Pepper
Jappy
Hiranya
Soap
Hiranya
Soap
Greencar
E Super
Kasthoor
Imanjal
Rakthach
Andanam
Slavy
Green Life
New
MULTTANI
MUTTUY
DATES
PICKLE
PINAPPLE
JAM
DATES JAM

36

520

31200

18720
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Sales

Rate
26

60.00

27

40.00

28

15.00

29

20.00

30

55.00

31

55.00

32

55.00

33

25.00

34

45.00

35

30.00

36

30.00

37

20.00

38

45.00

39

25.00

40

40.00

41

65.00

42

25.00

43

45.00

44

45.00

45

30.00

46
47
48
49

210.00
105.00
200.00
100.00

50

40.00

Name
Mixed
Jam
GarLic
Ballusse
Ry
Lemon
Pickle
Thali Podi
Mulak
Podi
Malli
Podi
Manjal
Podi
Dishwash
Bar
Liquid
Wash
Sambar
Podi
Chemeen
Chamant
Hi
Biriyani
Masala
Femi
Mango
Pickle
Coconut
Pickle
Aviloose
Podi
Lemon
Pickle
Garlic
Picle
Kanni
Mango
Sandal
Soap
VCO
VCO
VCO
VCO
Kanni
Mango

Purchase
Rate

Sales

Sales
Turnover

Purchase
Turnover

36

326

19560

11736

24

979

39160

23496

67

1005

603

12

275

5500

3300

40

1261

69355

50440

40

797

43835

31880

40

1236

67980

49440

15

3344

83600

50160

27

735

33075

19845

18

393

11790

7074

18

42

1260

756

12

370

7400

4440

27

2968

133560

80136

15

782

19550

11730

24

5

200

39

484

31460

18876

15

528

13200

7920

27

422

18990

11394

27

386

17370

10422

18

55

1650

150
26
6
15

31500
2730
1200
1500

67

2680

9

147
63
140
60
24

120

990
22050
1638
840
900
1608
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11

GOAT RESOURCE CENTRE

ABSTRACT

Livestock rearing is second to agriculture towards the livelihood of the rural
population in Jharkhand. The goat resource centre promoted by the Jharkhand
State Rural Livelihoods Mission, is acting as a catalyst in establishing goat
rearing units by the members and establishes viable and sustainable business
in goat rearing.The women are provided with the required inputs and skills to
carry forward the businesses and thereby enable the improved livelihood
options. The enterprise has a turnover of Rs. 18.2 Lakh in 2016-17 and it is
expected to grow in the years ahead. The enterprises do have systems in place
for its forward growth and more producers are expected to be in its fold in the
coming years.
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Context:
Rural agrarian sector of Jharkhand is dominated
by small and marginal farmers. Despite being
source to a number of rivers, folding and hilly
topography, fading of green cover poses a challenge in the state for lack of surface and ground
water for irrigation to farmers. Rainfall is erratic,
monsoon failure (cycle) once in four years aggravate the threat of agriculture for subsistent
small and marginal farmers.
Practice of livestock rearing particularly small
ruminants has stabilized the uncertainties of
agriculture, source of protein for family members, and acts as a buffer and source of cash in
times of need. Moreover, rearing of goat, sheep
and pig has been in the domain of womenfolk in the
farm families.
Rationale for Formation:
Population of small ruminants (Goat and Sheep)
comprises about 20% of total livestock population. Share of goat in the ruminants is 88%.
Thus any qualitative or quantitative improvement
in goat rearing has the potential to create
significant impacts in the life and livelihoods of
women from farm families in rural Jharkhand.
Experiences of goat rearers from Gandhigram
(Jara Toli) village revealed that the mortality of
goats in their village was as high as 20% before
the interventions from JSLPS.
As a result of that the farm families avoided
taking the risk of keeping bigger herd size and
used to keep one or two goats as buffer and to
sell grown up ones as early as possible. Diseases
used to take epidemic form causing wiping out of
entire goat population. Traders, the only marketing channel used to visit villages to pick up goats
at a price decided primarily by the bargaining
ability of the farmers particularly women.
Functionaries of Jharkhand State Livelihood
Promotion Society (JSLPS) also shared similar
situation across Jharkhand.
Goat Resource Centre (GRC) was ideated by
JSLPS to create sustainable mechanism so that
all services related to goat rearing can be made
available to goat rearers at their door step to
reduce mortality, increase herd size, sell
matured goats through multiple channels with

scientific and transparent method of pricing and
ultimately ensure enhanced income with certain
level of certainty to the hands of women folk of
the farm family.
Description of the Business:
Area of operation: The Goat Resoure Centre
(GRC) at Angara block of Ranchi district operating from its campus at Getalsud village provides
service to 216 hamlets of 72 villages in 12
Panchayats. It is an informal association of 92
Ajeevika Pashu Sakhi (APS) as its member, each
APS provides services to 50-100 HH i.e. about a
village.
Operating model: The GRC at Angara has the
following business operations:
Medicine shop: GRC has established the
stock of medicines. It has understanding with
the veterinary medicine suppliers to supply
medicines at whole sale rate for bulk purchase. APS purchase such medicine in need
from GRC and sell at retail price to the individual farmers.
Sale of Shyama breed: The GRC also promote
Shayam breed of goats. Mortality in initial 15
days of rearing this breed is very critical and
maximum mortality happen during these
days. GRC in its campus has the required
infrastructure to rear a batch of Shyama DoC
for initial 15 days with utmost care following
scientific rearing practices. This reduces the
initial mortality as well as the same at rearers end, thereby enhance the income.
Training of CRPs: The GRC campus at Angara
block has the required infrastructure and
facility to host training of new APS and other
CRPs of JSLPS. The experienced APS acts as
resource person.
Exposures: It also acts as an exposure site
for SRLMs, government and NGOs functionaries.
Membership Fee: The GRC also collects an
annual subscription of Rs 100/member which
helps to build its corpus.
Institutional sale of goats: The GRC buys
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matured buck and goat through its APS
network. Keep under direct supervision in its
campus; follow disease quarantine protocol
and sale to various institutions / government
agencies with replacement guarantee.
Angara GRC is one of the rare institutions
which have such sale procedure.
Supply of trainers: The members of GRC are
great human resource (trainer) for promotion
of goat rearing. Each APS acts as i-CRP for
JSLPS as well as e-CRP for other SRLMs.

Miscellaneous: There are miscellaneous
income sources for GRC, such as penalties to
members, goat insurance etc.
Pricing and Payment to Members:
GRC selects its members and train in vet-care
and acts as business facilitator for its members.
Each member earns (as described above) from
sale of medicines and the service, purchase of
goats from reraers as i-CRP and e-CRP. A case of
Shanti Devi is sited below for understanding the
income generated by GRC at APS level.

Name

Shanti Devi

Village

Bisa (Gundli Toli)

Panchyat

Bisa

Block

Angara

District

Ranchi

Working as APS since

2015

Incomes in current year (2017-18) in Rs:
De-worming: 500 goats 2750
Vaccination: 500 goats

2500

De-worming kids: 300 kids 3600
CRP (trainer) 6 rounds total 60 days @ Rs 450/day 27000
Castration of goats: 60 goats @ Rs 50 /goat 3000
Total earning last year (Rs)

Business Model of GRC:
The business of GRC comprises of mainly ( a )
Veterinary medicine shop: purchase, stock and
sale of veterinary medicines to APS, ( b )
Purchase of DoC of Shyama variety, rear for initial
15 days with vaccination and care and then sale, (
c ) Host residential training events of JSLPS, ( d)
Exposure to various government and nongovernment agencies, ( e ) Institutional sale of
goats with quarantine and replacement assurance, ( f ) Supply of trainers.

Sale of goats 4 goats 13000
51850

tion of building and other equipments. Recently it
has constructed a mini cold storage also. The
entire money has come from JSLPS as grant.
Over last two years, it has earned about Rs 10
lac which acts as working capital for the entire
business activities of GRC.

Supply of trainers: Total resource persons' fee is
received by GRC who keeps 10% and pay rest
90% of the fees to the APS deployed. This will
continue for some time but not in long run.

Marketing Strategy and Plan:
Sale of medicine will increase with increase in
population of goat in its area of operation. There
is a weekly goat market (Tuesday) at Jonha where
farmers sell their goats. Besides, there are
individual traders who visit villages to purchase
goats during festival seasons. Till date GRC has
not come up with concrete marketing plan.

Financing:
GRC has received a piece of land donated by a
local villager. It has invested in fencing, construc-

Profit Distribution:
GRC has not yet distributed any profit to its
members.
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Risk Assessment and Mitigation:
GRC has promoted 92 APS, as they grow and
gain experiences, APS may move out of GRC and
operate independently. GRC has no plan to
mitigate such risks.

Governance of GRC:
There is a three member governance body consisting of elected President, Secretary and
Treasurer. But they are not clear of their role in
GRC's business.

HR Structure of GRC:
GRC is not a registered entity yet. There is no HR
structure and policy in place. Presently entire
business operation is handled by an employee of
JSLPS (Deepak Tiwari), accounts are kept at
Block office of JSLPS. A night watchman and in
day time a women acts as assistant –both are
the employees of GRC.

Training and Capacity Building:
After the selection, each APS undergoes 4-days
residential training, followed by continuous back
up support from experts in JSLPS. Now the
experienced APS like Balamdina Tirke are supporting other APS.

Organization Structure of GRC:
There is no written document on membership,
governance and management structure.
Members meet once in a month, pay membership
fees.

Support Agencies and Linkages:
Initially JSLPS had tie up with Goat Trust but now
GRC is independent. GRC has linkages with its
promoter, JSLPS. It has arrangement to supply
medicines with Baisnavi Traders and Maa Shanti
Enterprise. GRC also provides support to BRLPS
through JSLPS.
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ABSTRACT

12

GROUNDNUT PROCUREMENT THROUGH
SHGs
Groundnut is one of the major crops in Pedda Kothpally mandal. After production farmers take their produce to the nearby mandi or traders pick up from
their home. In either case, the price realisation was low for the farmers.
Society for Elimination of Rural Poverty (SERP) organized the farmers into
groups and aggregated the produce from small and marginal farmers to leverage economies of scale. Also, as volume was higher, the group had better
bargaining power while negotiating price with a trader.
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The Background
Groundnut is an important crop in Nagarkarnool
district of Telangana. Farmers sell their surplus in
nearby agricultural market. However, farmers
face problem in realising better price when they
take their stocks to the market. They also face in
transporting their produce because of lower
quantity harvested from small patch of land.
This prompted the Society for Elimination of Rural
Poverty (SERP), Telangana to intervene and
organize procurement of groundnut from the
farmers and sell it in the nearby market on a
collective basis. So, they started this groundnut
procurement on a pilot basis to understand the
underlying issues. Also, the learning from this
pilot project would be used to rationalise functioning of commodity-based producer groups in
the state of Telangana.

Organising farmers into group and aggregating
the produce from small and marginal farmers can
bring some sort of scale for transporting. Also,
as volume will be more, the group can have better
bargaining power while negotiating price with a
trader.
While organising the farmers into groups, a value
chain approach was followed from groundnut
production to sales. The group procured required
inputs in bulk and availed quantity discounts
which helped in reducing their unit cost of production. Also, this will ensure availability of inputs
in time for production.

Producer Group Members in Meeting

Members got loan support in input purchases
and after harvest transportation to the market
yard at Kollapur was also arranged. They have
sold directly to the traders in the market and
realised a better price.
Map 1: Map of Nagarkarnool District, Telengana
Source: http://nagarkurnool.telangana.gov.in/maps/

To implement this procurement project, Mandal
Mahila Samakya Rythu Utpattidarula Sangham
was formed in Pedda Kothpally mandal, which is a
federation of women farmer producers' groups. In
the 2015-16 financial year, this project was
successfully implemented under this farmer's
federation.
The Enterprise
Groundnut is one of the major crops in Pedda
Kothpally mandal. After production farmers take
their produce to the nearby mandi or traders pick
up from their home. In either of cases, the price
realisation was less.

Description of the Business
a. Area of operation: The farmers' group
carries out procurement of groundnut
and selling it in nearby mandi, thus helping
farmers to realise remunerative price.
b. Operating model: The group initially
supports farmers in arranging credit,
inputs for cultivation of groundnuts. It
also provided agronomic advice. After
harvesting it collects the harvested
groundnut from the member farmers and
take to the nearest mandi for selling.
After sales farmers are provided their
payments. Thus, it helps in logistics
support as well as collective bargaining
because of higher quantity of produce.

SERP – Society for Elimination of Rural Poverty
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c. Pricing and payment to members: As per
the market price the groundnut is being
sold and farmers are given their due
according to the quantity and grade
supplied. 68.5 Mt of groundnut was
procured in 2015-16. The price realised
per quintal was in the range of RS 4500 –
RS 5000.
d. IT systems: The MAC is having its systems for data entry, record keeping and
email correspondence.
Business Model of Producers' Enterprises
a. Feasibility – Viability, Profitability,
Sustainability: The procurement system
is feasible considering the farmers grow
groundnut every year. But, it needs
sustained effort year after year which is
not there. Though in on year this farmers
group had got profit, the support was
withdrawn immediately without strengthening the organisation.
b. Business Strategy and Plan: The strategy was to collectivise the predicament
and marketing which was sound considering smallholder farmers.
c. Margin and Revenue Model: The revenue
model here is to charge for the services
provided by the producer group to the
member farmers. Also, it is planned to
have some margin of the inputs sold to the
farmers. However, these things have not
taken shape and it was run as a Society
for Elimination of Rural Poverty (SERP)
sponsored project for procurement of
groundnut.
Financing
a. Finance Mobilization: The group members have given membership fee of Rs 100
each. But important financing was done
by Society for Elimination of Rural Poverty
(SERP), which have given Rs 47 lakhs for
project implementation. Out of this Rs 35
lakhs were returned to SERP as decision
to run this project was pending.

HOPES ON THE HORIZON | Page 71

b. Working Capital and Investment
Capital: No capital investment has been
done, but there was a plan to construct a
warehouse. Coming to working capital,
the grant given by SERP was used for this
purpose.
Marketing Strategy and Plan
Strategy to market the harvested groundnut by
the members was to compare the prices offered
in various mandis nearby and to sell at a better
price.
Profit Distribution
Profit of Rs. 3, 42,629 has not been distributed
in the group so far. It has been kept in the
reserves for further expenditure required.
HR Structure of Producers' Enterprises
The group has not developed a formal HR structure. It was working with the support of SERP
promoted MAC at Pedda Kothpally, which is a
larger organisation catering to various other
activities of livelihood projects.
Support Agencies and Linkages
SERP, Telangana is the important supporting
agency, which helped in the implementation of
this project.
Conclusion
Farmers can save on inputs and reduce cost of
cultivation if they will continue to work as a
collective. Collectively they can reduce the cost
of transportation and can successfully negotiate
for better price from traders. However, they
need hand holding in initial years of operations, to
sustain their business.
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LIGHTING TRIBAL LIVES

ABSTRACT

Twilite – a project to produce LED bulbs set up by tribal women at
Rampachodavaram in East Godavari, Andhra Pradesh, with the support of
Society for Elimination of Poverty (SERP) and ITDA now tastes success with an
impressive turnover of nearly Rs. 3 crore in 2017 and continues to grow. Now,
the East Godavari-based LED lights assembling facility in the agency area of
Rampachodavaram is trying to expand its business wings in other districts too,
in the state.
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Background
The idea of coming up with LED lights manufacturing unit occurred to B. Tech. graduate K Veera
Lakshmi to empower tribal women with employment on advice from the then District Collector
Mr. Arun Kumar. She teamed up with 40 tribal
women, supported by Society for Elimination of
Rural Poverty (SERP), to form Rampa Girijana
Mahila Samakhya Industrial Cooperative Society
Ltd. (RGMS ICS Ltd.) at Rampachodavaram,
East Godavari for manufacturing LED bulbs. The
qualifications of tribal women range from
Intermediate to B. Tech. but they have been left
unemployed due to the lack of exposure and
opportunities. In a bid to make the unit run
successfully, its workers had a three-month
training on electricity at a local centre. They
learnt the basics of LED lights, including assembling the bulbs in one month. 'Tribal Women
Installed LED in Eastgodavari (Twilite)', was
formed in July 2016.
Veera Lakshmi says, “we started with LED bulbs
and then took to making panel lights and LED
street-lights. We have already manufactured

around two lakh bulbs and supplied it to
APEPDCL. The streets in east Godavari district
are lit with the LED bulbs manufactured in our
unit." ITDA made the initial Rs. 40 lakhs investment for the project with zero interest. The
cooperative society got Rs. 50 lakhs each from
Andhra Bank and ITDA as financial grant under
'start up stand up India' with an interest of 12
percent”. She said to have employed 30 more
tribal women with her business scaling upto
greater heights.
Assembling of LED lights does not require highly
skilled manpower and the district administration
thought it was fit to create a sustainable business model for the local tribal people. After
exploring manufacturing capabilities and studying
the market over eight months for LED lighting
products, a firm M/s Rampa Girijan Mahila
Samakhya (RGMS) was formed by and for the
tribal women. With the initial assistance from
ITDA and SERP, the RGMS bought training
material worth Rs. 20 lakhs for making LED
bulbs, tube lights, streetlights and decorative
lights among others.

SHG Members Manufacturing LED Blub
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A five-week on the job training was imparted to
the work force to acquire necessary skills and
procurement of semi knockdown kits, which
contain all approved components required for a
marketable product. Stringent inspection was
planned at different stages, like procurement of
raw materials, work in progress, finished products and package. The LED bulb-manufacturing
unit was set up with Rs. 25 lakh in which 30 tribal
women were initially employed. Currently around
100 tribal women, headed by a CEO who is a B.
Tech qualified tribal woman, are working with a
planned monthly production capacity of 125,000
bulbs, 4,400 tube lights, 6,000 street lights and
other luminaries. The profit margins that remain
after the value addition cost of the product are to
meet their salary requirements The Net profit in
2016-17 was over Rs. 30 lakhs.
So far, the projects bagged by the Twilite includes
supplying 3,000 LED tube lights to Srisailam
Devastanam, streetlights to all panchayats in
E a s t G o d a v a r i d i s t r i c t , E a s t e r n Po w e r
Distribution Company of AP Ltd. (APEPDCL)

project worth Rs. 3 crore and many others.
Known for their eco-friendly life style, once again
the tribal women are proving their mettle by
producing energy efficient LED lights that help
decrease the carbon foot print and saves environment.
“Not only me from our community, even other girl
students who completed Intermediate, graduation and engineering went for MNREGS works as
we didn't find any employment. Our morale was so
low at that time as there was no money for us
even to apply for jobs that match our qualification. Now, our parents are over the moon.
Moreover, they feel secured as the firm has been
set up in the Agency area itself,” said Ch.
Indravathi from Rampachodavaram.
“We are producing LED lights for lesser price and
with two years warranty on our products.
Meanwhile, the Mahila Samakya Industrial
Cooperative Society is also seeking government
support to market and publicise Twilight products”, explains Veera Lakshmi.

SHG Members Manufacturing LED Blub
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RAMPA GIRIJANA MAHILA SAMAKHYA INDUSTIAL COOPERATIVE SOCIETY LTD.
RAMPACHODAVARAM
Profit & Loss Statement as on
Particulars

2016-17

2017-18

2018-19

Audited

Provisional

Projected

Advertising

19200.00

42240.00

50000.00

Audit Fee

39000.00

45000.00

49500.00

Bank Charges

83677.00

85700.00

94270.00

Telephone

11212.00

24666.40

30000.00

Transport

36250.00

79750.00

90000.00

Travelling

271900.00

387800.00

500000.00

70000.00

77000.00

847800.00

1510000.00

50242.00

40193.60

240104.00

570746.00

600000.00

16761.00

14246.85

12109.82

336250.57

543287.90

762146.58

1658004.77

2761479.15

3815220.00

Rent
Miscellaneous
expenses
Vehicle Loan
Interest
Interest on
Bank Loan
Depreciation
Net Profit

603650.20
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Particul
ars

Gross
Profit

2016-17

2017-18

2018-19

Audited

Provisional

Projected

1658004.77

2761479.15

3815220

1658004.77

2761479.15

3815220

RAMPA GIRIJANA MAHILA SAMAKHYA INDUSTIAL COOPERATIVE SOCIETY LTD
RAMPACHODAVARAM
Balance Sheet as on
Particulars

Share Capital
From ITDA
Profit & Loss
A/c

2016-17

2017-18

2018-19

Audited

Provisional

Projected

20000

20000

20000

3700000

3700000

3700000

336250.5

879538

1641685

4853359.5

4674073

5000000

436000

350000

Particulars

Fixed Assets

2016-17

2017-18

2018-19

Provisional

Estimated

Projected

105288

828966

704621

7010583

6434780

7200000

402669

4381120

4800000

381654

351777

507064

11996643

13211685

Loans
Bank OD
Vehicle Loan

Current
Assets
Closing Stock
Sundry
Debtors

Current
Liabilities
Creditors

2287032

2500000

Cash & Bank
Advances

8909610

11996643

13211685

1009414

8909610
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AMMU FOODS

ABSTRACT

Ammu Foods is a unit of Kudumbashree Nutrimix Consortium, a registered
society, and was established in 2005 in Palakkad, Kerala by Akshaya NHG. It is a
leading unit among the 22 units engaged in the production of Amrutham
Nutrimix in Palakkad District, Kerala. In addition to Nutrimix, it also manufactures and sells a range of other food products in the open market. Buoyed by
passionate leadership, entrepreneurship, cooperation among members and a
sense of purpose and direction, coupled with sound systems and processes for
production planning, high standards of hygiene and financial planning and
management and professionalism at every stage, the unit has touched a sales
turnover of about Rs. 2 cr. within 12 years of its inception.
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Amrutham Nutrimix
Amrutham Nutrimix is an innovative
Kudumbashree programme that was launched in
2006. When the State government, under
instructions from the Supreme Court of India,
came up with the Take Home Ration Strategy
(THRS), a feeding programme for children in the
age group of six months to three years from
below the poverty line (BPL) families through
Anganwadis, the Kudumbashree approached the
Government of Kerala to procure orders for the
supply of the food supplement. As it was baby
food, hygiene, quality and a regular supply had to
be ensured while maintaining the calorific value
directed by the Supreme Court. Kudumbashree
sought the help of the Central Plantations Crop
Research Institute (CPCRI) in Kasaragode, a
research organization, to prepare a recipe for
the food supplement.
The mission prepared 396 groups throughout
the state with a maximum capacity of producing
3 metric tonnes a month. A nominal price to
fetch a minimum return for the producers was
fixed for each packet that was supplied to the
Social Welfare Department (Rs. 56/-), while the
entrepreneurs could sell the product at their own
rates in local markets with additional ingredients
(up to Rs. 100).
All the units have machinery of their own like
pulverisers, roasters, sealing machines, and
weighing scales. A tie-up with the Civil Supplies
Corporation was made for the continuous supply
of wheat at a minimum rate.
The present production capacity of all units in
Kerala is around 1,442 tonnes of Amrutham
Nutrimix a month. The supply of Amrutham was
the first effort of the Kudumbashree mission to
develop a common brand name and production
protocol in a micro-enterprise.
Kudumbashree developed the concept of
Amrutham Nutrimix Consortium, and got it
registered as a society in February 2011, as a
self-governing, democratically functioning
producer collective with the purpose of strengthening the Nutrimix entrepreneurs and their
businesses. Specifically, the Consortium was
established with a view to:
•

Encourage economies of scale,

•

•
•
•

Address similar issues faced by the units in
procurement of raw materials and transportation,
Develop a centralized distribution channel,
Develop value added products and
Prepare the units to face competition from
the market.

All the Nutrimix units has been clustered at the
district levels and confederated to the
Consortium at the state level. Bulk procurement
of raw materials, packing materials and quality
control are the major responsibilities of the
Consortium.
The units are engaged in value addition, and
produce and sell a variety of products like peda,
biscuits and cakes for sale in the open market.
Ammu Foods – An Introduction
Ammu Foods is a unit of Kudumbashree Nutrimix
Consortium and was established in 2005 in
Palakkad, Kerala. It is a leading unit among the
22 units engaged in the production of Amrutham
Nutrimix in Palakkad District, Kerala.
Bhagirathi, Secretary of Ammu Foods Unit at
present, pioneered the creation of Akshaya NHG,
comprising fifteen women, in the year 2004 and
established Ammu Foods along with four other
members of the NHG. At present, seven out of
the fifteen members of the NHG are engaged in
the operations of Ammu Foods, and the remaining eight members are engaged in other activities
like tailoring.
Each of the five founding members of Ammu
Foods brought in Rs. 10,000 by way of investment in the unit. With a further investment of Rs.
2.00 lakhs, consisting of bank loan of Rs. 1.50
lakhs and a subsidy of Rs. 50,000 from
Kudumbashree, Ammu Foods established the
plant and machinery on a piece of three cents of
land gifted by Bhagirathi's father to her.
Amrutham Nutrimix is one of their key products
of the unit and it provides nutritious food supplement to the children of 6 months to 3 years.
Ammu Foods produces, on an average, 10,000
kg. of Amrutham Nutrimix every month between
the first and twentieth calendar days, for distribution to anganwadis under the Take Home
Ration Scheme (THRS).

Page 78

In addition, Ammu Foods also produces every
moth 15,000 kg. of Arogyamix, a food supplement for pregnant and lactating women and
adolescent girls.
Further, realizing the changing consumer preferences, the unit is now expanding its portfolio of
products to include items like Nellara Palakkadan
Thanima (puttu podi, pathiri podi), cakes and
biscuits.
The unit, with Bhagirathi as its face, has been
imparting training on food processing to other
units in Kerala. Bhagirathi has trained 27 units,
all of which are fully functional. She is also a
master trainer and has trained sixty women in
Samagra Project.
Business Operations in Brief
Each Kg. of Nutrimix consists of:
450 g. of wheat
100 g. of soya chunks
150 g. of Bengal gram
100 g. of groundnut
200 g. of sugar.
Initially, Ammu Foods was purchasing the raw
materials was done from the open market.
However, in 2009, the Government of Kerala
decided to procure wheat from Food Corporation
of India (FCI), considering stringent quality
requirements, and supply it to the units at a
subsidised rate of Rs. 4.15/kg. As per an oral
statement of Bhagirathi, the wheat is at present
supplied by the Department of Social Justice at
an even more subsidised rate of Rs. 2/- per kg.
The other raw materials (Groundnut, Soya
Chunks, Bengal gram and Sugar) are procured
from market. The raw materials are thereafter
cleaned, washed, dried, pulverised, mixed in the
right proportion and further processed to ensure
uniformity and consistency of size and mix, and
packed. The packed products are distributed to
anganwadis.
The unit is equipped with modern equipment like
wheat cleaning machine, roaster, ground nut
peeling machine, pulverizing machine, and weighing and packing machines. The material flow inside
food processing unit is depicted in Figure 1. In
addition, it also has a mini-vehicle for transporta-
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tion of raw materials and delivery of finished
products.
The production plan is estimated on the basis of
the requirement given by the ICDS, which gives
supply order to the Kudumbashree units after
finalizing the project with local bodies. Based on
that, the Nutrimix is supplied to the allocated
anganwadis. The local bodies will make the payment on receipt of bill.
The production of Amrutham Nutrimix is approximately 10,000 kg./month, and the production of
Arogyamix is approximately 15,000 kg/month.
The profits are deployed back in the unit for
meeting the working capital, and for business
development. In order to mitigate the risk, the
unit ensures maintenance of adequate stock of
the raw material.
The unit maintains high levels of hygiene and
protects the raw materials, work-in-progress
and finished goods from any contamination or
infection by resorting to standard hygiene and
food safety practices. The unit tries to maintain
the cleanliness to the level of a surgical theatre.
It gets its products tested every quarter and
secures the laboratory reports.
While the unit has to satisfy the requirement of
anganwadis as per their demand from time to
time, they are free to manufacture and sell other
products in the market, as stated earlier.
Financing and Profitability of the Unit
As stated earlier, the unit started with a contribution of Rs. 10,000/- per member from each of
the five promoting members. With the subsidy of
Rs. 50,000/- from Kudumbashree and a loan of
Rs. 150,000/- from banks, the unit was set up on
a piece of three cents of land owned by
Bhagirathi.
All the seven members of the NHG associated
with Ammu Foods work as the employees of the
unit and are paid Rs. 300/- per day of eight hours
of work, and get Rs. 50/- per hour of additional
work.
The selling price of Nutrimix (i.e. the rate at which
it is delivered to the anganwadis) has been
steadily rising as presented in the following table:

Selling Price of Nutrimix over the years

Duration/ Date
Jan. 2007 – Oct. 2007
Nov. 2007 – April 2011
May 2011 – Nov. 2016
Dec. 2016 onwards

Year
2007-08
2008-09
2009-10
2010-11
2012-13
2013-14
2014-15
2015-16

Selling Price of
Nutrimix per
kg. (Rs.)
35
40
56
70

Total Sales (Rs.)

Arogyamix, the food supplement for pregnant and
lactating women and adolescent girls is sold at
Rs. 58/- per kg.
The annual sales and profit of the unit for a few
years are presented in the following table:

Sales from Nutrimix
(Rs.)

75,49,800
88,42,900
97,39,410
99,19,390
80,98,018
90,18,520
1,74,90,406

Ammu Foods has the highest sales turnover
among all the 22 Nutrimix units of Palakkad
District.
The unit had also executed an order in September
2017 for supply of 4,050 kg. of Nutrimix to Child
Fund India, Madhya Pradesh, and sold the product at Rs. 90/- per kg. It procured wheat for the
execution of this order from the open market. The
unit is highly working capital-intensive, since raw

11,91,990
18,91,750
40,41,818
43,41,845
91,01,260
1,23.75,500

Net Profit (Rs.)

3,23,100
4,12,042
5,13,700
6,00,500

materials constitute a major part of the sales.
Further, the receipts from the Government
against supply of Nutrimix are made twice a year;
this puts pressure on the unit to maintain
sufficient cash reserves for purchase of raw
materials (other than wheat) against cash in the
open market. The unit has, therefore, tied up with
the local branch of Canara Bank for working
capital loans, which they borrow by securing the
stocks with the bank.
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Organisation Structure
Bhagirathi, the Secretary of Ammu Foods,
coordinates all functions of the unit, and interfaces with all external agencies, such as
Kudumbashree, banks, ICDS, anganwadis,
potential buyers, etc. She takes care of the dayto-day operations planning function.
Bhagirathi takes care of the preparation of wheat
for pulverising every day, and the other members
share the responsibility for the washing, cleaning, peeling, mixing, weighing, packaging and
transportation operations of the unit.
The
members involved in the business have been
trained by Bhagirathi in all operations.
Except the driver of the mini-van, all employees of
the unit (including Bhagirathi, the Secretary, and
Indiramani, the Team Leader of the NHG) are
members of the NHG. Bhagirathi convenes a
meeting of all members of Ammu Foods every
Wednesday at 5.00 p.m., and discusses all
issues and plans of the unit, and systematically
records the minutes of the meetings in
Malayalam. She also make it a point to visit all
NHG members in their homes at least once a
year.
Ingredients of Success of the Unit
The unit Ammu Foods has been quite successful
as a business entity, as seen from the sales and
profitability figures shown in Table 2 above. The
unit has also been providing regular income to its
member-employees, and, in the process, selfrespect and meaningful existence.
As mentioned at the beginning of the case, the
NHG was the initiative of Bhagirathi, who, along
with the other members, decided to set up a food
processing unit. Bhagirathi comes from a humble
family, and developed on her own, pursuing
various avenues of higher education and skill
development. She completed MCA and MBA
through distance education, and has put in place
IT-based monitoring systems and processes.
Combined with her initiative, her entrepreneurial
orientation, networking skills and hard work,
despite innumerable obstacles, have stood by her
and unit of which she is a key figure. Bhagirathi's
exceptional leadership skills have mainly contributed to the growth and success of Ammu Foods.
She is extremely passionate and actively involved
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in capacity building of all the members by training
them at regular intervals. She meticulously
plans all the tasks and coordinates among
members and other supply chain partners. She
attends seminars/workshops at regular intervals
to learn new technologies and new ideas. She is
active and maintains soft copies of all the
records. The organisation has quality certification which ensures consistent quality of the
products. She comes to the unit every day at
5.00 a.m. and works in the office till about 8.30
a.m. to carry out the day-to-day scheduling and
planning work. She looks after external issues
during the rest of the day as per requirements.
She returns to the unit again at 7.00 p.m. and
works till 12.00 midnight as an operator roasting
the wheat to be pulverised the next day.
In short, the success of the unit can be attributed to the following internal strengths of the
unit:
• Entrepreneurial orientation of the Secretary
of the NHG
• Ability of the unit to network with a host of
people and agencies
• Acceptance of the leadership of the
Secretary by other members
• Continuous environmental scanning by the
Secretary and her team for new business
opportunities
• Established systems and processes which
have been put in place due to the initiative of
the Secretary, with a strong emphasis on
excellence at every stage and in every detail
• Organised administrative practices, in terms
of maintenance of records, files, information,
etc.
• Financial Prudence, including continuous
monitoring of operations
Issues and Challenges
Product range
At present, Nutrimix and Arogyamix are available
only in one flavor. Realizing the changing consumer preferences, the organisation is planning
to add new flavours.
Market Expansion
Presently, the organisation is primarily dependent on the anganwadis for its sales. The unit is
aware of the risk and is exploring new markets to
expand the customer base.

Competition from the multinational companies
The unit knows that it is likely to face competition
from multinational brands in respect of open
market sale of products other than Nutrimix. The
organisation is, therefore, constantly upgrading
in terms of quality, product range and services.
Irregularity in receipts
Delay in the receipt from the local bodies against
supply hinders the flow of funds for operations,
and puts a lot of pressure on the unit in terms of
working capital management. Being aware, the
unit generates about 50% of its sales from nonNutrimix products.

Learning
The initiative of the unit is an example of socially
rewarding and economically feasible entrepreneurial model. The case illustrates how leadership skills can lead to the success of an enterprise. The model shows how empowered
Kudumbashree women beneficiaries can not only
generate a constant source of income for themselves, but more importantly, how they can
contribute positively and meaningfully to social
causes.
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Individual Enterprises under DAY-NRLM
The cases of individual enterprises for livelihoods are derived from the documentation of
actual cases of models involving SHG members for its effectiveness in providing
employment opportunities and the last mile delivery of benefits to these women. The
cases covered under this section highlight the ways individual enterprises engage SHG
members for work, resource and idea mobilization, techno managerial support, market
linkages and the mode of profit sharing in a non-obligatory but incentivizing model.
The Jai Mata Di food products in Churaman village of Bihar on the other hand are an
example of the SHG member (workers) driving the enterprise for higher revenues and
for scaling up the activity levels which in turn engages more women SHG workers in the
unit. This individual enterprise exhibits examples of networking with government
offices and other institutions to expand the business and thereby earn profit. Profit is
shared with the workers towards incentivizing them for higher levels of participation in
the activity.
Kantha stitching unit in Bolpur, Santinikethan (WB) engages SHG members on a piece
rate in the stitching unit. The wage is paid according to the volume of work each worker
delivers. The entrepreneur however, involved these workers in the business
development as well. With the help of SHG members, she identified ways to eliminate
the middlemen in the supply of raw material as well as finished products. This enabled
them to make substantial incremental profits from the activity. In a fair sharing of
profit among the team, this has raised the monthly income of the SHG members to
Rs.3000 a month. This helped the workers to move out of poverty and in sending their
children for education and avail better health services.
Similarly the bag making unit at Nasibpur (WB) hires the SHG members as workers on a
daily wage basis. The entrepreneur arrange for the provision of training for improved
skills in the activity. This activity is done in a cluster basis to leverage the resources
available under different schemes and programs. They succeeded in making linkages
with the big market players for sustaining the market outlets and thereby ensuring the
regular income flow to the members.
The kadaknath poultry unit (Maharashtra) is another success model of individual
enterprises leveraging the resources from government sources as well as the family by
engaging SHG members as workers. The enterprise places its products in the niche
segments and provides better services for higher returns. It sells eggs @ Rs.10/
piece and chicken @ Rs.400/kg. Such premiums improve the profit level of the
enterprise to pay a higher wage to the workers.

The instances narrated above indicates the on-going systems and practices of
enterprise – SHG linkage for work towards member welfare in varying degrees across
space and businesses with the mode of worker engagement. Such individual driven
enterprises however, faces constraints and limitations. For example the lack of
mentoring services are the main bottle neck for individual enterprises followed by
difficulties in getting initial credit, product development supports and market linkages.
Localized catalytic centers under DAY-NRLM would be able to fill these gaps and cater
to the demands of individual enterprises for win-win SHG member participation in such
individual enterprises.
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Jai Mata Di Dairy Food Products

ABSTRACT

Jai Mata Di Dairy Food Products is an enterprise owned by Sudha Devi, a
member of the Jai Mata Di Self Help Group (SHG) of the village Churaman
Bigaha in Rahui Block of District Nalanda in Bihar. With support from Bihar
Rural Livelihoods Promotion Society (JEEVIKA), this began as a supplier of
sweets viz. Rasgulla and Gulab Jamun to four local sweet shops in Biharsharif in
Nalanda. She took an initial loan of Rs. 2,500/- from the SHG and bought some
vessels for preparing sweets in limited quantity. After repayment of this loan,
she took another amount of Rs. 4,000/- for further business activities. After
successful repayment of this amount, she sought further loan from the SHG
and subsequently from the Village Organization after which she expanded her
business and this enterprise is now financially independent, profit-making, and
employment generating.
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Introduction
Jai Mata Di Dairy Food Products is an enterprise
owned by Sudha Devi, a member of the Jai Mata
Di Self Help Group (SHG) of the village Churaman
Bigaha in Rahui Block of District Nalanda in Bihar.
This enterprise was formally registered in the
year 2013 and began as a supplier of sweets viz.
Rasgulla and Gulab Jamun to four local sweet
shops in Biharsharif in Nalanda. The business idea
has its genesis in the expertise that the owner's
husband, Sikandar, acquired during his employment as a worker at a sweet shop in Patna during
2002 – 08. He trained Sudha Devi and other
women, who have been associated with this
enterprise, to prepare sweets of desired quality.

In the year 2009, the first SHG was formed in the
village Churaman Bigaha, Nalanda. Smt. Sudha
Devi became a member of Jai Mata Di SHG,
supported by JEEVIKA in the year 2010. She took
an initial loan of Rs. 2,500/- from the SHG and
bought some vessels for preparing sweets in
limited quantity. After repayment of this loan,
she took another amount of Rs. 4,000/- for
further business activities. After successful
repayment of this amount, she sought Rs.
20,000/- from the SHG. As this amount was
considered too high, she was advised to approach
Village Organisation (VO) viz. Vishnu Gram
Sangathan for the capital. After ascertaining the
repayment record of Smt. Sudha with the help of
representatives from Jeevika, the VO sanctioned
her the loan. She expanded her business, repaid
loan of up to Rs. 1,00,000 from VO; this enterprise is now financially independent, profitmaking, and employment generating. A brief
history of the enterprise is presented at Exhibit –
I. The firm has received abundant support and
encouragement from Jeevika and successive
officials posted in Nalanda.
Business Activities of the Enterprise
The enterprise has three broad streams of
business activities as explained below:
1. Production and supply of sweets
The enterprise has range of sweets that are
sold not only in the state but also in neighboring states and a country through linkages
with different wholesalers and retailers. The
following figure shows the areas of sale of the
products within Bihar:

With a modest beginning as a supplier of homebased sweets, the enterprise has, at present,
two additional business units at two Government
offices [District Collectorate, Bihar Sharif,
Nalanda district; District Registration-cumCounselling Centre (DRCC), Bihar Sharif], in
addition to a base production unit at the village
Churaman Bigaha from where major supplies are
made to selected wholesalers across Bihar,
West Bengal, Jharkhand and Nepal. Smt. Sudha
Devi
Areas of Sale of Sweets in Bihar
1

The case is based on the field visit of Prof. EN Reddy and Prof. Aditi Thakur and inputs provided by Ms. Ms. Sudha Devi, owner of
Jai Mata Di Dairy Food Products and the initial draft prepared by Prof. EN Reddy and Prof. Aditi Thakur.
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The enterprise serves the customers through
five retailers in Bihar Sharif (Nalanda) and two
each in Sheikhpura, Nawada, East Champaran
and West Champaran. In addition, the enterprise has also appointed wholesalers in the
nearby states of Jharkhand and West Bengal and
in Nepal. The product portfolio covers sweets
such as Rasgulla, Gulab Jamun, Peda, Kalakand,
Kaju Barfi, and seasonal sweets made out of palm
nectar, with a few additional products like butter,
ghee, cottage cheese for the local markets of
Nalanda.

2. Canteen services
The two canteens at collectorate and DRCC
have serve different products.
At the
collectorate, sweets like Rasgulla and Gulab
Jamun are sold along with snacks items like
samosa, kachori, and litti, besides tea and
coffee. At DRCC, breakfast and lunch are
served. The lunch includes vegetarian and
non-vegetarian items, and the weekly menu is
planned by Smt. Sudha Devi and her husband.
The following table shows the average sales
volumes of major products through the
canteens:

The following table presents the selling prices major products sold in canteen:

Item

Sales per
month

Item

Sales per
month

Item

Sales
per
month

Rosgulla

1,000 pieces

Milk
cake

50 kg

Peda

15 kg

Kalajamun

500 pieces

Paneer

10 kg

Ghee

5kg

Samosa/
kachori/
little

100
pieces/
working day

Tea/
coffee

200 cups
/ working
day

Sales
per
month

Item

Meals

50
plates/
working
day

Item

Unit

Price per
plate/ piece/
unit

Item

Unit

Price per
plate/ piece/
unit

Full meal (veg)

one

50/ -

Omelette

-do -

10/ -

Full meal
(non-veg)

one

80/ -

Boiled egg

-do -

10/ -

Tea/coffee

cup

6/ -

Samosa/
little

Plate

6/ -

Plate meal
(Rice+sabji)

Plate

10/ -

Dal

Bowl

10/ -

Chapati

piece

3/ -
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3. Customised Catering
Besides these two regular forms of institutional service, the enterprise also provides
on-demand catering services during special
events like birthday celebrations, marriage
ceremonies, get-together/workshops/
meetings in Government offices, etc.
Product Features and Inputs
The firm boasts of three distinguishing features
in its product range viz. quality of products,
consistency in taste and price as shown in the
figure below (see Figure 2).

QUALITY

CONSISTENCY
in TASTE

UNIQUE
SELLING
PROPOSITION

PRICE

Unique Selling Proposition of
Jai Mata Di Dairy Food Products

The entrepreneur and her husband emphatically
mentioned about adhering to use of specified
quantity of ingredients while preparing sweets
and other items. The enterprise makes use of
locally available raw material viz. milk. This helps in
maintaining quality standards of the product. It
obtained its Food Safety and Standards
Authority (FSSAI) of Bihar registration during
August 2013, assuring good quality products to

its customers. Sikander mentioned that standards for preparing each item are set, and
caution is taken to stick to prescribed quantities
of raw materials while preparing any item. Sri.
Sikander has trained the women members
engaged in production of savories, including Smt.
Sudha Devi. This extensive training has played its
role in giving a unique identity to the product in
the form of consistency in taste.
Most products sold by the enterprise are
cheaper than the ones in local sweet shops. For
instance, each rasgulla sold from its outlet is
available at Rs. 6 per piece, as compared to Rs. 8
– 10 per piece in comparable shops.
Inputs
The enterprise has successfully made use of
locally available resources. The raw materials viz.
milk, flour, refined flour, oil, etc. are easily available in the village and in the nearby market of
Bihar Sharif. By making use of innate skills of
women SHG members, the enterprise has an
assured supply of labour. In all, there are 10
women SHG members who have been provided
employment by Jai Mata Di Dairy Food Products,
including Smt. Sudha Devi. Five women are
employed in canteens at the collectorate and
DRCC including Smt. Sudha Devi. Four women are
employed at production unit in the village. They all
earn wages of Rs. 150/- per day of work. Also, the
entrepreneur, Smt. Sudha Devi's involvement in
all the aspect relating to production and sale of
products gives the enterprise an additional
advantage. The enterprise is a profitable unit
with surplus being deployed for working capital
for procurement of raw materials, payment of
wages and other related activities.
Profitability of the Firm
The enterprise operates for profit with SHG
members (didis) being provided regular employment. It has no liabilities. The wages earned by
the didis is around Rs.150 /- per day.

Products of the enterprise

The combined revenue from the operations at the
two canteens and the production unit located at
the village is Rs.150,000/- per month, and the
enterprise has a margin of 20% in canteen
business and direct retailing of sweets/savories.
On the sweet sales made through wholesalers,
the margin is 5% as informed by Sikander. The
revue and margin figures could not be substanti-
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ated by any documents. However, the turnover
and profit figures indicated by Sikander appear to
be on the lower side, going by the brisk business
at the canteens.
As per the initial agreement, a portion of surplus
is to be shared with the Village Organisation (VO)
that provided initial support. However, the
payment is not made regularly.

• Easy availability
of input material
• Quality product
• Support of
Government
and Jeevika
• Locational
advantage

STRENGTHS

THREAT

Future Plans
The entrepreneur wishes to scale up the operations with the help of the State Government and
Jeevika to further its reach. For instance, Sudha
Devi shared her plan to set up a canteen at DRCC
in Patna. The following figure presents a SWOT
picture of the enterprise:

WEAKNESS

• Poor hygiene
• Lack of space
• Lack of support
from the
community

OPPORTUNITIES • Tremendous
expansion
potential
• Buy-in from the
state Government

• Easily replaceable
by competitors

SWOT Picture of the firm

Issues and Challenges
1. With theious with proper tables and chairs to
accomm continuous support of Jeevika team,
successive District Magistrates and senior
officials of Nalanda district administration
and Vishnu Gram Sanghatan in the initial
years, the unit has established itself on firm
footing and gained consumer acceptance.
However, based on the research team's
discussions with Jeevika's block level officials,
it is understood that the enterprise is not
honoring its commitment of sharing 10% of
net income with SHG. This may be one of the
reasons as to why the entrepreneur was not
willing to share revenue and surplus details.
2. The canteen at Collectorate office, Bihar
Shariff is housed in a small room without any
facility for seating. The hygiene conditions
also need to be improved urgently. On the
contrary, the canteen operating at DRCC
office is quite spacodate around 20 people.
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3. The unit also needs to invest in good stoves
and simple packaging machines to meet
higher demand.
4. The entrepreneur Sudha Devi, and her husband, who is the main driving force for the
enterprise, have been successfully juggling
different roles of production, sales promotion, marketing, finance, etc.
5. The enterprise has been receiving continuous
hand holding support from Jeevika .There is
need to train the entrepreneur in simple book
keeping and maintenance of canteens to meet
minimum health and hygiene standards.
Implications
With proper support, even moderately educated
village women can establish and operate successful enterprises. The initiative of Jeevika,
Nalanda in the promotion of sustainable livelihoods has provided the fillip to the dormant
entrepreneurial spirit of Sudha Devi.
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PAPER PLATE MAKING

ABSTRACT

The case describes how inspired by a SHG member's initiative supported by
Maharashtra State Rural Livelihood Mission, other women members of her
SHG started a collective enterprise of making paper plates. They operate on a
low scale when their production is compared with that of the other women.
However the interesting narrative is that the enterprise of the women who
started the paper plate enterprise in the area is now relegated to the position
of a mere worker whereas her husband calls all the shots. This is not the case
with the group enterprise where it is the group that does the production
together, distributes their income and enjoys the fruits of their labor collectively. The case makes an attempt to argue that small can be also good and
empowering as well from a gender lens.
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Profile of the Household
Vaishyali Ghanshyam Bavankar a timid looking
woman established her own business way back in
2010. She and her family today manages every
actions and every decisions. This enterprise
manufactures paper plates. It was started at her
residential unit and she then had used a small
hand operated machine. Today this business is
the largest manufacturing unit in the area.
Under SGSY an all women SHG was formed by the
DRDA team. This SHG then had 13 members. The
SGSY facilitator had during one of its monthly
meetings discussed how the group together can
initiate their own business. Now the business is
supported under DAY-NRLM. As it happened
women were not much inclined to this idea of
doing business. They had never taken such risks
nor had they ventured beyond the boundary of
their village. But Vaishali was different. She
understood that she has to convince her husband
and grab this opportunity. She was successful in
doing so.
The facilitator discussed with her about the
finance that she would require and also helped
her obtain a bank loan under the SGSY bank
linkage programme. Her husband who then ran a
small sweet meat shop joined her to help fuel this
enterprise.
She could with the facilitators support obtain the
first installment of Rs. 90000 for investment in
plant and machineries. She also obtained another
Rs. 30000 from her own group and also mustered some more through borrowings from the
market. All these were needed to buy the
required raw materials and support her working
capital requrements.
Business Model (generic)
The business had to start but she had no idea of
how to manufacture paper plates. She underwent a training session and worked at the
machine suppliers place for a few days. The raw
materials during her early days were obtained
from the trader dealing with selling paper plates
at Gondia. Her village was about 60 Kms away
from Gondia and it is here her husband provided
his support.
The first two years the manufacturing and sales
were limited to festival and marriage seasons.
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She would obtain orders from the households
directly and supply the paper plates. The business ran on scale as profit margins per unit were
fairly low. The costs incurred were mostly in the
purchase of the required raw materials, paying
for the electricity bills and also towards the cost
of packaging and transport. The labor that she
gave was her wages and that was the profit that
she earned from this enterprise. She used part of
this wages to service the loan and used the rest
towards meeting the needs of family. The business was progressing but its potential was far
from being fully realized. Since, she was the first
mover in this business she got advantage over
others.
As she and her husband together were involved,
they within the first two years realized that they
need to move differently and establish themselves as manufacturers and suppliers of the
paper plates in all the nearby markets. Her
husband worked in establishing contacts with a
chain of retail village level shops selling grocery
items. He brought in orders and she executed
them.
Her business suddenly saw a spurt in demands as
with ease in supply there were growing demands
of paper plates. Even the sweat meat shops and
small time village level eateries selling snacks
would use them. They would require plates of
smaller size. The machine that Vaishali had could
do the manufacture of such small sized plates
provided she had the die casts. This meant
infusion of capital in the business. Together they
invested and made tailor made plates to suit to
individual demands of the customers. At this
time, they again had to source financial support
and it is then they together decided to go big.
In 2014, they invested in buying three machines
to pace up the manufacture and this time the
finance was sourced from the bank, from the
market and also from her own SHG. The investments then made was to the tune of 2.5 Lakhs.
These machines had many of the processes
automated and this helped them to manufacture
20000 paper plates every day. These plates
today fetches them a gross sale value of Rs
13000 per day. The family also hires four laborers
to help them in carrying out the cutting, packaging and loading of the paper plates. The laborers
are sourced on a daily basis and are paid Rs. 250

to Rs. 300 per day. The family makes a net profit
of Rs 2000 per day from this venture. During the
season they earn Rs. 2.5 to 3.00 Lakhs as profit
throw this business.

amounts from the stakeholders. He has also
negotiated a place – a society building at the
market place where he has housed all the
machines. Vaishali attends and supervises the
work being done by the hired labourers.
Entrepreneur's Multiplicity of Roles
This paper plated business has given the family
enough of reserves and capital resources. They
have been able to construct their own pucca
house. They own a vehicle which they use for
ferrying of the raw materials and also the finished
products. Their house is fully equipped with all the
needed gadgets which helps to save her time.
They also own a motorcycle which the husband
use for ferrying paper plates.

The New Sets of Machine

Value Addition
Their business off late is also involved in the
supply of other consumable items like paper
bowls, paper cups and thermocol commodities.
Since these are beyond the scope of her manufacturing unit they are obtained in large volumes
to meet the demands obtained from the local
retail shops. They make a small margin in the
supplies but through it they assure good relationship.
Their business has also promoted many other
smaller paper plate making enterprises in the
surrounding villages. They adopted this strategy
to obtain the supply of paper plates which suddenly peaks up during marriage seasons and
seasons of festivities. These enterprises which
are run by individuals get the supply of needed
raw materials from Vaishalis unit. Her business
makes a very small margin of Rs 10 to Rs 15 for
1000 plates for the supply of paper for these
manufacturing units. Her business also procures
back the finished products and thereto they
again make another small margin. All these
individual units together manufactures around
10000 plates per day.
Issues and Challenges
Vaishali husband has over the years taken over
the role of managing the entire business and its
operations. Starting from obtaining orders,
sourcing of the raw materials, dispatching the
plates to retail outlets to the recovering of the

Conclusion
Amidst all these, it is her own group that too is
involved in a similar enterprise. The group barring
her has come together and bought a machine
similar to what Vaishali had bought for the first
time. They in 2014 borrowed Rs. 90000 towards
installing the machine. This machine rotates from
one members house to the other once every year.
The members, every day sit for two hours at a
decided time and are involved in manufacturing
the paper plates. They procure the needed raw
materials from Gondia and get the same transported by Train to Arjuni.
The paper plates they make are based on orders
that they get during the marriage season and
festival time. They got enough orders in the first
year and could pay back the amount they borrowed. These twelve members in the group have
divided the work and other responsibilities among
themselves. They have formed themselves into

The Group Enterprise Manufacturing Paper Plates
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four groups of three members each. Each of
these groups takes turn and carry out the
manufacturing work for about 2 hours every day.
The members in this triad are involved with
different aspect of the work. One sits at the
machine and operates it. The second one is
responsible for giving shape to the papers and
organizing them into bunches of 20 papers each
and the third member plays the role in packing
the plates. This group on an average manufactures 5000 paper plates every day and make
direct sale of plates to the customers. They
charge Rs 600 for 1000 plates and for them the
business is mostly through their own networks
and relations which are spread across many
villages in and around their own. They make a
margin of Rs 80 to 100 per 1000 plates after
paying towards the costs of the raw materials
and electricity expenses. They have simple rules

HOPES ON THE HORIZON | Page 91

and simple procedures. No books of accounts are
maintained and all costs towards its repair and
maintenance are shared equally among themselves. They pull in the resources towards buying
the raw materials and share the income that
they earn.
In contrast to this is the story of Vaishali. It can
be argued that when enterprise grows it can go
the way in which it has gone for Vaishali. The
business has her identity as the initiator and as
the entrepreneur. Whereas the concluding story
of another small enterprise has all the essence of
a women led and women controlled enterprise
where women as a group operates on a small
scale and work together to make a small gain.
They are happy struggling and toiling hard but still
making small profits. They are in essence the true
entrepreneurs.
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KANTHA EMBROIDERY

ABSTRACT

Kantha stitching is a traditional activity for the Muslim women in West Bengal.
Traders supply the raw material to the poor women, who do the intricate work
of stitching, through the piece rate system. The wages for such delicate work
was meagre resulting in poverty and drudgery. Ms. Hasnahena Begum had the
entrepreneurial spirit within her who understood the trade and business
thanks to the continuous support from her Self Help Group and Anandadhara
(WBSRLM). She quickly with few other colleagues from SHG replaced the role of
traders and ensured raw material supply and marketing of the finished
products.This resulted in about several households coming out of poverty,
ensuing education to the children, having essential health care, social security,
and general wellbeing of poor Muslim women in the area.
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Context
In the neighbourhood of the world famous Shanti
Niketan, where Kabi Rabindranath Tagore enlightened the world with culture and knowledge, there
remained a village poor and aloof from any development. The Muslim villagers remained is abject
poverty, with the majority of them living in mud
thatched houses. The literacy in the village was
low and more so for the women. There was a need
of something very important, a breakthrough to
break the shackles of poverty and dream for a life,
much dignified. During the year 2005, there were
many Self Help Groups formed near Bolpur,
Shanti Niketan, yet not even one in the village
Sian. Having seen the efficacy of coming together
and coming out of poverty in the nearby villages,
Ms. Basira Khatun apprised and mobilized ten
Muslim women of the village to form a Self Help
Group, which later was co-opted and supported
under NRLM. They fondly named their SHG after
Great Bengali Poet Kabi Nazrul as Nazrul Mahila
Swanirbhar Dal, which literally means Nazrul Self
Help Group.
Kantha Stitch and its Importanceton Rural
Women of Bengal
Most the women of the village were involved in
stitching of “Kantha”, a traditional activity done
in the household for generations. Kantha stitch in
real terms means “rag”, a common man's quilt
stitched with old pieces of cloth put together.
The most common use of the stitch was daily use
quilts used during the cold days in the rural part
of Bengal in the absence of suitable woollen
alternatives. The tradition continues since about
500 years since described in Chaitanya
Charanamrita. While it remained a practice for
the rural women, it lost its prominence as a piece
of craft; Visva Bharati University played an
important role in reviving, re infusing the component of art in the Kantha stitch through one of
the institutions, i.e. Kala Bhavana Institute of
Fine Arts then in the 1940s. No wonder it gained
global prominence because of the intricate and
fascinating art, designs, and continues to hold a
prominent place in the handicraft of Bengal. Most
of the motifs in Kantha stitch portray the common rural life of Bengal, and from the religious
ancient texts. Apart from the old murals and
motifs, now it is taking various inspirations from
modern art. The stitch being a running art now
has spread into various cloth items such as
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dhoti, kurta, saree, dupatta (stole), and even
handkerchiefs.

Ms. Hasnahena Begam

Kantha Stitch and its Business Process
Kantha stitching is a traditional activity for the
Muslim women in West Bengal. In Bolpur region,
the Kantha stitch is dominated by the traders
(called Mahajan in local parlance), who provide the
raw material and design for the poor artisan
women who stitch and are paid a meagre sum for
their intricate piece of work. The tedious fine
work with running designs takes about three
months to produce a saree.

Kantha Stitch

The whole process of this Kantha stitch is based
on exploitation, where the worker is paid a meagre sum; the traders just by stocking the items
and supplying the raw materials earn huge
profits. The women had no option but to do it.
While, the women had to resort to other activities (mostly wage labour that too was limited in
the village) even to ensure two square meals a
day. Hasnahena quotes that that being of the
Muslim community their movements were
restricted, abject poverty and small landholdings
or landlessness gave them no other option.
Kantha stitching being a traditional activity and
the vicinity to Bolpur at least ensured them that
they get a plate of rice every day. The conditions
of the house were deplorable, where they stayed
with their domestic animals in the small room.
Not a single child attended the school, as they did
not have enough to feed them and buy clothes.
What women used to wear were rags or patched
sarees.
While by joining the SHG, it solved the crisis of
emergency and subsistence needs, there had to
be more efforts to come out of poverty.
Recognising their skills of Kantha stitch, the
District Rural Development Cell arranged a
training programme for the women.
Tr a i n i n g T h r o u g h t h e D i s t r i c t R u r a l
Development Cell
The first training the women ever had was in
2009, when they were provided training on
Kantha stitch in 2009 provided by the
Swapnatari Arthanaitika Sangha, Bolpur. The
training was provided with a provision of travelling
allowance and boarding.
The matter of the fact is that all the women knew
the art of stitching yet, the training opened them
to the other aspects such as where does the raw
material come from, where are these shops
located, where these products are sold and at
what price. Most of the women felt cheated at
the end as to produce an intricate piece of art
they had to work for 30 days and get only Rs. 10
per day for the hard work put in. The traders/
middlemen who operated from Bolpur, by just
supplying the raw material to the poor workers
and collecting it for sale in the market earned
huge margins. The case was more of exploitation
of cheap labour, while the worker languished in
poverty.

While the training reminded the women about the
exploitation, they got their first chance to
experience it. The revelation of earning back the
profit triggered her imagination. She understood
that apart from providing fair wages, the profits
must be distributed among the women, if they
are to be brought out from poverty. In 2009, they
formed an activity cluster, which remained an
informal one until date.
Assuring a Fair Share of the Profit
Hasnahena Begum was invited to attend the fair
at Pragati Maidan in New Delhi. She did not even
know to communicate in Hindi language. The
items were mostly procured from other groups of
the Bolpur area. She was stationed for a month in
Delhi, selling about 60,000 pieces of Kantha
items out of which her group only contributed
300 pieces. The profit margin was about Rs.
30,000, which was always pocketed by the
traders. Hasnahena was convinced that if they
could do the selling of their items at these fairs,
they could get this profit themselves. Since then,
the aspect of marketing the products has been
the USP of Hasnahena Begum, who has been
selling the Kantha stitch products at various
fairs. The DRDC has been since facilitating the
women and Hasnahena Begum to sell their items
at various fairs.
The biggest huddle initially was the working
capital, which the intermediaries had, and not
the workers. With imitative and the persuasion of
SGSY cell of the district, the SHG took a credit of
Rs. 50,000 from the Pashcim Banga Grameen
Bank, Bolpur Branch. This amount was used to
buy raw material, as no middleman/ trader
provided them with credit, knowing that it would
cut their margins and women would become
independent. Hasnahena and other women never
knew the places from where they could buy the
raw material in Bolpur. They visited the Bolpur
market and figured that there is a single shop, i.e.
Jain Suppliers to get the supplies.
All the raw material until now is procured by
paying cash up front and there is no system of
credit. They quip that this was may be the first
time they ventured out alone and took a decision
for themselves; as they purchased the raw
material and produced the sarees, dupattas, and
other items.
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They earned good profits from the sale of the
items in fairs and became determined to expand
their business by taking further loans from banks
in 2010 by availing a credit of Rs. 2.5 lakh.
Further, with growth in their sales they increased
the loan amount each year to procure raw material. They were punctual in repaying their loans
from the bank and the bank was not hesitant to
provide another loan to the women who were
doing significant business.
Hasnahena alone says from earning Rs.200 a
month in 2005, now she earns Rs.5,000 a
month. While other 100 women who are engaged
with the activity cluster, earn Rs.2,500 to
Rs.3,000 a month. If a woman does contract
stitching with the traders from Bolpur, they earn

only about Rs.1,000 to Rs.1,500 in comparison.
Currently, a piece of silk cloth, on which the
stitching is done costs about Rs. 2,200, while
the artisan is paid an amount of Rs. 1,500 for the
three months of work, where the general working
hours per day is about 3 to 4 hours. If 6 to 8
hours were sent on stitching a saree, it would
take about 45 days to finish a saree. The thread,
needle and other raw materials cost another
Rs.800 making the cost of production of Rs.
4,500 per a finished Kantha stitch silk saree. The
same saree is sold at a market price of Rs.7,000
to Rs. 7,500. Similarly, the women used to get
only Rs.100 for the labour of 60 hours (4 hours
each day for 15 days) for stitching a dupatta i.e.
stole.

Difference of selling the produce in different channels

Through the activity cluster

Through traders

2,200

2,200

800

800

Wage labour

2,500

1,500

Total cost of production

5,500

4,500

Sale price of the Saree

7,500

7,500

Profit

2,000

3,000

Earning per worker

2,520

1,500

Cost of silk cloth
Cost of other material

All figures in Rs.

In each fair, the revenue generated is about Rs. 5
lakh to Rs. 9 lakh, while the profit generated is
about Rs. 2 lakh to Rs. 4 lakh. Every day, whatever is sold at the fair is deposited in the bank
account of the SHG. The profits earned was mere
Rs.3,000 in 2009 (apart from the wages) by
direct sale has grown manifold. The turnover from
the sales of the products has been Rs.29 lakh in
the current financial year until December 2017.
Apart from the sale of the material, the women
who are adept in stitching and designs act as
Master Trainers in the area, for training other
women in the craft of Kantha stitching and
designing, where they are paid a sum of Rs.300
excluding the food cost.
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When the SHG was formed in 2005, it was even
difficult to save Rs.30 per month, a big amount
for them changed much since, where they earn
about Rs.3,000 per month.
Production Planning and Sale
The designing and product portfolio is decided as
per the fair and the experience of selling the
items in the places. By attending major fairs and
with few institutional buyers the demand is
estimated and the major designs procured. In
addition, the products are streamlined as per the
demand. She says in Kolkata while saree is
preferred, it is dupattas, which are sold easily in
north Indian fairs. The inventory of the items is a
mix of silk, chiffon, linen, and cotton items.

Hasnahena personally provides the designs to
the women, supervised the work and provides
feedback if required. The members of the SHG are
given individual tasks according to skills. The
products are sold on the market and raw materials, mostly procured with cash payment. The
whole business is based on trust and the zeal to
come out of poverty. The finished products, which
is personally checked for quality by Hasnahena
and few other women of the cluster is collected
at the village level and packed in cartons. If a
product fails the quality check, it is rejected and
used to make bags out of it. Some of these are
also used to prepare an inferior Salwar product.
These are then transported to the nearest
railway station by mini trucks.

Logistics Management
One of the major costs involved in the fairs is the
transportation, which is Rs.50,000. Earlier the
transportation cost was much higher with the
courier companies and the transporters. By
talking to fellow women in the fairs, they discovered that transporting with the Indian Railways
is much cheaper compared to the other means,
and therefore, they switched over to the
Railways by transporting their goods in parcel
vans.
Hasnahena said she earlier used to be
scared about such long distance journeys, as she
never travelled alone. Now she says she is confident about such trips and does her train reservation herself and knows the procedure of booking
the parcel with the railways.

Until now, the prominent method of selling the
produced items has been in the various fairs
organized across the length and breadth of the
country. They have sold their products in Kolkata,
Guwahati, New Delhi, Mumbai, Bhatinda,
Amritsar, Patiala, Ludhiana, and even in the
famous Saifai fair of Uttar Pradesh. They sell
their produce in 5 to 6 fairs every year. Most of
the fairs are organized in the months of October
to February, while production is done during the
months from March to September. However, with
growing confidence and market demand, there is
a need to have more contacts with private
players, so that they are not only dependent on
the fairs

Achievements and Accolades
Hasnahena and their cluster have won many
awards for the exemplary work of mobilizing the
women and providing them a regular, respectable
income from the traditional Kantha stitching
work. NABARD has felicitated them for the SHGBank linkage programme.

Record Keeping and Profit Distribution
While for maintaining the books, the accountant
is paid a sum of Rs.100 a month. After each fair,
the cost of production, sales, and profit is
calculated and then the profit per worker is
calculated as per the work done and is distributed. Most of the times, the cluster keeps an
amount aside for procuring raw material for the
next fair, the amount for this decided by the
group by taking stock of existing inventory and
the required material to be prepared.

Still the stitching is done with machines and
there is a dearth of stitcing machines in the
activity clusters, and has to be outsourced with
the tailors form Bolpur. In future, Hasnahena
dreams of having all the components of procurement, designing, production, finishing, and sales.
Impact of Hasnahena
The change among the women is evident, being
from conservative Muslim families, they have
crossed many hurdles. By engaging in the trade
led by Hasnahena, they have made a house of
their own. They now have access to all the
departments and institutions by their sheer
determination and the respect they have earned.
All the children now attend school, some being
put in boarding schools.
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VIJAYALAKSHMI IKAT FABS

ABSTRACT

Weavers in the village Koyalgudam, Telangana were organised into self-help
groups (SHGs) by Society for elimination of Poverty (SERP) and thereafter
successfully produced handloom products and marketed through various
exhibition in the state. In order to scale up the business of handloom from these
self-help groups, Ms. V. Vijayalaxmi who is one member of these SHGs, started
her business unit Vijayalaxmi Ikat Fabs which had undertaken the business of
production and marketing of beautiful handloom item across the country. She
expanded marketing channels from just exhibitions to supplying retail stores
and increased the business. Her business turnover was 2.3 crores in 2016-17
which has seen a CAGR of 20% in last five years. Through her business, she
supports more than 100 weaver families getting their livelihood.
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Background
Vijayalakshmi Ikat Fabs (VIF) was formed by Ms.
Vijayalakshmi to produce handloom products
through rural weavers and artisans and market
these among consumers in India and abroad. This
was started by Ms. Vijayalakshmi, a woman
entrepreneur who was supported initially by
District Rural Development Agency DRDA1.
Context
Koyalgudem village in Yadadri – Bhongir district of
Telangana is famous for its handloom products.
Weavers (Padmasali) community in this village
create beautiful ikat fabrics, which are popular
across the country.
DRDA wanted to support these weavers in
improving in increasing their income through
organise into SHGs, providing necessary skills
training and market access. Numbers of SHGs
were formed and one of these SHGs was Vedavati
SHG in 1998. Around 100 SHGs were formed to
mobilise and collectivise weavers for their betterment.

SHG Members in Meeting

In 2002, these SHGs again federated to form a
Village Organisation and then transformed into a
MACS2 at mandal level. Ms. Vijayalakshmi was
leading in this SHG movement. They started
visiting exhibitions with their textile products and
succeeded in getting decent orders from the
consumers of these products.
Thus, the business initiative started, where Ms.
Vijayalakshmi led to organise the production and
marketing of various handloom products like
sarees, dress materials, curtains, bedsheets
etc. While doing so, she also started
Vijayalakshmi Ikat Fabs as a proprietor business

entity, to initiate marketing of the fabrics produced.
The Rationale of Business
a. Assessment of potential: Market potential of handloom products are growing, as
people are increasingly preferring cotton
and hand-made fabrics over synthetic
ones. Handloom products perceived to be
ethnic and of better quality are being
preferred by people in various cities.
During exhibitions, it has been found that
the demand for handloom products was
decent and there are consumers' needs
to be fulfilled. Besides domestic market,
export market for handloom products is
also becoming attractive.
b. Scope of intervention of the business:
Both in supply as well as demand side,
interventions are required in handloom
sector - to streamline the production as
per the market requirement and provide
better livelihood to the weavers. Weavers
were doing their business individually and
selling in the nearest markets or to the
middlemen to supply in the market.
Organising weavers into groups and
producing fabric as per the market
demand would be great help in increasing
their sales. Again, groups would also help
in improving bargain power for procurement of raw materials in bulk and decreasing the cost of production thus improving
the profitability.
c. Benefit and impact to members: SHG
members get supplies of raw material in
time as per their demand. The entrepreneur procures the products manufactured by the members for marketing. So
the SHG members of the groups get time
to focus on manufacturing rather than
haggling and wasting their productive
time in marketing activities. They will also
get the raw material in time and on a lower
cost as compared to what they were
getting individually. Thus, saving their
time, money and energy, the weavers are
able to be more creative and productive.

1

DRDA – District Rural Development Agency
MACS – Mutually Aided Cooperative Society

2
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c. IT systems: Conventional fabric production system is being followed. However,
for accounting and book keeping records
are maintained on computer. The enterprise is having two computers, which are
used for communication, designing and
record keeping.

The Business
a. Area of operation: M/s Vijayalakshmi Ikat
Fab has its production facilities in
Koyyalagudem village and Hyderabad city.
As the production process involves more
than 100 weavers, works are distributed.
Yarn dyeing and design is done centrally by
the entrepreneur, whereas weaving of
fabrics is done by weavers.

Business Model of the Enterprise
a. Feasibility – Viability, Profitability,
Sustainability: As a proprietorship
business, VIF is doing successfully and
looking at the business for the last five
years, it seems to sustain over a period.
The present scenario reveals that VIF is a
feasible model, which is growing continuously over the years.
However, power of collective enterprise is
yet to be harnessed considering marketing strategies and design inputs which are
still in the hands of the proprietor.
b. Business Strategy and Plan: Ms.
Vijayalakshmi and her family is focusing in
the business and strategizing for steady
growth. They are core handloom products
of sarees, dress materials, curtains, sofa
covers, bags etc. growing on a reasonable
pace. Their close association with the
weaver community is helping in a seamless manufacturing process. Expanding
the sales channel through retail, online is
being explored so that dependence on
ex h i b i t i o n s a l e s c a n b e r e d u c e d .
Currently, they are making business plans
on ad-hoc basis and going ahead. The
business-planning process can be
improved through necessary analysis and
documentation, which is yet to be organised. There is scope for improving the
planning process.

Dyeing and Drying in Progress

b. Pricing and Payment to members:
Workers are being paid salaries whereas
group members are paid on job contract
basis. Prices vary from product to product, but price is set above average of
similar non-handloom products in market
and are quite competitive.
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c. Margin and Revenue Model: A gross
margin of 20 percent in 2016-17 was
quite attractive considering a sales
turnover of INR 2.32 crores. The firm has
focused more on sales to retail stores
than selling in exhibitions since last three
years that had raised its profitability
because of higher margin realised through
retails sales.

Graph 1: Sales, Expenses and Profit of five years (Rs. In Lakhs)

Inputs
The human resource for production unit is locally
sourced. Where possible, skill upgradation is
done through imparting training. Raw material
for production are locally sourced and distributed
to SHG members in pre-scheduled meetings. The
raw material like yarn and dyes are procured in
bulk and through wholesale vendors, which
reduces the cost of raw materials.
Interruptions are limited and less as most is
handloom manufacture. Dyes are procured in bulk
and in advance when need arises. If Vijayalakshmi
thinks that the design or colour has potential to
sell, more raw material is procured so that
finished goods are adequately stocked.
Initial training in weaving was imparted to the
weavers' community through DRDA and new
members keep learning from the seniors occasionally.
Financing
Currently VIF has taken loans from family and
friends as informal hand loans, which are
unstructured. INR 30 lakhs loan have been taken
which are beings serviced regularly. Also, they
avail credit from suppliers of raw materials,
which are being paid after sales receipts.
However, the weaver groups have taken loans

under Streenidhi scheme of IKP and are manufacturing the products being marketed by VIF. So,
indirectly the workers of VIF are getting loans,
which are very helpful.
Value Addition
Vijayalakshmi works primarily through the SHGs.
She now has a production center in
Koyyalagudem where she distributes the raw
material to the SHG members and then collects
the handloom weaves through the SHGs. The
dyeing of the handloom so collected is done at the
centre in Hyderabad. Vijayalakshmi developed tieups with institutes like NIFT and procures her
designs from them. Because these products are
done on handlooms, technology in production is
nominal.
Marketing Strategy and Plan
Marketing of the textile items from these weavers was initially started with showcasing in
exhibitions organised by government in various
cities. One of these important events is SARAS
exhibitions in Hyderabad and at other places.
From exhibitions, the word of mouth helped in
getting more orders for the products.
When retailers are included as important outlets, it is individual marketing through direct
contact and presentations, which helped in
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getting orders. It was difficult in initial days,
however, persistence paid and now, there is a
good number of retail clientele, which are being
supplied with the required products.

Profit Distribution
Currently VIF is a sole proprietorship company
and profit is retained by the individual entrepreneur and her family. However, for the group,
member weavers get their due while procuring
the final products from them. Individual weaver
and group keep its margin and accordingly price it
while supplying to VIF.

Support Agencies, Linkages and Capacity
Building
SERP3 (formerly Velugu) supports in marketing of
the products through exhibitions as well as
facilitating Streenidhi loans for SHG members.
SERP team continuously supports the group
members in upgrading their capabilities like skills
upgradation, know how on marketing strategies
and managerial issues.
Conclusion
Ms. Vijaylaxmi had successfully running the
business of handlooms and had imporved income
level of her family significantly. Besides, ancestral
home in the village she had established a production unit in Nagole, which is in the city of
Hyderabad. Similarly, she had added other assets
from the earning of this business. VIF employs 30
people on a regular basis and more than 100 SHG
members work on weaving the fabrics in the
village. Thus, she has been supporting 130
families through her venture.

HR Structure of the Enterprise
VIF is not having a structured HR system or
policy. It is a family run business and they employ
30 people directly. These people are into dyeing,
tying, transportation and other functions. These
workers are paid on daily wage basis and formal
HR roll has not been implemented.
Organization Structure
Ms. Vijayalakshmi leads the enterprise with
support from her husband, Mr V. Vijay Kumar who
looks after marketing and production. Mr.
Krishna, who is also a family relative, looks after
accounting function. All other persons are
workers.
Governance of the Enterprise
As a proprietorship enterprise, the enterprise is
governed by Vijaylaxmi and her husband. Individual
aspirations drive the business governance and
leadership style. As she has grown from SHG,
she is quite empathetic towards the community
members.

3

SERP - Society for Elimination of Rural Poverty
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Ms. Vijayalaxmi in Her Unit
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THE KADAKNATH POULTRY ENTREPRENEUR

ABSTRACT

Kamaltai whose case is narrated below speaks volumes of what a woman could
do if she is given opportunity. Kamal made it possible to make not just realize
her own dream but she ensured that many other woman like her also to make a
living out of the work that she had started. Her determination to do something
different and her own business acumen to strategically diversify led to her
business grow leaps and bound. She was supported in her efforts by her family,
by DAY-NRLM and by the members of her SHG. The combined efforts have
helped her realise her potential. From scratch she has designed her own
enterprise. She has gained in terms of her visibility as a woman and also in
terms of wealth that she could accumulate.
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Profile of the Household
Kamal Vishnu Kumbhar from Hinrajwadi village of
Osmanabad district, Maharashtra, had since her
childhood thinking of doing something different.
During her school days too, she had initiated a
small business to earn some pocket money but
she could not pursue that as she experienced
some cultural restraint.
After her marriage
with Hingraj, who started staying as Ghar jamai1,
her father provided to them his pair of horses to
earn a living. This wasn't enough for the family as
the income obtained from renting out the horse
was seasonal in nature which meant irregular
cash flows. The family also possessed a small
piece of an acre one half land. This did provide
enough for the food security to the family but
couldn't help the family during economic crisis.
Given this situation, Kamal in order to earn some
extra income got associated with a local NGO.
She worked with them as a field worker. She was
paid incentives for the sales of the solar products. She also being the daughter of the village
helped her to get selected as ASHA worker. She
provided health services to the pregnant women
from her own village. Both these vocations
provided to her exposure and some income. These
two engagements helped her to get exposed to
various other facets of development.

which helped her to play the role of a CRP. Her
task was to help women from villages, particularly
those who are members of SHG to start their
own enterprises. This project team involved in
this work saw in her the potential and after she
completed the training she was made one of the
resource persons. She was paid incentives for
undertaking different activities with the SHG
women. This included identification of women of
SHGs; providing these identified women the
mentoring support to identify possible business
and thereafter providing the needed inputs to
help them develop bankable proposals and latter
to help women access financial resources to
launch their micro enterprises. She played the
role as a mentor helping women to maintain
records and manage funds and cash flows. This
work has happened and with her support over five
Hundred plus women today have their own
enterprises. Interestingly many of them are also
linked with her business of Kadaknath2 poultry.

The SHG movement which also had started
around then (sometimes in 2010) in her village
helped her to enroll herself along with other
women from her hamlet. They formed their own
SHG and this initiated her to the idea of savings
and credit. As a member of the SHG group she
had borrowed credit for some venture. She had
then taken to keeping goats to boost her household income. She had borrowed several times
from her SHG and all this did help her to tide over
unforeseen situation and cash flows.
Business Model (Generic)
Her urge to do something different and something that people will remember made her look for
opportunities. It was in 2013, the opportunity
came knocking to her. She was selected for a 45
days training program carried out under the
guidance of kudumbashree. She received inputs

KamalTai and her Poultry Farm Shed

One idea that stuck her while she was doing this
role of a mentor was that she also needs to do
her own business as well. She reasoned out that
unless one undergoes an experience of starting
and running a business, one may not be in a
position to know the undercurrents and the
pitfalls of doing a business. She decided that she
should start a small poultry unit to experience

1

.Ghar Jamai: A sociological practice when the husband goes to stay at his inlaws house.

2

The Kadaknath is popular mainly for its adaptability, and the good-tasting black meat
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this process. However she wanted to be different
in this business as well. She had the needed
foresight and business intelligence that doing
poultry business like many others with layers and
broilers will not make her different nor would it
help her to make good profits. She was looking for
some new ideas when she came across that
probably doing a poultry farm with Kadaknath
might work to her advantage. At that time,
support to her was provided by the Development
Commissioner of Usmanabad who sourced for her
and gave her the contacts from where she could
procure the birds. She could manage to start her
first venture in poultry with 15 mother birds. She
then had used a local (desi) hen to get the eggs
laid by the Kadaknath hens hatched.

Her sense of doing business and her ability to
pursue her interest had by then caught the
attention of the DC who helped her again to
source another 200 layer birds. She knew that
she has to make a kill and so made all efforts to
source the required funds to get these 200
birds. She used her business acumen to source
the required funds. An innovative scheme called
the goat scheme3 helped her source Rs 55000
from the villagers. Under this scheme she was to
pay the amount borrowed for three consecutive
years to her creditors. She had goats with her
which she then used under this scheme. She
obtained another Rs 15000 from her own SHG
and also took a Micro Finance loan of Rs 140000
from SSP where she worked as a field worker. This
MF loan was to be paid back in 36 equated installments over a period of three years with an EMI of
Rs 5200 per month. This business of Kadaknath
thereafter went rocking for her. She made a total
earning of Rs 80000 in the first six month (Annex-1). She had then engaged herself in selling
eggs and also the one day old chicks.
This big income in such a short period gave her
the courage to plan for a logical expansion. She
had used a part of the amount taken from SSP to
rent in a plot of 5 acres of agriculture land. She
had used a part of this land to house her poultry
farm. She also had engaged three laborers to
work for her. These were sourced at Rs 5000 per
month. One of these laborers provided her
support in carrying out the responsibilities of
care economy4.

Dyeing and drying in progress

However this was for her the starting point.
Within a few cycles of selling eggs and the one day
old chicks she realized that expanding her business would help her mine gold. She was selling
the Kadaknath eggs at Rs 50 per piece and also
sold the bird at a price of Rs 600 to Rs. 650 per
kilogram. These were at least eight to ten times
the price of poultry products.
3
4

Her network with the women entrepreneurs
helped her to increase the demand of eggs as well
as the one day old chicks. She was unable to
meet them. She realized that she has to source a
hatching machine to meet these growing
demands. She sourced a second hand machine
and paid up an upfront amount of Rs 125000 to
get it installed in her farm. She used part of her
salary, some from her own business savings, and
some other incomes to get this machine. This
machine made her poultry business flourish. It
sky rocketed and could soon was able to meet the
demands. This machine runs on electrical power
and she made provisions for a battery backup to

Goat Scheme: Under this scheme the creditor is paid back by the debtor the amount borrowed three times in the next three years.
Care economy: A term refers to the part of human activity both material and social, that is concerned with the process of caring for the present
and future labor force
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ward against any power cuts. She today pays a
bill of Rs 3000 per month and obtains on an
average 700 birds every 21 days. These birds are
sold by her at Rs 60, 140 and 180 depending
upon its age of 1 day, 15 days and 30 days
respectively. These 30 days old bird consumes
enough feed equivalent to Rs 50 and so selling
them at Rs 180 makes her business profitable.
She had also received inputs on vaccination and
this she does along with her husband to ensure
that mortality does not affect her business. She
sells these birds to her network of women entrepreneurs and so recovery of the same becomes
easy. With her business flourishing since 2015,
she had helped another 2000 plus women from
her own district to run small sized Kadaknath
poultry units. They are mostly into selling of the
birds for consumption and also are into selling of
the eggs. She runs the mother unit for these
2000 women.

Azola Farm

Issues and challenges
She understands that the Kadaknath market is
likely to get saturated sometimes as many
women are also coming up like her. However, she
has understood her own niche market and she will
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continue to supply birds to those who want the
day old chicks. She has the hatching machines
that help her to do this role without much of
difficulty. But it is eminent that with time there
would be some saturation and also likely some fall
in the price of the meat in the market. She has
already started and is preparing herself to meet
this challenge by diversifying her portfolio.
Support for business management
She has in recent times received support under
the MSRLM to expand beyond poultry. She has
already invested her resources in starting a
demonstration farm for supply of fishlings. She
has also has several beds of vermin composting
units at her farm using the poultry droppings.
She grows vegetable and also has a farm pond to
ensure supply of water to her unit throughout
the year. She also has a large sized azolla farm.
She uses many of these ventures both as her
backward and forward linkages. The backward
integration with Azolla is for obtaining poultry
feed which now comes almost free of cost. The
land that she has taken up also grows those
crops which she uses for her poultry unit. The
vegetable farm is for starting a business of a
small hotel which she is conceiving as part of her
new enterprise.

Learning
The triumph of being an entrepreneur is the
recognition and money. She has gained both. Her
efforts have given to her many citations and
awards. Prominent among them is the award
from Niti Ayog and the award from an
International Foundation. She has travelled
aboard as a rural women entrepreneur from India.
These awards have helped her gain recognition
and also obtain resources to expand her business.
The earnings she had made helped her to construct a house in her own village. She has a
scooter which she uses to run around doing her

work at home and at her farm and also visiting
offices at Usmanabad. She also has bought a
tractor that provides her rent during the agricultural season.
Conclusion
She understands that such efforts could only be
made when support is there from home. She feels
that without the support of her parents and her
spouse all this would not have been ever possible.
Her husband had been very cooperative and has
also been sharing responsibilities both at home
and at the farm. She has come up a long way and
is highly hopeful of MSRLM. She understands
that the support she received from MSRLM has
helped her to expand and dream beyond.

Annex 1: Business economics from a unit having 100 birds with a survival of 90 %.
Working capital and Investments
Type

Amount

Shed

20000.00

Birds (100 days old chicks)

Total

5000.00

Feed @ 50 kgs per bird for 100
birds per year @Rs 15 per kg

75000.00

Labour

30000.00

Total Expenses in Plant and Working capital

130000.00

Income from selling of eggs and Live weight Poultry birds for Meat
Month

Number of Eggs

Market price /
egg
40

Amount Earned

6

750

7

800

32000.00

8

850

34000.00

9

900

36000.00

10

900

36000.00

11

900

36000.00

12

900

36000.00

Selling of the
stocks
Total amount earned

100 kgs

600 / Kg

30000.00

60000.00
300000.00

Profit earned

Income

300000.00

Expenses

130000.00

Profit

170000.00
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RAMCHANDRAPUR CHARMASHILPA
ACTIVITY CLUSTER
Being Dalit women, with no land, or other resources at the helm, there was no
looking forward for them, who were reclusive and without a hope. There was no
trusted income source to ensure food security for round the year. The only
option they had was to work as a wage labourer or agricultural labourer on
other's fields. The Gram Sevak sensing the potential and the zeal to succeed
handpicked Ms. Chhaya Koley, the champion for bringing out several households
out of poverty. With the help of West Bengal State Rural Livelihood Mission
(WBSRLM), they have come a long way. Chhaya and fellow women from her SHG
obtained training in the bag making with jute first and then with leather. Initially
with buy back arrangements with the government and later sale in the open
market with linkages with major market players have ensured livelihoods for the
women and has given them dignity and hope.
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Background and Context
The story of redemption, of Chhaya Koley and
fellow women of Ramchandrapur started back in
1996, when the Sub Divisional Officer (SDO) of
Serampore was Ms. Sharmistha Das and the
Block Development Officer (BDO) of Singur was
Mr. Kamalakanta Chattopadhyay. Under their
active initiative, the Gram Sevak of Diara village,
Mr, Gobinda Babu started mobilizing the poor
women under the Development of Women and
children in rural areas (DWCRA) programme. The
aim was to strengthen the women's component
of poverty alleviation programmes. The initiative
was further strengthened with training and
capacity building and bank linkage from WB
SRLM. It was directed at raising the income
levels of women of poor households to enable
their organized participation in social development towards economic self-reliance.
The Gram Sevak of the village tried convincing the
women in Ramchandrapur to form Self Help
Groups with which they can save and manage
their subsistence needs. While initially being
reluctant, Chhaya along with nine other neighbours formed a SHG after many persuasions. All
the women in the group belonged to the
Scheduled Caste community, while being
extremely poor. In the Self Help Group, there was
no one except Ms. Chhaya Koley, who had some
education; she was the only one who attended
school until ninth standard. After consecutive
meetings of the SHG for four to five times, the
Gram Sevak apprised the group about the need to
elect a person as President of the group who
should be adept at maintaining the books of the
SHG and Chhaya was the automatic choice. While
being hesitant to accept the position, Chhaya
was reassured by the Gram Sevak that she has
something which no else posses, which is selfconfidence and the dream to succeed.
Chhaya recollected her days of her childhood
when her father died early, and her mother being
the head of the household put emphasis on
earning so that the impoverished family is able to
have at least one square meal a day. Her elder
brother used to support her in continuing her
studies by doing her part of the household work
(mostly cooking). That dogged determinedness
for success is still very easy to figure out with her
confidence and the zeal to strive towards a
better future.

Initiating a Livelihood Activity with the
Landless
The women under the leadership of Chhaya by
saving and interlending among themselves in the
SHG were able to address immediate cash
requirements and to be free from exorbitant
interest rates charged by the moneylenders.
Now, that the subsistence needs of the women
were addressed, the Gram Sevak along with the
women in one meeting of SHG recognized the
need of taking a step further and introduce an
income generation activity. All the women in the
group were either landless or smallholders.
Apart from having a goat or chicken as assets in
their households, they did not have many avenues
of income generation, apart from working as a
wage or agricultural labourer. Therefore, the
Gram Sevak took Chhaya to the office of the BDO
for an advice, as what can be done for the poor
women of the SHGs who were from the Dalit
community.
With the advice of the BDO, Chhaya and fellow
SHG members met the then Deputy Project
Director of the District Rural Development
Agency (DRDA), Ms. Saswati Banerjee, who took
great interest in helping the women by recommending them to go for a training in the bag
making at Khadina More in Chunchura. During
those days, they did not have even the money to
buy bus or train tickets to travel to the venue.
Witnessing the plight of the women, the BDO
wrote a cover letter stating that the women
belong to very poor category and should be helped
to travel without giving a fare.
For six months, 10 women undertook the training
on cutting, stitching, and finishing of jute bags.
They were paid a monthly stipend of Rs.300, as it
was a large sum for them, they instead started
saving from the stipend and set aside Rs. 200
per month for future use; rest Rs. 100 was
spent on their food ration. To start with, with the
saved stipend money from the training an old
stitching machine was purchased for the SHG at
a price of Rs 3,000 in the year 1997. After six
months, the women were confident about the
production process. However, they had no idea
about selling their produce or the market.
What is significant here is that stitching is a male
dominated activity and not generally performed
by women of the community. This was a departure

Page 108

from tradition, an urge to get out of poverty and
earn a meaningful livelihood with dignity.
First Order
The first order for them was from the B. R.
Ambedkar Institute of Panchayats and Rural
Development (BRAIPRD) Kalyani, West Bengal.
This happened again with the active facilitation of
Ms. Saswati Banerjee (Dy. PD, DRDA). A sample
bag was sent to the institute based on which
they got the first order of 50 pieces of rexene
folder at a rate of Rs. 75 each. However, there
were intermediaries, who were enlisted suppliers
of the institute and used to charge a margin of
Rs. 5 per bag. For the women, this was a large
sum of money and therefore they approached Ms.
Susmita Das of the BRAIPRD to be enlisted at a
supplier of bags, which eventually worked out
providing the due to the women.
With this first established channel of selling their
produce, they got continuous orders from
BRAIPRD as it hosts training events regularly.
They became confident about their skill and
quality of the bags, they started selling their
products in the local market of the Nasibpur
Gram Panchayat. Word of mouth about the
quality and the price of the bags brought more
orders for the women and they became the
market leaders as the demand increased for their
bags. As the demand increased, more and more
women were interested to join the SHG fold and
about 10 such groups were formed in the vicinity.
Chhaya Koley took the lead to train the new
members on the skill of stitching the bags. Now
with the increased number of SHGs, there was a
need to form an activity group, which is named
Ramchandrapur Charmashilpa Activity Cluster.
However, now for ease of accounting two bank
accounts are operated in the name of Rakhya Kali
and Saradamayee activity clusters.
As the number of skilled women increased, the
local people became jealous of their success and
started cooking up stories about them whenever,
they came back from any training or event organized by the government departments. The
perseverance of Chhaya was never lost; she with
the help of the fellow women mended the clothes
and bags initially free. As their skill was appreciated and they became known, they started
charging a nominal amount for their services of
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mending. Still, the demand was low for their work
and round the year availability of work was not
there for the women.
Diversification of the Craft and Products
There was a need to diversify the business apart
from jute bags and therefore, training was
arranged for the women for 3 months in 10
tranches at Rishra, Serampore block. However,
the women could not learn the process properly
owing to various reasons. There various intricacies include selection of quality leather, priming,
cutting and neat stitching. Further, the Singur
BDO arranged training for 6 months on preparation of leather bags at the block office. However,
unlike the previous training, there was no stipend
component and the women had to earn while
learning the skill of making leather items.
Products and Marketing Channel
Initially apart from the local market and BRAIPRD,
they were encouraged to sell their products in
various fairs such as Pragati Maidan in Delhi and
Sabala Mela in Kolkata. While attending and
selling their produce in Sabala Mela of 2006, Ms.
Chhaya got in touch with Sreeeathers,
Padmapukr, Park Circus a prominent leather
goods seller. Recognizing the skill of the women,
Sreeleathers offered to buy back the finished
products from the activity cluster. In 2006, the
group was connected with two traders from
Bagri market, Bada bazaar in Kolkata, who also
provided them with the required designs. The raw
materials were procured from Kolkata to make
school bags, office bags, and rexene folders.

With this arrangement, raw material (i.e. leather,
rexene, thread, buttons, logo etc.) along with the
designs of the items are provided to the activity
cluster and the finished products are bought
back.
Another major client for the activity cluster has
been the Accounting Training Institute, Kanpur,
where each laptop bag is priced at Rs. 1375.
They keep receiving orders from the institute.
The current list of clients with the activity cluster are
1. Shreeleathers
2. 2 traders in Barabazar dealing with
leather goods
3. 2 traders in Bara bazaar dealing with
rexene and jute products
4. District Panchayat & Rural Development
Office, of East and West Medinipur
5. BRAIPRD, Kalyani
Currently, the demand exceeds the supply;
therefore, the need to sell at the fairs has waned.
All the printing on jute bags is done in Serampore.
Common Facility Centre
The business needed a facility, where women
could sit and work, as at home doing the chores
and concentrating on the stitching business was
getting difficult. The women rented a place for
Rs.200 per month in the year 2003. Working at

the facility, the 10 members of the group were
able to earn a sum of Rs.500 per month.
As the work and business increased for the
activity cluster, there was a need to have a
better and bigger facility than the rented one.
When approached with the issue, the then BDO,
Mr. Kamalakanta Chatterjee agreed to donate a
piece of wasteland to the activity cluster. He
facilitated the process of handing over the land
from the gram Panchayat, while the Deputy PD,
DRDA Ms. Sharmistha arranged a grant of
Rs.1.19 lakh for construction of a permanent
building on the wasteland. The landowners who
were illegally occupying the wasteland vehemently opposed this. Now the women had no
option but to inform the BDO and reprimand the
Amin to do a fresh measurement of the piece of
the land in front of the BDO. While this was
performed, the BDO took a stance by taking
written undertaking from the neighbour landowners to avoid future dispute on the land. All other
facilities were facilitated by the DRDC, under the
active supervision of the Deputy PD by securing
an electricity connection.
Machinery and management
There were only two machines in the year 2001,
and there was a need to have more sewing
machines. Inspired by the hard work put in by
these women, two machines were gifted by the

The Role of DWCRA, SGSY, and Now NRLM for
Supporting the Activity

Mobilising
the
women in
DWCRA

Train and
skill the
women with
various
government
programmes

Working
capital from
schemes such
as SGSY and
credit from
the bank

Arranging
market for the
products with
institutions and
private players

Providing
periodic
support for
management
and
leadership
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local LIC office and private company Peerless
group, making the working machines to be four in
number.
The number of machines with the activity cluster
currently is 14, where five machines are kept at
the facilitation centre of the activity cluster. All
others are kept at the SHG level, whereas one
machine is kept at the house of Chhaya Koley,
which is used mainly for designing the products
and production of samples, which are then sent
to the clients.
Assembly line and work distribution
The cutting of jute or leather is done at the
facility centre located in Ramchandrapur. The
production planning is done at the central level.
The stitching is performed at the individual
household level and at the facility centre. Each
task is divided among the members. However,
there remains a need to procure a cutting
machine (which costs Rs. 2.5 lakh), for precise
measurements, and they are planning to procure
it. All the task distribution is done at the activity
cluster level according to the skill and workload of
a particular SHG. The SHG decides which of the
tasks are to be performed by whom. A stringent
quality check is performed while collecting the
finished product from the SHG at the cluster
level. The products, which do not pass the scrutiny, are either amended or sold in the local
market. The cluster has a shop cum storeroom at
the local market for sale of their produce. The
units are distributed across the block, where
women have own stitching machines (manual).
Chhaya through the federation trains, produces
and sells the products, while maintaining the
accounts with the SHGs/ producer groups in the
village. All the liasioning is done by her and supported by the SHG member. This is not yet a
business entity without any incorporation.
Working capital and finance
Initially, the working capital was not there to
supply even the first order, and the institutions,
mostly do not pay an advance for the same. As
there was no finance literacy or access to institutions such as banks, the women were reluctant to take a loan, merely fearing the repayment
and procedures associated with it. However, the
BDO suggested that they could go for a loan
under the Swarnajayanti Gram Swarojgar Yojana
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(SGSY) scheme, where a subsidy component of
half the loan amount was available. The first loan
the SHG obtained was an amount of Rs.78,200,
which was repaid in 5 years time (i.e. 20012006).
While the number of SHGs increased in the area,
there was a need to operate separate bank
accounts, and the need of forming an activity
cluster on stitching. Now each of the groups and
the cluster have separate current accounts. The
groups have a cash credit of a range from Rs. 2
lakh to Rs. 5 lakh, while the activity cluster has a
limit of Rs.10 lakh. These are used for procuring
raw material and payment of suppliers.
Business and turnover
The biggest contract so far has been during the
census of 2001 in which they prepared 78,200
bags for the officials of East Medinipur, West
Medinipur, Hooghly, and Burdawan districts. The
total amount of business handled then was Rs 52
lakh, in which each member was able to earn
about Rs. 10,000 to Rs. 12,000 during the 3month period.
Until now, the bookkeeping,
accounting, and auditing are facilitated by the
Block office.
The margin for the business is about 20-25% of
all the items. To understand it better, let us take
an example of manufacturing of a jute bag, where
the raw material cost is about Rs. 110 to Rs.
130, whereas the labour cost is about Rs. 60 per
bag (cutting, stitching, and putting a label on the
bag), and the cost of transportation comes to
about Rs. 20 per bag. The bag is sold at a price of
about Rs.250.
The turnover of the Ramchandrapur
Charmashilpa Activity Cluster was of Rs. 30 lakh
in the last financial year of 2016-17. In the
current financial year until December 2017, the
turnover has been of Rs. 40 lakh.
With these orders, about 80 women earned in
the range of Rs. 2,000 to Rs. 2,500 per month,
while 10 of the women in the activity cluster
earned about Rs. 5,000 to Rs. 7,500 per month
and it has become a year round activity. The
women are paid based on work done on a piece
rate system. The women who do stitching are
paid separately and the ones who put zippers,
logos are paid differently. Similarly, the manage-

ment committee that handles the marketing and
liasioning part are paid separately.
The other avenues of earning revenue in the
activity cluster have been training fellow women
of other areas, where a fee of Rs. 200 per women
per month is charged. A batch of minimum 30
trainees is attended to earning about Rs. 6,000
a month.
All the transactions with the clients are done
with the bank account of the activity cluster, as it
is more convenient for the women to receive
money from the buyers and transfer the amount
to raw material suppliers. The work of each of the
SHG is then estimated and the amount is then
transferred to the respective SHG account.
Individual members of the SHG withdraw the cash
and redistribute among themselves as per their
work done and dues. With long association, the
gap period to settle the accounts remains at
about 3 months and the suppliers have no issues
supplying the raw materials on credit.
Monthly meeting is conducted to apprise all the
members about the revenue and profit earnt in
each month and the accountant of the block helps
them to analyse the business. In this meeting,
planning for work orders and work distribution is
also finalized.

Issues and challenges
The competitors to this activity are a similar
activity clusters in Rishra, Nityananda Palli,
Bolgarh, where the women had been doing similar
activities before this activity cluster. However,
the demand of the item and low supply does not
have any threat for the current activity in near
future. With improved skills in cutting, finishing
and use of quality, material the trade and turn
over would go up. As the product currently
produces is not yet fit for export.
Learning and impact on life
There has been an increase in the savings of the
SHGs, so much so that the Rakhya Kali SHG now
has a fixed deposit of Rs. 2 lakh. Similarly, the
activity cluster has a fixed deposit of Rs. 2.5 lakh.
There has been growth outside the core business
of stitching and members and their husbands
have been able to expand their business in other
domains. Many of the members have fixed deposits and recurring deposits either of their own in
Post offices or in the nearby bank branches. Now
each member has a permanent housing structure thanks to the stitching of various jute and
leather products. All the women of the activity
cluster have a toilet in their house. All the children of the members of the activity cluster now
attend schools. All the members now have life
insurance on their own name.
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