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Executive Summary

Credit and Savings for Household Enterprises (CASHE) is a microfinance program funded by the Department for International Development, UK from April 1999 to December 2006 and implemented by CARE India in rural areas of Andhra Pradesh, West Bengal, and Orissa.  CASHE’s goal is to significantly enhance the incomes and economic security of the poor and make available a wider range of microfinance services.  The purpose of the project is to increase the availability of a wider range of microfinance services to poor rural women and their use of those services.

In order to make a significant impact on the microfinance sector, CASHE employed a three-tiered strategy:

· Tier I:  Enhance access to micro-finance services for the poor by supporting self sustaining micro-finance operations in programme states.

· Tier II:  Enhance the quality of the micro-finance services through capacity building support.

· Tier III:  Work towards an enabling policy and regulatory environment for the micro-finance sector, by supporting networks and alliances.  

Tier 1

CASHE has far outperformed expectations in terms of outreach; even with its original target of 100,000 clients tripled at mid-term to 300,000 clients, CASHE still almost doubled this new target with 592,445 clients.  Furthermore, instead of the required eighteen NGOs, it has partnered with 34 NGOs by giving them technical and capacity building support and has extended its program into Madhya Pradesh.  

These groups are also of a certain standard of quality; older groups improve with time and groups that have received CASHE inputs outperform those that did not.  Federations that have received CASHE inputs also outperform federations of other promoting agencies.  This has been achieved at a very competitive cost of promotion.

Tier 2

In addition to building the capacities of the partner NGOs, CASHE has built five Capacity Building Institutions that will continue to provide much needed technical inputs to emerging MFIs.  These CBIs are self-supporting and provide a range of different trainings, services, and products, that have contributed to the strengthening of the sector.

Tier 3

In addition to supporting work on the ground, CASHE has established a presence in the national policy sphere by establishing Microfinance India platform, the premier national conference on microfinance which includes a state of the sector report and long range planning.  In addition, the Program Director of CASHE is on the board of Sa-Dhan, the national advocacy group for microfinance, and he has given inputs into the national microfinance bill.  State teams have also worked to create an enabling legal environment for microfinance through networking and advocacy.

ACCESS

After the CASHE project period ends, a new entity will emerge called ACCESS Development Services ( hereinafter called ACCESS).  ACCESS will work on a revenue model to carry forward the mandate of CASHE and extend it into providing livelihood services as well in the under-served regions of the country.

Lessons

1. The data collection was not coordinated in such a way that statements regarding logframe indicators on household level impact could be conclusively made.  

2. Cross learning between partners within states, between states, and between different projects did not occur, thus isolating many of the innovations and forcing PNGOs to struggle unnecessarily where others had struggled before.

3. Greater attention could have been paid to the issues of gender and equity. Since poverty is multi-dimensional and issues of poverty are integrated in the lives of women, holistic approaches are required.

4. ACCESS is a step forward in creating a new standard for project implementation where the impact of an investment does not die with the end of the project but can continue through the creation of an institution.

5. As the microfinance sector evolves, two models are clearly emerging: the  “ credit only “ approach  and the “credit plus’ approach. There also seems to be a choice between  legal forms emerging(at least amongst CASHE partners)  : one to transform  to a Non-banking finance company  (NBFC) or a not for profit section 25 company and the community owned credit cooperative. and the models in between are withering away ,possibly opting to become direct sales agents for Banks and Insurance companies(  often reffered to as ‘banking correspondents’) .  In this rapidly changing environment, ACCES S should position itself as an entity that helps NGOs transform into community owned MFIs.  Not only is this where the core competency of ACCESS lies, but it also falls in line with the core principles of CARE and DFID.

Introduction

1.1. The CASHE Programme

Launched in December 1999 and supported by the Department for International Development (DFID), UK, CASHE a Microfinance programme, aims at significantly enhancing the incomes and economic security of the poor, and making available a wider range of microfinance services.  This seven-year project is being implemented in the rural areas of Andhra Pradesh, Orissa and West Bengal.  In 2005 the project expanded its operations to the state of Madhya Pradesh.  CASHE supports the development of community based and owned micro finance organisations and enables access to capacity building services. The purpose of the project is to increase the availability of a wider range of microfinance services to poor rural women and their use of those services.

Through a three-tiered structure the CASHE programme aims to 

· Tier I:  Enhance access to micro-finance services for the poor by supporting self sustaining micro-finance operations in programme states.

· Tier II:  Enhance the quality of the micro-finance services through capacity building support and fostering innovations.

· Tier III:  Work towards an enabling policy and regulatory environment for the micro-finance sector, by supporting networks and alliances.  

1.2. Purpose of the Review

Objectives of the Review

The consultants reviewed and analysed the following aspects (See Annexure 1):

· The key aspects of the processes established.

· The progress achieved against the logical framework (See Annexure 2) and the impact made by CASHE during the period of implementation at different levels. 

· The investments made in CASHE from the perspective of its value for money/ cost effectiveness and comment on how these compare with other such programs and how some of the standards / benchmarks developed by CASHE could be taken forward.

· Learning from the project and project’s initiative in documenting and disseminating the learning.

The review will provide overall evaluation of the Project towards achieving its intended goals.  This review will also provide larger recommendations to 

· CARE to help build on CASHE and develop its future strategy
· DFID on how to take forward the learnings from CASHE for larger impact in its work in microfinance sector in the country with civil society, mainstream institutions like SIDBI and private sector.
1.3. Methodology

The consultants met with CARE-CASHE staff from Delhi and four state offices.  Visits were conducted to nine of the CARE-CASHE PNGO and government partners, and met with representatives from the MACs, CBIs, self help groups as well as with government and banks.  Reflection sessions were held in each state with all partners and CASHE state teams.  Separate visits were conducted to review CASHE supported innovations such as the grain banks, remittances for migrants, livelihood interventions, the disability project and the regional rural banks.  Interviews were also conducted with DFID.  The schedule of the visits has been included in Annexure 3.

This was supplemented by secondary data and a desk review of the relevant CASHE documents, which included a review of the baseline and mid-term evaluations, the exit strategy, relevant studies on Tier II including the client satisfaction survey, and documents on the exit strategy of staff as well as material from Tier III conferences.  The findings of the study were presented to the CASHE team as well as to DFID and feedback was incorporated into the report.  

The team brought different types of expertise to the evaluation that went beyond pure microfinance, including government perspectives on upscaling and institutionalization as well as gender, political participation, equity, and micro enterprise analyses.  

Innovations were examined in terms of their scalability, replicability, and sustainability.  These innovations were also considered regarding how they would fit into the post-project manifestation of CASHE, ACCESS.

The report was designed in accordance with the TOR (Annexure 4), and went beyond the TOR to include independent assessments on select components that complemented data on internal ratings performed by CASHE, such as the cost of promotion of SHGs.  The findings have also been shared with bankers, microfinance experts, and government to set them in the context of the sector as a whole.  A review of the microfinance literature has also helped to shape the overall analysis. 

1.4. Scope of the Report

This report  has been organized according to the CASHE programme structure to review progress made in Tier 1, Tier 2 and Tier 3 in Chapters 2, 3 and 4 respectively.  A separate chapter provides the innovations funded under the innovation fund of CASHE as this is one of its strengths.  This is followed by an overall analysis of the CASHE project in Chapter 6. The final chapter provides lessons from the CASHE experience along with recommendations for the future strategy of DFID and CARE.

2. Review of Tier 1 Activities: Progress Against Logical Framework 

2.1. Delivery of Sustainable Microfinance Services to Poor Women

According to the logframe, the purpose of the CASHE program was, “To increase the availability of a wider range of micro-financial services to poor (predominantly rural) women and their use of those services.”  The first objectively verifiable indicator under the purpose stipulates that 300,000 clients of Tier 1 partners regularly use micro-finance services by EOP.  The OVI also states that the client profile should be 75% initially poor, over 50% from disadvantaged households (scheduled tribes/ castes/female headed households/ landless labourers), 90% women, and 90% rural.  There is no available data on the initial BPL status of clients, however 70% of clients are from scheduled tribes, scheduled castes, or  other backward castes (OBC ) and 100% of CASHE supported clients were women.

According to the OVI, 300,000 of clients should regularly use micro-finance services according to their needs.

	Table 2.1: People’s Organizations: Three State Comparison

	
	Andhra Pradesh
	Orissa
	West Bengal
	Madhya Pradesh
	Total

	Number of Federations
	70
	43
	10
	0
	123

	Number of Groups
	13,360
	19,422
	8,844 
	2,168
	43,794

	Total Members
	180,966
	275,386
	110,075
	26,018
	592,445


CASHE has facilitated the extension of microfinance services to a total of 592,445 poor women in three states through using a strategy of mobilizing women into self help groups.  All clients participate in at least group savings and 71% (423,622) of the clients are active borrowers.

Quantitative and Qualitative Indicators

Quantitative Indicators: CASHE has met and even exceeded its original goals of access and outreach, the original target of CASHE being 100,000 per state or 300,000 total women.  One recommendation of the MTR was to expand the outreach within each state and extend the operations to Madhya Pradesh, which CASHE has subsequently done.  The target number of self help groups to be formed was 12,500 by the end of the project, and CASHE partners exceeded the target 3.5 times over (43,794).  

Qualitative Indicators: 

The quality of self help groups has been measured against the log frame mandate of 80% of mature groups (2 years operational) should achieve rating score (against agreed criteria) of over 70% by MTR and 80% by EOP.  

	 Table 2.2: Quality of Groups in 2003 and at EOP

	Grade
	2003 grades
	EOP grades

	
	Number of groups
	Percentage
	Number of groups
	Percentage

	A (90-100)
	3291
	25%
	12390
	50%

	B (75-89)
	4630
	35%
	9210
	37%

	C (50-74)
	4016
	30%
	3105
	12%

	D (< 50)
	1352
	10%
	272
	1%

	 
	13289
	100%
	24977
	100%


In 2003, 60% of groups achieved a rating of over 75%, and at EOP 87% of groups achieved a rating of over 75% (Table 2.2).  The fact that the MTR OVI was not met indicates a learning curve for the CASHE team that kicked in as the project gained experience.  At the EOP, approximately 25,000 of the 42,000 groups were mature enough for grading (over two years old).  This data shows that progress has been made against the logframe, although it does not match the exact criteria of the logframe.  The data does show that CASHE has been effective in maintaining and building quality while pursuing ambitious levels of outreach.  

The logframe also states that 90% of the groups should be federated, as an indicator of quality of the groups.  However, this indicator is misleading for several reasons.  One is because groups have to reach a certain level of maturity before they are federated, so many groups are too young to create federations.  The other reason is because not all models necessitate federating groups, such as microfinance institutions (MFIs) that lend directly through groups and bypass the federation structure.  Although 61% of the groups are federated, this figure does not yield significant insight because federated groups are not always necessary for effective microfinance operations.

The logframe also states that 80% of clusters/federations achieve PACT score of over 50% by MTR and 70% by EOP.  This indicator is also irrelevant because the PACT grading tool was used for NGO partners and not federations, therefore there are no PACT scores for federations.  At the time the logframe was revised, CASHE was considering customizing the PACT tool so that it could be used for federations, but with the rise of the APMAS grading system, they found that it was unnecessary.

Therefore, a more appropriate parameter to measure the quality of federations is the independent ratings of APMAS.  According to the figures, federations that have received CASHE inputs outperform other federations (Table 2.3).

	Table 2.3: APMAS Ratings of Federations


	Grade
	NON CASHE
	%
	CASHE
	%

	A
	6
	10..71
	9
	33.33

	B
	23
	41.07
	16
	59.26

	C
	27
	48.21
	2
	7.41

	 
	56
	100
	27
	100


Furthermore, federations that have received CASHE inputs outperform federations that have received inputs from other organizations according to APMAS grades (see Table 2.3 a and Table 2.4).

                         Table  2.3 a : APMAS Ratings of Federations

	Grade

	UNDP
	DRDA
	TPMU
	VELUGU
	GRAM
	CASHE

	A
	0
	1
	0
	0
	2
	9

	B
	5
	6
	1
	3
	8
	16

	C
	2
	6
	8
	6
	2
	2

	
	7
	13
	9
	9
	12
	27


Table 2.3 a shows the details of APMAS ratings (as at June 2006). While UNDP,DRDA,TPMU and VELUGU could be termed as “Government” programmes” GRAM is another NGO run programme  in a similar geography as some of the CASHE partners

Table  2.4   show ratings  as on May August 2004

	Table 2.4: APMAS Ratings of SHG Federations (May-August 2004)

	Rating
	CASHE
	GRAM
	YIP
	DRDA, RR
	DRDA, Atp
	SERP
	TPMU, Adb
	UNDP

	A-
	32%
	17%
	 
	8%
	 
	 
	 
	17%

	B+
	41%
	17%
	9%
	25%
	 
	 
	10%
	17%

	B
	14%
	42%
	18%
	25%
	 
	17%
	 
	17%

	B-
	4%
	8%
	18%
	 
	 
	50%
	 
	39%

	C+
	9%
	 
	18%
	34%
	 
	17%
	 
	10%

	C
	 
	16%
	37%
	8%
	100%
	16%
	90%
	 

	Total  (#)
	22
	12
	11
	12
	20
	6
	10
	19


In this table, it is important to note that a significant number of groups are being formed by Government namely DRDA  and SERP which have not created high quality groups.  The results of a CASHE model which partners with civil society stands in sharp contrast to the results of the government, which carries an important lesson for future strategies in SHG formation and microfinance.  This analysis should be cross-referenced against the cost of promotion, which shows that CASHE is able to deliver this level of quality with competitive promotional costs.

Sustainability of these Services


The log frame mandates that client-owned, managed, and governed groups and apex institutions are established and provide effective financial intermediation services.  While the 123 federations and MACS established through CASHE are self owned, the issue of self management is more complex and relates to the type of institutional arrangements they are a part of.  The issue of self-governance will be discussed in-depth in an analysis of the different types of institutional models that have emerged from the CASHE experience later on in this report.  For now it is sufficient to say that the degree of self governance or self management varies based on the type of institutional arrangements the MACS or federations belong to.

Emerging Models

While CASHE was model-agnostic, there were clearly two models that were emerging: the credit plus model increasingly adopted by community owned credit societies and the ‘credit only’ model where the preferred legal form  Section 25 / NBFC model (at least by CASHE partners) See table 2.5.  The community based models typically have federations that manage their own finances by on lending to SHGs.  Their staff is hired locally, and primarily consists of SHG women themselves.  An example of this model is the Bagnan Credit Cooperative model, which lends funds generated entirely from savings of the community.  Other models that fall in this category are the federations promoted by government such as BMASSs in Orissa.  Organizations like Sangatitha promoted by MARI, represent another variation on this model.  Sangatitha, relies on MARI to leverage bank loans, but MARI hands the funds over to the federation directly and earns no spread. 

Non-Banking Finance Companies (NBFC) essentially operate as banks, but have severe restrictions against savings.  NBFCs typically have professional staff and their operations are funded through the interest generated through onlending.  NBFCs focus on quickly spreading microfinance services to the maximum number of clients in order to reap economies of scale, and their funds are entirely leveraged through bank loans.

	Table 2.5: Comparison of Predominant Models

	Community Owned Model
	Section 25 / NBFC

	High cost of promotion due to federating groups and capacity building for financial management
	Lower cost of promotion

	Interest rates fund community staff and is given back to the community as dividends
	Interest rates fund operations and expansion, and profits go to banks and the NBFC

	Lower cost of operation employing community members
	Higher cost of operation employing outside professionals

	Prolonged handholding necessary
	Professional capacity 

	Often choose not to link because of the perception of lack of professional capacity to manage.
	High amount of funds leveraged and managed effectively.

	Low resources generated as a result of microfinance, however all profits go back to the community
	Resources depends on the amount of loans taken.

	Focus on defined geographical area with credit deepening and credit plus services
	Focus on widening access to microfinance services only

	Social intermediation
	No social intermediation

	Impact is multi-dimensional
	Impact tends to be restricted to benefits from access to financial services

	Emphasis on savings is stronger.  Lending from internal savings leads to greater dividends, rather than going to banks. 
	Emphasis on borrowing is stronger because the NBFC’s survival depends on it.

	Long-term investment in a community with a range of services beyond finance and earning dividends creates ownership and a loyalty to the organization and the groups, thereby protecting against competition.
	Any competitor that offers lower interest rates or loans with better terms will be a threat because there is no other connection to the client other than financial services.


2.2. Promotion of Client Owned and Managed Institutions: Federations

NGO partners have facilitated the federations of these groups into either mutually aided cooperative societies (MACS)
, wherever there is the legal space to do so, or otherwise, into federations.   In West Bengal, while the number of SHGs formed are commensurate with Orissa, a much smaller number of federations reflect the fact that enabling legislation allows the formation of credit cooperatives only in urban areas, not in rural areas.  In Orissa though there is enabling legislation but operational difficulties cited by partners, is that the application process is tedious and lengthy.  Consequently they are forming federations as societies rather than cooperatives.

2.3. Capacity Building and Technical Support Provided for Tier I Activities

Training and capacity building has taken place at a variety of levels permeating all the way from CARE-CASHE national to state offices, to Tier I and Tier II partner institutions and finally to people’s organizations namely to federations, SHGs and their members.  

The following is a list of areas where CARE-CASHE has provided training to PNGOs:

· MicroFinance orientation

· Participatory Training Methodologies based on Adult Learning Principles

For the SHG level

· SHG management and sustainability

· SHG Book keeping

· SHG leaders, members and field facilitators training

· Financial management - Delinquency management and Interest Rate setting among SHG Federations

· SHG-Federations Financial Accounting

· MIS for SHG Federations

For the cluster and federation level

· Cluster/federation level leader training

· Concept, structure, legal aspects, promotion, management and Sustainability of SHG-Federations

· Visioning Exercise for Community based microfinance institutions

Training for NGOs

· Senior level NGO functionaries training

· Participatory training methodologies

· Personality Development

Livelihood training

· Livelihood concepts

· Microinsurance

· Business development services for promoting microenterprises

Gender

· Training kit on Gender 

Governance (mainly West Bengal)

· Handbill on Gram Unnayan Samity 

In addition, training has taken place on gender arranged first by the national office and then by state offices for partners.  

2.4. Partnership Development Process

The Partners Assessment Tool (PACT) was used to select partners for CASHE. The PACT assesses partners using performance indicators in the following broad based areas: governance, management practices, human resources, financial resources, microfinance services, microfinance, program performance, external relations, and sustainability.  The PACT allows for a trend analysis where the PACT scores helped track progress over the project period, and identify capacity building inputs needed.  

After partners are identified intensive capacity building inputs follow and a period of technical and financial incubation follow.  The financial incubation includes the extension of the revolving loan fund and the facilitation of bank linkages to increase access to credit.  Technical incubation entails capacity building and technical support for effective fund management and leverage.

This was followed by a phase of envisioning where the PNGO is facilitated to decide upon the legal entity it would like to form to continue and mainstream its microfinance operations.  Thus information on the various choices available to it such as the Non-banking finance company, section 25 company or credit cooperative options are discussed and the partner is facilitated to make the transition to becoming an MFI based on its own vision, mission and direction.

PACT Scores

The logframe states that there should be a minimum of four partners by EOP and that the partners should achieve a PACT score of over 75% by EOP.  At the end of the project, all partners have a PACT score of over 70% and 17 of the 24 PNGOs graded in Orissa, Andhra Pradesh and West Bengal have a PACT score of over 75% (Table 2.6)

	Table 2.6: PACT Scores of Parntner NGOs

	Partner NGO
	First Score (By 2002)
	Grade
	Present Score (By March 2006)
	Grade

	AWS
	72%
	A
	77%
	A+

	KRUSHI
	58%
	B
	90%
	A+

	MARI
	61%
	B+
	76%
	A+

	PEACE
	73%
	A
	74%
	A

	PSS
	74%
	A
	76%
	A+

	SEVA
	65%
	B+
	71%
	A

	NAVAJYOTHI
	58%
	B
	71%
	A

	FARR
	59%
	B
	71%
	A

	PARIVARTAN
	62%
	B+
	71%
	A

	BISWA
	66%
	A-
	80%
	A+

	GRAM UTHAN
	60%
	B
	74%
	A

	HINJILICUT
	71%
	A
	85%
	A+

	JEGANNATHPSD
	70%
	A-
	73%
	A

	SURADA MASS
	57%
	B
	80%
	A+

	SWAYANSHREE
	64%
	B+
	76%
	A+

	SREEMA
	74%
	A
	93%
	A+

	BCC
	73%
	A
	91%
	A+

	SWANIRVAR
	73%
	A
	91%
	A+

	RDA
	71%
	A
	84%
	A+

	KJKS
	73%
	A
	87%
	A+

	MUS
	72%
	A
	79%
	A+

	CDHI
	71%
	A
	84%
	A+

	DSS
	72%
	A
	79%
	A+

	BIKASH
	72%
	A
	87%
	A+


2.5. Cost of Promotion

Cost of promotion of SHGs supported by CASHE is extremely competitive, compared to the cost of SHGs promoted by other agencies.  The current costs of CASHE-supported groups are estimated to be 26.79 British pounds or slightly over Rs. 2143. (Table 2.7) The operational cost was calculated by taking the full operational costs of promoting and monitoring SHGs, including overhead and administration borne by the partner NGO.  In addition, all direct CASHE support given to the partner NGOs, and percentages of other CASHE operational costs were also included
.   

The cost per group goes down over time for two reasons.  The first reason is because the cost of promotion requires more investment than the cost of maintaining a group, so as groups mature and the initial growth phase of SHG promotion passes, the costs steadily go down.  The other reason is that initial investments in systems and training result in much higher levels of outreach.  These systems may result in the incurring of higher costs initially, but they result in much higher rates of growth as time goes on, thus lowering the cost per group

Table 2.7: Cost of Promotion of CASHE supported groups
	Year 
	Cumulative groups
	# groups promoted
	Cumulative members
	Operational cost for the year (in UKL)
	Cost per group (in UKL)

(Operational cost/ cumulative groups)
	Cost per client  (in UKL) (Operational cost/ # members)

	 00-01 
	          7,333 
	          7,333 
	           97,925 
	               171,121 
	             23.34 
	              1.75 

	 Apr 01-Mar 02 
	          9,729 
	          2,396 
	         131,076 
	               306,367 
	             31.49 
	              2.34 

	 Apr 02-Mar 03 
	        16,314 
	          6,585 
	         216,944 
	               404,211 
	             24.78 
	              1.86 

	 Apr 03-Mar 04 
	        18,822 
	          2,508 
	         247,399 
	               604,359 
	             32.11 
	              2.44 

	 Apr 04-Mar 05 
	        23,213 
	          4,391 
	         301,386 
	               578,123 
	             24.91 
	              1.92 

	 Apr 05-Mar 06 
	        29,284 
	          6,071 
	         384,778 
	               706,415 
	             24.12 
	              1.84 

	 Average in UKL 
	 
	 
	 
	 
	             26.79 
	              2.02 

	in INR (Exch Rate 1 UKL = Rs.80)
	
	
	Average in INR
	         2,143.20 
	          161.93 


An argument could be made  that it would be more pertinent to  work costs per group  taking into account the entire cost of CASHE programme ( both direct and indirect) and  divide the same against  number of effective groups per year. The assumption is that  groups have to be handheld for at least three years before they  could be considered ‘mature’. Accordingly, Table 2.7 a  shows the cost of promotion of groups taking  operational costs in full ,while Table  2.7 b  shows cost of promotion taking  80%  of the total  operational cost as  at least 20% of the cost can be safely assumed to have been spent on other programmatic activities not directly connected with  promotion of  groups.

           Table 2.7a  : Cost of Promotion of CASHE supported groups (100% costs)
	Year 
	Cumulative groups
	# 

Effective

groups


	Cumulative members
	Operational cost for the year (in UKL)
	Cost per group (in UKL)

(Operational cost/ effective groups)

	 00-01 
	          7,333 
	          7,333 
	           97,925 
	504,410
	68.79             

	 Apr 01-Mar 02 
	          9,729 
	9,729          
	         131,076 
	835,941               
	85.92             

	 Apr 02-Mar 03 
	        16,314 
	16,314          
	         216,944 
	1,111,592               
	68.14                          

	 Apr 03-Mar 04 
	        18,822 
	11,489          
	         247,399 
	1,681,835               
	146.39             

	 Apr 04-Mar 05 
	        23,213 
	13,484          
	         301,386 
	1,542,536               
	114.40

	 Apr 05-Mar 06 
	        29,284 
	12,970          
	         384,778 
	1,435,999               
	110.72              

	 Average in UKL 
	 
	 
	 
	 
	99.06              

	in INR (Exch Rate 1 UKL = Rs.80)
	
	
	Average in INR
	7925         


Table 2.7 b   : Cost of Promotion of CASHE supported groups (80% costs)
	Year 
	Cumulative groups
	# 

Effective

groups


	Cumulative members
	Operational cost for the year (in UKL)
	Cost per group (in UKL)

(Operational cost/ effective groups)

	 00-01 
	          7,333 
	          7,333 
	           97,925 
	403,528
	55.03

	 Apr 01-Mar 02 
	          9,729 
	9,729          
	         131,076 
	668,753
	68.74

	 Apr 02-Mar 03 
	        16,314 
	16,314          
	         216,944 
	889,274
	54.51

	 Apr 03-Mar 04 
	        18,822 
	11,489          
	         247,399 
	1,345,468
	117.11

	 Apr 04-Mar 05 
	        23,213 
	13,484          
	         301,386 
	1,234,029
	91.52

	 Apr 05-Mar 06 
	        29,284 
	12,970          
	         384,778 
	1,148,800
	88.57

	 Average in UKL 
	 
	 
	 
	 
	79.25

	in INR (Exch Rate 1 UKL = Rs.80)
	
	
	Average in INR
	6340         


In Self-help Groups as Financial Intermediaries in India: Cost of Promotion, Sustainability and Impact (Ajay Tankha, 2005) the cost of SHG promotion of various different agencies (Table 2.8) was compared.  In this context, it is clear that CASHE was extremely competitive.  However, it must be made clear that a direct comparison would not be accurate because the data for the other organizations is three years old and it can be assumed that efficiency of all organizations has improved over time.  Also, organizations such as Myrada offer many other services, such as livelihood support, and are not limited to only microfinance operations.  Although these figures cannot be used to quantitatively prove CASHE’s performance against other agencies, they are indicative that the cost of promotion of CASHE supported groups is extremely competitive.  When this data is cross-indexed against the superior quality of CASHE groups in comparison with groups supported by other agencies, it clearly shows that CASHE has delivered very high value for cost.

	Table 2.8: Cost of Promotion (2003)

	\CARE CASHE (2006)


	2,143

	CASHE   2006  

(100% costs considered)


	7925

	UNDP SPAP, AP
	15000

	Outreach
	4500-6000

	Myrada
	15000-25000

	Pradan, Jharkhand (Unicef)
	12100

	CARE Credit, Ranchi
	13,726 -15356

	NBJK
	13726

	Pradan 
	15356

	Basix
	4500


2.6. Overall Impact: Tier I 

Scale of Outreach

Overall, the CASHE programme achieved impressive strides in scale and outreach of microfinance services, far exceeding its original goals.  592,445  poor women have gained access to over Rs.183 crore of formal credit. 

People’s Organizations

In addition, CARE’s strategy of building up partner NGOs, MFIs, and people’s organizations has resulted in the formation of a total of 43,794 self help groups and 123 federations.  The people’s organizations now independently manage savings worth 35 crores of rupees.   Meanwhile the partner NGOs have parlayed the 15 crores of revolving loan funds into funds worth 185 crores of rupees, leveraging  resources from banks and other financial institutions by building their own capacities to manage funds, establishing their financial track records, and solidifying their credit management histories 

Alleviating Poverty

CASHE used microfinance as a strategy to meet its super goal of eliminating poverty of poor households and improving quality of life.  Anecdotal evidence in the form of case studies shows that some clients have improved their incomes and expenditure.  Separate studies done in each of the three states show higher expenditure than control group in all three states and higher income than control group in West Bengal and Orissa only. 
Another measure of vulnerability reduction is asset creation, which was measured according to landholdings, household durable assets, and productive assets.  The individual studies on asset creation each show higher levels of asset ownership.  

In addition to the tangible benefits of income, expenditure, and assets, the CASHE programme led to some social impact.  Some case studies show some examples of increased women’s participation in all three states.  Field visits during the evaluation showed a wide variation of women’s empowerment.  In terms of social and political participation, the expected results of community mobilization were present, such as increased confidence and mobility.  The greatest impacts the groups reported were greater access to credit, lower interest rates, less dependence on moneylenders, and increase expenditures on health, education, and food.  Several women reported taking loans for production, but they were largely used by the male members of the family.  Assets, such as land, were also typically held in the male family member’s name.  Although some of the women felt that they had better status in the family because they were able to access cheaper credit, whether or not the level of their decision making increased was unclear.  As reported by Sampark, decisions on larger assets were rarely if ever taken by the women alone, with men alone making a significant percentage of the large decisions and most decisions being taken jointly.  The visits did not show any significant evidence of increase in political participation, but increased participation was reported in the Orissa mid-term impact assessment report.

2.7. Problems with Data

Quantitative data was collected for each of the three states, but it is not included in this report because of lack of comparability.  Although the figures seem to indicate a general improvement in incomes, expenditure, assets, and social impacts, the data available does not directly address the logframe and the data itself is not comparable across states or across time.

There are multiple reasons for this lack of comparable data.  The most basic reason is that the task of data collection and analysis was outsourced to different agencies at different times using different samples and methodologies for baseline and mid-term and final evaluations.  Each state report used a different rationale to choose its experimental and control samples, different interview methods to collect information, and they collected different types of data that only sometimes overlapped with one another; none of these reports coordinated samples, methodologies, or strategies with either of the baseline reports.  In short, even if each of the individual reports was done rigorously and professionally, none of the data is comparable.  

The second major reason that the logframe cannot be conclusively addressed is because the OVIs refer to the percentage of households with improved expenditure, asset formation, and household decision-making, but no longitudinal data was collected.  Different samples were surveyed at baseline, mid-term, and at the end of project.  Therefore, for example, one can make statements on how the average expenditure of the experimental group compares to the control, but one cannot address goal level OVI 1.1, which states “Over 60 % of Tier 1 client households are able to report noticeable increases in real levels of consumption of (i) food, (ii) health, (iii) education, and (iv) shelter, linked to improved access to financial services.”  Since the status of households surveyed at baseline was not followed up at mid-term or the end of the project, there is no way to tell the percentage of households with increased expenditure (goal level OVI 1.1), the percentage of households with increased economic decision making powers (goal level OVI 1.3), or the percentage of households with increased income.  

This problem with the data was brought to CASHE’s attention in the 42nd month review, which specifically recommended that CASHE start collecting longitudinal data.  However, it was found that longitudinal data collection was too expensive to be feasibly done.  If this was the case, then CASHE should have changed the logframe to include indicators that they could reasonably and affordably measure (such as average income compared to control).  As it stands, the achievement of every goal level logframe indicator is inconclusive primarily because of the lack of longitudinal data.  
Ideally the task of data collection should be commissioned to one agency that creates a consistent methodology to directly address the logframe indicators. The agency should then use their methodology to survey a sample of households over time at baseline, mid-term, and end of project. 

The data seems to indicate general trends of improvement for Tier 1 households, but with so much invested in such an ambitious project, a more rigorous conclusion on CASHE’s effect on the end client is a minimal expectation that was not met.  

Dealing with the logframe

In it’s original design, the logframe intended that financial intermediation and social intermediation be given equal weight.  However, it was recognized that if CASHE was to give support from the ground up on both financial and social intermediation, it would be too large of a mandate, so CASHE was expected to choose partner NGOs who were already strongly committed to social intermediation.  CASHE was expected to give some inputs on social intermediation, but other than a one time gender training, few social inputs were given.    At mid-term, CASHE had the opportunity to shift the focus to the social indicators when the indicators related to microfinance were already largely met, but instead it continued to focus on growth, which the sector was already achieving, rather than adding much needed value in the form of an integrated approach that allowed for impact in social, political, and economic empowerment.  

However in all fairness it must be said that when the CASHE project was conceived ,microfinance in India was at a  very nascent stage  and its spectacular  overachievement  in financial intermediation dwarfs its corresponding achievement  in social intermediation

Ideally, the PACT tool should have been designed to target partners who already had core competencies in social intermediation and CASHE would add needed professionalization of its microfinance operations.  Alternatively, another strategy could have been creating models of excellence, such as MARI, and allowing horizontal learning, at least within states, through peer exchanges.  This would have contributed to the development of practices that facilitated overall empowerment and contributed to the goal level indicators.  A third strategy would have been to sensitize the leadership to the importance of social goals or choose leadership that was equally committed to social achievement.  Finally, another strategy would have been to create very specific outputs that could be tracked so that partners would be motivated to evolve their own methods of reaching these goals.  If this was articulated more clearly in the outputs, then the partners could have used the same rigor to their social initiatives that they applied to their microfinance initiatives, such as MIS systems, tracking, and detailed training and handholding.

3. Review of Revolving Loan fund and linkages: Logical Framework Analysis

This section examines the linkages established with banks and financial institutions through use of the RLF and capacity building measures by CARE.  It reviews the status of Tier II institutions as well as the capacity building provided by CARE to these institutions, the work of Tier II institutions with government agencies and banking institutions.

3.1. Revolving Loan Fund

According to CASHE-AP staff, “RLF has been an effective tool for the partners to enter into the field of financial intermediation, in the beginning of the project cycle.  Funds have been utilized to lend to groups and through recycling, the process of credit management is strengthened. Around Rs 67 million has been disbursed under this category.

Efficient Capital Delivery

According to the logframe, the application turn around time for the RLF should be less than 20 days from CARE to the apex institutions and less than 15 days from apex institutions to groups.  For the most part, partners and CARE staff reported that the turn around time from CARE to apex institutions was approximately 10 days.  According to some PNGOs in West Bengal, it takes 1-2 months to get RLF funds from CARE because it comes in the form of a demand draft due to the local legal conditions.  Other states reported that RLF funds took approximately a month for the entire process: from CARE to the PNGOs to the SHGs.  Generally, however, delivering from the apex institutions to the groups proved to be impractical because delivery depended on the frequency of group meetings.  Since groups met once a month, the turn around time was typically 30 days; a shorter turn around time to the groups would require doorstep delivery rather than dispersal through groups, which would increase costs.  

CASHE’s performance on dispersal of funds should be compared to other institutions, such as SIDBI, NABARD, FWWB, and even ICICI, which have been reported by some partners to take 3-6 months to disburse loans.  The turn around time of 15 days from CARE to the apex institution is much quicker than these formal institutions. Therefore a program like CASHE is a better option than public or private banks to route funds to the poor.  

The other OVIs related to the RLF stipulate that repayment rates should be over 90%, and leveraging of the RLF should be greater than 300%.  Partner NGOs repaid the 100% of the RLF loans on time and with interest.  Furthermore, they were able to leverage 16.15 times (1615%) the RLF amount through external linkages, outperforming the logframe indicator five times over (Table 3.1).

	Table 3.1: RLF Leverage

	Actual RLF  (as per budget): 
	114,731,797

	Add: RLF flow back: 
	  36,185,000

	Total
	150,916,797

	Total linkages 
	1,852,987,063

	Leverage on actual RLF: 
	16.15 times

	Leverage on gross RLF: 
	12.28 times

	Interest earned on RLF: 
	12,701,314


These figures rather dramatically show the potential of the impact of the RLF.  Not only was the RLF 100% and on time, but as the payments came in, those funds were distributed again, and the RLF actually earned interest.  However, these dramatic quantitative indicators on leveraging the RLF tell only part of the story of the RLF’s usefulness.

NGOs Perspectives on the Usefulness of the RLF

Most NGOs found the RLF to be useful for two primary reasons.  One, the RLF enabled NGOs who had previously only dealt with small amounts to get the hands on experience of lending and recovering large sums of money, enabling them to get their processes and systems in place for effective fund management.  Partners across the three states said that they learned the most about the implementation of effective microfinance programs through their initial experiences with managing the RLF.  The second benefit of the RLF, and arguably the most important, was that it built the credibility of PNGOs with formal banking institutions so they could leverage more funds.  Especially at the beginning of the project, PNGOs found it difficult to convince banks that lending to the poor was a safe investment; the RLF allowed them to prove the creditworthiness of the poor.  In addition, MARI stated that the RLF gave them bargaining power with banks such as ICICI which tried to charge them higher interest rates.  MARI stated, “When we were getting these funds from CARE, ICICI was forced to respond.”  The PNGOs were able to gain experience and prove creditworthiness with the low-interest RLF, thus giving them more of a buffer than a higher interest loan would have while they were still in the initial stages of learning the ins and outs of microfinance.  

The RLF is intended to transition PNGOs to enter into formal linkages with banks, however, at this stage most PNGOs recommended the continuance of the RLF.  Although the withdrawal of the RLF will not derail their operations, nor will it affect the formal bank linkages that have been established, PNGOs, such as SMS, said, “Maybe we lost some opportunities because we stopped receiving the RLF.”  Discussing its coping strategy, SMS said they “will substitute RLF with funding from the SIDBI equity fund and NABARD.”  

Other future strategies recommended included a large, low interest, long-term loan (of approximately 20 years), to serve as quasi-equity to leverage other loans.  This is a loan product that is currently unavailable with banks, and could be a potential area for future advocacy.   Gram Uthan recommended housing the RLF in an institution that can continue to on-lend it after the exit of CASHE.  Krushi also stated that the RLF has continued relevance because, “The formal sector has still not realized the potential of microfinance.  At the top level they are very clear, but at the bottom levels they are not very clear.”  This is especially true for states such as Orissa where microfinance has not reached its full maturity.

According to SIDBI, “Whenever there is a new MFI, RLF is required.  Whatever support CARE-CASHE gives, RLF will be necessary.  SIDBI can potentially partner with at least 20 NGOs, provided that those NGOs receive an RLF.”  

However, APMAS has a very different perspective on the usefulness of the RLF.  They believe that formal financial institutions have already recognized the potential of microfinance and therefore the role of RLF is redundant.  APMAS stated, “RLF is a very ancient idea.  Even those who are emerging should play in the market rather than taking this easy route.  When you have an RLF that is not stringent, it actually makes you a bit sloppy.” Especially in states like AP, where microfinance has reached maturity, “the banking sector is totally warmed up to lending to the poor.”  APMAS did say that the RLF could play a role in states where microfinance has not reached maturity and the creditworthiness of the poor has yet to be proven, such as the northern states of Rajastan, Bihar, and Uttar Pradesh, to name a few.  

Repayment rate of the RLF is also close to 100 percent except for the last installment which is still due.  This is a positive indication of effective fund management. 

3.2. The Future of RLF

The final OVI regarding the RLF states that the strategy for the future of the RLF should be written by MTR and agreed between DFID and CARE by project year six (December 2005).  CASHE submitted a plan to DFID at the MTR, but, unfortunately, DFID has yet to respond to the strategy and, to date, there has been no word as to how the RLF will be used.  Had the strategy for use of the RLF been in place at least a year before the end of the project, the overall exit strategy could have been better planned.  

An exit strategy for ACCESS is conditional on weighing strengths in several modes: capacity building, lending, and advocacy.  The RLF is a crucial component of the microfinance strategy in new states and the strategy will be different depending on whether or not the RLF is present.  Not knowing whether or not this is in place has implications on the legal form ACCESS is to take if it is to act as a lending agency.  If it is to act as a lending agency, it would have to take the form of an NBFC or set up a parallel body that has such a legal form.  This can only be done if they have in hand the requisite amount of funds, a minimum of 2 crore.  Even if the decision to give back the RLF does take place, it will lead to a situation there will be an inevitable delay in deciding where and how the RLF will be housed.

This delay will make implementation of the RLF strategy more difficult because there has been no feedback on how to take the strategy forward and no opportunity to refine the details of the proposal in a collaborative manner.  

Clearly, the RLF has proven itself to be an effective tool in breaking ground for states with an underdeveloped microfinance sector.  The Madhya Pradesh team said, “The RLF helps a great deal in states like MP because the window of opportunity for funds does not come from the bank.  It takes 4-6 months to materialize.  If an NGO has 5 lakhs, no one wants to give you money, but if you have 75 lakhs there are any number of banks willing to give you money.  Two years later you don’t need this money, but the first year you definitely need this money to start operations.”  This sentiment has been repeated time and time again by all partner NGOs.  Therefore, it is recommended that the RLF continue to be used in underbanked states where ACCESS plans to operate, such as Bihar, Uttar Pradesh, Rajasthan, and others, as well as other underbanked  states of India.  According to NABARD, “The RLF would be relevant in the states where the microfinance sector is slow-moving.  Now bankers are very comfortable Sec. 25 and NBFC, but they are not so confident in funding CBOs, so it can be used for establishing their track records.”  Even ICICI, with its aggressive lending strategy concurs, “There is a clear role for RLF to continue in lesser developed states.  A fund on softer terms managed by an umbrella entity would definitely help.”  

Disbursing the RLF through CARE is another possibility, but there may be difficulties involved with this potential setup, as evidenced by the case of Madhya Pradesh.   In Madhya Pradesh, where the RLF has only recently been implemented on a limited basis, a delay occurred at the state level CARE administrative offices because they were unfamiliar with the procedures associated with the CASHE program.  Although programmatic approval was received within seven days and due diligence was done within two days and all other requirements were on time, when the administrative procedures left CASHE and were transferred to the MP state offices, a major delay occurred.  The CARE state office did not know that the RLF did not have to adhere to the typical procedures for the dispersal of large funds.  Although CASHE had been disbursing the RLF to the other state offices for years, the MP CARE offices were unfamiliar with the procedures, which could repeat in any new state.  This delay had far reaching effects, from the ground up.  SHG women had seasonal loan requests, for example one group wished to lease land for the cultivation of grass, but they did not receive the funds on time, so another party leased the land.   Because the funds arrived late, many groups no longer needed their loans because their window of opportunity for various seasonal income generating activities had passed.  Because many groups no longer needed the loans they requested, the partner NGO had to pay one month of interest on a large sum that they could no longer disburse.  This interest was ultimately paid from funds generated by SHG women.  This delay caused by CARE administration ultimately resulted in poor women bearing the associated costs.

This example is not meant to imply that CASHE has in any way managed the RLF inefficiently; the data clearly shows that the RLF was by and large disbursed and recovered in a timely manner and the MP case is an aberration due to the transitional period that the team was operating in.  The lesson here is simply that where you house the RLF has to be made clear at least a year in advance for effective disbursement to occur at the outset. 

Qualifying for Financial Linkages and Ratings by Mainstream Institutions: MCRIL or CRISIL Ratings

PNGOs in some states have worked towards getting themselves rated by mainstream institutions such as MCRIL based on which banks such as SIDBI provide loans to MFIs.  For instance in Orissa MCRIL has rated Adhikar, BISWA and SMS in West Bengal based on which SIDBI has funded these organizations.  For the MFIs to function effectively in a highly competitive microfinance market, it is crucial for their capacities to be built sufficiently to be rated through MCRIL/CRISIL , based on these ratings to be able to leverage funds from banks like SIDBI which would be a strong indicator of their long term survival in an environment where competition is on the rise. 

ICICI banking correspondents: Problem or Opportunity

As the microfinance sector evolves, several new models of service delivery will emerge.  ICICI has initiated microfinance lending through banking correspondents.  Banking correspondents could be any agency who work directly for ICICI and manage large portfolios.  In many cases, local moneylenders may even be appointed as banking correspondents to meet the credit needs of the entire community, not just SHG women.  This could mean that in the long term the microfinance operations of MFIs could  be absorbed directly by banks like ICICI 

The way this may develop is that an NGO-MFI may work with the community and bear the significant initial investment of forming SHGs and proving their credit worthiness through several cycles of lending and repayment.  The NGO-MFI will borrow money from a bank, and earn a spread to cover its staff costs.  At some point, when it becomes financially viable, the bank may substitute the MFI with a few efficient banking correspondents (possibly taken from the NGO-MFI staff), thereby bypassing the costs associated with the NGO-MFI and delivering services more cheaply and efficiently.  The lower costs associated with this model may result in lower interest rates for the poor.  However, NGO-MFIs need to be prepared to adapt as this model emerges.  

The emergence of this model is more likely to affect  MFIs who adopt a credit only model  more adversely than the community based organizations who adopt the credit plus model  , who will hold on to their groups because of social intermediation and savings.  Neither of these advantages exist for the  credit only MFIs.  The banks will start competing directly with them and both will be driven to become much more efficient.  Inevitably, mf operations will be streamlined as formal financial institutions expand.  Community based models will have to become more efficient, which means that the staff being funded by mf operations may lose their jobs, but these decisions will be made by the community themselves, weighing interest rates against the loss of jobs.

As Banking correspondents start to dominate credit availability in a village, federations may experience some kind of a threat in the form of timely delivery of funds, which is conditional on monthly meetings, as opposed to 24 hour access.  This threat may be outweighed in some cases by the advantage of profits of community models coming back to the women shareholders.

Ultimately, both banks and NGO-MFIs are working to bring financial services to the poor, but as the banking correspondent model emerges, NGO-MFIs may need to develop strategies not only to strengthen their MF services, but also to cope with potentially shrinking portfolios.  NGO-MFIs should have clear strategies in place as large private players inevitably move in to reap economies of scale offered by a large base of SHGs that have been nurtured by NGO partners.  

The Role of Funders in the Changing Microfinance Environment

Widening access to financial services is still a great need with only 10-20% of India’s poor banked.  However, given the fact that the sector is growing by 300% per year by some estimates and mainstream banks are aggressively entering underserved areas, some reflection is needed on the role that funders can play in promoting the growth of microfinance.  NABARD has developed an aggressive strategy of addressing the regional disparity by focusing work in the northern states and ICICI now has a “no white space” strategy which hopes to provide credit access within 10 km of any location for 450 of India’s 600 districts by 2010.  Today the creditworthiness of the poor has been proven, many large MFIs and banks are acting of their own accord, and the sector has developed a momentum of its own.  If funders continue their strategy of professionalizing the MFI operations of partner NGOs and devote funds to helping them mobilize communities, they should be wary of the fact that once these groups are formed, more aggressive, professional, and efficient players may lure the clients away.  Effectively, the funder would bear the cost of the initial investment in SHGs and other players would swoop in to reap the benefits

With these developments, support to the microfinance sector needs to be concentrated on areas where banks cannot reach, such as extremely remote areas, low cash flow areas, extremely poor clients, migrants, and other marginalized groups.  Funders should work on the frontiers of microfinance and invest in innovations where none exist because few organizations that need to operate sustainably can do so.  The clearest use of public resources should be to identify the areas where MF cannot reach and provide services.  

4. Evolution of Tier II in West Bengal, Andhra Pradesh and in Orissa – Log frame analysis

CASHE’s Tier II activities were aimed at addressing the lack of knowledge and expertise in the microfinance sector as a whole.  CASHE contributed to the institutionalization of five capacity building institutions that gave training on a wide range of subjects related to microfinance to a broad array of stakeholders, from SHGs to federations to NGOs to government to banks.  While Tier I specifically focused on the development of partners, the Tier II strategy had a far larger scope.  According to the 42nd month review, the three components of Tier II included:

1. Technical support to institutions in CASHE’s three focus states, aimed at raising awareness of sound practice in microfinance, streamlining procedures and ultimately increasing the quality of service and impact.  Clients for technical support will include NGOs, bank managers, officials from government, programs, donors, and training instates.  Technical support will be provided through training, on-site consultancy, exposure visits, and dissemination of toolkits.

2. The production of a series of Technical Briefs in microfinance for dissemination nationally.

3. An innovation fund to finance innovative research and development projects undertaken by professional organizations with a strong track record.  The fund will have a national remit.

Some key achievements in Tier II are:

· A revenue model on institutionalizing capacity building services has been successfully tested and showcased.  Even in a growing state like West Bengal it was demonstrated that there are opportunities for pay and use services.  Tier II partners APMAS, RASS, SPADE could graduate to be considered franchisee agent for CGAP’s capacity building modules.

· CASHE able to provide quality technical services in all operational states where availability of capacity building services was difficult.

· CASHE had developed quite a number of capacity building modules, training modules and technical tools. Many players including government departments use them as reference documents.

· CASHE pioneered in bringing together all Chairpersons of RRBs in the three operational states (AP, OR, WB) on taking microfinance as a serious business agenda, facilitated vision plan, action plan and helped in sharpening their attitude towards microfinance lending.  This was particularly visible in nascent states like Orissa and West Bengal.

· On the innovation front, CASHE tested ans showcased innovations for larger sectoral learning, supported new approaches like Pension, Remittances, In-kind microfinance, doing microfinance with innovative mechanisms like boat banking, supported Computer Munshi. All of these ideas are considered as mainsteam ideas in many countries and in India.

· Micro Finance Exposition, an innovative activity for new generation private sector banks and commercial banks in Orissa had given a good leverage in Orissa and with some private sector banks. 

· Partnerships with RRBs had helped to enlarge their vision, scale and outreach, graduating them from retailing to wholesale lending, modeling branches on microfinance lending.

· Sector building initiatives in CASHE has helped in states like West Bengal and Orissa for catapulting CASHE to the fore and be a key stakeholder in the state and earn a place in policy and operational initiatives at the state level.  CASHE being recognized as a serious player by the Government draws its strength from the role it played in sector building initiatives.

· Barefoot trainers pool dedicated to the microfinance sector in Orissa is a sustainable model which has lot of learning.  

Andhra Pradesh

In Andhra Pradesh, both APMAS and RASS are in operation.  APMAS focuses on four areas:

1. Quality assessment 

2. Capacity Building 

3. Livelihood promotion 

4. Research and advocacy 

APMAS works on a larger scale than the other CBIs and it actually appears as  separate line item in the CASHE budget, so among Tier II institutions, it is analyzed separately.  APMAS was conceptualized concurrently with the CASHE project with discussions with the AP government as far back as 1997.  APMAS was started in 2001 and in the last five years it has trained 30,000 people and rated 350 federations.  

Presently the ratings undertaken by APMAS under its Quality Assessment Portfolio is applicable only to Community Managed Institutions and as such the rating services could not be used by commercial entities in microfinance 

One issue is the fact that a large percentage of APMAS’s business, both training and rating, comes from the World Bank-funded Velugu project, which will end soon. 

Although APMAS offers many services, the microfinance sector is so developed in Andhra Pradesh that there is still a large unmet need for capacity building.  RASS extends a variety of services to meet this need, including: 

1. Trainings

2. HR Development

3. Exposure Visits

4. Institution building

5. Policy Advocacy

6. Handholding 

7. Research and Documentation

The issue of overlap with APMAS was discussed, but RASS focuses on smaller NGOs that perhaps cannot afford the fees that APMAS charges.  While APMAS charges Rs. 15,000 for a rating, RASS hopes to accomplish the same for Rs. 5,000.  Thus far, RASS has given CB inputs to over 35,000 clients.

No direct training was provided by CARE to APMAS or RASS.  Instead in order to build the capacity of the faculty of APMAS and RASS and to update them with latest developments, they were deputed to various programmes conducted by national level institutes. During the last year the faculty members of RASS were deputed for programmes on financial management, product development, best practices in shg federations, documentation and presentation skills etc. In addition they were also deputed for various national level workshops and exposure visits. 

West Bengal

In West Bengal capacity building was provided to the three tier II partners in the following areas: Training for Field workers, cluster leaders, training on hand holding, apprentices, book keeping, Financial Management, Delinquency Management, gender sensitization, Federation and Co-operative management, governance for the federation and micro-enterprise development.

In West Bengal there are three CBIs: SPADE, Service Center, and Rural Development Consortium.  SPADE is primarily concerned with microfinance and hopes to incubate an MFI spin off of their own so that they can better understand their clients.  Service Center’s focus is on sustainable livelihoods.  SPADE has published a manual called “SHG Sahajpaat,” modeled after the classic Bengali primer written by Tagore.  SHG Shajapaat has sold over 1.5 lakh copies.  Even with three CBIs in West Bengal the staff of SPADE say, “The number of effective CBIs is very less compared to demand, and the training has to go to their doorstep, you can’t expect people to come to you.”  Because CB service delivery is often required on site and the demand is so high, there is room for many CBIs to operate sustainably.

Orissa

Due to the fact that the microfinance sector is not very developed in Orissa, there were no good quality CBIs for CASHE to partner with and develop.  However, Orissa developed partnership with SHPIs such as Mission Shakti and Regional Rural Banks and gave them inputs to strengthen their microfinance operations.  The Orissa team supported Mission Shakti through state level TOTs, formed a network of microfinance resource agencies, developed barefoot trainers, developed training modules along with resource agencies, worked with NABARD to train bankers, and worked with SHPIs by establishing District Resource Teams.  The team also provides technical support to government programs in the form of thematic workshops on SHG-Federation building, sensitization on the Orissa Self Help Cooperative Act -2001, microfinance perspective workshops and appreciation workshops on SHG grading.

4.1 Demand for Capacity Building from Tier II Partners

In West Bengal the three CBls positioned themselves to serve the different needs of the sector. They have been able to establish strong relationship with these stakeholders and are negotiating for long-term engagement. SPADE has been already planned to position itself in the eastern region of the country. Each CBl is known in the market for their distinctive product/expertise.

Segment wise positioning:

1. SPADE - P&RDD & NABARD

2. Rural Development Consortium (ROC) - NABARD 

3. Service Centre (SC) - P&RDD and NGOs

The three CBls have developed competencies to do research and developed it as a major service they wish to provide to the sector. Last year they did the following studies:

· MFI Survey

· SARAS-2006 in Kolkata (Group practices in different states, SGSY) . Role of male members in SHG promotion & functioning

· Livelihood options for SHG Members

CBls have taken some initiatives based on the requirements of the microfinance sector including:

· Standardising the modules

· Developing trainers guidebook to ensure the same standard across the faculty

· Updating / Reprinting of training materials (reading materials, notes, other

· formats used in training)

· Developed innovative tools

CBI have prioritized standardization and packaging instead of developing new items and developed materials that have immediate demand like SHG-Bank Linkage (ROC), financial management, delinquency management, material on Games (SC), problem solving in SHG, male member sensitisation materials, cluster rating tools (SPADE). 

Each of the CBI has initiated aggressive marketing efforts including branding the institution and its services.  SPADE has completed the branding exercise. It helps the institution to establish a positive reputation with stakeholders and to attract the stakeholders/clients to their product/services and also build credibility in the market.  Each CBI has a video describing their product and services and institutional strengths and endorsement by key stakeholders which has helped them market their services and get client attention more easily.

4.2 Tier 2 Logframe Analysis

The logframe states that CASHE should contribute to the formation of three self-supporting CBIs, and at this point, all five CBIs are self-supporting through partnerships with government, if not self-sustaining.  The second OVI for Tier II states that CBIs formed before MTR achieve a PACT rating of 75% and CBIs formed after MTR achieve a PACT rating of 50%.  The PACT scores for the CBIs, except for APMAS, are listed in table 4.1.  Although all the CBIs have a PACT score of over 50%, only SPADE has a score of over 75%.

	4.1: PACT Scores of CASHE CBIs

	SPADE: 
	77.65 %

	SC:       
	 68.49 %

	RDC:     
	62.66 %

	RASS:   
	70.00 % 


The logframe also stipulates that 75% of the clients receiving technical assistance are satisfied with the services provided.  The Client Satisfaction survey measured many different parameters of client satisfaction to arrive at an overall client satisfaction index of 83.88.  In addition, 85% of clients found the Tier II programs to be excellent or very good.  

The logframe also says that CBIs should generate 75% of their operational costs by project year six.  Table 4.2 shows that none of the CBIs have achieved that level of revenue generation, but they all will survive after the end of the CASHE program through other partnerships with government.  

	Table 4.2: Revenue and Operational Cost of CBIs

	CBI
	Parameter
	2004-05
	2005-06
	2006-07

	
	
	
	
	Annual target
	Achievement till Aug

	SPADE
	Revenue generated
	179800
	384000
	1001000
	287200

	
	Operational cost
	621912
	669800
	1156000
	342500

	
	CARE Contribution
	 
	 
	498800
	43%

	
	Sustainability (%)
	29
	57
	87
	84

	RDC
	Revenue generated
	62708
	184000
	352000
	98000

	
	Operational cost
	400414
	543756
	687600
	236500

	
	CARE Contribution
	 
	 
	403800
	59%

	
	Sustainability
	16
	34
	51
	41

	SC
	Revenue generated
	131960
	170250
	337000
	75000

	
	Operational cost
	495850
	529934
	552200
	173340

	
	CARE Contribution
	 
	 
	311100
	56%

	
	Sustainability
	27
	32
	61
	43

	RASS
	Revenue generated
	 
	 
	1295012
	 

	
	Operational cost
	2447625
	2368877
	3466552
	 

	
	CARE Contribution
	2447625
	1754724
	2567816
	74%

	
	Sustainability
	0%
	0%
	37%
	 


The logframe also says that Tier II institutions should operationalize at least 10 support initiatives with TA providers.  A partial list includes:

	Table 4.3: Support Initiatives to TA providers

	Sl. No.
	Programmes conducted by CASHE under Tier II
	Categories of participants

	1
	TOT on Training methodology
	PNGOs

	2
	Training on Financial Management and BDP
	PNGOs, CBIs

	3
	MIS workshop
	SHPIs/IMUL

	4
	TOT for Resource Team at district level
	SHPIs, CBIs, INHP PNGOs, PRI, Govt. (ICDS), RRB

	5
	PM & E Workshop
	PNGOs, SHPIs, CBIs

	6
	Training module design workshop
	SHPI (IMUL)

	7
	Training of Village Resource workers
	SHPI (IMUL)

	8
	Sensitization of Chief Functionaries
	Forest Range Officers, DFDs, FD, Beat Officers

	9
	TOT for SGSY
	DRDC, PRI Birbhum

	10
	Standard and quality workshop
	CBIs, PNGOs, SHPI


The next indicator states that the TA providers should bear at least 25% of the costs of the intervention, which is always the case, because the costs associated with training are included in the fees.  The logframe also states that at least five new modules contribute to the resource pool of the sector.  Some examples include SHG Sahajpaat, Case studies booklet, Field Workers Training Module, Training of Trainers module for federation/cluster leaders, and Bookkeeping and Accounting Formats and Training Module.  

Although these CBIs are currently surviving, they may need to go beyond providing the basic trainings that they currently offer.  Because microfinance is such an emerging sector, hands on expertise and experiential learning will be crucial for the survival of CBIs, otherwise they run the risk of not being able to compete in terms of effective capacity building with organizations that have actually done microfinance. 

5. Review of Tier 3 Activities

The third tier of the CASHE project is designed to positively shape the operating environment of microfinance at the national and state levels through knowledge sharing, discussion, and advocacy on policy, regulation, and procedures.  

West Bengal

In order to nurture the nascent microfinance sector, CASHE established the “Self Help Group Promotional Forum.”  In West Bengal, there are many different models for financing Self-help groups promoted by different entities, such as the DRDCs, Women Development Undertaking (WDU), Forest Departments, IMUL, commercial banks, Regional Rural Banks, cooperative banks, and NGOs.  These players working at the state level also needed a platform to interface with national entities such as SIDBI, NABARD, RMK, and NMDC.  These stakeholders came together to share experiences on problems, regulatory norms and operational difficulties.

A key achievement at the policy level of SHG Promotional Forum was the inclusion of SHGs as members under the Societies Registration Act.  During their attempt to register the forum under the societies act, they encountered difficulty because SHG and microfinance promotion were not strictly permitted under the act.  Through a joint effort of the members of SHG Promotional Forum, several letters were written to key policy makers and, finally SHG Promotional Forum was registered with the support of the Chief Secretary of the Government of WB.  He stated, ”In fact the object of the Forum is to facilitate growth and development of self-help groups as vehicles of socio-economic development. This is in consonance with the present policy of state government as envisaged by the Chief Secretary’s circular on March 2003 as such the Forum will be beneficial to the public and will serve the objects referred to in Section 4 (2) of the West Bengal Societies Registration Act 1961.”  Their efforts led not only to the registration of the forum under this modified act, but also created a legal space for undertaking SHG related activities.

The West Bengal team has also been highly involved with the Department of Rural Development and Panchayati Raj to bring about greater convergence between PRI institutions and SHGs.  The lowest level of decentralization in West Bengal, the Gram Unnayan Samity, has mandatory representation from SHG women, so they have an established voice in the political processes of their communities.  The CASHE team and the RDPR have also begun discussions on innovative strategies that could involve SHGs receiving PRI contracts to implement government programs and even take on infrastructure projects that would otherwise by given to outside contractors.  

Andhra Pradesh

The Alliance for Promoting Sustainable Instituitons for the Poor (APSIP) was formed so that the learnings that the CASHE PNGOs gained from their experience could be shared and their priorities could be furthered beyond the life of the project.  In Andhra Pradesh, the microfinance sector is highly evolved and successful.  As a result the sector has become a magnet for criticism and interference from the government, the most recent example being their efforts to enforce an interest rate cap.  Microfinance is an issue in the state, but those who are not in the industry may get most of their information on the sector from politicians rather than practitioners.  Therefore, APSIP envisions itself as a network of MFIs that not only share knowledge and areas for future learning with each other, but an organization which can also act as a voice for microfinance.  Their goals are:

· To develop a model code of conduct for the practitioners and partner NGOs and help adopting code of conduct by other practitioners. 

· To establish state level resource center for generation and dissemination of Microfinance and livelihood/enterprise development related information.

· To engage in continuous business development planning for microfinance through expansion and diversification of livelihood and entrepreneurship.

· To act as intermediary for the advancement microfinance sector and negotiate with formal financial sector for channeling more financial services through NGOs.

· To effectively work with partners to use microfinance as a vehicle to address gender issues to affect gender equity and empowerment. 

· To integrate development and social agenda with microfinance for the empowerment of clients and improvement in the quality of life in the community.

APSIP also has a firm local emphasis and has organized regional workshops in addition to their state-level workshop.

Orissa

The Orissa team has established “Microfinance Orissa,”  a chapter of Microfinance India, that serves as a state-wide sharing and visioning platform specific to the Orissa context.  The conference brought together local government, PNGOs, national banks, and international funders to discuss key topics, including:

· Reaching the Poorest

· Financial Deepening Challenges

· Quality and Standards for SHGs and MFIs

· Retailing to wholesaling

· Emerging MFIs in Orissa: Problems and Prospects

· Supply and Demand for Capacity Building for Microfinance in Orissa

· Need for Re-Engineering MF Products and Innovations

· Graduating from Microfinance to Microenterprises and Livelihoods

· Mainstreaming the Orissa Self-Help Cooperative Act

At the end of the conference, a state-level microfinance task force with representatives from RBI, NABARD, SIDBI, Mission Shakti, local and international agencies, various prominent SHPIs, and individual experts, drafted a vision document, entitled “Empowered Woman” which set goals for the microfinance sector in Orissa for 2008, including:

· MF services reach 45 lakh women

· Orissa should have 300,000 SHGs

· Average lending to a group should be Rs. 40,000

· Government would facilitate the setting up of a Capacity Building Institute for microfinance.

The inclusion of government officials, including the chief minister Naveen Patnaik, gave this document credibility outside to shape policy in the emerging state.

Micro-finance India 

Microfinance India, over the last few years, has emerged as a strong platform for all stakeholders in the sector to get together to discuss and debate on the current issues confronting the Sector and to develop a comprehensive vision cutting across delivery models and methodologies. The Microfinance India initiative began with a successful Conference organized in February 2004,with event partners Consultative Group to Assist the Poorest, International Fund for Agricultural Development, Ford Foundation, America India Foundation, Small Industries Development Bank of India, SADHAN and Friends of Women’s World Banking, in which over 500 delegates participated and over 45 national and international resource persons shared their experiences. It was a successful meeting of policy makers, practitioners and promoters. 

Second Conference in a row was organized in April 2005 through CARE India with event associates United Nations Development Programme, Small Industries Development Bank of India, Sa-Dhan, Planet Finance India, ICICI Bank, Friends of Women’s World Banking, Ford Foundation & Consultative Group to Assist the Poorest with over 500 delegates. Participants from commercial banks, micro-finance institutions, donors, academic institutions and resource organizations  including officials from the Reserve Bank of India, ministry of finance, NABARD and SIDBI. Over 25 international participants were present from countries including Canada, Azerbaijan, Uganda, Malawi, Ghana, United States of America, United Kingdom, Afghanistan and Cambodia. By the time of the Second conference the concept of Microfinance India significantly evolved to serve a much larger purpose for the Sector.

The conference provides a forum for information- and experience-sharing, knowledge updating, critiques, and envisioning for the future. Discussions spanned the diversity of micro-finance in India, the global experience of micro-finance, linkage with financial markets, transparency in micro-finance practice, efficiency and sustainability, increasing depth of outreach and impact, policy regulation and supervision. Microfinance India is more than a conference, but it is also a launching pad for national level action to tackle the most pressing issues that are facing the sector.

One of the key outcomes of the conference has been the development of a vision for microfinance, both at the national and state levels, which reflects the commitment of different agencies, both governmental and non-governmental, as also banking and financial sector institutions, to poverty alleviation. Microfinance India, as a second stage of its evolution, established a permanent secretariat and constituted a mF India Group of advisors. The purpose of the Secretariat was to track key developments in the Sector and highlight these in the mF India Conference. Based on direction given by the Group of Advisors, the mandate for MF India, besides organizing the Microfinance India conference, was further expanded to include the publication of an annual State of the Sector report, institute a Sample Survey for a more insightful impact of the sector at the client level, advocate with selected states to develop state level microfinance vision documents and organize policy retreats of key stakeholders.

Research 

A number of research studies have been carried out under the aegis of CASHE to understand the microfinance sector better. 

· Supported by the Swiss Development Corporation and JP Morgan Chase Foundation, an action research study was carried out on institutional development of regional rural banks to enhance their outreach to the poor. It comprised organisational space analysis, market research, financial analysis, business planning, product research, performance measurement systems of regional rural banks. Further, it studied policy, regulation, and supervision change, which could aid the institutional development of the banks. 

· CARE was one of the organisations that participated in a study entitled, ‘SHG Light and Dark Sides’ (as agencies of social change) in Karnataka, Andhra Pradesh, Rajasthan and Orissa. The study, jointly conducted with Catholic Relief Services, USAID, and GTZ, attempts to assess the impact of self-help groups in the social empowerment framework. The inference from this study is expected to provide necessary feedback to apex financial institutions like NABARD in reviewing their self-help group focused programmes.

· Livelihoods policy evaluation was initiated by CASHE in four states focussing on plans, schemes and governance. A study on household indebtedness assessing scale of indebtedness, sources, and costs was conducted which highlighted the limited success of self-help groups in meeting the demand for credit, especially livelihoods credit. 

· CARE undertook a study in West Bengal that provides the basis for advocacy in the state for divestment of State control in cooperatives. The study included consultations with members of the government, co-operators, and promoters. 

6. Innovations in Microfinance

6.1   The Innovation Fund

The Log frame mandates at least 5 new approaches and products be developed through project initiatives.  Although the outputs for CASHE focused primarily on increasing outreach and loans outstanding while ensuring the quality of groups and prompt repayment, many creative ideas were innovated that went above and beyond what was strictly required from the logframe.  From a pure business perspective, the primary goal of any financial institution is to increase its portfolio in the most efficient way possible.  Therefore microfinance, with its emphasis on sustainability, mandatory savings, and prompt repayment, tends to exclude the very poor and extremely marginalized groups by its very design.  Although the outputs of the CASHE program focused primarily on outreach, amount of loan outstanding, and operational sustainability, many strategies were innovated which reached out to the very poor and those who would otherwise be inaccessible.  

6.2     The Strategy Behind the Innovation Fund

The strategy behind the innovation fund stems from balancing the twin objectives of sustainability and outreach.  

The total innovation fund of approximately Rs.45 million for seven years included grant-in-aid support to partners to implement innovation projects as well as a budget to support research on promising methodologies and practices, dissemination and documentation (Intellecap, 2006).

6.3  The Objectives of the Innovation Fund

· Promotion of promising products for replicability and scaling

· Addressing clients outside the ambit of microfinance

· Supporting new technologies to improve operational efficiency

Projects supported through innovation fund:

Reaching the Poorest of the Poor

In West Bengal and Orissa, grain banks were initiated for the very poor to improve food security for populations who found it difficult or impossible to meet mandatory cash savings.  Grain banks allow members to save paddy during harvest season and withdraw paddy during the lean season or in the wake of natural disasters.  During the next harvest season, the loans of paddy are repaid with interest, typically of 20-25%.  These grain banks start with a grant of paddy, but with the repayment of interest, they are sustainable through member contributions in four to five years.  In Andhra Pradesh, Pragathi took it upon itself to reach out to people with disabilities, perhaps the most vulnerable of vulnerable groups.  They are in the process of providing credit to people with disabilities with a specific focus toward creating livelihoods so that they can be more independent.  In West Bengal, boat banking was innovated for populations living on remote islands who find it difficult to even access livelihoods because of the difficulty of travel.  Boats with microfinance personnel and medical workers visit six service delivery sites to provide much needed credit and health services to people who would be impossible to reach using conventional means.  In Orissa, Adhikar extended it’s services across state boundaries to serve the needs of migrant workers.  By organizing migrant workers in Gujarat and their families in Orissa, they have evolved a system of sending remittances that is faster, cheaper, and more reliable than the existing formal and informal channels.   

Community Ownership

Microfinance also requires sophisticated systems to track vast numbers of loans and repayments.  The easiest way to implement these systems is to rely on professional staff, but this can also create a dependency on the part of the communities availing these services.  In an effort to increase community ownership and independence, CASHE and its partners created strategies that would allow communities to take on microfinance activities in a rigorous and self-sufficient manner.  In Orissa, Barefoot Trainers were chosen from the communities the project was working in.  These Barefoot Trainers were then given a standardized training at the state level.  This strategy ensures a common curriculum on the key principles of SHGs and microfinance that all groups across the state share as a knowledge base, while simultaneously preserving the local community flavor necessary for effective implementation by employing members of the communities who know local conditions better than anyone and can tailor their efforts accordingly.  Bagnan Credit Cooperative in West Bengal has gone one step further by employing only women from its federations at all levels.  Therefore the costs associated with operating a microfinance program are all returned back to the communities.

Gender and Governance

Most PNGOs also recognized that microfinance in and of itself does not necessarily lead to women’s empowerment and each had their own strategy of varying degrees of rigor.  SMS had the unique idea of sensitizing men to the SHG movement and making men partners in women’s empowerment rather than viewing them as merely impediments.  In addition to creating male SHGs they also provided trainings to dispel myths on SHGs and endeavored to show men the advantages of SHG formation.  MARI, in Andhra Pradesh has a rigorous gender empowerment program that focuses on rights and political awareness.  Rather than being satisfied with groups and federations being satisfied with only looking after savings and credit, they have harnessed the power of collectivizing women to demand justice.  The federations of MARI have intervened in cases of domestic violence with the police, and have even successfully intervened in cases of police harassment with higher level government officials.  In addition to these gender-based initiatives, Parivartan has developed an entitlement card which informs women of their basic entitlements from the government and how to access them.

Knowledge Dissemination

With the rapid rise of the microfinance sector, knowledge sharing is absolutely essential as more players enter the field and existing players spread their operations.  SPADE in West Bengal has developed an extremely successful tool, SHG Sahajpath, which is a primer on SHG formation.  The book is written in Bengali and ingeniously uses a format and illustrations similar to a classic Tagore primer on Bengali.  The SHG Sahajpath has hit such a chord that it has become a bestseller, with one lakh copies already sold.  In addition to wide dissemination of learning products, the CASHE team in Orissa has sensitized RRBs with great success.  Through a comprehensive program that teaches all levels of RRB staff, from managers to messengers, the potential business that SHGs provide, they have eased the process of mainstreaming women with formal financial institutions.  The microfinance sector is highly evolved and extremely vibrant in Andhra Pradesh, and as a result it has been the target of controversy and political maneuvering.  For this reason APSIP was formed as a state level advocacy group for microfinance interests.  West Bengal has similarly organized a state-level SHG forum and Orissa has conducted a state level Microfinance conference to push the agenda forward.  CASHE partners have attempted to ensure that microfinance continues to provide more and more poor women access to credit by spreading knowledge directly to those forming groups, to credit institutions, and to state-level policy makers. 

Public Private Partnerships

Public and private partnerships also open the door for women involved in microfinance to improve the governance of their communities as well as their own livelihoods.  In West Bengal, the Department of Rural Development and the Panchayati Raj is considering allowing SHGs to get contracts for PRI projects.  This strategy will keep the money from these projects in the community rather than going to an outside contractor and the women will have more ownership over the final outcome, thus ensuring higher quality.  Complementing this new avenue for public partnerships is the private partnership with Hindustan Levers Limited that has been forged in Orissa and Andhra Pradesh of commodity marketing.  HLL provides the raw materials and the poorest women of the groups are employed in repackaging the materials for sale.  SHG women also sell the finish  

Microfinance is a powerful tool to help poor women access to credit, but it does have a few inherent weaknesses.  The innovations of the CASHE program address those weaknesses and create a much more comprehensive and inclusive system that reaches out to the poorest of the poor, ensures community ownership and independence, empowers women, and spreads knowledge.   

For more detailed descriptions of the innovations of each state, please refer to Annex I.

7.  Strategic Issues

7.1  Gender

Mainstream microfinance institutions have often been seen as targeting women because they are good repayers and not necessarily towards the explicit goal of empowering women.  CARE India’s main mission is to improve the status and social position of women.   

The CASHE programme also attempted to put in place a gender component through training state offices who in turn trained Tier I partners on gender.  However, this training did not permeate down to the SHG levels in all cases.  Also, gender training did not take place right from the beginning of the project, and there was no explicit gender strategy in place when the programme was implemented.  However several NGOs independently reported having provided gender training to the SHGs they work with.  

There was no explicit gender strategy reported on the part of the CASHE programme to change men’s attitudes or increase female owned and operated enterprises and economic activities.  Thus while an average of 65 percent of women reported taking production loans, these were seen to be mainly for agriculture and other household production
.  If an explicit gender strategy is not put in place, a microfinance programme runs the risk of simply increasing women’s burden of debt without a commensurate increase in income, control over repayment, or a sharing of work loads and responsibility for family well being between men and women.

The logframe of the CASHE programme mandates increased access and control of clients over microfinance services.   The logframe had embedded within the progress level indicators elements of overall empowerment of women including elements such as increased decision making in the household, increased political participation, increased economic empowerment through increased asset and income levels, use of peer groups to solve social problems and so on.  By virtue of forming self help groups and federations alone women are mobilized and these organizations have the potential to fulfill some of the logframe indicators.  However in the absence of a clear gender strategy from the beginning of the programme, these women’s groups and organizations are much less likely to live up to their full potential in terms of empowering women.  CARE staff in West Bengal in fact expressed the notion that a lot more could have been done on gender if the progress level indicators had been operationalized.   

Thus in the context of any microfinance programme one would need to examine to what extent is credit an additional burden on women and to what extent it has indeed empowered them.  For this one needs to examine the purpose to which this credit has been put to. One also needs to examine women’s control over and capacity for repayment.

If credit is provided for productive purposes then this would result in increased family incomes.  If however credit continues to serve the purpose of serving consumption needs then it becomes a burden that women must at the end of the day carry and finally repay.  Even among consumption needs if credit is used for servicing health, education and food requirements this is helpful to the family as a whole.  If used for marriages and dowries or wasteful consumption of any kind then credit can turn into a burden.   There is indeed evidence to show that a majority of loans used by CASHE were for productive purposes.  There is also evidence indicating that large consumption credit needs still exist especially for marriages.

Even while examining productive loans gender concerns associated with typical microfinance programmes include the fact that often women take loans for the male members of their families to start or enhance their businesses but rarely have control over the incomes or benefits that accrue from these businesses.  The end result is that the responsibilities associated with the loan are borne by the women alone, while the benefits from the loan are viewed as belonging to the entire family.  In the case of a delinquency, members exert peer pressure on the women, who often only acted as a conduit to access a loan for a man, and never on the male member who used the loan to enhance his own income.  The argument that loans are used for household enterprises to enhance household incomes assumes that all decisions related to income and expenditure, including repayment of the loan, are taken jointly, which is unfortunately not the case.  In the mid-term report it was revealed that although women across states had high decision making powers when it came to expenditures such as household items and food, when it came to the purchase of large assets such as land and agricultural implements, their decision-making powers decreased drastically.  Without a say in these major decisions, large loans can be taken without the women’s input for purposes she may not agree with and then if the loan does not turn out to be productive, she is the one saddled with repayment.

CARE has taken measures to mainstream gender within CARE state offices and among partners to understand what gender issues are.  While staff acknowledged that training on gender planning and budgeting had taken place and a gender tool kit was provided, it was done much later in the programme.  CARE staff in Andhra reported that although CARE advocates a gender and rights based approach, it was not incorporated from the beginning of the CASHE programme.    Had that been the case, staff felt that the emphasis on gender would have been sustained right through.  On the other hand, some voiced the opinion that emphasis on other issues, be it gender or livelihoods would have diluted the efforts to systematize microfinance.  

Gender sensitive initiatives under the CASHE programme are worth mentioning in this context.  Swayamshree linked its groups to a state-wide women’s network in Orissa while MARI too linked its work to a state wide women’s network in Andhra Pradesh.

Listed below are the existing initiatives on gender reported by partner NGOs.  For instance, Krushi has a programme called Sahaya, which aims at reducing violence against women and addresses issues on women’s rights.  They work with rape victims to provide financial support, short-term shelter, and counselling support services and rehabilitate them.  They also network with like-minded civil society institution to reduce violence.  Pragati also realised the need for gender sensitisation once women experienced practical difficulties in dealing with banks.  It started when women went to banks and were made to wait for six hours, reflecting the attitudes of bank officials to women.  This prejudice also results in high levels of inefficiency, a waste of human resources and loss of wages, and has implications for the overall efficiency of any microfinance programme.  Pragati also has women’s rights forum committee who looks at girl child education, child marriage and all cases of women’s rights, which they set up after seeing a high incidence of domestic violence.  As a result this committee has even stopped 54 child marriages. MARI has several independent interventions on gender, which include strategies to address domestic violence at the family and policy level, women’s participation in Gram Sabhas and medical insurance for women, from which several women have even got compensation. SEVA has conducted some gender awareness programmes related to women’s equality in the family.  BMASS and Swayamshree have no separate gender training for SHGs but provided some inputs during their leadership and other training sessions. BISWA has promoted a centre to deal with marital disputes.  They have also provided their field staff with training on gender, healthy attitudes towards women, the importance of women’s political participation, and the importance of women’s asset ownership.  However, BISWA did point out that CASHE was designed for microfinance only.

However, NGOs were unclear on what would be an appropriate gender strategy to employ.  Some for example, were forming men’s groups to distribute the responsibilities for debt among men and women, as a corrective to one outcome of CASHE which was that the responsibility for debt had shifted now fully to women.   However, other NGOs refused to form even a single men’s SHG so women could retain the power to meet credit needs of the family, which gave her more status.  A second strategy which some NGOs used but others disagreed with included making men jointly responsible for the repayment of the loan by making them joint signatories on the loan documents.  Other NGOs opposing this, advocated involving men in the planning stages of taking a loan instead.

Nonetheless, organizations such as MARI and PSS reported benefiting from the gender inputs provided by CARE recommending however that the gender strategy should have begun much earlier in the project.  MARI staff recommended “A gender strategy right at the beginning, gender analysis right through, and mid course interventions.”  Pragati recommends integrating awareness on women’s rights within the microfinance programme.  Swayamshree based on its experience of the usefulness of awareness of gender rights as a complement to any microfinance programme made a strong case for the need for training women on their legal rights.  With regards to women’s control over resources, Box 1 brings out this lack of control clearly and also demonstrates a strong need for capacity building on gender sensitization and legal rights.  According to Nayna Mohanty of Swayamshree, a federation of women’s SHGs in Cuttack, Orissa, gender sensitization is needed because “Women are not independent and if their husband takes the loan and does not repay, this impacts on repayment rates of the sangha.”  Thus even to ensure the sustainability of a microfinance programme, changing gender relations is necessary.

Thus a clear gender strategy would include gender sensitization which would raise awareness at all levels, staff, field staff and among men and women about the use of loans, about wasteful consumption about sharing responsibility for the loan, about increased assets, women managed businesses that can enhance the incomes and repayment capacities of women and so on.  After a phase of sensitization emphasizing the importance of education of girl children, dowry related issues, shared responsibilities and awareness of the rights of women, that establishes the importance of equal priorities and rights for both men and women, a gender planning and budgeting phase could follow.  Here women through participatory methods can be allowed to plan around their priorities and programme budgets can then reflect these priorities. 

7.2  Equity

Organizations expressed some difficulty in reaching the very poor and the typical reasons cited included the very poor not having the time to attend meetings or be a part of self help groups, lacking the capacity to save, not being willing to borrow due to fear of repaying or not knowing how to use loans.  Staff, too, find it difficult to work with poor women who are available mainly at night because husbands of women and staff would not allow this.  Female staff members also do not want to go to the field at night, especially if they are married.

Initiatives to Reach the Very Poor

While the CASHE programme’s aim was poverty alleviation, an explicit strategy to reach the very poor again is not clearly defined.   In fact in response to the question on outreach to the very poor, one CARE staff said, “Targeting the poor was a concern, but addressing the poorest of the poor was never a target of CASHE.”
  In Orissa too, CARE staff said that when a field staff goes to the village s/he usually takes care of those who approach them, which are rarely the very poor. 
  However through its innovation fund, several innovations have been designed explicitly to reach the very poor.  

CARE-CASHE acknowledges the difficulties of savings for the very poor.  Therefore CARE-CASHE has supported alternative savings in kind, namely through seeding grain banks.  CARE staff felt that microfinance products need to be designed in a way that shows the very poor and the poor performing equally and consistently.  For instance, in relation to savings, keeping in mind that the very poor may only have saving capacity of 1-5 rupees per month while the better off groups may be able to save even as much as 50 rupees a month, the compulsory savings has to be set on the basis of the lowest common denominator.  The low amount will ensure consistency in savings on even the part of the poorest, which bankers will note, consistency when rating groups.

Another strategy to reach the very poor used by CARE staff in Sambalpur, Orissa was based on the recognition that a local cause of poverty was distress sales of agricultural produce at throw away prices to middlemen.  As a result, CARE set up an SHG haat (market) and gave loans to people to come and sell their produce in the market instead of to middlemen.  This has consequently increased cash flow and savings.  

CARE-CASHE has supported Adhikar in Orissa which through its remittances programme targets migrant populations to help them transfer funds at a much lower cost than private agents charge.

Another strategy used is the commodity marketing centers promoted by CARE-CASHE where the very poor have been employed.

NGOs also have come up with a range of different initiatives within CASHE to reach the very poor, some of which are supported by the innovation fund: 

· Food security of the very poor was a focus and the promotion of grain banks was used as a strategy to deal with food security.  BMASS Jaganath Prasad, which works with tribals, has organized the poor into self help groups and has set up grain banks as a form of saving because the regular systems of savings and credit in cash is of no use to tribals, since their most urgent need is food. They save in the form of paddy
.  If they need more food they can take it and repay it next year in the form of paddy along with interest.  BMASS Surada also uses the same strategy of grain banks as a form of savings.  Between 37 SHG members they managed to save 500 kgs of paddy initially.  CARE CASHE provided an operational grant of 60,000 rupees to buy paddy and equipment for de-husking.  Over time the paddy stock has increased 10 times, while their bank pass books only show a savings balance of Rs. 1,000.  This form of saving clearly indicates the relative importance of grain compared to cash for tribal economies.

· In one of the commodity marketing centers observed initiated by BMASS Surada, about 18 very poor women were identified and employed for cleaning and packaging products. 

· MARI, Pragati and SMS reported targeting and including one poor woman per self help group in several of their groups.

· MARI has identified landless dalits who were not part of SHGs.  They were involved in desiltation work and paid in grain and cash, which worked out to 90 rupees a day (the normal wage is 25 rupees a day).  They saved grains amounting to 120 quintals.  Direct cash saving and monthly saving is not possible for these participants, but grains can take care of food security.

· Micro-planning was done by MARI with 19-20 groups and each group’s plan was presented to the corporator
 who tried to dovetail programmes to these plans.  Two staff members were assigned to provide inputs for these 20 groups and it took a year for them to do the micro planning.  This strategy addressed the problem of lack of convergence of government infrastructure and programmes with micro-plans.

· According to Pragati “not being able to reach the very poor is just an attitude”.  Although they admitted that it was a hard task initially, they also felt that the very poor could become an asset to the organization, later on.  Pragati used a strategy to educate the poor and the not so poor to bring the very poor on board.  The very poor are simultaneously educated that this participation is their right.

· Swayamshree has a separate microfinance product called ASHA for destitute women, which is interest free.

· BISWA lowers the quantum of savings for the very poor down to between 5 rupees to even as low as 1 rupee a month and lends even where there are very low amounts of savings.  But the organization insists that the basic concepts remain the same for the very poor namely participation in SHGs, savings as a habit and loans with similar interest rates for all categories of poor.  

Equity concerns are thus a function of both attitudes and of livelihood opportunities.  Different attitudes between the poor and very poor can contribute to the problem where the poor feel that the very poor are not forthcoming while the very poor feel they are not allowed to be part of the initiatives.  The CASHE programme has examples where these attitudes have been confronted as in the case of Pragati.  Explicit outreach to the very poor has taken place in the form of special strategies of food security, explicit inclusion of the very poor in self help groups and employment of very poor women in the commodity marketing centers.   

Those without any assets, particularly without land, have fewer livelihood options.  To expand livelihood options of this section access to credit is one constraint.  Swayamshree staff reported that loans are provided based on a specific ratio of savings and they do not want to violate this principle and since the savings of the very poor is limited the loans provided are likewise limited.  Even if this access to credit was forthcoming, the question of having the appropriate skills for the very poor to access markets and build sustainable livelihoods arises.  Thus having a clear strategy for economic development or livelihood enhancement becomes a vital component for the very poor to utilize credit productively and for them to increase their incomes.  This applies even more so to poor women especially since assets are not in their names.  

7.3     Project Mode vs Institutional Strengthening Modes of Design

Local Government v. Civil Society Partnerships

The CASHE project was successful precisely because it was able to partner with NGOs that in turn created high quality groups.  In the future, CARE and DFID plan to shift away from civil society partnerships to partnering with government.  This is not advisable for several reasons.  First of all, by funding directly to local governments, a funder cannot circumvent corruption and the same degree of quality or cost-efficiency does not exist because bureaucracies are expensive.  Furthermore, government SHGs are of a consistently lower quality than NGO SHGs.  This may be because governments are forced to work on a scale that includes every person in the state, rather than having the luxury of being able to pump funds and efforts into a defined area.  DFID explicitly states that the funds that it has are only a tiny fraction of what the government has available, and therefore it is not as well positioned to make large scale changes.  Perhaps a more effective use of DFID and CARE funds would be to experiment with new strategies and approaches with quality civil society partners and then useful tools can then be replicated by government at its own cost.  This way, the funds from CARE and DFID are not diluted in the huge budget of a state program and they are not siphoned off by the bureaucracies that the government requires to implement.  In short, civil society partnerships yield higher quality for less investment.

7.4    Project mode v. Building a Local partner

Typically projects begin, hire staff, create offices, and infrastructure, and then after a certain number of years, they withdraw and it all has to be dismantled.  Something must be done with the offices and its concurrent infrastructure, not to mention the expertise that has been built up which is then dispersed and may not find another place to take root.  The staff of a project is essentially a group of consultants on a long assignment, with any investment in the local area purely incidental.  This status quo should be challenged.  Instead, a local institution should be built up sustainably to carry out the mandate of the project long after the period ends.  In the same way that CASHE set out to build sustainable Tier 1 and Tier 2 partners, CASHE itself in each of the three states, should be a sustainable entity that continues to perform its functions after the life of the project.  

CASHE stands out against most other projects in that sustainability was a key priority at every level.  The project itself is finding new life in the form of ACCESS and will carry on much of the work that began in with CASHE.  Because CASHE thought beyond the life of the project toward how to continue to help the sector grow, the project’s impact is not confined to the seven year project period, but can continue to perform those functions as long as necessary.  

7.5   Efficient Use of Human Resources

Attrition is very low by any standard at 7%, but it is especially low for microfinance, where the average attrition rate is 36%.  With the exponential growth of the sector, there is a high demand for professionals and very few who actually have the necessary capacities.  The strikingly low attrition rate can be attributed to the competitive wage rates CARE offers and highly effective management.  

In terms of human resources at the national level, the programme is headed by a Director with banking experience.  However within the states, the CASHE programme had very few staff with prior microfinance or banking experience, with the exception of Hyderabad where the recent head of CASHE is a banker.  In Orissa, one staff person was working with a microfinance institution prior to CASHE but not at a time when the organization itself had developed strong expertise in microfinance.  In general the CARE staff has strong experience in social mediation in CARE priority areas of health, education and food security but did not have field experience in implementing microfinance programmes.  Their learning has thus paralleled that of the partners that they have supported.  Staff of CARE-CASHE reported that the incubation process for MFIs took a longer time because they too did not know in advance about the various legal requirements for different MFI models.  It is true that at the beginning of CASHE microfinance was in a nascent stage, so it would have been difficult to find staff experienced in microfinance.  However, in the future, at least 30% of the staff at the state level should have had experience in implementing a microfinance program on the ground, or at least should have had experience in retail banking.  

To build up this expertise CARE-CASHE has organized a range of different capacity building measures including exposure visits to a range of MFIs and sectoral partners for their staff and their partners.  However an explicit hiring strategy, which targeted MFI and banking experience at the onset is an important lesson that has emerged from the programme.  The current programme in Madhya Pradesh is expected to take much less time because of the expertise now available within CASHE.

7.6    CASHE within the DFID and CARE Country Strategy

There are three main objectives composing DFID’s country strategy: employing more integrated approaches, improving the enabling environment for sustainable and equitable growth, and improving the access of poor people to better quality services.

	Table 7.1: CASHE Contribution to DFID Country Strategy

	Objective
	Components
	CASHE Contribution

	Objective 1: More integrated Approaches


	1. Support reforms that are crucial to poverty reduction

a. Strengthening core processes such as public resource management

b. Poverty monitoring

c. Evidence-based decision making

2. Support government’s ongoing efforts to become more effective, responsive, and accountable to poor people.

3. Ensure programs reach the poorest, including women and scheduled castes and tribes.

4. Support civil society toward making pro-poor change.


	While microfinance works with the poor, it does not reach the very poor.  Some initiatives in CASHE exist with the very poor which need to be upscaled (for example, remittances, grain banks, commodity marketing, etc.).  A broad strategy integrating micro-enterprise with gender and governance would have led to a multiplier effect.  

The DFID definition of integration itself includes only planning, poverty monitoring and budgeting. Broadening this definition and operationalizing the inclusion of gender, micro enterprise and governance would have led to a pro poor, gender sensitive approach that also harnessed public resources to support livelihoods of the poor and therefore increased incomes.

	Objective 2: Improving the enabling environment for sustainable and equitable growth.


	1. Support reforms in sub-sectors that can reward poor people’s labour and promote sustainable and pro-poor growth: for example, the segments of the agricultural and unorganized non-farm sector where poor people are concentrated.

2. Provide support to enable the poor to access markets, better returns on their assets and improved opportunities from the labour market.

3. Work with governments to enhance public and private investment.

4. Analyse the context-specific opportunities and constraints facing the poor and how they can participate more fully in growth.


	CASHE created and supported new models of delivering microfinance and improved their efficiency through MIS systems and other capacity building support.  

Outside the commodity marketing component, there was no capacity building with the poor on access to markets.

CASHE interfaced with the community through NGOs and leveraged funds through strategic partnerships with public and private sector banks.

Clear reflection on constraints on the participation of the poor would have helped develop a more integrated approach.

Tier 2 and Tier 3 built a supportive environment around the partners by establishing institutions to meet their technical needs and working to create a conducive legal environment for them to operate in.

	Objective 3: Improving the access of poor people to better quality services.


	1. Promote both the supply of services and demand, equity sustainability, and accountability in their provision.

2. Support government’s development of new models of service-delivery that involve the private sector and NGOs and harness new technologies

3. Give more attention to lesson-learning across the states and between the states and the Union Government.

4. Support civil society’s advocacy work.
	CASHE promoted wide access to credit services for the poor, improving supply and increased demand by organizing groups into SHGs and promoting credit.  

One of the major strengths of CASHE is that it has promoted a wide variety of models for delivering credit.  CASHE has supported partners that have become community owned credit cooperatives, Section 25 not for profit companies, NBFCs, and variations on each of these models.

In addition to promoting these new models of service delivery, CASHE has contributed directly to the sector and the government by creating institutions for advocacy, such as APSIP and Microfinance India.  It has been instrumental in shaping legislation and policy on microfinance at the state level in Orissa and at the national level by giving inputs into the 11th five year plan and the Microfinance Bill. 

Process documentation to identify lessons and create a loop of learning would have helped identify lessons for sharing within and outside CASHE.  

Lesson learning across states among the CASHE partners did not happen sufficiently.  There was little to no experience sharing between states, between DFID programs, and between partners.  


Lessons for Future DFID and CARE Country Strategies

Access to microfinance products and services has been extended to a large number of poor women through CASHE.  Through using the strategy the mobilization of women into SHGs, the women have the support of their peers to take on issues beyond just credit.  However to ensure productive use of the credit a more integrated strategy along with training on microenterprise, gender and governance would have helped which resulted in the overall empowerment of women, socially economically and politically through increased incomes for women through increased access to and control over public and private resources.

Nonetheless the CASHE programme with its higher participation of civil society institutions have promoted quality SHGs.  Several NGOs have incorporated their own strategies and combined them with microfinance resulting in a greater impact than in seen in large scale government programmes.  However the major lesson here is for overall empowerment and poverty reduction an integrated pro-poor gender-sensitive approach is called for with strong participation of civil society institutions.

An Integrated Approach: Addressing the multi-dimensional nature of poverty

CASHE was successful in its outreach and microfinance activities, exceeding many of its targets several times over.  However, the goal level indicators in the logframe on social empowerment and political empowerment were not operationalized.  There were targets on outreach to clients in the goal, and this was operationalized through indicators on number of groups, number of federations, PACT scores, efficient fund management, etc.  On the other hand, there were also goal level targets on women’s decision making and political participation, but they did not translate into clear outputs in the form of equally rigorous numbers of outreach, statistical tracking, monitoring and evaluation, grading tools, and therefore strategies to achieve these.  Had these been clearly specified, perhaps after reaching its targets on MF, CASHE would have turned its attention and additional resources to achieving these targets rather than doubling their outreach. Had the focus been clear on day one, then the PACT tool would have reflected these priorities and more NGOs like MARI with a focus on social, political and economic empowerment would have been included.

Table 7.2 shows the various strategies that CASHE employed with the strategies they could have employed highlighted.

	Table 7.2: Strategies executed through Tier 1, 2, and 3 activities included:

	Economic
	Social Empowerment
	Political

	· mobilization of women 

· building community owned structures

· Building MFIs

· access to MFI services

· creating training institutions

· Building monitoring institutions 

· building strong MIS systems

· sensitizing government

· linking with banks for sustainability.

· research and advocacy

· integrated livelihood strategy with mf services (MP)

· economic development programs 

· vocational training.
	· gender training to CASHE staff and partners

· mobilization of women 

· Gender planning, 

· gender budgeting, 

· gender sensitization, 

· rights awareness and legal literacy

· monitoring of social indicators

· Operationalizing purpose-level social indicators into output-level indicators

· PACT tool and BDP process could have included gender as a criteria..

· Quantitative measures of social indicators.
	· Entitlement card (Parivartan)

· Training for contesting elections (pre-election and post-election training on selection of candidate, filing nomination papers, campaigning, etc.)

· Training on PRIs

· Linking of SHGs to GPs

· Training on participation in Gram Sabhas

· Exposure to officials of government departments and programs

· Building capacities to leverage public resources to complement private enterprise.


This table clearly shows that any initiatives of CASHE on social and political empowerment did not compare to the in-depth hand-holding that partner NGOs received on microfinance.  If only the social, economic and political indicators were as detailed and emphasized to the same degree as the microfinance indicators, perhaps there would have been a greater impact because partners would have been held as accountable to deliver on those parameters.  In fact, only one NGO addressed all three goals, MARI, while others addressed them piecemeal while some limited themselves to microfinance only.  Within this timeframe, if organizations like MARI could accomplish this at no other cost, these other mandates could have been easily accomplished.  There are periodic audits, an entire magazine – Microscan – devoted to tracking financial performance, and the majority of all trainings focus on issues such as dealing with delinquent repayment.  On the other hand, other than a one time gender training and a toolkit which many are not sure even exists, very little has been done on social and political empowerment.  There are sophisticated MIS systems put in place to find out exact dispersals and repayments, rates of growth, and even lending within the SHG, but when it comes to social impacts, the same rigor is not applied.  Most reports are satisfied with anecdotal case studies. 

Microfinance in and of itself has not been proven to significantly alleviate poverty.  Microfinance in and of itself has a limited impact.  It is well-known that poverty is multi-dimensional, and the issues that contribute to poverty are integrated in the lives of women, as reflected in the MDGs.  To only focus on one aspect, like microfinance, risks sidelining the other issues that are equally important.  For example, without gender empowerment, women can continue to be victims of patriarchy in their own home and be used simply as a conduit to cheap loans for male members of their family.  Without a concurrent raising of awareness, they may bear the burden of the debts and not realize any of the benefits because they have no control over income.  On the other hand, if an integrated approach is taken, a loan can be coupled with livelihood training, which can be coupled with political awareness and rights awareness so entrepreneurs can demand the entitlements of infrastructure to support their business, earn more, control the income to prioritize education for girl children, a and actually move out of poverty.  This is only one example.  When asked, “Which would you prefer, water or electricity?” or “Which would you prefer, a loan or social empowerment?” any woman would say, “Both.”   

With a program such as microfinance, significant investment has to be made in mobilizing the community into SHGs.  This mobilization is a huge source of potential power that is already a prerequisite of microfinance; it is an absolute waste to leave this power dormant, only giving groups the tools to borrow and lend.  Once this initial investment of community mobilization is made a wide variety of issues that are of equal importance in the lives of poor women should also be addressed.

One may argue that to provide a comparable range of social and political inputs would only distract from the microfinance activities.  In reality, by focusing only on the microfinance inputs, one loses sight of the ultimate goal: to improve the lives of poor women.

Cooperation and Knowledge Sharing

An unfortunate aspect of the project was that there was very little knowledge sharing between states.  Although there were times when the three country directors met, there was no coordinated effort to ensure that the lessons learned in one state would be shared with the others.  For example, grain banks were set up in both West Bengal and Orissa, but an exposure visit was never organized so the groups in both states could learn from each other instead of each proverbially inventing the wheel simultaneously in two different places with no support from one another.  

The lack of communication between states also severely limited the impact of the innovation fund because each of the innovations remained isolated at its origin point rather than being replicated elsewhere.  The idea of the innovation fund was to showcase new strategies for replication and upscaling, but it did not occur to the degree that it could have within the project.  Although each context is different, certain universal issues that arise with community mobilization and microfinance could have enriched the process for all the states.  Innovations such as the entitlement card, remittances, and the Haat counter could have added real value to the other states.  In fact, there was very little communication facilitated by CASHE between partners within a state, so the spread of innovations was even more limited.

Another example of a lack of communication between states which is also a function of the problems with data collection is the development of MIS systems.  The three states ran into problems because each state required someone to create programs in the vernacular language, which necessitated three different agencies to create the software for each state.  Because of this, none of the data collected across the three states can be easily aggregrated for a project-wise analysis.  

The opportunities for integration and sharing were greatest within the CASHE project, but there were also opportunities to coordinate with other CARE projects and DFID initiatives as well.  These programs are typically implemented through SHGs and SHGs which are focusing on microfinance would surely stand to gain from a simple exposure to the SHGs focusing on health issues, for example, and vice versa.  There was a deliberate decision made in the management of CARE for each project to focus on its mandate and its mandate only, however, at the SHG level at the very least, these other inputs would have been valuable.  Perhaps every community cannot approach every subject with the same rigor, but with organizations such as CARE and DFID facilitating many projects addressing poverty in the same state, some degree of coordination is surely possible, and in fact the potential for multiplier effects is great (for example an SHG strengthened by microfinance taking on health issues) and would result in greater returns on the investment made in an area.

7.7 Internalization of Recommendations

	Strategic Recommendations from the 42nd Month Review

	Recommendations 
	Actions Taken by CARE-CASHE

	1.  Keep the emphasis firmly on maximizing the quality of the groups by EOP.
	Quality of groups has improved and is greater than other promoters

	2.  Refine, standardize and operationalize the grading tool.
	This was done with the development of an SHG grading tool, but not standardized.

	3.  Strengthen Impact Monitoring and prepare for EOP Impact Assessment by constructing a baseline of a carefully selected sample of households who can be followed longitudinally through revisits focusing on relatively easily measurable variables so as to be able to assess impact by EOP.
	Longitudinal analysis was not conducted.  It has been recommended by the MTR and EOP team that this be completed using the base line sample for impact assessment.  The primary reason given was because of the cost of collecting longitudinal data. 

	4.  Increase efforts to maximize SHG-bank linkages.
	This was conducted through leveraging bank loans using the RLF 

	5.  Develop SHG federation “models of excellence.”
	Bagnan and MARI are models of excellence

	6.  Improve portfolio quality
	Done.

	7.  Clarify the role of PNGOs.
	The roles of PNGOs has been clarified through intensive vision building exercises conducted with each partner.  After this each PNGO decided on the legal entity it would adopt, be it the NBFC model, Section 25 company model or remain as registered as a society while the APEX or MACs take on the roles of financial mediation.

	8.  Continue to build financial skills of CASHE staff and partners.
	This was done through on going and continuous capacity building.

	9.  Identify, document, and disseminate approaches to proactively reach the poorest members of the community with SHG services.
	There have been serious attempts on the part of CASHE to document approaches that have reached the poorest especially in Orissa, where reaching the poorest seems to have been more prevalent than in other states.  

	10.  Develop and transfer tools for new financial products and services development with selected institutions and disseminate experiences with new products to other partners.
	Although products such as remittances and housing loans were developed with some partners, they were not widely replicated.



	11.  Revolving Loan funds after EOP for filling crucial gaps in partners’ financial needs such as quasi-equity for federations and guarantees to banks to lend to federations and MFI partners.
	NA

	12.  Tier II activities to APMAS and RASS in Andhra Pradesh and expand the number of Tier 1 partners.
	Done.

	13.  Reduce the number of Tier II institutions and focus resources on the capacity building institutions.
	This transition is more evident in West Bengal

	14.  Expand to Madhya Pradesh on a limited basis.
	Expansion to Madhya Pradesh has begun.

	15.  Coordinate with NABARD and other key players in the SHG movement to explore the feasibility of establishing a national institute for the promotion of SHGs and rural livelihoods.
	Not done.  However attempts were made to initiate a dialogue to this end.

	16.  Explore the feasibility of integrating low-cost livelihood education and linkage strategies.
	A stronger livelihood strategy would certainly have helped overall poverty reduction, especially for the assetless.  Madhya Pradesh is beginning with integrating livelihoods into microfinance.

	17.  Process documentation and creating a “loop of learning.”
	This recommendation was not carried out and many vital lessons not captured as a result.


7.8 Key Differences Between States

The main differences in the states are based on the history of the self help group movement, the legal environment in each state, the strength of the Microfinance sector, level of poverty in each state, and the openness of the state governments to working with civil society.

The self help group movement is strongest in Andhra.  According to SIDBI, “The MF sector is at a saturation point in AP.  50% of SIDBIs entire portfolio is in Hyderabad.”  Andhra accounts for 26.2% of the total SHGs in India, 38.2% of the total loans sanctioned, and 44% of the total number of federations.
  The more advanced evolution of the SHG movement and the microfinance sector in AP is reflected in the performance of the AP CASHE partners.  Most partners in AP have leveraged over four crores, while in Orissa most have leveraged between one and three crores and in West Bengal most partners leveraged less than a crore.

The legal environment in both Orissa and Andhra Pradesh is conducive to the formation of federations and credit cooperatives which are allowed to amass savings.  Both states have in place enabling legislation namely the Andhra Pradesh Mutually Aided Cooperative Societies Act 1995 and The Orissa Self Help Co-Operative Act, 2001 however the act came in more recently in Orissa.  In Orissa though there is enabling legislation but operational difficulties cited by partners, is that the application process is tedious and lengthy.  Consequently they are forming federations as societies rather than cooperatives.

In West Bengal, the formation of rural credit cooperatives is not allowed.  The statistics mirror the legal environments of the states with the highest number of federations in AP where they have had more time to emerge and grow, fewer in Orissa where the enabling legislation is a recent phenomenon and implementation is not efficient, and very few in West Bengal where there is no legal space for rural credit cooperatives.

Orissa is the most backward of the CASHE states with the lowest per capita income (Rs. 6,487), followed by Andhra (11,333) and West Bengal (11,612) as of 2003-2004 adjusted to 1993-1994 prices
.  This is reflected in the average income levels of CASHE participants as well as those of the control groups with Orissa showing the lowest incomes, followed by Andhra, and then West Bengal with the highest income levels.  Higher incomes lead to higher savings and a higher ability to absorb more credit.

7.9   Future Possibilities for ACCESS

The key core competency of ACCESS is to build on the strengths of the CASHE program in professionalizing the microfinance operations of smaller NGOs.  ACCESS will offer its training on a fee basis and thus will have to respond to the market demand of the sector.  While catering to this demand, ACCESS should also build within the organization certain key priorities to bring the sector as a whole forward by filling in crucial gaps.  ACCESS can set standards for the sector on core values that have nor received sufficient attention in the sector, such as transparency, governance, free sharing of information, and promotion of client-owned and operated institutions.  Although it may be difficult while working on a revenue model, ACCESS should also do as much work as it can on the frontiers of the sector and develop new much needed instruments.  ACCESS can contribute significantly to the sector by developing tools to track social indicators, evolving research methodologies to gauge the real impact of microfinance on a variety of parameters, and developing a variety of products for the unique credit needs of different populations.  ACCESS should also try to focus as much of its work as possible on the geographically underserved areas of the north.

When ACCESS is doing its capacity building and partnering with government, it should keep in mind that horizontal learning is the most efficient method for learning.  The Huairou Commission, a global grassroots network of community based NGOs, has proven time and time again that upscaling is achieved with the greatest number and lowest cost through peer exchanges.  If an NGO in one area, such as MARI, has developed a sound model for its financial systems, it is more efficient for another NGO to come visit MARI and learn directly from them rather than having MARI’s model communicated to someone in the Delhi ACCESS office and then that person in turn communicating it to the client.  The model of peer exchanges would give due credit to innovators, give them an opportunity to earn revenue, and be substantially cheaper by bypassing higher paid professionals.  

ACCESS’s greatest strength, however, may not be capacity building, but networking.  ACCESS already has close relationships with 34 NGOs in three different states, and the number of partners will only grow from there.  Because of its pedigree, ACCESS also carries a great deal of credibility with the government and a significant amount of business will come from the national and state level.  ACCESS will be in a prime position to bring these two together and match NGOs doing innovative work with government partners to facilitate quick and efficient upscaling, knowledge sharing, and collaboration.  ACCESS is the instrument that can spread key innovations, such as remittances and grain banks, throughout the country.

ACCESS’s opportunities with the government extend far beyond highlighting and replicating innovations.  It can actively collaborate with government on new schemes and opportunities and mesh programs with microfinance and micro-enterprise.  The idea of rural hubs in West Bengal, where a village would be identified as a site for infrastructure development for a business could utilize microfinance institutions as a key stakeholders in deciding what infrastructure is necessary in promoting livelihoods in the area.  Because ACCESS is an independent organization, it is also free to seek out partnerships with the private sector and find opportunities for women who may not be entrepreneurial by collaborating with industry and vocational training institutions to develop skills that will lead to employment.  

Being a national player doing work with government, private sector, and MFIs all over the country, they will also be able to take a position on national issues of concern to the sector.  They can surface concerns from the ground and address them through their network of connections to government, business, academia, and civil society.  As ACCESS moves into areas of livelihoods and new models of microfinance service delivery emerge, it will be able to draw on its wide net of activities, partners, and geographical scope to take on legitimate advocacy issues that can move the sector forward.   

8 Lessons from CASHE and Recommendations

The story of CASHE is, first and foremost, one of great achievements.  CASHE achieved almost six times its original goal of outreach, it built up its partners to the point where they were able to leverage 16 times the RLF amount, and they contributed to creating higher quality groups at a competitive cost of promotion.  CASHE’s design and execution continues to leave an impact on the sector as a whole with Tier II institutions that will operate and build the technical capacities of clients as long as they need them, and they have created a series of networking and advocacy platforms at the state and national levels to bring key stakeholders such as MFIs, government, venture capitalists, and SHG women themselves to address the key issues that are facing the sector.  By several accounts, the microfinance sector would be very different, especially in West Bengal and Orissa, if the CASHE program had not been implemented.  

For all its achievements, however, there were several aspects that could have been improved.  With hindsight, there will always be things that could have been done differently, especially with a project of the massive scope and complexity of CASHE.  

A program such as CASHE requires a large vision and a clear sense of purpose.  The original intention of the architects of CASHE was an equal emphasis on efficient financial delivery and household level impact.  Clearly both of these components did not receive equal weight and there may have been a case of “mission drift.”  During the project period the microfinance sector was booming all over India, not just with CASHE partners, and almost every serious player is continuing to grow exponentially.  In this context, the greatest value that CASHE could have offered the sector was not in outreach, everyone was achieving outreach.  The sector would have benefited most from the potential outcomes if CASHE had addressed the second half of its mandate: the social, economic, and political impact on households and communities.  At mid-term, with outreach figures clearly well within reach even after tripling the original target, perhaps the focus could have shifted to increasing women’s decision making, SHGs political participation, and increasing incomes through livelihood generation.  

The value of doing this would not have been only to fulfill the requirements of the logframe; the difficulties that CASHE faced are difficulties that the entire sector faces, and CASHE had the opportunity to move the frontiers forward.  CASHE clearly should have planned its research so rigorous and comparable longitudinal data was collected; the failure to do so was not only a loss for CASHE, but a loss for microfinance, because the entire sector continues to struggle with and debate what the impact of microfinance is and how it can be measured.  

In addition, by being a part of CARE with a core competency in social intermediation, CASHE should have developed a strategy to use microfinance as a base to launch more integrated interventions.  Poverty is multi-dimensional; credit alone does not lead to income and income alone does not cure poverty.  Even without the goal level indicators operationalized in the logframe, there was no dearth of possible inputs, if only there was greater integration within the CASHE project.  With 34 partners, each with different strengths and innovations, CASHE was in a perfect position to take the best from each and share with anyone who wanted to take up an initiative.  The innovation fund was not meant to only support small islands of progress; the intention was that the learning from one group would spread to the rest of the partners in the program for massive effect.  If this integration within CASHE would have happened, the social, economic and political integration would have certainly followed suit.  

Beyond just including multiple dimensions, the cross-cutting issue that should have imbued every activity was a clear gender perspective.  Despite the fact that microfinance lends almost exclusively to women, there is a gaping blind spot in the sector when it comes to the issue of women’s empowerment, and gender was simply not prioritized in CASHE either.  Although a gender training served as often the only social input that partners received from CASHE, an agenda for empowerment, not just lending to women, should have colored all of CASHE’s activities.

The drift of CASHE is indicative of the drift of the microfinance sector toward focusing solely on the technicalities of service delivery at the expense of engaging with all of the complexities of effective poverty alleviation.  CASHE has outperformed all expectations on outreach and financial delivery indicators, but CASHE had a wealth of social intermediation expertise at its disposal and was positioned to lead the microfinance back to the core values of poverty alleviation and empowerment.  CASHE’s success in financial delivery was largely because it effectively caught the wave of microfinance ( in Orissa it possibly started the wave); CASHE’s drift away from social intermediation was because it got caught up in it. 

ANNEXTURE I

Adhikar’s Remittance Initiative

The Current Situation

One of the most vulnerable communities in India is the group of seasonal migrant workers who temporarily move to centers where employment opportunities are available. These migrants are usually the poorest of the poor, travel alone without their families and spend as much as six months in a year away from their place of residence.  In Orissa alone, the number of migrant workers is estimated to be around 20 lakhs.  If the approximately 7,000 migrant workers originating from the seven contiguous blocks around Bhubaneswar who migrate to Gandhidam-Kandla area of Gujarat are taken as a representative sample, their exploitation begins from the moment they decide to leave home.  10 lakh people who need to travel from Orissa to Gujarat crowd onto the one available train and travel for two days in oppressive heat, not even able to go to the bathroom, some have even died during this journey.  When they reach their destination, they are crowded into one of the 600,000 8 x 10 rooms with no bathroom facilities and made to share a bed that is constantly occupied; typically half the residents work from 7 am to 7 pm while the other half sleeps and then they switch while the others work from 7 pm to 7 am.  This constant occupancy results in a high incidence of AIDS among the population.

The State of Remittances

Migrants make these sacrifices and endure these conditions in order to earn more money for their families.  The irony is that after everything the migrants go through to earn their wages, they are even exploited when it comes to sending remittances back home.  The formal systems are either unavailable to them or are too expensive; banks will not deal with the small amounts and the postal system can charge 5% of the remittance sent and it takes far too long for the money to reach, especially if it is an emergency situation.  Informal systems, such as private moneylenders and other agents traveling back and forth also charge high rates and their services are unreliable.  This leaves the migrant workers with few options.

	Possible structures:
	Cost per 100
	Time taken
	Potential issue

	1.  Banks


	Fixed Rs. 20 for up to Rs. 5,000  


	Almost one week even more if there is bank holiday
	Banks are reluctant to deal with small remittance amounts

Bank charge in addition to it the person who remit money will be engaged almost half day (effectively one day as he will not be able to do the job for next half) his spouse or dependant will be spending almost two day to en-cash the money in case he has the account in the bank and the bank is accessible to the dependant. 

In financial terminology it would three day’s wage labour almost more than Rs. 200/ 

	2.  Postal System


	5%
	One week to fifteen days
	The postal system is expensive and does not provide timely delivery.

The benefit in this system is the door delivery available

	4.  Private moneylenders

Private Operators called themselves as courier services/agencies
	4% it may increase seeing the emergency 
	Declared as 24 hours but effectively two to three days
	Private moneylenders charge high rates and there is no system to ensure delivery.

	5. Friends and Family


	Almost no charges but may take money in the form borrowing by the person who remits money 
	Three to four days
	Theft is always an issue because there is no formal system. Availability of friends and family to deliver is sporadic.

	6.  Migrants themselves


	No charges
	Only travel time
	Migrants are able to travel back home only once or twice a year, making it impossible to deal with emergency situations.     

	7.  Intermediary NGOs


	2%
	Maxm four days 
	It does not come under the legal frame work as it amounts to  deposit mobilization and NGOs are not allowed to collect deposit.

	8 In the form of materials
	Difficult to estimate
	As soon as the person arrives
	Consumable goods like grinder pressure cooker or luggage carriers are brought in a little higher than the purchase price. Sometimes this may not be of any use the sale of the good may be benefiting the seller 


Adhikar’s Intervention with the Assistance of the CASHE Innovation Fund

Adhikar, a Bhubaneswar-based NGO that has been working for the last 10 years in legal literacy, workers rights and mF, went to Gujarat after the 2001 earthquake to organize relief and assure compensation to the 21 Oriyas who died. While they were there, they became interested in dealing with the problems associated with the current system of sending remittances. Adhikar decided to set up Shramik Sahajog (SS), an organization of Oriya workers, and a field office in Gandhidham, with assistance from CARE India under the Research and Innovation fund of CASHE project. 

How Adhikar’s Shramik Sahajog Works

Money is accepted by the two SS staff flexibly during office hours (morning and evening 7 days a week – both staff live on the premises) or during afternoon visits to the colonies where Oriya migrants live, according to a fixed schedule. Savings and remittance money received in cash is deposited in the GANDHIDHAM account the same day, if possible, or at most, the next day. 

A savings and money remittance statement is e-mailed to the BBSR office twice a week on Monday and Thursday evenings. The following day the BBSR office withdraws the remittance money, and dispatches it to Tangi, the village where the migrants’ families live, with one of the Tangi office field coordinators. The Tangi office is committed to disburse it preferably within 24 hours, but definitely within 48 hours. Thus if a member gives his remittance to the Gandhidham staff on a Monday or Thursday, the recipient should get it the following Wednesday/Thursday or Saturday/Sunday (i.e. in two/three days).
 

Service charges are currently Rs 20 per thousand or two percent at present, compared with what most banks charge for drafts, which is a fixed Rs 20 up to Rs 5000. This is two-fifths the post office rate for money orders, which is Rs 50 per thousand, or 5 percent. 

Potential Scope for ACCESS

The average size of remittance through the project is Rs 3700 so far. An estimate of the total volume of remittances can be made by assuming conservatively that only the permanently resident (i.e. non-fluctuating) migrants (about 5000) remit an average of Rs 1275  a month, which would place the total size of the “market” for remittances at Rs 6.5 million or Rs 65 Lakh in the Gandhidam-Kandla.  This is only a drop in the bucket of the 20 lakh migrants in Orissa, which itself is only a fraction of the internal migrants of India, which includes large migrant populations in Bihar, Uttar Pradesh, and other northern states.  A national initiative on remittances would have enormous impacts on the poorest of the poor in the most backward districts of India by addressing poverty at its very base.

COMMODITY MARKETING PROGRAM: AN INNOVATIVE MEASURE TO ENHANCE LIVELIHOOD

(Promoted by GU-CARE-CAHE in collaboration with HLL)

The microfinance program is focused on alleviating poverty and addresses the financial needs of the poor Self Help Group (SHG) members and encourages them to take up livelihood activities at their household or group levels. The boom that is being witnessed in the growing markets today are made more accessible to the poor SHGs by joining forces with private agencies for a more streamlined approach to marketing. The Commodity Marketing Program is an initiative which has established a commodity center called Kalayani Packaging Center (KPC) which is owned and run by the community. KPC creates employment and trains poor women from remote areas on marketing skills. It provides quality provisions and processes and markets local agricultural commodities. 

Gram Utham (GU), CARE and Hindustan Lever Limited (HLL) came together to promote this idea because they felt that along with livelihood options for the poor, there was a need for professional expertise in marketing the products. Microfinance institutions make a concerted effort to make available different services to develop the SHGs livelihood options through an efficient utilization of credit. 

In the implementation plan, Kalyani Packaging Center (KPC) is the central point of intervention and all the support agencies intervene at this point. Hindustan Lever Limited provided technical and marketing support; CARE played a facilitating role and provided some financial help to set up the processing unit and Gram Utham mobilized the community and helped them negotiate with vendors and suppliers and also helped them access credit. They monitored the program and shared its reports with all stakeholders. 

Under the guidance of HLL and CARE-CASHE, the operational strategy of this initiative consisted of;

· Sample survey and need assessment of commodity requirements in 20 villages followed by market study at the nearest Mandi (Cuttack) on the price level of the commodities.

· Setting up of the Central processing Unit with necessary renovation & equipments procurement.

· Participatory planning exercise with staff and stakeholders of GU in consultation with HLL & CARE.

· Cost benefit analysis of each commodity and designing the mode of commodity delivery.

· Orientation to the Cluster Leaders on the need and relevance of commodity marketing initiative

· Selection of potential sellers and training them on marketing skills and book keeping

· Selection of the KPC working members (women) and training them on processing and packaging.

· Providing credit supports to the Sellers by the MFI-Gram Utthan 

· Procurement commodities, processing and then delivering the materials at the hub/sellers level.

· Regular monitoring and review followed by process documentation and reporting.

As an outcome of this program a well established Center would be in place and a network with different supplier would have been established. KPC would be marketing 15 quality low cost household commodities to 1000 families.

BOAT BANKING

In the heart of the Sunderbans, West Bengal, in an extremely unfriendly environment, where high poverty and low literacy rates prevail, CARE supported the Boat Banking Project in 11 villages in Achintyanagar Gram Panchayat and  Lakshmijanardanpur Gram Panchayat in Patharpratima Block in South 24 Paraganas District. These areas are connected by sporadic ferry services and even if there is a bank branch in the nearby island, people are not able to take advantage of the services as it takes almost a day to cross from one island to another.

In this remote area nearly 70% of the female population is illiterate and unemployed and therefore marginalised. CASHE supported the pioneering Boat Banking Project, where, a mobile boat provides banking services in an area where no banks exist. 

In a short period of one year the project, has managed to achieve the following; 

· 100 SHGs formed with a total of 1172 members.

· Rs. 1,42,149 generated in savings by the members. 

· Credit operations started.

· In the pipeline are a fixed deposit scheme, housing loan and insurance product.

Another important programme of the Innovative Banking Project is the Health Care Services to the people living in very remote and isolated islands. A Boat Ambulance carries both the medical and micro-finance personnel to one of the six identified service delivery points on a fixed date and time of the week. As a result of this; 

· 1563 beneficiaries reached through Awareness Generation Camps.

· 729 beneficiaries reached through home visits.

· 242 beneficiaries covered for Mother & Child Health Care.

· Maternal health care services provided to 208 pregnant mothers.

· 426 school children motivated towards hygienic living conditions through focussed group discussions.

· 768 patients have been treated through Clinical Services.

· 426 critically ill patients referred to Government hospitals and / or private clinics for better treatment.

· 421 persons provided with Hepatitis B vaccine.

· 1251 children covered through pulse-polio immunisation.

The Boat Ambulance remains busy for all the six days in the week carrying the required crew and other staff to various remote islands. The services provided are becoming increasingly popular and are benefiting more and more people. 

Boat Banking is an innovation where banking facilities are made available to communities living in remote islands of the Sunderbans in West Bengal. In a period of one year the project has formed 100 SHGs and generated savings of Rs.1,42,149 from the members. Besides banking services, this innovation also provides Health care Services to these isolated communities
Grain Banking

In order to stop migration and check deaths due to starvation among poor people living in tribal areas, grain banks were established with support from CASHE. Grain Banks also served to inculcate among the poor the habit of Self Help with a view to take care of their basic food requirements at times of need. A grain bank can be established in any village having 50% of SC and ST population and where there are atleast three to four SHGs comprising of the poorest members. A five to seven member executive body may be formed by taking at least one office bearer from each group and this will run the Grain Bank. From the savings of each member at least Rs. 600/- may be withdrawn to purchase grains at the rate of one quintal of grains, per member family (or as the market value of grain at the time of establishment). Grains may be purchased during harvest, because the cost of the grains would be comparatively low.  

Grain Banking: The Process

· The process of grain banking begins with an initial member contribution of 25 per cent.

· Members take loans from the grain banks as and when they require. A fixed rate of interest is charged from the members for the ‘grain loans’. 

· Repayment is carried out either through the mode of grain or cash spread over 9 to 12 months. 

· Interest charged is between 20 to 25 per cent per annum.  Through this process, in approximately four years, the grain bank accumulates surplus equivalent to the amount stored in the first year from members’ contribution.

· Members also regularly save cash with the grain banks. 

· Surplus at the grain bank may be lent to other grain banks, or as seeds.
· Regular meetings and book-keeping (Meeting proceeding Register & Loan Ledger cum Stock Register) facilitates efficient functioning of the Grain Bank.

5. GRAIN BANK PRODUCT DESIGNED FOR CASHE-PNGO

6. Objectives

1. Establishment of grain banks in the villages in the most vulnerable areas to check migration and deaths due to starvation, malnutrition etc. and motivating the poor to shoulder the responsibility of running the grain banks in an efficient manner.  

2. To inculcate among the poor the habit of Self Help with a view to taking care of their basic food requirements at the time of need.

3. To provide a safe guard against fall in nutritional standard of the poor living in rural areas, particularly those tribal areas from where there have been reports of migration and starvation deaths from time to time.

7. Area 

A grain bank can be established in any village having 50% of SC and ST population and there is existence of at least three to four SHGs comprising of poor or poorest of the Poor members.

8. Activities

· To start with, Grain Bank establishment is to be initiated by each SHG in the village. 

· A meeting of all the groups in the village may be convened and the idea of establishing a grain bank as well as its need and importance may be discussed.

· A five to seven membered executive body may be formed by taking at least one office bearer from each group.

· The grain Bank is to be run by this executive body of the Self Help Group.

· Each group needs to contribute equally to purchase weights and balance  and purchase grains for the bank @ one quintal for each member from each  participating SHG. 

· From the savings of each member at least Rs. 600/- may be withdrawn / diverted towards purchasing of grains at the rate of one quintal of grains, per member family (or  as the market value of grain at the time of establishment).

· Grains may be purchased during harvest, because the cost of the  grains would be comparatively low.  

· From the surplus of the SHGs, Rs.2000/- may be spent towards purchasing of weights and balance, another Rs.2000/- may be spent for arranging storage facilities of traditional local type in the village for the subscribed grains.

Distribution of grain  

· At the initial stage, the quantity of grains stored would be less than the amount required by each individual family. The Grain Bank Managing committee would take a decision when the grain stored in the grain bank would be distributed. Member families of the grain bank may be entitled to take loans of food grains in four installments of up to 25 kgs. each during the rainy season or in any period of scarcity. However, each individual family would get a loan not more than one quintal of loan in the initial year, except those who do not want grain at all. At the later stage, the grain bank would build up surplus and families may take loans from the grain banks as and when they require.

Rate of Interest  

· The rate of interest in no way should be more than the rate of interest charged to the members in Self Help Groups, if the rate of interest is uniform in all the groups. If it is not uniform, it is preferable to charge 25% interest per annum. No doubt, at the initial stage, the rate of interest seems to be quite high, but this would help the bank to grow fast. After the initial four years, the grain bank would build up surplus equivalent to the amount stored in the first year. Then, the interest rate may be brought down. 

Repayment  

· The loans may be repaid with interest at the time of next harvest thereby recouping the stock. The type of grain to be repaid would be the same as the type of grain loaned i.e. the type of grain normally consumed locally by the people of the areas. If there won’t be a good harvest then delinquency may arise. In this case the Grain Bank Managing Committee may decide on every individual case in such instances as to the steps to be taken. In case of a bad harvest, the members may be allowed to return the capital along with the required interest in the next season, with interest. 

Use of surplus: 

· If a surplus is made in a grain bank, it is up to the Managing committee to make the best use of it, before they get damaged. One grain bank may lend the grains out to other grain bank, which is not  able to develop a surplus or converting part of the grain to cash or storing part of the grain for seeds purpose, as the necessity for seeds at the right time is next only to the necessity for food.

Decisions on the grain to be stored: 

· In rural areas a wide range of millets and paddy are produced. The most commonly used having high nutritive value should be preferred. If all the member families won’t be able to produce the specified grain, the grain bank may work out the market value for the grain and ask him / her to pay the same.

Decisions on inclusions and exclusions:

· It is upto the SHGs to take decision to include some one or exclude some one. However, it is the responsibility of the SHGs / grain bank to include all the poor families as members. 

9. Book Keeping 

· Only one book  is required to be maintained properly. This must include the details of procurement, its price, quantum of loan, its price, repayment period, interest and quantum of repayment.  

Approach in a phased manner

· One Grain in One village for  at least 50 households  OR 3 to 4 SHGs. 

· Monetising the saving in kind to be considered by bank

· Bank to consider loan to SHGs against their stock of grain

· PNGO to monitor the programme

· Subsequently to be linked with PDS, Govt. Schemes 

Process

· Identification of Villages

· Discussion with the SHGs

· Identification of Households

· Capacity building and training

· Establishment of Grain Bank with SHG savings 

· Management of Grain Bank by forming a Managing committee of Women

· SHG-Bank linkage for procurement of Grains

· Linking of Grain Bank with Public Distribution System and other govt. Schemes.

9.1. Govt. Scheme on Grain Bank

Govt. schemes are also there to establish grain banks. It can be established in any village having 50% of the tribal population and 12 states have been identified including Orissa, Andhara Pradesh and West Bengal by the Central Planing Committee.

The village will be identified by the concerned states according to maximum density and acute poverty of ST population. Initially , the grain banks should be established in a limited number of villages with maximum tribal population and their depressed economic condition. The list of areas identified by the central Planning Committee on the prevention of deaths of children in tribal areas could be used as an aid in identifying the neediest villages.

These grain banks will be meant primarily for the scheduled tribe families living in these villages. Scheduled caste families living in the villages could also be made members if they wish to participate. One quintal of local grain per member family will be contributed to the grain bank by the Central Government through TRIFED State Tribal Development Cooperatives Corporation & P.O.., ITDP. The schemes would be implemented by the working Committee under the guidance of the traditional tribal head-man of each village under the general supervision of the BDO of the concerned Block, the project Officer, ITDP and the district Magistrate of the concerned district. The scheme may also be implemented through non-Governmental Voluntary Organsiations of repute working in tribal areas to be selected by Secretary, Tribal Development in the State Govt. in consultation with OMs and POs of ITDPs. At the district level, the District Magistrate and the state Level, the secretary of Tribal Development would be in-charge of the scheme. Ministry of welfare will be model ministry at the Centre and would implement the scheme through TRIFED (Tribal Cooperative Marketing Development, Federation of India) which would provide grant to the State Secretary in-charge of Tribal Development.

The above scheme has started from the financial year 1996-97. The unit cost of each grain bank is Rs.64,000/- ( Rs.60,000/- towards cost of 100  quintals of food grains @ Rs.6/- per kg.; Grants for purchase of Weigh and balance Rs. 2,000/-; Grants for storage facilities Rs.2,000/- ).  The scheme was lunched in 703 villages in the first year. The entire cost of grain is a one time grant with no recurring expenditure.

Barefoot Trainers

Capacity Building, especially in the area of micro finance has been a huge challenge in the development sector. The microfinance sector has been witnessing a wide variation in the methodology of SHG promotion and management due to differences in the view points of the promoters.  Hence the innovative concept of Barefoot Trainers from CASHE came into being where 200 barefoot trainers spread across the 30 districts of the state imparted basic training on Micro-Finance and Self Help Groups to women’s groups in Orissa. 

Barefoot trainers are identified from Non Government Organisations, Government Organisations (ICDS Supervisors) and the communities. The trainers belong to the local area and are therefore easily accepted and understood and the concept of SHG and micro finance will spread by a ripple effect. Since they belong to the community and will return to the community, all knowledge will stay with the communities. The Barefoot Trainers are aware of the field realities and their knowledge base will be tapped for creating innovative CB modules. The training modules are contextualized for Orissa. Most importantly it is a direct shift from hardware intervention of micro finance like loan funding to software intervention like Capacity Building. 

CARE in consultation with a number of state level organizations designed a fifteen day training program to bring about uniformity in the promotion and management of Self Help Groups in the state. The training was unique in its methodology, choice of resource persons and their inputs and the duration of the program. An evaluation was conducted on the last day and those participants who excelled were given a certificate and a badge as micro-Finance Barefoot Trainers, a token of recognition by CARE.

Areas in which Barefoot Trainers are capacitated:

1. Reflection on Poverty 

2. Status of women and the need of empowering them 

3. Need and Concept of SHG

4. Different Stages of Group Formation 

5. Leadership and Group Dynamics

6. Conflict Resolution

7. Effective Savings and Credit Management

8. Micro-Enterprise Promotion and Management

9. Book Keeping

10. Bank Linkage: RBI-NABARD guidelines, Assessment of Groups for linkage

11. Field visit orientation to best practices in SHGs
12. Communication & Facilitation Skill 

An attempt was made to rank the barefoot trainers through a structured written assessment on the technical aspects of micro finance. It was observed that out of 149 trainers, 54 of them secured over 70% marks, 73 of them secured more than 60% but less than 70% and 22 of the barefoot trainers secured over 50% but less than 60% marks 

Significant changes have occurred in the areas of;

· Rule and regulations of SHG

· Increase in savings and credit 

· Book maintenance at the SHG level 

But changes in the areas of leadership, meetings and micro enterprising has happened but in low scale. 

Barefoot Trainers from CASHE is an innovative concept where people from the community were identified and given training on Self Help Groups and micro finance. Since these trainers are from the community, the knowledge they imparted was more accepted and understood by the people. As a result of this innovation, significant changes have occurred in the understanding of rules and regulations of SHGs, savings and credit has increased and books at the SHG level are maintained better.  

SHG ACCOUNTANT.

Introduction:

A recent study of the present scenario of the NGO sector reveals that the groups are gradually becoming self-sustaining and emerging as independent units within the organization itself. With their capitals enhancing and activities expanding, transactions are also becoming more and more regular. Awareness among group members are also increasing and hence each group today tend to reach out for a more viable and   sustainable options to widen their horizon of operations under the guidance of their respective organization.

As the groups are expanding it is imperative to introduce a true transparent accounting system that would help to enhance relationship among the individual members of a group and inspire active participation both in economical & social sectors. 

So there is a need to maintain a computerized accounting system and introduce the concept of SHG Accountant
Why SHG Accountant:

SHG Accountant is computerized solution which can be handled by a person with a minimum educational qualification of standard 12 and a working knowledge of accountancy & computers but he should have committed attitude towards the social sector. He should have ability to feed data into software which is linked to Mpower and generate the required reports. He would be entrusted truly and absolutely with the job of recording, maintaining and consolidating the various data and reports of as many  200 to 300 groups. 

This would make the entire accounting procedure transparent among the all stake holders.

It would also make the records and reports handy at the hours of need for the groups henceforth and also generating employment for two such people i.e. operator of SHG Accountant and a Peon through whom the data sheets and reports would be collected and delivered for each such 200 groups.

Finally another advantage that emerges out of such employment besides the specialized accounting service of the SHG Accountant is that henceforth the group members who had to so long handled accounts would get some more time to concentrate on their field works.  

To make it more comfortable it is aimed to customize the software to run in any vernacular languages like Bengali, Oriya etc. besides English. 

Work Flow Diagram of the System:


Physical Steps:

1) A datasheet in duplicate is filled by the group accountant in group meetings. The datasheet will contain the fields like date, member name, attendance, voluntary savings, loan and other related fields etc.

2) One member of the group will drop the datasheet in a drop box centrally placed in between two to three villages.

3) A peon will collect the datasheet every week on a fixed day.

4) The peon will hand over all such datasheets to the operator of SHG Accountant.

5) Operator will feed all such data into the Mpower software and generate output from the software. He would again hand over the output to the peon on the same day for delivery to the groups.

6) The peon will pass on the reports or any outputs to groups and take monthly service charges and give money receipts in return.

7) Groups will acknowledge and provide slips to peon after receiving the reports.

8) Peon will give the collected amount and acknowledgement slips to the Operator. 

9) Operator pays Rs.3 per group per week to the peon.

10) The organization as well as the group can always avail of any other kinds of reports customized to their needs from the software. 

Future Scope

With the advent of technology gradually the peon and its datasheet can be replaced by using SMS/IVRS/E-Mails technology which will save time, cost and increase efficiency of such data transmission and recording system within the organization.

Any outsider within its authorized jurisdiction, say any funding organization, government organization and others can also have access to retrieve the reports from the software thus increasing the transparency of the system. This would also help the organizations to judge performance of groups & NGOs and take appropriate steps if necessary.

Thus the concept SHG Accountant, which is at the nascent stage at the moment, will emerge into a cost-effective and efficient platform that would add an entirely new dimension to this sector where each day is confronted with new challenges of growth .Hence a cost effective yet efficient solution to such challenges only enforces the growth further.


Comparison between present & proposed accounting system of SHG

	SHG Accounting System- Present
	SHG Accounting System- Proposed

	SHGs keep books such as Daily Cash Book, Savings & Loan Ledger, Loan Tracking, Minutes Books
	A correct datasheet will generate all the books with the help of Mpower software

	Occurrence of frequent errors in group accounts due to lack of skilled and higher educated persons in the village.
	Primary school educated group accountants are now able to maintain proper SHG accounts at group levels with the help of Mpower

	NGOs need to recruit huge staffs for handling the books of accounts. 
	Saves man-hours of the NGO. Accurate and timely information available to NGO staff help them provide quality inputs and prioritize interactions with the SHGs

	It is very difficult for the village level accountant to calculate interest and keep track of multiple loans taken at different time by the SHG members.
	Easy for maintaining multiple loan products, penalty calculations, weekly interest calculation for SHGs.

	SHGs are now dependent on NGO staffs for data processing & financial reports
	In this system SHGs will be directly linked to the software and can also have access to the accounts. They can also get reports as per their requirements. 

	
	Accurate information can be provided to the bank, state governments, funding agencies in stipulated time.

	
	Employment Generation.

	NGOs are now engaging staffs to make 

entries  and maintain their respective 

accounts
	These staffs can devote more time on field works.


Revenue Model (For 200 groups)

	Item
	Income (Rs./Month)
	Expenditure (Rs./Month)

	Rent, Electricity & AMC
	
	400

	Stationery
	
	500

	Datasheet Transport Cost (Messengers)
	
	2400

	EMI Computer
	
	1000

	Fees from SHG
	6000
	

	Fees from NGO
	2000
	

	Others
	1000
	

	Total
	9000
	4300

	Net Income/Month
	4700


HAT COUNTER at mohangiri

INTRODUCTION

The planue area of Mohangiri and Manikera GP of Madanpur Rampur block in poverty stricken Kalahandi district of Orissa is considered to be one of the backward areas mostly dominated by poor tribal people. It consist of 27  tribal villages, all having BPL households. Most of the people living in these hilly areas are deprived of the common necessity of life and are subjected to utter poverty and deprivation.  55 years of developmental approach has not brought enough change in the socio economic condition of these people. Although recent political development through PRI has able to bring some improvement in their overall living condition but the age old practice of exploitation by the moneylenders of plain areas had made their life miserable. The inaccessible terrain and geographic condition of the locality compounded their problem. The adoption of age-old traditional means of agricultural practices resulted in less income and more dependency on the forest produces. Almost 80% of the total populations are dependent upon forest, for meeting their requirement. The collection of different NTFP like jhuna (Sal latex), Hill Brooms, Sal leaves, tamarind etc and subsequent marketing of these produces in the market places like Mohangiri and Barrakhhamba, which are 15- 20 Km away from the villages dose not even fetch half of the actual price. Unavailability of any Govt. counter for procurement of forest produce, forced them to sell it to the middlemen at substantially low rate. 70% of the population are dependent on podu chasa (shifting cultivation), which is a very much primitive practice followed by most of tribal people all over India. The wind of change through govt. intervention programme in agricultural extension has not seen the light of the day in this remote most part of the country.

Caught in the situation like this people normally are forced to seek advanced loan from the moneylender of the plain areas. In absence of any mortgaged or collateral they frequently faced the refusal of the moneylender or are forced to sell their produce to these moneylender at a very low rate. The moneylender in turns charged heavy amount of interest. Most of the interest collected by them outweighs the actual principal amount. They sometimes made agreement with these poor people, to give 1/3rd of the produce to them, failing, which they will loose, their land.  Such type of exploitation by the moneylender has resulted in to severe economic and social imbalance in the areas. This high rate of interest paid over the borrowed money combined with the handling over of their sole source of major income guarantees the vicious circle of poverty for these people. They are also facing the food problem for 5 months during the year.  

The initiative by farr 

At this critical moment, when meeting the bare necessity of life was a dream for these people, starting of saving and credit activities was seems to be ridiculous and unrealistic. In 1995 the FAAR (Friends Association for Rural Reconstruction), a reputed NGO of Orissa, made a bold initiative of spreading the SHG movement in this remote areas. But the initial response to the movement attracts a lackluster performance and could not able to gain momentum. This resulted into developing a new strategy of approach and there arises a felt need of redesigning of the product and services. Looking into the geo-societal condition and economic level of the people, there was an urgent need of adopting an altogether different revolutionary alternative for these people.

THE OBJECTIVES

The initial objectives behind the concept were as follows.

· To prevent the people from the clutches of the moneylender by providing them with easy credit facilities, having low rate of interest.
· To generate a habit of thrift and saving attitude among the people, mostly women and to mobilize their saving.
· To increase the individual and collective bargaining power of the tribal women.

· To develop and encourage the entrepreneurial skill of the people and thus generate higher income among them.

· To promote this movement as an alternative and easily accessible banking system.

· To make the counter as a model platform for procuring, storing, grading, value addition and marketing of the produce.

· To make the counter a common meeting place for promotion and organization of future development activities.

WHY COUNTER AT MARKET PLACE?

Most of the time a question arises that, why haat has being the nodal point behind the concept. For most the tribal villagers in the Mohangiri and Manikera Panchayat, weekly Haat  (market place), is consider to be one of the major center for commercial sale and purchase of the necessary items. It is also a common place for cultural and traditional exchange of ideas and relation building. In other words the weekly market is a terminus for unloading and recharging of all forms of goods, activities and information, which act as a vital inputs in the individual and community life of these people. It is a place where necessary guidelines can be given to the members for better bargaining of their produce. It is also very much helpful for the mFI staff to organized people in a common place and maintained weekly records of the saving and credits. It also act as promotional activity and attracted other people to be a client of the SHG.

As per the objectives set up earlier, a mobile SHG counter was set up at the Mohangiri weekly market place in April 2001. The initial response to the SHG counter was abysmal, but after one month it has been observed that the ready availability of the counter at the market place has indeed facilitated and helped in motivating the people to instantaneously part with the a portion of their earning to the common pool of the SHG counter. According to Lata Bibhar of Seren Para (member of the SHG counter) “ earlier our money was being utilized in depositing the interest to the money lender and drinking of liquor in the near by market, but now we are feeling a sort of financial security that at the time of our need we could able to get some assistance from our saving. We are now becoming a part of the mainstream and are getting the benefit of to be in the group”. The counter serves as an information center for spreading the message of group formation and the modalities involved in it. As most of the people of this area are busy with collection of NTFP in most of the daytime, so opening of a SHG counter serves twin purpose of saving and record maintenance and it also lower down the burden on the staff.

HOW IT FUNCTIONS

The functioning of the counter is entirely on the basis of mutual trust and cooperation. The counter opens on every Wednesday day, which is the weekly market day. Since it is the one-day when the members come to the downhill, each member is being provided with a passbook and individual records is maintains for every transaction made. The counter maintains the records in the shape of saving and loan ledger of all groups operating through it. To get credit facility a member needs to enter into negotiation with other group members in the village meeting and ensure its president and secretary to stand as guarantor for the final loan entitlement. It works building up peer pressure in the group. The applicant is able to get 3 times of his saving amount and has to repay the loan in a specified period failing of which   resulted into a defaulter group. The interest charge for the loan is amount to 24% and the interest amount is collected prior to the collection of principle amount or with it. The applicant has to fill up a loan application form and has to mention the purpose for taking up the loan. The concern mFI scrutinized the application and disbursed the amount after one week. Most of the member adopts voluntary saving and compulsory saving is not being encouraged looking in to the income inequality of the group members. According to Suka Guna   “ I can proudly save even my 2 rupees of extra money in the counter and can return happily, with out any long process or formality to maintain.” This concept has been accorded the status of a mobile counter, in the light of its functioning being critically dependent on places where these people assemble for their economic activities which is the weekly market or a place of longer assemblage like mela (village festivals) covering few days or week or a place where members of all the groups meet together on monthly or bimonthly basis. The mobile nature of the counter provides enough flexibility for the member to deposit their hard earns money and also getting their required credit needs on time.

The counter also acts as a commerce house for facilitating the business and providing fair price to the NTFP and agro products of the poor people by effective marketing of their produce. As the area is inaccessible and the market is held on weekly basis, regular marketing of the produce is not possible. So the members’ deposits their produce at the counter at a fixed support priced and save some money at the counter or repay their previous loan installment.

Profile of the Plantue area 

Name of the District :- Kalahandi 

Name of the Block    :- Madanpur Rampur

Name of the GP         :-  Mohangiri and Manikera 

	Sl
	Name of the Village 
	Total HH
	ST
	SC
	Total 

Population 
	Male 
	Female 
	Boys 
	Girls 
	BPL
	LL 

	1
	Bagbilla 
	19
	17
	02
	95
	19
	19
	30
	27
	19
	03

	2
	Jamuli
	26
	19
	07
	122
	27
	30
	27
	38
	22
	10

	3
	Ladamaska 
	16
	13
	03
	100
	18
	18
	34
	30
	16
	10

	4
	Bengestundi
	14
	13
	01
	68
	14
	16
	15
	23
	12
	07

	5
	Padelpada 
	10
	10
	
	39
	08
	10
	09
	13
	10
	05

	6
	Dengenpadel 
	11
	10
	01
	69
	12
	12
	16
	29
	10
	04

	7
	Sarengpada
	36
	31
	05
	169
	36
	42
	46
	45
	36
	10

	8
	Patangi
	16
	13
	03
	83
	19
	21
	21
	22
	16
	08

	9
	Tintaga 
	07
	07
	-
	25
	07
	07
	05
	06
	07
	02

	10
	Kamreng
	22
	20
	02
	97
	25
	25
	22
	27
	17
	11

	11
	Batimunda 
	05
	05
	-
	16
	05
	05
	05
	01
	03
	02

	12
	Damgaon
	10
	10
	-
	46
	11
	10
	12
	13
	10
	06

	13
	Tudapada 
	12
	12
	-
	53
	11
	13
	12
	17
	12
	10

	14
	Rakshyasbandh 
	05
	05
	-
	24
	05
	07
	06
	06
	04
	05

	15
	Kaladei 
	04
	04
	-
	17
	04
	04
	04
	05
	04
	-

	16
	Pajibadang 
	06
	06
	-
	23
	06
	08
	06
	13
	06
	04

	17
	Dedhsuli
	41
	33
	08
	201
	44
	93
	56
	58
	40
	20

	18
	Rubet Pada 
	19
	19
	-
	114
	21
	27
	37
	29
	19
	16

	19
	Gaska 
	24
	19
	05
	133
	28
	33
	32
	40
	20
	10

	20
	Tentulipada 
	22
	22
	-
	125
	28
	35
	27
	35
	20
	12

	21
	Bandel Padar 
	18
	16
	02
	115
	25
	30
	30
	30
	18
	18

	22
	Mudis 
	24
	10
	14
	143
	35
	30
	40
	38
	20
	15

	23
	Sindhipadi
	28
	20
	08
	167
	45
	55
	40
	27
	28
	18

	24
	Biripadi
	28
	22
	06
	156
	58
	35
	30
	33
	25
	13

	25
	Kaupadar
	25
	12
	10
	125
	32
	37
	34
	22
	26
	15

	26
	Napadulu
	15
	12
	03
	104
	21
	25
	32
	26
	15
	12

	27
	Trasupada 
	20
	18
	02
	115
	31
	27
	32
	25
	20
	15

	
	Total 
	483
	393
	90
	2544
	595
	624
	660
	678
	449
	268


HAT  COUNTER AT MARKET PLACE 

 At Hat (Market) Place of Mohangiri-   Estd.  25th Apr.2001.

(A special m/f service started by FARR for the poorest of the poor)

	Sl
	Components
	Particulars

	1
	Name of the Block  :-
	M.Rampur

	2
	Name of the GP


	Mohangiri

	3
	# of Villages Covered :-


	27

	4
	No of Groups  - 


	34

	5
	Total Members -
	402

	6
	Total Loanies 
	168

	7
	 Loan
	Cumulative Outstanding  = 1,83,676

Cumulative repayment    Rate  = 95 % 

Rate of Interest = 18 %

	8
	Purpose of Loan 
	The members are taking loan from Savings and Credit counter at Hat Place for consumption & Production. Consumption means in order to fulfill the basic needs, which is required for their day-to-day life. Most of the members are also taking loan for the purpose of different income generation activity like small patty shop, live stock, Mobile shop, dry fish business, turmeric cultivation, leaf plate making, black smith and hill brooms.

	9
	Savings
	Amount of Compulsory savings 

Weekly RS. 5/-

Amount of Voluntary Savings 

RS. 10 /-

	10
	Regularity of Savings 
	85 %

	11
	Regularity of Repayment
	95  %

	 12
	Purpose of Savings
	Members are saving for consumption, production as well as for their emergency needs  to increase their income level through different enterprises.

	13
	Where do they save
	They save in the concern group meting if not possible they save at hat counter.

	14
	When do they save
	They save weekly/fortnightly/monthly in the hat place.

	15
	Who manages the fund
	The manager of the Counter  manages the fund by taking help of FAR R   MF program .

	16
	Meeting of Groups
	Out of 27 groups all the members of 27 groups meet in there respective villages once in a month

	20
	Records at Counter r level


	The counter has following set of book and records;

· Minutes book

· Savings ledger

· Loan ledger

· Cash Book

· Receipt vouchers

· Individual Pass Book

	17
	Records at Group level
	Following records are maintained by each groups:

· Meeting cum attendance register

· Individual pass book

	18
	Why do they save at Market place.
	Market is the socio economic and cultural get together of people in a weekly basis. Most of the house holds transactions are done in the hat place. For every hat people are used to come to sell something and to purchase house hold articles instead of that. So they have the balance amount for save.


	19
	What problem they are facing for which they have attracted for Market counter.
	Before intervention of the mobile savings and credit counter at hat place the people had faced a lot of problems like:

· There was an advance loan system in the locality with high interest rate (120% p.a.)

· There was a barter system by which the traditional moneylender’s sahukars were used to purchase the NTAPs in a low cost.

	20
	Date of starting
	25th April’2001.

	21
	How it was started
	F A R R had started its work in this area from 1992.  It had experimented many developmental projects for the Upliftment of the poorest of the poor. But there was less sustainability of activities due to poorest of the poor area. So FARR conducted a household survey and the area of interest of people for their development. Then a area level meeting was conducted at Mohangiri and through a discussion people presented their problems and the way of solutions. The same idea came from the people’s presentation and it was started..

	22
	Activities Undertaken for the development of the Counter 
	· Promotion of Grain Bank 

· Promotion of Vegetable Cultivation 

· Procurement of Turmeric and Leaf plates to check the distress sells.

· Capacity building of SHG leaders / Villagers to run and manage the above activities 

· Promotion of Micro finance, Insurance and Enterprise. 




-Together we can end poverty******

COMPARATIVE STATEMENT OF MOHANGIRI HAT COUNTER

UP TO   August   ’2006

	Sl. #


	P A R T I C U L A R S
	Position as on

31st May, 02
	Position as on

August 2006

	1


	# of Villages covered
	27
	27

	2


	# of S.H.G.s  formed
	15
	34

	3


	#  Of Members enrolled
	150
	402



	4


	Savings generated
	29,747
	1,70,000

	5


	Loan Outstanding
	26,590
	1,83,676

	6


	Cumulative Loan Disbursement
	52,490
	4,38,340

	7


	Av. Member per S.H.G.
	10
	12

	8


	# OF Loanee
	55
	168 



	9


	Av, Loan size
	483
	1093


10. PROGRESS PERFORMANCE ON EMPOWERMENT OF EUNUCHS

AT END OF AUGUST 2006
10.1. PARIVARTAN-CARE-CASHE PROJECT, BHAWANIPATNA, KALAHANDI
Title of the Project
-
Empowerment of Eunuchs through 
micro-   Finance

Project Period
-
Nine Months (From January 2006 - 
September 2006)

Implementing PNGO
-
Parivartan

Supporting Agency
-
CASHE Project thru SEAD 
Sector 
 
Care-India

Background of the project:

CASHE (Credit And Savings for Household Enterprise) is a totally poverty focused project, designed to address the fundamental problems of low income for poorest of poor women and their limited control over that income. The project has its goal to increase significantly the incomes and economic security of women and their households. The purpose of the project is to increase the availability of a wider range of mf services to poor (predominantly rural) women and their use of those services. The project is being implemented by Care-India (Orissa), BBSR with financial support from DFID, UK through its SEAD sector. Parivartan is one of the tier-I partner organizations in Orissa, which has been implementing the Project since July 2000 in the remote tribal district of Kalahandi.

Eunuchs are the most sexually visible minorities (people oppressed due to their sexual orientation/gender identity) in South Asia. They are transgender people who are born biologically male and wish to be women. They undergo castration (surgical removal of male sexual organs) and join the eunuch community. Some of them are born inter-sexed.

Though eunuchs have existed for many centuries, they face many barriers and problems. Modernization has decreased traditional social spaces for eunuchs. Though eunuchs are very visible they are forced to live on the margins and ridiculed in public. Even Constitution of India recognizes only two genders, i.e. male and female and Eunuchs find no place in it Non-recognition of the gender (sex-change) makes them debarred from the rights and entitlements of a citizen in the country such as employment, education, housing, health facilities, property rights, marriage rights, ration cards / passports / voter identity cards etc. At time some of them are being sexually exploited.

Under CARE-CASHE partnership, Parivartan in its urban micro-finance program could come across eunuchs in Bhawanipatna town. As per an assessment there are nearly 80 of such persons in around Bhawanipatna and in pursuance of CARE-CASHE Team, Parivartan planned to utilize their service for delinquency management. Looking at their plight and vulnerability, Parivartan & CARE decided to empower these socially marginalized who exist in self contained family network, While, majority of them eke out a living by making stage performance, quite a few end up as vegetable venders and utensil cleaners in “dhaba” and restaurants. Even a few are pursuing their education in college and University. Parivartan wants to instill in them a new sense of self confidence while ensuring that they can also be entrepreneurs on their own through the micro-finance program with an innovative approach.

Viewing the need of & empowerment of Eunuchs in the area CASHE-Care, India(Orissa) has approved the project “ Empowerment of Eunuchs through micro-Finance” in January 2006 where the project has following objectives:

Objectives: 

· Building up an institution owned, managed and controlled by the eunuchs.

· Empowering them by making aware of their rights and entitlements as a citizen of India and make them recognized by the financial institution.

· Making them lead a life with self esteem like other members in the society.

· Mainstreaming them with the on going social as well as developmental process.

· Promoting a model under CARE- CASHE micro-finance innovations.

Strategies

· Organizing the marginalized eunuchs into Self-Help Groups.

· Bringing them under the fold of a new cooperative exclusively for them registered under the Orissa Self Help cooperative Act.

· Strengthening the Governance of the Cooperative so that it can offer Savings, credit and insurance services to its members in a sustainable manner.

· Building the capacity of members so that they take up viable income generation activities.

· Dissemination of the success of the program

Activities 

· Tracing of Eunuchs scattered over Bhawanipatna town and its adjacent area.

· Organizing them into a Self Help Cooperative.

· Opening of Savings Accounts in Financial Institution.

· Orienting them on financial literacy and rules and regulations of the Cooperative.

· Providing financial services such as savings, credit and insurance.

· Developing software based MIS for the Cooperatives.

· Orienting the educated eunuchs on basics of accountancy and MIS and make them aware with the software package.

· Bringing out news bulletin on their success stories and disseminating with other stakeholders. 

· Promoting Cooperative for Eunuchs

· Preparing byelaw & developing an Operational Manual for them

· CB inputs for Eunuchs on cooperative & GB members on managment

· Orienting them on financial literacy and rules and regulations of the Cooperative.

· Providing financial services such as savings, credit and insurance.

· Developing software based MIS for the Cooperatives.

· Orienting the educated eunuchs on basics of accountancy and MIS and make them aware with the software package.

· Bringing out news bulletin on their success stories and disseminating with other stakeholders. 

So far we have emphasized in strengthening the SHGs of Eunuchs as well as encouraging their leadership quality & building up their confidence. Frequent meetings, regular interaction & exposure to the outside visitors have been very impressive during this period. 

Capacity Building programs for Eunuchs:

In order to empower the Eunuchs by making aware of their rights and entitlements as a citizen of India & make them socially recognized, Parivartan has undertaken one project namely Empowerment of Eunuchs through micro-finance this year. However, we have organised a few training programs for these Eunuchs during last 9 months which are as follows:
	Sl.No.
	Particulars
	Topic covered
	No. of PPs
	Facilitated By

	01.
	Four Training programs for Eunuchs at Bhawanipatna, Kalampur & Junagarh area on Confidence Building
	Various aspects of leadership, roles & responsibilities of leaders in SHG
	67
	Sunil Patel, Secy.  Sharda Patel , FPO & D. Rout, PO

	
	Four Training programs for Eunuchs at Bhawanipatna, Kalampur & Junagarh area on SHG management
	On SHG concept, need & various stages of SHG growth & its management
	76
	Sunil Patel, Secy.  Sharda Patel , FPO & D. Rout, PO & BMs

	
	Four Training programs for Eunuchs at Bhawanipatna & Junagarh area on financial literacy & cooperative norms
	On financial literacy as per the modules developed in oriya & the details procedures for cooperative formation, its principles, values 
	68
	Sunil Patel, Secy.  Sharda Patel , FPO & D. Rout, PO & BMs

	
	Two training programs for 2 days each on cooperative management
	On cooperative norms, principles & core values of OSHC Act-2001
	47
	Sharda Patel , FPO & D. Rout, PO 

	
	One 2 days training for Board members of newly promoted cooperative on loan processing, delinquency management
	On monitoring of loan accounts, overdue accounts, process of loan appraisal, loan processing & delinquency management
	21
	Mr. D. Rout, PO, Mrs. Sharada Patel, FPO & Ms. Lopamudra Panda, BM

	
	Four Training programs for Eunuchs on proper utilization of loans
	Details of lending system, proper utilization of loan & its monitoring as well as follow up of overdue/default accounts.
	68
	Sujata Pattnaik from Care.  Sharda Patel , FPO & D. Rout, PO & BMs


Cooperative of Eunuchs:

So far as a felt need of the time, the SHGs of Eunuchs have been federated into one cooperative.  We have initiated the process of promoting cooperative for Eunuchs & simultaneously preparing the bye-laws for it. However, we have sensitized the Eunuch members on the Orissa Self-Help Cooperative Act 2001, its principles, norms & core values, which has guided in finalizing the byelaw. After completion of all the formalities for registration, we have submitted application for registration of the cooperative of eunuchs under Orissa Self-Help Cooperative Act – 2001.

Operational Manual for Cooperative of Eunuchs:

Similarly we have also initiated the process of developing an Operational manual for the cooperative of Eunuchs. Once after the cooperative of Eunuchs get registered we have planned to complete the  rest  work of the manual immediately. 

Installation & rolling out of software for the cooperative:

As per the plan, we have purchased one FAMIS Plus software from BASIX, Bhubaneswar & the installation work has been done during August 2006. Mr. Swapna Behera, the President of this cooperative of eunuchs has been taking trainings for operating this software with our guidance. 
Publication of News Bulletin for Eunuchs:

In order to spread the message, to build confidence and to encourage the beneficiaries, one News Bulletin for Eunuchs in oriya is being published quarterly.

Status of Eunuch SHGs till end of 31st August 2006

	Sl.No.
	Particulars
	Figure as on 31st August 2006

	01.
	No. of Eunuch SHGs promoted
	04

	02.
	No. of Eunuch members enrolled
	46

	03.
	Savings mobilized
	Rs. 11030.00

	04.
	Total external loan disbursed
	Rs. 84000.00

	05.
	External loan outstanding
	Rs. 40333.00

	06.
	Loan repayment rate
	100%

	07.
	Rate of savings mobilised
	96%


Case study - 
11. An Eunuch becomes an ambassador ……

Rama Nag, aged about 18 years, living at Bhawanipatna is an active member of Narayani Sevamandal, an SHG of Eunuchs.  Bhawanipatna is the district head quarter of Kalahandi known as one of the most backward districts in Orissa. Eunuchs who are born biologically male, but having sexual sensation to be women.  These people are the most sexually visible minorities & vulnerable to HIV/AIDS. These people are facing a lot of difficulties in the society. They are seen as funny assets in the society. Even in most of the cases, they are forced to entertain the people & finally you can find that they are sexually exploited. Even after that they are not recognized in the society as the human beings.  So as they are deprived of basic rights and entitlements like a citizen of India. 

When Rama Nag took birth, his family members were very happy. Gradually he grew up & while his attitudes & activities became differ from boys, his parents were astonished. In everywhere, people were laughing at him. In school his friend used to make fun of him. Slowly he tried to avoid his boy friends in the school & wished to get companion of his category. Seeing this, his parents asked him to sit in their tiffin stall at Ghodaghat chowk of Bhawanipatna.  One day, Dambru (Eunuch) came to their shop, where both of them interacted & could able to know each other, after which, Rama got his friend circle. Dambru was in a group where another 8 members were there in the township & all used to have unsafe sex. Rama also involved himself on the same way. In the meantime, Parivartan, a local NGO of Bhawanipatna was organizing a meeting of these Eunuchs their HIV/AIDS prevention and awareness program, where their group had joined & learnt about health as well as micro-finance program of the NGO. The NGO had organized frequently trainings, meetings for them as they are the most vulnerable to HIV/AIDS and were also economically poor. Finally, this transgender people were sensitized to form SHGs & cooperative as well for their social recognition & financial enhancement. One SHG formed in the name of Narayani Sevamandal where he became one of the most active & regular member.  Seeing his leadership quality & educational qualification among others, he has been elected as the Treasurer of the group. Now he feels better & more confident having sensitized & equipped with the knowledge of their basic rights. He has taken a loan of Rs.5000/- & invested in their tiffin shop. Now he has the plan to expand their business & preparing meals for their customers in  the shop. Under the programs of HIV/AIDS & micro-finance for Parivartan, he has been considered as an Ambassador. 

12. Even A transgender people have the rights to live as human beings ……

Fifteen years ago,  Teja Jani  came to Bhawanipatna from Gundri in search of bread & butter for him.  Bhawanipatna is the district headquarter of Kalahandi district in western Orissa. At that he was struggling for survive, as he was uneducated & had no one to look after him in his family. In Bhawanipatna he managed to find out some work for him in Ravi lodge. There he used to serve customers during day time, but in the evening he used to dance and entertain the people & even he used to indulge himself in having physical relation with the customers. Here, you will be surprised to know that how he used to do all these things. Do you think….. he is ………, Yes, he is a MSM(Males having Sexual relation with Males), belongs to transgender category or you can know him as hinjira. Really this matter had hurt his family, while they identified him & became hopeless. Jani was also disappointed for this type of attitude of his family & finally had determined to leave his house. Most often he was joked by people as he belongs to the group which had no identity in the society, no recognition in the eyes of civil people. In the mean after some years at Bhawanipatna, he got a group of friends & was feeling confident. He started a small business of pulses & vegetable in the daily market. He had a good skill of bargaining, motivating people & entrepreneurial ability. Though he was thinking to expand his business, but  money was great obstacle for him. However, Parivartan, a local NGO of Bhawanipatna was organizing a meeting of MSMs under their HIV/AIDS prevention and awareness program, where he joined & very much interested to learn about health as well as micro-finance program of the NGO. The NGO had organized frequently trainings, meetings for them as they are the most vulnerable to HIV/AIDS and also economically poor. Finally, this transgender people were sensitized to form SHGs & cooperative as well for their social recognition & financial enhancement. One SHG formed in the name Sreekrishna SHG where Teja Jani is one of the most active & regular member.  From the group fund he took a loan of Rs. 3000/- & invested in his business and after repaying that, he took another loan of Rs.8000/- for expanding his business. Now he is very happy & confident of his status, as he has achieved  signifance improvement in both his business and life style. Being sensitized through the HIV/AIDS project of the NGO, his attitudinal changes has been found. 
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Swapna Kumar Behera aged about 23 years has born biologically male having sexual 

sensation of female. He belongs to a BPL family of Ranmal village in Jaipatna Block of 

Kalahandi district.  He had a keen interest in study, though he belongs t

o the society  

country wide thought to be an entertainment instrument. People are using them for 

getting funs & sexual satisfaction. But Swapna is totally different. He had determined 

himself to get higher study & had a strong wish to fight for their socie

ty. From the 

beginning he studied hard. After completion of his Post Graduation from Sambalpur 

University in History, he qualified in the entrance test for higher study in JNU, New 

Delhi & now he is continuing his PHD there.

 

 

Before joining to JNU, financi

ally he was in trouble for his study. Then, from his close 

friend Rajesh, he came to know that PARIVARTAN, a local N.G.O has come out to the 

cause of empowering Eunuchs through its micro

-

finance project & HIV/AIDS project. It 

was a great opportunity for hi

m, while he wished to fulfill his dream through this. 

Immediately he joined in the group, Narayani Seva Mandal, the SHG of Eunuchs. He 

became one of the most active member of the group & had also taken loan of Rs.5000/

-

 

from the group for J.N.U entrance.

 

 

As the name “Swapna” itself means, “Dream” in oriya, Yes, obviously, he is a born 

dreamer. He dreamed a new horizon for his fellow beings that, one day would certainly  

come when the society would give them all the rights like other people in the civil 

soc

iety. They are also neglected in the society as they are the sexually minority group & 

it happens so as because they are not united as well as not aware of their entitlements as 

human beings. He thought that education is an essential tool which  would help

 him a lot 

in pioneering his vision. So from childhood, he studied hard & had completed his 

Bachelors degree in music (odissi). He is a writer, singer, painter, dramatist, speaker and 

a scholar in one hand. He was in search of such a platform like this, he

re at 

PARIVARTAN’s intervention. He had made himself committed, dedicated towards the 

objectives of the organization in related to the empowerment of eunuchs. He took active 

part in most of the programmes of there.  

 

 

The NGO has organized frequently train

ing, meeting for them as they are the most 

vulnerable to HIV/AIDS and were also economically. Finally, this transgender people 

were sensitized to form one cooperative as well for their social recognition & financial 

enhancement, where he played a key role 

in setting norms suitable to them. Seeing his 

leadership quality & educational qualification among others, he has been elected as the 

leader of the group. He has written a mythological story on Eunuchs as well as the 

Goddess of Hinjiras in oriya.  He is al

ways followed by others in the group as a Model. 

To him, they have still a long way to go but it is sure to arrive at their destination, create a 

new Horizon, before the dawn. 

 


ANNEXTURE II

Tier I Initiatives

Self Rating

In order to instill the practice of frequent self rating by SHGs, a partner NGO under the CASHE project designed a pictorial. This format has pictorial indicators and showed a positive and a negative picture of each indicator. Space is provided for the groups to mark whether their status is very good, good, average or bad. The indicators are;

1 Regularity of savings

2 Regularity of attendance of members in group meetings

3 Frequent internal rotation

4 Regularity of loan repayment 

5 Regular maintenance of records

6 Adherence to group norms/ rules and regulation

7 Timely change of leadership

8 Transparency in group activities

9 Social intermediation by SHG members

What makes this self rating distinct is that the groups rate themselves bi-monthly and this exercise helps them improve their performance. The SHGs regard this as a valuable tool. The SHGs have internalized this self rating system while simultaneously it has become an important part of the management’s system as they too use this methodology to assess all levels of their staff. 

This self rating practice has plenty of scope for replication if the organization is actively involved by providing leadership and guidance to the staff.

Male Groups of SMS:

Mr. Pannalal Dasgupta started SMS in 1975 with a focus on education, health and livelihood of the community it worked with. Initially they started forming male groups to channel their services. But in time, SMS emerged as the largest promoter of women SHGs in the state and has created its own space in the areas of Self Help Groups and micro finance. Though the formation of male groups has stopped, the existing groups work in tandem with the women’s groups in the development of the operational areas of SMS. 

Savings product at BCC at a glance and commision agents role:

BCC operates within the Bagnan Block and emphasizes on accessing low rate loans from cooperatives by using the SHG member’s savings for their benefit. As a result they have not used the revolving fund from CASHE or accessed money from local banks. There are six savings product including daily deposit schemes, fixed deposits and recurring deposits. Individual savings are made at 5% interest and group savings and daily deposits yield 7%. Fixed deposits earn up to 10%.

BCC has successfully managed to plug household income leakages by designing customer friendly savings products. As a result, the total savings accumulated is Rs. 29401598, from which they disburse loans to their clients. The remuneration of the front life staff are linked with performance based on the savings collected and interest earned by the co-operative and this helps the strategy and success of a savings led model adopted by BCC.   

Software Story

While banks catered to the rich, micro-banking reached the poor and the women. Micro Finance Institutions saw value in small loans. CARE West Bengal entrusted Syscon Solutions, to customize and implement Mpower software to streamline and control the vast number of the beneficiaries of small loans. As a pilot, the software was installed at Sreema Mahila Samity with the financial and functional support of CARE. In this phase there were many challenges faced because unlike books, the computer is intangible and therefore could not be understood or accepted by the rural communities. Most of the users could not understand the relevance of feeding data into the software. The developers worked hard with the users and customized the system to their needs. As a result, the users were amazed to see the following;

· Interest calculation that took months was now ready in a few minutes. 

· Savings/Interest calculations were easier and quicker and error free now.

· They could now easily calculate and track loans due/overdue/penalty/repayment schedule.

· Balance sheet or any other report could be generated at the click of a mouse. A single input could complete the entire procedure.

After a while the stand-alone system was successfully implemented. Within a couple of months the users felt the need for a networking environment and LAN was set up. Within 6 months of installation of LAN, manual savings and loans system were withdrawn. The entire accounting system became on-line. This online paperless system is the first of its kind in West Bengal. Users could now generate or create both standard and formatted MIS reports as per their needs. 

Consequently business expanded with reduced manpower. Mobile banking was started; users carried the software installed in a laptop to collection centers. Later at the head office all such data were consolidated. 

Mpower can have a high degree of customization to suit the operations and business practices of the particular MFI. It allows customization in the following areas.

· Accounting Management

· Product Management

· Portfolio Management

· MIS Reports

Now women can save and account for any amount of money very simply with Mpower. They are spared from tedious data entry in different ledgers. Mpower has lent a new impetus to micro finance with its cutting edge user-friendly technology as envisaged by the users.  

Software Story: Micro Finance Institutions gives small loans to its beneficiaries in rural areas. In order to keep a track of these dealings CARE West Bengal entrusted Syscon Solutions, to customize and implement Mpower software to streamline and control the vast number of the beneficiaries of small loans. After many challenges faced by the developers of the software, the innovation is now accepted by the users and interest and savings can be calculated very fast with reduced manpower. As a result of this, business too has increased.

MIS in CASHE

Introduction:

Management information system, an integral part in any organization, proved as an important and critical area. Establishing a MIS for a microfinance institution comprises both manual records accuracy and generation of error free portfolio reports. CASHE Project has initiated this process of identifying suitable software for its project partners simultaneously when it started working with its partners on introducing manual reporting system.

In the management information system, CASHE identified the need to have a simplest MIS, which could establish in TIER I partners to give the financial and program progress of microfinance operations of the partner Organisation. 

Methodology & model:

CASHE follows  SHG methodology and supports the development of community based and owned micro-finance organization.

In AP, our partner NGOs practice the model of Members-SHGs -MACS - NGO/MFI. Individual clients are the share holders in MACS. However operational issues are handled by the SHG and the financial intermediation by MACS also dealt through SHGs. 

In Orissa, there are Members - SHG - NGO/MFI model and also Member - SHG Federation model. 

In West Bengal, CASHE partnered with those NGOs who have the SHG Methodology and the model of Member - SHG - NGO/MFI is practiced by the partners.

Hence, information base is starting from the member level to SHG level for all our partners, it is becoming necessary to strengthen the systems and introduce the best practices at SHG level. 

For MIS, it is strongly believed that the data available from the SHGs as the first also primary data. Here at this level, the report should be appropriately capturing all necessary information & also available on time.  Regularity and accuracy of the data were initially posed as challenges however with continuous efforts these are not any more as issues.

Reports/ MIS at SHG & NGO/MFI level: 

‘MIS’ in CASHE focuses on both qualitative and quantitative information at SHGs and  at NGOs level. Partnership Coordinators and System Analysts in the field work closely work with NGO’s staff to institute the developed systems at SHGs.  For data collection at SHG level, CASHE has introduced three important report formats to Tier I Partners in AP, WB and Orissa.

1) Savings statements

2) Loans statements

3) Cash book

As a first step to strength the system at SHG level, the following books have been introduced. Through the Partner, SHG leaders have been trained on book-keeping. Presently, SHGs are maintaining the following seven books. 

1. Cash Book

2. Saving Ledger

3. Loan Ledger – Internal

                                    External

4. Minutes book

5. Attendance register

6. Individual passbook

7. Bank passbook of the group

At NGO level, the following reports have been introduced and these are prepared and compiled on quarterly basis.

1. Cash flow

2. Balance Sheet

3. Income Statement

4. Ratio Analysis

5. Portfolio Report

6. Programme Performance 

7. Aging Analysis 

Software Requirement:

As Micro Finance institutions are no longer remain micro and day-by-day their operations are growing and MIS either in manual or in automation form becomes a necessity and it assumes a larger proportion in the operations. In CASHE, Computerization has been thought of, once standardization of books and stabilization of manual MIS at SHG & NGO level. Efforts have been put in selection of a suitable software which should capture the complete information on funding sources, products, payments, schedules, incomes, expenditure & specifically performance of portfolio.

It is evident that the role of information technology in microfinance has become an important topic of discussion among donors and practitioners in the sector. When the outreach increases, data processing through an automated system is essential, which would result in increased data accuracy, decision making and improved productivity for the organization.  It is a big challenge to determine what system will best serve the needs and fulfil the wish of upgrading the manual system to an advanced computerized system.

MFIs have two basic systems i.e., the accounting systems and the portfolio or loan tracking system.  Loan tracking system is to monitor the performance of each product offered by MFI.  Presently, MFIs (CASHE Tier I Partners - NGOs) mostly use the spreadsheet-based systems for tracking loans.  Data collection from the field done manually and data sent to the main office where PC is located. Compilation done at NGO level and specific reports generated to understand the strength of the business.

Always MFIs explore strategies for maximizing their reach and once they scale up their operations, they recognize the need for much more accurate and comprehensive information consuming lesser time than can be provided by a manual or spread-sheet based system. Automation provides the opportunity of accessing different types of information of different time period, helps to monitor the program performance closely, to maintain a quality portfolio and improved transparency of the program.

It is always worth to shift from the manual system to a specialized software application.  The software application itself is not the information system.  All the policies, procedures, practices that direct an organization's operations and the staff that interact with the information, combined with the hardware and software comprise an information system.

In CASHE, the process of identifying a suitable software application was started a long time back and in that course, a pilot program was taken with one of the Tier I Partners. However, the product has taken a longer time to produce the results. Keeping in mind the experience of using a product (which was designed for Credit Project Partner and upgraded later), though a considerable time and energy spent, CASHE again started the process of searching for an appropriate software application for its Tier I Partners. 

MIS Software in CASHE:

Starting 2001, CASHE was looking into a suitable  software for MIS which is an integrated one, gives all required information of various products ie., loans, savings, insurance etc., provides both programme reports ( ie., portfolio quality, aging, ratios report, consolidated loan, savings, disbursement details, repayment rates..) and financial reports ( ie., trial balance, income statement and balance sheet…), at various levels SHG, MACS, NGO/MFI & STATE HQ.  

This process was started as a pilot basis in June 2001 with one of the partners in Andhra Pradesh and the result was not very encouraging to take it forward that initiative.  Concerted efforts made to provide appropriate software to our partners and CASHE was able to contract three software providers in three states in view of smooth implementation and trouble shooting.

In AP,  M/s Javasoftech Pvt. Ltd. has been selected to design/ to provide the computerized MIS- "MF Matrix"  to AP partners. This software has been successfully implemented in four partners in AP. 

In Orissa, M/s Basix piloted the software "Famis Plus" with one partner and taken forward to all seven partners.  Installation was completed for all seven partners and as on date seven partners are operating it and the system is on line.  Financial Accounting package also installed along with Famis Plus which provides the financial statements.

In West Bengal, M/s Syscon Solutions Pvt .Ltd. had been selected to provide the MIS solutions. M/s Syscon Solutions had customized a software as per the CASHE M&E requirements and tested it with one of the CASHE partners. This successful experience has been taken forward to remaining seven partners. As on date, all eight partners have on-line portfolio and financial information.  Lan system got introduced with two partners & both are operating in banking style.  

Microscan Technical Bulletin:

Microscan aims to internally analyse the performance of CASHE partners against internationally accepted standards, track and record their progress and based on the same, identify and intervene in areas that need technical assistance. It is also an attempt to bring well analysed and researched information on partners into the public domain thus contributing to greater transparency and information sharing in the microfinance community. This bulletin contains compilation, analysis and presentation of data relating to status and outreach, financial performance, operational efficiency and quality of MFIs. As of September 06, four such issues of Microscan released by CASHE. These issues received an overwhelming response from various stakeholders. It helped CASHE establish itself as an advocate of quality, standards and transparency in the industry.  Availability of adequate and well analysed information on the financial and operational performance of partners has managed to evoke the interest of the financial sector.  Many commercial banks have been attracted to CASHE partners, bringing in the much needed finance for on-lending.  

Conclusion:


CASHE partners experience the information resources are utilized so as to improve decision making and achieve improved organizational effectiveness.  Scope and purpose of having a computerized MIS added new dimensions such as speed, accuracy and processing of massive data and use of that data for efficient management of operations and for business planning. All through these years, CASHE is focussing on the transition from computers and data based information processing to information as a strategic resource and to an expanded role for information technology.  Any innovation in MIS which would help the process simplified further would be reviewed and considered if found appropriate. 

A Brief note on IGP activity by Banabasi Cooperative, Permanji, Th. Rampur

Promoted by Parivartan with support from CASHE project of Care-India

Permanji village is situated 42 kilometers away from Bhawanipatna on the main road to Thuamul Rampur Block Head Quarter. In this village is located Training-cum-Production-cum-storage of Banabasi Mahila Cooperative (A federation of SHGs). In this centre raw kandul, hill brooms are stored after procurement from member SHGs. The federation of SHGs as well as Banabasi Cooperative has emerged as a logical growth of clusters of SHGs promoted and facilitated by PARIVARTAN over a period of 3-4 years.

It has emerged with the following objectives:

· To organize & unite poor rural women in Thuamul Rampur Block so that they can assert & enjoy their rights & live with dignity

· To emerge as premiere Social & Financial Intermediary Institution of women & for women in Thuamul Rampur Block

· To provide skill development training for its members, promote entrepreneurial skill & provide support services for marketing so as to enhance their household income

· To mobilize resources from Internal & External sources for on lending to its member SHGs

· To Make available food grains at affordable price on loan as well as on payment at the time of food insecurity

IGP Activity:-

PROCUREMENT & PROCESSING OF KANDUAL DAL AND HILL BROOOM:

Since last 4 years the Cooperative/Federation has been doing procurement and processing of Kandual Dal and Hill Broom in the area. In the year 2000-2001, 9 No. of SHGs, involved in procuring & processing of Hill broom. Similarly in the year 2001-2002, 17 No . of SHGs  involved in procuring & Processing of Kandual Dal & 17 No of SHGs were involved in procuring and processing of Hill Broom.  In the current year 2002-2003 , the procurement is going on . However out of the net profit after selling, one fifth is kept by the federation towards service charges and rest amount is shared with the groups involved in the process. So far at the end of 2nd year total profit is Rs. 26292/- , out  of which Rs. 5412 has been kept with the federation and Rs. 20880/- has been distributed to the SHGs involved in the process.

Net incremental income by this intervention:

A tribal woman gets Rs 6/- as her incremental income from 1 Kg. of Kandual Dal – How?

At the time of procurement of raw kandul through Federation one tribal women gets Rs. 11/-  per Kg.  While earlier she used to get Rs. 8/- per Kg. Hence she gets Rs. 3/- incremental income before processing of Raw kandul. Fixing of high procurement price by the Federation stabilizes the price of Kandual in the area.  

Harvesting of Kandual coincides with the push pooni festival of the tribal for which they require immediate cash and they become vulnerable to exploitation by the traders. Availability of funds from Federation not only stabilizes the price in the  area but also prevents the tribal women members from  failing prey to unscrupulous traders.

Again after processing, 1 Kg of raw kandul yields 750 gms of Dal, @ Rs. 11/- per Kg.  of raw kandul And @ 22/- per kg. of processed Dal , the market price of 750 grams  of processed dal is approximately Rs. 16.50 . However, Rs. 2.50 is spent towards transportation, labor charges & processing. Hence the cost of production of  750 grams of processed dal comes to Rs. 13.50 ( 11/- + 2.50 . The processed dal is sold in the market @ 22/-  per Kg. or  Rs. 16.50 for 750 grams, which shows that, after processing and selling one gets Rs. 3/- per kg on procurement of 1 Kg. of raw  kandul. In this way one tribal woman gets Rs. 6/- incremental income through this intervention ( Rs.3/- before processing and Rs. 3/- after processing.)

A tribal woman gets Rs. 11/-  as her incremental income from 1 Kg. of Hill Broom processing – How ?

At the time of procurement  of hill broom , a tribal woman is now getting Rs. 15/-  per Kg. ( Price fixed by federation this year towards procurement price of 1 Kg of raw hill  broom)  Earlier she used to get Rs. 8..50 per Kg. ( Rate as  fixed by Govt. of Orissa).  Hence she gets Rs. 6.50 before processing of hill broom,. She spends Rs. 4.50 towards cost of materials for converting 1 Kg. of raw hill broom into bound hill broom. She  also spends Rs. 4.50 for binding  3 hill brooms which she get herself .  Thus the cost  of production  of 3 hill brooms comes to Rs. 24/-

After  processing of 1 Kg of raw hill broom , normally 3 broom sticks are prepared which are sold in the market for  Rs. 30/- @ Rs. 10/- per one stick. Thus after processing a tribal woman gets Rs. 6/- from 1 Kg of hill broom. However if you include  the labor component which she gets than she gets Rs. 4 more. 

Thus  in this was one tribal woman gets Rs. 5/-  before processing and Rs.6/- after processing which comes to Rs. 11/- and if labor component is included then she gets Rs. 15.50 per 1 kg. of hill broom.

Marketing  Initiatives by the Federation Leaders. :

During Kalahandi Utsav held from 14th January at Bhawanipatna lal Bahadur stadium 20 cluster leaders from different cluster not only participated but had opened a stall where more than Rs. 5000/- worth of goods ( Raw Kandul, processed Kandul Dal, Rice, Hill broom mustard etc.) was sold . In one another Tribal Exhibition at Exhibition Ground, Bhubaneswar, these cluster leaders also participated where Rs. 3767/- worth (Processed Kandual Dal & Hill broom) was sold. After procurement & processing of Kandual, Hill broom & mustard, marketing initiatives is being taken by the federation leaders for which 200 to 300 pieces of broom sticks are being sold on every weekly market days.

IMPACT OF SOCIO-ECONOMIC EMPOWERMENT OF WOMEN IN KARLAPAT

· Coming under one umbrella the rural tribals got together where they have built up mutual understanding & common trust among themselves

· A sense of confidence has been developed among them to take even riskier decisions, raise voice against injustice, women atrocities, Gender inequities & exploitation( Like Anti-liquor Movement in Karlapat as a result of which not only consumption, selling & cooking of country liquor reduced but also Liquor shop or Mad Kothi was removed from vejiguda)

· Social & Gender issues get prioritized & addressed

· Participation of women in local Governance increased(SHG/Cluster/Federation 

· Leaders had contested in Panchayat Election)

· The Women have developed a direct access to credit facility as against the traditional system

· Leadership quality has been emerged among at SHG/Cluster/Federation level

· Individual as well as collective responsibility has been increased 

· The tribal women have developed confidence within themselves to take part in the decision making process  of their families as well as in the village(Active participation of women in social function like Toki Parab at Vejiguda & participation in Pallisabha & Gramsabha)

· For tribal women, the most important social impact has been their ability to get out of the house to attend meetings and share a few moments have added a special meaning to their lives and has given them an individuality

· Liasioning with Govt as well as Bargaining capacity of these women have increased – Road work of Karlapat GP by  Women in spite of resistance from Males, Handing over PDS by Block to Federation.

· Awareness level has been increased & simultaneously they feel very confident to demand their basic rights

· Women participate in development more meaningfully. More involvement is found in Development issues like Safe Drinking water, Education & Health

Financial Empowerment:
· The debt cycle has been broken and exploitation from the Moneylenders have been checked

· Easy & affordable access to credit stopped distress sale of their produces & reduces the role of middlemen, trader & Money lender

· Instant access to credit from emergency fund improves overall health status & reduces suffering

· Access to lump sum amount through external credit gives scope to entrepreneurial skill and ability in women & leads to long term investment and asset accumulation

· The women feel confident as they become one of the earning members in the family and for which they take part in decision making while in any expenses to be made at House or in the community festival

· In Procuring & Processing of Kandul, A tribal woman is now getting Rs. 11.25 per Kg. Where earlier she used to get Rs. 7-8 per Kg.

· In processing of Hill broom A tribal woman is now getting Rs. 15-16/- per Kg & Rs.5-6/- for processing of 3 brooms , earlier she used to get Rs.8/- per Kg.

Micro Insurance Initiatives in CASHE

Introduction:

CASHE – Credit and Savings for Household Enterprise is operational in Andhra Pradesh, Orissa, West Bengal and Madhya Pradesh. Through its three tiered design, it will tackle the micro finance sector at several levels, thus increasing the potential for impact and thus strive to fill the shortfalls affecting India’s rural micro finance sector. Tier I address the lack of strong institutions providing accessible retail services in a way which is sustainable and fosters ownership and control by users. Tier II will address the widespread problems of poor practice and lack of innovation amongst micro finance promoters and providers. Tier II will address wider regulatory, policy and procedural constraints in the operating environment for micro finance practitioners.

MF products:

Savings and Credit are the two products most of the Micro Finance Institutions (MFIs) are generally offered and of late the need was felt in introducing newer products and services as an attempt on diversification. In the intial phases of MFI evolution the capacity and prowess of these informal bodies did not permit them to invent and offer a gallery of newer products and services. Also, concretise on a product without doing the financial engineering and rolling out of the same for the target group did not achieve the required impact. 

Key Risks:

The key risks that poor people face are dealth, illness or injury, loss of property and natural calamities. Microfinance Institutions (MFIs) have played an active role in reducing or protecting against this vulnerability through providing credit for increasing income earning opportunities and through providing savings services to build up resources that can be drawn down in cases of emergencies. Micro Insurance is a promising remedy to counter the backlash of such greater risks on life, livelihood, capability and health of the poor people. Though Micro insurance protect low-income people against specific risks,  costing such services and interspersing the micro insurance into micro credit functions needs larger acceptance from primary stake holders as they shall be made to believe that it is a worthwhile preposition; lest micro insurance shall bounce back for want of backing from primary stake holders for whom it is meant for and promoters of micro insurance policies are likely to regard it as infeasible and not viable.  

Insurance Products:

With the understanding on target group’s needs, the insurance products in CASHE have been designed and recommended.  Lot of preparatory work undertaken before introducing them to CASHE partners and role of partners are much appreciable in taking them to the target group. CASHE has been able to offer customised insurance products for life insurance, non-life insurance (covering accidental death and permanent disability), property insurance (for shelter) and cash-less medical insurance, to a market segment, which never had access to such products. Through partnerships with IFFCO-Tokio, HDFC-Chubb, MAX New York Life (composite micro-insurance), Healing Fields and ICICI Lombard (health insurance), Royal Sundaram (Sakthi Shield Co-branded) microinsurance products have been developed and tailor-made for CASHE clients. Facilities like cash care were made available to clients in accredited hospitals, a product which was hitherto available only in urban areas. The micro-insurance initiatives that CASHE has facilitated are, without exception, market-driven and clients pay full cost of the insurance cover. 

Micro-insurance in India

Two changes in the financial services market dynamics have resulted in insurance companies in India evaluating the emerging business opportunities in micro-insurance. 

The first has been the fact that micro-credit itself has increased in scale and scope in the last couple of years.  The Indian banking sector has always had significant rural outreach
, but rural branches have traditionally been perceived as “deposit mobilisers” by the public sector banking network.  The economic progress of the last 10 years has however created strong rural demand which is now being catered to by many of the banks in India. This was manifested initially in the strong demand for consumer credit, but has over a period of time trickled down towards micro-credit. 

Since 2002, some of the banks in India have become interested enough in micro-credit to develop a strategy as a part of their overall rural lending strategy.  This has resulted in several initiatives including tying up with a network of funding agencies and their partner NGOs/MFIs  to reach several Self help groups
 (SHG) to whom loans are provided for productive purposes. 

The second catalyst for market development has been the recent (Nov 2005) IRDA regulations. These regulations provide a framework for the definition of micro-insurance products for both life and non-life benefits in India by defining age, sum assured and tenure limits for life and non-life products. In addition, they have also defined the role and functions of a micro-insurance agent; as well as commission levels.

Experience in West Bengal

In the above backdrop Many Insurance companies have approached CASHE-WB for promotion of their products and service to the Tier I clients. In the process CASHE along with its partner organisations have had discussion with many players in the market like National Insurance Company, Royal Sundaram, Max New York Life, AVIVA, ICICI Lombard and Reliance. In each of the cases we along with our partners have evaluated the service benefits vis-a-vis the requirement of the clients.

Out of the above interface- in most of the cases the partners did not go ahead with most of the players due to non existence of the players in local areas and not so client friendly product. From the insurance promoters point of view- in some of the cases the insurance companies could not able to go ahead with the partnership due to their inability of introducing client friendly products or died down initial enthusiasm by both the parties in the entire process.  

In West Bengal generally the partners have been tied up with NIC and promoting Raj Rajeswari Insurance policy. Roughly 7000 clients have been covered under this scheme. In RDA operational area roughly 2000 clients have been covered under Janta personal accident plan. In KJKS nearly 400 clients have taken various insurance product of TATA AIG. 

But overall in more strategic way at the project level, Max Life has been trying to forge linkages with the Tier I Partners. A brief on this given as below.

CASHE and Max New York Life – Partnership for Protection

CASHE took its first steps to link micro-finance with micro-insurance. This started off with an aim to protect outstanding credit and to make available to the SHG members a tool to protect their income and assets. At the same time, focus has been on affordability of the insurance product and on easy administration- so that maximum members may avail the benefits under the scheme.

CASHE entered into a tie-up with Max New York Life Insurance Company Ltd. The insurance company is a leading provider of life insurance in India with a strong focus on products which provide life cover. Max New York Life covers over 8,00,000 lives across the country, has a national presence and is the first insurance company in India to get an ISO 9001-2000 certification. It has a strong focus on the rural segment.

In December 2004, the first partnership for micro-insurance took off with Sreema Mahila Samity, Duttapulia starting the Group Insurance scheme for its members for a basic life cover for its members at a very nominal cost. Over 5000 lives were covered in the scheme.

In February 2006, Max New York Life was an integral participant in State level SHG Convention organized by SHG Promotional Forum with support coming in the form of financial assistance as well as resource persons for technical sessions organized in the convention.

Cashe and Max New York Life have also embarked on a plan to develop a custom designed insurance product for CARE partner MFIs. With the aim to identify specific needs of SHGs a two-day workshop was organized on 23rd and 24th March 2006. The workshop was organized as an interaction between representatives of partner MFIs, Swiss Re (reinsurers) and senior executives from Max New York Life. The second day was a visit for the team to a partner MFI(Bagnan I Mahila Credit Cooperative Society). The primary objective was to understand the systems and operational procedures being used by the partner MFIs. It was followed by a meeting with a SHG. Based on the interaction, the new micro-insurance product is under development.

Coverage:

In April and May 2006, the partnership took new wings with Kenduadihi Bikash Society and Uttarbanga Terai Mahila Samiti (of Centre for Development of Human Initiatives) also entering into tie-ups with Max New York Life. The target being to cover more than 15,000 lives in these groups.

The partnership with CASHE, having seen success in West Bengal has enthused both Care and Max New York Life and the relationship is all set to enter a new phase with new partnerships being put in place with Cashe, Madhya Pradesh and Orissa. 

Experience in Orissa:

There are 8 CASHE partners spread in 5 districts (Ganjam, Kalahandi, Sambalpur, Cuttack, Kendrapara) with over 133,000 clients in Orissa.  CASHE facilitated interface between mFIs and Insurance Companies for possible collaboration. CASHE Orissa team along with partners have had meetings with many insurance companies viz. Royal Sundaram, Max New York Life, Aviva General Insurance, ICICI Lombard and General Insurance Company. The team explored the possibility of designing co-branded insurance products with both Public and Private Insurance players.  Most of the partners in Orissa have designed their own insurance (risk fund) product for life of the members and covered as many numbers of women members under Janashree Bima Yojana of LIC of India. 

Coverage:

As on date, 77% of total clientele are insured either under Self Insurance Schemes run by Partners or  under the scheme in collaboration with LIC or Private players.  The various insurance products have presently covered a total number of 103,731 clients in Orissa. 5414 members covered under Royal Sundaram-Cashe’s co-branded product “Sakthi Shield” , 21,321 members covered under Janashree Bima Yojana,  16,918 members covered under the self insurance scheme of the partner, 15,556 members covered under Women Welfare Fund (WWF), 44,851 members covered under ICICI Lombard.

Brief about the insurance products by Partners in Orissa:

Shakthi Security Shield (Co-branded Product)

The Shakti Shield insurance product developed with Royal Sundaram in 2003-’04 has seen large scaling up in demand and coverage. Royal Sundaram's protection plan for women specially designed for Care CASHE project. Royal Sundaram had undertaken visits to partners in Andhra Pradesh and in Orissa before customizing their insurance product for Cashe Clinets. Followed by a meeting with Cashe Partners in Andhra Pradesh, Royal Sundaram and Cashe, “Shakthi Security Shield” a Co-branded product developed. 

CASHE Orissa entered into an MoU with Royal Sundaram on March 30, 2006 and launched the joint initiative `Shakti Security Shield’, an insurance package for partners in Orissa, to protect women against personal accident and property (dwelling) loss. The policy, extended to women SHG members promoted by CASHE partner NGOs, covers death of the insured women and her spouse, hospital expenses incurred for treating the accidental injury of the insured women and pays for loss or damage to the dwelling house due to fire, flood, cyclone and earthquake. Royal Sundaram would provide training on product and implementation process to the partner NGOs and nominated representative of each NGO; prepare the product information details and training materials in vernacular language and earmark relationship team to co-ordinate the business process.

There are two products offered one for Life and one for Property.  Personal Insurance coverage ranging from Rs.1,000/- through Rs.25,000/- for various illness, accidental death, permanent disability, hospitalization expenses and death of spouse. Property insurance provides coverage against loss or damage of assets. A few insurance agencies have designed a Property Insurance product and process of settling claims also  simplified as it would be difficult to examine the extent of damage and also calculate the value of damage. The benefit is a lump sum amount payable to the client on the basis of certificate from the microfinance institution. Property insurance coverage by Royal Sundaram comes if insurer’s dwelling and contents damaged by fire, cyclone, flood and earthquake. The beneficiary would receive Rs.1000/- in case of loss of dwelling and Rs.500/- in case of loss of contents. Maximum Rs.1500/- would be the cover offered as Property Insurance.  Annual Premium of Rs.35/- is all required to pay by the poor women under this scheme to be covered under both Personal and Property Insurance.  At present, Six partners in Orissa covered 5414 clients with Shakthi Shield Product. 
Tie-up with LIC :Janashree Bima Yojana (JBY):

CASHE Orissa initiated the work on covering the clients of its Partners under the Janashree Bima Yojana Insurance Policy offered by the largest national insurance service provider “Life Insurance Corporation of India Ltd.” JBY is a life insurance product with maximum subsidy (50%) targeting the poor clients. The insured person (within the age group of 18-60 years) has to pay a premium of Rs.100/- per year with the equal amount being paid by the Govt. The benefits under the scheme includes as under;

	Sl.
	Benefit
	Amount (Rs.)

	1. 
	Natural death
	20,000.00

	2. 
	Accidental death
	50,000.00

	3. 
	Complete disability
	50,000.00

	4. 
	Disability in both limbs
	50,000.00

	5. 
	Partial disability / disability in one limb
	25,000.00


As of now, three partners in Ganjam, two partners in Kalahandi and one partner in Sambalpur covered a total clientele 21,321 under this scheme and a total of 76 claims have been settled. 

Self Insurance Schemes of Partners in Orissa:

Mahila Mangala Panthi by FARR

Mahila Mangala Panthi (Women’s Welfare Fund) is a life benefit women's security fund of FARR  being in operational from 1st October 2001. As of date, 700 clients of Mahasakthi Foundation, federation promoted by FARR, covered under this scheme. 

By paying Rs.50/- as registration charges, a member and her spouse become eligible to be covered under this scheme.  A monthly premium of Rs.5/- being collected and risk coverage starts after 3 months of registration.  On any eventuality, Rs.5000/- is paid as death coverage for a member or her spouse within the age of 55 years.  Rs.2,500/- coverage is provided for physical handicap due to accidental injury of a member or her spouse.  Being a society registered under SRC 1860 Act, FARR is finding difficulty due to the regulatory constraint in providing such products.

Surakshya Kabacha by Parivartan

This is one kind of savings product with risk coverage being launched by Parivartan and a total of 4417 clients of Parivartan covered under this scheme.

Only SHG members of the organization are eligible to be covered.  By paying a membership deposit of Rs.1000/- one time, a member be covered and insured with Janashree Bima Yojana of LIC of India.  This amount is meeting the costs of the renewal every year and a member is insured for life up to an age of 60 years with JBY. A member can withdraw from membership only after 4 years with a deduction of Rs.100/-.

Death coverage includes the usual benefit under JBY along with an additional payment by organization (balance of deposit and incentives if any, after payments towards premium for JBY of the deceased person).  

The scheme is stopped by Parivartan as there is a possibility of withdrawal of JBY in near future and subsidy from Prime Minister’s social security fund may be stopped in next 2-3 years. Under such circumstances it will be very difficult on the part of organization to provide the present benefits for Surakshya Kabacha members.

iii)           Women Welfare Fund(WWF) by Block Mass:

The scheme was launched by the MASS (Mahila Sanchayika Sangha) and three block Mass at present covered 19,100 clients under this scheme. 

Under this scheme, a member of SHG within the age group of 18-60 years is eligible with a premium of Rs.50/- per annum for single membership and Rs.80/- for joint membership with her spouse.  Subsequent year renewal requires only Rs.30/- & Rs.60/- as premium for single and joint membership.  However there is no possibility for a male member can enroll as a single member.  

For normal death of a member, Rs.10,000/- will be paid and for accidental death Rs.15,000/- will be paid as death coverage. BMASS is finding difficulty in skilled HR to take forward this scheme to all members and presently only 41% of the clients covered under this scheme.

iv)        Surakshya Yojana by Swayanshree:

This is a scheme covering life & maternity benefit was launched by Swayanshree in April 2001 and was on offer till January 2004.  710 clients of Swayanshree covered in this scheme.

Under this scheme, SHG member of the organization is eligible to be a member by paying an annual premium of Rs.35/- per member.  Health check up is not required for becoming a member and the coverage includes both member and her spouse for life as well as health. The scheme also provides a little amount as maternity benefit upon birth of first child by a member. Rs.5,000/- as death coverage for a member or her spouse is offered. On permanent disability (natural or accidental), a member can receive Rs.5,000/- as coverage.  Rs.200/- support is given for a member upon birth to her 1st child. 

Swayanshree had to discontinue this product due to un-viability because of low client coverage, in-efficient operation and waiver of health condition check-up prior to membership.

v) Solidarity Fund by Gram Utthan

This is a scheme covering life of a member or her husband in practice by Gram Utthan and 21,270 clients have been at present covered in this scheme.

This product is designed as a credit insurance and 1% of loan amount is collected while disbursing the loan amount for covering the life of a member and her husband. The outstanding loan amount is completely waived off upon death of either a member or her husband and an ex-gratia amount of Rs.500/- is paid immediately to a member or her nominee upon death of a member or her husband. Till now Rs.115,763/- has been settled towards outstanding loan dues from the collected amount of Rs.16,34,225/-.This insurance (risk fund) product is running smoothly without much complications.

Constraints in Micro-Insurance as experienced by CASHE Orissa

· The PNGOs have major focus on Savings & Credit and not for insurance. 

· Lack of awareness on insurance at PNGO & client level. 

· Lack of adequate numbers of skilled insurance personnel with PNGOs.

· Non-availability of suitable Insurance products for SHGs.

· Poor infrastructure for health insurance. Agencies found it very tough to build tie-up with the local service providers.

· Bottleneck in Janashree Bima Yojana (JBY) of LIC 

· Delayed settlement of claims

· No survival benefit-point of dissatisfaction for clients

· Settlement through PNGO-not yet fully practiced

· Batch wise insurance- creates time gap in actual coverage 

· No software supports for operation & MIS. 

Felt need of Insurance coverage for

· Agriculture-Crops : As most of the credit provided by PNGOs is for Agri purpose.

· Livestock/Animal Husbandry 

· Assets created out of mF initiatives

· Grain Banks

· Life & unforeseen accidents met by the members & their family members. 

Suggested Measures

· Develop mass awareness/ members’ education on the need & relevance of insurance. The same education process, which was adopted to motivate them for savings & credit services, could be applied.

· Training/orientation for selected SHG leaders on Insurance product delivery

· Capacity building of PNGOs on Insurance service provision

· Tailor-made insurance product suitably designed & priced for target members.

· Matching investment from insurance providers on capacity building of service providing institutions & individuals.

· Facilitating/developing mechanism for easier & faster settlement of claims  

CASHE AP Insurance Initiatives:

CASHE team facilitated discussions with many insurance companies and as of date 46,883 clients have been covered through various insurance schemes provided by Royal Sundaram, Healing Field Foundation, Raja Rajeshwari Scheme, SBI and others.

Royal Sundaram’s Sakthi Shield Insurance is familiar to most of the clients and 24,727 clients covered in that.  51 clients have taken the Livestock insurance of Royal Sundaram.  939 clients covered through Healing Field Foundation’s Health insurance, 8336 clients of AWS covered in Rajarajeswari scheme, 12,632 clients covered through SBI and other schemes. In addition to this, 198 clients have taken Weather Risk Insurance offered by IFFCO Tokyo General Insurace Company Ltd. 

Life Insurance provides coverage against life. By paying a fixed premium annually, a person can cover himself for an assured sum as life insurance coverage. In case of death of the policy- holder within the specified period, life insurance pays the pre-decided amount  as insurance coverage to the nominee. Life insurance provides the deposited premium with additional bonus amounts to the policy-holder, in case of non-occurance of any such event in completion of the specific coverage period. Life insurance also covers in case of permanent disability due to an accident.

Healing Fields Foundation: Heath Insurance: 

Health insurance provides coverage against illness and accidents resulting in physical injuries. For poor clients, the expenditure related to health issues becomes significant due to the un-healthy condition of the dwelling and surroundings. Health insurance will act as a much needed services in the form of reimbursement of hospitalization costs, costs of medicines and to access primary health care services. 

This health insurance product is jointly done by Healing Field Foundation and HDFC Chubb as a more cost efficient product that could address the most pressing needs in health area of the poor. HF selcted hospitals to form a network capable of delivering the level of treatment that would ensure their client's best interests. The premium charged is Rs.365/- and provides coverage for a family of 5 of Rs.20,000/-. Here, 25%of the cost for the treatment be paid by the patient/ insurer. 

Weather Risk Insurance:

This special weather risk product is designed for a specified geographical location and specified time period. The designing is based on the comparison of threshold rainfall statistics maintained by Indian Meteorological Department with actual rainfall and any shortfall in that will suitably be covered from the total sum insured. This product is designed for a few CASHE partners in Andhra Pradesh in Medak and in Karimnagar districts. IFFCO Tokyo General Insurance Company Ltd. is the insurance agency offered this product.  This product is different from “Crop Insurance” where, it provides the protection in the event their crops are destroyed by natural calamities such as floods or droughts. Coverage is quite low in this product and it was tried with only two partners in Andhra Pradesh and 198 women members taken this insurance policy.

Transformation Process

Transformation refers to the process of change that happens when NGOs either promote or spin-off a microfinance institutions with regulated framework. Transformation in this context means that an NGO transfers its micro-finance portfolio to a specialized entity for undertaking micro-finance operations or promote a community based institution for carrying on MF.  This is because the very nature of the activity when carried on a large scale needs a degree of specialization.  However the more compelling reason is that doing micro-finance would mean doing financial intermediation and this would bring them under the purview of various regulatory bodies like, the RBI, Income Tax department and thus compliance to various regulatory acts become necessary. For this reason an organization, while scaling up its micro-finance activities often feels the need to spin off an MFI which is registered as a specialized entity to carry micro-finance operations.  

While spinning off an MFI an organization often continues to carry on its previous functions, sometimes with or without change in focus. However it is very important for an organization to realize that if an MFI has to be incubated or spun off, the new organization should retain the specific culture of the parent organization in terms of its mission, vision, ideology and so on. At the same time the new organization should be given enough autonomy to take its own shape. While retaining the culture and autonomy the new organization has to be designed in such a manner that it must also be accountable to the parent organization in terms of owning its vision and mission. 

Technically an NGO can carry on micro-finance activities to a certain extent while doing other activities but the nature of a MFI needs a certain level of financial rigour, which is difficult to handle while carrying on other activities. Also NGOs culturally are oriented to community welfare and may be by nature liberal, while financial service delivery requires organizations systems to be highly stringent.  It is also important to have an appropriate legal form so as to facilitate scaling up by leveraging external funds and delivering range of financial services.

The process of transformation is thus involved in the following:

1. Develop a clear vision and strategies for achieving that

2. Plans, methodologies developed

3. Developing HR systems and capacitate HR to handle the multi-functions and growth of the organization

4. Scanning the wide range of products and innovative methods to improve the program quality; document the credit policy, procedures in a manual form

5. Review the operating systems and document the procedures in the form of operational manual.

6. Strengthen the governance area ; capacity building of management, client groups, board members

7. Develop the organization to  enable it to cope with MFI operations, environmental factors and competitors

8. Carefully review the regulatory categories before selecting a legal framework as suitable

9. Develop proper Information system & streamling the MIS

10. Mobilize external financial resources

Steps adapted in CASHE for Tier I Partners’ development:

PACT administration:

PACT’s eight components of organizational effectiveness – governance, management practices, human resources, financial resources, micro-finance services, micro-finance program performance, external relations, and sustainability – are the broadest or highest level of measurement of an MFI’s capacity. Each of these components has a series of categories of organizational capacity and each of these, in turn, has a series of individual elements, all of which must be considered while doing a PACT assessment. PACT exercise is being conducted every two years to measure the progress in the components.  

Business Development Process:

Developing business plan is a process of hand holding, in a participatory manner. Organization’s vision, mission, operational strategies, product review, strength-weakness- opportunity- threat analysis, organizational structure, client capacity, quality of groups, methodology of service delivery, cash flow estimations, loan fund estimation, external funding assistance, external technical assistance, HR capacity building, groups management, operational budget are the components of the business plan. Review of business plan also carried out every year. 

Visioning Exercise:

Tier 1 of CARE involves transformational process where in the partners are expected to convert or spin off  MFIs which itself is a process and involves lot of visioning, mentoring and capacity building of the partners in a structured process. CASHE organized a “VISIONING WORKSHOP” for its Tier I partners and the aim of the vision planning exercise was to assess the capacities of the tier 1 partners and partnership coordinators in the process of spinning off/promoting MFIs and lay a road map for the whole process of transition of the partners into an MFI. Towards this a three-day workshop was held with the CEOs of the CARE- CASHE partners to take stock of their existing priorities and develop a long- term vision for their organization. 

In that workshop, the participants were familiarized with the process of transition to MFI, what would be desirable features of an MFI and what would be the legal provisions, which would affect the choice of an organization form to be an MFI. The process was highly participatory and interactive keeping in view the experience and seniority of the participants. While preparing the road map the participants were expected to introspect their present status, future vision/ plan, inputs needed inputs needed to do the same against the above features.

Legal framework:

In India, with the number of organizations promoting micro finance activities increasing in number and restrictions on such organizations being tightened everyday, it is imperative to have the appropriate legal structures in place. It is equally important to see that these legal forms encourage the promotion of simple business organizations that ensure permissible financial services along with proper and assured returns to various players and contributors. 

An ideal form of organization is one which allows the new entity to extend credit to groups and / or persons, earn interest thereon (after paying necessary taxes), take savings deposits from clientele, to avail borrowings from external agencies, to provide credit plus or support services like agri-tech solutions, marketing linkages etc. 

What legal form an organization needs to adopt should be primarily guided by 

· What scale of operations the MFI desires to reach in future, 

· Whether it will be client owned or investor owned,

· Nature and source of funds and

· Nature of services provided 

The various options under the Indian law related to incorporation and carrying on MF functions are as follows:

Legal Form options:

 Possible legal options for the form of organisation are as follows: 

i.     Society,

ii. Trust, 

iii. Co-operative Society, 

Within the corporate form of organisation, 

iv. Sec.25 Company

Public Limited Company (Non-Banking Financal Company or a        Banking Company)

Private limited company (Non-Banking Financal Company or a    Banking Company)

Brief notes on the above:

i. Society 

Defined as a non-commercial organisation formed for the promotion of objects like art, culture, science, religion or the diffusion of useful knowledge/political education or for charitable objects. A Society may be involved in a commercial activity if it is incidental to its main objectives, but no distribution of profits is allowed among the members.

ii. Trust 

Unlike Societies, there is no law governing public charitable trusts in India. They are governed by civil law. Indian Trusts Act, 1882 applies only to private trusts. Registering the trust deed with a court registrar forms public trusts. They also register separately under the Income Tax Act (Sec.12A) to get tax exemption. Act, 1950.Public Trusts are constituted wholly or mainly for the benefit of the public at large and are essentially charitable/religious trusts. Registration is optional, but desirable. However, if a charitable/religious trust involving immovable property, wishes to claim exemption under Sec.11 of the Income Tax Act, 1956, registration of the instrument of trust is essential. A trust involves 3 parties, viz. the author of the trust, the trustee and the beneficiary.

Funds of a trust (both public and private) may be invested, and the income thereon may be used for the activities of the trust. A trust deed normally lays down the manner of investment. Charitable/religious trusts claiming exemption under certain sections of the I.T. Act are required to invest their funds in specified assets. 

Only the beneficiary/beneficiaries will be entitled to the profits of the trust. The trustee cannot claim any share in such profits.

iii. Cooperative Society 

A society, which is formed for the purpose of promoting the economic interests of its members in accordance with co-operative principles, or a society established with the object of facilitating the operations of such a society, may be registered with or without limited liability. Liability of the members of a society is limited by shares, and no member (other than a registered society) shall (a) hold more than one-fifth of the share capital, or (b) have or claim any interest in the shares of the society exceeding one thousand rupees.

The Cooperative Societies Act, 1912 or the corresponding State Acts, The Multi-State Cooperative Societies Act, 1984 applies to cooperatives whose membership extends beyond a single state, Mutually aided cooperative society act.  

iv. Section.25 Company

Companies are registered under Sec.25 of the Companies Act, 1956, with the objective of promoting commerce, art, science, religion, charity or any other useful object. A Sec.25 companies can be either a companies limited by share capital, or a companies limited by guarantee. There is no distribution of profits among members, by way of dividend or otherwise. Profits are strictly to be utilised for the promotion of the objects of the company.

Non-Banking Financial Company

Under Sec 45-IA (1) of the RBI Act, 1934, a non-banking financial company (NBFC) can commence or carry on the business of a non-banking financial institution only after complying with the following two essential pre-requisites:

i. It should obtain a Certificate of Registration

ii. It must have a Net Owned Fund (NOF) of Rs.200 lakhs

Desirable features of an MFI and Processes Involved in Transformation to an MFI

13. Mostly organizations with microfinance operations have been familiar with group formation, training and products range but not fully comfortable in dealing issues like credit policy & procedures, organizational issues, systems requirements etc. which are critical for scaling up the microfinance activities. The following inputs are identified as necessary characters of a good MFI and during transformation MFIs need to develop on all these aspects;

1. Organisational Systems

Having an appropriate legal and regulatory entity to carry on with the micro-Finance activities

Critical linkage with the members needs, pertaining to the objectives of the organization

2. Organisational Design

Should have a structure synchronized with the choice of micro-Finance model and design of operating system, preferably tiered for administrative and operational convenience

3. Financial Systems


 
Presence of proper accounting systems

Clear long-term policy for how the MF operations will be financed: Grants or loans

Leveraging financial resources for desired scale of operations

Capital Adequacy to be maintained 

Focus on high repayment rate from start

Well-defined financial products that would take care of the operational      costs, member requirements and generate profits

MF operations should be self-sustaining in the long run

4. Operational Systems



Good information flow systems

Phased expansion plan

Well-defined operations policy preferably laid down operations manual 

           

Clearly laid down credit policy

Well-established and responsive operating system

            
Well-defined Systems at SHG/member level 

5. HR Systems



Manpower aligned with operational design

Clear demarcation of micro-finance staff vs other staff in long run

HR policy preferably manualised

Well -defined remuneration system

.           
Continuous plan for capacity building of the SHGs and staff

Transparency in HR policies

6. Monitoring Systems

Good management information system

Computerisation of MIS and accounts with increased volume of business

System of business planning

Audit system

Regular impact assessment

In addition to the training events organized, CASHE arranged for exposure programmes for CEOs on alternate MFI models and alternate organization forms, training to key HR on Operational issues, accounts, financial management, MIS and process of business planning. Appropriate resource persons identified for working with partners on the selection of suitable legal form and designing the operational strategies, systems and business plan. All CASHE partners given hand-holding support on organizational management,  building linkages with external financial institutions, HR systems improvement and streamlining MIS. 

In CASHE, it has been proved that this transformation process helped the MFIs to demonstrate the high level of efficiency, success and sustainable operations. In a few organizations it helped to mobilize savings. Mobilization of savings and also introduction of various savings products, definitely helped the MFI to increase its clientele, to increase the sources of funds and increase its portfolio. Though there is an interest cost on the savings mobilized, it is a cheap source of funds which will help the MFI to reach the sustainability. MFIs with regulated framework attract the commercial funds. Strengthened governance helped in appropriate decisions on operations and investments. 

During transformation process, the organization develops & has able to built strong board, clear mission, strong and skilled HR, diversified funding sources, quality clients and well-chosen products that all help them in demonstrating the high growth success and efficiency in operations. Integration of microfinance services into formal financial sector and operations with regulatory framework are the two broad things expected in the process of transformation. 

Annexure- III

Potential for Collaboration with the Panchayati Raj in West Bengal

West Bengal has a long history of commitment to rural decentralization.  In 1974, long before the 73rd Amendment, West Bengal enacted Panchayati Raj legislation that devolved many powers to elected panchayats and it has continued to support decentralization since that time.  

A unique feature of West Bengal is another tier of decentralization below the Gram Panchayat level called the The Gram Unnayan Samiti (GUS), established in 2003.  Gram Sansads, village level meetings that are open to all members, elect the GUS to act as a standing committee that drafts the village plans to be submitted to the Gram Panchayat.  The GUS ensures the active participation of the people in implementation, maintenance, and equitable distribution of benefits.
 

The government of West Bengal has many initiatives on the table to integrate the SHG movement with local governing bodies.  Dilip Ghosh, the Minister for Panchayati Raja and Rural Development said, “We feel that SHGs are, apart from MF, a potent force to deal with other social issues.”  He stated that SHGs already run the mid-day meal programs by monitoring delivery and even preparing meals.  He envisions an even greater role for the SHGs where they are contracted to take on infrastructure projects fo the panchayats and even operate PHCs.  The operational functions that the SHGs would perform would be compensated by the PRI, but the SHGs could also play an important role in monitoring through the SHG Monitoring Team.  Cluster leaders would be ex oficio members of the SHG Monitoring Team, and they would be citizen representatives responsible for ensuring that GPs are run transparently and effectively.  The credibility of SHGs is so strong that in some areas where GPs are not functioning due to political reasons, the government is working directly with SHGs instead.

Presently the SHGs are very much involved with the PRIs, but they could be even more of a force, according to Ghosh.  Ghosh said, “I see a larger and larger role for SHGs in the PRI system.  We [West Bengal]] have succeeded in getting a minister of SHGs.  Our task now is to create a mandate.”  Ghosh believes that what the SHGs currently get from PRIs is insignificant to their potential.  He said that 1/3 of GPs do not have banks and there is potential for clusters to become credit cooperatives that are open to all and the profits could come to SHG members.  SHGs will also be essential in implementing ambitious government programs such as the NREGS and SJSY.  The SHGs need not be appendages of the PRIs, but according to Ghosh, there is no reason why they cannot work in concert with the PRIs, sharing information, taking on work, and earning revenue.   

Inclusion of SHGs in Society Registration Act-  A Positive move for West Bengal

So far over 300,000 SHGs have been formed in different districts of West Bengal by various organizations, working with various models for financing Self-help groups like DRDCs, Women Development Undertaking (WDU), Forest Departments, IMUL, Commercial Banks, Regional Rural Banks, Cooperative Banks, NGOs as also the National Level Organizations like SIDBI, NABARD, RMK, NMDC. It was decided that these institutions should come together and share their experiences and their best practices. 

In order to coordinate the entire community of self-help groups and Micro finance in West Bengal, a platform at the State level in the name and style of ‘Self Help Group Promotional Forum’ (earlier it was West Bengal Micro Finance Promotional Forum, then SHG and Micro Finance Promotional Forum) has been formed to share experiences by different organizations on the problems faced by them. As a consequence of this, the Self Help Group Promotional Forum came into existence in the year 2000 to provide a wider platform for sharing, learning and addressing common opportunities and constraints being faced by this fledgling movement.

An application along with a Memorandum of Association (MOA) was submitted to the Registrar, Firms, Societies and Non-Trading Corporation on 03.04.03 for registration of SHG and Micro Finance Promotional Forum. The registration was denied on the ground that SHG and micro finance promotion was not included in societies registration act in West Bengal and as such SHG related activities were not permitted under the act. The Secretary and other members of the forum met the Registrar who advised them to negotiate with the concerned government departments. 

The secretary wrote a letter addressed the Joint Secretary, Department of Commerce and Industries, Government of West Bengal with documents of a) a speech of His Excellency, Sri Viren J. Shah, then the Governor of West Bengal, delivered in the 1st state level SHG conference in 2002 organised by the Forum b) memorandum on guideline for convergence of SHG issued by the Chief Secretary, Government of West Bengal.  
The Chief Patron of the Forum wrote a letter to Sri Nirupam Sen, Honorable MIC, Department of Commerce and Industries, Industrial Reconstruction, Public Enterprise and Development and Planning, Government of West Bengal. On that basis a meeting was organized between the Principal Secretary, Development and Planning, Government of West Bengal and the members of the Forum. And finally a notification was issued by the Department of Commerce and Industries, Government of West Bengal by an order of the Governor which was also forwarded to the Registrar to take necessary action. 

On the above background SHG Promotional Forum had been registered under Societies Registration Act XXVI of 1961 on 15th July, 2005 and at the same time all the SHG promoters got legal space for undertaking SHG related activities under this modified act.

In order to coordinate the entire community of self-help groups and micro finance in West Bengal, a platform at the State level in the name and style of ‘Self Help Group Promotional Forum’ has been formed to share experiences by different organizations on the problems faced by them. As a consequence of this, the Self Help Group Promotional Forum came into existence in the year 2000 to provide a wider platform for sharing and learning. After much effort by senior officials, the Self Help Group Promotional Forum was registered and SHG promoters got a legal space to carry out SHG activities. 
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Usefulness of RLF


Getting finances from external institutions only started with the RLF.  It helped us develop the partnerships.  To stabilize that institution, we require RLF as seed capital.  


-Krushi Staff





Box 1: Access and Control over Micro finance: Demand from Below


In Maa Karanji Sangha, Jaganath Prasad block, Ganjam district, women made a strong case for the need for gender sensitization and awareness on legal rights to accompany microfinance.  They talked about a sangha meeting where the group had collected 5,000 rupees and one woman’s drunken husband barged into the meeting picked up the money and walked out.  The woman said she did not have the capacity to repay the money so the sangha could take any action against her husband as they saw fit.  The sangha tried to convince the husband who refused to listen.  The sangha then filed a police complaint against him, upon which he returned the money.  Relating this story they emphasized the need for legal training for themselves, gender sensitization for the police and other government agencies.
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� *  Status of SHG federations in Andhra Pradesh Quality assessment report 2006 





� *  Status of SHG federations in Andhra Pradesh Quality assessment report 2006 





� Mutually Aided Cooperative Societies have been set up in the states of Orissa and Andhra Pradesh where there is an enabling legislation in place that allows the registration of such entities.  These constitute people’s organizations or federations of self help groups where the governing bodies of these federations have representation of the SHGs, which are responsible for financial intermediation and to some extent social intermediation on behalf of the SHGs.


� CARE costs calculated into operational costs include: CB cost to Tier I partners - 100%, Baseline, monitoring costs - 30%, Partners cross visit - 75%, Project staff states - 50%, Proj management HQ - 35%, Assets at State office - 20%, Assets at Head office - 10%, Admin costs at State & HQ - 30%, CARE mangemt support - 20%, External technical assistance - 10%, Printing material and equipment - 10%


�.  Mid term impact assessment Study of CASHE project, Orissa, page 32. where the authors state “Not surprisingly most of the loans taken are for agriculture.”


�. Debriefing session with CARE staff, Andhra Pradesh


�. Debriefing session with CARE staff, Orissa, 


�. Unprocessed rice 


�. A corporator refers to an urban elected official 


� Source: Presentation by CASHE Andhra Pradesh Staff, “CARE-CASHE: Strengthening the mF Sector in AP.”  September 25, 2006, Hyderabad.


�http://sampark.chd.nic.in/images/statistics/SDP2005R6.pdf#search+%22india%20per%20capita%20income%22


� A penalty has been laid down for holding money in excess of these norms by staff at either end of Rs 50 for amounts between Rs 10,000 to 30,000, Rs 100 between Rs 30,000 to 50,000, and Rs 150 between RS 50,000 to 100,000. 





� 49% of branches, 43% of accounts are rural (source: Deolalkar G H, “Indian banking sector, on the road to progress, 2003”


� Each Self Help Group (SHG) has about 20 lives. 


� http://panchayat.nic.in/PanchayatsinWestBengalbestpractices.doc
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A new Horizon


Swapna Kumar Behera aged about 23 years has born biologically male having sexual sensation of female. He belongs to a BPL family of Ranmal village in Jaipatna Block of Kalahandi district.  He had a keen interest in study, though he belongs to the society  country wide thought to be an entertainment instrument. People are using them for getting funs & sexual satisfaction. But Swapna is totally different. He had determined himself to get higher study & had a strong wish to fight for their society. From the beginning he studied hard. After completion of his Post Graduation from Sambalpur University in History, he qualified in the entrance test for higher study in JNU, New Delhi & now he is continuing his PHD there.


Before joining to JNU, financially he was in trouble for his study. Then, from his close friend Rajesh, he came to know that PARIVARTAN, a local N.G.O has come out to the cause of empowering Eunuchs through its micro-finance project & HIV/AIDS project. It was a great opportunity for him, while he wished to fulfill his dream through this. Immediately he joined in the group, Narayani Seva Mandal, the SHG of Eunuchs. He became one of the most active member of the group & had also taken loan of Rs.5000/- from the group for J.N.U entrance.


As the name “Swapna” itself means, “Dream” in oriya, Yes, obviously, he is a born dreamer. He dreamed a new horizon for his fellow beings that, one day would certainly  come when the society would give them all the rights like other people in the civil society. They are also neglected in the society as they are the sexually minority group & it happens so as because they are not united as well as not aware of their entitlements as human beings. He thought that education is an essential tool which  would help him a lot in pioneering his vision. So from childhood, he studied hard & had completed his Bachelors degree in music (odissi). He is a writer, singer, painter, dramatist, speaker and a scholar in one hand. He was in search of such a platform like this, here at PARIVARTAN’s intervention. He had made himself committed, dedicated towards the objectives of the organization in related to the empowerment of eunuchs. He took active part in most of the programmes of there.  


The NGO has organized frequently training, meeting for them as they are the most vulnerable to HIV/AIDS and were also economically. Finally, this transgender people were sensitized to form one cooperative as well for their social recognition & financial enhancement, where he played a key role in setting norms suitable to them. Seeing his leadership quality & educational qualification among others, he has been elected as the leader of the group. He has written a mythological story on Eunuchs as well as the Goddess of Hinjiras in oriya.  He is always followed by others in the group as a Model. To him, they have still a long way to go but it is sure to arrive at their destination, create a new Horizon, before the dawn. 


