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5.1 Introduction: -

The principal pillars on which microfinance schemes are built are thrift and credit. 

The building blocks of Self Help groups are therefore their inbuilt mechanisms of 

Microsavings and micro loans. The financial discipline, ability to build a group corpus 

and capacity to monitor the transactions related to thrift and credit are absolute 

essentials which contribute to the economic prosperity and sustainability of a-group. It 

is therefore a necessity that the operational features, specially selected to savings, 

interloaning, building of corpus, conduct of meetings, documentation etc. be studied 

in detail. This chapter details out these perspectives. 

However, before embarking on a discussion about operational features and 

group characteristics, it would be worthwhile to have an idea about the characteristics 

of the sample groups and their constituent members. The sample has been described 

in terms of group vintage, number of members, distribution of members etc. 

5.2 General &. Demographic Characteristics of SHGs. 

The characteristics of the SHGs have been studied with respect to their 

vintage, membership status, marital status of members, literacy levels, criteria for 

selection as members etc. These are described below. 

5.2.1 Vintage of groups 

Vintage means age of the SHGs. It was stated in sample description that, the 

sample constituted of groups having grade 1 or more i.e. vintage period of more than 

six months. A distribution of SHGs on the basis vintage revels that majority of them 

have completed three years. The vintage of more than 57% of sample group lies 

between nineteen months to 36 months. This signifies that, though the movement in 

this district was started in 1999 but it has picked up lately. Inspite of this, present 

trend shows that there is exponential growth rate (discussed in 2"d chapter) in group 

formation. Following table (No:5.2.A) is highlights the distribution of SHGs on the 

basis of vintage' of the groups. 
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Table No: 5.2.A 
p ercentage o son e as1s o vm age o f SHG th b . f . 't fth e groups 

Vintage of the group No ofSHGs % oftotal 
6------12 Month 12 5.263 
13------18 Month 14 6.140 
19-----24 Month 41 17.982 
25-----30Month 56 24.561 
31----36 Month 76 33.333 
37-----42 Month 11 4~825 

43----48 Month 6 2.632 
More than 48 Month 12 5.263 

Total 238 
Source: Field Survey 

The distribution shows that more than 75% of the groups were in the vintage 

category of 19 to 36 months, indicating that the study dealt with mature groups. 

5.2.2 Number of members 

Self Help Group sizes are contemplated to be 20 members. However in reality 

the actual number of members is half the contemplated number in most of the cases. 

A distribution according to size of membership indicates that the majority of the 

groups have been formed with 10 members. More than 80% of the groups have 

members upto 11 in a group and only 1.316% have membership of more than 15. 

Other than the questionnaire, from the discussion with the group members and the 

SHPis, it was found that they formed small size SHGs with 10-12 members only on 

the basis of two considerations-affinity and the operational benefits. Distribution of 

SHGs according to the size of membership is given in the following table. It has also 

been found that more than 98% of the members are female and most of the groups are 

purely women groups. There are some groups which have both male and female 

members. 

Table No: 5.2.B 
D' t 'b f IS n U IOD 0 s >Y siZe o mem ers Ip. fSHG b f b h' 

Number of Members No ofSHGs % oftotal 
Less than 10 Nil Nil 

10 101 44.298 
11 82 35.965 
12 22 9.649 
13 12 5.263 
14 5 2.193 
15 3 1.316 

Morethan15 3 1.316 
Total 238 

Source: Field survey 
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A pictorial representation of above table is given below. 

Distribution ofSHGs by size of membership 
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As stated earlier the main aim of microfinance is to provide adequate livelihood 

for the rural people those who live " Below Poverty Line" (BPL). The Government has 

been giving different incentives through various schemes for the upliftment of BPL 

families. SGSY is a spec ial type ofmicrofinance scheme which provides financial and 

nonfinancial benefits for the SHGs hav ing more than 70% BPL members . 

A distribution ofS HGs on the bas is of ratio ofBPL member in a group is shown 

in the following tabl e. It reveals that more than 38 percent of sample SHGs have 100 

percent BPL members and 11 percent of sample SHGs have 70-79% percent BPL 

members . Guidelines of SGSY also stated that a group must have at least 70% 

members under PBL category. Back-ended subs idy after 2"d grading under SGSY 

depends upon number of its BPL members . Therefore, a group can enjoy the benefits 

of having maximum BPL members in their group . Where as, the following table 

shows that approximately 69% SHGs have 90-100% members under BPL categories. 

Table no: 5.2.C 
Distribution of SHGs on the basis of percentage of BPL categories 

Proportion of BPL member No of group % of total 

100% BPL Members 92 38.65 

99%-90% BPL Members 72 30.25 

89%-80% BPL Members 46 19.32 

79%-70% BPL Members 28 11.76 

Less than 70% BPL Members Nil Nil 
Total 238 

Source: Field survey 
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5.2.4 Age of group members 

SGSY provides financial and technical assistance with the aim of transforming 

ordinary rural women into women entrepreneurs. Self Help Groups provide avenues 

for the development of microenterprises, where women of different ages jointly can 

float microenterprises. For this purpose, age is not a bar. All members can share group 

activities among them. The age distribution of sample microfinance beneficiaries in 

Jalpaiguri district is given in the following table (No: 5.2.D). The table depicts that 

about 66 percent of sample beneficiaries belong to the age group of 36 year to 50 

year. It is import;ant to highlight that about 6 percent of sample beneficiaries are more 

than 51 year old. Where as a limited portion (0.39%) of beneficiaries belong to less 

than 18 years old. It signifies that, women of a particular age group (36-50 year) are 

very much interested to become empowered through the SHG. 

Table No: 5.2.D 
Distribution of members on the basis of age group (N=2530) 

Age group No of Respondents % oftotal 

Below 18years 10 0.395 

18Years--35Years 680 26.877 

36Years-- 50Years 1682 66.482 

51 Years and Above 158 6.245 

Source: Field Survey 

5.2.5 Literacy Level 

The weaker sections that are the focus of the SHG based microfinance 

programme are generally characterised by high levels of illiteracy without any formal 

education. An analysis of the educational status of the sample beneficiaries is shown 

in the following table (No: 5.2.E) which reveals that about 33 per cent of them were 

illiterate. About 45 per cent of the sample beneficiaries passed primary level only. 

Members who studied up to secondary and higher secondary levels were reported at 

14 per cent and 4 per cent respectively. The picture is not bleak considering that about 

66% of the members of the sample groups are literate can therefore at least understand 

basic mathematics, read figures in their pass books and sign. 
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Table No: 5.2.E 
Distribution Beneficiaries on the basis of educational qualification (N=2530) 

Educational Qualification No of members % oftotal 

Illiterate 842 33.28 

Primary 1145 45.26 

Secondary 369 14.58 

Higher Secondary 122 4.82 

Upto Graduate 52 2.06 

Source: Field Survey (2006) 

5.2.6 Marital status of members 

An analysis of marital status of the beneficiaries (Table No: 5.2.F) indicates 

that about 85% of the group members are married. Whereas about 3%of total 

respondent members are unmarried. It has been found througp. discussion that there is 

a general perception that, unmarried women have to change her residence after 

marriage which creates operational problems. So the married women and widows in a 

group do not want to include an unmarried woman as a member of their SHG. It is 

interesting to note that about 11% of total respondents are widows. These widows had 

to depend on her sons for all kinds of financial and nonfinancial matters prior to 

joining SHGs. Very often other members of a widow's family did not co-operate with 

her. SHGs provide an alternative source of livelihood where they can generate income 

on their own to reduce dependency. 

Table No: 5.2.F 
Distribution ofSHGson the basis ofmarital status 

Martial status No of res.pondent % oftotal 
Married Members 2r56 85.217 

Unmarried Members 92 3.636 
Widows 282 11.146 

Source: Field Survey 

5.2~7 Size of Family 

An analysis about the number of children per member has given in the 

following table (No: 5.2.G). Nearly 51 per cent of the sample beneficiaries have 3-4 
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children per member and 24 per cent reported a family size of more than 5 children. 

After joining SHGs the members have taken active steps to create awareness 

regarding family planning among the members and others in the locality. As a result it 

was found that some group .members have kept their family size restricted to one or 

two children. 

Table No: 5.2.G 
Distribution of SHGson the basis of number of children per member (N=2530) 

No of children per member No of respondents % oftotal 

1-2 chilc:lren 632 24.98 

3-4 children 1280 50.59 

More than four 526 24.43 

Source: Field Survey 

5.2.8 Cast Composition 

The programme envisaged the covering of socially and economically weaker 

sections, particularly· social groups like SCs/STs and Other Backward Classes 

(OBCs). The distribution of sample households according to. social groups revealed 

that the proportion of members belonging to SCs/STs accounted for 56 per cent 

followed by backward classes at 16 per cent. Among the sample SHG members 

(2530) only 27 per cent belonged to general castes (Table No: 5.2.H). 

Table No: 5.2.H 
Distribution of SHGsmembers on the basis of castes (N =2530) 

Cast No of beneficiaries % oftotal 

General 702 27.75 

SC/ST. 1422 56.21 

OBC 406 16.05 

Source: Field Survey 

From sources other than survey, it was found out that the coverage of weaker . 

sections in SHGs over the years increasing, thus covering more and more weaker 

sections in the programme. 

An. analysis about the composition ofSHGs is shown in the table (No: 5.2.1). 

It indicates that SHGs consist of beneficiaries of different caste. Rural economy is 
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entangled by the acute problem of caste system. It was observed during the field 

survey that no discrimination is made of caste and religion. Following table described 

that, about 54 percent of sample SHGs were formed with the combination of 

beneficiaries having different castes. This phenomenon helps to reduce the caste 

problem in the rural society. Following table shows that there are also significant 

numbers of groups consist of same categories members. This is because of existence 

of same categories of caste and religion the village or locality. 

Table No: 5.2.1-
Distribution on the basis of proportion of caste of the members (N=238) 

Proportioncof SC on the basis of total No SHGs %of total 

100% SC& ST members 68 28.57 

99%---80%SC & ST members 40 16.80 

79%---60% SC & ST members 36 15.12 

59%---40% SC & ST members 28 11.76 

39%---20% SC& ST members 12 5.04 

19%----Nil SC& ST members 12 5.04 

1 00% General members 42 17.64 

Source: Field Survey 

5.2.9 Selection criteria of members 

Field survey reveals that all SHPis have used some criteria for the selection of 

beneficiaries for a particular group. Those criteria are categorised into few broad 

heading like, neighbourhood, caste, gender, homogeneity, social affinity and others 

factors and responses have shown in the following table (No: 5.2.1). 

Table No: 5.2.J 

Distribution of SHGs on the basis of c~iteria-for selection of members before 
group formation 

Criteria No of:SHGs % oftotal 
Neighbourhood 175 73.53 

Caste 48 20.17 
Gender 126 52.94 

Homogeneity 202 84.87 
Social Affinity 33 13.87 

Others 11 4.62 
Source: Field Survey 
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The table depicts that the basic criteria for selection of members before 

forming the group was economic homogeneity, neighbourhood and gender. This 

following table also depicts that caste is a hardly matter for the selection of members 

before forming the group. A pictorial representation of above table (No:5.2 .J) is given 

below. 

Distributionn ofSHGs on the basis of member selection criteria. 
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5. 2. 10 Occupation of spouses 

This study has taken into consideration women beneficiaries only. In the pre 

SHG period the women members of the family were busy with their traditional family 

chores. The male members were only earning members of the family. Therefore, for 

any expense, a female member depends on the earnings of the male members in the 

family. It is an universal truth that the level of earnings depends on the occupation of 

the individuals . The varieties of occupations of the husband are listed in the following 

table (No: 5.2.K). An occupation wise distribution of 2156 members (female 

members only) is given below. It reveals that husbands of 31.36 % of sample 

respondents are marginal farmer and 33.95% are landless labourer. So this indicates 

that, income from above two occupations is very low and it is directly associated with 

poverty in rural areas. Naturally, female members of those families are always tried to 

find out the alternative source of livelihood which provides financial support to their 

families . 
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Table No: 5.2.K 

Distribution of members of SHGs on the basis of occupation of their 
husbands (N=2156) 

Occupation No of members % oftotal 
Landless agricultural labour 752 33.95 

Artisan 336 15.58 

Non farm labour 140 6.03 

Petty trader 260 9.83 

Marginal farmer 682 31.63 

Fishery 28 1.30 

Services 36 1.67 

Source: Field Survey 

5. 3 Financial characteristics of SHG 

Financial characteristics reveal the backbone of SHGs, as the sustainability 

and economic viability depend on them. For this purpose the group corpus, 

contribution pattern, savings mechanism and interloaning mechanism of the sample 

SHGs in Jalpaiguri have been examined in details. 

5.3.1 Group corpus 

As per the guidelines of SGSY, the members should build their corpus through 

regular savings. The group should collect this voluntary savings from all the members 

regularly. This savings will be linked with the concerned bank. The group should use 

this fund to advance loan to the members on the basis of fixed interest rate. Initially, 

The amount of group corpus = savings + interest on savings + amount of 

interloan + inter~st on interloan. 

After the 1st grading of the groups, DRDC of concerned district provides 

Revolving Fund (RF) to the groups to augment the group corpus. So after 1st grading, 
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The amount of group corpus = savings + interest on savings + amount of 

interloan + interest on interloan +revolving fund. 

Therefore, the amount of group corpus is directly related with the vintage of 

the group and the amount of voluntary savings per member. A Distribution of sample 

SHGs on the basis of amount of group corpus is given in the following table 

(No.5.3.A). 

Table No: 5.3.A 
Distribution of SHGs on the basis of amount of group corpus 

Amount of group corpus No ofSHGs % oftotal 

Upto Rs.25000/- 67 28.151 

Rs.25001/----Rs.30000/- · 51 21.429 

Rs.3000 11----Rs.35000/- 28 11.765 

Rs.3 5 001 I----Rs.40000/- 19 7.983 

Rs.40001/----Rs.50000/- 20 8.403 

Rs.50001/----Rs.75000/- 25 10.504 

Rs. 7500 1/---Rs.l 00000/- 21 8.824 

Rs.l 00001/---Rs.200000/- 4 1.681 

More than Rs.200000/- 3 1.261 
Source: Field Survey 

The above table shows that a large number of SHGs has corpus fund only upto Rs 

25000. It is interesting to highlight that, about 1 per cent of sample SHGs have their 

corpus fund more than Rs 200000/-. A larger group corpus indicates the capacity of 

the group to take up larger projects or built up multiple microenterprises. It also 

indicates the capacity of the groups to make more interloans among the members. 

Moreover, a large group corpus is also result of more contribution from members. 

These aspects are examined_below. 

5.3.2 Frequency of collection of members' contribution 

Under the SGSY system of mobilisation of savings, SHGs members deposit a 

fixed amount every month as thrift which is unanimously decided in their group 

meeting. Group meeting also decides the date of collection of this fund from the 

members and also decides the responsible person who will collect the fund. In most of 

the cases group leader or treasurer collect the fund at their predetermined date. In few 

cases, the_members face difficulty in payment of their monthly contribution once in a 
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month. On the basis of economic condition of the members, fund collecting authority 

collects the fund on bimonthly or weekly basis. A distribution of SHGs on the basis of 

frequencies ofthrift collection is given in the following table (No: 5.3.B) 

Table No: 5.3.B 
Distribution of SHGs on the basis of frequency of collection of thrift funds 

(N=238) 
Frequency of collection No ofSHGs % oftotal 

Monthly 198 83.193 

Bimonthly 4 1.681 

Weekly 36 15.126 

Source: Field Survey 

Above table reveals that about 83 percent of total sample SHGs paid towards 

thrift fund on monthly basis whereas 15 percent paid at their weekly group meeting 

and 1 percent paid at their fortnightly group meeting. 

5.3.3 Contribution per member 

SHG based modem microfinance scheme is based on the thrift fund which 

accumulates with the contribution of all the group members. Group members 

contributes equal amount from their emergent credit needs and it depends primarily 

on their family income. It has see!l that (Table No.5.2.K), significant portion of 

members belong to a very low-income group as their husbands are landless labourers, 

marginal farmer and rural artisan etc. At the time of formation of SHG, all members 

unanimously decide their contribution rate towards their thrift fund (group saving). 

The amount of contribution per member differs on the basis of socio economic status 

of the SHGs. The field survey reveals that a significant number of SHGs reported 

increase in savings rate over a period of time. Different amount of monthly 

contribution per member is shown in the following table (No: 5.3.C). In some cases 

members of those SHGs which earlier deposited in fortnightly and weekly basis 

towards their thrift fund have converted into monthly basis. The contributions have 

been reported on monthly basis to maintain uniformity. For this, amount of fortnight 

and weekly contributions were multiplied by two and four respectively to get monthly 

contributions. 
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Table No: 5.3.C 

Distribution of SHGs on the basis of members' contribution per month 

Contribution per month No ofSHGs %of total 

Rs20---Rs50 Per month 163 68.487 

Rs 51---Rs80 Per month 53 22 .269 

Rs 8 1---Rs I OOPer month 22 9.244 

More than Rs l 00 N il Nil 

Source: Field Survey 

Above table shows that about 68% of sample SHGs have taken co ll ective 

decision on their monthly contribution which ranges from Rs20-Rs50 . Whereas, 

members of about 53% of sample SHGs contributed monthly which ranges from 

Rs51-Rs80 . It is interesting to highlight that, there is no SHG whose members 

contributed more than Rs I 00 per month. A pictorial representation of above table is 

given below. Puhazhendi & Satyasai (200) and Puhazhendi & Badatya (2002) 

observed that in most of the cases members' contribution were in the range o f Rs. 5 to 

Rs. 150 per month per member thi s study also shO\\S that Majority of SHGs (48%) 

saved Rs. I 0 to 20 per member per month . About 23 per cent of SHGs reported 

increase in sav ings rate over a period of time. The percentage ofSHGs with increased 

savings rate over time. 

Distribution ofSHG on the basis of amount of contribution per 
member 
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Amount of Saving 

A saving wise classification of SHGs is giVen m the following table 

(No.5.3.D). It reveals that a large numbers of SHGs have accumulated savings over 

Rs 25000/-. As stated earlier that, amount of saving accumulated with the help of 

members voluntary contribution per member per month. So the SHGs having 

comparatively longer vintage period save for longer period of time . .It can be noted 

that, about 1 per cent of sample SHGs have savings amount more than Rs 50000/-. 

Table: 5.3.D 
n· t 'b t' IS ri U IOn 0 fSHGs h b . f t f o.nt e as1s o amoun o savmgs as on 31 03 06 - -

Amount of savings (31-03..;06) No ofSHGs % oftotal 

Upto Rs5000/- 62 26.050 

Rs5001/------Rs 10000/- 48 20.168 

RslOOOl/------Rs 15000/- 34 14.286 

Rs15001/------Rs 20000/- 26 10.924 

Rs20001-----Rs 25000/- 21 8.824 

Rs25001-----Rs 30000/- 15 6.303 

Rs30001/----Rs 35000/- 9 3.782 

Rs35001/----Rs 40000/- 6 2.521 

Rs40001/----Rs 45000/- 5 2.101 

Rs 450011---Rs 50000/- 8 3.361 

More than Rs 50000/- 4 1.681 

Total 238 

Source: Field Survey 

5.3.4 Interloaning Operations 

One of the important features of SGSY is that the amount of thrift fund rotates 

among the members as per their emergent credit needs. The group prioritise the loan 

application of the members. In the group meeting, all the members unanimously 

decide on the fixation of loan amount, interest rate, repayment period and other 

financial management norms. 

A distribution of SHGs on the basis of amount of interloan per member is 

shown in the following table (No:5.3.E). It depicts that overwhelmingly large 

numbers of SHGs have average amount of interloan more than Rs 5000/-. It depends 
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on the quantum of available corpus fund of the group which is related with its vintage. 

It is interesting to note that, most of the SHGs made their internal lending from their . 

group corpus. 

Table No: 5.3.E 
Distribution of SHGs on the basis of amount of interloan per member 

Amount of interloan (Average) No of group % oftotal 

Less than Rs2000/ - 54 22.689 

Rs2001------Rs3000/- 34 14.286 

Rs3 001------Rs4000/- 12 5.042 

Rs400 1------Rs5 000/- 42 17.647 

Rs5 001------Rs6000/- 28 11.765 

More than----Rs6000/- 68 28.571 

Total 238 

Source: Field Survey 

A distribution of SHGs on the basis of loan amount as a proportion of group 

corpus is shown in the following table (No5.3.f). The table depicts that, about 28% of 

sample SH Gs have used 21% -40% of corpus fund for the purpose of internal lending 

among its members. About 11 per cent of sample SHGs reported that 81%- 100% of 

their group corpus fund had used for the purpose of internal lending. It signifies that, a 

large portion '?f group corpus either lies with their bank account or is used to finance 

their microenterprises 

Table No : 5.3. F 

Distribution of SHGs on the basis of proportion of interloan as a % of Group 
Corpus (n=238) 

Amount ofinterloan as a % of total corpus No ofSHGs % oftotal 

0% Nil Nil 

1%---20% 48 20.168 

21%---40% 68 28.571 

41%---60% 55 23.109 

61%---80% 40 16.807 

81%---100% 27 11.345 

Source: Field Survey 

118 



A pictorial representation of above table is given below. 

Distribution of SHGs on the basis of amount of interloan as 
proportion of group corpus 
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5.3.4.1 Frequency oflnterloaning 

A distribution of SHGs on the basis of frequency of interloaning is shown in 

the following table (No:5.3.G). The table depicts that a large percentage of sample 

SHGs issued loan to its members once in a month. In this case, atleast one member 

have taken loan from their group once in a month. About 3 %of sample SHGs did not 

have any specific time limit to issue such loan. About 23 per cent of sample SHGs 

issued loan once within 2-3 months. It is interesting to note that about 3 percent of 

sample SHGs issued loan once within 4-6 months . Some times, due to lack of 

adequate fund they were not able to issue loan on time even though there was demand 

for loan. In another few cases, due to lack of initiative and demand for loan their loan 

issue period was high. Puhazhendhi & Badatya (2002) have studied the perfonnance 

of bank linkage programme in Kalahandi- Koraput Koraput (KBK) region in Orissa. 

This study observed that, most of the loans were contracted for a period ofless than 12 

months both in terms of number of accounts (93%) and loan amount (78% ). However, 

there was a tendency to converge towards 6 to 12 month period during post-SHG 

situation. For 6-12 months range of loan period, the number of accounts and loan 

amount was 57 per cent and 37 per cent during pre-SHG situation, which had 

increased to 80 per cent and 7 4 per cent during post-SHG situation. Further the option 
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of loan period of more than 2 years were not preferred by the members during post

SHG situation. MYRADA (2000) fo und that most loans \Yere proYided for a period of 

less than 12 months. 

Table No: 5.3.G 

Distribution of SHGs on the basis of frequency of interloaning 

Distribution ofSHGs on the basis offrequency ofissueance of 
interloan 

4% 

43% 

5.3.4.2 Purpose oflnterloan 

No time s pec ific time limit 

• Once in a month 

DOne e during 2-3 nonths 

• One e du1ing 4-6 nunths 

The purpose of loan availed by the sample members were classified into six 

categories for this study. The income generating purposes include purchase of input 

for agriculture, petty trade and other non-firm activities . Loan for consumption 

purposes, loan for medica l treatment offamily members, loan for soc ial function like, 

marriage and funeral ceremonies etc . 

A distribution of group members on the basis of purpose of internal lend ing is 

shown in the following table (No: 5.3. H) . The table depicts that interloans are mostly 

used for income generation purposes (62 . 6 1 %). About 11 per cent of sample 

members have taken loan fo r their health and sanitation. So it signifies that, 
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Microfinance economically empowers the members to take care about the sanitation 

fac ilities of their families and can go for medical treatment as and when requ ired. It 

also motivated the members to send their children to school regularly as they became 

economically sound enough to purchase required study materials and able to pay 

tui tion fees etc. It is interesting to note that, only a negligible portion of members have 

take loan from their group for consumption purposes. Puhazhend i & Badatya (2002) 

fo nd that out of average amount of interloan 72 per cent was for income generating 

purpose whic h include purchase of inputs for agricu lture, petty trade and other non

farm activities, Where as the remaining 28 per cent was for consumption and other 

soc ial funct ions and contingencies such as medical expenditure and other social 

functions like, marriage and funeral ceremonies, etc. This study also identified that 

the average share of borrowed funds reported to be used for production purposes 

increased from 56% to 72%; the share of loans used for consumption purposes came 

down from 44% to 28%. 

Table No: 5.3.H 

Distribution of group members on the basis of purpose of interloan (N=2530) 

Purposes of interloan No of members % ofTotal ! 

Income generation 62 .61 : 1584 
--~------.,~--------------------~ 

Consumption I I 4.03 

Health and sanitation I N3 I 11 .98 

Social function 132 5.22 

Education of ch ildren 220 8.70 

Medical treatment 189 I 7.47 

Source: Field Survey 

A pictorial representation of the above table is given below. 
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5.3.4.3 Interest on Internal ~ending 

Interest rate is one of the basic Issues being debated while assessing the 

programme. Interest on internal lending is an important ingredient of group corpus. 

As much as group corpus fund rotates among the members as internal loan, volume of 

interest income increases which in tum increases the quantum of corpus fund. Modem 

microfinance aims to disentangled rural poor from the aggressive moneylender and 

indigenous bankers who charged high interest rate on their loan amount. A 

distribution of SHGs on the basis of rate of interest charged by them on their interloan 

is shown in the following table (No:5.3.I). 

Table No: 5.3.I 
Distribution of SHGs on the basis of rate of interest on interloan 

% of interest per month No of group % oftotal 

2% per month 128 53.782 

3% per month 70 29.412 

4% per month 28 11.765 

5% per month 12 5.042 
Source: Field Survey 

This above table depicts that, rate of interest on internal lending ranges from 

2%-5% per month i.e. 24%-60% per year. Out of this, about 53 per cent of sample 

SHGs charged interest@ 2 per cent month. Where as loan amount of 30 per cent of 

sample SHGs were contracted at the interest rate of 3 per cent per month. Other than 

the questionnaire survey, focus group discussion reveals that a significant portion of 

sample SHGs have reduced their interest rate over the time depending upon the 

volume of group corpus. Puhazhendi & Badatya (2002) found out an important fact 

that the _groups were charging different interest rates for the corpus of funds mobilized 

through savings and bank loan. The average interest rate charged on the loan out of 

the group savings was reported at 2.56 per cent per month. It also observed that older 

SHGs had charged lower interest as compared to recently formed SHGs. 

This analysis provided evidences for the positive impact of the programme in 

reducing the interest burden of the members and avoiding the exploitation of the poor 

by informal agencies, particularly moneylenders, commission ag~nts, etc. 

A pictorial representation of above table is given below. 
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Amount of interest on internal lending directly depends upon the duration of 

loan repayment period. Longer the repayment period, higher is the amount of interest 

earning. Following table shows that members of about 41 percent of sample SHGs 

repaid their loan within four to six months from the date of issue of loan. Where as 

members of about 32 per cent of sample SHGs have repaid their loan within 3 months 

from the date of issue of loan. Focus group discussion has revealed the fact that, the 

option ofloan period of more than 2 years was not preferred by the members. Because 

the members argued that, this higher blockage period creates problem to rotate the 

funds among all the members of their own group. 

Loan repayment with in the due is the key indicator of the group performance. 

Adherence to group norms increase the morale of the members. Peer pressure and 

peer support play catalytic role in the group based microfmance system at the new 

paradigm. The peer pressure and peer support helped and motivated the members to 

repay the loan on time. Under this mechanism loan recover rate was mounted to 

I 00%. Puhazhendi & Badatya (2002) observed that loan repayment was considerably 

satisfactory as 83.3 per cent of the groups had promptly repaid the loan and on ly 16.7 

per cent of the groups reported late payments on current loans. The average loan 

period was fixed at 6- 1 0 months with loans most commonly repaid in monthly 

installments. Sometimes loans were repaid much before the completion of the loan 

period. Cent percent SHGs reported closure of their previous accounts before going 

for another loan. 
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Table No; 5.3.J 
Distribution of SHGs on the basis of repayment period 

Repayment period from the date of drawing 

Within 3 months 

No of SHGs % of total 

77 32 .353 

Within 4--6months 98 41. 176 

Within7--9months 35 14.706 

Within l 0-- 12 months 18 7.563 
~~~~~~~--

More than 12 months 10 4.202 

Source: Field Survey 

A pictorial representation of above table is given below. 
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The association between vintage of groups and corpus of groups 

Thrift habits of members result in regular savings thus leading to increase in 

the volume of the group corpus. As the vintage of the group increases, the amount 

saved al so increased. It would therefore be prudent to examine whether the group 

corpus is associated w ith the linkage of the groups. Chi - square (2) test was used the to 

verify association between the vintage of groups and volume their group corpus. The 

hypothes is framed was: 

H0 : Amount of group corpus is not associated with the vintage of groups. 

H t. Amount of group corpus is associated with the vintage of groups. 

For the purpose of conducting the test the columns and rows of following table 

(No: 5.3.K) were coalesced so that 80% ofthe expected cell frequencies were above 5: 

columns l & 2 into one column, columns 4 & 5 into another column rows l & 2 into 

one row. 
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Table No: 5.3.K 

Association between the vintage of groups and amount of group corpus 

Vintage of group 
S5000 

Amount of group corpus (Rs) 

5001-10000 10001-15000 15001-20000 ~20000 

6------12 Months 10 5 0 0 0 

13------18 Months 6 8 6 1 0 

19-----24 Months 0 15 3 5 0 

25-----30Months 0 10 18 17 0 

More than 31 0 7 28 36 63 
Months 
Source: Field survey. 

x2 = 131.6. 

The value is significant at 1% level with 6 degree of freedom. Therefore, the 

null hypothesis is rejected and alternative hypothesis that the amount of group corpus 

is associated with the vintage of group is accepted. The findings clearly indicate that 

thrift habits are regular and as the groups mature, the group corpus expands. Had thrift 

habits been irregular, or had such habits been liquidated the association would not 

have been positive. 

5.3.4.6 Association between the volume of group corpus and amount of 

interloan 

Since groups issue loan from their corpus to the members, the amount of 

interloan is logically supposed to increase with the amount of group corpus. So it is 

worthwhile to know whether the amount of interloan is associated with the group 

corpus. To verify the association between the amount of interloan and the volume of 

group corpus, Chi- square (x2) is used. The hypothesis framed was: 

Ho: Amount of interloan is not associated with the amount of group corpus. 

H1: Amount of group interloan is associated with the amount of group corpus. 

For the purpose of conducting the test the columns and rows of following table 

(No:5.3.L) were coalesced so that 80% ofthe expected cell frequencies were above 5: 
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columns 4& 5 into one column and rows 1 & 2 into one row and rows 4 & 5 into 

another row. 

Table No: 5.3.M 

Association between volume group corpus and amount of interloan 

Amount of 

group corpus ~ 5000 -5001-lOOOO 

~ Rs 10000 25 

10001-15000 6, 

15001-20000 1 

20001-25000 1 

~5000 0 

Source: Field survey. 

x2 = 228.58, 

12 

13 

5 

6 

0 

Amount of interloan 

10001-15000 15001-20000 ~20000 

0 0 0 

18 0 0 

32 18 16 

18 12 10 

0 20 25 

The value is significant at 1% level. Therefore, the null hypothesis is rejected 

and alternative hypothesis that the amount of interloan was associated with the group 

corpus is accepted. This indicates that a very positive aspect of the success of the 

microfinance programme. The result indicates that the women beneficiaries have been 

able to inculcate good financial management practices and recycle the group corpus 

through interloans. 

5.3.4. 7 Association between the amount of group corpus and rate of interest on 

interloan. 

Group members save equal amounts every month to build the group corpus, a 

part of which rotate among the members as interloan as per the unanimous decision of 

the members in group meetings where the rate of interest is also decided. It is a source 

of income for the group. Different groups charge different rates of interest. It was 

found that the quantum of corpus is associated on the vintage of the groups and 

amount of interloan is depends on the volume of group corpus. Therefore, it would 

also be interesting to know whether the rate of interest is associated on the quantum of 

group corpus. It would not be unnatural that higher rate of interest leads to large 

amount group corpus. In order to assess this association, Chi- square (x2) test was 

used with the total sample of SHGs. The hypothesis framed was: 
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Ho: Amount of group corpus is not associated with the rate of interest on 

interloan. 

H 1: Amount of group corpus is associated with the rate of interest on interloan 

The contingency table (No: 3.5.N) shows the association between the variables. 

Table No: 3.5.N 

Association between the amount of group corpus and rate of interest on 

interloan. 

Amount of 

group corpus 

~ Rs 10000 

10001-15000 

15001-20000 

20001-25000 

;:::25000 

Source: Field survey. 

x2 = 31.95. 

2% 

25 

15 

19 

6 

2 

Rate of interest on interloans 

3% 4% 

20 12 

11 32 

3 12 

6 5 

3 2 

5% 

22 

11 

17 

11 

4 

The value is significant at 1% level. So, the null hypothesis is rejected and 

alternative hypothesis is accepted. Therefore, it can be conclude that the rate interest 

charged by the different groups on the basis of volume of their group corpus. This 

shows that SHGs have been charging higher rate of interloan for building up group 

corpus. 

5.4 Self- governance of SHGs- operational characteristic. 

A SHG is a self contained unit, the governance of which is bestowed with the 

members themselves. Usually, the team is guided by the group leader, who is the 

principal motivator and convenor of meetings. Though governance includes both 

formal and informal dimensions, group meetings, attendance of group meetings, 

agenda of meetings etc. 

5.4.1 Conduct of'Group meetings. 

One of the important features of Self Help Groups are that, members have to 

sit jointly in a meeting at regular intervals monthly, fortnightly or weekly. Regular 
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meeting of group members is one of the activities of the SHGs, that ensure effective 

participation of members. SHGs have to function in a democratic manner. So, every 

activity of a group is depends on the unanimous decision in their group meeting. In 

the meetings the members discuss their common problems and other issues that need 

to be sorted out through the intervention of the group or other members. The group 

leader, secretary or any other responsible member of the group, calls this group 

meeting. In most of the cases members determined the schedule date of group 

meeting. Some times it may change according to the situation. Other than the 

concerned group members a representative gram panchyat, block officials, bank 

officials, NGO workers etc. attended the group meeting in some occasions. Those 

who are external, they discussed various new aspects about the present ongoing 

scheme. The members could get the satisfactory answer about the socio economic 

benefits of the beneficiaries and could solve the internal problems of the groups 

through the direct interaction with the externals. All members will be well acquainted 

with the progress of the group from the group meetings. Therefore frequent meeting is 

very much essential in order to ensure the transparency in the group operation. 

A distribution of SHGs on the basis of frequency of group meeting held is 

given in the following table (No5.4.A). The table shows that meetings on monthly 

basis were observed to be the most common phenomena (37 %) followed by 

fortnightly (32%) and weekly meetings (11 %). Where as about 13 percent of sample 

SHGs meet irregularly without any proper schedule. It is interesting to note that, 

about 5 percent of sample SHGs did not conduct any kind of meeting. Where as 

Puhazhendi & Badatya (2002) observed that regarding the fixing of meetings, about 

50 per cent of groups had a fixed date and timing while others had flexibility in their 

schedule of meetings suiting to the convenience of the members. 

The group leaders of the SHGs who held meetings irregularly or did not hold 

meeting at aU were asked as to why members were reluctant to attend meetings. The 

reasons they-forwarded were as follows. 

(a) Inconvenience in date and time of meeting. 

(b) Difficulty in adhering to time schedules. 

(c) Preoccupation with domestic chores. 

(d) Perceivingthe time spent for SHG meeting as wastage. 

(e) Resistance from spouse/ family members. 
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These difficulties are not insignificant and cannot be ignored as infrequent 

assemblies can result in loss of group cohesion and disintegrate the groups. 

Table No: 5.4.A 
Distribution of SHGs on the basis of frequency of group meeting held 

Frequency of meeting No of SHGs % oftotal 

Weekly 28 11.765 

Monthly 89 37.395 

Fortnightly 77 32.353 

liTegularly held 32 13.445 

Not held 12 5.042 

Total 238 

Source: Field Survey 

A graphical representation clarifies the matters below. 

Distribution ofSHGs on the basis offrequency of group meeting 
held 

5% 12% 

F01tnightly 

1 • Irregularly held 
38% 1 0 Not held 

5.4.2 Attendance of member in group meetings. 

l 

All members jointly sit for a meeting as per their predetermined date and 

place. Compulsory attendance of members in the meetings is one of the pre-requisites 

for the smooth functioning of the group. It is one ofthe indicators that ensure the active 

participation of members in the meeting of the group in a democratic manner. 
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Members can learn various facts about the socio economic environment of the society 

in which the group operates. Peer pressure plays active role to mobilise the members 

for meeting. Rural vulnerable women are often busy with their family chores and very 

often earn money as daily labourers and sometimes cannot find time to attend their 

group meetings. A distribution of SHGs on the basis of attendance of members in their 

group meeting is given in the following table (No: 5.4.B). The table reveals that the 

level of attendance was more than 100 per cent in case of about 32 per cent of SHGs 

and it was between 90-99% per cent in about 50 per cent of SHGs. It is interesting to 

note that, there is no SHG where less than 60% members have attended their group 

meeting. MYRADA (2002) and Puhazhendi & Badatya (2002) found that more than 

90% of SHG Il_lember attended at least 70% of all meetings. 

Table No: 5.4.B 

Distribution of SHGs on the basis of attendance of members in their group 

meeting (N=226) 

% of members attended in group meeting No ofSHGs % oftotal 

Full strength 74 32.74 

99%---90% of Full strength 112 49.56 

89%---80% of Full strength 28 12.39 

79%---60% of full strength 12 5.31 

Less than 60% of Full strength Nil Nil 

Source: Field Survey 

The study shows that the level of attendance was more than 90% in case of 

approximately 82% of the sample SHGs. Attendance of maximum members in the 

group meeting indicates the cohesiveness of the group~ Result of some of the study 

can be highlighted in this regard which identified the fact that "the level of attendance 

was more than 90 per cent in case of about 58 per cent of SHGs and it was less than 

70 per cent in about 7 per cent of SHGs. The higher percentage of attendance could be 

attributed to imposing penalty or fine for late attendance or absence in the meetings. 

About 67 per cent of groups imposed penalty or fine for late attendance or 

absenteeism in the meetings. However, there were provisions in almost all SHGs of 

waiving the penalty or fine for genuine reasons like sickness, urgency of work, etc". 
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5.4.3 Maintenance of resolution book and other documents 

It is required to note all the decisions of group meeting in a separate book 

where every member put their signature as their attendance in meeting. Basic 

orientation training provides required skill in order to equip them to write this 

resolution properly. Resolution book is very important document which is needed for 

assessing the performance of the groups in time of gradation. The unanimous decision 

of the group is recorded in this book and all the members have to put signature in it. It 

is an essential document for transaction with the bank. Some of the bank use to keep 

Xerox copy of this relevant resolution. In time of bank transaction. It has seen that 

about 33 percent of sample respondents are illiterate. So, in many cases, those 

illiterate members have difficulties in maintaining the resolution book. A distribution 

of SHGs on the basis of maintenance of resolution book is shown in the following 

table (No:5.4.C). This table shows that about 92 percent of sample group maintained 

resolution book of their group meeting. 
Table No: 5.4.C 

Distribution of SHGs on the basis of maintenance of resolution book. 

Resolution book No ofSHGs % oftotal 
Maintained 220 92.437 

Not maintained 18 7.563 

Total 238 100.00 
Source: Field Survey 

As stated earlier that, a significant portion of rural people are illiterate or have 

primary education only. On the other hand, SGSY guidelines stated that the group 

should maintain simple basic records such as Minutes book, Attendance register, 

Loan ledger, General ledger; Cashbook, Bank passbook and individual pass books. 

All such books are needed to be examined for assessing the performance of the group. 

Without the proper maintenance of such documents a group could not qualify the 1st 

grading. Naturally, very often they face difficulty to keep the entire records of group 

activities and resolution book on their own. In this case they have to depend on the 

male folk of any member's family. Otherwise they had to ask for external help, 

voluntary or fee based. A distribution of SHGs on the basis of person who are 

responsible for documentation is given in the following table (No:5.4.D). 
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Table No:P 5.4.0 
Distribution of SHGs on the basis of persons responsible for documentation 

Person No ofSHGs %of total 

Group leader herself 92 38 .655 

Any other member 45 18.908 

Spouse of group leader 53 22.269 

With the voluntarily external help 32 13.445 

With the fee based external help 16 6.723 

Total 238 100.00 

Source: Field Survey 

The above table depicts that group leader or any other member maintained the 

record books for 56 percent of sample SHGs. On the other hand, spouse of the group 

leader maintained their record books for 22 percent of sample SHGs. It is interesting 

to note that, group members did not ab le to maintain their record books on their own 

and for that they had to take external help with a minimum fee. Therefore this 

documentation procedure urges the needs of being literate. In order to know the 

subject matters of the documents and to sign on the resolution, bank deposit and 

withdraw slip etc. members have to be literate. Therefore modem microfinance has 

indirect bearing on the literacy of the members. 

A pictorial representation of above table is given below. 

Distribution ofSHGs on the basis of book keeping person 
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5.4.4 Agenda of Meeting 
Group meeting is very much essential for smooth functioning of SHGs. 

Beneficiari es jointly discuss on various matters in their group meeting. A 
distribution 
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of SHGs on the basis of items of agenda in meeting is given in the following table 

(No:5.4.E). Every item of agenda of group meeting is given a value of2' if it 

discussed regularly, '1' if it discussed irregularly, '0' ifthere is no discussion. A mean 

score is calculated on the basis of obtained score on the said scale. In order to assess 

the importance of the agenda, ranking of the calculated mean score has done. This 

table shows that economic factor like purpose of bank loan was discussed in the group 

meeting very frequently so it has given 1st rank. Side by side the individual and social 

problems also discussed in the group meeting with significant frequency which has 

given 2nd rank. Savings and bank loan and health and hygiene factors are the most 

common topics of discussion. Discussions on gradation processes are irregular having 

ih rank. It is interesting to note that members are not only interested about the non

financial benefits rather than financial benefits. 

n· t ·b r IS ri U IOn 0 fSHG son 

Agenda 
Regular 

_(2) 
1) Individual 

Nil 
contribution. 

2) Business plan. 32 

3) Bank savings 
13 

linkage. 
4) Bank credit linkage. 

10 
(n=95) 

5) Gradation process. 11 

6) Fixation of amount 
4 

of interloan. 
7) Fixation of interest 

Nil 
rate of interloan. 

8) Purposes of bank 
192 

savmgs. 
9) Purposes ofbank 

28 
loan. 

1 0) P_roblem relating to 
5 

Banking activities. 
11) Individual and 

192 
social preblems. 

12) Health hygiene 
38 

and education. 
Source: Field Survey 

Table No: 5.4.E 
th b . fd"f~ t e as1s o 1 eren agen 
Irregular No discussion 

(1) (0) 

12 226 

128 76 

158 67 

42 43 

180 47 

204 30 

208 30 

46 Nil 

186 24 

185 48 

34 12 

186 14 
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d f a o meetmg 
Mean 

Rank 
Score 

0.050 
12 

0.807 9 

0.773 
10 

0.261 
11 

0.849 7 

0.891 
5 

0.873 
6 

1.806 
1 

1.017 
4 

0.819 
8 

1.756 
2 

1.101 
3 



5.5 Economic and social activities. 

The basic objective of the SGSY was to help the poverty stricken people to 

atleast generate a monthly income of Rs 2000 per family. For this purpose the 

programme aimed at motivating the rural people, specially women to start 

microenterprises at group levels and also at individual levels. During-the survey it was 

found that most of the sample SHGs had take up economic activities through groups, 

or individual activities coordinated by the group. The scale of activities, investment in 

each activity, nature of raw materials and markets and profits from the activities were 

so diverse in nature that it was not possible to rationally arrange these in any tabular 

form. Each group had its own peculiarities and problems of group based 

microenterprises or individual activities and can be best depicted in form of case 

studies. Some case studies are presented in Appendix-I 

However, on the basis of the survey, a list of products made and services 

rendered by SHGs was prepared. The list will help to identify the economic activities 

the SHGs are engaged in. 

• List of products made: 

i) Soft Toys. ii) Nylon Bags. iii) Jute products. iv) Woollen Products. 

v) Dal Bari. vi) Kanthastich Sharees. vii) Mushroom. viii) Paraffin Products. 

ix) Handloom products. x) Agarbati making. xi) Mekhla. xii) Endi Chadar. 

xiii) Horticultural products. xiv) Dairy products. xv) Poultry products. xvi) 

Wood Craft. xvii) Stone crushing. xviii) Piggery. xix) Goatery. xx) Shola 

Work. xxi) Sal leaf plate making. xxii) Food Processing, i.e. mainly of jam 

jelly pickles, papad etc. xxiii) Chanachur making, 

Other than above listed economic activates SHGs have initiated vanous 

microenterprises to render services for generating income. A list of the types of 

services rendered by the SHGs inJalpaiguri district is giYen below. 

• List of microenterprises in the service sector. 

i) Beauty Parlour. ii) Maintenance of Picnic Spot. iii) Grocery Shop. iv) 

Telephone Booth. v) Tailoring. vi) Transport Service through Passenger Auto. 
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The peculiarity noticed in group based activities were that (i) some products were 

made totally by group effort, (ii) some products were -made both by group efforts and 

also by individual efforts, (iii) some products were made entirely by individual effort, 

but marketing and interweaving facilities were provided by the group, (iv) some 

products were made by group -effort and some other products made by individual 

efforts and marketed individually. This indicates the group corpus was utilized for 

financing group based activities as well as financing· individual based activities 

through interloans. Some examples will make the above observations clear. Some 

SHGs producing mushroom through group effort also had members who produced 

mushroom at their own homes by taking interloan. Marketing in these cases were both 

by group and· individual efforts. Again, it was found that SHGs engaged in producing 

soft toys or food processing as a group had member who had taken internal loans for 

rearing one or two milch cows or goats. In this case marketing of the soft toys or 

processed foods was through group efforts in fairs or hats and selling of milk was the 

effort of the individual member or her spouse. These examples are only indicative as 

to how the groups carry on the economic activities. There are many other cases where 

groups and members produce five to six types of products as well as render services. 

The concept of SHGs is based on the philosophy that when women work in 

groups, it leads to both economic and social empowerment. The Grameen group 

model pioneered by Prof. Yunus had women working as a cohesive team not only for 

pursuing economic activities but also for acting as change agents of the society. There 

are numerous instances where members of Grameen groups hare fought against the 

malpractices of dowry, child marriage, sexual abuse, racial discrimination, 

untouchability and alcoholism in addition to adopting safe and hygienic sanitation 

methods, family planning methods, child and adult education and other community 

services. 

Self Help Groups in Jalpaiguri district have also been involved in a variety of 

social services. It has been found that when women work in a group, a motivation for 

a better social life drives them to take up social activities which they would not have 
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ventured to take up individually. Some of the social activities that the groups have 

taken up are. 

(i) conducting literacy: programmes for women beneficiaries 

(ii) counselling on family planning methods 

(iii) participating in-pulse-polio programmes 

(iv) organizing blood donation camps 

(v) arranging for marriages of down trodden women 

(vi) taking up health and hygiene programmes like cleaning of wells, ponds, 

spraying. bleaching powder. 

Co-operation from NGOs for organizing these programmes are worthy of mentioning. 

Co-operation from government agencies however needs to be geared up in some areas 

so that there activities can be strengthened. There activities have contributed to some 

extent to the social upliftment of women in the rural areas. The impact of being 

engaged in these social-economic activities by the SHGs will be objectively assessed 

in chapter nine. 

5.6 Marketing for Micro Finance Beneficiaries under SGSY 

The viability and su~tainability of micro enterprises built and operated by the 

beneficiaries depend on the fact whether they can market their produce and generate a 

reasonable turnover. However, it has to be noted that these beneficiaries being from 

rural and remote areas of the country do not have the knowledge or the literacy to 

access formal marketing channels. Besides, their production in lower volumes and in 

some cases inferior quality; inferior packaging and absence of advertising support fail 

to compete with the marketing strategies adopted by large companies. Moreover, lack 

of adequate funds hamper their efforts to take up promotional campaigns and incur 

expenses on advertising. Micro- finance exponents have realized that marketing is the 

main problem for the micro enterprises all over the country. Hofstede et al. (1996) 

argue that working in remote villages far away from market centres limits the scope 

for identifying and initiating viable income generating activities. Income Generating 

Activities do not automatically bring overall economic development, but they need 

markets where people with disposable cash will buy goods and services. Therefore, it 
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IS recommended that programmes should focus more on promoting Income 

Generating Activities near markets in semi- urban areas, market centres and larger 

villages. Purushotharn (2004) found out that in want of innovative marketing support, 

savings of many SHGs were either under-utilised or unutilised, as these could not be 

canalised into viable economic avenues. He suggested that SHGs could follow 

strategies like market penetration and market creation. 

Keeping these aspects in consideration, the provisions of SGSY have 

emphasized on providing marketing support to the Self-Help Groups. The SGSY 

guidelines state: "For any goods or services that are produced, existence of a suitable 

market is essential. Traditionally, the self-employment programmes concentrated on 

the inputs rath.er than the outputs and their marketing. It was not uncommon to find 

production strategies in place overlooking the marketing aspects. One often finds that 

the recommendation of an activity is not preceded by the much needed market survey. 

There is false notion that market surveys are not required in case of self-employment 

opportunities of the rural poor. In fact, it is as critical, if not more for the poor. For he 

or she cannot sustain the loss arising out of a lack of market even for short periods. It is 

therefore necessary that the project profile of every key activity identify the market 

availability. The forecast of the incomes to be earned by the Swarojgari must take into 

account this factor and forecast incomes only on the basis of an assured market. This 

would be a critical factor in the choice of the key activity itself." (SGSY Guidelines, 

chapter VII, 2004) The guidelines also stress the importance of exploring rural 

markets, urban markets, role of intermediaries for marketing SHG products outside the 

direct and support of the State Government and the Khadi and Village Industries 

Communication for marketing. Emphasizing on the importance of urban markets the 

guidelines state: " The emerging urban markets can be a good area for developing 

clientele for the rural products. Provisien of marketing infrastructure in this area can go 

a long way in enabling the rural poor to market their goods and at the same time 

building and identity for the products. The SHGs can be encouraged to try out this 

market on their own so that they slowly developed marketing skills. They can also 

starts marketing the goods of the individual Swarojgaries. Infrastructure Fund can be 

used for strengthening marketing infrastructure and related activities". (SGSY 
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Guidelines chapter VII, 2004) ·Again highlighting the role of KVICI, the specially 

point out " Organisation like Handicraft Boards and Handloom Corporations and also 

KVICI can play a prominent role in promotion of SGSY. The marketing outlets of 

KVICI, KVIB must be made use of for SGSY products. Keeping the market trend in 

view, linkages with apex bodies can ensure a stable market at remunerative prices. 

Such a link will also result in quality improvements while reducing market risks to the 

poor". The guidelines also stress upon the role of NGOs in providing vital marketing 

support to the SHGs. 

5.6.1 Marketing support for the Self-Help Groups in Jalpaiguri district. 

Most of the SHGs in Jalpaiguri district are involved in traditional 

microenterprises like Chira Muri making, tailoring, dairy, poultry, cultivation of crops 

etc. The markets of these traditional products are restricted to local area. The 

producers generally adopt direct marketing to channelise their products in to the local 

market. They use to sell their products in the local market through weekly Hat, daily 

market or door-to-door seliing. In order to facilitate the marketing of SHG products, 

Hat Shed and Stalls have been constructed in all the GPs in this district. In few cases, 

the producers supply their products to the local retailer on a regular basis. In this 

respect, the producers view that this marketing channel is very effective, but in few 

cases the retailers did not pay their dues on time. As a result, the producers face 

problem of liquidity and blockage of capital. 

Other than those traditional items, a sizable number of SHGs in different 

blocks in Jalpaiguri district .are involved in mushroom cultivation, cultivation of 

ornamental colour fish, Chanachur making etc. For this purpose, DRDC has selected 

few products and channelised them on regular basis. In order to marketise the SHG 

products, different fairs have been organised by the DRDC and trade Associations. As 

provided in restructuring support to the beneficiaries hut shed and stalls was build up 

in the local hats of GPs. Market outlet was established in few places in this district in 

order to channelise SHG products. The producers have used their special trademark 

as an identity of their products. A detail of infrastructure faculties which has provided 

under SGSY in Jalpaiguri district has given in 41
h chapter. Blockwise infrastructure 
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facilities to provide marketing support for the SHG products are g1ven m the 

following table. 
Table No: s~6.A 

Blockwise infrastructure facilities to provide-marketing support for the 
SHG d t pro uc s 

Block Hat Sheds (No) Stalls (No) Picnic Sport (No) 

Sa dar 2 2 0 

Rajganj 1 1 0 

Maynaguri 2 2 3 

Dhupguri 1 1 0 

Mal 2 1 1 

Matiali 2 1 1 

Nagrakata 1 1 0 

· Falakata 2 2 1 

Madarihat 2 1 1 

Kalchini 1 1 0 -
APD-1 2 1 2 

APD-11 2 1 0 

Kumargram 2 "1 0 

Total 22 16 9 

Source: Annual reports of DRDC Jalpaiguri, 2007 

5.6.2 Perception of Beneficiaries Regarding different Marketing Channels 

The major problem in marketing lies in identification of the right marketing 

channel. Since SHG members have been using some of the marketing channels, their 

· perception regarding the effectiveness of the channels were tested on a point 

Osgood's Semantic Differential Scale. This would give an idea about the marketing 

channel which was actually 'best suited for them and which they could further develop 

with help of government agencies and NGOs. 

The marketing channels were first identified thl;ough observation and 

discussion with the SHG group leaders. For each of the channels, the seven point 

~male was attached with attributes such as "excellent" bearing a score and "vary pom" 

having a score zero. The mean score for each of the channels are reported below: 
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Table :5.6.B 

Perception of SHGs about marketing channels 

Sl. No. Channels Mean Score Rank 
1 Door to door retail 3.72 1 
2 Sales to whole seller 2.96 4 
3 Sales to Cluster 2.56 6 
4 Sales in village fairs and hats 3.42 2 
5 Sale in sponsored fairs safe 3.18 3 
6 Government outlets 2.64 5 

The above analysis shown that the most preferred channel is the door to door 

retail sells, followed by sale in village fairs and then sponsored fairs. Though, an 

analysis at the disaggregated level for each type of product would have been more 

informative and specific, however considering the variety in the product types making 

such type of detailed analysis was desisted from. However, the mean scores on the 

aggregative basis is also a good indicator which shows that on the whole the 

perception regarding all the marketing channels are for below excellence. This shows 

that the SHG member do here problem with the marketing of their products. The fact 

that their perception regarding government outlets and sale to cluster are low, points 

to the necessity of gearing up the government infrastructure for marketing and using 

the clusters for hither sales. 

Other problems regarding marketing were identified by observation and 

discussion with members. There are listed below: 

5.6.3 Problem of marketing of SHG products 

Financial and technical assistance under SGSY helped the beneficiaries to 

increase the scale and variety of production, but they were no very successful to 

channelise their products in to the market. As a result SHGs could not attain the 

required level of sales volume. In this regard, following facts are highlighted. 

1. Most of the SHGs are involved in traditional economic activities like Chira 

Muri making, goatery, piggery, wool knitting, tailoring etc. These products are 

only sold in the local markets. It is very much difficult to expand the market to 

urban areas. 

2. Due to globalisation and niche marketing strategy of big corporate houses, 

they able to target their products into local market segment. As a result, rural 
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customers also get products at their convenience. These big corporate houses 

have produced their products with the help of advanced technologies. 

Naturally the capital-intensive products of big corporate houses are well 

finished and good-looking. SHG products are inferior or in quality, finishing, 

packaging in comparison to products of corporate houses and do not find 

markets. 

3. Effective marketing channel of large corporate houses induce them to produce 

at a large scale. This large-scale production ·helps to reap the benefits of 

economies of scale. The comparative cost of the SHG product is higher than 

the cost of large corporate products. Due this high price of the SHG products, 

demand is gradually decreases the scope of their market. 

4. Market outlet like hat sheds etc. in the local market was· very minimum, rather 

nil in most of the local markets. Consequently, the producers could not find 

avenues for marketing of their products. 

5. Very few trade fairs were organised by the different agencies in this district. It 

was organised mainly in the festive season. This inadequate number of fairs 

could not able create the demand for their products. 

6. Due to lack of proper training on packaging the products, the articles produced 

by the SHGs could not catch the attention of customers in the modern age. 

7. In most of the cases, SHG products did not have any brand name. For this, 

customers could not find the brand name to identify the products. 

Suggestions regarding solution of these problems are given in the last chapter. 

5. 7 Conclusion 

This chapter has made an attempt to delve into the demographic characteristics 

of the members of the SHGs, The demographic characteristics like age, sex, marital 

status, family size etc are taken into consideration by microfinance practitioners for 

framing policies on delivery mechanisms. This study has found that more than 98% of 

SHGs are purely women groups and the number of female member per group is 10 to 

11 on an average. These members are mostly middle-aged married women mainly 

belonging to the BPL categories and having low literacy levels. Alike all other 

countries, the targeted beneficiaries have the same characteristics and are therefore the 

·ideal elements for microfinance programmes. The findings the thrift habits have 

developed among the members of the SHGs and the frequency of savings is quite 
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regular helps in establishing the fact that one of the major pillars of a microfinance 

system is gradually being well built up. Interloaning systems have been prevalent in 

nearly all the groups demonstrating the growing financial maturity of the members, 

through the rates at which the inter loans are made need to be reconsidered. 

Frequency of group meetings and attendance of members in these meetings are good, 

but need to be improved by intervention of government officials and NGOs so as to 

ensure cohesiveness and sustainability of the groups. Different economic and social 

activities have been taken up by SHGs. Economic activities have been found to be 

widely diversified. Though this is the natural characteristic of microenterprises, the 

problem lies in horizontal integration of their activities by building activity cluster. 

Economic activities need to be identified by DRDC on the basis ·of skills, availability 

of markets and raw materials and homogeneity of products so that scales of operations 

can be increased through integration. The SHGs also need to market their products 

and therefore there should be proper and accessible channels for them. Discussion in 

this chapter have revealed that though certain government infrastructures have been 

built, the perception of the swarozgaries regarding these channels are not 

encouraging, rather they prefer door to door sales. There are other problems regarding 

marketing their products which needs to be properly addressed and viable solutions 

searched for. Suggestions regarding improvement of marketing channels have 

therefore been given in the concluding chapter. 

********************************************************************* 
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Mushroom cultivation is a popular and 
profitable economic activity for SHGs. 

Young and old women join hands to run a dairy 
through a SHG in Salkumarhat. 


