
Appendix-Al 

Case Vignettes 

Case--1 

Trading in ReadymadeoGarments empowers members of Matongini SHG. 

The female members of farm hand on hire families of Bolbari village of Domohoni-II 

inMaynaguri block unitedly formed "Matongini SHG" nnder the close supervision of 

the panchayat and the block. On the 22nd day of February 2000. Their business dealt 

with buying readymade clothes together and selling them on door-to-door basis. 

Seven women from the BPL list and three from APL list formed a new group 

among themselves based on honest belief, self-confidence and honest motives. Inspite 

of being informal, the group has some certain rules and regulations. The work of 

evaluating their own activities, taking decision and keeping records are passed by a 

fortnightly meetings. A highly cooperative and co-sympathetic attitude has slowly 

grown up among the members of the group. The satisfactory leading quality of the 

group leader enhanced the cohesiveness of the group. 

When Matongini SHG crossed the age of 13 months, it successfully passed its 1st 

grading. Consequently, SBI ofBolbari sanctioned a loan ofRs 15,000 and DRDC of 

Jalpaiguri granted an aid of Rs 10,000 without any interest. The female members of 

the group started handling and using the fund very carefully. Henc_e, inspite ofhaving 

taken loan from this fund according to their needs, they repaid its principal with 

interests timely. Later, when the group crossed the age of 23 months, they appeared 

before the assessment committee for their second grading but they could not their 

assessment test. So, with a view to rescue them frem their monetory crisis, DRDC 

again came forward with its helping hands by providing Rs 10,000 more. 

Through their group meeting members decided to contribute 25% profit to the 

group. The members who s:old the clothes at more than 25 percent margin, she would 

be the owner of that extra margin. This system enhanced their selling capability and 

each member tried their hardest in the hope of getting more profit. 

In the 2004-05 this group earned more than Rs 60,000 profit. Besides, individual 

also got some extra profit. To calculate their individuals profits was almost an 
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impossible task and has therefore not been reported. This business is organised by 

each of the member of this group with much care and attention. The sales grow 

substantially at the time of festival specially on Durga Puja. 

Having spent a long in the same group, the members accepted that the team as a 

source of their energy. Going beyond boundaries of various social hindrances, the 

members earnestly came forward extending their helping hands for the development of 

the group. They enjoy taking part in any meeting of their group and any type of work 

related to their group. After the foundation of the group, people who had no sanitary 

latrine at home bui-lt it immediately after taking loan from their group corpus. As they 

had to perform a lot of duties communicating through different personalities and 

offices of the outside world, the member became very conscious of their rights. The 

members ofthe group also took active part in the Pulse- Polio programme. They also 

raised their prestige high by building the society in their residing locality. Now they 

·feel proud being the members of the group. 

* 
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Case-II 

Spice making as a profitable venture for Ma Durga Self Help Group 

To become economically self reliant, women belonging to masons' and rickshaw

pullers' families in the Sahapara village of Jateshwar-ll Gram Panchyat in the Falakata 

Block constituted the Ma Durga SHG with the help of an animator in the area. By 

producing spices and Chanachur as part of their key activity, and then supplying those 

to the shops in the locality, the group is slowly but surely becoming economically self

dependent. 

The basic infrastructure of this SHG has been accepted and approved 

unanimously by all it s 1 0 members. The leader of the group prepares and maintains a 

record of all the decisions taken at the fortnightly team meetings. The duties and 

responsibilities of all members are decided at the sessions of the group. 

SHGs are informal groups in which the established pyramidcal structure is not 

maintained in practice. The chain of command system is replaced by unanimous 

decisions ofthe members. When members ofthe groups share each other's miseries; 

know each other better; come closer and become intimate with each other, their 

individual identities merge into the group identity. 

The evaluation of the group was done at the end of the 18 months of its formation 

by a committee constituted by the DRDC, Bank and Block officials for the purpose. 

As a result of the evaluation, the group achieved the status of 1st grade. To help the 

group to perform the economic activities approved by its members, the bank granted a 

loan ofRs. 15000/- and the DRDC sanctioned it with a revolving_fund ofRs. 10000/-. 

S-ince the 5th year of its formation, the members of the group have been incessantly 

thinking in terms of undertaking different group economic activities. Many others in 

the adjoining areas of the village supply Chanachur to shops and wholesalers, while 

sometimes even the wholesalers collect the consignments from the producing houses. 

Due to this ready market there is no problem for the disposal of stocks and that is why 

the group took it up as their prime economic activity. The members of the group 

acquired knowledge about both the processes and production and the source of raw 
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materials from the producers close to the group and was immensely benefited by this 

knowledge. An aged member of the group, Mrs. Namita Saha, said: " Due to the 

advantages in processing and marketing the products women like me have joined in 

this activities"'. 

The group has invested a fixed capital of Rs. 2000/- to acquire equipments for the 

aforesaid activity. It also has a working capital ofRs. 500/- which it uses for activities 

like procurement of materials. Food Products like papad and Chanachur are sold in 

polythene packs of 1 OOgm, 250gm, 500gm and 1000 gms in different shops in the 

local markets. There is no problem of payment and wholesalers, even from the 

neighboring country, like Bhutan, come and collect large consignment of these food 

products. 

Speaking about the sale of their products, Mrs. Saha said: There is no problem in 

terms of the volume of sale of our products and the fixing their prices. Only for lack of 

funds, we are unable to undertake large scale activities". 

In one business cycle, the group acquires raw and other materials of Rs.1 0000/

and sells off finished products of Rs. 13000/- within a span of about 90 days. Last 

year, the group earned a profit of Rs. 21000/- from this business. The group divided 

half of this profit equally among themselves, while the other half was used to repay 

their loan. 

The group also purchases spices from the markets at wholesale rates and after 

cleaning and dusting them at their homes, sell them in packets of 50, 1 00, 250, 500 

grams at the local shops and haats. There is an excellent market for this business in the 

areas. According to the group leader, the sale of these spices is very satisfactory. 

There is ample scope for expansion of sales but since it is tough for these 

housewives to access those markets on a daily basis, they have to remain content with 

their present sales. 

The members are able to sell spices and generate revenue Rs. 5000/- at Rs. 7000/

after cleaning them at heir homes every month. Last year, the profit from this business 

was a whopping Rs. 10300/-. 

The members of the Ma Durga SHG have established their association as a tool 

for reforming the society. The area was notorious for the high -handedness of in-laws 
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and cases of dowry-related tortures. The members of the group have, on their own 

initiative, succeeded in stopping all such incidence. The group also plays an active role 

in fighting malaria in their locality. Each member of the group takes part in the group 

activities with immense zeal, vigour and enthusiasms. The two widows in the group 

said that they are having a great time with the other members of the team." We no 

longer feel the pinch of aloneness, helplessness and dependence as we pass out our 

time by enjoying our association with the group" -they said. The other members of the 

group say that the children and daughter-in-laws of the two widows, who neglected 

them, are now taking care of their mothers as their economic condition has improved. 

The widows, they say, are now leading a much better life. 

* 
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Case -III 

Khaye.-danga SHG members earn their livelihood by plying a Passenge.- Auto 

There were days when most of the people of the East Narathali village under 

the Khayerdanga panchyat area in the kumargram block '>\'ere born in debt, lived in 

debt and died in debt. The families mostly belonged to sections below the poverty line 

and in this patriarchal society the women folk would while away most of their time, 

while the rest they would invest in perfo~ household chores_ There was 

tremendous pressure on the men folk who would work hard throughout the day to eke 

out a livelihood for their families, while the women in their homes would spent most 

of their time idly and unproductively_ 

In bearing the burden of the unproductive consumers, the families began 

suffering from acute financial crisis. They had to borrow huge sums from 

moneylenders at a whooping 10 to 12 percent interest per month, to run their homes 

and hearths properly. The cumulative principal and the interest would add upto a 

staggering amount, which the borrowers would never be in a position to repay. 

All this lead to domestic violence, a spurt in anti-social activities and erosion 

of social and moral values like drinking, gambling and abuses on women were on the 

rise. The younger generation stopped even dreaming of getting educated. As a result, 

the villagers further steeped in ignorance illiteracy, superstition, orthodoxy and 

dogmatism. The female folk became restless to correct the situation. They began 

discussing ways and means to emerge out of this crisis. 

It was at this juncture that the panchyat pradhan of the ar-ea -held a meeting with 

the women in the locality~ In the meeting, the concept of SHG was introduced to the 

w--:mnen and their merits and advantages were extensively discussed with them. 

However the idea of organizing a SHG by the women in the area was vehemently 

opposed by the men folk. But the women, determined_ as _they were to economically 

self reliant and to pull their financial from out of their hana-to-mouth ex-istence, 

successfully overcame all social ba.rFiers and organised a SHG named Porba NaFathali 

SHG in their locality. 
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AT the behest of the Khayerdanga Gram Panchayat, a three- day session was 

organised to trained the women about the various essential aspect of organising SHG, 

like setting the goals of the group, laying down its principles and maintaining the 

financial records at the presence ofDRDC experts in the Panchayat office. 

Among the aspects discussed at the meeting were the producers for 

maintaining accounts and other written records of the team. It was in this session that 

the leader and few members of the group learnt to maintain accounts and other written 

records ofthe association. 

Seven months after it was formed, the group cleared the first grading with a 

score of 27. As a result, they got Rs.lOOOO/- and Rs.l5000/- as revolving fund from 

DRDC and loan from the bank respectively. The money was divided among the 

members of the group according to their individual needs. Initially the women 

invested this amount in the agrarian activities of their husbands. 

The members of the group were also granted loans from the saving funds of 

the association on the basis of priority according to their needs. The rate of interest for 

this loan was fixed at two percent per month. In this way, by way of inter-loaning the 

group was able to earn Rs. 4580/-. The money, thus earned, was used to repay the 

interest of the bank loan. In this process, the women were ultimately able to repay the 

entire amount of their bank loan. 

The members of the group have been regularly organizing programmes to 

generate awareness about Malaria, Birth control, Aids and child education. As a result, 

now the children of this area go to school regularly. There has also been a significant 

fall in the rate ofbirth in the locality. 

At the completion of the 32nd _months of its formation, the members of the 

group had to sit for grading twice to quality to undertake large -scale activities. Since 

the activities of the group so far were found satisfactory, the group gm through with 

47 marks. As an incentive, the group was granted subsidy of Rs 90000/- by the 

Jalpaiguri DRD-C for its projects and at the initiative of the SBI bank manager the 

group managed to secure a lone ofRs120000/-. 

Thereafter, with the acquired total Rs 210000/-, they purchased a VIkram 

Auto and started carrying passengers in the route of Khayerdanga and Telipara (9km 
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distance) in line with their prior decisions. Through discussions and deliberation, 

women in the village took vital decision regarding smooth running of the auto. A 

driver was engaged to run the auto and was paid Rs.50/- every day. The husband of 

each member does the duty of a helper for three days a month. The helpers are paid 

and also provided lunch and breakfast regularly. 

From this passenger auto business, the group earns Rs.300-Rs.400 every day 

and from this earned profit the members pay out the capital cost of the auto as well as 

the instalments of their bank loans. The group is thus slowly but steadily becoming 

economically self-sufficient and is first setting and unparalleled instance of self

reliance in their homes as well as in the society. 

Once the outstanding loans of the team is totally repaid, it will be entitled for a 

second loans which it may use to acquire another auto. 

The team is destined to reach the pinnacle of success if it continues to work 

unitedly in this fashion. 

* 
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Case-IV 

SHG members participate in forest conservation. 

Jalpaiguri district is enriched with diverse wealth of flora and fauna. The forest 

of different kinds covers whole area of Jalpaiguri district. It provides habitat to people. 

The people.of different ethnic communities such as Nepalis, Bengalees, Rava, Bhutia, 

Bodo, Garo, Santhal, Rajbanshi have been living in this region. A large number of 

women residing in garden colonies misuse the forest wealth illegally specially during 

the winter months when unemployment prevails in the tea gardens. This phenomenon 

presaged the serious problem of ecological imbalances in this far-flung region. 

The Panialguri Forest Protection Committee (FPC) realised that their own 

efforts are not enough to protect the vast forest resources. For the development of 

mentioned situation the Forest Protection Committee (FPC), formed a Self Help 

Group (SHG) with those women in the locality who were partly responsible for 

destruction of forests. The women Self Help Group formed by the FPC made an effort 

to generate alternative ways of livelihood by changing their views towards forest 

exploitation and keeping the forest wealth intact. This improved living conditions and 

partnership developed among local communities, forest officials, and panchyat .. 

Specially the female members of the Panialguri Forest Protection Committee were the 

first to come forward to save the forest and understandably, were praised for their 

efforts. Their activities included putting a stop to smuggling of timber from forest, 

protecting trees and fighting the plunderers. But it was one woman in particular, Rama 

fiey, who took the initiative to save the_forest, turning_herendeavour into a movement 

to protest the forests. 

Towards the achievement of a far reaching goal, Ruxa Tiger Reserve (BTR) 

efforts were made to emphasize on the infrastructure development and socio-economic 

upliftment of the forest villagers. Under this project, Self Help Groups were formed 

with the ·poor women. More than 4-12 SHGs were formed in different phases of the 

project of FPC, out of which more than 72 percent were fully APL groups. R,est ofthe 

groups are working under the purview of SGSY. All the groups are working under the 

319 



close sup~rvision of FPC who imparted Basic Orientation Training (BOT) for the 

group members and linked them with credit institutions and government service 

providers. DRDC Jalpaiguri also keeps close watch on the activities of the groups in 

this region. More than 3 i 0 SHGs have passed their 1st grading test at present and 

concerned bank branches disbursed loan to about 80% of 151 graded Groups according 

to their fund requirements. The groups have also started income-generating activities 

like cultivation ofvegetables, cereals, fishery etc. 

Buxa Tiger ReseFVe (BTR) officials recently handed over 35 pump sets, 

20sewing machines and 50 sprayers to the members of 30 women's SHGs at a 

programme organised at Damanpur at Alipurduar II. They also assured the members 

of the Group that they would be given the necessary training. About 300 female 

members received machinery worth Rs. 700000/-. The NABARD provided the funds 

for this venture. 

The forest officials have done praiseworthy work with the initiative of local 

people at Panialguri under Damanpur Range ofBTR. Women members of Self Help 

Groups have constructed a watershed of about 8 km. length by plugging a gully. It has 

helped to prevent soil erosion and conserve run off from the forest. It also acts as a 

barrier to prevent easy access to the reserve. 

This watershed provides the perennial sources of surface water which has 

helped the members of the groups to irrigate their cultivated land. Eco-tourism has 

created employment opportunity in this area for themselves and others. Women tea 

labourers in the garden areas inspired by this example to form there own group. The 

harmonious relation between the forest and tea garden has been able to restore the 

ecological balance in _the vast region through the Self Help Groups. 

* 
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Case-V 

Bamboo p~oducts provide for Vivekananda SHG 

The means of livelihood of erstwhile poverty stricken women of Barogharia 

Village under Dhupgury block are making of different articles made of bamboo. This 

female community has started to an episode of their lives through the great endeavour 

to form and operate Vivakananda Self Help Group. Consequently the economic status 

of those families has been strengthened. They took it as a main source of livelihood 

and an instrument of fulfilling their household requirements. 

Daily woman labourers ofthe Barogharia village together formed Vivakananda 

SHG on 1st November 2003 with the help of the local panchyat under Swama Jayanti 

Gram Swarozgar Y ojana. Each member initially contributed Rs 20 per month to 

mobilise the savings with the State Bank of India, Dhupgury branch in the name of 

their group. After the vintage of one year, the members had unanimously decided to 

increase the amount of their monthly contribution to Rs 50 per month in order to 

increase their thrift balance. Generally all members regularly attained their fortnightly 

group meetings in order to exchange ideas and concepts among themselves. The rate 

of attendance came down to 80o/o-90% on few occasions depending upon the 

involvement in household activities. 

After passing the vintage period of a six-months, the Group passed their 1st 

grading test with 26 marks. Immediately after getting this status of 1st grading, DRDC 

and the concerned bank had released Rs 10000 & Rs 15000 as revolving fund and 

bank loan respectively. The members started this microenterprise with the_help of their 

group corpus along with the said allotted funds. 

The members were quite dexterous regarding making of different bamboo 
- ' 

made goods. This skill of the members motivated themselves to unite and form this 

Self Help Group. The members of the group felt that this organisation will open an 

avenue of revenue earning for them. All the members of the group unanimously 

decided in their fortnightly group meeting that, as all of them are experts in their field 
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of production so they will produce jointly within the group instead of individually in 

order to reap the economies of scale. 

Within a few days they gained efficiency in making various kinds of bamboo 

made goods. Their reputation spread out in total Dhupgury area. All members are now 

found to be busy in producing winnowing and other bamboo items from morning till 

night everyday. These products have been used not only for household purposes but 

also for many social rituals. 

Use of winnows in the rituals of Hindu families became a tradition which 

helped to increase the volume of sales in the festive seasons. As a result the volume of 

sales reached its peak during festive seasons. 

The main raw materials of these products ~e:-

1) Bamboo 

2) Iron Wire. 

3) Narrow Roap. 

4) Colour 

The group members collect required bamboos from the locality as well as 

nearest village at comparatively cheaper rates. The average cost price of each bamboo 

ranges from Rs 60- Rs 70 (including carrying cost). On an average six winnows or 

four sieves can be produced with a bamboo. 

The standard cost structure of six winnows as follows: -

1) Bambo Rs 70 

2) Iron Wire ----------------------- Rs 12 

3) Narrow Roap (Jute)---------- Rs 8 

4) C0lour----------------------- ---- Rs12 
Total Rs 102 

The standard cosrstructure_ of four sieves as follows: -
1) Bamboo-------------------- -------Rs 70. 

2) Iron Wire ----------------------------Rs 16 

3) Narrow Roap (Jute )-----------------------Rs 10 

Total Rs96 
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The group members sell their decorative winnows at a wholesale rate of Rs 40 

to Rs 45 in the slack season and Rs 50 to Rs 60 in the festive season. In this way the 

profit per winnow is approximately Rs 28 toRs 37. 

The members unanimously decided in their group meeting that they will grow 

required bamboo on their own in ordered to Dhanne their material requirements. To 

attain this objective, this group has taken loan of Rs 25000/- from their concerned 

bank. With th!s fund the group has purchased a piece ofland adjacent to their home. 

Presently the members have diversified their production from the traditional 

line to different kinds of new items like fencing, scuttle, etc. The members had been to 

earn profit @ Rs 2000 per month in 2005-06. They had given priority to the 

repayment of bank loan instead of consumption of the whole profit. The members 

have decided to repay bank loan to the extent of35% of profit. 

These handmade ornamental bamboo articles have extensive demand from 

within this district as well as nearby districts like Darjeeling and Coochbehar. The 

producers Dhannelised their product into the market through direct selling by 

members or their spouses as well as through middlemen. The middlemen usually 

collect the products from the doorstep of the woman households. The male members 

of the family of the beneficiaries are also engaged in the selling the product in 

different Hats and village fairs in their locality. The male members of the families of 

the beneficiaries are being engaged actively to market the products and to increase the 

volume of sales. 

The banking habits of the members and good track record about the repayment 

of loan and viability of the project run the group help them to pass second grading 

easily. This motivated themselves to run this microenterprise more smoothly and 

efficiently. 

After the completion of three years of vintage period, the members were able to 

bring about a change in their economic status. The income of the women member 

along with the income of their spouses has changed their food habits and social status. 

The male members of the family are also happy and enthusiastic and to allow their 

spouse to be more involved to the group. Laxmi Roy, the group leader, was proud to 

declare that formation ofSHG had transformed their lives. 
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The operational mechanism of this group has been able to cultivate good habits 

and a sense of social responsibility among the members. They are aware about 

childcare and child education. Now they are able to send their child to the school 

regularly. As a result they are . not only concerned about their earnings but also 

concerned about social issues in the locality. The group leader told that the group 

members are enjoying power to solve any kind of social problem like - alcoholism, 

torture and violence on women etc. They raise their voice and organise campaigns 

against any kinds of social evils. The· members have taken oath that every one will 

establish hygienic sanitation systems in their homes and they will create awareness in 

the society in this regard. They are making efforts develop awareness among the local 

people about pulse polio, AIDS and sanitation. On the whole, the women have to a 

large extent been socio-economically empowered after joining the SHG movement. 

* 
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Case- VI 

Tailoring becomes a profitable venture for a SHG 

Marginal women labourers of Maynaguri GP formed a SHG under the 

supervision and through the motivation of the DRDC and local Panchayat on 2nd Feb, 

2003. Five machines were supplied by D. R. D. C. which were necessary for the 

women to tailor ready-made garments as their group economic activity. 

The 1 0 member group has been effectively working under a group leader who has 

defined clear cut responsibilities for each member via a duty chart. Accountability of 

work is ensured in weekly group meetings where the proceedings are documented The 

group received a revolving fund of Rs 10,000 and bank loan of Rs 15,000 on 15th 

March 2005 after completing a vintage period of eight months and passing the 1st 

grading test. The group having added this money to the group corpus effectively 

undertook interloaning activities for education and medical aid of their children. 

The women used the machines for tailoring ready-made garments which were sold 

in the local markets and haats .The local NGOs trained them in tailoring work. The 

group has been earning a profit of Rs 40,000 on average and has decided to keep 50 

percent of profits as reserve in their bank account and to distribute the rest among 

themselves. On an average, the earning per member is about Rs 4000 p .a. which is 

much more than their marginal labour wages. Economic prosperity has motivated 

them to decide on opening up a permanent shop for marketing their products in the 

local markets. This is encouraging inspite of the fact that inspite of passive role ofthe 

DRDC in helping marketing, the women have taken there own initiatives for 

increasing sales. 

The members of the group have been able to address social vices like alcoholism, 

gambling, dowry, eve- teasing and sexual harassment. Some of the women have 

effectively participated in gram sabha and played their role in building a civil society. 

The socioeconomic empowerment of these women have not gone unnoticed and their 

respect in ·society has increased. The cohesiveness of the group is remarkable and wi11 

add to the success track further. 

* ---------
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Appendix- A2 

Questionnaire for SHGs 

Section-1 
Group Profile 

1. Group N rune -------------------------------------------------

2. Address: -Village-------------------------------- G.P. --------------------------
Block -----------------------------------

3. Number of member -------------

4 . Date of formation ---------------

5. Whether member of cluster I Federation----------------------------------------

6 . Main economic activity -----------------------------------------------------------

7·. Other economic activity-----------------------------------------------------

8. Group formed by- VLO I NGO I DRDC I panchayat I Bank I Other ( ) 

9 . Service Bank & Branch -----------------------------------------------------

10. Distance of bank from village -----------------------------------

1{. Grading- (a) 1st, Done I Not Done. (b) 2nd, Done I Not Done. 

12· (a )Date of 1st Grading ----------- (b) Date of 2nd Grading ------------

13. Result in (a)lst Grading------------- (b) 2nd Grading-------------------

14. Finance: --(a) Total corpus from own savings:-

(I) as on 31-3-05 -------(ii) as on 31-3-04 ------(iii) as on 31-3-02--

(b) Loan and subsidy after 1st Grading: Loan ------- Subsidy -------

(c) Loan & subsidy after 2nd Grading: Loan -------- Subsidy --------

(d) Amount of loans given as interloans to members ----------------

(e) Interest on loan due ----------------

15. Members' Profile:-

() Female No----------, Male No-------, BPL No--------, APL ---------

(b) Age: Bel.ow 18 yr.----, 18-35 yr.---- 35-50yr ----,Above 50yr--------

(c) Education; Non educated------, Upto class V------Class V to Mo:tric ----, 

Metric to HS -----, Graduate-----

( d) Marital status: Married no------, Unmarried----, Widow-----. 

(e) General-----, SCIST ------, 
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(f) Children per women; l-2children------, 3-4 children-------Above 4 children-------

• Some details of about spouses activities & income -----------------------------------

16.Savings:- Per Member---------------. Frequency: -Monthly I weekly. 

Total Amount Generated per month-----------------------

Amount deposited in bank account ----------, Held in cash------------

Investment made of and savings details -----------------------------------

Whether A/C Book maintained ---------------------------------

Process , -collecting saving--------------------------------------

How amount of savings decision are made ----------------------

17. Group Corpus 

Items Upto Upto Upto Upto Upto 
31-3-01 31-3-02 31-3-03 31-3-04 31-3-05 

1. Cash with the 
group. 
2. Loan outstanding 
with the members. 
3. Balance ill the 
S.B. A/c. & its 
interest. 
4. Interest earned by 
the group on loan to 
the members. 
5. Group corpus.( 
Total of 1,2,3 and 
4) 
6. RF Loan from 
bank 
7. Subsidy from 
DRDA 
8. Loan from bank 
after 2nd grading. 
9. Subsidy from 

DRDC after 2nd 

grading. 

8.Total eligibility 

(RF) 
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Yes No 

17. Whether interloaning has been done in your group? I '--1 -------' 

Cons urn H- Sanit Daughter'marriage 
19. Purpose of interloaning? 

20. What is the frequency of interloaning in a month? 

21. What was the average amount ofinterloans given to individual members?· 

21. What was the rate of interest on interloans? 

21. What is the repayment period?-------------------------

Training 
24. How many members received training? Yes--- No----. 

Types of Content of Methods Trainer/ Training Institute Duration 
training training 
I. BOT 

2.BOP 

3. SKDT. 

25.Have you acquired required skill through training for IGA? 

Yes----- No-------

26 If yes, What change has been made through the training? 

27. Ifno, why? 

28. Whether your income has been raised due to training received? 

Yes------. No ---------

29. If yes, Wage employment-------, Self employment-------------

30. If wage employment, mention reason for not taking up self employment. 

i) Lack of capital ----- ii) Lack of adequate training ---- iii) Lack of market--

iv) Other reason (specify) -----------
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31. How effective is the training imparted for managing IGA? 

In terms of Very Effective Somewhat Cannot In effect 
effective effective say IVe 

Production 
Skill Acquisition 
Book keeping 
Marketing Aspect 

32. Impact of training. 

Statements Strongly Somewha ~~moot Somewhat Strongly 
agree t agree say disagree disagree 

1) Increase the ability 
to Transact with the 
Bank 
2) Increase in active 
participation n 
Development 
Programmes 
3) Increased 
documentation 
abilities. 
4) Know better about 
SGSY provisions 
5) Increased 
accounting skills. 
6) Better skill 
imbibed for 
production. 
7) Got knowledge 
about packaging, .. 
rncmg. 
8) Got knowledge 
about marketing 
avenues. 
9) Got better skills in 
financial management 
of group. 
1 0) Got better 
knowledge about 
meeting procedures 
11) Know better 
about their right and 
benefits of the 
members. 
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Meetings 

33 Group meeting are held. 
Weekly By-weekly Monthly By-monthly Y2 yearly Yearly Not held 
I I I I I I c:=:::J '-----' 

1 Average number of members present in the meeting----------
Yes No 

35 Do you keep a resolution book? D D 
1. Are the proceedings recorded in the book? 

37 Who maintain the books? 

Yes 
c:::::::J 

No 
c:J 

i) Group leader ii) any other member iii) External help without 
Remuneration iv) External help with Remuneration v) Spouse. 

0 What other records do you keep? ----------------------------------------. 

39. Different aspect of meeting. 

Items Regular Irregular No 
discussion 

Discussion on individual contribution. 
Discussion on business plans. 
Discussion on bank saving linkage. 
Discussion on bank credit linkage. 
Discussion on gradation process. 
Discussion on fixation of internal loan. 
Discussion on fixation of interest. 
Discussion on what to do with own 
savings. 
Discussion on what to do with bank loan. 
Discussion on problem while dealing 
with banks. 
Individual and social problems. 
Health, hygiene & education. 

SECTION II 
Test of knowledge about SGSY Scheme. 

1. What is the full form ofSGSY? ------------(No of respondents) 

2. When has SGSY implemented?----------------------

3. How many gradingJare there in SGSY? ------------

4. Is the SGSY a central Govt. Scheme/ Central+State/Only State/panchayat/Do 

not know? 

5. What is the amount of loan and subsidy after 1st Grading? -------------

6. What is a cash-credit A/C? ------------------------------------------------------------
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7. What is the amount of loan and subsidy after 2nd Grading? -----------------------

1. Who sanctions money for loans and subsidy? ---------------------------------------

1. What is the maximum number of members you can have? ----------------------

1. Has SGSY Scheme been explained to you?-------,By whom ---------------------

1. Do you have access to booklets issued by DRDC/ Bank? ---------

1. Can you read them? -------------

1. Are they read out to you? -----------

1. Knowledge of beneficiaries regarding the SGSY Scheme. 

SL. Statement Very Some Cann· Somewhat Totally 
No sure what ot unsure unknown 

sure say 
1. Grading is essential for 

getting loan. 
2. Bank loan part of 

revolving fund lS 

proportionate to the 
group corpus. 

3. Cash credit limit upto 4 
times the group corpus 
can be considered based 
on the credit absorption 
capacity and 

' 
. credit 

worthiness of a group. 
4. Subsidy is restricted upto 

the amount of group 
corpus subject to a 
minimum of Rs. 5000/-
and a maximum of 
Rs.lOOOO/- Per group. 

5. A minimum subsidy of 
Rs 5000/- can be given to 
the group even if the 
greup corpus is less then 
Rs.5000. 

6. A maximum subsidy of 
Rs 125000 can be raised 
after 2nd grading. 

7. Bank transactions are 
easy under SGSY 
Scheme. 

8. Training lS provided 
under this Scheme. 
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SECTION III 

Impact Measurement 

(A) Economic. 

1. Regularity of work Every day Five day 3-4days 1-2days Zero 

'-----'I ._I _ ____, 
2. Average annual Rs 2000+ Rsl0000-20000 Rs 5000-10000 <Rs5000 

income or"the group ...... J_----J 
3. Average monthly 

income per member 

Rs 2000 

I I 
Rsl000-2000 

I I 
Rs 500-1000 <Rs 500 

I I I I 
4. Value of assets ofmember:- Before joining group! 1 Now!,__ __ __.I 

5. Access to loan (Ind.) [total amount after joining group] 

Rs20000 Rsl0000-20000 Rs5000-10000 BelowRs5000 None 

I l 
6. Perception of improvement of economic status. 

Much better-----, Somewhat better----, Indifference------; Decrease---------. 

(B) Social 

Statement Great Somewhat Same Somewhat Substantially 

increase increase Decrease decrease 

1. Perceived 

increase in prestige 

at home. 

2. Perceived 

increase in prestige 

in Community. 

3. Perceived 

mcrease m 

decision making 

role at home. 
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4. Perceived 

increase m 

decision making 

role in community. 

5. Perceived 

increase in overall 

self Reliance. 

6. Perceived 

increase m self 

reliance m house 

hold. 

7. Perceived 

increase m skill 

and confidence due 

to participation m 

SHGs 

8. Perceived 

increase in quality 

of living due to 

participation m 

SHGs 

9. Perceived 

increase m self 

reliance through 

participation m 

cultural and 

community 

activities 
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SECTIONV 

(A) Marketing 

1. (a) How sales are made?-------------------------------------------

(b) Sales generated amount ------------ Per month/ week 

(C)Frequency of sale in a year-----------------------

Perception of level of sale through different channels. 

2. Marketing Channel; 

i) Door to door retail sales: -

Excellent --6-- --5-- --4-~ --3-- --2-- --1-- ---0- Very poor. 

ii) Sales to wholesaler: -

Excellent --6-- --5-- --4-- --3-- --2-- --1-- ---0- Very poor. 

iii) Sales to cluster: -

Excellent --6-- --5-- --4-- --3-- --2-- --1-- ---0- Very poor. 

iv) Sales in village fair: -

Excellent --6-- --5-- --4-- --3-- --2-- --1-- ---0- Very poor. 

v) Sales in Sponsored fair:-

Excellent --6-- --5-- --4-- --3-- --2-- --1-- ---0- Very poor. 

vi) Sales through Government outlet at DRDC: -

Excellent --6-- --5-- --4-- --3-- --2-- --1-- ---0- Very poor. 

(B) Freedom From Moneylenders. 

Tick any one 

Statements 

(i) Borrowing from moneylenders had stopped after joining SHGs 

(ii) Borrowing from moneylenders had reduced after joining SHGs, 

(iii) They did not borrow· from moneylenders either before and after 

joining the groups 

(iv) Borrowing from moneylenders had increased to some extent after 

joining SHGs 

(v) Borrowing from moneylenders had increased substantially after 

joining SHGs 
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SCHEDULE FOR NGOs 

1. N arne of the N 00---------------------------------------------

a) Full Address ------------------------,----------------------------

b) Foreign Collaboration ----------------------------------------------

c) No of workers ------------------------------

2. Years of Existence -------------------------------

3. Are you identified as SHPI for SGSY implementation? 

4. No. of villages in the area of operation by your NGO. Specify name of the block or 

G.P. 

5. What are the key activities under SGSY promoted by your NGOs? 

6. What is extent of your involvement in the implementation of SGSY? 

Very Significant (5). Significant (4). Fair (3). Limited (2). Poor (1). 

7. Activities undertaken/ participated by your NGO? 

(Rank the activities in order of ijpjrtance) D 
Promotion I Formation of SHGs . Identification ofkea activities 

Selection of Swarozgaris D . Training D .Marketing SupportCJ. 

8. Physical progress of SHGs through your NGO. 

S.No. Year No of Group Passed 1st No of SHGs taken up 
Pro meted Gr. Eco. Act. 

2000-01 
2001-02 
2002-03 
2003-04 
2004-05 

2005-06 

9. Source of knowledge ofSGSY Scheme Govt. Office/ Booklets/ Training. 
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I 0. Perception ofNGO towards the SGSY in Jalpaiguri district 

Strongly Somewh Cannot Somewh Strongly 

Agree at agree say at Disagree 
Statement 

Disagree 

i) SGSY will be successful in 
promoting micro enterprises 

ii) SGSY will be successful 
In ra ising income of the 
beneficiaries 

iii) SGSY w ill be successful 
in raising wealth of the 
beneficiaries . 

iv) SGSY will be successful 
in socially empowering 
women. 

11. Co-operation from different players. 

Different Very Somewhat Indiffere Somewhat Non co-
Players cooperative co- nee non co- operative 

operative. operative 
DRDC 
Banks 
Panchayats 
SHG 
Local 
People 
Police Adm. 

. . 
12. How frequently do you visit? 

(a) SHGs--Every day/ Every week/ Every months/ Bimonthly/ Quarterly/As & when 

required. 

(b) Banks--Every day/ Every week/ Every months/ Bimonthly/ Quarterly/As & when 

required. 

13 . What is your role in linking SHGs with banks. 

14. What is your role in training SHGs. 

15. How do you help SHGs to market their products 

16. Other relevant information. 
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Questionnaire for Banks 
Name ------------------------------- Branch------------------------ Location---------------

1. Whether the branch finances groups under SGSY. Yes 
c::::J 

2 D t "I f SHG L. k . · e a1 so ID a ~es 

Upto 31- 31- 31-
Information 31-3- 3- 3- 3-

2000 2001 2002 2003 
Total no ofSGSY A/C 
Total no of other 
SHGs 
No of SHGs (SGSY): 
RF disbursed 
No of SHGs (SGSY): 
subsidy disbursed 

No 
c::::J 

31- 31-
3- 3-
2004 2005 

3 Activities regarding p amotion I formation and sensitization of groups: 

A) 

B) 

C) 

D) 

31-3 
2006 

4. How frequently do you visit the groups--- weekly I Monthly I Bimonthly I Half 
yearly/ Yearly 

5. Activities regarding the grading of group. 
a) 

b) 

c) 

d) 

6. What difficulties do you face while grading the groups? 
a) 

b) 

c) 

d) 
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7. What are the complaints that the SHG members bring before you regarding Bank · 
SHG Linkage? 

a) 

b) 

c) 

d) 

8. How do you cater to these complaints? 

9. What facilities do you offer for the groups in yours banks? 

a) 

b) 

c) 

d) 

10. Have you received any training on micro finance and SGSY- Yes I No 

• If yes, give details. 

11. Problem faced by bank officials (N=32) 

Statements 
Very Moderately Same Moderately Very 
high) high) low low 

1. Problem of 
staff shortage to 
cater to SHG 
work. 
2. Knowledge 
ofbank staff 
about SGSY. 
3.Frequency of 
receiving 
guidelines from 
head office. 
4. Co-operation 
fromDRDC. 
5. Co-operation 
from 
panchayats. 
6. Extra 
workload. 
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12.. Perception ofbankers regarding SGSY scheme 

Statements Strongly Somewhat Can not Somewhat Strongly 
agree agree say disagree d" I IS'!S_ree 

1. SGSY is a better 
microcredit prograrmi1e 
than previous credit 
programme like IRDP 
2. Savings of SHGs 
have resulted in more 
deposit fot banks 
3. Recovery rates are 
excellent. 

. 4. Establishing_ savings 
& credit linkage with 
bank has resulted in 
better business for your 
branch 
5. The amount financed 
through your bank are 
utilised properly for 
microenterpreneurial 
activities by SHGs 
6. Previous IRDP 
defaulter are restricted 
from having finance 
underSGSY. 
7. Beneficiaries 
understand all the 
operations and 
documents of savings 
credit linkage. 
8. Only the group 
leaders/ treasurers 
understand all the 
operations and 
docurrients of savings 
credit linkage. 
9. It is difficult to 
explain the operation 
and maintains 
documents to the SHG 
leader or treasurer. 
10. The SGSY will 
prove to be a 
sustainable microcredit 
delivery system in the 
long run. 
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Appendix - A 3 
.Profile of selected NGO promoters of SHG 

SL Particulars IBRAD Sree FPAI NESPON DSWO CDHI KREDA MSSO 
No Jalpaiguri Sanchari Hamilton Rajganj Dhubganj Jalpaiguri Kamakhy Hamil to 

Sili~uri ~anj aguri nganj 
Date of date Oct.,2006 Oct.,2006 Oct., 2006 Oct.,2006 Nov., 2006 Oct.,2006 Dec., 2006 Oct., 2006 

collection 

1. NGO legal form Society Society Society Society Society Society/Trust Society Society 

2. Area Coverage 2 blocks 3 blocks Kalchini 2 blocks 4GP. 5 blocks 3 blocks Kalchini 

block 

3. MF Function Promotes Promotes Promotes Promotes Promotes Promotes Promotes Promotes 
SHG Bank SHG Bank SHGBank SHG-Bank SHG Bank SHG SHG Bank SHG 

Linkage Linkage Linkage Linkage Linkage federation Linkage Bank 
Linkage 

4. No of SHG formed 350 520 120 208 254 602 705 260 

4a % of SHG under 94% 92% 93% 92% 90% - 32 92% 96% 
SGSY 

4b. Total SHG members 3856 5702 1316 2245 2789 6940 7255 2860 

5. No of 1st graded 160 498 47 70 150 457 252 90 
group 

6. No of field staff 2 4 2 2 2 NA 4 2 

7. No of cluster of 2 2 Nil Nil Nil 44 3 Nil 
SHG promoted 

8. Range of groups 24-36% 36% 24-36% 24-48% 24-36% NA 24-36% 24-36% 
internal lending rate 

--
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9. 

10. 

11. 

Current SHG 96% 
repayment rate 
Role in SKDT On Jute 

work, 
Mushroom 

Selected other Generation 
activities 

of Social 

awareness. 

Watershed 

Developmen 

t Tribal 

Developmen 

t. 

Capacity 

building. 

Source: - Field Survey 

(Contd) 

<90% 95% 

On On 
Beekeeping, Tailoring 
Cane work, 
Handicraft 

through own 
training 
centre. 

Community Family 

Developmen Planning . 

t and Social and Tribal 

Welfare. Developme 

nt Project 

98% 97% <90% 93% NA 

NA On NA Tr~ining On 
Mushroom not Tailoring 
cultivation, imparted. 

Pap ad 
making. 

Preservatio Health Tribal · Sanitation Health 

n ofNature Care and Development and Rural Care-

and wild Social 
' 

Housing HIV-

life. Nepal Welfare Rural Project Project. 

Kathmandu Education Child 

biological and Care, 

Corridor Development Family 

under Project planning. 

ICIMO 

Project 
·- -
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---

SL Particulars WIF FOSED Basundhara SYS ISEDH MJWO YP 

No Jalpaiguri Jalpaiguri Alipurduar Falakata Maynaguri Madarihat Kale bini 

Date of date I 

Oct., 2006 
collection 

Oct., 2006 Oct.,2006 Oct.,2006 Oct.,2006 Oct.,2006 Dec., 2006 

1. NGO iegaJ 
Society Society Society Society Society Society Society 

form 

2. Area 
2 blocks 2 blocks 1 block 2blocks 2block 2 blocks 2 blocks 

Coverage 

3. MF Function Promotes Promotes 
Promotes SHG 

Promotes 
Promotes SHG 

Promotes Promotes 
SHG Bank SHG Bank 

Bank Linkage 
SHG Bank 

Bank Linkage 
SHG SHG Bank 

Lihkage Linkage Linkage federation Linkage 
4. No ofSHG 

135 152 121 225 234 35 256 
formed 

4a %ofSHG 92% 82% 85% 92% 95% 82% 92% 
under SGSY 

4b. Total SHG 
1755 1980 1575 2925 3045 490 7255 

members 

5. No of 1st 160 498 47 70 150 457 3332 
graded group 

6. No offield 
4 5 2 4 4 NA 4 

staff 

7. No of cluster 
ofSHG Nil Nil Nil 6 3 Nil 3 

promoted 
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8. Range of 
groups 24-36% 36% 24-36% 24-48% 24-36% 24% 24-36% 
internal 
lending rate 

9. Current SHG 
repayment 98% <92% 92% 95% 92% <92% 98% 

rate 
10. Role in On 

SKDT Beekeeping, 

On Jute work, 
Cane work, On Mushroom 

Training not Training not 
Handicraft On Handicraft. On Jute work cultivation, 

Handicraft. 
through own Papad making. 

imparted imparted. 

training 
centre. 

11. Selected Generation of Community Family Planning Preservation Health Care and Tribal Sanitation and 
other Social Developmen and Tribal ofNature and Social Welfare Development, Rural· 
activities 

awareness. t and Social Development wild life. Rural Housing 

Watershed Welfare. Project Nepal Education and Project 

Development Kathmandu Development 

Tribal biological Project 

Development. Corridor under 

Capacity ICIMO 
I 

building. Project I 

- - ·- --- I 
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Appendix - A4 
Physical and Financial Progress under SGSY since inception i.e. 1.4.1999 

No of SHGs that Proportion of SHGs formed 
Sl. Grade I Grade II have taken 
No 

State I UT SHGs 
SHGs SHGs Up Economic SHG 

formed SHGs passed 
Activities Grade I passed 

Grade II 
1 2 3 4 5 6 7 8 

1 Andhra Pradesh 466837 423032 281037 49908 90.62 60.20 

Arunachal 
2 365 155 82 213 42.47 22.47 

Pradesh 

3 Assam 130013 75236 32200 23655 57.87 24 .77 

4 Bihar 108046 46698 21197 24570 43 .22 19.62 

5 Chattisgarh 51780 21887 7308 5955 42 .27 14.11 

6 Goa 700 379 184 239 54 .1 4 26.29 

7 Gujarat 91223 26285 7868 5462 28.81 8.63 

8 Haryana 11825 7926 4933 4608 67 03 41 .72 

Himachal 
9 5801 5073 4331 4284 87.45 74.66 

Pradesh 

Jammu & 
10 7384 3933 1154 3089 53.26 15.63 

Kashmir 

11 Jharkhand 34001 19815 6861 11620 58.28 20.1 8 

12 Karnataka 42292 24376 19234 19137 57.64 45.48 

13 Kerala 60303 42979 15856 8100 71 .27 26.29 

14 Madhya Pradesh 255395 91284 33878 29148 35.74 13.26 

15 Maharashtra 138213 90019 43431 27452 65.13 31.42 

16 Manipur 705 139 36 17 19.72 5.11 

17 Meghalaya 5413 3136 1035 828 57.93 19.12 

18 Mizoram 1431 737 786 1326 51 .50 54.93 

19 Nag a land 2813 1342 1327 2464 47.71 47.17 

20 Orissa 159773 84604 32790 21356 52.95 20.52 

21 Punjab 4483 2722 1554 1813 60.72 34.66 

22 Rajasthan 29219 16474 5589 4074 56.38 19.13 

23 Sikkim 1395 796 284 311 57.06 20.36 

24 Tamil Nadu 270399 171213 41457 27669 63.32 15.33 

25 Tripura 18550 7849 2413 6376 42.31 13.01 

26 Uttar Pradesh 339931 172833 74448 67447 50.84 21 .90 

27 Uttaranchal 19432 13266 7785 26210 68.27 40.06 

28 West Bengal 174134 122100 23925 29106 70.12 13.74 

29 A&N Islands 373 230 72 153 61 .66 19.30 

31 Daman & Diu 0 0 0 0 0.00 0.00 

30 D & N Haveli 16 0 0 0 0.00 0.00 

32 Lakshadweep 5 2 0 1 40.00 0.00 

33 Pondicherry 1300 1141 539 357 87.77 41.46 

TOTAL 2433550 1477661 673594 366948 60.72 27.68 

Source: - Central Lerel Co-ordination Commillee o(SDSL- excerpt from the Agendafor the Tentldfeetlng, Feb-2001 
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Appendix- AS 

Schedule of 1 St Grading Exercise of SHGs under SGSY 

SL Particulars Indication Marks 
No 
I. Feeling homogeneity I i) Very Strong 3 

solidarity ii) Moderately strong 2 
iii) Not very much strong I 

2. Awareness about i)Very Strong 3 
objective of group ii)Moderately strong 2 
formation iii)Not very much strong I 

1 Regularity of meetings i) More than 75% 3 .). 

ii) Between 50%-75% 2 
iii) Less Than 50% I 

4. Attendance of meeting i) More than 75% 3 
ii)Between 50%-75% 2 
iii)Less Than 50% I 

5. Regularity of Savings i) Once in every month by all members 3 
ii) Not in every month by all members but 

some total of savings is equal to monthly 
savings multiplied by age of the group 2 

iii) Irregular. I 
6. Awareness about bylaws i) Written and strong awareness 3 

and whether they are ii) Oral but strong awareness 2 
written or oral iii) Oral and not aware I 

7. Record Keeping I Book i) By members 3 
keeping ii) By members but with the help of others 2 

iii) By others I 
8. Availment of loan from i) More than 60% members received loan 3 

group Savings from the groups. 
ii) Between 30%-60% members. 2 
jjj) Less than 30% members I 

9. Decision of loan to i) Meeting by all members. 3 
members ii) By elected leader 2 

iii) By Others I 
10. Repayment of loans i) Regular at every month by allloanees 3 

ii) Regular but not at every months 2 
iii) Irregularities in loan repayments I 

II. Participation m i) By all members. 3 
discussion and deci sion ii) 75%-100% members. 2 
making iii) Less than 50% members. I 
Scope of leadership i) Elected every Year 3 

12. ii) Changed leadership as per the 2 
situation . 

iii) No change of leaders I 
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Appendix- A 6 

Schedule for Second Grading of SHGs 

SL.No. Particulars Indicators Marks 
I How many times Cash Credit has been debited i)Very frequently I 

ii) Somewhat frequently 2 
ii) Infrequently 3 

2 Repayment of loans i)Very frequently I 
ii) Somewhat frequently 2 
ii) Infrequently 3 

3 Increase in member income i) Rs 500or more for each I 
member 

ii) Rs 300-500 for each 2 
member 

iii) Less than Rs 300 3 
4 Increase in group corpus i) Good I 

ii) Average 2 
iii) Bad 3 

5 Regular meeting i) Two meetings per month I 
ii) One meeting per month 2 
iii) Infrequent 3 

6 Regular Savings i) Regular Savings by all I 
members every month 

ii) Savings every month but 2 
some members default. 

iii) Infrequent 3 

*********************************************************************************** 
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