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CHAPTER 1

INTRODUCTION TO THE PROBLEM

1.1. INTRODUCTION

After 50 years of economic planning and Governmental efforts to eradicate pov-
erty through various poverty alleviation programmes, 37.3 per cent of the popula-
tion still live below the poverty line of which as high as 74.2 per cent live in the rural
areas (Shanmugam, E, 1999), The growth strategy followed in the 1960s and
1970s assumed that higher rate of economic growth through its ‘trickle-down’
effect will raise the standard of living of the poor. But experiences have belied the
expectation of the policy makers and the poor were by and large bypassed by
development impulses. With economic reforms of 1991 leading to privatization
and globalization of the economy;, intra-personal and intra-regional disparities have
tended to widen. It is seen that the market forces are making the rich richer and
the poor poorer.

With a view to enabling the poor to cross the poverty line, the Government has
initiated a number of anti-poverty programmes since 1997, such as IRDP,
DWACRA, TRYSEM, IAY, GKY etc. But, owing to many factors including non-
association of grass roots institutions in implementation, the programmes could
not yield the expected result. Because of the non-involvement of the grass roots
institutions in the process of identification of the poor under the poverty alleviation
schemes, many genuine poor do not get selected. Even those who got selected
as beneficiaries are imposed schemes without considering their skill and apti-
tude. As a result the schemes do not yield the expected result. The plans are
formulated at the top and inposed on the beneficiaries. In a country like India,
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where the socioeconomic structure of each and every community is different, we
can hardly expect successful inplementation of a programme in every state, dis-
trict, block and village without the involvement of local institutions. Small wonder
RDP became political rather than an economic tool’ (Dasgupta, Rajaram, July
1999). The same is true for other poverty alleviation programmes.

Some of the major reasons for the failure of the anti poverty programmes include
the following:

1. Wrong identification of beneficiaries resulting from political interference.

2. Administrative bungling.

3. Selection of activities by the officials and not by the beneficiaries leading to
mismatch between skills and activities assigned.

4 Politicization of the programmes due to subsidy element.

5. Poor quality of assets.

6. Leakages of fund through malpractices and diversion to consumption.

7. Low loan repayment rate (35-40%).

8. Cumbersome process involved in receiving the benefits.

9. Lack of peoples participation, etc.

1.2. THE PROBLEM

One of the most important resons for the failure of the Governmental effort to
eradicate poverty is low accessibility of credit to the poor. There has been rapid
expansion of bank branches after the nationalization of banks in 1969. The Lead
Bank Scheme was introduced aiming at making credit available at grassroots
level. Again in 1975, Regional Rural Banks were established with the same aim.
Under the branch expansion schme of ‘commercial banks, stresswas given on
opening new branches in rural and semi-urban areas. There were 1,34,000 rural
credit outlets or one outlet for every 4:100 population (Mukharijee, 1999). In spite of
rapid expansion of bank branches, the poor have little or no access to formal
credit. A World Bank study (1998) found the IRDP to be the only programme
having a formal credit component which the poor could avail (Jha, Abhas Kumar,
2000). In conventional banking system, the poor were not regarded as creditwor-
thy, as they cannot provide any physical collateral. Loan under the traditional bank-
ing system is collateral oriented. The poor often perceive banks as an alien insti-
tution, which is meant to serve the credit requirement of the rich who can provide
physical collateral. The poor need small but regular and urgent loans for con-
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sumption besides their credit for small investment. The conventional banking sys-
tem does not cater to these needs of the poor. The banks neither lend small
amouts nor entertain loans for consumption. Further, they cannot provide quick
loans when needed (Femandez, 1994). Muhammad Yunus, father of microfinance
rightly remarked, “Poverty is not created by the poor, nor it is sustained by them:
The roots of poverty can be found in our institutions, concepts and theroretical
frameworks”{Yunus quoted in Das, 1999).

Some of the core issues faced in rural finance in India are as follows:

1. High transagtion cost of the bank in financing a large number of small borrow-
ers who need credit frequently in small quantities.

2. High cost involved in providing saving facilities to small, scattered savers in
rural areas.

3. The risk involved in providing credit to small borrowers wh cannot provide physical
collateral.

4. Lack of flexibility to the need of the poor.

5. Leangthy documentation formalities which the illiterate poor cannot observe.

6. Banks do not asses the credit absorption capacity of the poor.

7. Social and physical distance between banks and the poor.

8. lack of provision for financing consumption requirements of the poor.

9. Inability to differentiate between loan and subsidy by the beneficiaries.

10. Schedule of recovery does not suit the poor borrowers. The schedule of re-
coveries could be disturbed due to changing situation-not just by natural ca-
lamities like flood, draught etc., but also by other unexpected development,

which are not accounted for when the schedule was worked out (Fernamdez
1994). |

The result is that the financial services of the conventional banking system have
remained inaccessible to majority of the poorer section of the society. So, the
poor have to borrow from informal credit sources like professional moneylenders,
traders, friends and relatives, etc., who operate outside the legal and regulatory
framework of formal banking. The moneylenders and traders charge a very high
interest rate. A study has found that 39% of the rural indebted households is served
by the informal credit sector (Shanmugam, E, 1999). Informal credit sources have
advantages of availability of creditimmediately and often without collateral, since
the lenders rely on personal knowledge of the borrowers and their circumstances.
Due to the exploitative nature of informal credit sources, the poor borrowers can
hardly come out of the poverty trap. In such a situation, the poorer section of
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population has to sell their labour or sell products at a much cheaper rate than the
market rate. The following sequence may illustrate how the poor cannot come out
of the poverty trap.

Low income — Low saving — Low investment — L.ow income generation — Low
credit worthiness — Dependence on informal sources of credit for consumption
—» Debt trap — Low repayment.

The problem does not end here. Women constitute a large number of the poor,
unemployed and socially and economically disadvantaged groups in our society.
Women are deprived of their economic status, especially in rural areas. The in-
come earned by them through their hard labour help to meet their subsistence.
Further, they do not have control over their own income. According to a World
Bank study, the women in India do 51% of total conventional and non-conven-
tional work. They form about 33% of the total agricultural labour and 87% of the
labour force engaged in dairy and other animal husbandry activities. They shoul-
der heavier workloads and bear sole responsibitlity for family welfare and house-
hold management. Owing to socioeconomic factors, the mobility of women is
restricted. The lesser mobility results in lesser and limited choices for livelihood,
skill up gradation, training, technology, market etc. This restricts the options avail-
able to women for income generation and development avenues (Gian, T.S, Raji,
July 1999). In India, women earn only 10% of income and own 10% of property
and wealth of the country (Karmakar, K.G., 1999). In such a male dominated
society, it is not surprising that there were hardly any credit schemes designed
specifically for rural poor women before 1990. Moreover, since they do not have
property rights, the concept of women's share in credit accessibility in their effort

of survival was never noted.

During the early eighties it had become clear that the existing credit delivery sys-
tem in the rural areas (including co-operatives) could not cope with the existing
demand. To expect the system to achieve the social objectives of providing credit
to the poor and marginal farmers, which require intensive fieldwork in order to
identify potential borrowers, advise them and follow up on utilization and recovery

in time is unrealistic (Fernandez, 1994).
1.3. A SOLUTION TO THE PROBLEM

An effort has been made to solve the problem by providing an alternative system
of banking for the poor. Against the above-mentioned backdrops, microfinance

A

through self-help groups (SHGs) has been recognized as one of the most prom-
ising and effective tools of poverty alleviation in most of the developing countries
of the world. The success story of the Grameen Bank of Bangladesh has been an
eye opener to many countries of the world. The experience of Grameen Bank
proves beyond doubt that the assumption of the traditional banking system of
poor being non-bankable and non-credit worthy is false. They are bankable, trust-
worthy and have saving potential. They are required to be properly guidéd and
monitored by the NGOs or Self-Help Group Promotion Institutions. Prof. Yunus
remarked, “Small amount of financial resources does wonder in the Iifé of the
.bor‘rgwers. It immediately opens up the opportunity for the poor to translate their
individual unused potential into concrete economic action to create an income
flow” (Yunus quoted in Das, 1999).

Self—help group (SHG) is a small group of poor people having a homogeneous
social and economic background joining together voluntarily with an intent to carry
onsavings in a common fund to meet their emergency need and to provide collat-
eral-free loans including consumption loans with terms decided by the group
SHGs are mostly informal groups that relend their pooled savings within the grour;
on rotational or need basis. Since the SHGs were able to mobilize savings from
their members who were not expected to have any savings and could recycle
effec'tively the pool savings among their members, they succeed in performing
bgnklng services in a cost effective, simple, flexible way at their doorstep and
without any default in repayment due to group pressure. The microfinance
programme through SHGs has solved many problems, which defied a solution
under the formal banking system. They have proved that:

1. Poor have saving potential.

2. The poor are bankable and trustworty.

3. The transaction cost for savers, borrowers and bankers is very low. and
4. The risk involved in providing credit services to the poor is also ver;} low.

Mlcrofinance is defined as small scale financial services to the people who work
in agnculture, fishing and herding; who operate small and micro enterprises, who
provide services; who work for wages or corhmisiion; and other individuals, and
groups at local levels of dveloping countries both under rural and urban areas
(Robinson quoted in Kaladhar, K., 1997). Microfinance can be interpreted in a
brpader context to contain both microcredit and micro savings, even though
microcredit and microfinance has come to be used interchange;\bly. From tfgm
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very definition it can be deducted that the amount of saving and dredit is small.

Microcredit has been defined by the Microcredit Summit as “Programmes that
provide credit for self-employment and othe financial and business services (in-
cluding savings and technical assistance) to very poor persons (Microcredit sum-
mit 1997, Draft Declaration and Plan of Action quoted in Kaladhar, K., 1997). The
summit has accepted the definition of the ‘poor'and the ‘poorest’ determined by
Policy Advisory Group (PAG) ofthe World Bank's consultative Group to Assist the
Poorest (CGAP). The PAG defines the poor as those people living below the pov-
erty line as drawn by each country and the poorest as those people in the bottom
50 percent of that group (Shanmugham, E, 1999).

1.4. THE ROLE OF NGOs IN MICROFINANCE INITIATIVE

The Seventh Five-Year Plan document defines the NGO as essentially @ non-
profit and non-partisan organization. The Eighth Five Year Plan emphasized on
peoples’ participation and involvement of NGOs in developmental activities of the

country. The NGOs have a great role to play in the successful implementation of
have revealed that NGOs are moré success-

micro-finance programme. Studies
programmes. The reasons behind

ful in implementing welfare and developmental
the success of the NGOs may be cited as follows:

1. NGOs have greater touch with the grassroots bodies and persons contact.
They understand the actual socio-economic conditions and needs of the local
people.

2. They can adapt themselves to the changing situation and emerging ideas and

change their strategy according to the needs.
3. NGOs are dedicated and do work within a time framework.

The role to be played by the NGOs inthsuccessful implementation of microfinance

through SHGs can be spelt out as follows.

1. Organizing the poor people into groups.

2 Training and helping them in organizational, managerial and financial matters.

3. Helping them or playing the role of intermediary in accessing credit from formal
financial agencies.

4. Channeling the group effort to various developmental activities.

5. Helping them in availing opportunities thus widening the options available for

economic petterment, and

6. Helping them to sustain the group effort ind
, ependently even oAb
drawal of NGO support (Gian, T.S., 1999). FENRT PR

There are broadly three models of SHG-bank linkage in India:
1. NGOs as Self-Help Group Promotion Insti [ i '
o titutes in which the [ i
training and linkage with the bank. e hed
2. NGOs as financial intermediaries in which they not only promote and train th
groups but also take the role of financial intermediary between the grou 3
the formal financial agencies, and v
3. Banks acting as Self-Help Group Promotion Institutes in which the banks them-
selves promote, train and provide credit support to the SHGs

1.5. MICROFINANCE INITIATIVE IN INDIA AND ASSAM

Banking with poor particulary with women through SHGs has been a mojor con
|(\:ﬂern for some'NG.Os in some part of India since 1980s. The organizations like
Dysore Rehab_lhtatlon and Development Agency (MYRADA), SHANTIDAN, Rural
thzvslooop;rr;ent Tru;t (RDT) etc., have been providing credit and thrift serve;ces to
specially women. On the other hand, realizin i
' . ' , g the gaps in providin
;rl:a;d:l a[?d thlrlft services to the poor, in 1988, National Bank for AgrichI)ture e:ng
evelopment (NABARD) sponsored an acti '
MYRADA'S -- Alternative Credit Deli Wl et i
elivey System. Again in 1989, a wid
rme ; : ’ ; er surve
}Ac/)?s conFiucted. Finding an impressive response, NABARD took up the initiativz
groﬁppognga;mlework of alternative credit delivery to the poor through self-help
] s). In 1991, Reserve Bank of India issu ' ;
' ; . , d a circular to the -
cial banks informing the launchin ' ' ; et
. g of the pilot project establishing li
nks : g linkage of SHG
W'i|th ban.kmg' structure of the nation. NABARD issued the policy guidel?nes on thz
pilot project in 1992 and launched the project in the same year '

:"gjen;lzgzzne;nie projec launched in India tries to cover those people who do not

. s to formal credit. They may belon '

. g to the followign cat ies-

e ' gn categories- small
marginal farmers, landless agricultural and non-agricultural labourers, arti-

f E . “

Durin 'S i j

proérgr;?nio.s lrr: Assam, many national, state, local NGOs took up microfinance

programe |(r:1 eir effort tolempowerthe poor both socially and economically. In
ases, NGOs in Assam not only promote, guide, and nurture the
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SHGs but also take the role of financial intermediaries. Only a few NGOs took the
role of Self Help Group Promotion Institute which work as a catalyst in promoting,
nurturing, training and linking the banks with the SHGs.

NABARD has so far sanctioned Rs. 76.1 lakhs to 4 NGOs of Assam as grant and
Revolving Fund Assistance (RFA). The grants are given to the NGOs for promot-
ing, monitoring and nurturing or to meet a part of the administrative cost. On the
other hand, the RFA is used for providing credit facilities to the SHGs. The four
NGOs and the amount sanctioned to them are as follows.

Table 1.1: Cumulative amount of grantand RFA to NGOs in Assam till November 2000 (in Rs.)

Name of the NGOs Amount of Grant Amount of RFA Total

RGVN 784000 4000000 4784000
BRO 800000 1500000 2300000
GRAMIN 437000 437000
National Alliance 89000 89000
Total 2110000 5500000 7610000

Source: NABARD, Guwahati

Beyond providing refinance to the NGOs, NABARD also provides awareness-
training programme at block and district levels in collaboration with banks or local
NGOs. District level bankers’ meet aim at sengitizing of bank officials. NGOs
training programmes (sponsored by NABARD) are conducted to popularise the

programme.

North Eastern Development Finance Institute (NEDFi) also launched the micro
credit programme in 1999. Till November 2000 NEDFi sanctioned Rs. 16.09 lakhs

to four NGOs of Assam.

The NEDFi has also conducted training programmes of chief functionaries of
NGOs in collaboration with North Eastern Institute of Bank Management, Guwahati.
Microcredit seminars are organized and sponsored at different places of Assam
by the financial organization to increase the acceptability of the programme.

Table 1.2; Amount sanctioned by NEDFi to NGOs in Assam till November 2000
Name of the NGO Amount of credit
(in lakhs of Rs.)

Project proposal

Sipajhar Diamond Club and 3.00 Agriculture, agricultural
Community Centre, Darang implement transport
Madhavpur Milan Banijyik 8.09 Petty trade, smal hotels

Unnayan Samiti, Nalbari cane and bamboo handicrafts

Suryodaya Bikash Monoha, 1.50 Agricultural, Piggery, weaving,
Morigaon ' mushroom cultivation
Pub Betbari Social Welfare 3.50 Agricultural implements

Samiti, Barpeta

Total .16.09 T

Source: NEDFI, Guwahati

With a view to promoting and strengthening the SHG programme, Small Indus-
tries Development Bank of India (SIDBI) launched a Microcredit Programme in
March 1994. it has financially supported 20 NGOs engaged in micro finace
programme in North Eastern Region. The total assistance sanctioned till 31st
March, 2000 was Rs. 504.95 lakhs including Rs. 20 lakhs of grant assistance.



- CHAPTER 2

RESEARCH METHODOLOGY

2.1. DEFINITIONS
The followign definitions are used in the study:

Target group: The target group consists of small and marginal farmers, agricul-
tural labourers, rural artisans, etc, whose annual family income is below-the pov-

erty line.

Poverty line: According to the 9th plan, poverty line varies from state to state and
it varies from Rs. 13000 to Rs. 19500. In case of Assam; the families whose
annual income is less than Rs. 19500 have been taken as poverty line in the

study.

Marginal farmers: Farmers with land holding of less than 1 hectare.

Agricultural labourers: A person without any cultivable land other than home-
stead land and deriving more than 50% of his income from agricultural wages.

Internal loans: The loans provided to group members from the group savings.
External loans: The loans provided by the supporting NGOs.

2.2 STUDY INTENT
The study has been conducted to make an assessment of the microfinance

10

programmes launched by three sample NGOs namely, Rashtriya Gramin Vikas
Nidhi, Gyan Vigyan Samiti Assam and Bosco Reach-Out.

Rashtriya Gramin Vikas Nidhi and Bosco Reach-Out act as financial intermediar-
ies in which the organizatjons not only promote and train the groups but also take
tl?e role of financial intermediary between the groups and the formal financial agen-
cies. The tﬁird sample, Gyan Vigyan Samiti Assam’s ‘Prochesta’ is a thrift
programmein which the members of the groups are éncouraged to save so that
in the long run they can avail loans from the pooled saving fund. In this programme
the groups are not provided external credit support.

The main objectives of the study are as follows:
1. To ascertain the role of microcredit in promoting income generating activities.

2. To ascertain the role of the SHG Programmes in promoting saving habits of the
poor.

3. To ascertain the role of SHGs in poverty alleviation.

4. To ascertam the role of the programme in social and economic empowerment
of poor in general and women in particular.

5. To make a comparative study of the Programmes launched by the three NGOs.
2.3. HYPOTHESIS OF THE STUDY

The study assumes that microfinanc >
. ' e through SHG programme helps em ower-
ing the poor in general and the women in particular. Y N

2.4. LIMITATIONS OF THE STUDY

The study has the following limitations:

1. Since most of the SHG memb ili
_ ers are llliterate, they do not keep a r i
Income, production and consumption, g

2. Since the fieldwork was done in the months of June-July in an area which was

affected by floo ini ‘ j
ooy y flood, some of he SHGs in inaccessible villages could not be cov-
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2.5. METHODOLOGY OF THE STUD
Tupy b) Secondary Data: The existing literature on the issue and the files maihtained

' Hafi by the re ' izati
In this study, both qualitative and quantitative methods of research have been 4 spective organizations are the sources of secondary data.

used. Focussed group discussions with SHG members and NGO personnel are
held with a view to knowing the problems and the impact of the programme on the
beneficiaries. Two structured questionnaires are canvassed to collect the quanti-
tative data.

Data analysis:

The data so collected through primary and second

\ ary sources are manu -
lated and presented in a systematic manner. ally tabu

Universe of the study:

The universe of the study is the SHG members of the three NGOs in Kamrup
distict of Assam.

Sample frame:
In this study, a two stage sampling method has been used.

1st Stage Sample: In the first stage sampling, 15 SHGs from each NGO are
randomly selected.

2nd Stage Sample: In the second stage sampling, three members from each
sample SHG are randomly selected for the study.

Thus the total sample consists of 135 members of 45 SHGs.
Questionnaire design:

Keeping in view the objective of the study, one questionnaire each for.asgertain-
ing the SHG profile and SHG members’ personal profile the prepared. The SHG
questionnaire is formulated to investigate the working structure of the groups.
The SHG member’s personal profile questionnaire is formulated to examine the
socio-economic condition of the memers and to ascertain the impact of the
programme on them.

Sources of data:
a) Primary Data: The primary data required for the study are collected by inter-
viewing the members with the help of the prepared questionnaires. Information

gathered from unstructured interaction with the NGO personnel constitutes an-
other source of primary data.
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CHAPTER 3

A PROFILE OF THE SAMPLE NGOs

This chapter is devoted to bring out the salient features of the sample organiza-
tions implementing the microfinance programme and the impact of the

programmes.
3.11. INTRODUCTION

RGVN, a national NGO support agency was established in 1990. The organiza-
tion is registered under the Societies Registration Act XXl of 1860 and Section 6(i)
of Foreign (Contribution) Regulation Act, 1976. The organization is sponsored by
the IFCI, IDBI and NABARD. The organization has its headquarter at Guwahati
and is working with many partner NGOs in North Eastern region, Bihar, Uttar
Pradesh, Madhya Pradesh and Andhra Pradesh.

The main objectives of the organization are:

1. To promote, support and develop local NGOs engaged in social and economic
development of the weaker section of the population.

2. To provide credit support to socially and economically disadvantageous popu-

lation/groups.

Keeping the objectives in view, RGVN has launched two programmes:

1. Non-Governmental Organization Supporting Programmes (NGOSP) aiming at
providing financial support to local NGOs to work for the well-being of the orga-
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nizations' target population in thir respective target area, and
2. Credit and Saving Programme (CSP),
3.1.2. CREDIT AND SAVING PROGRAMME

CSP is basically a microcredit programme. It was launched in 1995 as a pilot
project of the ©rganization. The programme is directly implemented by the organi-
zation and’is handled by a Central Co-ordination Unit (CCU) with its head office at
Guwahati, Rashtriya Gramin Vikas Nidhi acts as the financial intermediary in which
the organization not only promotes. nurtures and trains the groups but also takes
thg role of financial intermediary between the group and the formal financial insti-
tutions. Encouraged by'the success of the programme in Assam, it has been
extended to Meghalaya and Orissa. ,

The organizational structure of the programme is shown in the following figure

Figure 2.1.1
Organizational Structure of CSP

l 57 { BT

v

|__AREACFFICE |

J

| SELF HELP GROUP |

I'he Director is the head of the CCU. In every area office, the organization ap-

points an Area Supervisor and a number of Fi :
: of F s
tives of the GSP are to: feld Supervisors. The main objec-

1. » . . s ‘
lgrs;g;;tlfon?flge a non-formal banking system in rural areas which would provide
S acilities to .the poor under special terms and conditions so as to facili-

€ them to start income generating economic acfivities.

9 : ,
To cultivate saving culture among the poor to meet their future requirements.

3. To bring together ey .
; .Poor people of similar socio-economic back ground to fight
against poverty through self-help effort, and 9 to fight
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4. To create a poverty free saciety.

Inconsonance with the current teminology ‘banking with the poor’, RGVN’s CSP
is also an effort to make the target population bankable.

Target Area: The target area consists of areas having little or no accessibility to
banks, and other financial institutions and inhabited by poor people or people who
despite their poverty have enormous credit absorption capacity.

Target Population: The CSP aims at targeting poor families having a family in-
come of less than Rs. 25,000 per annum (earlier it was Rs. 18,000). The benefi-
ciaries should be within the age limits of 18 to 50 years. Only one member from a
family can derive the benefit. The programme is meant for unemployed, marginal
and small farmers, agricultural labourers or non-farm wage earners or any other
disadvantageoulsy placed groups like rickshaw-pullers, poor fishemen, petty trad-
ers, street vendors, artisans etc. When the programme was launched it was
meant for both males and females. But as time passed, the programme was
confined to women as they were found more bankable and safe.

The area office is responsible for motivation, forming and nurturing the self-help
groups known as “Village Groups”. As soon as area office is established, the area
office staff move to the field in order to form groups. The field supervisors are
given the charge of motivation, forming and nurturing of the groups. The area
office tries to make their office financially viable i.e., covering all annual expendi-
ture by annual returns and generating sufficient fund for lending.

Village Groups are basically self-help groups compased of not less than 15 mem-
bers and not more than 20 members. The members are poor, belong to the same
sex, and social and economic background. Not more tha one member in a group
can be from the same family and even it is tried not to form groups among close
relatives. The members should be from family owning less than three bighas of
cultivable land or with an annual income of less than Rs. 25,000. After formation
of the group, the group members are required to meet once a week and deposit
the weekly saving of Rs. 5 with the group treasurer who puts the pooled saving
with a bank for at least three months at a stress. During these months, the group
members come to know each other better. After taking into account the activities
(regularity of saving, meeting and seriousness of the group members), about
threir responsibilities, the area office sanctions loans for different income gener-
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ating activities as proposed by the group members. The CSP does not provide
consumption loan. The groups are free to take any decisions on activities at the
group meeting. The groups elect/select one chief and one treasurer for a term of
one year. The byelaws of the village groups are prepared by themselves acording
to their convenience in consonance with the guidelines of the CSP.

3.1.3 AREA OF/OPERATION

As mentioned above the area of operation of RGVN-CSP is Assam Meghalaya
and Orissa. The CSP has 8 area offices and 6 outreaches. The areé offices aie
at, Mukalmua (Nalbari, Assam), Matia (Goalpara, Assam), Tikrikilla (West Ga
H;Hs,. Meghalaya), Jania (Barpeta, Assam), Bejara (Kamrup, Assam), Mori aorr?
(Mprlgaon, Assam), Sapatgram (Orissa) and Bhejiput (Orissa). The l’\/latiagarea
office l:fas four outreach at Krishnai, Kaboitori, Lakhipur, Samaria The Bejiput
area office has an outreach at N i whi i e

. S sy achumi while the Jania area office also has an

3.1.4. PERFORMANCE OF CSP

Thetotal number of village group formed till 30-9-2000 was 1667. The total femal

member numbered 28403 and the number of male members wés 1045, givi o
total 30018. The total amount of savings mobilized from the membersyvsaV nlg 1
1,4 8,18,100 of which the total amount deposited in CSP was Rs. 1 4300 21§ ‘
the remaining amount is with the groups. & : iy

The total amout of loan disbursed w
as Rs. 10, 01,00,800 to 1141
,» 01,00, groups. The
number of [oanees was 19233, The overall loan recovery rate was 91 .89;)

;Tae, total r;umber of group as on 30-9-2000 in Kamrup district was 222 and the
; memoers were 4288. The total amount of saving raised was Rs. 6,41 031*
and the total loan amount sactioned was Rs. 10,20.000.** R

M
beorzt g: tt:e male groups have become defunct. It has been found that male mem-
€ groups are not good repayers and do not take the programme seri-

ously. So, the organization is izi
' resentl
Fatiosi ot tarEle oy p Yy emphasizing on the develoment and pro-

“T_Phees;aving data does not inciude Somoria area office
oan data does not include Mukalmua (Kamrup) Area Office
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3.1.5. SOCIO-ECONOMIC PROFILE OF THE SAMPLE GROUPS

The groups are organized among themselves motivated by the principle of self-
help. The size of the groups range from 15 to 20 members, average being 18.
The members of the groups are exclusively women. The group members are
from similar socio-economic background. The percentage fo women with very
poor family income is 35%. 45% per cent of the members are from poor families
and 20% is from family owning land for cultivation and doing low paid services
with supplementary activities like animal husbandry, poultry, duckery, weaving etc.

Religion of the Members:
So far as religious composition of the members of sample SHGs of RGVN-CSP
is concerned, it has been found that of 274 members, 108 constituting. 39.42%

are Hindus and 166 (60.58%) are Muslums.

Figure 2.1.2: Diagrammatic representation of the religion of the members of the sample SHGs

Hindu

Islam

Age structure of the members:
The age structure of the same members is given.in table 2.1.1.

Table 2.1.1: Age structure of the members of the sample SHGs

Age Group Number of members Percentagé
15-24 33 11.68

25-34 123 44 .89

35-44 33 30.29

45-54 26 4.49

55 and above 10 3.65

Total 274 100.00

Source: Field Survey

18

Figure 2.1.3: Diagrammatic representation of age structure of the sample members

55 and above
45-54 15-24

35-44

25-34

Itis clear from the table that majority of the members-beion to
th
less than 35. g € age group of

Educational Attainment:

The educational attainment of the sample members is presented in Table 2.1.2. it

is o!avious fromithe table that a very high percentage of the members are found
having non-formal education.

Table 2.1.2: Educational Attainment of the members of the sample SHGs
Literate
Educational | Literate | Non Primary | Middle High HSLCand | Total | Grand
Attainment Formal | School | School | School Above Total
Number of |29 106 35 37 48 19 245 274
Members
Percentage | 10.58 38.69 |12.77 |13.53 | 17.53 6.93 89.421 100.00

Source: Field Survey

Figure 2.1.4: Educational attainment of the membrs of the sample SHGs

HSLC and
High above liiterate

Middle

Primary Nonformal

Group Functioning:

;’::]eg::oup selectg one Chief and one Treasurer from among the members. In
ases, the field supervisor helps them to identify/ select the group leader.
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They select a member who has leadership quality with some educational attain-
ment or comparatively better off economically as the Chief. The same criteria is
followed in selecting the Treasurer. The Chief and the Treasurer have the follow-

ing functions:
@ The group leader has to maintain the documents/ register.

@ The group leader along with the Treasurer is responsible for collecting the
savings from the members, depositing the same in a bank.

The group meetings are held once a week. According to the convenience of the
members, the group fixes a time and day for the meeting, which is attended by
the field supervisors. 6 (1 3.33%) sample groups were found having 100% atten-
dance with rare exception of absence of some members for unavoidable works.
39 (86.67%) groups had less than 100% but more than 75% attendance. 24
(53.33%) groups did not charge any fine on the members for not attending group
meetings. On the other hand 21 (46.67%) group charged a fine ranging from Rs.
1 to Rs. 2, if the member could not give satisfactory reason for not attending the
meeting. The rate of participation in group discussion ranged from 75%to 100%.

Maintenance of Registers:

All the groups had maintained attendance, savings, minute books, internal (per-
sonal) passbook and loan registers. All the groups maintained their registers very
well. Since the field supervisors attend the group meetings, they check the regis-
ters and help the group leader to maintain them-properly.

Group fund:

The savings of the members are collected in the group meeting. Every member
has to save an amount of Rs. 5/- per week (Rs. 20/-to Rs. 25/- per month). There
is option for voluntary savings in excess of the compulsory saving if any member
wishes. In case any member fails to raise the personal saving amount, 12 (26.67%)
sample groups charged a fine amount ranging from Rs. 1 to Rs. 2. In case of
other groups, the fellow members pay for the defaulting members, which is re-
covered subscqueatly. The annual group savings ranged from Rs. 2500 to Rs.
3500. In case of most of the groups, the amount of weekly savings increases with
the increase in the loan amount. The group leaders are responsible for keeping
accounts of the saving and deposit collections in a bank as group fund. As soon
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as the loan repayments start, the group savings is deposited with RGVN CSP on
which 9% interest is paid on the savings. If the group saving amount with CSP
reaches a sizeable amount, the group members can take loan from it with a
unanimous consent of the all the members at an interest rate decided by the

group.
Availability of loan:

The groups have provision for both internal and external loans. The groups dis-
burse crédit to their members as per decision taken in the group meetings. Inter-
nal loans are used not only for investment but also for consumption or tc; meet
any emergency of their members. The rate of interest charged on internal loan
ranges from 36% to 120% per annum. The lowest amount of internal loan taken
by a member is Rs. 75 and the highest cumulative loan amount is Rs. 275. The
repayment rate of the internal loan is 100%. : '

CSP Credit Support:

Ur_1de'r t'he programme loans are not provided individually. The group has to sub
mit:a joint application after deciding the amount of loan to make available to h
member. The applications are to be duly forwarded by the group Ieaderse:Cd
recommended by the field supervisors after satisfying themselves with the s n'
ousne§§ of the group members as reflected in regularly attending the meetine”-
?eposutmg weekly savings and the viability of the schemes. The external Ioilsr;
brom RGYN—CSP is megnt for income generation activities (IGA) only. Each mem-
er receives Rs. 2000 in the first cycle. On repayment of the 1st loan cycle, th
grou.ps bef:ome eligible for the 2nd loan cycle of Rs. 4000. The samey , > (:
continues in subsequent loan cycles. In the subsequent cyc';le the loan ?FOC&‘S\J
gets doubled from the preceding amount, the upper limit being,Rs 15 OO?)mount

Repayment of loans:

The i
repa;i?::gi:; z’jrts efz [\;veek following the day of disbursement of credit Thé
e of RGVN-CSP loan is very tight. B :
Piveditia) . ; ght. Borrowers have to repay
R r: Fl)r; tl:nelr \;veekly meetings. The members accept collective responsibility
et angthen. of loan. The organization charges 15% flat interest rate. The
e interest amount are divided into 50 equal installments to be re-
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paid weekly in a year. The repayment starts a week following the day of disburse-
ment of credit. Loan repayment schedule of the borrower-members is described
in the followign table 2.1.3.

Table 2.1.3: Loan Details

Loan Details Repayment Details
Cycle of Loan Amount Principal Interest Total
First Cycle Rs. 2000 Rs. 40 Rs. 6 Rs. 46 -
Second Cycle Rs. 4000 - Rs. 80 Rs. 12 Rs. 82
Third Cycle Rs. 8000 Rs. 160 Rs. 24 Rs. 184

Source: CCU-RGVN-CSP

Credit is disbursed to all members at a time. Only in Bejara area office, the credit
is disbursed to the group members in phases. In the first phase, 3 to 5 members
receive the loan. After 2-3 months, taking into account the repayment regularity of
the earlier loanees, loan is made available to a fresh batch of members. This
system is introduced on the suggestion by the NABARD, Guwabhati and imple-
mented only in Bejara area office. '

Drop-outs:

There are cases of drop-outs of members in some SHGs. The reasons, behind
this are found to be as follows:

1. Not taking loan.
2. Husbands not allowign them attend group meetings.

3. Married off to other village, etc.

3.1.6. SOCIO-ECONOMIC PROFILE OF THE SAMPLE MEMBERS

To understand the impact of the programme, we have to analyze the data col-
lected through the second stage sample.

The socio-economic profile of the group members is given by Table 2.1.4, 2.1.5
and 2.1.6.

Ane Structure: The age structure of the sample members is tabulated in Table

Table 2.1.4: Age group wise distribution of sample members

Age Group No. of Members Percentage
15-24 6 13.33
25-34 18 40.00
35-44 14 31.11
45-54 6 13.33
58+ 1 2.23
Total : 45 100.0

Source: Field Survey

Maritel Status: The marital status of the sample members is described in Table 2.1.5

Table 2.1.5: S8ample members: Marital status

Marital Status | Numbers of Members Percentage
Currently married 35 77.78
Never married 7 15.55
Widow 3 6.67
Total 45 100.00

Source: Field Survey

Educational attainment:

The educational attainment of the sample members is described in Table 2.1.6.

Table 2.1.6: Sample members: Educational attainment

Literate
Educational |(iiliterate | Non Primary [Middle |High HSLCand | Total | Grand
Attainment Formal |Scho
ol [School | Schoo! | Ab
i ove Total
members 5 10 7 7 8 8 40 45
Percentage [11.11 22.22 |15.55 16.55 117.78 17.78 88.89 | 100.00

Source: Field Survey

::;i r:(;:;ghard.s the type of houses, only 2 (4.45%) sample member households are
aving pucca houses, 5 (11 .11%) member households reside in semi-pucca

houses and an overwhelmi
ng 38 (84.44%) member households reside i
houses, Kerosene 1R R R PAm B e it o b e e 5 nom gt L a— ’_‘“ei ’lde in kutcha




household. Only 10 (22.22%) found having electricity connection in their houses. The
status of sanitation and hygiene among the sample members is found to be very
poor. Only 2 (4.45%) sample members household have sanitary latrines with septic
tank. 12 (26.67%) households have low cost sanitary latrines. As many as 31 (68.89%)
sample member households are found using open space for defecation.

Land Ownership and Agricultural Production:

Most of the beneficiaries are from the families of landless labourers, Marginal
farmers, petty traders etc. This is evident from the Table 2.1.7, which gives the
distribution of members by their land ownership.

The agricultural production of the farming households consist of paddy, vegetables,
betelnut etc. 11 (24.44%) member households have paddy production less than
25 mounds, which they utilize for self consumption. 10 (22.22%) households have
some surplus production, which they sell in the market. The vegetables produced
by them are mostly for family consumption. 25 (55.55%) households are found
earning some income from the sale of betel nut.

Table 2.1.7: Sample members: Land ownership pattern

Land holding Number of members | Percentage
Landless 24 53.33
<5 bighas 18 40.00
>5 bighas 3 6.67
Total 45 100.00

Source: Field Survey

Figure 2.1.5: Sample members: Distribution of land ownership pattern

> 5 bighas

< § bighas

Animal husbandry is generally found in every household of the beneficiaries. The
members own ducks, hens, goats, cows, bullocks etc. The yearly income from
animal husbandry ranges from Rs. 600 to Rs. 3000 (approx).

Calculation of family income of the rural people is a very difficult job. However, an
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major sources of n

rich families also made loans available {o fe

attempt is made to make a rough estimate of the household i

members. It is found that 25 (55.56%) houdeholds haveoiz:r:?i;:yoi::o?;teh:azg T;;;Ie
Rs. 13500. The family income of 15 (33.33%) households is between Rs 13503
t'o Rs. 19500. Thus as high as 40 (88.89%) families are from below the bovert
line. Only & (11.11%) households have an income above the poverty line ]

Sources of credlit befor Joining SHGs:

Before joining 8HG, the members had to depend on different sources of non
fo;-mal Gredit. 42 members taok loans mostly for consumption purposes: v .
limited investment eredit was availed by them. The details of credit sources, r:tz

ofinterest charged and their percentage of contribution i
¢ ntr ol e
ih Table 2.1 8. g ibution in the rural credit is given

Table2.1.8: Source$ of credit of the sample members before joining SHGs

Sources Number of members
Percentage of share i
Friends and relatives 28 66.66 mete ofIntorest
Moneylender ® | 10 1 6:67 12090 .
Rich families i 4 7.14 S
Total I 42 100 : T

Source: Field Survey

Figure 2.1.6: Sources of credit of the sample members before joining SHGs

Rich
families

Money
Lender

Friends
and
relatives

From Table 2,10,

on-formal credit to the sample members before joining SHGs.

W members in return for work or part

o



of the produced raised.
3.1.7. AWARENESS AND GROWTH OF THE PROGRAMME

21 (46.67%) sample members have been motivated by field supervisors, 17
(37.78%) by members of other SHGs and 7 (15.56) by fellow members of own
SHGs. The members are. attracted to access to formal credit from CSP at a
lower interest rate and leading to higher income thus enabling them to save a part
of the expanded income. '

Source of Savings of sample members:

The sample members saves in the group fund either from their own income or
from family income. 15 (33.3%) sample members are found saving from their
own income earned from household activities like weaving, duckery, poultry,
goatary, etc. Other 36 (66.6%) members are found saving from income earned
by other family members (especially husband or father). The amount of yearly
savings range from Rs. 240/- to Rs. 325/-. Figure 2.1.7 can explain the distribu-
tion of members by sources of saving.

Figure 2.1.7: Sources of saving of sample members

Credit Availabiltity:

Internal Loans: Each SHG keeps some fund in its possession to meet an emer-
gency of their members. 16 (35.56%) sample members have been found taking
loans from group fund, which is, used for purposes like consumptin, educaion,
medical treatment, social ceremonies, etc. The minimum internal foan taken by a
member is Rs. 275/-. The purposes of internal loans are given in Table 2.1.9.
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Table 2.1.9: Sample members: Purposes of internal loans

Purpose Number of loans Percentage
Education 8 29.63
Food 4 14.81
Treatment 7 25.93
Social Ceremony 8 29.63
Total 27 100.00

Source: Field Survey

Figure 2.1.8; Sample members: Purposes of internal oans

Social Ceremony Education

The grf)up charges an interest ranging from 24% to 60% per annum on internal
loans. The repayment rate of the internal loan is found to be more than 90%.

External Loans:

RG'VN.-CSP makes credit available to the group members after 3 to 4 months
which it considers as a period needed for sensitization of the group. Out of 45
members, 43 (95.56%) have received loan from CSP after the period of sensiti-
zation was over. The minimum amount of loan taken by a member is Rs. 1000
and the maximum amount of cumulative loan taken by a member is Rs 14-000 in
three loan cycles. 2 (4.44%) sampled members have not taken any Ioa.ns.

Stltr:ce c}he programme was initiated at a later date in Kamrup district compared to
:)ieserr1 |stk;|cts like Nalbari, Goalpara, the amount of loan received by the beneficia-
as been found to be their less in comparison to their counterparts in other

districts. The number of sa P
mple member i g
showninTable 24,10, SiEecAIig inans: okl Thmpk Rt
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Table 2.1.10: Number of members receiving different cycles of loan

Cycles of Loan Number of MemheE]
1st 17
2nd 13
3rd 13
Total number of loans 82

source: Field Survey
Utilization of Credit:

13 (28/89%) sample group members are found running their business with the
credit received under the programme. But, 30 (66.67%) sample beneficiaries re-
ceiving credit under the programme are found not running own enterprises; they
are financing family enterprises run by other members of their family.

After receiving the credit, 8 (41.86%) sample members have started their income
58.14%) sample members are found utilizing the

generating activities. But, 27 (
ows activities taken

credit to expand their business. The following Table 2.1.11 sh
up by the beneficiaries.

Table 2.1.11: Activities taken up by the loan béneficiaries

Activities Numbers of Loans Percentage
Tea stall, Pan shop, Grocery,

Jewellery vending 15 33.34
Watch/ Cycle Repairing 3 6.67
Vegetable/Rice Vending 10 22.22
Thela & Rickshaw 3 ] 6.67
Tailoring N 2.22
Weaving 6 13.33
Agricultural Investment 2 4.44
Animal Husbandry 5 11.11
Total 45 100.00

Source: Field Survey
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Figure 2.1.9: Activities taken up by the loan beneficiaries

Ani
Agricultural mmal\Husbandry Tea, Pan,
investment ™\, N, ;- Grocery,

S p / Jewellery shop

Weaving __ P

Tailoring

Thela& | | A

Rickshaw - Vegetable/Rice \_ Watch/Cycle
Vending Repairing

It is evident from Table 2.1.11 that the maximum number of loans are received b
mempers for running petty business followed by members engaged in vegetabIZ
and !’I(')e vending. Weaving and animal husbandry are other important activiti
receiving a significant number fo loans. >

In many cases it is observed that the ' ' i
‘ credit received is not solel i [
particular activity; it is utilized in a number of activities. LrERa

3.1.8 IMPACT OF THE PROGRAMME

Sﬁ: 2: ma\c/i\;e significant positive impact on the sampled beneficiaries of the
as. Women are found participating in gai i
: gainful economic activity. Th
programme is more successful amon i v
g the Muslim women [
b/ groups. The Muslim
omen members appear to be more serious and dedicated to the programme

The impact of the programme i i
b programme is assessed with the help of the following indica-

Saving:

Before joini :

ST ;/ r:;rl]i?zest:z'tre mgmbers did not realize the importance of saving. Nor
e ey .dl.d have the saving potential. Out of 45 sample mem-
= beforejoi.n ino St;neflmangs -he‘ad saving bank accounts with the post office or
which is held in tt?e 2. ATALIOINNR i Greact member-nas io ol 8 3G40G
Thus, the programmgime oEine-Groun.n.8:saving. pANK;socoLk orWAILEEN:
R e as succeeded in cultivating a habit of saving among the

internal personal passbook show balances ranging from Rs

29



200 to Rs. 820. Now, the beneficiaries look at savings enhancing family security.
Some of the sample group members are found increasing their quantum of weekly
savings from Rs. 5to Rs. 15 in subsequent loan cycles. This is indicative of their
economic betterment. The programme has enabled them to make savings. They
are now proud savers. The distribution of sample members by saving categories
is described in the following Table 2.1.12.

Table 2.1.12: Distribution of sample members by saving categories

Saving Category Number of Members Percenta@
200-500 26 57.78
501-1000 19 42.22
Total 45 100.00

Source: Field Survey

Figure 2.1.10: Distribution of sample members by saving categories

501 ~ 1000

Credit:

The programme has made the sample members free from the clutches-of non-
formal sources of credit with an exorbitant rate of interest. They no longer seek
credit from the village moneylenders and othet imformal sources. The members
now avail consumption loans from their pooled savings whereas eredit from in-
vestment is availed from RGVN-CSP. Thus, the programme has made them ac-
cessible to fromal credit. This has enabled as much as 43 (95.56%) sample ben-
eficiaries to start or expand their income generating activiteis. Increase in credit
absorption capacity of the poor borrowers is also an indicator of positive impact of

the programe on their economic condition.

Income:

Before joining SHGs, nearly 80% of the beneficiaries (who are all women), being
housewives, earned no income. But after receiving loans, 13 (28.89%) sample
members have started income generating activites of their own with the help of
the loans received from CSP and earning income from these activites ranging
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from Rs. 15 to Rs. 30 per day. This has helped the beneficiaries to increase their
family income. 30 (66.67%) sample beneficiaries have utilized the loans on their
family enterprises, thereby increasing the family income.

Financial independence of women:

The sample women peneficiaries become financially independent after joining
the programmexsEarlier theyhad to depend on their husbands or parents even for
a very smalld@mount. Now they are not required to depend on their husband/
parents. Some of them are even found paying school fees of the children and
buying household items from their own income.

Asset creation:

There is a positive impact on borrowers in creation of assets like livestock, land
and eosumer durables. ’

Poverty alleviation:

It has been found that the sample group members who have received the 3rd loan
cycle anq are in the process of repayment have improved their income standard
substantially. As many as 7 (16.56%) members out of the sample members have
crossed the poverty line. Their yearly income ranges from Rs. 23000 (Rs. 65 per
day) to Rs. 29000 (Rs. 80 per day). It is to be noted that these membe‘rs have
already repaid the loan received under the first two loan cycles and are in the
process of repayment of the third loan cycle. Further, it is found that the sample

members (loanees) have higher and more st :
e, abl
before joining the group. e income than what they had

Employment:

T g :
bgse;;:';g;?mm? is fqund to make an impact on self-employment generation. The
es of family members who were earlier wage earners, agricultural

labourers are now in mi
engaged in micro enterprises of thei
eir own
pan shop, grocery shop, etc. such as tea stall,

Quality of Life:

P _ '
wﬁg:'icsar”tﬂChanggs in the quality of life of the SHG members are also observed
educatione fCtgd in mpreased intake of food, more clothing, more expenditure on
of children, increased expenditure on household items, health care, etc.
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Social Impact:

The programme has made an impact on the social life of women particularly the
Muslim women. Most of the Muslim women were stating thus: “Before joining |
never used to go out and talk with unknown male but now, | atleast attend group
meetings and meet different persons including males.” The programme has made
women more important in the family. Participation in group meetings also indi-
cates social empowerment of women.

Status of women:

The programme has made a positive impact on status and role of wamen in
family life. Since the beneficiaries are contributing to family income either directly
or indirectly, their importance in the family has increased. They are now partici-
pating in the finacial decision-making of the family. A sense of pride is written
large on the face of SHG members.

Literacy:

The programme has helped in making the illiterate members partially literate. They
can put their signatures now.

Confidence building:

Most of the members are no more dependent on their spouse for small amoutns
of money. Since they are economically empowered, the programme has facili-
tated confidence building among the poor women.

Freedom of movement:

The programme has brought a change in their lifestyle. They e'njoy freedom of
movement, which has facilitated some of the members to carry out their activities
individually and collectively outside their homes.

In total, the programme is found to have produced positive impact on empower-
ment of women, improvement of their status, economic conditions, accessibility

to credit, etc.
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3.2. GYAN VIGYAN SAMITI ASSAM (GVSA)

3.2.1. INTRODUCTION

The Assam Science Society, a voluntary organization, one among the 26 science
organizations in India, was established in 1953. The success of Kerala Shaksharata
Sahitya Parishad inmaking Ernakulam district fully literate inspired the programme
“Gyan Vigyan Yatra” in 1990 by all Science societies of India. The Assam Science
Society formed the Gyan Vigyan Samiti, Assam on 18th July 1990. GVSA has
also been recoghized as Assam State Resource Centre.

The'main objectives of GVSA are:

1. To link up the government and non-government organizations working for lit-
eracy and to work together in the mission.
2. To work for the achievement of total literacy and to build mass awareness
amongst the poorer people for attainment of self-reliance.
3. Towork for building linkages between literacy and other d
evelopment pro
4. To work for emancipation of women. g dhe i

Frqm the objectives mentioned above it is clear that GVSA is a voluntary organi-
zat|on_ basically dediated to literacy mission, which is not possible withougt’ ad-
dressing the broader issues of the poor. The State Resource Centre found that
?here were non-formal groups already in existence in the rural areas trying to
improve ’Fhe economic condition of the group members without external assis-
tance. With the wave of SHG movement gaining ground, GVSA planned to brin
these non-formal groups together in an organized manner. In January 1998 GVSE\
launched an SHG programme called “Prochesta” meant only for womén The
%r]ogpr\amme was algo registerq' under the Societies Registration Act XXI i860.
r e Assam Gyan Vigyan Samiti's “Porochesta” is a thrift programme in wh,ich the
?agillji:)izsafre en;:r?uraged to save so that in the long run the members can avail loan
assistancr:rn St:r?rogp fund. Prgchestg believes in self-help without any external
A savin. i sywth the basic premise that even the poorest of the poor have
Py poog partgntlal. If the potential savings can be pooled together by motivat-
i ozit' icularly through the literacy programme, in course of time they
Ll p | ion to solvcla some of their economic problems. The independence
xternal sources of finance will give the members self-dignity.

The main objectives the programme are:

1. T
0 make a common platform for the rural women to meet and share their prob-
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lems, views and to help each other in solving their problems through self-help.

2. To strengthen the literacy mission through SHGs.

3. To empower the women through socio-economic self-reliance.

4. To conduct awareness programmes on health, hygiene and make the mem-
bers aware of different health problems and remedial measures to be taken
etc.

3.2.2. INITIATION AND EXPANSION OF THE PROGRAMME

The programme was initiated with a few groups formed in 11 districts of Assam.
To give a formal shape to the programme and to train rural women to form saving
groups, the first state level worksho on “Mahila Vikas Prochesta” was held from
30th January to 1st February 1998. Representatives of groups form 11 districts of
Assam attended the workshop. Now, the programme has increased its area of
operation to 17 districts in the state. The volunteers and the resource persons of
the GVSA have worked hard for the successsful implementation of the programme.
The service rendered is fully voluntary and unpaid. The total number of groups
formed till 31st Decembe 2000 was 1467 and the total number of members were
22,989. The total amount of savings raised was Rs. 29,50,639 and the total amount
of credit disbursed was Rs. 2,63,010. The programme was spread across 112

panchayats.

In Kamrup district the organization till 31st December 2000 formed 46 groups in
which there are 483 members. The total amount of savings mobilized is Rs.
1,32,914 and the total amount of internal credit disbursed is Rs. 2,250.

3.2.3. PROFILE OF THE PROCHESTA SAMPLE SHGs:

The Prochesta group is a group of women joining together voluntarily for their
common benefit. The group members are generally from the community. The
number of members inth sample SHGs range from 10 to 21, averaging 14. In the
sample selected, ail the members are from Hindu families. The socio-economic

background of the members is discussed below:

Age Structure: The age wise distribution of the sample SHGs is explained in Table
2.2.1
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Table 2.2.1; Age structure of the members of sample SHGs

Age group Number of Members Percentage
Below 14 5 2.30
5-24 33 - 15.21
25-34 64 29.50
35-44 62 28.57
45-54 37 17.05
55 and above e 7.37
Total 217 100.00

Souree: Field Survey

Figure 2.2.1: Age strugture of the members of sample SHGs

55 and Below
above 14

15-24

> 0534

It is evident that majority of the group members belong to the age group 24-44

Marital Status: The marital status of

2092 the group members is explained in Table

Table 2.2.2: Distribution of members of sample SHGs by marital status

Marital status Numbers of Members Percentage
Currently Married 160 73.73
Never married 45 20’74
Widow 9 4.15
Separated 3 1 '38
Total 217 100.00

Source: Field Survey
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Figure 2.2.2.: Distribution of the members of sample SHGs by marital status

Separated

Widow
N

Never__

Currently
married

It is obvious from the table that there is a dominance of married members in the

groups.

Educational attainment: The educational attainment of the members of sample
groups is given in Table 2.2.3.

Table 2.2.3: Distribution of the members of the sample SHGs by educational attainment
Literate
Educational |llliterate | Non Primary |Middle [High HSLCand | Total | Grand
attainment Formal |School |[School | School | Above Total
No. of
members 24 75 3 4 21 40 23 193 217
Percentage [11.06 3456 1567 968 1 |8.43 10.60 88.94 | 100.00

Figure 2.2.3: Distribution of the members of the sample SHGs by educational attainment

HSLC and
above

literate

High

Non-formal
Middle 20

It is evident that about 90% of the members of the sample SHGs could put their
signature themselves.

Working of the Groups:

The members of the group select a Secretary and a President from among them-
selves for a term of one year. But not a single group has so far changed its group
leaders. Generally an educated, well to do and proactive member is selected as

the group leader. The volunteers help them in the selection of the group leader.
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Attendance in the group meeting:

The group meetings are held monthly. The attendance in the group meetings
range from 50% to 100%. 6 (40%) of the sample groups have attendance ranging
from 75% to 100% whereas 9 (60%) groups have attendance of less than 75%
The group does neteharge any fine on their members for not attending the group.
meetings. All décisions are taken in the group meetings. Only 6 (40%) groups are
found fixing date and time of monthly meetings. According to the members atthe
initial stage they are very regular in the group meetings, but many mem ber:s have
stopped attending group meetings as the programme does not provide external

support.
Maintenance of Registers:

All the groups maintain attendance and saving registers and minute books. 8
(53.33%) sample groups have maintained these registers well whereas 7 (46 67%)
groups have been poor in maintaining these. The responsibility of maintéinin
these registers lies with the Secretary. The volunteers of GVSA also help thg
groups in maintaining the registers.

Group Sa vings:

The members raise their saving in the monthly meetings. The members are t
depps:t_Rs. 10 monthry as compulsory saving and there is no scope for voluntar;)
;Z\gr;?sugrzﬁisnz <;f0 ti:m damo;mg In case of 6 (40%) sample groups, the group
g door to door to collect the monthly savinas. Som -
bers are found sending the contribution through some ; t : v men']
house without attending the group meetingé 13 (86 g;‘;) e e
e ; : ) sample gro

;?rg];g&irt;:gr?;sgsg ghte groups savings. 6 (40%) groups have been pcha?getép: f?nr:
b t-h o0Rs. 2 a?s late fine. All the group saving bank accounts either
it gl € post ofﬂce. The groups have never faced any problem in
g operating their accounts. After checking account books and loan

registers of the groups it h '
s vl i p as been found that the group savings range from Rs.

Credit Availability

The i i .
programme being thrift based, the groups are éncouraged to save. The mem-
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bers cannot take loans from the group fund for at least one year. The programme
tries to make the women self-sufficient to meet their credit needs without any
external support. The groups are also directed not to deliver credit before the
group members are trained under loan workshop. 7 (46.67%) group members
have already started providing internal loans on group activies for income genera-
tion and to meet consumption needs of their members.

Dropouts:
There are cases of dropouts among the members. The causes behind these are:

1. Disagreement among the members about their leaders.

2. When the members joined they expected loans/grants in cash or kind, but as
time passed, they were upset for not receiving the same.

3. There was disagreement among the members about yearly membership fee
of Rs. 10 to be paid to the Central Committee fund. Some of the members did

not pay the amout.
4. Superiority complex among the well to do members, etc.

3.2.4. SOCIO-ECONOMIC PROFILE OF THE PROCHESTA SAMPLE MEM-
BERS

Since the programme is meant for women irrespective of their economic status,
the family income background of the members is héterogeneous.

Of the 45 sample members, 31 consisting-of 68.89% is found having kutcha
houses. The number of members having pucca and semi-pucca houses stand at
6 (13.33%) and 8 (17.78%) respectively. 29 (64.44%) households use kerosene
as source of lighting while 16 (35.56%) use electricity.

Land ownership and agricultural production:

The members have their own plots of land and own houses. The cultivable land
ownership of the sample members is shown in Table 2.2.4.

While there is predominance of landless and marginal farmers, there are quite a
few members having land ownership of more than 5 bighas. Paddy, vegetables
and betelnut are some of the agricultural products produced by the members.
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The production of paddy ranges from 6 mounds to 300 mounds. 15 (33.33%)
sample members do not produce paddy to meet there own requirements. The
vegetables produced is mostly for family consumption and earnings are insi.gnifi-
cant. The sale proceeds from betel nut contribute Rs. 300 to Rs. 1500 per annum
per family. 39 (86.67%) members earn some income from animal husbandry like
poultry, duckery, piggery, goatery, etc.

Table 2.2.4:Land ownership of the sample members

Percentage

Land ownership Number of members

Landless 9 i 20.00
< § bighas 21 46.67
5-10 bighas 8 17.78
10-15 bighas 2 4.44
15-30 bighas 2 4.44
Total 45 100.00

Source: Field Survey

Sources of family income of the members:

Table 2.2.5 classifies the main sources of family income of the sample members

Table 2.2.5: Sample members: Main sources of family income

Sources of income | Number of families Pecentage
Service 9 20.00
Agriculture 18 40.00
Petly trade 6 13.33
Wage labour 12 26.67
Total 45 100.00

Source: Fiald Survey

Fi .
gure 2.2.4: Sample members: Main sources of family income

Wage
labour

L ZEIE e

Service

& Ay

Patty trade

Agriculture

Middie
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28 (62.22%) members are found to be below the poverty line.

Age structure: Table 2.2.6 describes the age group of the sample members.

Table 2.2.6: Sample members: Age group wise classification

Age group Number of Members Percentage
Below 14 3 6.67
15-24 13 28.89
25-34 19 42.22
35-44 11.11
45-54 6.67
55 and above 4.44
Total 45 100.00

Source: Field Survey

Marital Status: The marital status of the group members is described in Table
2.2.7.

Table 2.2.7: Sample members : Marital status

Marital status Numbers of members Percentage|
Currently Married 36 80.00
Never married 7 16.66
Widow 4,44
Total 45 100.00

Source: Field Survey

Sources of credit before joining SHGs:

The richer members were exposed to banks before joining the SHGs. 9 (20%)
members had saving bank accounts in theirnames or in the name of family mem-
bers. Most of the members depended on non-formal sources of credit for their
consumption loans. Credit for investment was not available to the poor members.
3 (6.67%) members never took credit from non-formal sources. Before joining
SHGs, the main sources of credit of the members, rate of interest and their con-

tribution in the rural areas is explained in Table 2.2.8.

N

)

4

Table 2.2.8: Sources of credit of sample members before Joining SHGs

Sources No. of members Percentage Rate of interest per annum
Non-formal groups 19 48.72 36%-60%

Friends/Relatives 11 28.20 -

Bhagi' 5 12.82 1/2 mound for 1 mound paddy
Rich persons 2 5.13 For work

Businessman 2 5.13 60%-120%

Total 39 100.0 -

Source: Field Survey

Figure 2.2.5: Sources of credit of sample members before joining SHGs

Businessman

Non Formal Group

Friends/
Relatives

Inimplementing the literacy mission, the organization has succeeded in receiving

trelmendous amount of efnth.usiasm and good will from the ruraj people. Thu’s the

;oexézers 1?; the organization could motivate as high as 34 (73 34%) sa;nple
rs. The remaining 11(26.66%) members were either v

motivated by felio

giratr)]i;stg; c;)wn Schs or by the members of other SHGs. The volunteer); coul\g
_ 1€ prospective members about the benefits i

saving which facilitated the formation of SHGs. ' Gl i e

Saving:

Igfeg?:gr?‘egfv f:‘aize to save Rs. 10 monthly. 20 (44.44%) sample members have
S : 5cgtgeoearned through household industry, animal husbandry
b : €%) members have saved from income earned by thei;

er family members, The personal savings of the group members

ranged from Rs, 120 tg i .
saviioe: Rs. 360 tilf July 2000. There is no scope of voluntary

Credit:

S'nce the Cenfral COMMIttae Adirartam Hhm mem o o e e e 0



sumption loan, whereas 35 (77.7
The minimum internal loan receiave

cumulative loan taken by a member is Rs. 300/-.

from Rs. 36 to Rs. 60 per annum.

Utilization of the Loans:

8%) members did not receive internal loans.
d by a member is Rs. 50/- and the maximum

The interest charged ranges

The utilization of the loans is summarized in Table 2.2.10.

Table 2.2.10: Purpo

se wise utilization of loans by loaness

Purpose Numbers of Loans Percentage
Weaving 2 12.50
Treatment 4 25.0
Consumption 5 3.25
Education 3 1875
Social Ceremonies 2 12.50
Total 16 100.00
Source: Field Survey I
Figure 2.2.6: Purpose wise utilization of loans by loanees
Social
Ceremonies Weaving
Education Treatment

C e

Consumption

Erom the above Table we can derive that maxi
consumed and utilized in medical treatment. A

used for investment purposes.

Repayment:

Since there is no hard

indicated), the loanees are found delaying in ma
ound rather poor, around 60%.

ment rate has been f

and fast repayment stipulation (though a period
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mum percentage of the credit is
very low percentage of credit is

of time 1S
king repayment. S0, the repay-

3.2.5. IMPACT OF THE PROGRAMME

The programme could produce limited socio-economic impact on the poorer sec

tion of sample members, while such an impact is not visible on the richer section-
The programme was not targeted at the rural poor women, the target group con.
sisted of women.in general, both rich and poor. ;

The richér section of the members had access to bank and hence they were half
heartéd inparticipating in small savings (although they have pariticipated). Almost
aliithe 28 poer members consisting of 62.22% of total sample membérs wOS

founed cultivating saving habits being convinced of the importance of savi o
personal savings of thé poor had also increased. : oy

The programme could make some of them accessible to consumption credit
from the','!r pacled savings. A group member can withdraw an amount up to 80% of
her savings as credit as per the byelaws. >

The programme has hardly made any impact on poverty alleviation. Since th

members could not get any external financial support they could not ci' b :
lncgme ladder. But if we take the increase in saving of the member e
suring rgd of the increase in economic standard, we may state thS f : a‘ m'ea-
economic impact has been made by the programme, =

Th phe
meer'n ;E'ngsr:\vtgﬂe hs:is rlnade many illiterate members literate. 16 (34.56%) sample
n e made literate through the programme. Th .
M e asie . e. The programme has helped
gaged in only household works earli
= ) : 198 rlier, to come out
Eq er;lc;zit't; ;n tso’ctzijl activities. The members are empowered in the sense fhnac:
participate in discussions on different soci ici
: io-econom i '
meetings and try to find out the solutions. Mo -

3.3 BOSCO REACH-OUT’S SHG PROGRAMME:

3.3.1. INTRODUCTION

Bosco Re ‘ ici '

= India?]czzeo;trlsathe oﬁmal service wing of the Salesian of Don Bosco, North

i organisatiog ?l'llsatlor? was fggpded in 1983. During the first phase of growth

S T ik e major activities taken up by the organisation were relief
ion. Since 1996-97, the organisation has taken up development
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programmes through self-help groups. The main objectives of the BRO are as
follows:

1. To motivate, create awareness and involve people at planning, implementation,
monitoring and evaluation work.

2. To play the role of a catalyst in providing support to the people and their initia-
tives.

3. To provide training/capacity building programme so as to improve the opportu-
nities of the people in their livelihood promotion efforts.

4. To provide marketing linkages, and

5. To enable them to access credit.

Bosco Reach-Out acts as financial intermediary in which the organization not
only promotes, nurtures and trains the groups but also play the role of financial
intermadiary between the groups and the formal financial agencies. The objec-
tives of the BRO’s SHG programme are:

1. To help the members to become economically self-sufficient.

2. To promote self confidence among the poor.

3. To enable the members to participate in decision making, individually and
collectiverly.

4. To facilitate the development of rural economy, etc.

The overall objective of the programme is to ensure the SHGs and their members
to achieve intergrated sustainable socio-economic development even after the

BRO withdraws its support.
3.3.2. INITIATION AND EXPANSION OF THE PROGRAMME

The programme was launched in 1996-97 in Assam and Meghalaya. The present
area of operation of the programme is 8 districts of Assam and 5 districts of
Meghalaya. The members are motivated through organizing group discussions,
awarness and motivation programmes. BRO charges a fee of Rs. 100 per year to
the groups to be registered with it. The organization has formed 645 SHGs till Sep-
tembear 2000 in which more than 5816 families were covered. The total amount of
saving raised is Rs. 37,44,981 giving an-average saving per member of Rs. 643.
The organization has so far formed 68 groups in Kamrup district in which there are
680 members. The organization charges 12% rate of interest on their lending. BRO
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b

provides credit support to the group after a maturit '

: . Y period of 6 month ,
Ing. The following Table 2.3.1 shows the amount of credit disbursed ins Ac:f function-
Kamrup district. Ssam and

Table 2,3.1: Year wise disbursal of loan by BRO in Assam and Kamrup district
istric

All fi j
[Tear Total amount of loan Total amounti:,lt:s —
; ! an
— disbursed in Assam disbursed in Kamrup district
97 58000 1
1997-98 50000 i
. 0
1998-99 37000 8000
1999-2000 424000 1 O(;(;
2000-2001 499000 50000 q
Total | 1468000 150000 O

Source; BRO-SHG Desk

Other than credit support, BRO
skillupgradation. The training is i
Centre at Umran, Meghalaya.

provides training on awareness, motivation and
mparted centrally at the Regional Rural Training

Fi ! T
'gure 2.3.1: Organizational structure of SHG programme
! Programme Co-ordinator,

l Zonal Co-ordinatorj
v

! RegionalCo-ordinator ,
l Social Worker ,

v
l:SelfHelp Groups j
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3.3.3. SOCIO-ECONOMIC PROFILE OF THE BRO'’s SHGs:
Table 2.3.3: Distribution of members of the sample groups by maitaj status

A BRO SHG is a group of people irrespective of their gender joining together for pan mtus. LIS Of MEnvoTe rer °‘""t""9?’
promoting their common interest. The number of members of BRO sample SHGs S:;I:n:;yﬂzz;”ed 1 ;)(2) 61.86
range from 8 to 12. 10 (63.33%) sample groups are exclusively for women and promms: > 27.40
the ramaining 6 (37.67%) groups are male or mixed groups. Almost uniform socio- . Tﬁﬁl" - e 2.74
economic status and living together in the same village or locality are observed ST . 100.00

among the members of the sample groups. The socio-economic structures of
the group members are as follows. '

Eigure 2‘.::5':_3: Bistribution of Members of the sample groups by marital status
Widow

Age structure : Table 2.3.2. gives age group classification of the members. Never

Table 2.3.2: Age group classification of the members of sample groups

Age Group Class Number of members Percentage

15-24 39 26.71 “Currently

25-34 45 30.82 married

35-44 34 23.28 : .

45-54 14 9.59 Educatio ]

nal attainment: Table 2.3 ; .

55 and above v 559 ettt 4 presents the educational attainment of the

Total 146 100.00 o

Source : Field Survey Table 2.3.4: Educational attainment of the T —— Wb ol
It is obvious from the Table 2.3.2 that more than 80% of the members belong to Educational [Tiiterate [N Tpo et s

fimary IMiddle |High
the age group of less than 45 years. Aftainment Borhial |8alios) l8erissy | i HSLC and ] Total | Grand
No. of chool | Above Total
Figure 2.3.2: Age group classification of the members of sample groups members (17 11 36
15 38 29
o 5455 and above e lo s Percentage |11.64 [7.63 |24.66 10.27 129 | 146
B il A Source: Field Survey _ ; 26.03  119.87 88.36 | 100.00

HSLC and
above _ llliterate

25-34

Marital Status: Table 2.3.3 explains the marital status of the sample group members.

Primary

Religion: T igi
[¢] he religious break-up of the members of the samle SHGs is shown in
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Table 2.3.5

Table 2.3.5: Religious break-up of the members of sample groups

Religion Number of members| Percentage
" |Hindu 20 13.70
Islam 49 33.56
Christian 77 52.74
Total 146 100.00

Source: Field Survey

Figure 2.3.5: Religious break-up of the members of sample groups

Christian

Hindu

Islam

Working of the group:

The group members select a

for a term of one year. Although the pos
rotatory, so far no sample group are found c

President and Secretary from among themselves

Group meeting and attendance:

The group meetings are he

meetings regularly whereas 6 (

(40%) sample groups have a

groups charge a fine ranging from R
ings. The group members share

group meetings. The rate of
Maintenance of Registers:

All the groups mai
and minute book. 10 (66.6

whereas 5 (33.33%) of these groups do not main

ts of the Secretary andthe President are
hanging its group leaders.

id once a week. 8 (60%) sample-are found holding
40%) groups are irregular in holding meetings. 6
fixed time and date for group meetings. 10 (66.67%)
s. 1 to Rs. 2 for not attending group meet-
their views in discussicns on different issues in
participation in these discussions is around 75%.

ntain attendance register, savings register, personal passbook

7%) sample groups maintain well these registers

the President are to maintain these registers.
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tain them well. The Secretary o

Saving pattern:

The saving rate per member per month range from Rs. 20/- to Rs. 25/-. 5 (33.33%)
groups are regular in raising group savings. 5 (33.33%) of the groups charge a
late fine ranging from Rs. 110 Rs. 2 for irregularity in depositing their savings in
the group fund. The groups collect savings from members in the group meetings.
Since the group meetings are not held regularly, 10 (66.67%) group leaders col-
lect the savings/from the members by visiting their houses. The average yearly
savings of the members range from Rs. 240/- to Rs. 300/-. The total amount of
group savings till July 2000 ranged from Rs. 200/- to 1200/-.

Due to remoteness of the villages from bank/post offices, all the groups do not
hrl:\ve savings bank account. Only 5 (33.33%) sample groups have account either
with a bank or in thé post office. In the case of sample groups, which don’t have
saving accounts, the monthly collection is kept with group leaders or members
needing credit. The sample groups, which have saving bank accounts, don't face
any probleminopening and operating their accounts. The President ar’1d the Sec-
retary jointly operate the accounts.

Credit:

The groups have provision for both internal and external loans. The credit de-
manq of the members is satistied only if the need is genuine. Thé internal loan is
provided for consumption purposes in the initial stage. As the group fund increases
Ioang are also made available for other purposes. The internal loans are short
term in nature, which have to be rapaid within 4 to 5 months. There is no pérticular
schedule of repayment. The interest rate charged ranges from 36% to 60%

E);ts:al -I?c_an was mac_!e available to 4 (26.67%) sample groups of which 1 (25%)
enefitted group is found defaulter in repayment. The external loans are uti-

lized for agricultural activities, fisheri :
bandry, etc. ities, fisheries, petty trade, small business, animal hus-

Causes of drop-outs:

The f i :
ollowing are more important causes of dropouts of the group members:

1. The fami : }

S Smr:‘;héranszmbers dlscoura}ge attending the women members in group meetings.

3 SOmé.r-wn-ChS', t'here are differences of opinion among the group members.
iristian members have droped out as BRO is an organization domi-
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nated by Christians. They are apprehensive that the organization has some ulte-

rior motive.

3.3.4. SOCIO-ECONOMIC PROFILE OF THE SAMPLE MEMBERS

The members of the SHGs are either from lower middle class families or poor
families. 3 (6.67%) sample member households own pucca houses, 17 (37.78%)
sample member households own semi-pucca houses and 25 (55.55%) of them
own kutcha houses. The source of lighting of 13 (28.8%) sample member house-
holds is electricity whereas 32 (71.11%) households use kerosene. The place of
defecation of 3 (6.67%) of the sample households is sanitary latrines. 14 (31 A1%)
have non-sanitary latrines. But as high as 28 (62.22%) sample households use

open space for defecation.

Age group: The age structure of sample members is given in Table 2:3i7

Table 2.3.7: Age group wise distribution of the sample members

Age group Number of Members Percentage
15-24 9 20.00
25-34 18 40.00
35-44 13 28.89
45-54 4 8.89
55 and above 1 2.22
Total 45 100.00

Source: Field Survey

Itis obvious that the overwhelming majority of the members are aged less than 45.

Marital Status: Table 2.3.8 represents the marital status of sample members.

Table 2.3.8: Marital status of sample members

Marital status Number of Members Percentage
Currently married 35 77.78
Never married 9 20.00
Widow 2.00
Total 45 100.00

Source: Field Survey
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It has found that majorityof sample members are married.

Educational Status: Table 2.3.9 explains the educatin status of the sample m»em-
bers.

Table 2.3.9: Distribution of the sample members by educational attainment

Literate
Educational [llliterate | Non Primary [Middle |High HSLC and | Total | Grand
Attainment Formal |School |School | School | Above Total
No. of
members 3 1 14 10 12 5 42 45
Percentage |6.67 2.22 31.11 22.22 1. 11 93.33 | 100.00

Source: Field Survey
It is noteworthy that the number of illiterate members is found to be very small
Land ownership and agricultural production:

Most of the members are landless labourers and marginal farmers. 15 (33.33%

s?mple members are landless labourers, 20 (44.44°/;) of them OV\;n les t.h 2
bighas of cultivable land, 6 (13.33%) members own more than 5 bi hassb tTn ’
than 1(_) bighas and only 4 (8.89%) members own more than 10 b'g s
than 25 bighas of cultivable land. YRR

- . .
(4}:164&4%;'():L;|;li;?:,l| producs include paddy, vegetables, fruits and betel nuts. But 20
44% e members do not produce enou ing
_ gh of paddy for meeting fami
requirements. The paddy production of th i
e members range from 3

e ge from 3 mounds to
abouT;):;?;.lThe vegetables produced are meant for family consumption but

al members earn some income from the sale of vegetalbes. The sale

proceeds from betel nuts and frui i
ruit
e AT E production range from Rs. 500 to Rs. 2500

Main sources of income:

The main s b
ources of income of the family members are described in Table 2.3.10.
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Table 2.3.10: Main sources of income of the sample members

Activity Number of Members Percentage
Service 9 20.00
Petty trade 5 11.11
Wage earners 12 26.67
" Agriculture 18 40.00
Tailoring 1 2.22
Total 45 100.00
Source: Field Survey
Figure 2.3.6: Main sources of income of the sample members
Tailoring Service
Agriculture
Petty
Trade
Wage
Earners

mily sources of income, the members earn

In addition to the above-mentioned fa
d industries like weaving, animal husbandry,

some amount of money from househol
production and sale of country liguor.

As per the colleted data, 25 (55.56%) sample member households are found to
be below the poverty line whereas 20 (44.44%) member households are found to

be above the poverty line.

Sources of Credit before joining SHEg

Before joining SHGs, the members were found to be dependent on non-formal
sources of credit. 8 (17.78%) sample members have never taken credit from any
sources. The non-formal sources of credit, their percentage share and rates of

interest charged are given in Table 23\
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Table 2.3.11: Sources of non-formal credit of sample members before joining SHGs

Sources of Credit No. of members Percentage Rate of Interest
Money lenders 5 13.51 120%
Friends/relatives 12 32.44
Businessman 5 13.51 120%

| Rich families 9 13.51 120%
Non-formal groups 10 27.03 36%-60%
Total 37 100.00 =

Source: Field Survey

It is evident from the above Table, friends and relatives contribute the highest
share of non-formal creditwho charge no interest rate. The other non-formal groups
contriibute a good ghare and they charge an interest rate ranging from 36% to
6% The interest rate charged by moneylenders, businessman énd rich families
is as high as 120%.

Motivation of the Members:

25 (65.56%) sample members are motivated by field workers and below mem-
bers of own SHGs, or, members of other SHGs have motivated other sample
members. All the members are motivated to save facilitating access to for: : I
credit for investment purposes at a lowe rate of interst. i

Savings:

;?Oeu:a;\l:ings are cofllected in group meetings. The monthly saving amount in the

nds range from Rs. 20/- to Rs. 25/-. There is opti i

% ; : option for voluntary savings.

fucr)]rge -[?y: t_he groups work together and the incomes earned are saved in the gro%p

Tab|é . 3e|1r 2personal passpooks show balance ranging from Rs.150/- to Rs.962/-
-2. 12 represents distribution of the sample members by savings category |

T e
able 2.3.12: Distribution of sample members by savings range

Sav)
| ®aving Range Number of Members Percentage

Below Rs. 500 28 62.22

Rs. 501 - Rs. 1000 17 37.78

2 :

otal 45 100.00
Source: Field Survey
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Figure 2.3.7: Distribution of sample members by saving range

Rs. 500/-
Rs. 1000/-

30

20

No. of Members

Sources of Savings

The members are found saving from the incomes earned from household in-
come generating activiteies like weaving, animal husbandry, sale of country liquor
etc., or from income earned by their family members (husband/father). The male

members save from their own income.

Credit:

The SHG programme of BRO facilitates both internal and external loans.

Internal Loan:

All the groups have provided loans to their members both for consumption and
investment purposes. 25 (55.56%) sample members have faken internal loans.
The minimum loan taken by a member from group fund is Rs. 70/- and the maxi-
mum cumulative is Rs. 6750/-. The loans are sanctioned as per the decision of

the members in group meetings.

External Loan:

Though BRO is supposed to provide credit support to group members, only 8
(17.78%) sample members have received BRO loans. The loan amount received

by a member range from Rs. 1000/- to Rs. 12,000/-.
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Utifization of Loar.

Table 2.3.13 shows the utilization of credit consisting of both internaj and external

loans.

Table 2.3.13: Creditutilization by loanee members

Purpose Number of loan Percentage
Investment 15 46.88
Social Ceremony 4 12.50
Treatment 4 12.50
Consumption 9 28.13
Total 32 100.00
Saurce: Field Survey .
Figure 2.3.8: Gredit utilization of loanee members.
Consumption
(nvestment

Treatment

Social
Ceremony

tl:getrnal l?ans are mostly utilized for consumption, social ceremony and medical
a i , S
ment, whereas BRO credit Support to members are made availabel for in-

Activiti

ALt;i:;:fe Number of loans Percentage
Fishery 2 =
Animal husbandry 2 o
Production angd sale of country liquor 2 o
Petty trade o
Weaving : o
= 3 20.00

| 'ota 15 100.00

Source: Figld Survey

55




Figure 2.3.9: Distribution of loans by income generating activities [ncome

Weaving Agriculture

gt = The impact on the in(_:ome standard could not be ascertained as a very few mem-
bers earn a regglar mcorr_me. The investment made in some income generating
Activities like agriculture, fishery, and animal husbandry is not quick yielding. This

Produclion A8 has made difficult to ascertain the difference in the income levels of the members

Husbandry o)
anc?o:?::yof before and after joining SHGs.
liquor
Employment:
Repayment of loan:
The programme has helped the loanees to employ themselves in subsidiary house-

- .l , _ h ivities like weaving, poultry, ducke .
There is rigid repayment schedule. The members repay their loan according to - aci Bt 4 i

their convenience. The rate of repayment of external loan is about 67%. Quality of life:

3.3.5. IMPACT OF THE PROGRAMME " No pereeptible improvement in the quality of life of the members has been no-
ticed.

The programme has made certain impact on the socio-economic conditions ofl

the poor. Training Programme:

Saving: . Though the programme has given an opportunity to the members to acquire skill

through training programmes centrally conducted at Regional Rural Training Cen-
trfa at Umran, Meghalaya, only 9 (22%) sample members could avail the benefit.
Since the medium of instruction is in English, those members who could not
follow English did not derive any benefit from the training. \

L
The programme could cultivate saving culture among the rural poor section of the
society where there is no banking facility. It has helped the members to under-
stand the importance of savings.

) et Social Impact:
Credit accessibility:

The programme could produce s iti ial i

The programme has made consumption and investment credit available to the take part in decision malF()ing of the?:r:il; OTSrl‘t;Vri:;(;::slmf‘ac:‘_ e wqmen fow
poor. It has freed some of the members from clutches of non-formal sources of have developed some type of self—confidence to starte ek Te.C-e.IVed Iogns
credit, which generally charge a highrate of interest. against poverty. sgtomic acliviios do.ngnt

Income Generating Activities:

About 15 (33%) sample members have started income generating activities. The
credit made availabele to male members is utilized in agriculture, fishery, petty,
trade etc., whereas the credit given to the female members is utilized in produc-

tion of country liquor, weaving, piggery, duckery, poultry, etc.
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CHAPTER 4

COMPARATIVE STUDY OF THE PROGRAMME

The microfinance programmes of the sample NGOs have both positive and nega-
tive elements. This chapter is devoted to understand the positive and negative
elements of the micro finance programmes of the NGOs.

4.1. RASHTRIYA GRAMIN VIKAS NIDHI- CSP

Some of the positive elements of the SHG programme of the RGVN are as fol--r

lows:

1. The programme targets rural poor population‘under the poverty line who do not
enjoy formal credit facilities.

2. The socio-economic homogeneity is found among group members.

3. Due to similar socio-economic background the group selidarity is being found.

4. There is a perfect monitoring system in the programme. The field supervisors
attend the weekly meeting and clear doubts of the members.

5. The programme is credit driven and so CSP is a more focussed programme.

6. CSP believes that credit support will help to empower the poor both socially
and economically. ,

7. The programme is feasible or successful among the petty traders, small busi-
nessmen, who earn daily or weekly income.

8. Saving component of the programme also helps the poor to meet their emer-
gency needs. _

9. The gap between application for loan and credit disbursement is very small.

10. The programme is client friendly.
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Some of the negative elements of the programme are:

1. The execution of the programme appears to be very commercial. There was
an undue haste in providing credit to the members. Sufficient effort was not
paid to identify the income generating activities suited to their skill and aptitude.

2. The programmerisinot suitable for agricultural sectors. But, we cannot expect
every member to be asuccessful trader.

3. No traifing input is provided for optimal utilization of the credit provided.

4. The programme has not succeeded in empowering the women in true sense
of the term as the male members of their family are mostly using the credit
amount.

4.2. GYAN VIGYAN/SAMITI ASSAM - PROCHESTA

Some of the positive elements of the Prochesta programme of GVSA. are as
follows:

1. The programme targets women population exclusively who as a class remain
deprived.

2. It emphasizes on voluntary effort.

3. Itis thift driven. It also provides awarness motivation for literacy as a vehicle for
socio-economic betterment.

4. It believes that even poor women with own-pooled savings, if properly sensi-

tized, can fight for social and economic eémpowerment without any external
assistance.

Some of the negative elements of the programme are:

1. The soc10_~economic background of the members being heterogeneous, the
group sghdarity is comparatively less among the members. ,
2. The momtoring of the programme is not up to the mark, as the volunteers have
- ‘;I_C;] gei:drf::notfh;lr task wi.thout any monetary return/ compensation.
: St lscourggmg aII. external assistance severely limits the scope of
{ iNg economically gainful activities on a scale required to push up the

i
ncome levels of the members. Moreover, to make a dent on poverty only with

the help of ooled ; ; v d
i P savings of the members, it may require an inordinate amount
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4.3. BRO’S SELF-HELP GROUP PROGRAMME
Some of the positive elements of the SHG programme of the BRO are as follows:

1. The programme targets rural poor population of both sexes.

2. The socio-economic homogeneity is found among the members. Group soli-
darity is found among the women group only but this is lacking among the
members of male and mixed groups.

3. The programme not only provides credit support but also imparts skill develop-
ments.

Some of the negative elements of the programme are:
1. The gap between loan application and credit disbursement is found lengthy.'

Moreover, there is a longer time gap between two successive loans.
2. Though there is an established monitoring system, the functioning of the groups

are found not being properly monitored. n

3. The working of the programme is found adversely affected by frequent changes
of regional coordinators or field workers. :

4. It has failed to gather response from non-Christian rural population (though a+*
limited response has been found).

From the comparative study we can conclude the following:

@ The SHG programme is found to be more effective and successful among the
people living below the poverty line. A volunteer of GVSA told that Prochesta is
not fit for well to do members.

e The groups with members from similar socio-economic background are found
to be more successful.

® Proper monitoring and nurturing is must for successful running of the
programme.

e External credit support is must to bring up the target. population above the
poverty line. The time gap between application of the loan and receiving the
loan and receiving two successive loans must be short. A SHG programmé
with no external financial support may take longer time to bring up the pod
members above the poverty line.
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® Credit component of the programmes also bring together the members more
closely.

® Training for skill development imparted to the members help the members run
their business profitably.
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CHAPTER 5

CONCLUSION

The study of the self-help groups promoted, nurtured by the three leading NGOs, l‘i

viz., Rashtriya Gramin Vikas Nidhi, Gyan Vigyan Samiti Assam, and Bosco Reach-

out reveals that microfinance throuth SHGs is an important tool for sociceco- ,

nomic empowerment of the poor, particularly the women.

The programme has made an impact on savings of the self-help group members g
and cultivated saving habit among the poor. It has proved beyond doubt that even
the poor have saving potential. The self help groups provide an institutional frame-
work for converting these potentiais into reality. Further SHGs have promoted
group solidarity and collective action. In a‘'sense the microfinance programme
has succeeded to some extent in motivating the poor to make some savings and
pool these savings for mutal benefit of the members. The pooled savings also
have enabled some of the SHGs to receive loan support from external sources.
The credit made available by the SHGs has been instrumental in setting up a
number of micro enteprises from which some of the members are receving some
monetary benefits. But more important than the monetary benefit is the psycho-
logical benefit to the members who now perceive themselves as proud owners of
micro enterprises.

The microfinance programme has made institutional credit accessible to the
members. In the process many of the group members have been freed from the
non-formal sources of credit. The programme has also disproved the myth that
the poor are not bankable and credit worthy. Noteworthy that in many cases, the
rate of repayment of loan received under the microfinance programme is as high
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as 90% to 100%. The study proves beyond doubt that if the poor are properly
motivated and sensitized through education and training, they themselves can
generate some funds for setting up micro enterprises, which if effectively moni-
tored by a dedicated NGO, can go a long way in improving condition of the poor
and marginalised, besides conferring self respect and dignity on them. Although
the programmnie has certain limitations as already mentioned in proper places, it
carries the seeds of successful germination. It holds the promise of being z,an
instrument of socioeconomic transportation of rural poor.
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