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EXECUTIVE SUMMARY

Women Entrepreneurs need the focus and attention of the policymakers and developmental workers.
They have the potential to fuel social change along with economic growth as they tend to blend purpose
with profit for the betterment of all. The Indian economy has grown significantly in the past and
microenterprises have contributed significantly to it. Of the 58.5 million establishments, 8.05 million
are run by women entrepreneurs which engagel0.24% of the total workers engaged in different
economic activities as per the sixth economic census released by the Ministry of Statistics and
Programme Implementation (MoSPI). However, we find the majority of them in the unorganized sector
and the rural areas. They still face multiple social and economic barriers that severely limit their
entrepreneurial potential. To mainstream these women-led microenterprises and further boost the
economy, there is a need to empower and bring women entrepreneurs at the forefront of our
developmental efforts.

The Poorest States Inclusive Growth (PSIG) Program, supported by the UK Government through the
Department for International Development (DFID) and implemented by Small Industries Development
Bank of India (SIDBI) has strived to demonstrate models of innovation and inclusion in the financial
inclusion space. The mission of the program was to support 13 million poor and vulnerable people,
especially women, in Low Income States, benefit from economic growth through better access to
financial services, livelihoods and enhanced private investment. The program reached out to 13.27
million people, mostly women, forged partnerships with two State Rural Livelihood Missions (SRLMs),
more than 30 Micro Finance Institutions (MFls), 2 Self-Regulatory Organizations (SROs), Self Help
Promoting Institutions (SHPIs), Business Correspondent networks and was being instrumental in
setting-up of 2 State-level MFI Associations viz., Uttar Pradesh Microfinance Association (UPMA) &
Odisha State Association of Financial Institutions (OSAFII).

This handbook presents SIDBI’s learnings from demonstrating scalable pilots in particular, Mahila
Udyami Sashaktikaran Program (MUSP) to empower 9000 women micro-entrepreneurs positioned at
the bottom of the pyramid of value chain imbibing local solutions. It aims to provide practical guidance
and recommendations to practitioners and entities who desire to address the issue through a similar
program. PSIG piloted MUSP in 2 districts of Uttar Pradesh - Ghazipur and Varanasi. It sought to bring
the bottom of pyramid women entrepreneurs to the forefront of socio-economic development efforts
by providing business-related training, mentoring and handholding support, facilitated credit linkages
of women entrepreneurs with formal financial institutions and helped women graduate higher in the
value chain by linking them to more buyers and suppliers. The pilot primarily focussed on those women
entrepreneurs that fuelled the local economy's 'daily needs' like dairy, grocery, beauty parlour, tailoring
(bag and chunnari stitching), artificial jewellery, and Moti Mala making. The intervention marked the
graduation of women from being financially literate to 'Swavalambi' or micro-entrepreneurs. Through
this, PSIG resolved to take the hunger pangs of development kindled through its financial literacy and
women empowerment program intervention to its logical conclusion of enterprise set-up and
development.
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Program Design

Designing such intervention demand an understanding of the socio-economic barriers and critical needs
of women entrepreneurs during program identification and preparation. Understanding of barriers and
needs is essential to guide the implementation of the program. Articulating tangible objectives aimed
at improving the business profile, terms and condition of trade, financials of business, income & assets,
and self-worth would help in guiding the outcomes of the program. Broad objectives of such
intervention could also be i) Increasing efficiency of business operations ii) Improving reach to more
markets and market players iii) Improving professionalism/business management skills.

Critical to design/initiation phase is conducting a gender analysis study of existing and relevant
businesses to assess the gender differences in access and control of assets, landed properties, literacy,
information, finance, skills, mobility, business and financial literacy, skills and business training, legal
and social norms that can affect entry, operation and growth of women-led enterprises. Assessment of
factors like sustainability, safety, accessibility of location, average time/hours invested by women in
their business and the status of women dominated enterprises are also equally important. Forging
multi-stakeholder partnerships could further enhance the efficiency of program delivery to meet the
different interventions. The SIDBI supported pilot brought together 5 agencies with different
competencies with a common goal of setting/scaling-up and diversifying thousands of women-led
microenterprises.

Solutions for effective implementation

Undertaking primary research of the market or mapping of the local economy can help devise solutions
for effective implementation. Mapping of the market and the value chain of existing microenterprises
in the area helps in understanding the potentials and gaps in the enterprises, reveals the health and
environmental impact and helps in identifying solutions, particularly, technology based. PSIG, under its
pilot, conducted value chain study and market mapping to help women access the market better and
demand a fairer price. The pilot screened women-owned enterprises using a screening tool that
factored time, understanding, capacity and willingness as indicators for identifying women
entrepreneurs targeted under the program.

Capacity building solutions should also factor in business plan development for each micro-
entrepreneurs along with training toolkit. Business plan and business tracking tools were developed
during the implementation phase, which helped women entrepreneurs in analysing their profit or loss,
setting sales targets for desired profits, monthly tracking of sales, cost & profits, and monthly
monitoring of inventories, receivables, payable, and cash etc. The same was monitored regularly by the
monitoring and evaluation agency. The language and terms used in the business plan should preferably
be vernacular and easy to understand. Another solution that the pilot readily offers is detailing of
handholding support, which often is left undefined in most programs. Defining such support is crucial
for supporting the business growth of women entrepreneurs. For MUSP pilot, it was categorized into 5
major components; 1) Troubleshooting: addressing bottlenecks in setting/scaling up/diversification and
helping them achieve break-even; 2) Mentorship: Support for networking in the local market, branding,
and linkages with market actors; 3) Confidence building support: for market and public negotiations
related to their products; 4) Networking support: Introducing them to associations and platforms both
online and offline that increases their product uptake in the market and 5) Convergence: Capacitating
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women entrepreneurs with specific trade based skill training in non- traditional enterprises by exploring
collaboration with Govt. and non-Govt. programs/schemes like One District One Product (ODOP),
National Rural Economic Transformation Project (NRETP), Rural Self Employment Training Institutes
(RSETIs) and MSME Samsung Technical School.

The handbook shares guidelines for formalizing and mainstreaming women-led microenterprises based
on PSIG learnings. Further, insights from a few innovative interventions/activities adopted by SIDBI to
celebrate the evolution of women entrepreneurs and provide them a higher marketing platform in the
form of Swavalamban Utsav and Swavalamban Role Model initiatives are illustrated. The Utsav received
appreciation from the Honourable Prime Minister for providing a level playing field to these women
micro-entrepreneurs. The implementation model adopted by SIDBI is elaborated for a better
understanding of readers on critical components to consider. Credit support is often difficult to access
for women entrepreneurs; the handbook elaborates on the critical requirements for accessing credit
support from formal financial institutions and available government schemes.

Lessons from local market solutions

The most common limitations that women micro-entrepreneurs face is limited bargaining power
because they source their supplies from a single supplier or an agent. PSIG explored local market
solution to it by organizing buyer-seller meets and exposure visits to wholesaler markets to help women
negotiate better deals with market players. Buyer-Seller meets help in increasing their options
manifolds. In the Buyer-Seller meets, they got a chance to interact with several suppliers and buyers.
The meet enabled them to forge new supply chain relationships and improves the terms of their trade.
The orientation of women entrepreneurs on the importance of maintaining a business relationship with
buyers and sellers by way of maintaining a register of contacts and initiating dialogues with them should
also be encouraged.

Using Information Technology for accelerating impact

Technology is known to transcend physical and social boundaries and addresses complex issues. The
program has used technology to reinforce the business related capacity building messages to the
women micro-entrepreneurs. This intervention was effective in demonstrating to women
entrepreneurs the use of technology for accessing business related information and conducting
businesses as well. The intervention resulted in creating a virtual platform for women entrepreneurs.
It helped in sharing of information and peer-to-peer learning among women entrepreneurs and
receiving direct feedback from them.

Monitoring and Evaluation

The handbook shares details of the monitoring and evaluation mechanism of the program that involved
a direct SMS based feedback system, monthly data collection, and report generation using the MIS,
monitoring visits and evaluation survey.

PSIG also shares the tools developed under the pilots for reference and the further use and evidence in
the form of case studies are shared to showcase these real-life Role Models of their communities.
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Abbreviations & Glossary

PSIG Poorest States Inclusive Growth

DFID Department for International Development

SIDBI Small Industries Development Bank of India

MoSPI Ministry of Statistics and Programme Implementation
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UPMA Microfinance Association of Uttar Pradesh
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oDoP One District One Product
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RSETI Rural Self Employment Training Institute

MSME Micro Small Medium Enterprise

MIS Management Information System
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Overview

Women entrepreneurs tend to fuel social change, along with economic growth and blend purpose with
profit for the betterment of all. According to global Women's Entrepreneurship Research, women are
1.17 times more likely than men to create social ventures rather than only economic ventures and 1.23
times more likely to pursue environmental ventures over economic-focused ventures. India has seen
remarkable growth of women entrepreneurs in recent times and seen them emerging as role models.
Women entrepreneurs have the potential to fuel the rural hyper-local economy. As per the sixth
economic census released by the Ministry of Statistics and Programme. Implementation (MoSPI), 8.05
million out of the total 58.5 million establishments were run by women entrepreneurs in India. Total
workers engaged in women-owned & run establishments were 13.48 million. Women entrepreneurs in
India play a significant role in advancing the economic growth of the country. However, appreciation
and recognition for their contribution come late. They still are faced with multiple social and economic
barriers that severely limit their entrepreneurial potential. Concerted efforts and initiatives are needed
to provide them with solutions that can help them overcome these constraints.

This handbook responds to the demand for documenting best practices and tools to integrate gender
in entrepreneurship development programs and address the needs and constraints faced by women
entrepreneurs. It is intended that this handbook provides practical guidance and recommendations to
practitioners and entities who desire to address the issue and implement a similar program.

This handbook is an outcome of 8 years of engagement of SIDBI implementing the PSIG Program in four
challenging states (Bihar, Madhya Pradesh, Odisha & Uttar Pradesh) where it ventured with an agenda
to convert women from poor to progressive. Women were at the centre and focal point of our
interventions.

The handbook includes:

Guidelines - For planning the intervention, designing solutions for intervention, implementation model,
desired monitoring and evaluation framework and outlines, potential stakeholders and evident impacts
of such intervention.

Tools for Operations - Easy to use data collection tools for monitoring and facilitating the growth of
micro-enterprises.

Evidence of impact - Real-life case stories of women who evolved as entrepreneurs during the program
duration and now serve as the Role Models in their communities.

The entire handbook consists of 7 sections:

e Introduction

e Designing solutions for program support and implementation model

e Making market work

e Information technology for imparting business-related training and information
e Monitoring and evaluation

e Tools for operations

e Success stories of impact
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Section 1: Introduction

During program identification and preparation, it is essential to understand the socio-economic barriers
and critical needs of women entrepreneurs, which guides the design and implementation of the
program. This section covers the understanding of constraints, rationale for intervention and

recommendations for designing such a program.

1.1 Background and understanding of context:

The full participation of men and women is necessary for economic prosperity and poverty reduction
of the country. In India, women's participation in the labour force is less than one third and even lower
in entrepreneurship space. Therefore, the potential of women as economic resources is primarily left
untapped.

Women-owned microenterprises face various constraints related to limited access to equity and loan
funds coupled with the limited capacity of the entrepreneurs to manage these - they continue to remain
small. They are mostly found in the informal economy, exposed to a high level of gender disparity and
unfavourable terms and conditions of trade. We find women entrepreneurs doing laborious hard work
in most difficult circumstances and at the lowest possible margins. Positioned at the bottom of the
supply/value chain pyramid, often, their work and contribution are invisible to the economy and its
players. They are susceptible to numerous risks which threaten to throw them into outright poverty in
case of an unforeseen emergency or disaster. However, the majority of women-led microenterprises

tend to be more adaptive, relevant, and resilient to change.

To address some of the core issues that stifle the growth of women entrepreneurs, SIDBI under the
PSIG, piloted Mahila Udyami Sashaktikaran Program (MUSP) in 2 districts of Uttar Pradesh -Ghazipur

and Varanasi.

Commencing in October 2018 and concluding in January 2020, SIDBI implemented the first pilot in the
said districts of Eastern Uttar Pradesh, which are known to be the economic hubs of the region. The
majority of the target women participants of this pilot were mature clients of MFIs, who had been
obtaining microcredit but faced various constraints in their businesses and were unable to scale their
businesses. The pilot tried to help them improve their business practices, their operational scale and
step up their position in the business value chain. In doing so, it has also sought to emphasize the
importance of business ethics among them, thus, instilling the basics of business governance. Over
15,000 women received business-related training and over 10,000 women received handholding
support. More than 9600 women received credit for investments and working capital needs of their

microenterprises and new market /buyer linkages established for nearly 6300 women entrepreneurs.
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1.2 Project Design: Planning the intervention

1.2.1 Articulating Objectives and goal of the program

First and foremost, it is essential to articulate the goals and objectives of the project. A program for the
development of entrepreneurship among women is likely to be envisioned as a holistic intervention
that strengthens their capacities in enterprise management, facilitates their credit and market linkages
and provides strategic handholding support. The following illustration presents some tangible

objectives that can guide the subsequent development of such a program.

Hence, any program of such nature can broadly contribute to achieving the following outcomes:

e Increasing efficiency of business operations,
e Improving reach to more markets and market players and

e Improving professionalism/business management skills.

1.2.2 Using gender-disaggregated data and gender analysis

Collection of data of existing microenterprises owned and managed by women in the region from
primary and secondary sources before designing a program of such specific intent is essential. Ongoing
partnership of SIDBI with grass-root agencies, in this case, MFIs, helped in collating existing data of
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businesses and women entrepreneurs supported by these institutions before the execution of the
program. SIDBI recommends a detailed gender analysis study of existing and relevant businesses. To
assess the gender differences in access and control of assets, landed properties, information, finance,
mobility, business and financial literacy, skills and business training, legal and social norms that can
affect entry, operation, and growth of women-led enterprises. The below points also need to be

considered while conducting the analysis:

e Years of existence /sustainability of the enterprise
e Safety and accessibility of location
e The average time/hours invested by women entrepreneurs in the business

e Enterprises, primarily dominated by women

1.2.3 Forging key partnerships

The varied nature of activities, including credit linkage, training, technology support that a project of
this nature requires, necessitates that different agencies with the relevant skillsets work together. Thus,
a critical step for the effective implementation of a microenterprise development project is to bring
together diverse competencies by forging fruitful organizational partnerships. The SIDBI supported
program brought together 5 agencies with different competencies with a common goal of
setting/scaling-up and diversifying 9661 women-led micro-enterprises.

These agencies are listed below:

e 2 implementing agencies with a strong commitment towards poverty alleviation and gender
equality, a credible client base and a strong presence in the intervention region.

e 1 Technical Resource Agency with proven competencies and experience in guiding,
coordinating, building capacities of grass root institutions and grounding of program.

e 1 IT support agency with a commitment to serve the poorest and provide low cost and
scalable solutions to achieve desired outcomes.

e 1 Monitoring and Evaluation Agency to provide an independent lens to monitor and evaluate
such an intervention and provide time to time corrective measures in the implementation of
the program.

Presented below are the competencies required from each of the agencies in partnering for such an

intervention.

Competencies of Technical Resource Agency

The Technical Resource Agency has the responsibility of developing capacity building and advisory
inputs to be used by implementing agencies to guide women micro-entrepreneurs to grow their
business. Mainly, it should possess the following strengths:

9
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e Demonstrated experience of capacity building
and  supporting  microenterprises  and

_ ) . Implementing
particularly women-led micro-enterprises
) ) Agency
e Understanding of local and national markets .
. - : Competencies
and experience of establishing market linkages
for microenterprises * Organizational
e Human Resources in the field (feet on the Mission and
. . commitment towards
ground) to explore these linkages and establish .
poverty allevation
contacts with big market players and brands and gender equality
e Capacity to undertake value chain research for . .

i h | . » Experience of working
prominent sectors that employ micro- with economically
entrepreneurs weak women

e (Capacity to explore the potential for non- microentrepreneurs
traditional, drudgery reducing and e Local presence and
environment friendly microenterprises and wide network

establishing market linkages for such . Understanding of the

e Understanding of business models and capacity

. * Gender sensitivity

to evaluate business performance and understanding of

e Experience of designing capacity building gendered barriers

modules and training for microenterprises faced by women
entrepreneurs

e Experience of providing training of trainers and
creating a cadre of grass-root enterprise
counsellors

Competencies of Implementing Agency (ies)

The essential characteristics possessed by the implementing agency (ies) that are crucial for the success
of any future project with similar objectives are as under:

e QOrganizational mission and commitment towards poverty alleviation and gender equality.

o Allocating dedicated enterprise team for implementation of the program.

e The experience of working with economically weak women is an essential enabler for the
project teams.

e Local presence and existing networks — an extensive network of branch officers and field
staff well versed with local terrain is helpful in identifying potential supply chains and
marketing opportunities.

e Understanding the local economy at the senior management level of the implementing
agencies helps in identifying sectors, industries, and trades that need focus in the project.
This is important for devising interventions that have a high potential for success.

e Gender sensitivity and understanding of gendered barriers faced by women entrepreneurs
is a must for leadership and as well as the staff of the implementing agencies to break
gendered notions and norms that further hinders the program activities.

e Close institutional links of the Implementing Agencies with financial institutions help
facilitate credit linkage. In this programming case, partnership with foundation and trust of
the MFIs helped in ensuring appropriate credit.

10
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Competencies of Information and Technology (IT) Support Agency

The IT support agency should have experience designing information-technology and
telecommunications related solutions to exchange voice and text messages with a large group of
persons. Experience in working with rural semi-literate clients is an added advantage. In the MUSP pilot,
partnership with a social technology company extended to use its innovative Interactive Voice Response
(IVR) model to reach out and capacitate women micro-entrepreneurs with business-related information
and audio training content on their mobile phones. A micro-entrepreneur was able to access these
messages by dialling a set phone number, which would ring and then disconnect. Subsequently, within
a couple of minutes, the micro-entrepreneur would get a call on her phone with the IVR enabled
message. The audio messages included useful information related to buyers and suppliers of interest,
availability of job work, opportunities to collaborate with other micro-entrepreneurs, engaging audio
contentin the form of audio episodes with fictional characters on topics like planning a business, market
survey, competition, record keeping, and inventory management.

- —— - .
- ~..

~ \
// &unvmuamsm\‘ // Namaskar baheno! Mein \

(=i ) ( Ememnaa
matmwaz::mm .l ( siliai ki order dee jaa rahi hal. ‘l
\‘\ dengl.* / ‘\_ Agar aap bag sikal kama chahti /

\ A hain to sampkark kare ish
\\_ / / number par — S8XXXXXXXXXX"

* English translation, “Hellio
from Gram Vani. Sandhya
Didi will now give you some
important information”. “Helb
my friends. | want to tell you
that stitching job-works am
being offered in Banams
bazar. If you want to stitch
bags, you can cal ths
numbaer — 980000000,

Competencies of Monitoring, Evaluation, and Learning (MEL) Agency

The MEL agency should have experience in designing and implementing a monitoring and evaluation
framework that allows for regular checks on the progress of the project. In particular, the agency should
possess the following competencies:

e (Capacity to undertake impact assessment evaluations including baseline and end-line
surveys

e Capacity to put in place a project management information system that is easy to use,
transparent, technology-backed and helps monitor the progress effectively

e Capacity to collect feedback from the women entrepreneurs directly with the help of modern
Telecommunication Technologies.

e (Capacity to provide inputs for mid-course corrections if required

e Capacity to prepare learning reports and documents

11
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Section 2: Designing Solutions for
Effective Support and Implementation
model

Designing technical solutions in the form of capacity building, handholding and advisory input for
providing practical support to women micro-entrepreneurs is essential. Further, the operational team
needs to be responsible for training for the delivery of these inputs in the field. Mentioned below are
some of the technical inputs that can significantly help women micro-entrepreneurs.

2.1 Researching local economy and market
Primary research or mapping of the local economy provides an understanding of the sectors and
occupations that employ the women micro-entrepreneurs. Particularly, it helps in:

e Mapping the value chains of the various sectors

Gives an idea of the nature of inputs required to help the women micro-entrepreneurs to
raise the scale of their businesses

Reveals the potential of the various sectors that involve women micro-entrepreneurs
Sheds light on any hazardous practices

Helps to identify opportunities for non-traditional and environment-friendly enterprises
Identify opportunities for technology-based solutions for gap areas

The critical points of exploration for researching the local economy and markets are as under:

3 -
‘ Which sectors employ women micro-entrepreneurs ?

\

‘ What are the occupations of the women micro — entrepreneurs?

\

‘ What are the major activities performed by them?

2
‘Who are the buyers of their products? Who are the suppliers for their business? How

many times do they need to interact with them?
[

What is the dependency on middlemen? What is the possibility of reducing
dependency on middlemen in the value chain?
/
‘ Investments required in machinery and funds for working capital. The number of

transactions in a day.

VA
‘ What is the complexity of technical skill or craft? How can productivity be enhanced?

7
The following table presents a differentiation of microenterprises, category-wise, based on mapping

exercise under the SIDBI PSIG supported MUSP:
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Characteristics

Processing /light

manufacturing

Processing

(Job work)

(other
than trading)

Service

Examples General Milk products, Zari work, Tailoring,
Store, Food processing,  Agarbatti, Construction,
Vending, Power loom, Handloom, Beauty parlor,
Retailing store Flour mill, Paper- Training,
for clothes Papad, Pickle plate Transport

Interaction with

Frequent with

Frequent with

Few - mostly

Frequent with

Buyers many (Customer | some middlemen many.(Custc.)mer
experiénce is z:s:;;z:;e 1S
essential)

Interaction with Frequent with Few Few - mostly Few

Suppliers or many middlemen

Sellers -Minor

purchases are
required

Interaction with Few Frequent with Frequent Few

Agents/Distributor some

Investments in Few Moderate where Moderate Moderate where

Machinery machinery is where machinery is

required machinery is required
required. Nil
in case of
handicrafts

Funds for working Required in Required in Limited Limited

capital proportion to the = proportion tothe  requirement requirement
scale of business | scale of business

Number of Several, complex = Moderate, Few, Low Several, complex

transactions in a day accounting complex complexity accounting

accounting accounting

The complexity of Low Moderate High High

technical skill or craft

Business Promotion Advertisement, Personal Personal Advertisement,
leaflets, meetings, Word of meetings, leaflets,
word of mouth mouth Word of word of mouth

mouth

Accordingly, the program screened the enterprises and entrepreneurs using screening tools and
guidelines. The tool applied a gender lens to select entrepreneurs based on their role, time investment
and existing knowledge. The following illustration presents some of the aspects that the screening tool
must include.

13



Handbook for promoting Women Entrepreneurship

Involvement in the business of the women micro -
entrepreneur, in terms of number of hours.

The business sector and the activity performed by the women
micro -entrepreneur.

Whether it is an activity to avoid because of its risky,
hazardous or illegal nature ?

Potential to scale up business with the technical inputs to be
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provided.

Capacity and willingness of the women micro -entrepreneur to
benefit from enterprise development support being provided

Section 6 provides the screening tools used in MUSP: Tools for Operation
2.2 Design of Capacity Building and Enterprise Development Inputs

Designing capacity building and handholding inputs are critical for program success. These inputs need
to be relevant to the needs of the women micro-entrepreneurs. The program used the findings of the
market mapping study and screening survey to keep the capacity building input relevant.

The illustration below depicts the critical capacity building and enterprise development inputs
developed during the program.

Business card for tracking
Training content and

: : the growth of enterprise for
toolkit for enterprise team g P

women entrepreneurs

Guidelines for providing
regular handholding
support for enterprise
team

Developing a pathway for

the formalization of micro-
enterprises
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2.2.1. Training content and toolkit

Training of enterprise teams and women entrepreneurs is critical to the success of the intervention.
While the enterprise team of the implementing agencies has the responsibility to provide training to the
women micro-entrepreneurs, the Technical Resource Agency needs to develop easy-to-use and engaging
content in the form of toolkits, workbook, flashcards, and posters. With the advent of technology and
media and its vast potential to transcend physical and social barriers and reach out to remotest of the
communities and address complex issues. The Technical Resource Agency needs to use audio-visual aids
for training content and material development. The following topics needs to be covered for meeting the
desired impacts:

Understanding of one’s business idea — Business idea

generation

Understanding Markets, Buyers and Suppliers,
existing and emerging competitions

Selection and feasibility testing —SWOT analysis

Costing and Pricing of products

-
c
[

o=
c
o

o
oo

=

=
©
—
l_

Understanding Financials of a business —revenues and
costs, profits, and loss, assets, and liabilities

Keeping business accounts —Record-keeping, keeping track of

receivables and inventories

Using technology to improve one's business

2.2.2 Business Planning and Tracking Cards

Helping women micro-entrepreneurs to learn to plan their business establishment and growth in terms
of revenues and profits, as well as future costs/investment is an essential capacity-building input and
solution that the SIDBI PSIG program provided. Business Planning cards were developed for the women
entrepreneurs to conditions them to plan their business and keep track of their achievements as
compared to their plans. From the perspective of monitoring, the business plan cards serve as an
auditable proof of the support provided on a month to month basis. During the time, the enterprise team
helped the women micro-entrepreneurs to plan and track their business. The following illustration
presents Business Planning and Tracking framework.

Section 6 presents the format of the business planning and tracking card: Tools for operation.
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Business Planning Business Tracking

Analysis of past performance.

Monthly tracking of actual sales,

Break-Even level of sales costs and profits

Monthly monitoring of inventories,
receivables, payables, and cash

Targeted sales, costs and profits

2.2.3 Guidelines for providing regular handholding support for Micro-entrepreneurs

Regular mentoring and finger holding of women entrepreneurs act as a catalyst for accelerating the
growth of microenterprises. The SIDBI PSIG supported program unpacked the handholding support
provided to women entrepreneurs to define the nature of hand-holding support clearly. It is essential to
define the packets of handholding support to be delivered to the women entrepreneurs and setting the
expectations right for them. Whether it is customized business development services or
relationship/communication management, the information also needs to be collected and converted
into a database. Under the SIDBI PSIG supported pilot program categorized the handholding support into
5 major components; 1) Troubleshooting: addressing bottlenecks in establishing/scaling
up/diversification and helping them achieve break-even 2) Mentorship: Support for networking in the
local market, branding and linkages with market actors 3) Confidence building support: for market and
public negotiations related to their products 4) Networking support: Introducing them to associations
and platforms both online and offline that increases their product uptake in the market 5) Convergence:
Capacitating women entrepreneurs with specific trade based skill training in non- traditional enterprises
by exploring collaboration with government and non-government programs/schemes like ODOP, NRETP,
RSETIs, and MSME Samsung School.

The following illustration shows the components of handholding support rendered:
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2.2.4 Formalization of Microenterprises

To bring the bottom of the pyramid, women entrepreneurs into the forefront of development. The
program devised the pathway for the increased formalization of microenterprises as listed below:

e Obtaining Artisan Cards or Udyog Aadhar

e Municipal registration as vendors

e Bank account in the name of the enterprise

e Encouraged use of mobile banking and digital financial services for business purchases
e Systematic Record-Keeping and wherever possible, audit of accounts

e Decreasing dependence on middlemen, increasing contacts and direct dealing with supplier
and buyers

e Capacitating women entrepreneurs on customer and supplier relationship management as
enterprises evolve

2.3 Swavalamban Utsav - Celebrating Entrepreneurship

Women Entrepreneur business cripple with issues of exploitative terms of trade, mobility restrictions,
severe working conditions, limited family support and limited access to credit and market issues. The
SIDBI PSIG intervention tried to address some of these core issues during its 15-month duration
intervention and succeeded in improving some of the business and market-related challenges of women
entrepreneurs. During the process, we witnessed many stories of women who exhibited resilience &
strength and rose above these challenges to improve their business and empower themselves with
business and market related skills. Celebrating these journeys and applauding their courage is essential.
Accordingly, under the SIDBI’s umbrella program of 'Swavalamban,' which aims to promote culture of
entrepreneurship across the country, the program organized a 2-day event titled “Swavalamban Utsav”
for the women entrepreneurs in the district of Varanasi. The event showcased products & handicrafts of
100 women entrepreneurs with the participation of more than 5000 women. The event marked the
celebration of the evolution of women into entrepreneurs or ‘Swavalambis’ and provided them a
platform to share their stories of challenges and triumphs. The event recorded a vast sales of products
and a massive footfall of people who came to be part of the program. The event connected them to
financiers, trader associations and also refreshed them on digital finance access tools. We recommend
such an event to become an integral part of the design of any program that aims to promote women
entrepreneurship and women collectivization.

2.4 Recognizing and rewarding role models

Women are the backbone of any economy and household; still, they are seldom recognized as role
models for their contribution to the community. We find their representation to be low in most
community leaders/change makers list. Our experience suggests that recognition and reward serve as a
great motivator and driver for pushing women as change-makers who are struggling yet are upbeat about
their situation. The program under SIDBI's Swavalamban Role Models (SRM) initiative through a jury
identified 10 illustrious women entrepreneurs who exhibited strength, entrepreneurial skills and
overcame difficult circumstances to run their ventures and required small but strategic support for
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getting formalized. The independent/separate jury weighted them on traits of display and presentation,
customer dealing, salesmanship, sales, cashless facility, discipline, credit history, etc. The initiative
supports the emergence of livelihood heroes as inspirational Role Models who can be followed by
youth/others. For appreciating their efforts and enabling them to take the next step forward, Certificate-
cum-Redeemable Voucher of Rs.25,000/-were issued by the bank to each of these women for investing
in their business growth, such as purchasing machines, improving or setting-up a shop and material
purchase for honouring a significant & unique order.

2.5 Implementation Model

The SIDBI PSIG pilot aimed at providing end to end business development services to women
entrepreneurs these including capacity building training on business management, access to appropriate
credit and linkages with formal financial institutions, facilitating new market and buyers interactions, and
providing intensive handholding support for establishing and up-scaling the microenterprises.

The illustration below broadly summarizes the program implementation model:

...................................................

Capacity building of Credit Linkage with
Enterprise team and formal financial
WEs Institutions

«  Training of

enterprise team
+  Training of WEs

Market Linkage

Intensive Handholding taciltation
Hi=

support to WEs

*  Swavalamban Utsav

«  Business plans and Role Mode! reward
L]

manthly busingss
tracking «  Buyer seller meets
«  Book keeping . Expasura w‘s?ts .
+  Technology adoption for +  Interaction with big
business transactions Irada:; a!nd
associahions

-----------------------------------------------------

2.5.1 Establishment of Enterprise Team

Putting together a competent and committed team is foremost to executing a program of such nature.
As discussed, commitment to gender equality and understanding of rural livelihoods and context is a
must. In the SIDBI PSIG pilot, 2 approaches were adopted, keeping in view the organization policies of
the implementing agencies. The first approach consisted of deputing existing institutional staff as

program officials for initiatives and second approach consisted of recruiting personnel from the market
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on a contractual basis with necessary competence and orientation. Though both the approaches
contributed to achieving the desired results; however, in the case of the latter approach, the staff
attrition was higher, resulting in multiple recruitments. Implementation required a team consisting of
16-18 Micro Enterprise Development Officers (MEDOs) to reach out to roughly 250- 300 Women
Entrepreneurs each. These were supervised and guided by 3 Enterprise Facilitators (1 for 6 officers), 1
Training Facilitator, 1 MIS Officer, and 1 Project Coordinator. The MEDOs being the first point of contact
for the women entrepreneurs were responsible for mobilization, training and handholding of women
entrepreneurs. The activities of MEDOs were supervised by the Enterprise Facilitator and the Enterprise
Facilitator provided the MEDOs necessary guidance and supervision in the field. The Training Facilitator
was responsible for maintaining quality of trainings and on field training of MEDOs. The Project
Coordinator was responsible for overall management of the team and coordination with SIDBI.

2.5.2 Training of enterprise team

Intensive capacity building of enterprise teams is necessary and recommended for implementing such a
program. 22 days of training was imparted to the enterprise team at regular intervals under the SIDBI
PSIG pilot, and these included 5 days of orientation training, 10 days of Training of Trainers, 2 counselling
workshops, 3 refresher training, and 2 days of advanced training.

2.5.3 Value chain study and local market mapping

A value chain study was conducted at the beginning of the program to understand the actual trades and
their value chains. A total of 7 microenterprises viz., artificial decoration items, chunnari stitching, janeu
and moti mala, khowa, incense sticks, and potato papad making, were studied. The critical criteria to
assess and explore the existing supply chain of microenterprises in the area were viability, available
market linkages, scalability and potential to engage more number of women entrepreneurs. A major
challenge in conducting the study was getting information from more prominent players involved in the
value chain who didn't wish to disrupt the existing channel and feared to lose on their profit margins or
skilled workers. The resource agency conducted the study with support from the enterprise team.

2.5.4 Screening of Women Micro-Entrepreneurs

Screening helps to identify women micro-entrepreneurs who have ownership over their business — as
evidenced by the amount of time they spend in their business and their involvement in critical decision
making, as well as those who would be willing to participate in an enterprise development project. It also
helps to rule out hazardous and risky activities. In the MUSP pilot, a majority of the women micro-
entrepreneurs selected were spending or willing to spend up to five hours a day in their business. Around
80% of them were involved in businesses that had good potential to scale-up. The rest 20% were willing
to try out a new business ideas. All the selected women micro-entrepreneurs had a high willingness to
participate in training and receive other handholding support. Nearly all of them needed funds to expand
their business.

2.5.5 Training of Women Entrepreneurs

While most women micro-entrepreneurs have experience of doing business, they learn their skills by
watching and gained from experience. These, on the one hand, are necessary survival skills; on the other
hand, they are seldom adequate for business success. Exposure of the bottom of the pyramid, women

19



Handbook for promoting Women Entrepreneurship

micro-entrepreneurs in business related training are almost non-existent. The MFIs and banks with
whom they have relationships mostly discuss with them loan related issues and seldom counsel them on
their businesses. The training of women entrepreneurs provides an opportunity to address these issues.
The SIDBI PSIG pilot developed the Facilitator Guidebook and Toolkits for training women micro-
entrepreneurs. The program provided structured enterprise training to the screened women micro-
entrepreneurs for 12 hours spread across three to four days of 3 hours each delivered in batches of 20 -
25 women each.

2.5.6 Handholding support to Women Entrepreneurs

Handholding support proved to be instrumental in accelerating the business growth of women
entrepreneurs. The critical activities underlined under handholding support included:

Business growth plan

A business plan is essential for each women entrepreneur to help them understand their business needs
and arrive at a target monthly sales or revenue for each entrepreneur. A business plan would mean:

e Targeting higher sales, better margins and better profits in businesses where both
buying and selling are involved and

e Targeting more (or better) buyers and better job-rates for those involved in "skilled
labour."

The program considered business capacity based targets that the entrepreneur would develop during
the project. The business plan recorded the profit targets given to each micro-entrepreneur. The micro-
entrepreneur, with the help of an enterprise team, needs to record her monthly revenues, costs,
inventories, and receivables every month in the business plan. The MUSP pilot supported more than
10000 women micro-entrepreneurs in making business growth plans.

Simple Record Keeping

The program provided women micro-entrepreneurs with a simple record keeping notebook to record
their business transactions daily. These should include:

e Credit Sales and Cash Sales

e Credit Purchases and Cash Purchases
e Receivables Recovered

e Receivables Balance

e Stock & Inventory Value

e Payment made against Payables

e Payables Balance
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Further, to determine the costing and pricing of products, the following points need also to be
understood and recorded:

e Fixed cost (house rent, depreciation)

e Variable cost (raw material, labour wages, transportation)

e Total cost

e Unit cost

e Total revenue

e Total profit or loss

Business Guidance

After the initial training and business planning exercise, the enterprise team should ideally visit the
entrepreneurs twice every month, spending about 45 minutes with them to provide handholding
support. Given field realities, these visits should, at the minimum, be once a month for 45 minutes,
followed by weekly phone-based interaction between the enterprise team and the women micro-
entrepreneur. The regular handholding support involved providing regular guidance to the
entrepreneurs in various aspects, including:

e Tracking business plans

e Improving business operations (e.g., procurement, display management, customer servicing)
e Market linkages

e Business diversification

e Help in obtaining loans

e Book-keeping

e Cash management

e Timely repayments and good financial behaviours

2.5.7 Credit linkages with formal financial Institutions

Women Entrepreneurs often face constraints related to limited access to credit and formal financial
institutions. Credit connect of the women to help them source funds for investments — for fixed asset
creation and working capital — in their enterprises was one of the principal components of program
design and program implementation activity. Nearly 80% of the women had the experience of obtaining
loans from MFIs but most of these loans were given for general purposes only. In contrast, the credit
linkages established under MUSP led to targeted credit support for specific businesses owned by women.
These loans provided by MFIs enabled them to meet the requirement for working capital as well as
purchasing fixed assets.
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As women micro-entrepreneurs experience success, they also become confident in their ability to grow
their business. Access to more extensive and more varied loan products, such as term loans for business
or line of credit for working capital needs, can significantly help their business to scale up. Several
financial institutions, including Small Finance Banks (SFBs), Non-Banking Financial Companies (NBFCs),
Peer to Peer (P2P) Lending NBFCs, provide such loans for the MSME sector.

For the women micro-entrepreneurs to be able to access these loans, the following become essential:

e Proof of business — Udyog Aadhaar serves as a proof of MSME registration.

e A separate bank accounts for the business — This helps in loan appraisal by the Financial
Institution as they can ascertain the business-related cash-flows.

e Financial records of the business — Financial institutions, as part of their MSME business-
loan appraisals, perform a financial analysis of the enterprise. In case well maintained and
audited records of financial transactions are available, the possibility of a granting
business loan dramatically increases.

e Lenders may also require a business plan — a business plan with projected financial
statements for taking a credit decision.

e KYC documents of the entrepreneurs, including valid identity and residence proof.

Further, the Govt. of India has several schemes to help micro and small enterprises, which can help
women micro-entrepreneurs. Availability of finance is a crucial enabler for economic activity and the
growth of entrepreneurship. The government took various policy, regulatory, and institutional initiatives
to promote the availability of finance to MSMEs. These include, among others, the credit support
mechanisms administered by the government institutions.

Targets to all banks for lending to MSMEs*

To channelize credit flow to the MSMEs and address the finance gap, the Reserve Bank of India (RBI)
mandates bank-specific targets for lending to MSME as part of the Priority Sector Lending norms.

Specialized MSME branches of banks

As per RBI Master Direction - Lending to Micro, Small & Medium Enterprises (MSME) Sector (Updated as
on April 25, 2018), "Public sector banks are advised to open at least one specialised branch in each
district. Further, banks have been permitted to categorise their general banking branches having 60% or
more of their advances to MSME sector as specialized MSME branches in order to encourage them to
open more specialised MSME branches for providing better service to this sector as a whole. As per the
policy package announced by the Government of India for stepping up credit to MSME sector, the public
sector banks would ensure specialized MSME branches in identified clusters/centres with preponderance
of small enterprises to enable the entrepreneurs to have easy access to the bank credit and to equip
bank personnel to develop requisite expertise”.

1 https://rbidocs.rbi.org.in/rdocs/notification/PDFs/56MD24072017E50D0ED63F9B4414AA756FFOFC72FB66.PDF
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Collateral free lending

Banks are mandated not to accept collateral security in the case of loans up to Rs.10 lakh extended to
units in the MSE sector. Banks are also advised to extend collateral-free loans up to Rs. 10 lakh to all units
financed under the Prime Minister Employment Generation Programme (PMEGP) administered by KVIC.
Banks may, on the basis of good track record and financial position of the MSE units, increase the limit
to dispense with the collateral requirement for loans up to Rs.25 lakh (with the approval of the
appropriate authority). Banks are advised to strongly encourage their branch level functionaries to avalil
of the Credit Guarantee Scheme cover, including making performance in this regard a criterion in the
evaluation of their field staff.

Specific Government Schemes
1. MUDRA:

The Union Budget presented by the Hon'ble Finance Minister Shri Arun Jaitley, for FY 2015-16,
announced the formation of MUDRA. Monitoring of PMMY progress at the State level is done through
the SLBC forum and at the National level by MUDRA/Department of Financial Services, Govt. of India. For
this purpose, MUDRA has developed a portal wherein the banks and other lending institutions directly
feed their achievement details, which are consolidated by the system and generate reports for review.

Name of the | Pradhan Mantri MUDRA Yojana for lending for loans to enterprises

Scheme

Eligible Businesses/entrepreneurs/units covered would include
Applicants proprietorship/partnership firms running as small manufacturing units,

shopkeepers, fruits/vegetable sellers, hair cutting salons, beauty parlours,
transporters, truck operators, hawkers, cooperatives or body of individuals,
food service units, repair shops, machine operators, small industries, artisans,
food processors, self-help groups, professionals and service providers in rural &
urban areas.

Bank branches would facilitate loans under the Mudra scheme as per customer
requirements. Loans under this scheme are collateral-free loans.

Financial Mudra has created the first products and schemes under this umbrella, and the
interventions have been named 'Shishu,' 'Kishor' and 'Tarun' to signify the stage

Assistance
of d growth/development and funding needs of the beneficiary micro unit
/entrepreneur:-
e Shishu: covering loans up to Rs. 50,000/-
* Kishor: covering loans above Rs. 50,000/- and up to Rs. 5 lakh
e Tarun: covering loans above Rs. 5 lakh and up to Rs. 10 lakh
Project Duration Varies
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2. CGTMSE:

The Ministry of Micro, Small & Medium Enterprises (MSME) & Government of India launched Credit
Guarantee Scheme (CGS) to strengthen the credit delivery system and facilitate the flow of credit to the
MSE sector. To operationalize the scheme, the Government of India and SIDBI set up the Credit
Guarantee Fund Trust for Micro and Small Enterprises (CGTMSE). Some key points regarding CGTMSE
are as follows:

Lenders: Scheduled commercial banks (Public Sector Banks/Private Sector Banks/Foreign Banks) and
specified Regional Rural Banks, NBFCs & Small Finance Banks (SFBs) etc.

Borrowers: Both the existing and the new enterprises are eligible to be covered under the scheme.

Credit Facility: Term loans and working capital facility up to Rs. 200 lakh per borrowing unit, extended
without any collateral security and third-party guarantee, to a new or existing micro and small enterprise.
Additionally covered under the scheme are any credit facility in respect of which risks, operated by
Government or other agencies, are not eligible for coverage under the scheme.

Guarantee Cover: The guarantee cover available under the scheme is to the extent of 50%/ 75% / 80%
& 85% of the sanctioned amount of the credit facility. The extent of guarantee cover is 85% for micro
enterprises for credit up to Rs.5 lakh. The extent of guarantee cover is 50% of the sanctioned amount of
the credit facility for credit from Rs.10 lakh to Rs.100 lakh per MSE borrower for retail trade activity.
The extent of guarantee cover is 80% for (i) Micro and Small Enterprises operated and/or owned by
women; and (ii) all credits/loans in the North East Region (NER) for credit facilities upto Rs.50 lakh. In
case of default, Trust settles the claim up to 75% of the amount in default of the credit facility extended
by the lending institution for credit facilities upto Rs.200 lakh.

3. Small Finance Banks providing MSME Loans

Institutions Products Features

ESAF SFB, Thrissur e Business Loan Business Loan
Loan: Rs. 0.5- Rs.10 lakh
Tenure: 1-7 years

e Loan Against Property

LAP.
Loan: Rs,1 lakh-Rs.10 lakh
Tenure: 1-7 years

North East SFB, Guwahati| ¢ Micro Business Loan MB loan
Loan: upto Rs.1 lakh

e Enterprise Development
No collateral/no income proof needed.

Loan

ED loan

Loan: up to Rs.5 lakh
Secured loan

Tenure: 12-36 months
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Institutions

Products

Features

Jana SFB, Bangalore

e Business
individuals

e Enterprise loans

Loan

for|

Business loan for individuals
Loan: Rs.50,000-Rs.1 lakh
No collateral

Interest: 25-26%pa

Business loan for an entity
Loan: Rs.1-10 lakh

No collateral up to Rs.3 lakh
Loan tenure:12-60 months
(Unsecured up to 36 months)
Interest: 24%

Secured Business loan
Loan: Rs.5-10 Lakh
Tenure: 5 years

Ujjivan SFB, Bangalore

Individual
loans

Business

Loan: Rs.51,000-Rs2 lakh
Interest: 23.25% pa
Tenure: 6-36 months

AU SFB, Jaipur

e Business Loan
e Working
Loan

Capital

Business loan
Secured loans
Loan amount: Starting from Rs.2 lakh

Working capital
Cash credit limit and overdraft

Utkarsh SFB, Varanasi

e Business Loan
e Utkarsh (JLG)

Loan: Rs.1-2 lakh for past JLG
members

Interest: 23% pa

Tenure: 2-5 years

JLG loans
Amount: Rs. 1lakh
Tenure: 2 year
Interest: 23% pa

Suryoday SFB, Mumbai

e Small Loan

Loan: Rs.0.5 — 4lakh
Tenure: 12-36 months

Min. monthly turnover: Rs5 lakh

25




Handbook for promoting Women Entrepreneurship

Section 3: Making market work - Lessons from local market
interventions

Access to market for women micro-entrepreneurs or any micro-entrepreneurs is understood to be
improved mainly by either of these two approaches — first, being working with existing markets and
their local value/supply chains and second, by creating new markets or new supply chains by
disrupting the existing value/supply chains. In recent times, most applauded is the latter approach
and recommended for creating new markets and new business channels. However, this approach
rests heavily on technology access, cannot always be replicated in all economies and extensive
documentation of its impact on the bottom of the chain players is needed. SIDBI PSIG’s pilot adopted
the former approach to understanding the local economy, gaps in the value chain and help women
graduate up the value chain. It gave us insights into their challenges and propose long term solutions
designed locally, replicated at minimum cost. During the planning phase of program intervention, we
witnessed how women micro-entrepreneurs face adverse terms and conditions of trade, have
limited exposure to markets and are mostly dependent on exploitative middlemen and agents. Still,
most continued to work with these middlemen and agents, because, they provide them with assured
work and doorstep supply of raw materials.

Value chain study and mapping of the local economy mostly helped us in understanding the local
enterprises and the role of women in it. Accessing local market information proved to be a tedious
task for most of the enterprise team because of the reluctance of more prominent market players
like wholesalers and middlemen to indulge critical information in the trades and margins involved.
Various interactions and meetings with big traders finally resulted in them agreeing to be part of the
program interventions. Women entrepreneurs displayed exemplary resilience and confidence and
when facilitated, established direct contacts with them to get bigger orders and skip the middlemen

in the process.

Further, one of the most common limitations that women micro-entrepreneurs face is that they have
limited bargaining power. Limited bargaining power is because they source their supplies from a
single supplier or an agent. Powerful interventions that can help in establishing market linkages for
women micro-entrepreneurs are Buyer-Seller meets and exposure visits. Buyer-Seller meets help in
increasing their options manifolds. In the Buyer-Seller meets, they get a chance to interact with
several suppliers and buyers. The meet enables them to forge new supply chain relationships and
improves the terms of their trade. The implementing agency can facilitate Buyer-Seller meets by
asking local suppliers to interact with groups of women micro-entrepreneurs at a mutually agreed
location. For the suppliers, the women micro-entrepreneurs represent value chain linkages, which
can increase the efficiency of their businesses. Similarly, in exposure visits, women micro-
entrepreneurs get to know about newer markets as well as superior business practices.

For sectors that involve job works, such as, garments and bag making, women micro-entrepreneurs

often deal with a single buyer or agent. These buyers or agents provide business to women in the
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form of job works. Job work involves working on inputs (such as, an unstitched garment), provided
by the buyer, who takes back the finished product (e.g., stitched garment) and pays on a per-piece
basis. It is possible to improve the job rates that the women get by linking them with more buyers.
The Buyer-Seller meets enable women to interact with several buyers and allows them to get more
or better work.

The three specific markets connect activities have been explained in detail below:

Buyer-Seller meets — These meets turn out to be reasonably useful in facilitating large scale
linkages of women entrepreneurs, overcoming inhibitions and establishing a dialogue between them
and the big buyers/traders. We saw women overcoming their inhibitions and understanding the
quality and volume requirements of more prominent traders. The locations of the meet and the
presence of large buyers/traders are essential for organizing such an event. Make efforts to include
at least 5 "buyers" or "distributors" or other value chain operators to attend these meets. The
number of women micro-entrepreneurs participating per meet should ideally not exceed 50,
although sometimes more participants may be accommodated depending on the demand from the
micro-entrepreneurs. The database of local distributors and suppliers relevant to the women micro-
entrepreneurs is desirable and maintained at the local administrative unit level of the implementing
agency. Over time, make efforts that every woman micro-entrepreneur, who can benefit from these
lists, has access to them. The Buyer-Seller meets have resulted in many new market linkages. These
also have a multiplier effect since other women micro-entrepreneurs, who may not have participated

in the meet, may come to know of the opportunities that exist from those who had participated.

Plan interactions with existing traders associations, collectives or cooperatives relevant to
the women micro-entrepreneurs. Help women entrepreneurs to negotiate better terms of trade and

also safeguard their rights and entitlements.

Understanding of margins and markets was built by undertaking exposure visits to local and
wholesale markets. These visits exposed women micro-entrepreneurs to better business practices
and technology by businesspersons, who have a matching business profile. Exposure visits may even

be planned in neighbouring states if resources are not a constraint.

Women entrepreneurs need regular orientation on the importance of maintaining a
relationship with buyers and sellers. Encouraging them to register contacts and to initiate dialogue

with buyers is a must.

MUSP pilot facilitated over 6,300 new market linkages (including indirect linkages) of women

entrepreneurs.
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Section 4: Information Technology for
business related training and impact

The potential of technology to transcends physical and social boundaries and address complex issues
is unlimited. The program used technology to reinforce business related messages to the women
micro entrepreneurs. In partnership with OnionDev (technology partner), the program designed an
innovative Interactive Voice Response (IVR) model to reach out and capacitate women micro-
entrepreneurs with business related information and audio training content on their mobile phones.
OnionDev was responsible for developing and broadcasting engaging content relevant to rural
realities/context of targeted women entrepreneurs to the women micro entrepreneurs on their
mobile phones.

This intervention was also effective in demonstrating to women entrepreneurs the use of technology
for accessing business related information and conducting businesses as well. The intervention
resulted in creating a virtual platform for women entrepreneurs. It helped in sharing and
encouraging peer to peer learning among women entrepreneurs and receiving direct feedback from
them. For reinforcement of critical messages of the training to each women entrepreneurs and
receiving expert advice and value adds from key market players/agencies for enterprise development
to women entrepreneurs. It further aided the enterprise team to effectively handhold and ensure
quality inputs to the women entrepreneurs.

The illustration below presents the intervention strategy for grounding the intervention:

+Direct engagement with field team and women entrepreneurs

+ Capacity building of enterprise team to mobilize women entrepreneurs (clients) to
engage with IVRS platform (listen, learn and contribute)

*Building a message matrix for development of business prowess among women:
topics, programming method, desired outcomes

*Reinforcement of training content through regular episodes (3 episode per month) and
building discussion around these topics

*Facilitating women (users) to record their challenges and resolution through experts
and agencies

«Promote peer to peer learning among women entrepreneurs

*Sourcing success stories to create role model within community

+ Capacity building of women through specific message on women empowerment and
decision making

28



Handbook for promoting Women Entrepreneurship

The platform evolved into a community media platform for potential and existing women
entrepreneurs seeking ways to become financially independent/ empowered through
entrepreneurship opportunities. Specifically, it entailed the following activities:

e  Reinforcing business management training through innovative and engaging content

e  Publishing successful stories of women entrepreneurs for motivation and peer to peer
learning

e  Creating a platform for women entrepreneurs, leading to the adoption of improved business
practices, self-efficacy of women

e  Building a query resolution process on the platform for the target group
e Building a “Classifieds” option for potential buyers

e  Engaging family members and influencers (other than the target women) to influence social
norms

The following illustration summarizes some of the key learnings from the program:
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Section 5: Monitoring and Evaluation

Monitoring, evaluation, and documentation of critical learnings help to understand the different
facets of project impact and solution. These also help to inform future development programming.

5.1 Development of Monitoring and Evaluation Framework

The context of every enterprise development project is unique. Therefore, a monitoring and
evaluation framework needs to be developed based on the specific context of the project. The
framework developed for the MUSP pilot included the following:

e Objectives of the Monitoring and Evaluation exercise
e Key activities with identified timelines mapped to the objectives
e Responsible positions/persons for vital activities

e System of reporting

5.2 Project MIS

Indicators to monitor the project activities and targets need to be developed by the MEL agency in
consultation with the key stakeholders. The reports generated from these indicators enable the
implementing team to evaluate their progress and make mid-course corrections if needed.

5.3 Training of Implementation Team

In the MUSP pilot, SIDBI organized training on the Project-MIS for monitoring for both the
implementing partners. Micro-Enterprise Development Officers, staff members involved in the
administrative and MIS aspects of the implementing partners —in total, 40 participants —attended this
training.

5.4 System of Direct Feedback

The MEL agency needs to establish a system of feedback that allows the women micro-entrepreneurs
to participate in the project to voice their satisfaction or concerns. The MUSP pilot established an SMS
system for seeking direct feedback from customers benefiting from it. For this purpose, the MEL
agency utilized the services of a mobile communication company and an IT company. The SMS based
feedback system enabled the MEL agency to reach to all beneficiaries who had mobile phones in their
household and seek feedback from them. The enterprise team was required to inform the women
micro-entrepreneurs regarding this system and encourage them to provide feedback. The program
sent periodic text messages to the project beneficiaries and several responded, showing their
satisfaction. In total, over 1.20 lakh SMS seeking feedback sent to all the women micro-entrepreneurs
participating in this project. Cumulatively over 7,400 feedback messages were received —around 97%
of the messages connoted positive feedback. A few (281 or around 3%) also responded, showing
dissatisfaction — mainly on account of not having received loans yet.
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5.5 MIS analysis and reporting

As the project progresses, the MIS data starts flowing in on a monthly and quarterly basis. The project
expects that SMS based feedback is received from the customers periodically. These data need to be
analysed and reports shared with the key stakeholders.

The MUSP pilot analyzed the MIS data and, MIS reports were prepared and shared with the
implementing agencies every month. As an enterprise team on an average could visit every woman
micro entrepreneur being supported by them once in two months. The program analysed the MIS data
for the previous two months. The data showed that the enterprise team had been touching base with
almost all women micro entrepreneurs at least once every two months. The MIS data also included
assessments made by MEDOs regarding the constraints being faced by the women micro
entrepreneurs in growing their business. The MIS data was consolidated in the monthly reports and
was used by the implementing agencies to design and time interventions such as "Buyer-Seller" meets
and "exposure visits."

5.6 Periodic Monitoring Visits

Periodic monitoring visits need to be performed by the MEL agency to monitor the progress of the
project. During these visits, the monitoring team held discussions with the team responsible for
implementation. Additionally, a few randomly chosen customers should be visited and interviewed to
get first-hand information regarding the impact of the project. Reports prepared based on the
monitoring visits need to be shared with the key stakeholders.

In the MUSP pilot, quarterly visits were undertaken by the MEL agency to monitor progress. They
analysed the impact based on a primary survey of a small sample (around 30) of the women micro-
entrepreneurs. The first quarterly monitoring visit revealed that women micro-entrepreneurs had not
been using mobile phones for business purposes. The MEL agency highlighted this and subsequently,
the enterprise team asked to encourage the women micro-entrepreneurs to use their mobile phones
for business related communications.

The first monitoring visit, as well as analysis of new MIS data, revealed deficiencies in understanding
of the enterprise team on issues related to finance such as sales, cost of goods sold and inventories.
The MEL agency sought to address these gaps by developing a case-study (presented under Section
6: Tools for Operation). Implementing partners used the case study in their training and the same
resulted in considerable improvement in the understanding of the enterprise team.

5.7 Impact Evaluation: Design and Tools
SIDBI planned with the evaluation design and tools of the project during the initial stages of its
activities. Presented below are the design elements for such an evaluation.

e Baseline and End line Surveys - These are the most critical components of the evaluation.
These need to be a combination of quantitative and qualitative research. In the MUSP pilot,
these surveys included quantitative as well as qualitative research methods.

e Time and duration of the surveys - The program planned the time and duration of the baseline
and end line surveys. It needs to be ensured that there is sufficient time for impact elements
to become tangible. The MUSP pilot conducted the baseline survey after the screening of
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women micro entrepreneurs before they had received capacity building training. The program
planned an online survey after the implementation phase of the pilot.

o The program drafted the questionnaires for quantitative research, Interview templates and
Agenda for Focus Group Discussions (FGDs) for Qualitative Research with the agreement of all
the key stakeholders. Section 6 : Tools for Operations - represents the formats used in the
MUSP pilot.

e Sampling technique and scope need to ensure that the evaluation is representative of the
micro entrepreneurs. The sample size for the quantitative survey should be adequate.
Similarly, the program needs to plan an adequate number of focus group discussions to
triangulate the findings of the quantitative survey.

e Sample Size — In the MUSP pilot, both the baseline and the end line samples included 800
randomly chosen women micro entrepreneurs, distributed across the project area and the
implementing agencies. Further, 100 respondents who had not participated in the project
were sampled at the end line stage to act as the control group.

e Training of survey team — the survey team should be trained on each item of the
guestionnaire and interview agenda. Training is necessary for accurate capture of information
during the surveys and FGDs. The program trained the enumerators on administering the
baseline and end line questionnaires and conducting FGDs.

5.8 Data Analysis for Impact Assessment
The program analysed the data collected during the baseline and end line surveys for assessing the
impact of the project. The program performed the following analysis to evaluate its impact.

e Comparison of baseline sample with end line sample

e Comparison of the treatment group and control group in the end line sample

e Comparison of the online sample with MIS data on the respondents in the end line sample
e Analysis of MIS data for critical trends on important indicators

e Analysis of feedback received from participants (customer benefiting from the project)

e Baseline-end line comparison of FGD transcripts

5.9 Learning Documentation

Each entrepreneurship development project is unique with its own set of learnings. A learning
document should be prepared to disseminate the lessons emerging from the project. The learning
documents should also include some case studies that illustrate the nature of the impact derived from
the project.

The MUSP pilot prepared the following learning documents:

e Screening data report

e Baseline survey report

e Quarterly monitoring reports

e Standard Operating Procedure or SOP document
e MUSP pilot evaluation report

e Completion report
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Section 6: Tools for Operations

This section presents the tools developed during the program implementation for better targeting of
women entrepreneurs, business planning, tracking of business growth, evaluating the impact and training
enterprise team on collecting relevant information related to business development of women
entrepreneurs. The tools were developed by the implementing and resource agencies and used
extensively by the MEDOs for targeting and tracking business growth.

6.1 Tool for Screening Women Micro-entrepreneurs (Existing Businesses)
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6.2 Tool for Screening Women Micro-entrepreneurs (New Businesses)
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Farfes fufa: DafFanfes oot 0O Fee=eT 0 TAThILET SREEEN
ER

Client ID AADHAR card 379X &I dr

1.9. 3+ BT ITAT HEATAT & Feohaey 07 forw g2 () bz ®H ¥ fohaw or ot @ A%l WY 82
qean)_

1.10. T ATTRT T TR § T aeg f TEa AT Tt T JTHAT HIAT I2aT 82

[ =799 § 99d gl gl ardt [ 9978 FATE Al § (1 g 9T Al THe qTaT
0 T % SITATE 3T Tl gl 0 gT AT 9T g [ IcATed d2 g Aefid 7al &

0 dSTT T =3aeaT 981 g Tt O s (Fawr 3)

1.11. T 39 Rt i =raemT & for ofF s foram 82 ogt N

1.12. T8 T AFETT FT g/ AT7?

1.13. 98 THLT ATAE 9 TET & AT 92 &l TAT 872 09T @IE OSg I aTg

1.14. 3T 9 21 AT & Tl SHHT HILT Fare

2. AT FIE T TR

2.1, AT FHIAHT HAHTT F FA FHT 919 BT 872

2.2, =9 T H AT FA1 AT ATET 82
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0 H3 ITITE T Ja HT Araed @R A T 8 0 SATET THEAT & forT 0 =9 3T &l AT agd &
0 9=/ 5¥ 9aR § 9 SHa9 &7 04 q¥d g 0 77 (a2 )

2.3. FAT ATHI TH AT il & FIA il Tgel § s Aal 62 O 3l O @8l SEITgl, ar #47?

AT qafeera gforeror form 8 Ogt 0O -&r T AT FT qF § Ogt 0O-al
T/ UREAR A A T Faqa f<arg 0 g O 7&l TS AT ARAU Fqre O g O 98l
e (Fawr )

2.4, T 79T FFET fhad RAT HqE A FT A= w@ra? a0 HgH _ f&=

2.5. SHFE | FHTA AT AT H4GT gHEIT?

e w14 T FE AT IR RF ) 7F 7 § T & e qwy
RATT? (52)
eI/ ST T AGEAT FIAT 0 =9 0 &= 0 &
e T
BT & Fg/ W 0l AaeqT FLAT [ T2 o=t 0 Al
e T
HT/3TATE JATL AT 0 29 o=t 0 Al
et
AT ATA/ITATE T UTgH/ a9 A0 = O=T 0Ol
ST et
AT HTA/ITITE T AT aF FAT [0 =Y o= O Al
et 2
T ATA/3TTE F YA JE9/0 =Y o= O Al
IEIES et
AT & T2l & 91 | fZame w@ar [0 957 O=T 0Ol
et
GAESIECEEIEAICE 0 &9 o= O Al
et 2
T F ST FAL el & (Faword) [0 =y 0= 0O Al
e T
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Ered &Y - AT | U o § @i g fhaer a0 fRaees &4 - = § uF foF § afgenst g fhadn
ST 22(F12) T R ST 22(4)

I IIUE ATTATT & AT § T {ST SFaATAT gRIT AT G GHATH Fileh ITAT ATGAT & AT LA 9|

3.1. 7w fawi % o [Aofa & «dr 272

a. AT T Awe hah 919 Tl ST 52 0 &7 O =it O T+ e 7
b. =& # &= 1 [T 0 &9 o =it 0 ==t e &7
c. T H @H 1 [Auig 0 &9 o =it 0 2t e &7
d. O # 9T Hf @i 0 29 0 =it 0 =1 9 #:T
e. HT & &2ia & a1 # fgama w@r 0 &9 0 =it 0 =1 e T 0 F1s Tol
f. STITE & T gl a7 & 0 &7 O =it O T 9 #:7
g. ITITE AT FAT T AT T FLAT 0 &7 O =it O T 9 #7
h. T I/ SHEHT L FLAT 0 =9 0 & O T 9 #:7

e fAvta afeka f sra=a @ oemaT € f 2 Tor Faart § 95 99 auTE F ST AT ¥ 91w
LK

4. 9T I g TN

4.1, U AT AT T AT AT FATT § S g ATT0! TISTHT T AT F4T 872

4.2, T YTge fohde 2 & SO AT 9 Fohae §T 379+ 3T il =T SITUAT 2 foheT Hex
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4.3, T aftare/ =afce § S st ard Sify 2(s)

4.4 O FATIAEAFCATEN? _ (F@em/ awe) A H
4.5. ST AT & AT wEAT Fhadt gRf? (%)

o srafar 972 OgF & R IEED O 9y fa= Oag#d

4.6. T TYAT SFETT Fgl IC FATUIN? 0 T H O 9T § 0 FHE/RTE R 9w
0 e (e 3)

4.7. T FTATT F FAT AT I =TT H et S = h/=769TT § competition g1 TdT g2
Ogr  OF&l
T gl ar e |7

4.8. T competition & I F o0 T 9T FA FT AT EI B2

4.9. T AT g T o7 forteg A A a seamesr w@w? 0@l B
T ! T AT AT
0 = TgAT-ToraeT 78! &rar § 0 &Y =T H &l 9gT forar 781 § O fReTer Ta+ &l F%<d 95l

4.10. 797 3T =9 e/ Fww 7 a9 % o i\ F=idi? s’ gt ar e gq?
OSEa T O & 0 = 0 TeHfa saar 0 99 O3t

4.11.a. F97 AT % FAATT & ATTH/ TRATT % FETE IT T TG T2 TFHdT 872 Ogt O+gl

I BT AT T AT AHL IS ThdT 52

b. &I s/ TRERW F wWEA A TE T OFAEX H g F fw owm F:aAre
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5. st fAasr
5.1. =9 70 AT Fl & FHLA | ATTHT ohael & il AaeTHam gon? (F)

5.2. SEITETAT HEAT & AT Toha T 0 oI il T Lol 8?2

5.3. 3T T4 39 FGHTT § (a1 497 sRmua?

5.4. FTehT THT AT Fglh F ATUA?

O gehTt d O T aRSTE=T =TIy &

O fregemar & O s (Fawor 9)

5.5. 0T o o fohde HT & A& ST STIT ISIT A HY qT0Iq? e srater 52 A, g

5.6. ST O+ AT § e g i THATH/FH T GTHAT HIAT I ThdT1 572

O T T SIS q9T 9T A5l 3l aru 0 5977 92 7 fo&T a1 71 98 JhaT &
[0 UTE o &TH A=THH [T AT 0 FFT 7T TS, of Held 3qdsd Tgal g
O FTferel 31k 7 1 a7 3<ATE aT9d 1 T & O 7o o T9Ta | # FATET ITUTEA Al H¥ T

[1 Z6 T T A T TG G2 AT I TFdT 0 o= (Faawr 2)

5.7. FAT AT =7 THAT/ EF T GALT I5TH &l AFHE T F AT 672 Ogf G

5.8. FAT M9 = Jwa/ & & =+ o forw =7 Farusit? oW gt ar e 2q?
0 s 7ol 0 Stra =T 0 3T 0 =T O T Saar

0 a9ee O &=

5.9. =9 TF AT R & FATE 9 T &7 G291 FA & (70 et o6 avg it 7ag il STevd 9 el
2

() 3 T+ 92 U1 3ht s7ereT O AT Tl feeT 1 a= 7 AraTee
O #gT 71 foerar 7 O FHAl  IqTE 919 | IAqH o7
0 IeTae FeTe gq wefie &7 "agraar 0 9Sft gl 3 = A1Si1

O THATH & T & forw a7 O s (fFawor 3)
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5.9. AT STHTT F A6 JTH | 0T & ATk o o7 q¥g  HaE AT8d 87

O qeheteht Tfereqor 0 STSTY o 9T | 903 O 5% & 0T 9 o O &% F o9 o
0 3eITE 5= | JgraaT 0 =eEm & T 0 ITITE ¥ F@Td O fReme & @
O st (Fawor )

6. ATEAT AT & TR H =T ATTHA

6.1. =T IHT I TAeAT F7 Igawd =< (Tick)

FlT T L 0 yrerfires e (awt1-5) 35 et (AT ATaET)
ey A= (3T 6-8) Ige=maa (T T 9-10) I e (a7 111-12)
TR [ATIATIAE foraT

6.2.78 TiETe e ST #1872 SC /ST /OBC___/GEN ___(Tick)

6.3. ST T T F STATATIA % T AT FT &2 (T8 1, 2, 3 SAsiifashe g4 9 71 1, 2,3 o

SELIR it e Aoft e Foft e St
FRSIRICE] () FRIE ST [foFToT =6t Rt T ST
T/ e/ et sremT e o e TR Bkt
STt 3T Tt/ wled [EHERLT] RESIEEE Bt/ HTeT
orel)-sTeett foRtrg e T foTe 7 (forrett aer s (et s PRI
fet S [ErSTTere <61 | EESIEAGILIEESIE)) IS ST
CIRIARCIH eereT =TT e ot Sferat T T/ B ST
[Tt 7 Esrare/ 32 g ST @K [T 3 forT gt st IcTe
Rreatiieail ElESEEICAl EREERC bEERICE]
EETARISES RFSTTE TRET () # rofedt RIRIGE] ok

IS EIRR(EE L)
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NREZECIENEE K

o7 (feremom )

6.4.02r ¢ AT | ATTHT o AT 0 AT Tt 1?2 (e 7))

[ 25,000 ¥ F7 0 25,000-50,000 0 50,000-75,000

0 75,000-1,00,000 1 1,00,000-2,00,000 0 2,00,000 ¥ 37T

6.5. AT 3T AAAT 3T | Tohell g il a=d HL q1d 87 ot B

I BE AT fohaet a9d w2 9Td 52 (%)

ELEEIEE: Y O 8F & BENEER 0 gy fa 0 a9 #

6.6 FIT 3T Icohy AT FHIATIL F AATAT T 9 o A Ad-ad Fdt g2 OBl B

6.7. TH AT S FT 979 I8

6.7 7T I | AT Tl | FrAGTT AT 872
O 9= @1 O =& O fur O fAaer 0 forree fRifse

O f=tyr Ruifse RD) O3

7. qTEX WiSrer® (MT/MEDO) 39 |iRAT & X § 79AT AEwor agt Fore) a1 siust I dfgar g€y sy &
AT FT I FLA A GTT A2 T2 A9 el & F1or )
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6.3 Format of Business Tracker

Section 1. General Information 2. Total investment and its Break-up (Current Enterprise)
Name of the Micro Entreprencur Estimated capital enployed  (Rs)
Years of business experience Source of Funds
Address Loan Amount (Rs)
Bricl description of present enierprise S — Dateof - Loan
, , . Ind MFI Date of Loan
Experience in present enterprise
Entreprencur wants 1o: Grow Business” Diversify Ird MFI Date of Loan
Business New Business .
Other Sources-Selfeeee, Relativesssseseses .
Netghbour--ocecrmesemnaans (Tick)
Amount (Rs)

3. Breakeven Analysis (cakculsticn of Monthiy Revenues for Full Gost Recovery) 4. Loan payment details
Monthly instalment Amount (Rs);

3.1 Rent _ Monithly Intcrest Expenses (Rs):
3.2 Wages No of instalments;

3.3 Other Necessary Monthly Business Expenses .

of Fixed Nature Tomd losn puidt

Total Monthly Fixed Expenses (A) Balance loan to be paid:
Estimated Awverage Gross Margin in

Entarprise (B)

Monthly Sales Required to Cover Monthly

Expenses (AMB)

Section 5.Bottlenecks Solutions Section 6. Risks Encountered

Stwock/Inveniory management

Major iliness or death in the household Yes /Mo
Liquidity (Receivables/Payables/Loan repayment) Major unplanned expenditure for the entrepreneur

due to household emergency: Yes/Mo
Inputfraw matenial procurement Major losses due to fraud suffered by the

entrepreneur: Yes/No
Customer Footlall

Significant decline in sales: Yes/No
Record Keeping

Significant rise in wage or raw material cost Yes/Mo
Quality issues-wastage/damage Joss Loss of inventory or stock because of theft,

pilferage, fire etc. Yes/No
Competition issues

Any other risk [please state):
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Monthly Business Achievements

ltems

Mar-19 Apr-19 May-19 Jun-19 Jul-19 Aug-19 Sep-19 Qet-19 Mov-19

Dex-19

1. Target Monthly Sales

el

%@m

2. Monthly Sales

ATt R

3, Cost of Goods Sold

[ 310 BT Sl AT

4. Wage Expense

[T & ad

5. Intarest Expansea

e GocE: ]

6. All other business expansa

T & B

7. Total Expanse

= w1

8. Profit

8, Slock & Inventories

T2 W geaeil

10. Receivablas

e B S T (W)

11. Payables

AT @ I T (5 4)

12. Purchase of Machinery or Fixed Assels

Fixed Asset 31T M= 1 T

6.4 Monthly MIS Form

Date of report:

Unique identifier for the respondent (Mobile Number):
Member continues to be an active participant in the project: a) Yes; b) No

Member wants to: a) Start new business, b) Grow existing business, c) Offer more product or
service in existing business (Product diversification)

Achievements against Business Plan for the last month:

Approximate investment made in Business in last month (Rs):
Is this in line with Business Plan of the women entrepreneur: a) Yes b) No

No. of buyers (Demand):

a) Many (retail); b) Over 10; c) Between 5 & 10; d) Between 3 & 5 e) 2 or fewer
Is this in line with Business Plan of the women entrepreneur: a) Yes b) No

No. of employees (Employment):
Monthly wage expenses of employees (Rs):
Is this in line with Business Plan of the women entrepreneur: a) Yes b) No
Monthly expenses other than wages such as purchases (Rs):
Is this in line with Business Plan of the women entrepreneur: a) Yes b) No
Approximate Monthly Sales value (Rs):
Is this in line with Business Plan of the women entrepreneur: a) Yes b) No

What is the approximate cash profit (Loss) for the month (Use negative for loss) (Rs):
Is this in line with Business Plan of the women entrepreneur: a) Yes b) No

Support & Improvement in Bottlenecks Identified in the Business during the last month
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e Enterprise Development Training Received: a) Yes; b) No
e During the last month system and process related inputs and improvements:

i. Stock/inventory management:

. Is still a constraint or bottleneck: Yes/No
. Considerable improvement in MEDO’s assessment in last one month: Yes/No
. Received mentorship support or advice: Yes/No

ii. Cash management:
. Is still a constraint or bottleneck: Yes/No
. Considerable improvement in MEDO’s assessment in last one month: Yes/No
. Received mentorship support or advice: Yes/No

iii. Input/raw material procurement:
° Is still a constraint or bottleneck: Yes/No
° Considerable improvement in MEDO’s assessment in last one month: Yes/No
. Received mentorship support or advice: Yes/No

iv. Customer Footfall:
° Is still a constraint or bottleneck: Yes/No
° Considerable improvement in MEDO’s assessment in last one month: Yes/No
. Received mentorship support or advice: Yes/No

v. Record Keeping:
° Is still a constraint or bottleneck: Yes/No
) Considerable improvement in MEDO’s assessment in last one month: Yes/No
. Received mentorship support or advice: Yes/No

vi. Quality issues-wastage/damage/loss:
) Is still a constraint or bottleneck: Yes/No
. Considerable improvement in MEDQ’s assessment in last one month: Yes/No
. Received mentorship support or advice: Yes/No

vii. Competition issues:
) Is still a constraint or bottleneck: Yes/No
. Considerable improvement in MEDQ’s assessment in last one month: Yes/No
o Received mentorship support or advice: Yes/No

Record Keeping for the last month:
e Records and Accounts for the business have been maintained
a)No records are maintained; b) Irregularly kept records c) Only sales records are maintained
systematically d) Only purchase records are maintained systematically
e There is an updated record of inventories: a) Yes; b) No
e There is an updated record of receivables: a) Yes; b) No
Borrowing related information for the last month:
e Any new loan obtained from MFI:
a)None b) Less than Rs 20,000; c) Between Rs 20,000 & Rs 50,000; d) Between Rs 50,000 &
Rs 100,000; e) Over Rs 100,000
e Any new loan obtained from Bank:
a)None b) Less than Rs 20,000; c) Between Rs 20,000 & Rs 50,000; d) Between Rs 50,000 &
Rs 100,000; e) Over Rs 100,000
e Any new loan obtained from relatives and friends:
a)None b) Less than Rs 20,000; c) Between Rs 20,000 & Rs 50,000; d) Between Rs 50,000 &
Rs 100,000; e) Over Rs 100,000
e What is the total monthly installment you had to pay last month (Rs):
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Significant Materialization of Risk in the last month

Major illness or death in the household: a) Yes; b) No

Major unplanned expenditure for the entrepreneur due to household emergency: a) Yes; b)
No

Major losses due to fraud suffered by the entrepreneur: a) Yes; b) No

Significant decline in sales: a) Yes; b) No

Significant rise in wage or raw material cost: a) Yes; b) No

Loss of inventory or stock because of theft, pilferage, fire etc. a) Yes; b) No 32. Any other risk
(please state):
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6.5 Survey Questionnaire

Surveyor’s introduction: Namaskar. This survey is related to the Mahila Udyami Project being
implemented by Cashpor/Utkarsh. We want to ask you some questions about your business to better
understand the opportunities and challenges faced by women entrepreneurs. During this survey, the
information collected from you will not be shared with any unauthorized party, and will solely be used

for analysis to determine impact of this project.

Section 1: Introduction
e Name of the respondent:

e Address of the respondent:

e Contact Number: 3. Partner MFI: a) Cashpor; b) Utkarsh

e Age of the respondent:
Below 18/Between 18-25/Between 25-35/Between 35-45/Between 45-55/0ver 55
e Educational Qualification:
Below 10th Class/Between 10th-12th or Intermediate/Graduation/Post Graduation +
e Size of the respondent household: 2/3/4/5/more than 5
e No. of dependents (including children and old aged):
1/2/3/4/more than 4
o No. of people working in the household:
1/2/3/more than 3
e  Whether children are studying or not? Yes or No
e Average annual income of the family:

Less than Rs 1 Lakh/Rs 1 Lakh-2Lakh/Rs 2 Lakh- 3 Lakh/Rs 3- 5 Lakh/ Rs 5 lakh-7.5
Lakh/Over 7.5 Lakh 10b. You want to:

a)Start new business, b) Grow existing business, c) Diversify business, d)

Section 2: Nature & Form of Business
e What is your experience in business:
a)< 1vyear, b)1-3 years, c) 3 - 5 years, d) > 5 years 12.
o Who owns the business:

a)Myself; b) Husband or other male member of family; c) Jointly owned by me and

husband/male member

e What is the time given by the woman entrepreneur to the business in a typical working day?
a) Lessthan 1 hour; b) Between 1 & 3 hours; c) Between 3 & 5 hours; d) Over 5 hours 14.

e What is the form of your business (Level of formalization of the enterprise):

a) Sole proprietorship; b) Informal partnership; c) partnership by deed d) Registered company

e Nature of the enterprise/business (Enumerator to determine):
a) retail-trading; b) wholesale; c) value-add in production; d) service provision
e  Business Sector (Enumerator to determine):

i) Agri-agri allied (food processing, dairying, trading of agri-commodities), ii) Textile, iii)

Construction (including real estate), iv) Tourism, v) Hospitality (Hotel/Eatery), vi)

Telecommunications, vii) Media & Entertainment, viii) Energy, ix) Pharmaceutical, x) Plastic,
xi) Metals, xii) Mining, xiii) Consumer goods and durables, xiv) Engineering goods, xv) Financial
services, xvi) Education and training, xvii) E-commerce xviii) Trading of FMCG (General Store),

xix) Traditional crafts (Floral garlands, handicrafts etc.), xx) Any other (please specify)
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e Do you have a PAN Card:
a) No, don’t have; b) In own or partner’s name; c)In the name of my enterprise
e Do you have a Savings or Current Bank Account:

a) No, don’t have; b) In own or partner’s or joint name; c)In the name of my enterprise

Section 3: Business Scale
e No. of buyers (Demand):
a) Many (retail); b) Over 10; c) Between 5 & 10; d) Between 3 & 5 e) 2 or fewer
e No. of employees (Employment):

e Monthly wage expenses of employees (Rs):
e Monthly expenses other than wages such as purchases (Rs):

e Approximate Monthly Sales value (Rs):

e Have you obtained loan for business from MFI (Yes/No)
e What is the average cash balance in the bank account (Rs):

Section 4: Borrowing for Business
e What was the amount of the last loan obtained from MFI (Rs):
e Have you obtained loan for business from Bank: (Yes/No)
e What was the amount of the last loan obtained from Bank (Rs):
e Have you obtained loan for business from relatives or friends: (Yes/No)
e What was the amount of the last loan obtained from relatives or friends (Rs):
e What is the monthly installment you need to pay on all your borrowings (Rs):

Section 5: Record Keeping

e Have Records and Accounts for the business been maintained for the past 6 months:
a) No records are maintained; b) Irregularly kept records c) Only sales records are maintained
systematically d) Only purchase records are maintained systematically

e The accounts of the business have been audited: a) Yes; b) No

e Tax returns of the business have been filed: a) Yes; b) No

e There is an updated record of inventories: a) Yes; b) No

e There is an updated record of receivables: a) Yes; b) No

Section 6: Capacity Building Need 37. |
need support in my business for:

1. Sales and marketing: a) Yes; b) No

Operational skill related to quality of my product or service: a) Yes; b) No
Operational skill related to my productivity and efficiency: a) Yes; b) No
Accounting and bookkeeping: a) Yes; b) No

Getting loan funds: a) Yes; b) No

Getting capital: a) Yes; b) No

No idea: a) Yes; b) No

NoukwnN
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6.6 Agenda for Focus Group Discussions

e Socio economic background of women entrepreneurs.

e Experience in Business - Why are they involved in a particular business activity?

e Expectation on future of their business/enterprise

e Success in getting debt funds

e How easy it has been to get loans from 1. MFIs 2. Small Finance Banks 3. Private Banks
4. Government banks, 5. Cooperative Banks 6. Other Banks

o Other sources of funds 7. Capacity building needs:

1.

ok wnN

Sales and marketing: a) Yes; b) No

Operational skill related to quality of my product or service: a) Yes; b) No
Operational skill related to my productivity and efficiency: a) Yes; b) No
Accounting and bookkeeping: a) Yes; b) No

Getting loan funds: a) Yes; b) No

Getting capital: a) Yes; b) No
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6.7 Training Case Study - The Case of Kamla Didi

{IFR & IRFH A 3% 9T Teld 3R Seder Rs 10,000 3R oo 3mEe 7 & ff uw
10,000 7| 1Y & BIFR F 3IRFET A HHAT &I & 9T Yo (Receivables) F FqT 70,000 2,
3K ¥9T 60,000 ST (payables) &

FHAT ST o {aFaX & FIT 50,000 797G (h2r) F 3R FIT 80,000 3UR (Hf3e) & fhr (sale) Frl
S 9T FATA T Hel 9T (cost of goods sold) TIT 100,000 AT

35l AdFat & $UT 60,000 A1 (H21) H 3R TIT 60,000 3UR (hfsc) H WIAGRT S

T & 3d% FHEUGRI o AdFIT # TAT 70,000 3¢ @iler QU &Her & & TAT 50,000 FHolgRT
Fr ofr e gz

maﬁﬁaﬂag@#aﬂgu,ﬁﬁ%wéﬁrﬁmﬁ%m

Item Item Sep (Rs in Thousands)
ddel 3caife Wages 5
E{H‘l’ garded & @ Other Operational Expense 5
SIS 1 EdT Interest Expense 10

ool &l & el & & # 306 90 10,000 81 cileet 93| FaHcT EET S MG T AT AGHH &l
T Y| ATy & i) H gl arel foshr Hfaw 31f8s @licery 3 Fte A 5 RO & 3gid TIT
100,000 &T &of S & T

JHrFeay T Fgrit
JieFeIsR #Tg #, S 1 3FAte o, HOH ST g1 sweH AN foee Eeer A F
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fashr
Item in Hindi Item October (Rs in Thousands)
ofate; fashr Cash Sales 70
3R fashr Credit Sales 100
el fashr Total Sales 170

S AT FATT BT Fel AT (cost of goods sold) TT 119,000 Y| HAeT & &I Jiferctey & @licary

off 3HTAF FET US| sHAT SART et T 7 &

FCRUAL
Item in Hindi Item October (Rs in Thousands)
oldlq shd Cash Purchases
33U %Y Credit Purchases
Sl I Total Purchases

aﬁﬁwwwwm%wﬁ:@mmﬁmwaﬁﬁwm,ooom
&&r @ olfer fRT| saEer &Y # FUT 54,000 FoigRi HI dlear i gsr| 3@« faRed ag @< i
g@,%ﬁ%?ﬂqﬂmamﬁﬁml

Item Item October (Rs in Thousands)
ddel gcdmie & @ Wages 5
E{Hi’ gdTelel & @ Other Operational Expense 5
SIS T @A Interest Expense 10

ST & el & §T H 3e¢ YT 20,000 & oitest T3
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AdFE Y Fger

AAFSR & JARFH H HAT GIar of g7 foh 3e7oh 919 F9T 1,11,000 Fr Teieh 3R Sedeidl gl I &
3% 9TH FUT 42,000 3G (HA) AT

3egle 39 A HH WAEERT | sTHT saRT AT eaal & &

FCRUARS
Item in Hindi Item Nov (Rs in Thousands)
odle T Cash Purchases 10
3UR T Credit Purchases 10
el T Total Purchases 20

AaFaT & S o1 a7 [eT g F B

fashr

Item in Hindi Item Nov (Rs in Thousands)
oTate; fashr Cash Sales 60
EDIRTED) Credit Sales 90
Tl foshr Total Sales 150

S IV [HATA T Fel A& (cost of goods sold) TIT 105,000 AT

ARFR H 3% FHUERT o FTIT 98,000 Io¢ olier RUI FHT & I TIT 91,000 FHolgRT v &Y
mWImﬁﬁﬁﬁﬁaﬁﬁg,ﬁ%maﬁﬁmﬁml

Item Item Nov (Rs in Thousands)
del gcaTfe Wages 5
E{H’{ gdTelel & @ Other Operational Expense 5
ST T @t Interest Expense 10

AT & Hl & T H 3eg YT 20,000 & oteat 93|

AGFR & Hd H FHAT Gl & oo # Ta o 39 R i
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Item Item Nov (Rs in Thousands)
AT & 3d | Fer Closing Cash 59
FAIfSHT Tl Closing Stock 126
HAE & 3d # 9 Closing Receivables 96
Fllfaier &I Closing Payables 35

Waﬁﬁﬁaﬁ3mﬁa§ﬁﬂéﬁﬁ%ﬁlﬁmmaﬁﬁ?srsid fohciaAT HATHT FHAT
¢l 378 3 I # 39 AT ¥ qoTl 39¢ AT F g

Tl SR gHeT g 7 i § 3R A SHERT & Ave g araw T §, 54 3 A A ar
AN 3T T &1 e gaAa Ao & Wler § 3R SdaT e7a e F FolgRT & ollerr &, ar
T e WG &1 W o e W TR e o e 3 fhar o g 3w @ B
3aer TR & 3¢ @l AR 3r8el @ @l °rer & ar 31 el HAHN H Gl el

A ST A I AT & g Wk @ RE fohar, dF & 38 YR HT IR el

Item (Rs in Thousands) Item (Rs in Thousands) Sep Oct Nov Total
SECEEED! Cash Sales 50 70 60 180
fashr 3am & gedr Receivables Realized 70 76 98 244
el Total 120 146 158 424
GECEEE Cash Purchases 60 100 10 170
oy 3UR T argdr Payments against Payables 50 54 91 195
el Total 110 154 101 365
e Sifthe * Gross Profit* 10 -8 57 59
Adel Scarie Wages 5 5 5 15
GER AT & @ Other Operational Expense 5 5 5 15
SATST T @dT Interest Expense 10 10 10 30
EeTC Hel Ul AT Principal Repaid 10 20 20 50
e Aifthe * Net Profit* -20 -48 17 -51

*According to the first friend (Rupees in Thousands)
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A7 & Sev aIf01T & FAem QA 7 50 3 A A TUH §AR T Y (AR FT JhamT S=Irar ATl

mm%aﬁaﬁ,ﬂmW#maﬁa@g@?maﬁtmﬁmaﬁﬂmmm
W@ ot Fa7 39 9 T 2

3% U AN AT A 30§ WA A @ A fRAr 1 g AT A foes a0 TR «3msv dwd §
9@ & $& AR H ARLFR & AREH F AdFR & I deh 97 e gl

Item (Rs in Thousands) Item (Rs in Thousands) Sep Oct Nov
AT & IREH H HU (F916)  Opening Cash 10 90 42
HTE & 3+ HA Closing Cash 90 42 59
3afeer Teiw Opening Stock 10 30 333
FAlfoieT Feidh Closing Stock 30 111 26
HRFEA A e glol Ay TR Opening Receivables 70 80 104
AE & 3 A 9T Closing Receivables 80 104 96
3afer & Opening Payables 60 70 116
Fellfalel & Closing Payables 70 116 35
KIS CINC | ol E TR S G Opening Loan Outstanding 10 100 80
arelltotal ool T3CETSaT Closing Loan Outstanding 100 80 60

$o6 3@ X T 9Tl ¢ T faoerw 7 T

. Fer 38 g, Tere oY 31 &1 (Opening cash plus opening stock in Sep = 20,000; closing
cash plus closing stock in Nov = 85,000)

o Receivables #F s¢ & (Opening Receivables in Sep = 70,000; Closing Receivables in Nov =
96,000)

o AN 4T B ¥ W SRR A 98 ¥ o A A S A B A A @A ¥
(Opening Payables plus Opening loan outstanding in Sep = 70,000; Closing Payables plus
closing loan outstanding in Nov = 110,000)

ST ST F G@ X VAT G oI § F oerd # e ¢
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3Maeh fIaR # Saelm AT & o & FHAeT § AT FAH?

Solution

Let us look at the sales first in each month.

Item in Hindi Item (Rs in Thousands) Sept Oct Nov
SCICHEED) Cash Sales 50 70 60
YR fashr Credit Sales 80 100 90
GMCED] Total Sales 130 170 150

Now let us look at purchases.

Item in Hindi Item (Rs in Thousands) Sept Oct Nov
GECREL] Cash Purchases 60 100 10
3UR %I Credit Purchases 60 100 10
hel Total Purchases 120 200 20

Let us look at receivables and payables.

Item in Hindi Item (Rs in Thousands) Sept Oct Nov
fashr 3aR & godr Receivables Realized 70 76 98
oy 3UR AT argdr Payments against Payables 50 54 91

Note how closing stock is determined — Closing Stock = Opening Stock plus Purchases minus Cost of
Goods Sold.

Movement of stock and inventories is as follows.
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Item (Rs in Thousands) Item (Rs in Thousands) Sept Oct Nov
3Ngfeer Tein Opening Stock 10 30 111
hel shd Purchases 120 200 20

S AT AT Hr HHAT Cost of Goods Sold 100 119 105
Felltoral ¥eieh Closing Stock 30 111 26

Movement of Receivables and Payables are as follows:

Item (Rs in Thousands) Item (Rs in Thousands) Sept Oct Nov
RFH H g gy A9 TiAOpening Receivables 70 80 104
e 3R 9 Fr iy foshy  |Add Credit Sales 80 100 90

TeTT g §g afer Reduce Receivables Realized 70 76 98

AT & 3d & gy Closing Receivables 80 104 96

Item (Rs in Thousands) Item (Rs in Thousands) Sep Oct Nov
39T e Opening Payables 60 70 116
Se 3UR X fRaT & Add Purchases on Credit 60 100 10

eI I 3R T gradr |[Reduce Payment made against 50 54 91

Payables
FllforeT &I Closing Payables 70 116 35

We can determine Gross Profit by using information about “Cost of Goods Sold”. Net Profit can be
calculated by deducting all expenses. This is shown below.

Item (Rs in Thousands) Item (Rs in Thousands) Sept Oct Nov

Gross Profit (Sales - Cost of Goods|
g Wifthe Sold) 30 51 45

AceT gcarfe

Wages 5 5 5
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GaY TATelsT & @ Other Operational Expense 5 5 5
SATST T @ Interest Expense 10 10 10
Ae Wfve Net Profit 10 31 25
Finally, let us take a look at the cashflows for the three months.
Cashflow (Rs in Thousands) Cashflow (Rs in Thousands) Sept Oct Nov
HIE & YNFH H HA (FA9E)  |Opening Cash 10 90 42
SS #F9Te; faishr Add Cash Sales 50 70 60
SIS amad 37T 3YUR &l Add Receivables Realized 70 76 98
gerl g H T &I @ Reduce Cash Purchases 60 100 10
Reduce Payments against
EeTd olert 1T 3UR Purchases 50 54 91
EeTC ddel $cdlie & Ed Reduce Wages 5 5 5
Reduce  Other  Operational
ErEy E@T FaTeld @Y &l Expenses 5 5 5
€T ST & @d & Reduce Interest Expense 10 10 10
S d @ ferar =wor Add Borrowing from Bank 100 0 0
EeTC Hel Ul AT Reduce Principal repayment 10 20 20
HATE & 3d H e Closing Cash 90 42 59
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Section 7: Success case stories

7.1 Mamta Devi’s Eatery

Mamta Devi manages a small eatery in Mishra Bazar, Ghazipur. She received enterprise training on
identifying business opportunities, business selection, and feasibility testing, understanding markets,
costing and pricing, understanding financials of the business, keeping business accounts and use of
technology for business transactions. The handholding support she got from the enterprise

team has helped her increase her business profits by over 50%. The support helped improved her
status within her family.

Mamta Devi

Mamta Devi has benefitted most
from the discussions she had
with  the enterprise  team
regarding improvements she

could make in her business.

She has completely changed the
way she manages her
receivables — she now only
allows credit to her loyal
customers and her focus is on
providing better service to them.

She has also focused on
hygiene. Her sales and profits
have improved. She has plans to
hire a staff as she wants to start
home delivery service for her
customers.

On the fiip side, she has not Credit Ka Kam Kum ho Gaya, Nagad se labh

been able to maintain systematic mila hai. Staff rakhana hai. Kam badha hai.”
records of her business . .. .
transactions. She believes that Mamta Devi says, she has reduced giving credit

with a new staff she would be - .
able to improve upon this aspect. and insists on cash payments. She plans to hire

a staff. The scale of her business has improved.

Mamta Devi has planned to
renovate her house and is
confident that she will have the
economic means to do so as

she makes a profit of over Rs
10,000 per month as compared
to Rs 6,000 to Rs 7,000 before

the project.

66



Handbook for promoting Women Entrepreneurship

7.2 Beautician Renu Ray

Renu Ray is a beautician who lives in Rampur Lathia, Varanasi. She has received enterprise-related
training on identifying a business opportunity and business selection and feasibility testing. On
understanding markets, costing and pricing, understanding financials of the business, keeping
business accounts and use of technology for business transactions. She had regular discussions with
the enterprise team during handholding support regarding her business growth. These interactions
motivated her to diversify her business and start selling cosmetics. The enterprise team has been
visiting her periodically and continues to advise her on business. The diversification of her business
has helped her improve her profits by at least 50% - from Rs 6,000 — Rs 7,000 earlier to Rs 10,000 at
present.

Earlier Renu Ray used to manage
a beauty parlour for women.
Analysis of her business potential
with the help of the MEDO
convinced her that she could earn
more if she could sell cosmetics.

In addition to cosmetics, Renu
Ray started selling general store
items, given the availabilty of
space. She has seen an increase
in customer footfall.

She understands the importance
of customer experience in her line
of business. She also realizes the
importance of networking for
business growth.

“kaushal me aur himmat me kafi ejafa
hai.customer dealing me asani hua hai.”
On the flip side, there is
considerable scope to improve Renu Ray says, there has been
her accounting and record considerable improvements in her
keeping. Also, her stock levels
are not ideal and she is not able business competence as well as
to fully meet the demand she has. . . .
confidence. Dealing with customers has

become easier.

While there is high seasonality in
her income from this business,
she hopes to earn atleast Rs

10,000 per month, which can go
upto Rs 25,000 during the peak
season months. Earlier she could
barely earn Rs 7,000 per month.
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7.3 Saroj Devi — Regular Income from Business

Saroj Devi stays in Aurangabad locality of Varanasi with her family. While previously, she sporadically
got job work for stitching clothes, she now gets regular job work to make paper packets besides. Saroj
owns this to partner's enterprise team, who linked her to a wholesale buyer of paper packets and also
motivated her to work regularly. She received training on identifying business opportunities, business
selection, and feasibility testing, understanding markets, costing and pricing, understanding financials
of the business, keeping business accounts and use of technology for business transactions under the
program. Earlier, she could hardly earn Rs 500 a month, and now her earning has gone up to Rs 2,500
every month — a five-folds increase.

Saroj Devi

Saroj Devi, on the advice of her
MEDO, learned to make paper
packets. The enterprise team linked
her with a wholesale buyer of paper
packets.

There is high demand for paper
packets. As a result Saroj Devi gets
regular work for making paper
packets.

She continues to get stictching job
sporadically. She is now gainfully
engaged on most days.

“Pahale sirf silai karane se kai kai din
bekar rahana hota tha, ab paper pocket
banane se niyamit kam hone laga hai.”
Saroj Devi says, earlier she went many
Making paper packets is labour days without work. Now when she makes

intensive. Her income therefore is

limited by the number of paper bags paper packets, she has regular work.
she is able to make in a month.

Still, Saroj Devi is able to earn
around Rs 2,500 per month from
this activity. This is a significant

addition to her household's income.
The increased income has helped
her son join coaching classes.
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7.4 Sandhya Devi’s Business Diversification

Sandhya Devi had a small general store in Harahua, Varanasi. She has received enterprise training on
identifying business opportunities, business selection, and feasibility testing, understanding markets,
costing and pricing, understanding financials of the business, keeping business accounts and use of
technology for business transactions. An Enterprise officer has helped her in making business-related
targets and has also visited her regularly. Most importantly, he has linked her to a wholesale buyer of
fruits and vegetables.

Sandhya Devi

Discussions with enterorise officer
made her realize that she could
improve her profits if she also started
selling fresh vegetables alongside her
store.

The enterprise team helped her
establish linkage with wholesale
traders of fresh vegetables and fruits.

The diversification in her business has
added to her revenues and profits.

“Do business ho Gaya, Ghar me standard
me antar aaya hai, Bachat ho raha hai.”
Sandhya Devi says, she has 2 businesses
now. There is a difference in her living

standard. There are savings.
Sandhaya Devi has started keping

records of her business transactions.

However, this is irrgegular and needs

to improve further.

She has been able to increase the
monthly savings of her household. Her

quality of life has improved. Her profits
are over Rs 8,000 per month from
around Rs 5,000 per month earlier.
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7.5 Nirmala Devi’s General Store

Nirmala Devi is a micro-entrepreneur who manages her general store now. However, this had not
always been the case. Around one year ago, it was her husband — Sri Sarwan Kumar, who ran the
general store. Although Nirmala Devi had been a client of a partner agency since 2012 and had
obtained several loans for business, she did not herself manage the shop.

Her situation changed in February 2019. She now independently manages the general store, which
gives scope to her husband to manage another business. Her household income thus has doubled.

Nirmala Devi

Training and the hand-holding
support have given  enough
confidence to Nirmala to manage the
affairs of the general store.

By March 2019, she had started
taking greater interest in the shop
and in a period of one-month, ie by
April 2019, she was managing the
entire shop on her own.

As she was able to manage the
store on her own, her husband
started operating a snack centre.
Over time the sncak centre has
started generating an income nearly

equal to the general store. “Mera aur mere pati ka bhi kaam badha
hai”. Nirmala Devi says, her as well as her
husband’s business has improved.

Nirmala Devi's household income
has almost doubled, and she
contributes 50% of it. Without
participating in the Mahila Udyami
Sashaktikaran Project, she would
never have had the confident to
work independently in her store.

Nirmala Devi earns over Rs 5,000
from the shop. Her husband earns
another Rs 5,000. She is
confident that she will be able to

provide good education to her
children. Notably, before the
project, her contribution to her
household income was negligible
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During a felicitation session at SIDBI and on being asked “ What would
not have happened that you would not have been here?”, a SIDBI
supported Jeevika (SRLM, Bihar) Bank Sakhi spoke thus :-

T THT G T FlFe/ GEIT 7 g GTH FV 4 CGHIT A¢l AT Fler 35 < GH A
a&dt g & Fgr a8F gidt If at the right time, a right person/Institution
would not have hand holded and made me realise that “ You can do”,
I would not have been here.

Published by:
Small Industries Development Bank of India (SIDBI)
2"d & 3 Floor, Atma Ram House
1, Tolstoy Marg
New Delhi - 110001

DISCLAIMER

The information presented in this document is based on the experience and learnings from DFID supported & SIDBI’s pilot
intervention on women entrepreneurship particularly “Mahila Udyami Sashaktikaran Program”. The document is intended as
a guide only, for the purpose of replication of the relevant models by the institutions/organizations who are interested to do
so. SIDBI will not be liable for any damages or loss, direct or indirect, arising out of such use of information provided within this
document.
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