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Executive Summary

Apollo Tyres Limited, incorporated in 1972, is an Indian Multinational tyre manufacturing company
ǠơŔƎɩʠŔɭʋơɭơƎ ǫȥ eʠɭʠǌɭŔȟ qŔɭˊŔȥŔࡲ þǠơ ƃȶȟɢŔȥˊ ǠŔɽ ˪ʽơ ȟŔȥʠǉŔƃʋʠɭǫȥǌ ʠȥǫʋɽ ǫȥ zȥƎǫŔ ȶȥơ ǫȥ ʋǠơ
¥ơʋǠơɭȍŔȥƎɽŔȥƎȶȥơǫȥqʠȥǌŔɭˊࡲzʋǠŔɽŔȥơʋˁȶɭȇȶǉȥơŔɭȍˊࠄ߿߿߿ƎơŔȍơɭɽǠǫɢɽǫȥzȥƎǫŔȶǉˁǠǫƃǠȶʽơɭࠁࠄ߿߿
Ŕɭơơˉƃȍʠɽǫʽơȶʠʋȍơʋɽࡲ
ɢȶȍȍȶ þˊɭơɽ ʋƎ ࢎþ ǫɽ ƃȶȟȟǫʋʋơƎ ʋȶ ǫȥƃȶɭɢȶɭŔʋǫȥǌ ɢȶȍǫƃǫơɽ ɽˊɽʋơȟɽ ŔȥƎ ŔɢɢɭȶŔƃǠơɽ ʋȶ ŔƃǠǫơʽơ ǫʋɽ
ɢȶɽǫʋǫʽơǫȟɢŔƃʋǌɭȶˁʋǠȶŹǿơƃʋǫʽơɽࡲ7ơơɢȍˊǫȥǠơɭơȥʋǫȥʋǠơǫɭʽǫɽǫȶȥɽʋŔʋơȟơȥʋŔɭơʋǠơɢɭǫȥƃǫɢȍơɽȶǉɽʠɽʋŔǫȥ࢚
ŔŹǫȍǫʋˊ ǉȶƃʠɽǫȥǌ ȶȥ ࢨƃȶȥʋǫȥʠȶʠɽȍˊ ơȥǠŔȥƃǫȥǌ ɽʋŔȇơǠȶȍƎơɭ ʽŔȍʠơࢩ ˁǠǫƃǠ ǫȥƃȍʠƎơɽ ʋǠơ ȍŔɭǌơɭ ɽȶƃǫơʋˊ ŔȥƎ
ơȥʽǫɭȶȥȟơȥʋࡲ
þǠơ -òè ɢǠǫȍȶɽȶɢǠˊ ȶǉ ʋǠơ ƃȶȟɢŔȥˊ ɭơɽʋɽ ȶȥ ʋǠơ ɢɭǫȥƃǫɢȍơ ȶǉ ɽʠɽʋŔǫȥŔŹǫȍǫʋˊ ŔȥƎ ɽơȍǉ࢚ɭơȍǫŔȥƃơࡲ zʋ Ŕȍɽȶ
ơȟŹơƎɽŔƎǫȟơȥɽǫȶȥȶǉɢǠǫȍŔȥʋǠɭȶɢˊࡲʋʋǠơƃȶɭơȶǉɢȶȍȍȶࢫɽɭơɽɢȶȥɽǫŹǫȍǫʋˊŹơȍǫơǉǫɽɽʋŔȇơǠȶȍƎơɭơȥǌŔǌơ࢚
ȟơȥʋࡲ-ȶȥɽơɩʠơȥʋȍˊŔȍȍʋǠơɢɭȶǿơƃʋɽȶǉʋǠơƃȶȟɢŔȥˊǠŔʽơŔȍǫȥȇʋȶǫʋɽɽʋŔȇơǠȶȍƎơɭɽʋǠơǫɽɽʠơɽʋǠơˊǉŔƃơ
ŔȥƎʋǠơǫɽɽʠơɽȶɭǌŔȥǫ˖ŔʋǫȶȥǠŔɽǫƎơȥʋǫ˪ơƎʋȶɽʠɢɢȶɭʋȶȥʋǠơɢǠǫȍŔȥʋǠɭȶɢˊǉɭȶȥʋࡲ
Apollo Tyres constituted a CSR policy in 2014 in line with the Companies Act, 2013, and complies with the
ɭơɩʠǫɭơȟơȥʋɽȶǉòơƃʋǫȶȥࠀࠂࠄȶǉʋǠơƃʋࡲþǠơ-òèǫȥǫʋǫŔʋǫʽơɽŔɭơƎơȍǫʽơɭơƎʋǠɭȶʠǌǠɢȶȍȍȶþˊɭơɽbȶʠȥƎŔʋǫȶȥ
ࢎþbɭơǌǫɽʋơɭơƎǫȥࠁ߿߿ࠇࡲ

Platinum Rating for CSR Project
%ȍʠơòȇˊࢫɽ ƃƃɭơƎǫʋơƎ zȟɢŔƃʋ ɽɽơɽɽȟơȥʋ ȟơʋǠȶƎȶȍȶǌˊ ǉɭŔȟơˁȶɭȇ ŹŔɽơƎ
ȶȥzò¶ࠁࠅ߿߿߿ࡪeʠǫƎŔȥƃơȶȥòȶƃǫŔȍèơɽɢȶȥɽǫŹǫȍǫʋˊŔȥƎ¥ŔʋǫȶȥŔȍeʠǫƎơȍǫȥơɽ
ȶȥèơɽɢȶȥɽǫŹȍơ%ʠɽǫȥơɽɽࢎ¥eè%-ࠁ߿ࠀࠇǠŔɽŹơơȥơȟɢȍȶˊơƎʋȶŔɽɽơɽɽʋǠơ
ǫȟɢŔƃʋȶǉáɭȶǌɭŔȟ¥ŔʽˊŔǫȥĪŔƎȶƎŔɭŔŔȥƎȶʋʋŔˊŔȟǌơȶǌɭŔɢǠǫơɽࡲ
ࢨzȟɢŔƃʋࡵǉȶɭʋǠǫɽŔɽɽơɽɽȟơȥʋǫɽƎơ˪ȥơƎŔɽʋǠơƎơȍʋŔƃǠŔȥǌơơˉɢơɭǫơȥƃơƎŹˊ
ʋǠơ-òèáɭȶǿơƃʋࡲþǠơɢɭȶǿơƃʋࡶɽǫȟɢŔƃʋŔɽɽơɽɽȟơȥʋǠŔɽŹơơȥŔɽɽơɽɽơƎȶȥʋǠơ
ɽʋŔȇơǠȶȍƎơɭ ǉơơƎŹŔƃȇ ŔȥƎ ƎȶƃʠȟơȥʋŔɭˊ ơʽǫƎơȥƃơࡲ %ŔɽơƎ ȶȥ ʋǠơ ɢɭȶɢɭǫ࢚
ơʋŔɭˊ ɽƃȶɭǫȥǌ ŔȍǌȶɭǫʋǠȟ %ȍʠơɽȇˊ ǠŔɽ ơʽŔȍʠŔʋơƎ ʋǠơ ǫȟɢŔƃʋ ȶǉ ʋǠơ ¥ŔʽˊŔ
ɢɭȶǌɭŔȟˁǫʋǠŔɽƃȶɭơȶǉࠈ߿ǫƎơȥʋǫ˪ơƎˁǫʋǠŔáȍŔʋǫȥʠȟƃŔʋơǌȶɭˊȶǉǫȟɢŔƃʋࡲ
þǠơáȍŔʋǫȥʠȟ-ŔʋơǌȶɭˊǫȟɢŔƃʋɢơɭǉȶɭȟŔȥƃơȶǉʋǠơáɭȶǌɭŔȟ¥ŔʽˊŔƎơȟȶȥ࢚
ɽʋɭŔʋơɽ zȥȥȶʽŔʋǫʽơ ǫȥǫʋǫŔʋǫʽơ ˁǫʋǠ ɽʋɭŔʋơǌǫƃ ǫȥʋơȥʋ ǉȶɭ ɽȶƃǫŔȍ ƃǠŔȥǌơࡲ þǠơ
ɢɭȶǿơƃʋǠŔɽơˉɢơɭǫơȥƃơƎȥơˁɽȶȍʠʋǫȶȥɽʋȶǫɽɽʠơȟŔȥŔǌơȟơȥʋŔȥƎƎơȟȶȥ࢚
ɽʋɭŔʋơɽ Ŕȥ ŔȍȍǫŔȥƃơ ȶǉ ȟʠȍʋǫ࢚ȶɭǌŔȥǫ˖ŔʋǫȶȥŔȍ ɽʋŔȇơǠȶȍƎơɭ ɭơȍŔʋǫȶȥɽǠǫɢɽ ʋȶ
ŔƎƎɭơɽɽʋǠơǫɽɽʠơɽǫȥƃȶȟȟʠȥǫʋˊȍǫʽơȍǫǠȶȶƎƎơʽơȍȶɢȟơȥʋŔȟȶȥǌˁȶȟơȥࡲ
þǠơɢʠŹȍǫƃɭơɢȶɭʋǫȥǌǫɽƃȶȟȟǫʋʋơƎʋȶɽɽʠɭŔȥƃơࡲ

Brief about CSR activities in 2020-2021
-ȶʽǫƎɭơȍǫơǉŔȥƎɽʠɢɢȶɭʋǫȥǌɭơɽʠɭǌơȥƃơȶǉơƃȶȥȶȟǫƃŔƃʋǫʽǫʋǫơɽǉȶƃʠɽơƎȶȥþb-òèŔƃʋǫʽǫʋǫơɽǫȥࠁ߿ࠁࠀࡲ7ʠɭǫȥǌ
ʋǠơ ɭơȍơȥʋȍơɽɽ -ȶʽǫƎ Ǝǫɽɭʠɢʋǫȶȥ ǫȥ ࠁ߿ࠁ߿ þb ƃȶȥʋǫȥʠơƎ ɽʠɢɢȶɭʋǫȥǌ ƃȶȟȟʠȥǫʋǫơɽ ŔȥƎ ɽʋŔȇơǠȶȍƎơɭɽ ǫȥ ࠄ
ɽʋŔʋơɽ ȶǉ qŔɭˊŔȥŔ 7ơȍǠǫ ơɭŔȍŔ eʠǿŔɭŔʋ þŔȟǫȍ ¥ŔƎʠ ȥƎǠɭŔ áɭŔƎơɽǠ ŔȥƎ 7ơȍǠǫࡲ þǠơ  ࠂࠀ ǠơŔȍʋǠƃŔɭơ
ƃơȥʋɭơɽ ɽʠɢɢȶɭʋơƎ Źˊ þb ɢŔȥ zȥƎǫŔ ˁơɭơ ʠɽơǉʠȍ ǉȶɭ ŔƎƎɭơɽɽǫȥǌ ʋǠơ ȥơơƎɽ ȶǉ ʋǠơ ʋɭʠƃȇǫȥǌ ƃȶȟȟʠȥǫʋˊ
ˁǠǫƃǠɢȍŔˊơƎŔƃɭǫʋǫƃŔȍɭȶȍơǫȥȇơơɢǫȥǌʋǠơƃȶʠȥʋɭˊȟȶʽǫȥǌࡲ

ATF followed a 3 R strategy for their CSR activities:
Relief:

þǠơɭơȍǫơǉŔƃʋǫʽǫʋǫơɽɭŔȥǌơƎǉɭȶȟɢɭȶʽǫƎǫȥǌɭŔʋǫȶȥŔȥƎǉȶȶƎ
ɽʠɢɢȶɭʋʋȶʋǠơǠʠȥǌɭˊŔɭɭŔȥǌǫȥǌȟơƎǫƃŔȍǉŔƃǫȍǫʋǫơɽƃɭơŔʋǫȥǌƃȶʽǫƎŔˁŔɭơ࢚
ȥơɽɽ ǫȥ ʋǠơ ƃȶȟȟʠȥǫʋˊࡲ þǠơ ȶɭǌŔȥǫ˖Ŕʋǫȶȥ ȍǫȥȇơƎ Źơȥơ˪ƃǫŔɭǫơɽ ʋǠɭȶʠǌǠ
ǌȶʽơɭȥȟơȥʋ ɽƃǠơȟơɽ ǉȶɭ -¶Īz7 ɭơȍǫơǉ ɽʠɢɢȶɭʋ ȍǫȇơ čǿŔˁŔȍŔ ĵȶǿŔȥŔ Ŕȥ
7ǠŔȥĵȶǿŔȥŔŔȥƎá¡ǫɽŔȥĵȶǿŔȥŔࡲ
Total 4,049 families for four months were supported under COVID received
relief schemes worth INR 2,41,32,040.

Reshape:

þbɭơɽǠŔɢơƎǫʋɽáɭȶǌɭŔȟ¥ŔʽˊŔɢɭȶǌɭŔȟƎơȍǫʽơɭˊŹˊ
ȍǫȥȇǫȥǌˁǫʋǠࠅࠄ߿߿ˁȶȟơȥɽʋŔȇơǠȶȍƎơɭɽʽǫɭʋʠŔȍȍˊǉȶɭʋǠơǫɭʽŔɭǫȶʠɽʋɭŔǫȥǫȥǌ
ȥơơƎɽࡲ þǠơ ʋơŔȟ ǫȥ࢚Ǡȶʠɽơ ƎơʽơȍȶɢơƎ ࢪʽǫɭʋʠŔȍࢫ òqe ʋɭŔǫȥǫȥǌ ȟȶƎʠȍơɽ
ǫȟɢŔɭʋơƎʽǫŔȟȶŹǫȍơʋơȍơɢǠȶȥˊʠɽǫȥǌƃȶȟȟʠȥǫƃŔʋǫȶȥŔɢɢɽࡲ

Resilience:

þȶŹʠǫȍƎɽʋɭơȥǌʋǠǫȥʋǠơƃȶȟȟʠȥǫʋˊƎʠɭǫȥǌʋǠơ-ȶʽǫƎ
ʋǫȟơɽ þb ơȥƃȶʠɭŔǌơƎ ˁȶȟơȥ ʋȶ ȍǫȥȇ ʠɢ ˁǫʋǠ ǌȶʽơɭȥȟơȥʋ ɽƃǠơȟơɽ ǉȶɭ
ȍǫʽơȍǫǠȶȶƎɢʠɭɢȶɽơɽࡲeȶʽơɭȥȟơȥʋɽƃǠơȟơɽˁơɭơȍơʽơɭŔǌơƎʋȶɭơ࢚ơɽʋŔŹȍǫɽǠ
ʋǠơǫȥƃȶȟơǌơȥơɭŔʋǫȶȥʠȥǫʋɽŔǉǉơƃʋơƎƎʠɭǫȥǌ-¶Īz7ȍȶƃȇƎȶˁȥࡲ

About Program Navya:

ǫʽơȍǫǠȶȶƎǉȶɭʠȥƎơɭɢɭǫʽǫȍơǌơƎˁȶȟơȥ
“Navya” ȟơŔȥɽŔȥơˁŹơǌǫȥȥǫȥǌࡲɽʋǠơȥŔȟơɽʠǌǌơɽʋɽáɭȶǿơƃʋ¥ŔʽˊŔ
ƎơʽơȍȶɢɽʋǠơơȥʋɭơɢɭơȥơʠɭǫŔȍƃŔɢŔŹǫȍǫʋǫơɽȶǉˁȶȟơȥŹˊʋɭŔǫȥǫȥǌʋǠơȟŔȥƎ
ɢɭȶʽǫƎǫȥǌʋǠơȟˁǫʋǠŔȥơˁȍơŔɽơʋȶǫȟɢɭȶʽơʋǠơǫɭȍǫʽơȍǫǠȶȶƎࡲ
It was launched in 2014 in Vadodara and 2015 in Kottayam
geography.
þǠơɢɭȶǿơƃʋǠŔɽǫȥʽȶȍʽơƎࠅࠄࠀࠂˁȶȟơȥŔƃɭȶɽɽࠀࠀࠇʽǫȍȍŔǌơɽǫȥĪŔƎȶƎŔɭŔ
ǌơȶǌɭŔɢǠˊŔȥƎࠈࠅ߿ˁȶȟơȥŔƃɭȶɽɽࠀࠁˁŔɭƎɽȶǉĪŔ˖ǠȶȶɭáŔȥƃǠŔˊŔʋࡲ
þǠơɢɭȶǿơƃʋɽǫʋơɽŔɭơƃȍȶɽơʋȶǫȟƎŔĭŔǌǠȶƎǫŔǫȥ%ŔɭȶƎŔŔȥƎáơɭŔȟŹɭŔǫȥ
þǠɭǫɽɽʠɭơȟɢȍȶˊǫȥǌࠄ߿߿߿ŔȥƎࠁࠅ߿߿ɢơȶɢȍơŔʋʋǠơʋˁȶȍȶƃŔʋǫȶȥɽɭơɽɢơƃ࢚
ʋǫʽơȍˊ

Scope of the Impact Assessment
þȶɽʋʠƎˊʋǠơɽǫǌȥǫ˪ƃŔȥʋƃǠŔȥǌơɽǫȥʋǠơȍǫʽơɽȶǉˁȶȟơȥ
Źơȥơ˪ƃǫŔɭǫơɽˁǠȶŹơȥơ˪ʋʋơƎǉɭȶȟʋǠơȍǫʽơȍǫǠȶȶƎǫȥǫʋǫŔʋǫʽơࡲ
þȶ ʠȥƎơɭɽʋŔȥƎ Ǡȶˁ ȍǫʽơȍǫǠȶȶƎ ɢɭȶǿơƃʋ ǠŔɽ ƃȶȥʋɭǫŹʠʋơƎ ʋȶ ǫȟɢɭȶʽǫȥǌ ʋǠơ
ơƃȶȥȶȟǫƃɽʋŔʋʠɽȶǉʋǠơŹơȥơ˪ƃǫŔɭǫơɽࡲ
þȶ ʠȥƎơɭɽʋŔȥƎ ʋǠơ ɽǫʋʠŔʋǫȶȥ Źơǉȶɭơ þbࡶɽ ǫȥʋơɭʽơȥʋǫȶȥ ʽɽ Ŕǉʋơɭ þbࡶɽ
ǫȥʋơɭʽơȥʋǫȶȥࡲ
þȶʠȥƎơɭʋŔȇơʋǠơǌŔɢŔȥŔȍˊɽǫɽȶǉʋǠơǫʽơȍǫǠȶȶƎǫȥǫʋǫŔʋǫʽơŔȥƎɭơƃȶȟȟơȥƎ
ʋǠơɽʋɭŔʋơǌˊǉȶɭɢɭȶǌɭŔȟǫȟɢɭȶʽơȟơȥʋࡲ

Activities: Program Navya
Multiple Livlihood Training

SHG Bank A/C Opening
& SHG group activity
monitoring

ĭȶȟơȥŹơȥơ˪ƃǫŔɭǫơɽŔɭơʋɭŔǫȥơƎ
and further linked with the
market to enhanced their income

Bank Account Opening in case
ȶǉȥơˁòqeŔƃʋǫʽǫʋˊʋɭŔƃȇǫȥǌ

Ongoing Support

SHG/Group Formation

Market Linkage,
èơȍǫơǉ࢚èơɽǠŔɢơ࢚èơɽǫȍǫơȥƃơ
òʋɭŔʋơǌˊǫȥ-¶Īz7ʋǫȟơ
bȶɭȟŔʋǫȶȥȶǉ-ȶȟȟʠȥǫʋˊ
ŹŔɽơƎ¶ɭǌŔȥǫɽŔʋǫȶȥɽeȶʽʋࡲ
Scheme Linkage

ĭȶȟơȥŔɭơɭơŔƃǠơƎʋǠɭȶʠǌǠ
Self Help Group (SHGs) or
strengthening of existing SHGs

Start

End

Figure 1: Graphical representation of ATF interventions under Navya
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Figure 2: Program Navya spend ('000s of Rupees) - Vadodara
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Figure 3: Program Navya spend ('000s of Rupees) - Kottayam

Observations
%ŔɽơƎȶȥʋǠơ%ȍʠơɽȇˊ-òèzȟɢŔƃʋɽɽơɽɽȟơȥʋbɭŔȟơˁȶɭȇǫʋǫɽǉŔǫɭʋȶƃȶȥƃȍʠƎơʋǠŔʋáɭȶǌɭŔȟ¥ŔʽˊŔǠŔɽ
ɢȶɽǫʋǫʽơȍˊ ǫȟɢŔƃʋơƎ ˁȶȟơȥࡶɽ ơƃȶȥȶȟǫƃ ŔȥƎ ɽȶƃǫŔȍ ɽʋŔʋʠɽ ǫȥ ʋǠơ òqeɽ ŔȥƎ ǫʽơȍǫǠȶȶƎ ǌɭȶʠɢɽࡲ þǠơ
ɽʋŔȇơǠȶȍƎơɭ ǉơơƎŹŔƃȇ ƃȶɭɭȶŹȶɭŔʋơɽ ǫȟɢɭȶʽơȟơȥʋ ǫȥ ˁȶȟơȥࡶɽ ǠȶʠɽơǠȶȍƎ ǫȥƃȶȟơ ŔȥƎ ɽȶƃǫŔȍ ɽʋŔʋʠɽ
ʋǠɭȶʠǌǠǫʋɽǫȥʋơɭʽơȥʋǫȶȥɽࡲòȶȟơȶǉʋǠơȶʋǠơɭɽǫǌȥǫ˪ƃŔȥʋȶŹɽơɭʽŔʋǫȶȥɽŔɭơȍǫɽʋơƎŹơȍȶˁࡪ
þǠơʋɭǫŔȥǌʠȍŔʋǫȶȥŹơʋˁơơȥʋǠơɩʠŔȥʋǫʋŔʋǫʽơɽʠɭʽơˊŔȥƎɩʠŔȍǫʋŔʋǫʽơ
ǫȥʋơɭʽǫơˁɽ Ŕȟȶȥǌ Źơȥơ˪ƃǫŔɭǫơɽ ɽǠȶˁơƎ Ŕ ƃȍơŔɭ ǫȟɢɭȶʽơȟơȥʋ ǫȥ
ʋǠơơƃȶȥȶȟǫƃɽǫʋʠŔʋǫȶȥƎɭǫʽơȥŹˊŔƃƃơɽɽʋȶƃɭơƎǫʋŔȥƎǫȥƃɭơŔɽơƎ
ǫȥƃȶȟơ ǉɭȶȟ ơȥʋơɭɢɭǫɽơ Ŕƃʋǫʽǫʋǫơɽࡲ þǠơɭơ ǫɽ ʽơɭǫ˪ơƎ ơʽǫƎơȥƃơ ȶǉ
Ŕƃʋǫʽơ ɢŔɭʋǫƃǫɢŔʋǫȶȥ ȶǉ òqe ȟơȟŹơɭɽ ǫȥ òqe ȟơơʋǫȥǌɽ ǠơŔȍʋǠˊ
òqeŹŔȥȇǫȥǌŔȥƎʽǫǌȶɭȶʠɽŹȶɭɭȶˁǫȥǌŔƃʋǫʽǫʋˊࡲȍȍòqeɽɽʠɢɢȶɭʋơƎ
ŹˊþbˁơɭơȍǫȥȇơƎʋȶŹŔȥȇŔƃƃȶʠȥʋɽࡲ
òʠɽʋŔǫȥŔŹȍơ ˪ȥŔȥƃǫŔȍ ǫȥƃȍʠɽǫȶȥ Ŕƃʋǫʽǫʋǫơɽ ǠŔʽơ ƃȶȥʋɭǫŹʠʋơƎ ʋȶ
addressing the issue of gender equality, social and economic
ơȟɢȶˁơɭȟơȥʋ Źˊ ɢɭȶʽǫƎǫȥǌ Ŕƃƃơɽɽ ʋȶ ʋǠơ ǉʠȍȍ ɭŔȥǌơ ȶǉ
ȥơơƎɽ࢚ŹŔɽơƎ ˪ȥŔȥƃǫŔȍ ɽơɭʽǫƃơɽ  ɽŔʽǫȥǌɽ ƃɭơƎǫʋ ǫȥɽʠɭŔȥƃơ
ɢŔˊȟơȥʋɽŔȥƎʋǠơŔƃƃȶȟɢŔȥˊǫȥǌ˪ȥŔȥƃǫŔȍơƎʠƃŔʋǫȶȥࡲ
ࠅ߿हȶǉʋǠơˁȶȟơȥɽŔȟɢȍơƎǫȥĪŔƎȶƎŔɭŔˁǠȶɽơǠȶʠɽơǠȶȍƎǠŔƎŔ
ȟȶȥʋǠȍˊǫȥƃȶȟơȶǉʠȥƎơɭࠄ߿߿߿ŹơǉȶɭơǿȶǫȥǫȥǌòqeǠŔƎȟȶʽơƎʋȶ
ʋǠơ¡ȶȥʋǠȍˊǫȥƃȶȟơŹɭŔƃȇơʋȶǉࠄ߿߿߿࢚ࠀ߿߿߿߿ˁǠǫȍơࠀࠂहǠŔƎȟȶʽơƎ
ʋȶʋǠơࠀ߿߿߿߿ऋǫȥƃȶȟơŹɭŔƃȇơʋࡲ
òǫȟǫȍŔɭȍˊǫȥȶʋʋŔˊŔȟࠈࠄहȶǉˁȶȟơȥɭơɢȶɭʋơƎǠŔʽǫȥǌȟȶʽơƎʋȶŔ
ȟȶȥʋǠȍˊ ǠȶʠɽơǠȶȍƎ ǫȥƃȶȟơ ŹɭŔƃȇơʋ ȶǉ ࠄ߿߿߿  ࠀ߿߿߿߿  ǉɭȶȟ Ŕȥ
ơŔɭȍǫơɭǉɭŔȟơȶǉऒࠄ߿߿߿ɢȶɽʋǿȶǫȥǫȥǌʋǠơȍǫʽơȍǫǠȶȶƎǌɭȶʠɢࡲ
þǠơˁȶȟơȥࢫɽŔŹǫȍǫʋˊʋȶƃȶȥʋɭǫŹʠʋơʋȶǉŔȟǫȍˊǫȥƃȶȟơˁŔɽɽơơȥŔɽŔȥ
ǫȥ˫ʠơȥƃǫȥǌǉŔƃʋȶɭǫȥʋǠơǫɭ˪ȥŔȥƃǫŔȍƎơƃǫɽǫȶȥ࢚ȟŔȇǫȥǌǫȥʋǠơǠȶʠɽơ࢚
hold.
þbǠŔɽʋŔǫȍȶɭơƎʋȶʋǠơɽɢơƃǫ˪ƃȥơơƎɽŔȥƎƃȶȥʋơˉʋȶǉʋǠơŹơȥơ˪ƃǫŔ࢚
ɭǫơɽࡷ ǉȶɭ ơˉŔȟɢȍơ ǠŔȇǠɭŔ ʋɭŔǫȥǫȥǌ ǫȥ ĪŔƎȶƎŔɭŔࡷ zȥƎǫʽǫƎʠŔȍ
ơȥʋɭơɢɭơȥơʠɭɽǠǫɢ ˁŔɽ ǫƎơȥʋǫ˪ơƎ ŔȥƎ ơȥƃȶʠɭŔǌơƎࡷ ǉʠȥƎǫȥǌ ŔȥƎ
ȥʠŔȥƃơƎɽʠɢɢȶɭʋˁŔɽɢɭȶʽǫƎơƎŔʋɽơʋʠɢɽʋŔǌơʋȶơȥʋơɭɢɭǫɽơɽࡲ
%ơȥơ˪ƃǫŔɭǫơɽ ǠŔʽơ ɭơƃǫɢɭȶƃŔʋơƎ Źˊ ʽȶȍʠȥʋơơɭǫȥǌ ʋȶ ǉʠɭʋǠơɭ þbࡶɽ
ǫȥʋơɭʽơȥʋǫȶȥɽ Źˊ ȟȶŹǫȍǫ˖ǫȥǌ ȶʋǠơɭ ˁȶȟơȥ ŔȥƎ ɽɢɭơŔƎǫȥǌ ŔˁŔɭơ࢚
ness in the community, demonstrating that the program met the
ƃȶȟȟʠȥǫʋˊࡶɽȥơơƎɽࡲ
þǠơ ˁȶȟơȥ Źơȥơ˪ƃǫŔɭǫơɽ ɢơɭƃơǫʽơƎ Ŕȥ ǫȥƃɭơŔɽơ ǫȥ ʋǠơǫɭ ɽȶƃǫŔȍ
ɽʋŔʋʠɽࡲ þǠǫɽ ˁŔɽ Ŕȍɽȶ ƎǫɽɢȍŔˊơƎ ʋǠɭȶʠǌǠ ˁȶȟơȥ ɢȍŔˊǫȥǌ Ŕƃʋǫʽơ
roles in their community, like participation in School Committees,
áŔȥƃǠŔˊŔʋ ƃȶȟȟǫʋʋơơɽ ŔȥƎ Ǝɭǫʽǫȥǌ Ǝơƃǫɽǫȶȥɽ ȶȥ ơƎʠƃŔʋǫȶȥ
ɽŔȥǫʋŔʋǫȶȥŔȥƎơʽơȥȍǫʽơȍǫǠȶȶƎƃɭơŔʋǫȶȥǫȥʋǠơǫɭƃȶȟȟʠȥǫʋǫơɽࡲ
áɭȶǌɭŔȟ¥ŔʽˊŔࢫɽƎơɽǫǌȥŔȥƎǫȟɢȍơȟơȥʋŔʋǫȶȥŔʠǌȟơȥʋʋǠơȥŔʋǫȶȥ࢚
ŔȍƎơʽơȍȶɢȟơȥʋȶŹǿơƃʋǫʽơɽŔȍǫǌȥơƎʋȶʋǠơò7eɽȶǉơȥŔŹȍǫȥǌŔƃƃơɽɽ
ʋȶȟǫƃɭȶ˪ȥŔȥƃơŔȥƎǫȟɢɭȶʽǫȥǌȍǫʽơȍǫǠȶȶƎɽŹˊƃɭơŔʋǫȥǌòơȍǉqơȍɢ
eɭȶʠɢɽ ࢎòqeɽ ʠȥƎơɭ ʋǠơ ¥ŔʋǫȶȥŔȍ èʠɭŔȍ ǫʽơȍǫǠȶȶƎ ¡ǫɽɽǫȶȥ
(NRLM).
þǠơɢɭȶǿơƃʋơʽǫƎơȥƃơƎȍȶȥǌʋơɭȟɢŔɭʋȥơɭɽǠǫɢˁǫʋǠȶʋǠơɭeȶʽơɭȥ࢚
ȟơȥʋ ǌơȥƃǫơɽ ŔȥƎ ɽƃǠơȟơɽ ǉȶɭ ʋǠơ ɽʠɽʋŔǫȥŔŹȍơ ǫȟɢŔƃʋ ȶǉ ʋǠơ
ɢɭȶǿơƃʋɽࡲ

Going Forward
ĭǫʋǠʋǠơǫȥʋɭȶƎʠƃʋǫȶȥȶǉþǠơ-ȶȟɢŔȥǫơɽࢎ-òèáȶȍǫƃˊȟơȥƎȟơȥʋèʠȍơɽࠁ߿࢚ࠁࠀǫʋǫɽɽʠǌǌơɽʋơƎ
ʋȶɢȍŔȥʋǠơɢɭȶǌɭŔȟŔƃʋǫʽǫʋǫơɽŔɽʋǠơŔȥȥʠŔȍŔƃʋǫȶȥɢȍŔȥࡲ
ĭǫʋǠʋǠơɢȶɽʋ-ȶʽǫƎǉȶƃʠɽŹơǫȥǌȶȥʋǠơɭơɽʠɭǌơȥƃơȶǉʋǠơơƃȶȥȶȟˊǫʋǫɽɽʠǌǌơɽʋơƎʋȶȟŔɢʋǠơ
ʽŔɭǫȶʠɽǫȥǫʋǫŔʋǫʽơɽʋŔȇơȥŹˊʋǠơeȶʽơɭȥȟơȥʋȶȥɽȇǫȍȍƎơʽơȍȶɢȟơȥʋŔȥƎȍǫʽơȍǫǠȶȶƎɢɭȶǌɭŔȟɽࡲ
7ơɽǫǌȥǫȥǌɢɭȶǌɭŔȟɽŹŔɽơƎȶȥʋǠơȥơˁɢɭȶƎʠƃʋɽˁǫȍȍƃȶȥʋɭǫŹʠʋơʋȶʋǠơǠǫǌǠơɭǫȟɢŔƃʋȶǉþb
ǫȥʋơɭʽơȥʋǫȶȥɽࡲ
ȍǫǌȥǫȥǌʋǠơȍȶȥǌ࢚ʋơɭȟǫȟɢŔƃʋʋȶʋǠơò7eŔȥƎ¥ŔʋǫȶȥŔȍzȥƎǫƃŔʋȶɭbɭŔȟơˁȶɭȇࢎ¥zbˁǫȍȍƃȶȥʋɭǫŹ࢚
ʠʋơɽǫǌȥǫ˪ƃŔȥʋȍˊʋȶʋǠơȥŔɭɭŔʋǫʽơȶǉŹʠɽǫȥơɽɽɭơɽɢȶȥɽǫŹȍˊŔȥƎơȥǠŔȥƃơʋǠơȟŔȥƎŔʋȶɭˊ%èòè
disclosures.
7ơʽơȍȶɢǫȥǌŔ˪ʽơ࢚ˊơŔɭɭȶŔƎȟŔɢˁǫʋǠȟơŔɽʠɭŔŹȍơɽȶƃǫŔȍǫȥƎǫƃŔʋȶɭɽˁǫȍȍŹơǠơȍɢǉʠȍǉȶɭȶʋǠơɭ
compliance disclosures, including ESG.

CHAPTER

Project Navya
The objective of Program Navya
Apollo Tyres started skill-building and income generation
programme to address the problem of poverty and poor social
status of women in the community by setting up self-help groups
or strengthening existing SHGs. The main objective of Project
¥ŔʽˊŔ ǫɽ ʋȶ Źɭǫȥǌ ʋǠơ Źơȥơ˪ƃǫŔɭǫơɽ ࢎˁȶȟơȥ ŔŹȶʽơ ʋǠơ ɢȶʽơɭʋˊ
line by providing income-generating assets to them through
bank credit and government subsidy.

Recognizing Social Responsibility

þǠơȥơơƎŔɽɽơɽɽȟơȥʋƃȶȥƎʠƃʋơƎŹˊþbࢎȥȥơˉࠀǠǫǌǠȍǫǌǠʋɽʋǠơ
low economic status with limited options for income generation in
the project sites. Bluesky validated the scope and operation of
Program Navya by analyzing the Socio-Economic Caste Census
òʠɭʽơˊࢎòF--ࠁ߿ࠀࠀƎŔʋŔࡲ

Vadodara

Kottayam

The histogram below shows that majority of villages
had a very high proportion of households with low
ȟȶȥʋǠȍˊǫȥƃȶȟơࢎऒz¥èࠄ߿߿߿ɢơɭȟȶȥʋǠŔȟȶȥǌʋǠơ
towns that were a part of the intervention cohort in
ĪŔƎȶƎŔɭŔ ࢎŹŔɽơƎ ȶȥ ࠇ߿ ʽǫȍȍŔǌơɽ ƎŔʋŔ ˁǠơɭơ þb
ǫȥʋơɭʽơȥʋǫȶȥ ȶƃƃʠɭɭơƎ Ŕɽ ŔʽŔǫȍŔŹȍơ ǫȥ òF-- ࠁ߿ࠀࠀ
ƃơȥɽʠɽࡲ
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Activity 1
SHG/Livelihood group
formation and strengthening

Program Navya, through its various activities, provided women in self-help groups training on
˪ȥŔȥƃǫŔȍȍǫʋơɭŔƃˊŹȶȶȇȇơơɢǫȥǌƎȶƃʠȟơȥʋŔʋǫȶȥŔȥƎȶʋǠơɭɽࡲĭȶȟơȥˁơɭơŔȍɽȶǫȥʋɭȶƎʠƃơƎʋȶƎơŔȍ
with social issues like domestic violence and gender rights. The project actively helped women
set up new SHGs or strengthen the existing SHG.
The program design and activities of Program Navya are closely
modelled on The Deendayal
ȥʋˊȶƎŔˊŔĵȶǿŔȥŔ࢚¥ŔʋǫȶȥŔȍèʠɭŔȍǫʽơȍǫǠȶȶƎɽ¡ǫɽɽǫȶȥࢎ7ĵ¥è¡ࡲþǠơ7ĵ¥è¡ɽƃǠơȟơɽơơȇɽʋȶ
ɭơŔƃǠȶʠʋʋȶŔȍȍɢȶȶɭɭʠɭŔȍǠȶʠɽơǠȶȍƎɽŔȥƎǫȟɢŔƃʋʋǠơǫɭȍǫʽơȍǫǠȶȶƎɽɽǫǌȥǫ˪ƃŔȥʋȍˊŹˊࠁ߿ࠁࠃࠁࠄࡲþǠơ
Scheme aims to engage one woman member from each poor rural family into Self Help Groups
ࢎòqeɽʋǠơǫɭʋɭŔǫȥǫȥǌŔȥƎƃŔɢŔƃǫʋˊŹʠǫȍƎǫȥǌǉŔƃǫȍǫʋŔʋǫȥǌʋǠơǫɭȟǫƃɭȶ࢚ȍǫʽơȍǫǠȶȶƎɽɢȍŔȥɽŔȥƎơȥŔŹȍǫȥǌ
ʋǠơȟʋȶǫȟɢȍơȟơȥʋʋǠơǫɭȍǫʽơȍǫǠȶȶƎɽɽʋɭŔʋơǌǫơɽʋǠɭȶʠǌǠŔƃƃơɽɽǫȥǌ˪ȥŔȥƃǫŔȍɭơɽȶʠɭƃơɽǉɭȶȟʋǠơǫɭ
institutions and banks.
þbƃȶȍȍŔŹȶɭŔʋơƎˁǫʋǠeʠǿŔɭŔʋǫʽơȍǫǠȶȶƎáɭȶȟȶʋǫȶȥ-ȶȟɢŔȥˊࢎŔǌȶʽơɭȥȟơȥʋơȥʋơɭɢɭǫɽơơȥǌŔǌơƎ
ǫȥòqeǉȶɭȟŔʋǫȶȥ¥ŔʋǫȶȥŔȍèʠɭŔȍǫʽơȍǫǠȶȶƎ¡ǫɽɽǫȶȥʋȶǉʠɭʋǠơɭʋǠơȟǫɽɽǫȶȥȶǉòqeǉȶɭȟŔʋǫȶȥ

SHG formation, their access to credit is among the essential National Indicators being tracked as part of
India's progress on SDGs by Niti Aayog.

Vadodara

Kottayam

In Kottayam, women
were already organized
into SHGs under the
State Government's
Kudumbasree Program.

In 2014, these groups
were further mobilized
into livelihood training
and enterprise
formation.

Since early 2009, ATF
started mobilizing
women into SHGs in
Vadodara.

6,513 Women were mobilized into
forming 519 SHGs, as shown in the

960 Women

in 41 Groups
Źơȥơ˪ʋʋơƎǉɭȶȟáɭȶǿơƃʋ¥ŔʽˊŔ
as shown in the table below.

table below.

ATF year of
Intervention
ࠁ߿߿ࠈ
ࠁ߿ࠀࠀ
ࠁ߿ࠀࠁ
ࠁ߿ࠀࠅ
ࠁ߿ࠀࠆ
ࠁ߿ࠀࠇ
ࠁ߿ࠀࠈ
ࠁ߿ࠁ߿
Grand Total

Number
of
villages
covered
ࠀ
ࠁ
ࠃ
ࠈ
ࠈ
ࠁࠈ
ࠃࠈ
ࠀࠄ
118

No of SHGs
formed

No of women in
SHGs

ࠀࠃ
ࠁࠅ
ࠂࠃ
ࠄࠀ
ࠄ߿
ࠀࠂࠆ
ࠀࠇࠀ
ࠁࠅ
519

ATF worked with
existing cooperatives
to mobilize women into
livelihood groups

ATF year of
intervention
ࠁ߿ࠀࠄ
ࠁ߿ࠀࠅ
ࠁ߿ࠀࠆ
ࠁ߿ࠀࠇ
ࠁ߿ࠀࠈ

ࠁࠃࠆ
ࠂࠅࠅ
ࠃࠅࠁ
ࠅࠆࠅ
ࠅࠁࠄ
ࠀࠆ߿ࠂ
ࠁࠀࠃࠂ
ࠁࠈࠀ
6513

ࠁ߿ࠁ߿
Grand Total

Ward
No.
ࠄࠆ
ࠂࠅ
ࠈࠀࠁࠀࠃ
ࠀࠁࠀ߿
ࠃ
ࠈ

No of groups
ࠇ
ࠇ
ࠀࠀ
ࠀࠁ
ࠁ
ࢎơˉǫɽʋǫȥǌ
ǌɭȶʠɢɽ
41

Total Outreach
ࠀࠅ߿
ࠀࠅ߿
ࠁࠁ߿
ࠂࠆ߿
ࠃ߿
ࠀ߿
960

Activity 2
Livelihood Training and Income Generation

The Program Navya provided the following training programs:
Non-farm training - vocational skills such as apparel making, nursing, khakhra making, sanitary
ȥŔɢȇǫȥȟŔȇǫȥǌɭʠŹŹơɭɽǠơơʋȟŔȇǫȥǌŔɢǫƃʠȍʋʠɭơࢎǠȶȥơˊȟŔȇǫȥǌȟʠɽǠɭȶȶȟƃʠȍʋǫʽŔʋǫȶȥŔɩʠŔƃʠȍ࢚
ture, jackfruit processing, among others.
bŔɭȟ࢚ŹŔɽơƎ ʋɭŔǫȥǫȥǌ ࢚ ǫȟɢɭȶʽơƎ ǉŔɭȟǫȥǌ ŔȥƎ ɽƃǫơȥʋǫ˪ƃ ŔǌɭǫƃʠȍʋʠɭŔȍ ɢɭŔƃʋǫƃơɽࡲ %Ŕɽǫƃ ʋɭŔǫȥǫȥǌ
related to seed selection, soil testing, organic compost making, organic farming practices, among
others, were delivered.
ǫʽơɽʋȶƃȇƃŔɭơȟŔȥŔǌơȟơȥʋʋɭŔǫȥǫȥǌ࢚Ŕɭʋǫ˪ƃǫŔȍǫȥɽơȟǫȥŔʋǫȶȥɽơɭʽǫƃơɽȶɭǌŔȥǫ˖ǫȥǌǫȥǉơɭʋǫȍǫʋˊƃŔȟɢɽ
and vaccination camps, disease management, ration balancing, clean milk production, among
others.
ȥȥơˉʠɭơࠁɢɭȶʽǫƎơɽŔȍǫɽʋȶǉzȟɢȍơȟơȥʋǫȥǌɢŔɭʋȥơɭɽʋǠŔʋþbơȥǌŔǌơƎǫȥƃȶȥƎʠƃʋǫȥǌʋǠơɽȇǫȍȍʋɭŔǫȥǫȥǌࡲ
Details on training and attendees since the start of the intervention in Vadodara and Kottayam geographies
conducted under Program Navya are detailed below:

Vadodara
ATF year of
No of
No of the
intervention livelihood
Źơȥơ˪ƃǫŔɭǫơɽ
training
trained
2011-12
3
ࠀࠀࠂ
2016
ࠀ
ࠄࠅ
2017
ࠁࠃ
ࠀࠁ߿
2018
ࠀࠂࠅ
ࠁࠁࠅ
2019
ࠀࠃࠆ
ࠃࠇࠂ
2020
ࠆࠁࠇ
ࠁࠂ߿ࠀ
Grand Total
1039
3299

Kottayam
ATF year of
No of
intervention livelihood
training
ࠀ3
2015-2016
ࠀࠁ
2016-2017
ࠁࠇ
2017-2018
ࠁࠆ
2018-2019
ࠀࠇ
2019-2020
ࠁ
2020-2021
Grand Total 100

No of the
Źơȥơ˪ƃǫŔɭǫơɽ
trained
ࠀࠅ߿
ࠀࠅ߿
ࠀࠄ߿
ࠁࠈ߿
ࠁࠄ
ࠀ߿
795

Activity 3
Linkages with government schemes to improve the socio-economic
ɽʋŔʋʠɽȶǉʋǠơŹơȥơ˪ƃǫŔɭǫơɽ

áɭȶǌɭŔȟ¥ŔʽˊŔȍǫȥȇɽŹơȥơ˪ƃǫŔɭǫơɽˁǫʋǠʽŔɭǫȶʠɽǌȶʽơɭȥȟơȥʋɽƃǠơȟơɽʋȶǠŔʽơŔȟʠȍʋǫɢȍǫơɭơǉǉơƃʋࡲþǠơŹơȥơ˪࢚
ciaries were also linked with the market and service sector for employment. As a result of this initiative,
trained women started their businesses, provided employment opportunities and supported their families

Vadodara
ࠂࠂࠄࠅ%ơȥơ˪ƃǫŔɭǫơɽ in the 118 Villages
of Vadodara district were linked with one or
more of the following government schemes:
áɭŔƎǠŔȥ¡ŔȥʋɭǫŔȥ7ǠŔȥˊȶǿŔȥŔࢎá¡7ĵ
zȥƎǫɭŔeŔȥƎǠǫ¥ŔʋǫȶȥŔȍĭǫƎȶˁáơȥɽǫȶȥòƃǠơȟơࢎze¥ĭáò
under National Social Assistance Programme,
¡ǫȥǫɽʋɭˊȶǉĭȶȟơȥॷ-ǠǫȍƎ7ơʽơȍȶɢȟơȥʋ
áɭŔƎǠŔȥ¡ŔȥʋɭǫčǿǿˁŔȍŔĵȶǿŔȥŔࢎá¡čĵ
¥ŔʋǫȶȥŔȍbȶȶƎòơƃʠɭǫʋˊƃʋࢎ¥bòeȶʽơɭȥȟơȥʋȶǉzȥƎǫŔ
¡ŔǠŔʋȟŔeŔȥƎǠǫ¥ŔʋǫȶȥŔȍèʠɭŔȍFȟɢȍȶˊȟơȥʋeʠŔɭŔȥʋơơ
ƃʋࢎ¡e¥èFe
ATMA - Agricultural Technology Management agency
7ǫɽʋɭǫƃʋ-ǠǫȍƎɢɭȶʋơƃʋǫȶȥʠȥǫʋɽࢎ7-áčĪŔƎȶƎŔɭŔ
PM Kisan Samman Nidhi Yojana
¥è¡࢚¥ŔʋǫȶȥŔȍèʠɭŔȍǫʽơȍǫǠȶȶƎ¡ǫɽɽǫȶȥ
þǠơ ǌɭǫƃʠȍʋʠɭơ bŔɭȟơɭɽ ĭơȍǉŔɭơ ŔȥƎ -ȶ࢚ȶɢơɭŔʋǫȶȥ
Department of Gujarat Govt
Fodder Development Scheme
èŔɽʋɭǫˊŔɭǫɽǠǫĪǫȇŔɽĵȶǿŔȥŔࢎèĪĵ
ǌɭǫƃʠȍʋʠɭŔȍ¡ŔƃǠǫȥơɭˊɽƃǠơȟơࢎeèࠃ
¥%è7࢚¡F7áॷF7áòƃǠơȟơ
MGVCL-Madhya Gujarat Vij Company Ltd
Kuvarbai Nu Mamoru
Poultry Farming Scheme
Palak Matapita Yojna

Kottayam
zȥĪŔ˖ǠȶȶɭáŔȥƃǠŔˊŔʋ105

Women part
11 Livelihood Groups were linked

of
with the loan and/or subsidy providing
schemes under Agri-Business Ventures of
Kudumbasree, Govt. of Kerala, Agriculture
Technology Management Agency.
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The Bluesky Impact Assessment
Methodology is based on

ISO 26000: Guidance on Social Responsibility,
NGRBC,
The Companies Act 2013 &
UNSDG

òʋŔȇơǠȶȍƎơɭòŔȟɢȍǫȥǌ
bơơƎŹŔƃȇòʠɭʽơˊɽ

Alignment with National & International Standards
The Companies Act 2013
þǠơáɭȶǌɭŔȟ¥ŔʽˊŔzȥʋơɭʽơȥʋǫȶȥɽŔȍǫǌȥɽʋȶʋǠơòơƃ࢚ࠀࠂࠄȶǉࡶþǠơ-ȶȟɢŔȥǫơɽƃʋǫȥʋǠơŔɭơŔȶǉ
áɭȶȟȶʋǫȥǌơƎʠƃŔʋǫȶȥǫȥƃȍʠƎǫȥǌɽɢơƃǫŔȍơƎʠƃŔʋǫȶȥŔȥƎơȟɢȍȶˊȟơȥʋơȥǠŔȥƃǫȥǌʽȶƃŔʋǫȶȥɽȇǫȍȍɽ
ơɽɢơƃǫŔȍȍˊŔȟȶȥǌƃǠǫȍƎɭơȥˁȶȟơȥơȍƎơɭȍˊŔȥƎʋǠơƎǫǉǉơɭơȥʋȍˊ࢚ŔŹȍơƎŔȥƎȍǫʽơȍǫǠȶȶƎơȥǠŔȥƃơ࢚
ȟơȥʋɢɭȶǿơƃʋɽࡲ
áɭȶȟȶʋǫȥǌǌơȥƎơɭơɩʠŔȍǫʋˊơȟɢȶˁơɭǫȥǌˁȶȟơȥࡲŔȥƎȟơŔɽʠɭơɽǉȶɭɭơƎʠƃǫȥǌǫȥơɩʠŔȍǫʋǫơɽ
ǉŔƃơƎŹˊɽȶƃǫŔȍȍˊŔȥƎơƃȶȥȶȟǫƃŔȍȍˊŹŔƃȇˁŔɭƎǌɭȶʠɢɽࡲ

ISO 26000: Guidance on Social Responsibility
zò¶ࠁࠅ߿߿߿ƃȶɭơɽʠŹǿơƃʋ࢚-ȶȟȟʠȥǫʋˊǫȥʽȶȍʽơȟơȥʋŔȥƎƎơʽơȍȶɢȟơȥʋࡲ
FȟɢȍȶˊȟơȥʋƃɭơŔʋǫȶȥŔȥƎɽȇǫȍȍɽŔɽŔȥǫɽɽʠơŔɭơŔƎƎɭơɽɽơƎǫȥʋǠǫɽƃȶɭơɽʠŹǿơƃʋࡲ
ɽɢơɭzò¶ࠁࠅ߿߿߿ơȟɢȍȶˊȟơȥʋǫɽŔȥǫȥʋơɭȥŔʋǫȶȥŔȍȍˊɭơƃȶǌȥǫ˖ơƎȶŹǿơƃʋǫʽơɭơȍŔʋơƎʋȶơƃȶȥȶȟǫƃ
ŔȥƎ ɽȶƃǫŔȍ Ǝơʽơȍȶɢȟơȥʋࡲ Ŕɭǌơ ŔȥƎ ɽȟŔȍȍ ȶɭǌŔȥǫ˖Ŕʋǫȶȥɽ ƃŔȥ ɭơƎʠƃơ ɢȶʽơɭʋˊ ŔȥƎ ɢɭȶȟȶʋơ
ơƃȶȥȶȟǫƃŔȥƎɽȶƃǫŔȍƎơʽơȍȶɢȟơȥʋŹˊƃɭơŔʋǫȥǌơȟɢȍȶˊȟơȥʋࡲ
òȇǫȍȍɽƎơʽơȍȶɢȟơȥʋǫɽŔȥơɽɽơȥʋǫŔȍƃȶȟɢȶȥơȥʋȶǉơȟɢȍȶˊȟơȥʋɢɭȶȟȶʋǫȶȥŔȥƎŔɽɽǫɽʋɽɢơȶɢȍơ
ǫȥɽơƃʠɭǫȥǌƎơƃơȥʋŔȥƎɢɭȶƎʠƃʋǫʽơǿȶŹɽŔȥƎǫɽʽǫʋŔȍʋȶơƃȶȥȶȟǫƃŔȥƎɽȶƃǫŔȍƎơʽơȍȶɢȟơȥʋࡲ

Sustainable Development Goals
þǠơȇơˊȟơŔɽʠɭŔŹȍơɽȶǉáɭȶǿơƃʋ¥ŔʽˊŔŔȍǫǌȥʋȶzȥƎǫŔࢫɽ¥ŔʋǫȶȥŔȍ7ơʽơȍȶɢȟơȥʋzȥƎǫƃŔʋȶɭɽˁǠǫƃǠǫȥʋʠɭȥŔɭơ
ŹŔɽơƎȶȥč¥òʠɽʋŔǫȥŔŹȍơ7ơʽơȍȶɢȟơȥʋeȶŔȍɽࡲ

SDG

Goal 1: End poverty in all its forms everywhere

Goal 5: Achieve gender equality and empower
all women and girls

Targets

National Indicators

ࠀࡲࠂࡪzȟɢȍơȟơȥʋȥŔʋǫȶȥŔȍȍˊ
ࠀࡲࠂࡲࠃࡪ¥ʠȟŹơɭȶǉòơȍǉ࢚qơȍɢeɭȶʠɢɽࢎòqeɽ
ŔɢɢɭȶɢɭǫŔʋơɽȶƃǫŔȍɢɭȶʋơƃʋǫȶȥ
ǉȶɭȟơƎŔȥƎɢɭȶʽǫƎơƎŹŔȥȇƃɭơƎǫʋȍǫȥȇŔǌơ
ɽˊɽʋơȟɽŔȥƎȟơŔɽʠɭơɽǉȶɭŔȍȍ
ǫȥƃȍʠƎǫȥǌ˫ȶȶɭɽŔȥƎŹˊࠁ߿ࠂ߿
ŔƃǠǫơʽơɽʠŹɽʋŔȥʋǫŔȍƃȶʽơɭŔǌơȶǉ
the ɢȶȶɭŔȥƎʋǠơʽʠȍȥơɭŔŹȍơ

ࠄࡲŔࡪčȥƎơɭʋŔȇơɭơǉȶɭȟɽʋȶǌǫʽơ
ˁȶȟơȥơɩʠŔȍɭǫǌǠʋɽʋȶ
ơƃȶȥȶȟǫƃɭơɽȶʠɭƃơɽŔɽˁơȍȍŔɽ
ŔƃƃơɽɽʋȶȶˁȥơɭɽǠǫɢŔȥƎ
ƃȶȥʋɭȶȍȶʽơɭȍŔȥƎŔȥƎȶʋǠơɭ
ǉȶɭȟɽȶǉɢɭȶɢơɭʋˊ˪ȥŔȥƃǫŔȍ
ɽơɭʽǫƃơɽǫȥǠơɭǫʋŔȥƃơŔȥƎ
ȥŔʋʠɭŔȍɭơɽȶʠɭƃơɽʠȥƎơɭ
ȥŔʋǫȶȥŔȍȍŔˁɽ

ࠄࡲŔࡲࠁࡪáɭȶɢȶɭʋǫȶȥȶǉǉơȟŔȍơŔǌɭǫƃʠȍʋʠɭŔȍ
ȍŔŹȶʠɭơɭɽ
ࠄࡲŔࡲࠂࡪĭŔǌơɽȶǉƃŔɽʠŔȍȍŔŹȶʠɭơɭɽࢎǌơȥƎơɭ࢚ˁǫɽơ
ࠄࡲŔࡲࠃࡪǌɭǫƃʠȍʋʠɭŔȍˁŔǌơɽࢎǌơȥƎơɭ࢚ˁǫɽơ
ࠄࡲŔࡲࠄࡪFˉƃȍʠɽǫʽơˁȶȟơȥòqeɽǫȥ%ŔȥȇȍǫȥȇơƎ
SHGs
ࠄࡲŔࡲࠆࡪáơɭƃơȥʋŔǌơȶǉˁȶȟơȥǠŔʽǫȥǌŔȥŔƃƃȶʠȥʋ
ŔʋŔǉȶɭȟŔȍǉǫȥŔȥƃǫŔȍǫȥɽʋǫʋʠʋǫȶȥ

ࠇࡲࠄࡪ%ˊࠁ߿ࠂ߿ŔƃǠǫơʽơǉʠȍȍŔȥƎ
ɢɭȶƎʠƃʋǫʽơơȟɢȍȶˊȟơȥʋŔȥƎ
Ǝơƃơȥʋˁȶɭȇǉȶɭ ŔȍȍˁȶȟơȥŔȥƎ
ȟơȥǫȥƃȍʠƎǫȥǌǉȶɭˊȶʠȥǌ
Goal 8: Promote sustained, inclusive and
ɢơȶɢȍơŔȥƎɢơɭɽȶȥɽˁǫʋǠ
sustainable economic growth, full and
ƎǫɽŔŹǫȍǫʋǫơɽŔȥƎơɩʠŔȍɢŔˊǉȶɭ
all
productive employment and decent work for
ˁȶɭȇȶǉơɩʠŔȍʽŔȍʠơ

ࠄࡲŔࡲࠇࡪ¥ȶࡲȶǉŹȶɭɭȶˁơɭɽɢơɭࠀ߿߿߿߿߿
adults(Male & Female ࢚ ˁǫɽơ
ࠇࡲࠄࡲࠂࡪĭŔǌơɽơŔɭȥơƎŹˊȟŔȍơ࢚female in
ɭơǌʠȍŔɭࡸƃŔɽʠŔȍơȟɢȍȶˊȟơȥʋ

Stakeholder Matrix
Interes
t
(+1, 0, 1)

Accoun
tability
(+1, 0, 1)

ࠀࠀࠇʽǫȍȍŔǌơɽǫȥȟŔǫȥȍˊ
Waghodia and Dabhoi block
ȶǉĪŔƎȶƎŔɭŔƎǫɽʋɭǫƃʋऋࠆ
ˁŔɭƎɽȶǉĪŔ˖Ǡȶȶɭ
Panchayat, Kottayam
Ǝǫɽʋɭǫƃʋ

ऋࠀ

0

ऋࠀ

2

CSR Team

qơŔƎ¶ǉ˪ƃơĪŔƎȶƎŔɭŔ and
Kottayam

ऋࠀ

ऋࠀ

ऋࠀ

3

Implementing
áŔɭʋȥơɭɽ

ĪŔƎȶƎŔɭŔ and Kottayam

ऋࠀ

ऋࠀ

ऋࠀ

3

ǫʽơȍǫǠȶȶƎþɭŔǫȥơɭɽ

ĪŔƎȶƎŔɭŔ and Kottayam

ऋࠀ

ऋࠀ

ऋࠀ

3

eȶʽʋȶǉ˪ƃǫŔȍɽ

ĪŔƎȶƎŔɭŔ and Kottayam

ऋࠀ

0

ऋࠀ

2

òơȥǫȶɭơŔƎơɭɽǠǫɢࡸ
CSR Committee

qơŔƎȶǉ˪ƃơ

ऋࠀ

ऋࠀ

ऋࠀ

3

Details of
stakeholder

Location

%ơȥơ˪ƃǫŔɭˊòʋŔȇơǠȶȍƎơɭɽ

ĭȶȟơȥɭơɽǫƎơȥʋɽ
ࢎĪŔƎȶƎŔɭŔऋĭȶȟơȥ
ǉŔȟǫȍˊȟơȟŹơɭɽȶǉ
ɭʠŹŹơɭʋŔɢɢơɭɽ
ࢎȶʋʋŔˊŔȟ

FˉơƃʠʋǫȥǌòʋŔȇơǠȶȍƎơɭɽ
ࢎ¡ŔȥŔǌơȟơȥʋࡪ
eɭȶʠɢࡸǫȥƎǫʽǫƎʠŔȍɭơɽɢȶȥɽǫŹȍơ
ǉȶɭmanaging the execution
FˉơƃʠʋǫȥǌòʋŔȇơǠȶȍƎơɭɽ
ࢎáŔɭʋǫƃǫɢŔȥʋɽࡪ
eɭȶʠɢࡸǫȥƎǫʽǫƎʠŔȍɭơɽɢȶȥɽǫŹȍơ
ǉȶɭɢɭȶǿơƃʋơˉơƃʠʋǫȶȥ

Category of Stakeholder

¶ʽơɭɽǫǌǠʋࢎòɢȶȥɽȶɭࡪ
eɭȶʠɢࡸǫȥƎǫʽǫƎʠŔȍɭơɽɢȶȥɽǫŹȍơ
ǉȶɭȶʽơɭɽǫǌǠʋŔȥƎ
ɽɢȶȥɽȶɭɽǠǫɢࡲ

Stakeholder
importance

zȥ˫ʠơȥƃơ
(+1, 0, -1)

CHAPTER

Impact Assessment

ĪŔɭǫȶʠɽɽʋʠƎǫơɽȶȥ˪ȥŔȥƃǫŔȍǫȥƃȍʠɽǫȶȥǠŔʽơơɽʋŔŹȍǫɽǠơƎʋǠŔʋǫȥƃɭơŔɽơƎǠȶʠɽơǠȶȍƎǫȥƃȶȟơƃȶȟŹǫȥơƎˁǫʋǠ
ǫȟɢɭȶʽơƎɽŔʽǫȥǌǠŔŹǫʋɽƃŔȥȍơŔƎʋȶơƃȶȥȶȟǫƃɽʠɽʋŔǫȥŔŹǫȍǫʋˊࡲ

òŔȟɢȍơɽơȍơƃʋǫȶȥ
ࡵzȟɢŔƃʋࡵǉȶɭʋǠǫɽŔɽɽơɽɽȟơȥʋǫɽƎơ˪ȥơƎŔɽʋǠơƎơȍʋŔƃǠŔȥǌơŔǉʋơɭʋǠơ-òèáɭȶǿơƃʋzȥʋơɭʽơȥʋǫȶȥɽࡲqơȥƃơŔ
ȟǫˉơƎ࢚ȟơʋǠȶƎɽŔɢɢɭȶŔƃǠˁŔɽʠɽơƎʋȶƃȶȍȍơƃʋŔȥƎŔȥŔȍˊ˖ơɩʠŔȍǫʋŔʋǫʽơŔȥƎɩʠŔȥʋǫʋŔʋǫʽơƎŔʋŔࡲ
áʠɭɢȶɽǫʽơòŔȟɢȍǫȥǌɢɢɭȶŔƃǠˁŔɽơȟɢȍȶˊơƎʋȶƃȶȥƎʠƃʋǫȥ࢚ƎơɢʋǠǫȥƎǫʽǫƎʠŔȍǫȥʋơɭʽǫơˁɽˁǫʋǠŹơȥơ˪ƃǫŔɭǫơɽ
ȶȥʋǠơơƃȶȥȶȟǫƃŔȥƎɽȶƃǫŔȍǫȟɢŔƃʋȶǉʋǠơɢɭȶǌɭŔȟࡲ
-ȍʠɽʋơɭòŔȟɢȍǫȥǌɢɢɭȶŔƃǠˁŔɽơȟɢȍȶˊơƎǉȶɭȍŔɭǌơ࢚ɽƃŔȍơɩʠŔȥʋǫʋŔʋǫʽơǫȥʋơɭʽǫơˁɽʋȶƃȶȍȍơƃʋƎŔʋŔǉȶɭŔȥŔȍˊ˖࢚
ǫȥǌʋǠơǫȟɢŔƃʋɢơɭƃơɢʋǫȶȥॷŔʋʋǫʋʠƎơȶǉŹơȥơ˪ƃǫŔɭǫơɽŔŹȶʠʋʋǠơɢɭȶǌɭŔȟ

òŔȟɢȍơ-ȶʠȥʋɽ

Vadodara

ȶʋʋŔˊŔȟ

FGDs

6

2

KIIs

11

7

æʠŔȥʋǫʋŔʋǫʽơòʠɭʽơˊɽ

680

76

Vadodara

òʠȟȟŔɭˊȶǉɭơɽɢȶȥƎơȥʋɢɭȶ˪ȍơ
ŹˊŔǌơŔȥƎơƎʠƃŔʋǫȶȥɽʋŔʋʠɽ

0.59%
14.12%

2.06%

0.44%

5.00%

19.71%

27.94%

66.18%

ࠀࠇ࢚ࠂ߿ˊɭɽ

ࠂ߿࢚ࠄ߿ˊɭɽ

36.47%

¶ʽơɭࠄ߿ˊɭɽ

9.71%

17.79%

Illiterate
Literate but no
schooling
1st to 5th
standard
6th to 9th
Standard

ȶʋʋŔˊŔȟ

òʠȟȟŔɭˊȶǉɭơɽɢȶȥƎơȥʋɢɭȶ˪ȍơ
ŹˊŔǌơŔȥƎơƎʠƃŔʋǫȶȥɽʋŔʋʠɽ

ࠅࡲࠄࠇह

ࠂࡲࠈࠄह

ࠂࡲࠈࠄह

ࠁࡲࠅࠂह

߿ࡲ߿߿ह

ࠅࡲࠄࠇह
ࠀࠇ࢚ࠂ߿ˊɭɽ

ࠃ߿ࡲࠆࠈह
ࠄࠁࡲࠅࠂह

ࠂ߿࢚ࠄ߿ˊɭɽ

ࠁࡲࠅࠂह

ࠀࠈࡲࠆࠃह

¶ʽơɭࠄ߿ˊɭɽ

ࠅ߿ࡲࠄࠂह

zȍȍǫʋơɭŔʋơ
ǫʋơɭŔʋơŹʠʋȥȶ
ɽƃǠȶȶȍǫȥǌ
1st to 5th
standard

zȟɢŔƃʋȶǉƃʋǫʽǫʋˊࠀ
òqeࡸbȶɭȟŔʋǫȶȥॷòʋɭơȥǌʋǠơȥǫȥǌȶǉǫʽơȍǫǠȶȶƎeɭȶʠɢ

ࠀࡲbȶɭȟŔʋǫȶȥȶǉĪǫȍȍŔǌơ¶ɭǌŔȥǫ˖Ŕʋǫȶȥɽ
þǠơeȶʽơɭȥȟơȥʋȶǉzȥƎǫŔࡶɽ¥ŔʋǫȶȥŔȍèʠɭŔȍǫʽơȍǫǠȶȶƎ¡ǫɽɽǫȶȥɽơơȇɽʋȶƎơʽơȍȶɢĪǫȍȍŔǌơ¶ɭǌŔȥǫɽŔʋǫȶȥˁǫʋǠ
ŔƃʋǫʽơɢŔɭʋǫƃǫɢŔʋǫȶȥǉɭȶȟòqeȟơȟŹơɭɽǫȥʋǠơƃȶȟȟʠȥǫʋˊࡲþbʋɭŔǫȥơƎŔȥƎȟȶŹǫȍǫ˖ơƎòqeȟơȟŹơɭɽʋȶ
ǉȶɭȟĪǫȍȍŔǌơ¶ɭǌŔȥǫɽŔʋǫȶȥɽŔȥƎɽʠɢɢȶɭʋơƎʋǠơȟˁǠơȥŔȥƎŔɽɭơɩʠǫɭơƎʋȶƎơɽǫǌȥŔƃʋǫʽǫʋǫơɽɭơȍơʽŔȥʋʋȶ
òqeɽࡲ

Vadodara
0%

166,
27%

ƌĞĚŝƚĐŽͲŽƉĞƌĂƟǀĞ

80%

&ĂƌŵĞƌWƌŽĚƵĐĞƌKƌŐĂŶŝƐĂƟŽŶ
School SMC

18%
4%

Panchayat/Area… 1%

73%
Yes

20% 40% 60% 80% 100%

Labour union

No

þǠơŹơȥơ˪ƃǫŔɭˊɽʠɭʽơˊɽǠȶˁơƎʋǠŔʋ27% of
ʋǠơòqeȟơȟŹơɭɽˁơɭơŔȍɽȶɢŔɭʋȶǉŔʋȍơŔɽʋ
ȶȥơƃȶȟȟʠȥǫʋˊ࢚ŹŔɽơƎǫȥɽʋǫʋʠʋǫȶȥ

1%

ȟȶȥǌʋǠơˁȶȟơȥˁǠȶˁơɭơɢŔɭʋȶǉ
ƃȶȟȟʠȥǫʋˊ࢚ŹŔɽơƎȶɭǌŔȥǫ˖Ŕʋǫȶȥɽࡪ

79%

ˁơɭơɢŔɭʋȶǉƃɭơƎǫʋƃȶȶɢơɭŔʋǫʽơ

ࠀࠇहˁơɭơɢŔɭʋȶǉbŔɭȟơɭáɭȶƎʠƃơɭ¶ɭǌŔȥǫɽŔʋǫȶȥ
4%ˁơɭơɢŔɭʋȶǉʋǠơɽƃǠȶȶȍȟŔȥŔǌơȟơȥʋƃȶȟȟǫʋʋơơ

ȶʋʋŔˊŔȟ
zȥĪŔ˖ǠȶȶɭáŔȥƃǠŔˊŔʋࠈ߿हȶǉʋǠơˁȶȟơȥǫȥʋơɭʽǫơˁơƎˁơɭơɢŔɭʋȶǉŔʋȍơŔɽʋʋǠơʠƎʠȟɽǠɭơơ¡ǫɽɽǫȶȥ
ǫȟɢȍơȟơȥʋơƎŹˊʋǠơơɭŔȍŔeȶʽơɭȥȟơȥʋࡲ

10%

Yes
No
90%

ࠁࡲzȟɢɭȶʽơƎơƃȶȥȶȟǫƃɽǫʋʠŔʋǫȶȥ
Vadodara
zȥƃɭơŔɽơƎzȥƃȶȟơࡪ

ǉʋơɭ

%ơǉȶɭơ

ȶǫȥǫȥǌòqe

ȶǫȥǫȥǌòqe

< 5000
߿ह
< 5000
5000 - 10000
10000 - 15000

5000 - 10000
ࠁ߿ह

10000 - 15000
ࠃ߿ह

25%
6%

ࠅ߿ह

15000+
ࠇ߿ह

60%
44%

19%
71%

ࠀ߿߿ह
13%

31%
29%

2%

ɽɽơʋȶˁȥơɭɽǠǫɢࡪ
ɽɽơʋȶˁȥơɭɽǠǫɢǫȥƃɭơŔɽơƎŔǉʋơɭǿȶǫȥǫȥǌòqeࡲþǠơɽơŔɽɽơʋƃŔʋơǌȶɭǫơɽǠŔʽơŹơơȥʋɭŔƃȇơƎǫȥȥŔʋǫȶȥŔȍ
ɽʠɭʽơˊɽɽʠƃǠŔɽʋǠơòF--ࠁ߿ࠀࠀʋȶơɽʋŔŹȍǫɽǠʋǠơǠȶʠɽơǠȶȍƎࡶɽơƃȶȥȶȟǫƃɽǫʋʠŔʋǫȶȥࡲ
¶ˁȥ%Ŕȥȇࡸ-

bǫǌ bǫǌʠɭơ Źơȍȶˁ ɽǠȶˁɽ ʋǠŔʋ
ȥơŔɭȍˊ Ŕȍȍ ˁȶȟơȥ ɭơɽɢȶȥƎơȥʋɽ
ǠŔƎ ȶɢơȥơƎ Ŕ ŹŔȥȇ Ŕƃƃȶʠȥʋࡲ
¡ȶɭơ ʋǠŔȥ ǠŔȍǉ ࢎऑࠄ߿ह ȶǉ ʋǠơ
ˁȶȟơȥ ǠŔƎ ŹȶʠǌǠʋ Ŕ ȟȶŹǫȍơ
ɢǠȶȥơ
ǉȶɭ
ʋǠơȟɽơȍʽơɽ
ɢʠɭƃǠŔɽơƎŔƃȶȍȶʠɭþĪɭơǉɭǫǌơɭŔ࢚
ʋȶɭ ŔȥƎ ʋˁȶࡸ ʋǠɭơơ࢚ˁǠơơȍơɭ
Ŕǉʋơɭǿȶǫȥǫȥǌòqeࡲ

ࠈࠆह

¡ȶŹǫȍơǉȶɭ¶ˁȥɽơȍǉ

ࠄࠃह

-ȶȍȶɭþĪ

ࠇࠈह

èơǉɭǫǌơɭŔʋȶɭ

ࠆࠈह

þˁȶࡸþǠɭơơĭǠơơȍơɭ

ࠈࠁह

-ŔɭࡸơơɢࡸĪŔȥ

 ɽȟŔȍȍ ˊơʋ ȥȶʋ ǫȥɽǫǌȥǫ˪ƃŔȥʋ
ɢơɭƃơȥʋŔǌơ ȶǉ ࠀࠆह ǠŔƎ Ŕȍɽȶ
ŔƃɩʠǫɭơƎǉȶʠɭ࢚ˁǠơơȍơɭɽࡲ

ࠀࠆह

ȶʋʋŔˊŔȟ
zȥƃɭơŔɽơƎzȥƃȶȟơࡪ

zȥʋǠơȶʋʋŔˊŔȟǌơȶǌɭŔɢǠˊŔȍȍʋǠơˁȶȟơȥǫȥʋơɭʽǫơˁơƎˁơɭơɢŔɭʋȶǉŔȍǫʽơȍǫǠȶȶƎǌɭȶʠɢࡲ

%ơǉȶɭơ

ǉʋơɭ

ȶǫȥǫȥǌòqe

<5000

ȶǫȥǫȥǌòqe

94.60%

0%

20%

40%

<5000

5000-10000

ɽɽơʋȶˁȥơɭɽǠǫɢࡪ
þǠơǫȥƃɭơŔɽơǫȥǫȥƃȶȟơǫɽƃȶɭɭȶŹȶɭŔʋ࢚
ơƎŹˊʋǠơɢʠɭƃǠŔɽơȶǉʽŔȍʠŔŹȍơŔɽɽơʋɽ
ŔɭȶʠȥƎ ʋǠơ ǠȶʠɽơǠȶȍƎ ǫȥƎǫʽǫƎʠŔȍ
ŹŔȥȇŔƃƃȶʠȥʋ

60%

80%

100%

10000+

¶ˁȥ%Ŕȥȇࡸ-

ࠈࠇह

¡ȶŹǫȍơǉȶɭ¶ˁȥɽơȍǉ

ࠅࠀह

-ȶȍȶɭþĪ

ࠄࠆह

èơǉɭǫǌơɭŔʋȶɭ

ࠂࠁह

þˁȶࡸþǠɭơơĭǠơơȍơɭ

ࠂ߿ह

-ŔɭࡸơơɢࡸĪŔȥ

ࠂह

Vadodara
áʠɭɢȶɽơɽȶǉʋǠơʋŔȇǫȥǌȍȶŔȥ

FŔɽơȶǉŔƃƃơɽɽʋȶȟǫƃɭȶ࢚ƃɭơƎǫʋࡪ
¥ʠȟŹơɭȶǉþǫȟơɽȶŔȥʽŔǫȍơƎ

þȶòʋŔɭʋࡸòʠɢɢȶɭʋ¶ˁȥ
%ʠɽǫȥơɽɽ

ࠇࠂह

¶ʋǠơɭǠȶʠɽơǠȶȍƎ
expenses

26%

bȶɭbŔȟǫȍˊbʠȥƃʋǫȶȥɽࢎơǌࡲ
¡ŔɭɭǫŔǌơ

74%
Once

ࠇࠁह
ࠀࠃह

þȶɢŔˊòƃǠȶȶȍࡸ-ȶȍȍơǌơbơơɽ࢚
FƎʠƃŔʋǫȶȥ

ࠀࠀह

qȶʠɽơèơɢŔǫɭࡸ-ȶȥɽʋɭʠƃʋǫȶȥ

ࠇह

þȶŹʠˊƃȶȥɽʠȟơɭƎʠɭŔŹȍơɽǉȶɭ
home

ࠂह

More than once

þǠơɽʋŔȇơǠȶȍƎơɭǉơơƎŹŔƃȇʽơɭǫ˪ơƎʋǠŔʋȟȶɽʋ
ȟơȟŹơɭɽŹȶɭɭȶˁơƎȟȶȥơˊǉɭȶȟʋǠơǫɭòqeɽ
ɽơʽơɭŔȍʋǫȟơɽࡲ
ࠈ߿हȶǉʋǠơˁȶȟơȥǠŔƎŔʽŔǫȍơƎȶǉŔȍȶŔȥǉɭȶȟ
ʋǠơǫɭòqeࡲ
bǫǌʠɭơŹơȍȶˁɽǠȶˁɽʋǠŔʋࠁࠅहȶǉʋǠơˁȶȟơȥǠŔƎ
ŔʽŔǫȍơƎʋǠơȍȶŔȥȟȶɭơʋǠŔȥȶȥƃơࡲ

ȶʋʋŔˊŔȟ
þb ƎǫƎ ȥȶʋ ơȥǌŔǌơ ǫȥ òqe ƃɭơŔʋǫȶȥ ǫȥ ȶʋʋŔˊŔȟ ŹơƃŔʠɽơ ȶǉ Ŕ Ǝǫǉǉơɭơȥʋ ɢɭȶǿơƃʋ ȟȶƎơȍࡷ Ǡơȥƃơ òqe Ŕƃʋǫʽǫʋˊ
ɭơȍŔʋơƎɩʠơɽʋǫȶȥɽˁơɭơȥȶʋǫȥɽƃȶɢơǉȶɭʋǠơǌơȶǌɭŔɢǠˊࡲ
qȶˁơʽơɭ ǉɭȶȟ ʋǠơ ǉȶƃʠɽ ǌɭȶʠɢ Ǝǫɽƃʠɽɽǫȶȥɽ ƃȶȥƎʠƃʋơƎ ǫʋ ˁŔɽ ʽơɭǫ˪ơƎ ʋǠŔʋ ˁȶȟơȥ ǠŔƎ ŔʽŔǫȍơƎ ȶǉ ȍȶŔȥɽ
ʋǠɭȶʠǌǠʋǠơʠƎʠȟɽǠɭơơɢɭȶǌɭŔȟȶǉʋǠơɽʋŔʋơǌȶʽơɭȥȟơȥʋɢɭǫȟŔɭǫȍˊʋȶˁŔɭƎɽơȥʋơɭɢɭǫɽơǉȶɭȟŔʋǫȶȥŔȥƎǠȶʠɽơ࢚
ǠȶȍƎơˉɢơȥƎǫʋʠɭơࡲþǠơˊˁơɭơŔˁŔɭơŔȥƎɽŔʋǫɽ˪ơƎˁǫʋǠʋǠơȍȶˁ࢚ǫȥʋơɭơɽʋɭŔʋơɽŔȥƎɭơɢŔˊȟơȥʋʋơɭȟɽࡲ

ࠂࡲzȟɢɭȶʽơȟơȥʋǫȥòȶƃǫŔȍòʋŔʋʠɽࡪ
Vadodara
0%

10%

20%

30%

40%

50%

60%

%ơʋʋơɭòȶƃǫŔȍɽʋŔʋʠɽ

70%

80%

90%

93%

100%

93%

ȶǉ ɭơɽɢȶȥƎơɭɽ ɭơɢȶɭʋơƎ ǠŔʽǫȥǌ ǉơȍʋ
ǫȟɢɭȶʽơȟơȥʋǫȥʋǠơǫɭɽȶƃǫŔȍɽʋŔʋʠɽ

%ơʋʋơɭǠơŔȍʋǠ

ࠄࠇह

ࠂࠀह

ȶǉɭơɽɢȶȥƎơȥʋɽɽŔǫƎʋǠŔʋʋǠơˊơȥǿȶˊơƎ
ŹơʋʋơɭǫȥƃȶȟơŔǉʋơɭǿȶǫȥǫȥǌòqe

%ơʋʋơɭǫȥƃȶȟơ

%ơʋʋơɭơƎʠƃŔʋǫȶȥ

ࠂࠀह

9%

ࠄࠇहɽŔǫƎʋǠơˊơˉɢơɭǫơȥƃơƎŹơʋʋơɭǠơŔȍʋǠ
9%ŹơʋʋơɭơƎʠƃŔʋǫȶȥǉȶɭʋǠơǫɭƃǠǫȍƎɭơȥ

ȶʋʋŔˊŔȟ
0%

20%

40%

60%

80%

ĞƩĞƌŝŶĐŽŵĞ

100%

120%

97%

ĞƩĞƌ^ŽĐŝĂůƐƚĂƚƵƐ

ࠈࠆह ȶǉ ɭơɽɢȶȥƎơȥʋɽ ɽŔǫƎ ʋǠơˊ
ơȥǿȶˊơƎŹơʋʋơɭǫȥƃȶȟơŔȥƎࠆࠃहɽŔǫƎ
ʋǠơǫɭ ɽȶƃǫŔȍ ɽʋŔʋʠɽ ǫȟɢɭȶʽơƎ Ŕǉʋơɭ
ǿȶǫȥǫȥǌʋǠơȍǫʽơȍǫǠȶȶƎɢɭȶǌɭŔȟࡲ

74%

ĞƩĞƌĞĚƵĐĂƟŽŶ

3%

ĞƩĞƌŚĞĂůƚŚ

3%

ࠃࡲzȟɢɭȶʽơƎòŔʽǫȥǌɽࡪ
zȥȍǫʋơɭŔʋʠɭơŔŹȶʠʋɢȶɽǫʋǫʽơȶʠʋƃȶȟơɽȶǉòqeɽȶȥơȶǉʋǠơȶʠʋƃȶȟơɽȶǉòqeȟơȟŹơɭɽǠǫɢǫɽŔɭơǌʠȍŔɭ
ɽŔʽǫȥǌǠŔŹǫʋࡲȥƎʋǠŔʋˁŔɽȶŹɽơɭʽơƎŔȟȶȥǌʋǠǫɽɽŔȟɢȍơŹơȥơ˪ƃǫŔɭˊǌɭȶʠɢʋȶȶࡲþǠơɽʠɭʽơˊɢŔɭʋǫƃǫɢŔȥʋɽ
ŔȍɽȶɽŔˁʋǠơȍǫȥȇŔǌơŹơʋˁơơȥǫȥƃɭơŔɽơƎǫȥƃȶȟơŔȥƎŹơʋʋơɭɽŔʽǫȥǌɽࡲ

Vadodara
ȟȶȥǌʋǠơĪŔƎȶƎŔɭŔɭơɽɢȶȥƎơɭɽˁǠȶƃǠȶɽơࡵŹơʋʋơɭǫȥƃȶȟơࡵŔɽŔȥǫȟɢɭȶʽơȟơȥʋƎʠơʋȶòqeŔǠơŔȍʋǠˊ
ƎǫɽʋɭǫŹʠʋǫȶȥȶǉʠɽŔǌơȶǉʋǠơǫȥƃȶȟơǫɽɽơơȥࡲ

DĞĞƟŶŐŚŽƵƐĞŚŽůĚĞǆƉĞŶƐĞ

77%

^ĂǀŝŶŐƐ

75%

Repaying loans

13%

77%ʋȶˁŔɭƎɽʋǠơǠȶʠɽơǠȶȍƎơˉɢơȥɽơ

ĚƵĐĂƟŽŶ

15%

75%ɢʠʋʋǫȥǌȟȶȥơˊŔˁŔˊǉȶɭɽŔʽǫȥǌɽ

Purchase of…

5%

Purchase of consumer durables… 2%

ȶʋʋŔˊŔȟ
DĞĞƟŶŐŚŽƵƐĞŚŽůĚĞǆƉĞŶƐĞ

77%

^ĂǀŝŶŐƐ

68%

Repaying loans

23%

ĚƵĐĂƟŽŶ

14%

Purchase of asset(land/gold/house/business
related)
Purchase of consumer durables (phone/ TV/
fridge etc)

11%
3%

77%ǠȶʠɽơǠȶȍƎơˉɢơȥɽơ
ࠅࠇहɽŔʽǫȥǌɽ

òʋŔȇơǠȶȍƎơɭǉơơƎŹŔƃȇ
ࡵ¡ˊǠʠɽŹŔȥƎǠŔƎŔɽȟŔɭʋɢǠȶȥơŔȥƎǠơʠɽơƎʋȶǫȥɽʋɭʠƃʋȟơȥȶʋ
ʋȶʋȶʠƃǠǫʋŔɽzȟŔˊɢɭơɽɽʋǠơˁɭȶȥǌŹʠʋʋȶȥƎȶɽȶȟơƎŔȟŔǌơࡲ
ĭǠơȥzŹȶʠǌǠʋŔɽȟŔɭʋɢǠȶȥơȟȶɭơơˉɢơȥɽǫʽơʋǠŔȥǠǫȟȥȶˁǠơ
ƎȶơɽȥȶʋʋȶʠƃǠȟˊɢǠȶȥơŔȥƎȥȶȍȶȥǌơɭʋɭơŔʋɽȟơŔɽŔȥǫƎǫȶʋࡲࡵ
¥ŔˊȥŔ%ơȥáɭơɽǫƎơȥʋòqe
ˊȶʋࠃࠅࠆʋǠɢŔɽɽ

ࢨz%ȶʠǌǠʋ¶ɭȥŔȟơȥʋɽǉȶɭ7ŔʠǌǠʋơɭࡶɽȟŔɭɭǫŔǌơ%ȶʠǌǠʋࠁ࢚ˁǠơơȍơɭ
ˁǫʋǠȟˊȶˁȥơŔɭȥơƎȟȶȥơˊࢩ
òǠŔȟǫȥŔþŔǫȍȶɭ
òʋŔɭþŔǫȍȶɭǫȥǌʠȥǫʋĪŔ˖Ǡȶȶɭ

ࢨzȥƃȶȟơ ǌơȥơɭŔʋơƎ ǉɭȶȟ Źơǫȥǌ Ŕ ɢŔɭʋ ȶǉ ʋǠǫɽ ʠȥǫʋ ࢎȟʠɽǠɭȶȶȟ
ƃʠȍʋǫʽŔʋǫȶȥǠŔɽŹơơȥȟȶɽʋʠɽơǉʠȍǉȶɭɢŔˊǫȥǌʋǠơɽƃǠȶȶȍǉơơɽȶǉ
ȟˊƃǠǫȍƎɭơȥˁǠȶȥȶˁŔʋʋơȥƎɢɭǫʽŔʋơɽƃǠȶȶȍࡲzǉơơȍɢɭȶʠƎŔŹȶʠʋ
ŹơǫȥǌŔŹȍơʋȶƃȶȥʋɭǫŹʠʋơǫȥʋǠǫɽˁŔˊʋȶʋǠơǠȶʠɽơǠȶȍƎࡲࢩ
čɽǠŔ¥ǫʽơƎǠˊŔȟ
࢚¡ʠɽǠɭȶȶȟ-ʠȍʋǫʽŔʋǫȶȥĪŔ˖Ǡȶȶɭ

ࡵþǠơƃɭơƎǫʋƃȶȶɢơɭŔʋǫʽơǠŔɽŔƃǠǫơʽơƎǫʋɽȶŹǿơƃʋǫʽơȶǉơȍǫȟǫȥŔʋǫȥǌ
ʋǠơ ˪ȥŔȥƃơ ƃȶȟɢŔȥǫơɽࡲ þǠơ ˁȶȟơȥ Ŕɭơ ǌơʋʋǫȥǌ Ŕ ʽơɭˊ ǫȥɽʋŔȥʋ
ȍȶŔȥˁǫʋǠƎǫǌȥǫʋˊŔȥƎɽơƃʠɭǫʋˊࡲǉʋơɭʋŔȇǫȥǌŔȍȶŔȥǉɭȶȟɢɭǫʽŔʋơ
˪ȥŔȥƃơƃȶȟɢŔȥǫơɽˁȶȟơȥȍǫʽơƎǫȥŔȥˉǫơʋˊࡷŹʠʋˁǠơȥʋǠơˊʋȶȶȇ
ŔȍȶŔȥǉɭȶȟʋǠơƃȶȶɢơɭŔʋǫʽơʋǠơˊƃȶʠȍƎȍǫʽơǫȥɢơŔƃơࡲþǠơˊǠŔʽơ
ŔǉơơȍǫȥǌȶǉȶˁȥơɭɽǠǫɢˁǫʋǠʋǠơƃȶȶɢơɭŔʋǫʽơࡵ
-ǠŔȟɢŔŹơȥ࢚òqeȟơȟŹơɭ
òǠŔȇʋǫȟơȟŹơɭɽǫȥƃơࠁ߿߿ࠈ

ࢨ%ơǉȶɭơʋǠơɭơˁŔɽŔɽơʽơɭơȟȶȥơʋŔɭˊƃɭǫɽǫɽŔʋǠȶȟơŹʠʋŔǉʋơɭz
ǿȶǫȥơƎʋǠơòqeॷǠŔȇɭŔčȥǫʋzƃŔȥȟŔȇơơȥȶʠǌǠɽŔʽǫȥǌɽʋȶŹʠˊ
ǌȶȍƎơʽơɭˊȟȶȥʋǠŔɽȟˊŔɽɽơʋࢩ
eơơʋŔŹơȥ
ǠŔȇǠɭŔʠȥǫʋȟơȟŹơɭŔȥƎþɭŔǫȥơɭ
ࠂࠄ-ȍŔɽɽࠅɢŔɽɽࡲ

ࢨzȥƃȶȟơǉɭȶȟŹơơ࢚ȇơơɢǫȥǌŔƃʋǫʽǫʋˊǠŔɽǠơȍɢơƎȟơʋŔȇơƃŔɭơȶǉŔ
ȍȶʋ ȶǉ ǠȶʠɽơǠȶȍƎ ơˉɢơȥɽơɽ ɽʠƃǠ Ŕɽ Źʠˊǫȥǌ ǌŔɽ ŔȥƎ ɢŔˊǫȥǌ
ƃǠǫȍƎɭơȥࡶɽɽƃǠȶȶȍǉơơɽࢩ
èŔȟȍŔ%ơơʽǫ
¡ŔƎǠʠɭǫȟŔɢǫŔɭˊĪŔ˖Ǡȶȶɭ

zȟɢŔƃʋȶǉƃʋǫʽǫʋˊࠁ
ǫʽơȍǫǠȶȶƎþɭŔǫȥǫȥǌŔȥƎzȥƃȶȟơeơȥơɭŔʋǫȶȥ

ࠀࡲǫʽơȍǫǠȶȶƎƃɭơŔʋǫȶȥ
Vadodara
ŔþbŔʠǌȟơȥʋơƎŔȥƎǉʠɭʋǠơɭơƎ¥è¡ࢫɽȟǫɽɽǫȶȥǫȥʋǠơĭŔǌǠȶƎǫŔŹȍȶƃȇĪŔƎȶƎŔɭŔŹˊɢɭȶʽǫƎǫȥǌʋǠơǫɭ
˪ơȍƎɭơɽȶʠɭƃơɽࡲ
FŔɭȍǫơɭ òqe ʋɭŔǫȥǫȥǌ ɢɭȶʽǫƎơƎ Źˊ eʠǿŔɭŔʋ ǫʽơȍǫǠȶȶƎ áɭȶȟȶʋǫȶȥ -ȶȟɢŔȥˊ ʋƎ ࢎeá- ˁŔɽ ǌơȥơɭǫƃࡲ ĭǫʋǠ
ɽʠɢɢȶɭʋǉɭȶȟɢȶȍȍȶʋǠơʋɭŔǫȥǫȥǌŹơƃŔȟơǉȶƃʠɽơƎȶȥ˪ȥŔȥƃǫŔȍŔȥƎɽʠɽʋŔǫȥŔŹȍơȍǫʽơȍǫǠȶȶƎɽࡲ

ࡵþǠơòqeȍơʽơȍǫȥʋơɭʽơȥʋǫȶȥˁŔɽǉŔƃǫȥǌŔɽǠȶɭʋŔǌơȶǉɽʋŔǉǉɽŔɽȶȥơȶǉʋǠơȟŔǿȶɭƃǠŔȍȍơȥǌơɽǉȶɭ
eȶʽʋŔǌơȥƃˊࡲ¶ȥȍˊ7ŔȇɽǠŔǫˁŔɽʋǠơòqeþɭŔǫȥơɭࡲɢȶȍȍȶɢɭȶʽǫƎơƎŔƎơɩʠŔʋơǠʠȟŔȥɭơɽȶʠɭƃơɽ
ƎʠơʋȶˁǠǫƃǠŔǌɭơŔʋơɭȥʠȟŹơɭȶǉòqeɽƃȶʠȍƎŹơǉȶɭȟơƎࡲ¡ŔȥˊòqeɽŔɭơɽʋǫȍȍŔƃʋǫʽơƎʠơʋȶ
ɢȶȍȍȶࡶɽƃȶȥɽǫɽʋơȥʋơȥǌŔǌơȟơȥʋˁǫʋǠʋǠơȟࡲ¡ȶɽʋȶǉʋǠơòqeɽǫȥʋǠơĭŔǌǠȶƎǫˊŔŹȍȶƃȇŔɭơŔƃʋǫʽơ
ˁǠơɭơɢȶȍȍȶɽʋŔǉǉɽʠɢɢȶɭʋơƎࡲeá-ˁŔɽʠɽǫȥǌɽʋŔȥƎŔɭƎʋɭŔǫȥǫȥǌȟȶƎʠȍơɽǉȶɭòqeɽˁǠǫƃǠˁŔɽ
ȥȶʋơȥȶʠǌǠࡲɢȶȍȍȶŔȍɽȶɢɭȶʽǫƎơƎŔƎƎǫʋǫȶȥŔȍʋɭŔǫȥǫȥǌɽɢơƃǫŔȍȍˊǉȶƃʠɽơƎȶȥǫʽơȍǫǠȶȶƎࡲeȶʽʋˁŔɽ
ŔŹȍơʋȶɢɭȶʽǫƎơȍǫȟǫʋơƎ˪ȥŔȥƃǫŔȍɽʠɢɢȶɭʋŔȥƎʋǠơɭơˁŔɽŔȍŔƃȇȶǉŔƎƎǫʋǫȶȥŔȍǉʠȥƎǫȥǌࡲɢȶȍȍȶ
Ŕȍɽȶ˪ȍȍơƎʋǠǫɽǌŔɢŹˊɢɭȶʽǫƎǫȥǌŔƎƎǫʋǫȶȥŔȍǉʠȥƎǫȥǌǉȶɭʋǠơȍǫʽơȍǫǠȶȶƎŔƃʋǫʽǫʋǫơɽȶǉʋǠơòqeɽࡲ
þǠơɭơ ˁơɭơ ǌŔɢɽ ǫȥ ʋơɭȟɽ ȶǉ ȟŔɭȇơʋǫȥǌ ȍơʽơȍ ɽʠɢɢȶɭʋ ʋȶ ȍǫʽơȍǫǠȶȶƎ ơȥʋơɭɢɭǫɽơɽ ǉɭȶȟ ʋǠơ
eȶʽơɭȥȟơȥʋˁǠǫƃǠɢȶȍȍȶŔȍɽȶŔʠǌȟơȥʋơƎࡵ
èǫȥŔǫ
ɽɽǫɽʋŔȥʋáɭȶǌɭŔȟ¡ŔȥŔǌơɭ
eʠǿŔɭŔʋǫʽơȍǫǠȶȶƎáɭȶȟȶʋǫȶȥ-ȶȟɢŔȥˊࢎeá-
Ī7¶7è7ǫɽʋɭǫƃʋ7è7ࢎeȶʽʋࡲɭơɢɭơɽơȥʋŔʋǫʽơ

ɢȶȍȍȶࡶɽŔƎƎǫʋǫȶȥŔȍǉȶƃʠɽȶȥzȥƎơɢơȥƎơȥʋơȥʋɭơɢɭơȥơʠɭɽŔȥƎǫȥǫʋǫŔȍɽơʋʠɢɽʠɢɢȶɭʋǠŔȥƎǠȶȍƎǫȥǌŔȥƎȟŔɭȇơʋ࢚
ǫȥǌɽơȍȍǫȥǌʋɭŔǫȥǫȥǌǠơȍɢơƎƃɭơŔʋơȟȶɭơȶɢɢȶɭʋʠȥǫʋˊǉȶɭʋǠơòqeȟơȟŹơɭɽࡲzʋˁŔɽȥȶʋơƎǉɭȶȟʋǠơŹơȥơ˪ƃǫŔɭˊ
ǫȥʋơɭŔƃʋǫȶȥɽ ʋǠŔʋ ʋǠơ ȍȶƃŔȍ ¥e¶ɽ ɽȶʠǌǠʋ ʋǠơǫɭ ǫȥɢʠʋɽ ǉȶɭ ȍǫʽơȍǫǠȶȶƎ ɭơɩʠǫɭơȟơȥʋɽ ŔȥƎ ɽơȍǉ࢚Ŕɽɽơɽɽȟơȥʋ ȶǉ
ơˉǫɽʋǫȥǌɽȇǫȍȍɽŔʋʋǠơŹơǌǫȥȥǫȥǌȶǉʋǠơɢɭȶǌɭŔȟǫȥʋơɭʽơȥʋǫȶȥࡲ
 ɽŔȍǫơȥʋ ǉơŔʋʠɭơ ȶŹɽơɭʽơƎ ŔŹȶʠʋ ǫȥʋơɭʽơȥʋǫȶȥ Ǝơɽǫǌȥ ˁŔɽ ʋǠŔʋ ǫʋ ƎǫƎ ȥȶʋ ǉȶȍȍȶˁ ʋǠơ ࡵȶȥơ࢚ɽǫ˖ơ࢚˪ʋɽ࢚Ŕȍȍࡵ
ŔɢɢɭȶŔƃǠŔƃɭȶɽɽʋǠơʋˁȶǌơȶǌɭŔɢǠǫơɽࡲ
þŔǫȍȶɭǫȥǌɽȇǫȍȍʋɭŔǫȥǫȥǌˁŔɽƃȶȟȟȶȥŔƃɭȶɽɽĪŔƎȶƎŔɭŔŔȥƎȶʋʋŔˊŔȟࡲ
þɭŔǫȥǫȥǌȶȥǠŔȇǠɭŔȟŔȇǫȥǌȶɭǌŔȥǫƃǉŔɭȟǫȥǌˁŔɽȟȶɭơʋʠȥơƎʋȶʋǠơ
ƃʠȍǫȥŔɭˊƃʠȍʋʠɭơŔȥƎȍŔȥƎ࢚ǠȶȍƎǫȥǌɢŔʋʋơɭȥɽǫȥĪŔƎȶƎŔɭŔ
¡ʠɽǠɭȶȶȟƃʠȍʋǫʽŔʋǫȶȥǿŔƃȇǉɭʠǫʋɢɭȶƃơɽɽǫȥǌˁŔɽˁơȍȍɽʠǫʋơƎʋȶʋǠơȥơơƎɽŔȥƎ
ɭơɽȶʠɭƃơɽȶǉȶʋʋŔˊŔȟŹơȥơ˪ƃǫŔɭǫơɽࡲ

ࡵþǠơ ǫȟɢȍơȟơȥʋǫȥǌ ¥e¶ ƃȶȥƎʠƃʋơƎ ʋǠơ ŹŔɽơȍǫȥơ ɽʠɭʽơˊ ŔȥƎ
ǫȥʋơɭʽǫơˁơƎ ࠁ߿ ˁȶȟơȥ ȶʠʋ ȶǉ ˁǠǫƃǠ ࠀ߿ ŹơƃŔȟơ ɢŔɭʋ ȶǉ ʋǠơ
þŔǫȍȶɭǫȥǌʠȥǫʋࡲȍȍʋǠơࠀ߿ˁȶȟơȥǠŔƎŔȇơơȥǫȥʋơɭơɽʋŔȥƎɽȶȟơ
ɢɭǫȶɭ ơˉɢȶɽʠɭơ ʋȶ ʋŔǫȍȶɭǫȥǌ ŹŔɽơƎ ȶȥ ˁǠǫƃǠ ʋǠơˊ ɽʋŔɭʋơƎ ʋȶ
ƃȶȟơʋȶǌơʋǠơɭʋȶˁȶɭȇŔɽŔʠȥǫʋࡵ
be7ɢŔɭʋǫƃǫɢŔȥʋɽ
òʋŔɭþŔǫȍȶɭǫȥǌȶʋʋŔˊŔȟࡲ

þǠơŹơȥơ˪ƃǫŔɭˊǫȥʋơɭŔƃʋǫȶȥɽŔȍɽȶɭơʽơŔȍơƎʋǠŔʋþbǠŔƎɢɭȶʽǫƎơƎʽơɭˊȥʠŔȥƃơƎƃʠɽʋȶȟǫ˖ơƎɽʠɢɢȶɭʋʋȶˁȶȟơȥ
ƎʠɭǫȥǌʋǠơȍơȥǌʋǠȶǉǫʋɽŔɽɽȶƃǫŔʋǫȶȥˁǫʋǠŹơȥơ˪ƃǫŔɭǫơɽˁǠơȥɽơʋʋǫȥǌʠɢơǫʋǠơɭơȥʋơɭɢɭǫɽơɽȶɭʽǫȍȍŔǌơȶɭǌŔȥǫ˖Ŕ࢚
ʋǫȶȥɽࡲȟȶȥǌʋǠơࠁȇǠŔȇǠɭŔʠȥǫʋɽǫȥʋơɭʽǫơˁơƎˁǠǫȍơʋǠơɽʠɢɢȶɭʋǉȶɭʋɭŔǫȥǫȥǌŔȥƎơȥŔŹȍǫȥǌbòòzȍǫƃơȥɽơˁơɭơ
ƃȶȟȟȶȥɽɢơƃǫ˪ƃɽʠɢɢȶɭʋơˉŔȟɢȍơɽŹŔɽơƎȶȥʋǠơŹơȥơ˪ƃǫŔɭˊƃȶȥʋơˉʋˁơɭơȶŹɽơɭʽơƎࡪ

qơȟʠ%ơȥࡶɽ
ǠŔȇǠɭŔčȥǫʋ

òʠɢɢȶɭʋ

¡ȶȥơʋŔɭˊɽʠɢɢȶɭʋʋȶ
ɭơȥȶʽŔʋơǠơɭȶȍƎǠȶʠɽơ
ǉȶɭʠɽơŔɽǠŔȇǠɭŔʠȥǫʋ
áɭȶʽǫɽǫȶȥȶǉǫȥǌɭơƎǫơȥʋɽʋȶ
ȟŔȇơʋǠơ˪ɭɽʋŹŔʋƃǠȶǉ
ǠŔȇǠɭŔɽࠄˁȶȟơȥ
ŔɽɽȶƃǫŔʋơƎˁǫʋǠǫʋơŔɭȥǫȥǌ
ȟȶȥʋǠȍˊˁŔǌơɽǫȥʋǠơ
ɭŔȥǌơȶǉz¥èࠁ߿߿߿ࠄ߿߿߿

ȟŔȥƎŔ
ǠŔȇǠɭŔčȥǫʋ
áɭȶʽǫƎơƎɽơơƎƃŔɢǫʋŔȍ
ǉʠȥƎȶǉz¥èࠀʋȶɽʋŔɭʋ
operations

ȥȶʋǠơɭŹơȥơ˪ƃǫŔɭˊeơơʋŔŹơȥèŔȟơɽǠŹǠŔǫáŔɭȟŔɭòǫƎƎǠǫòŔȇǠǫ¡ŔȥƎŔȍȟơȟŹơɭɽǫȥƃơࠁ߿ࠀࠄáȶɢƎǫɢʠɭŔˁŔɽ
ŔȥȥǌŔȥˁŔƎǫǠơȍɢơɭˁǠȶʠȥƎơɭˁơȥʋŔȥǫȟŔȍqʠɽŹŔȥƎɭˊʋɭŔǫȥǫȥǌǉɭȶȟþbࡲòǠơɽʋŔɭʋơƎǠơɭƎŔǫɭˊŹʠɽǫȥơɽɽ
ˁǫʋǠŔȍȶŔȥǉɭȶȟǠơɭòqeࡲeơơʋŔŹơȥǉʠɭʋǠơɭǠơȍɢơƎȶʋǠơɭˁȶȟơȥǫȥƃɭơŔʋǫȥǌǫȥƃȶȟơ࢚ǌơȥơɭŔʋǫȥǌŔƃʋǫʽǫʋǫơɽࡲ
ĭǫʋǠǠơɭǠơȍɢʋǠɭơơˁȶȟơȥŹơǌŔȥɽȟŔȍȍɽǠȶɢɽǫȥʋǠơʽǫȍȍŔǌơࡲ
zȥ ࠁ߿ࠁࠀ þb ɭơɢȶɭʋơƎ ʋǠŔʋ ࠆ߿ह ȶǉ ĪŔƎȶƎŔɭŔ Źơȥơ˪ƃǫŔɭǫơɽ ˁǠȶ ŔʋʋơȥƎơƎ ȍǫʽơȍǫǠȶȶƎ ʋɭŔǫȥǫȥǌ ʠȥƎơɭ áɭȶǌɭŔȟ
¥ŔʽˊŔˁơɭơơȥǌŔǌơƎǫȥơȥʋơɭɢɭǫɽơŔƃʋǫʽǫʋˊࡲ
þǠǫɽˁŔɽŔȍɽȶʽơɭǫ˪ơƎǫȥʋǠơɽʋŔȇơǠȶȍƎơɭǉơơƎŹŔƃȇࡲ
ࠅࠇह ȶǉ ʋǠơ  ĪŔƎȶƎŔɭŔ ɭơɽɢȶȥƎơȥʋɽ ˁơɭơ ǫȥʽȶȍʽơƎ ǫȥ ɽȶȟơ ǫȥƃȶȟơ ǌơȥơɭŔʋǫȶȥ Ŕƃʋǫʽǫʋˊ Ŕǉʋơɭ ǿȶǫȥǫȥǌ Ŕȥ òqe
ǫȥƎǫƃŔʋǫȥǌʋǠơƃȍȶɽơȍǫȥȇŔǌơŹơʋˁơơȥŔȥòqeŔȥƎȍǫʽơȍǫǠȶȶƎƃɭơŔʋǫȶȥࡲ

Ź ɢȶȍȍȶࢫɽ ¥ŔʽˊŔ ǫȥʋơɭʽơȥʋǫȶȥɽ ɢɭȶʽǫƎơƎ ɽʠɢɢȶɭʋ Ŕʋ Ŕȥ ơŔɭȍˊ ɽʋŔǌơ ȶǉ ơȥʋơɭɢɭǫɽơ ơɽʋŔŹȍǫɽǠȟơȥʋ ǌȶǫȥǌ
ŹơˊȶȥƎǿʠɽʋȍǫʽơȍǫǠȶȶƎʋɭŔǫȥǫȥǌࡲþˁȶɽʠƃǠơȥʋơɭɢɭǫɽơǿȶʠɭȥơˊɽʋǠŔʋǠŔʽơǌơȥơɭŔʋơƎɽʠɽʋŔǫȥŔŹȍơȍȶƃŔȍȍǫʽơȍǫǠȶȶƎ
ǉȶɭŹơȥơ˪ƃǫŔɭǫơɽŔɭơƎơʋŔǫȍơƎǉʠɭʋǠơɭࡲ
ƎƎǫʋǫȶȥŔȍɽɢơƃǫ˪ƃʋɭŔǫȥǫȥǌŔȥƎȟȶȥơʋŔɭˊŔȥƎࡸȶɭơȥŔŹȍơȟơȥʋɽʠɢɢȶɭʋˁơɭơŔȍɽȶɽơơȥʋȶŹơɢɭȶʽǫƎơƎʋȶˁȶȟơȥ
ŔɽʋǠơȥơơƎŔɭȶɽơࡲ
ĭȶȟơȥ Źơȥơ˪ƃǫŔɭǫơɽ ʋȶȶ ˁơɭơ ǉȶʠȥƎ ʋȶ ǠŔʽơ ɭơƃǫɢɭȶƃŔʋơƎ Źˊ ʽȶȍʠȥʋơơɭǫȥǌ ʋȶ ǉʠɭʋǠơɭ þbࡶɽ ǫȥʋơɭʽơȥʋǫȶȥɽ Źˊ
ȟȶŹǫȍǫ˖ǫȥǌȶʋǠơɭˁȶȟơȥŔȥƎɽɢɭơŔƎǫȥǌŔˁŔɭơȥơɽɽǫȥʋǠơƃȶȟȟʠȥǫʋˊࡲ

ࢨǠơȍɢơƎ þb ǫȥǉȶɭȟŔʋǫȶȥ ȶǉ ࠄ òqeɽ ǫȥ Ǡơɭ
ʽǫȍȍŔǌơʋŔȇǫȥǌȍơŔƎơɭɽǠǫɢࡵࡲ
¥ǫɭŔȥǿŔȥŔŹơȥ
òqeơŔƎơɭˊȶʋ%ǠŔȥǫˊŔɭŔ
࢚ࢨFŔɭȍǫơɭɢơȶɢȍơǫȥȟˊʽǫȍȍŔǌơˁơɭơʠʋʋơɭȍˊƎơɢơȥƎơȥʋȶȥ
ǌɭŔȟ ɢŔȥƃǠŔˊŔʋ ǉȶɭ ǌơʋʋǫȥǌ Źơȥơ˪ʋɽ ȶǉ ǌȶʽơɭȥȟơȥʋ
ɽƃǠơȟơɽŔȥƎǠŔɭƎȍˊŔȥˊȶǉʋǠơȟɭơƃơǫʽơƎǫʋࡲ¶ȥȍˊǉŔȟǫȍǫơɽ
ƃȍȶɽơ ʋȶ ǌɭŔȟ ɢŔȥƃǠŔˊŔʋ ȍơŔƎơɭɽ ˁơɭơ Ŕƃƃơɽɽ ʋȶ ǌȶʽʋ
òƃǠơȟơɽࡲ ʋ þb ȍơŔɭȥʋ ʋǠơ ŔɢɢȍǫƃŔʋǫȶȥ ǉȶɭ ǌȶʽʋࡲ þǠơ
òƃǠơȟơ ƃŔȥ Źơ ɽʠŹȟǫʋʋơƎ ȶȥȍǫȥơ ʠɽǫȥǌ ʋǠơ ǫ࢚ȇǠơƎʠʋ
ɢȶɭʋŔȍŔȥƎȥȶȥơơƎʋȶƎơɢơȥƎȶȥŔȥˊŹȶƎˊࡲzǠơȍɢơƎòqe
ˁȶȟơȥ ǫȥ Ǡơɭ ʽǫȍȍŔǌơ Ŕƃƃơɽɽ ɽʠŹɽǫƎǫơɽ ʠȥƎơɭ ʽŔɭǫȶʠɽ
Ŕǌɭǫƃʠȍʋʠɭơ ŔȥƎ Ǡȶɭʋǫƃʠȍʋʠɭơ Ǝơʽơȍȶɢȟơȥʋ ɽƃǠơȟơɽࡲ z
ǠơȍɢơƎ ǫȥ ǌơʋʋǫȥǌ ɽʠŹɽǫƎǫơɽ ǫȥ ʋɭŔƃʋȶɭ ŔȥƎ ȶʋǠơɭ ǉŔɭȟ
ȟŔƃǠǫȥơɭˊࡵ
áŔɭȟŔɭèơȇǠŔŹơȥqŔɭơɽǠŹǠŔǫ
òqeơŔƎơɭǠʠɽǠǫ¥ŔɭɽǫȥǠɢʠɭŔ

ࢨʋȶȶȇ ȍơŔƎơɭɽǠǫɢ ǫȥ ǫȥɽʋŔȍȍǫȥǌ Ŕ eǠȶƎǫ ࢎŔȥ
ǫɭȶȥǉɭŔȟơʠɽơƎǉȶɭǠȶȍƎǫȥǌŔȥǫȟŔȍɽƎʠɭǫȥǌ
ʽŔƃƃǫȥŔʋǫȶȥȶɭǌǫʽǫȥǌǫȥǿơƃʋǫȶȥɽǉŔƃǫȍǫʋŔʋǫȥǌ
ʋǫȟơȍˊ ʽŔƃƃǫȥŔʋǫȶȥ ŔȥƎ ʋǫȟơȍˊ Ŕƃƃơɽɽ ʋȶ
ʽơʋơɭǫȥŔɭˊ ɽơɭʽǫƃơɽࡲ þǠʠɽ ƎŔǫɭˊ Źơƃȶȟơɽ Ŕ
ǌȶȶƎ ɽȶʠɭƃơ ȶǉ ǫȥƃȶȟơ ǉȶɭ ʋǠơ ǉŔȟǫȍǫơɽ ǫȥ
Ǡơɭ ʽǫȍȍŔǌơࡲ ȍɽȶ ǠơȍɢơƎ òqeɽ ǫȥ ǌơʋʋǫȥǌ
-ŔɽǠ -ɭơƎǫʋ ǉŔƃǫȍǫʋǫơɽ ʠɽǫȥǌ ˁǠǫƃǠ ˁȶȟơȥ
ŹɭȶʠǌǠʋ ȟǫȍƃǠ ŔȥǫȟŔȍɽ ŔȥƎ ɽʋŔɭʋơƎ ǌơʋʋǫȥǌ
ŔɽɽʠɭơƎǫȥƃȶȟơࡲࡵ
eơơʋŔŹơȥòǠŔȥʋǫȍŔȍáŔɭȟŔɭ
òqeơŔƎơɭ࢚ɽǠŔòŔȇǠǫ¡ŔȥƎŔȍeʠȍŔŹɢʠɭŔ
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áȶʽơɭʋˊFɭŔƎǫƃŔʋǫȶȥ¡ǫɽɽǫȶȥࢎòáF¡ȶǉʋǠơeȶʽơɭȥȟơȥʋȶǉơɭŔȍŔࡲʠƎʠȟŹŔɽǠɭơơǫɽơɽɽơȥʋǫŔȍȍˊŔƃȶȟȟʠȥǫʋˊ
ȥơʋˁȶɭȇʋǠŔʋƃȶʽơɭɽʋǠơơȥʋǫɭơòʋŔʋơȶǉơɭŔȍŔࡲ
zʋƃȶȥɽǫɽʋɽȶǉŔʋǠɭơơ࢚ʋǫơɭɽʋɭʠƃʋʠɭơˁǫʋǠ¥ơǫǌǠŹȶʠɭǠȶȶƎeɭȶʠɢɽࢎ¥qeɽŔɽɢɭǫȟŔɭˊȍơʽơȍʠȥǫʋɽɭơŔ7ơʽơȍȶɢ࢚
ȟơȥʋòȶƃǫơʋǫơɽࢎ7òŔʋʋǠơˁŔɭƎȍơʽơȍŔȥƎ-ȶȟȟʠȥǫʋˊ7ơʽơȍȶɢȟơȥʋòȶƃǫơʋǫơɽࢎ-7òŔʋʋǠơȍȶƃŔȍǌȶʽơɭȥȟơȥʋ
ȍơʽơȍࡲ
zʋ ǫɽ ŔɭǌʠŔŹȍˊ ȶȥơ ȶǉ ʋǠơ ȍŔɭǌơɽʋ ˁȶȟơȥࡶɽ ȥơʋˁȶɭȇɽ ǫȥ ʋǠơ ˁȶɭȍƎࡲ ĭǠǫȍơ ʋǠơ ƃȶȟȟʠȥǫʋˊ ȥơʋˁȶɭȇ ǫɽ ǉȶɭȟơƎ
ŔɭȶʠȥƎʋǠơƃơȥʋɭŔȍʋǠơȟơɽȶǉɢȶʽơɭʋˊơɭŔƎǫƃŔʋǫȶȥŔȥƎˁȶȟơȥơȟɢȶˁơɭȟơȥʋǫʋɽȟŔǫȥǉơŔʋʠɭơɽǫȥƃȍʠƎơƎơȟȶ࢚
ƃɭŔʋǫƃȍơŔƎơɭɽǠǫɢŔȥƎɽʠɢɢȶɭʋɽʋɭʠƃʋʠɭơɽǉȶɭȟơƎǉɭȶȟʋǠơࡶʠƎʠȟŹŔɽǠɭơơǉŔȟǫȍˊࢫࡲ
þb ʋȶȶȇ ȥȶʋơ ʋǠŔʋ ˁȶȟơȥ ǫȥ ǫʋɽ ǫȥʋơɭʽơȥʋǫȶȥࡶɽ ŔɭơŔɽ ˁơɭơ ŔȍɭơŔƎˊ ƃȶʽơɭơƎ ʠȥƎơɭ ʋǠơ òƃǠơȟơ ŔȥƎ Ǡơȥƃơ
ƃȶȥƃơȥʋɭŔʋơƎ ʋǠơǫɭ ơǉǉȶɭʋɽ ȶȥ ȍǫʽơȍǫǠȶȶƎ Ǝơʽơȍȶɢȟơȥʋ Źˊ ǉȶɭȟǫȥǌ ǌɭȶʠɢɽ ŹŔɽơƎ ȶȥ ʋǠơ ƃȶȟȟȶȥ ȥơơƎ ǉȶɭ
ɽȇǫȍȍǫȥǌˁǫʋǠʋǠơǠơȍɢȶǉȍȶƃŔȍ¥e¶ŔˁŔǠŔɭþɭʠɽʋࡲ
zȥ ʋǠǫɽ ˁŔˊ ʋǠơ ǫȟɢȍơȟơȥʋŔʋǫȶȥ ŔɢɢɭȶŔƃǠ ˁŔɽ ʋˁơŔȇơƎ ŹŔɽơƎ ȶȥ ʋǠơ ȍȶƃŔȍ ƃȶȥʋơˉʋ ʋǠʠɽ ǫȟɢɭȶʽǫȥǌ ʋǠơ
ơǉ˪ƃǫơȥƃˊȶǉɭơɽȶʠɭƃơɽŔȥƎɭơȍơʽŔȥƃơʋȶŹơȥơ˪ƃǫŔɭǫơɽࡲ

ȶʋʋŔˊŔȟ
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áȶʽơɭʋˊFɭŔƎǫƃŔʋǫȶȥ¡ǫɽɽǫȶȥࢎòáF¡ȶǉʋǠơeȶʽơɭȥȟơȥʋȶǉơɭŔȍŔࡲʠƎʠȟŹŔɽǠɭơơǫɽơɽɽơȥʋǫŔȍȍˊŔƃȶȟȟʠȥǫʋˊ
ȥơʋˁȶɭȇʋǠŔʋƃȶʽơɭɽʋǠơơȥʋǫɭơòʋŔʋơȶǉơɭŔȍŔࡲ
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ȟơȥʋòȶƃǫơʋǫơɽࢎ7òŔʋʋǠơˁŔɭƎȍơʽơȍŔȥƎ-ȶȟȟʠȥǫʋˊ7ơʽơȍȶɢȟơȥʋòȶƃǫơʋǫơɽࢎ-7òŔʋʋǠơȍȶƃŔȍǌȶʽơɭȥȟơȥʋ
ȍơʽơȍࡲ
zʋǫɽŔɭǌʠŔŹȍˊȶȥơȶǉʋǠơȍŔɭǌơɽʋˁȶȟơȥࡶɽȥơʋˁȶɭȇɽǫȥʋǠơˁȶɭȍƎࡲĭǠǫȍơʋǠơƃȶȟȟʠȥǫʋˊȥơʋˁȶɭȇǫɽǉȶɭȟơƎ
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ƃɭŔʋǫƃȍơŔƎơɭɽǠǫɢŔȥƎɽʠɢɢȶɭʋɽʋɭʠƃʋʠɭơɽǉȶɭȟơƎǉɭȶȟʋǠơࡶʠƎʠȟŹŔɽǠɭơơǉŔȟǫȍˊࢫࡲ
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ɽȇǫȍȍǫȥǌˁǫʋǠʋǠơǠơȍɢȶǉȍȶƃŔȍ¥e¶ŔˁŔǠŔɭþɭʠɽʋࡲ
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ࠁࡲĭȶȟơȥFȟɢȶˁơɭȟơȥʋ
òʋŔȇơǠȶȍƎơɭ ǉơơƎŹŔƃȇ ǉɭȶȟ áɭȶǌɭŔȟ Źơȥơ˪ƃǫŔɭǫơɽ ɢơɭƃơǫʽơƎ Ŕȥ ǫȟɢɭȶʽơȟơȥʋ ǫȥ ʋǠơǫɭ ƃȶȥʋɭǫŹʠʋǫȶȥ ʋȶ
7ơƃǫɽǫȶȥȟŔȇǫȥǌǫȥǠȶʠɽơǠȶȍƎȟŔʋʋơɭɽŔǉʋơɭʋǠơˊɢŔɭʋǫƃǫɢŔʋơƎǫȥþbࡶɽǫȥʋơɭʽơȥʋǫȶȥɽ
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zȥĪŔƎȶƎŔɭŔŔȥƎȶʋʋŔˊŔȟǌơȶǌɭŔɢǠˊʋȶȶŔǠǫǌǠɢɭȶɢȶɭʋǫȶȥȶǉˁȶȟơȥɭơɢȶɭʋơƎŔȥǫȟɢɭȶʽơȟơȥʋǫȥƃȶȥʋɭǫ࢚
ŹʠʋǫȶȥʋȶƎơƃǫɽǫȶȥȟŔȇǫȥǌŔǉʋơɭǿȶǫȥǫȥǌʋǠơǫʽơȍǫǠȶȶƎǌɭȶʠɢɽŔɽɽǠȶˁȥǫȥ˪ǌࠁࠂŔȥƎࠁࠃ

CHAPTER

Potential Areas of Improvement
Depth of training vs Breadth
Vadodara
NUMBER OF TRAININGS ATTENDED

3 or more
26%
2
27%

None, 29%,
29%

Nuanced
training, 11%,
11%

None
18%

1
29%

Income
ŐĞŶĞƌĂƟŽŶ
59%, 60%

zȥĪŔƎȶƎŔɭŔࠄࠂहȶǉˁȶȟơȥŹơȥơ˪ƃǫŔɭǫơɽǫȥʋǠơ
ɽŔȟɢȍơ ǠŔƎ ŔʋʋơȥƎơƎ ʋˁȶ ȶɭ ȟȶɭơ ʋɭŔǫȥǫȥǌ
ࢎɭơǉơɭ ˪ǌ ࠁࠄ ŔȥƎ ˊơʋ ȟȶɭơ ʋǠŔȥ ǠŔȍǉ ȶǉ ʋǠơɽơ
ɭơɽɢȶȥƎơȥʋɽǫȥʋǠơɽŔȟɢȍơɽʋǫȍȍǉơȍʋʋǠơȥơơƎǉȶɭ
ŔƎƎǫʋǫȶȥŔȍʋɭŔǫȥǫȥǌȶȥǫȥƃȶȟơǌơȥơɭŔʋǫȶȥࡲ

ࠀࠀहˁŔȥʋơƎǉʠɭʋǠơɭȥʠŔȥƃơƎʋɭŔǫȥǫȥǌǫȥʋǠơŔɭơŔɽȶǉ
òŔȍơɽॷ¡Ŕɭȇơʋǫȥǌ
ࠁࠈहǉơȍʋʋǠơˊƎǫƎȥȶʋȥơơƎȟȶɭơȶǉʋǠơɽŔȟơȇǫȥƎȶǉ
ʋɭŔǫȥǫȥǌ ʋǠŔʋ ǠŔƎ ŔȍɭơŔƎˊ Źơơȥ ɢɭȶʽǫƎơƎ  ࠄࠈह
ˁŔȥʋơƎȟȶɭơǫȥƃȶȟơǌơȥơɭŔʋǫȶȥʋɭŔǫȥǫȥǌࡲ
þǠǫɽ ɽʋŔʋǫɽʋǫƃ ɢȶǫȥʋɽ ʋȶ ʋǠơ ȥơơƎ ʋȶ Ŕɽɽơɽɽ ʋǠơ

, ơǉǉơƃʋǫʽơȥơɽɽȶǉʋɭŔǫȥǫȥǌŔʋŔȥȶʽơɭŔȍȍɢɭȶǌɭŔȟȍơʽơȍ

ŔȥƎŹʠǫȍƎŔƃȶȥʋǫȥʠʠȟȶǉɽɢơƃǫŔȍǫ˖ơƎʋɭŔǫȥǫȥǌʋǫȟơƎ
ʋȶƎơȍǫʽơɭŔȍȶȥǌɽǫƎơʋǠơȍǫʽơȍǫǠȶȶƎǿȶʠɭȥơˊȶǉŹơȥơ˪࢚
ƃǫŔɭǫơɽࡲ

zȥʋơɭʽǫơˁɽ ˁǫʋǠ ʋǠơ ɽȇǫȍȍ࢚ʋɭŔǫȥơƎ Źơȥơ˪ƃǫŔɭǫơɽ ǫȥ ĪŔƎȶƎŔɭŔ ǉʠɭʋǠơɭ ɽǠȶˁơƎ ȟʠƃǠ ǫȥʋɭȶƎʠƃʋȶɭˊ࢚ȍơʽơȍ
ɽȇǫȍȍʋɭŔǫȥǫȥǌƃȶȥƎʠƃʋơƎŹˊþbˁǠơȥʋǠơˊɽʋŔɭʋơƎǫȥʋơɭʽơȥʋǫȶȥɽǫȥʋǠơʽǫȍȍŔǌơࡲþǠŔʋǫȥǫʋǫŔȍȍˊǠơȍɢơƎʋȶ
ǌơʋơˉɢȶɽơƎʋȶʽŔɭǫȶʠɽȍǫʽơȍǫǠȶȶƎŔɭơŔɽŔʽŔǫȍŔŹȍơࡲ
qȶˁơʽơɭ  Ŕǉʋơɭ ǠŔʽǫȥǌ ɽɢơȥʋ ƃȍȶɽơ ʋȶ ࠄ ˊơŔɭɽ ȶǉ ǫȥʋơɭʽơȥʋǫȶȥɽ ǫȥ ȟȶɽʋ ʽǫȍȍŔǌơɽ ŔȥƎ ǠŔʽǫȥǌ ǠơȍɢơƎ
ơȥʋơɭɢɭǫɽơɽǉȶɭȟŔȥƎȟŔʋʠɭơʋǠơʋɭŔǫȥǫȥǌȥơơƎɽˁơɭơŔȍɽȶɽơơȥʋȶǠŔʽơơʽȶȍʽơƎࡲ
bȶƃʠɽǌɭȶʠɢɢŔɭʋǫƃǫɢŔȥʋɽˁơɭơȇơơȥʋȶȍơŔɭȥȟȶɭơŔŹȶʠʋ¡Ŕɭȇơʋǫȥǌòơȍȍǫȥǌࡷbá¶ȟơȟŹơɭɽˁŔȥʋơƎʋȶ
ȶʽơɭƃȶȟơ ʋǠơ ¡Ŕɭȇơʋ ǫȥȇŔǌơ ƃǠŔȍȍơȥǌơ ʋǠɭȶʠǌǠ ʋɭŔǫȥǫȥǌࡲ þb ƃȶʠȍƎ ƃȶȥɽǫƎơɭ ǉȶɭȟŔȍǫ˖ǫȥǌ ǉȶȍȍȶˁ࢚ʠɢ
ʋɭŔǫȥǫȥǌɽơɽɽǫȶȥɽǫȥʽǫȍȍŔǌơɽˁǫʋǠʋǠơȟȶɽʋơˉʋơȥƎơƎɢơɭǫȶƎȶǉǫȥʋơɭʽơȥʋǫȶȥŔȥƎƎơɽǫǌȥȥơˁơɭǫȥʋơɭʽơȥ࢚
ʋǫȶȥɽˁǫʋǠŔƃȶȟŹǫȥŔʋǫȶȥȶǉ%ɭơŔƎʋǠŔȥƎƎơɢʋǠȶǉȍǫʽơȍǫǠȶȶƎʋɭŔǫȥǫȥǌࡲ

ࡵȥȶȟȶɭơŹŔɽǫƃʋɭŔǫȥǫȥǌʋǠȶɽơˁơǠŔʽơǠŔƎŔȍȶʋࡷȥȶˁǠơȍɢʠɽʋȶƎơʽơȍȶɢɽȇǫȍȍɽʋȶɽʋɭơȥǌʋǠơȥ
ȶʠɭŹʠɽǫȥơɽɽʋȶŹơʋʋơɭȶʠɭȟŔɭȇơʋǫȥǌŔȥƎɽŔȍơɽࡵ
-Hemuben

Kottayam
0% 5%

16%

ࠅࠈहˁŔȥʋơƎǉʠɭʋǠơɭȥʠŔȥƃơƎʋɭŔǫȥǫȥǌȶȥʋȶɢǫƃɽ
ȍǫȇơ%ȶȶȇȇơơɢǫȥǌòŔȍơɽॷ¡Ŕɭȇơʋǫȥǌ-ȶȟȟʠȥǫ࢚
ƃŔʋǫȶȥ òȇǫȍȍɽ࢚ ǫȥ ơɽɽơȥƃơ ʋɭŔǫȥǫȥǌ ʋȶ ơȥǠŔȥƃơ
ʋǠơ ȍǫʽơȍǫǠȶȶƎ ơȥʋơɭɢɭǫɽơɽ ʋǠơˊ ˁơɭơ ơȥǌŔǌơƎ
ǫȥࡲ

79%
None

1

In Kottayam, 95% of the respondents had
attended more than two training:

2

3 or more

None
8%

Income
ŐĞŶĞƌĂƟŽŶ

23%

Nuanced Training
69%

ࠁࠂहˁŔȥʋơƎǉʠɭʋǠơɭơˉɢȶɽʠɭơʋȶǫȥƃȶȟơ࢚ǌơȥơɭŔʋ࢚
ǫȥǌ Ŕƃʋǫʽǫʋǫơɽࡲ þǠʠɽ ȶʽơɭŔȍȍ ɭơɽɢȶȥɽơ ŔŹȶʠʋ
ŔƎƎǫʋǫȶȥŔȍ ʋɭŔǫȥǫȥǌ ȥơơƎɽ ǫȥ ŹȶʋǠ ǌơȶǌɭŔɢǠǫơɽ
ǠǫȥʋơƎ ʋȶˁŔɭƎɽ ʋǠơ ȥơơƎ ǉȶɭ ǉʠɭʋǠơɭ ɽȇǫȍȍǫȥǌ ǫȥ
ȟŔȥŔǌǫȥǌʋǠơȍǫǉơƃˊƃȍơȶǉʋǠơơȥʋơɭɢɭǫɽơɽ

Selection and training of trainers
òʋŔȇơǠȶȍƎơɭǉơơƎŹŔƃȇʽơɭǫ˪ơƎʋǠơơȥǌŔǌơȟơȥʋȶǉɩʠŔȍǫ˪ơƎʋɭŔǫȥơɭɽ
þǠơòqeʋɭŔǫȥơɭǫȥĭŔǌǠȶƎǫŔ7ŔȇɽǠŔˁŔɽŔʋɭŔǫȥơƎŔȥƎƃơɭʋǫ˪ơƎòqeʋɭŔǫȥơɭʋɭŔǫȥơƎ
Źˊeá-ࡲ
þǠơ¡ʠɽǠɭȶȶȟŔȥƎŔƃȇǉɭʠǫʋɢɭȶƃơɽɽǫȥǌʋɭŔǫȥơɭʋȶȶˁŔɽŔȥɽɽǫɽʋŔȥʋáɭȶǉơɽɽȶɭˁǫʋǠ
ơɭŔȍŔǌɭǫƃʠȍʋʠɭŔȍčȥǫʽơɭɽǫʋˊŔȥƎŔɽʠŹǿơƃʋȟŔʋʋơɭơˉɢơɭʋʠȥƎơɭʋǠơɭǫɽǠǫĪǫǌˊŔȥ
ơȥƎɭŔࢎĪơɭŔȍŔࡲ
However, the skill levels of the trainers were not consistent.
bȶɭǫȥɽʋŔȥƃơþŔǫȍȶɭǫȥǌþɭŔǫȥơɭǫȥĪŔƎȶƎŔɭŔȟơȟŹơɭȶǉŔȥòǠŔȇʋǫòŔȥɽʋǠŔȥǠŔƎɭơƃơǫʽơƎ-ơȥʋɭŔȍǌȶʽʋ
ʋɭŔǫȥǫȥǌˁǫʋǠŔ˪ˉơƎʋɭŔǫȥǫȥǌʋǫȟơȍǫȥơŔȥƎɽʠŹǿơƃʋȶǉɽʋʠƎˊɽɢơƃǫ˪ơƎࡲòǠơʠȥƎơɭˁơȥʋŔʋɭŔǫȥǫȥǌơˉŔȟ
ŔȥƎ ɭơƃơǫʽơƎ ƃơɭʋǫ˪ƃŔʋǫȶȥ ʋǠŔʋ ǫƎơȥʋǫ˪ơƎ Ǡơɭ Ŕɽ Ŕ ɩʠŔȍǫ˪ơƎ ʋɭŔǫȥơɭ ʋǠɭȶʠǌǠ 7è7ò ࢎ7ǫɽʋɭǫƃʋ èʠɭŔȍ
7ơʽơȍȶɢȟơȥʋòȶƃǫơʋˊĪŔƎȶƎŔɭŔࡲ
¶ȥʋǠơȶʋǠơɭǠŔȥƎȶʋʋŔˊŔȟࢎeǫɭǫǿŔþŔǫȍȶɭǫȥǌʋɭŔǫȥơɭˁŔɽǫƎơȥʋǫ˪ơƎŹˊŔˁŔǠŔɭ¥e¶ŹŔɽơƎȶȥʋǠơ
ȟơɭǫʋʋǠŔʋɽǠơǠŔƎŹơơȥǫȥʋȶʋŔǫȍȶɭǫȥǌǉȶɭŔƎơƃŔƎơŔȥƎǠŔƎŹơơȥɢɭȶʽǫƎǫȥǌʋŔǫȍȶɭǫȥǌʋɭŔǫȥǫȥǌȶʠʋȶǉ
ǠơɭǫȥǫʋǫŔʋǫʽơࡲ¥ȶơʽǫƎơȥƃơȶǉŔȥˊƃơɭʋǫ˪ƃŔʋǫȶȥŔȥƎǉʠɭʋǠơɭɭơƃȶǌȥǫʋǫȶȥǉȶɭʋǠơʋɭŔǫȥơɭɽˁŔɽȶŹɽơɭʽơƎ
ǫȥʋǠǫɽǫȥʋơɭʽǫơˁࡲ
þȶŔƎƎɭơɽɽʋǠơɢɭȶǿơƃʋࡶɽɽʠɽʋŔǫȥŔŹǫȍǫʋˊǫʋǫɽɽʠǌǌơɽʋơƎʋȶǉȶɭȟŔȥơʋˁȶɭȇȶǉʋɭŔǫȥơɭɽˁǠȶƃȶʠȍƎŹơ
ȍơʽơɭŔǌơƎŹˊȶʋǠơɭƎơʽơȍȶɢȟơȥʋǌɭȶʠɢɽˁȶɭȇǫȥǌȶȥȍǫʽơȍǫǠȶȶƎɽȇǫȍȍǫȥǌࡲɽˊɽʋơȟˁǠơɭơʋɭŔǫȥơɭɽʠȥƎơɭ࢚
ǌȶ ʋǫȟơ࢚ŹȶʠȥƎ ƃơɭʋǫ˪ƃŔʋǫȶȥ ŔȥƎ ɭơ࢚ƃơɭʋǫ˪ƃŔʋǫȶȥ ʋȶ ƃȶȥʋǫȥʠơ ʋȶ Ǝơȍǫʽơɭ ɩʠŔȍǫʋˊ ʋɭŔǫȥǫȥǌ ˁȶʠȍƎ Ǡơȍɢ
ȟŔȇơʋǠơɢɭȶǌɭŔȟɽʠɽʋŔǫȥŔŹȍơࡲ

Training feedback & follow-up
%ŔɽơƎȶȥʋǠơǉơơƎŹŔƃȇƃȶȍȍơƃʋơƎǫʋǫɽɽʠǌǌơɽʋơƎʋȶǫȥƃȶɭɢȶɭŔʋơʋɭŔǫȥǫȥǌǉơơƎŹŔƃȇࡲƃȶȟȟȶȥȶŹɽơɭʽŔʋǫȶȥ
ŔƃɭȶɽɽǫȥʋơɭʽǫơˁɽˁǫʋǠʋɭŔǫȥơɭɽŔȥƎʋɭŔǫȥơơɽˁŔɽʋǠŔʋǉȶɭȟŔȍǉơơƎŹŔƃȇǉɭȶȟʋɭŔǫȥơơɽˁŔɽȥȶʋƃȶȍȍơƃʋơƎ

ࡵþǠơɭơ ˁŔɽȥࡶʋ Ŕ ǉȶɭȟŔȍ ɢɭȶƃơɽɽ ǉȶɭ ʋɭŔǫȥǫȥǌ ơʽŔȍʠŔʋǫȶȥ ǫȥ ƃŔɽơ ȶǉ ʋǠǫɽ
ɢɭȶǿơƃʋࡲčɽʠŔȍȍˊǫȥĪʋɭŔǫȥǫȥǌǫʋǫɽȟŔȥƎŔʋȶɭˊʋȶƎȶɢɭơŔȥƎɢȶɽʋ࢚ʋɭŔǫȥ࢚
ǫȥǌ ɽʠɭʽơˊɽ ǉȶɭ ǉơơƎŹŔƃȇ ŔȥƎ Ŕɽɽơɽɽ ʋǠơ ǫȟɢŔƃʋ ȶǉ ʋǠơ ʋɭŔǫȥǫȥǌࡲ zȥ ȟˊ
ɽƃǠơƎʠȍơzƎȶŹȶʋǠɢɭơŔȥƎɢȶɽʋ࢚ɽʠɭʽơˊࡲ%ʠʋǉȶɭɢȶȍȍȶˁơƎǫƎʋɭŔǫȥǫȥǌ
ǉȶɭʋˁȶƎŔˊɽˁǠơɭơŔɽǠŔȥƎɽ࢚ȶȥɢɭŔƃʋǫƃŔȍʋɭŔǫȥǫȥǌʋŔȇơɽȥơŔɭȍˊࠃ࢚ࠄƎŔˊɽࡲ
¶ȥȍˊʋǠơȥƃŔȥˁơƎȶŔɢɭơŔȥƎɢȶɽʋ࢚ʋɭŔǫȥǫȥǌɽʠɭʽơˊࡲ%ʠʋʋǫȟơɢŔʠƃǫʋˊǫȥ
ɢȶȍȍȶƎǫƎȥࡶʋŔȍȍȶˁʠɽʋȶƎȶŔɢɭơŔȥƎɢȶɽʋ࢚ɽʠɭʽơˊࡲࡵ

Elizabeth John,
òʠŹǿơƃʋ¡ŔʋʋơɭFˉɢơɭʋĪࡷ¡ʠɽǠɭȶȶȟŔƃȇǉɭʠǫʋɢɭȶƃơɽɽǫȥǌʋɭŔǫȥơɭࡷ
ǠŔɽƃȶȥƎʠƃʋơƎǉȶʠɭʋɭŔǫȥǫȥǌɽơɽɽǫȶȥɽƃȶȥƎʠƃʋơƎǉȶɭ¡ʠɽǠɭȶȶȟ
ɢɭȶƃơɽɽǫȥǌŔȥƎʋˁȶʋɭŔǫȥǫȥǌɽơɽɽǫȶȥɽǉȶɭŔƃȇǉɭʠǫʋɢɭȶƃơɽɽǫȥǌʋɭŔǫȥơƎ
ȶʽơɭࠀ߿߿ˁȶȟơȥˁǫʋǠþb

òǫȟǫȍŔɭȍˊǉȶȍȍȶˁʠɢˁǫʋǠŔƎƎǫʋǫȶȥŔȍʋɭŔǫȥǫȥǌˁŔɽɽơơȥʋȶŹơŔȥǫȥǉȶɭȟŔȍŔƃʋǫʽǫʋˊƎɭǫʽơȥŹˊʋǠơǫȥʋơɭơɽʋȶǉ
ʋǠơþɭŔǫȥơơŔȥƎʋǠơˁǫȍȍǫȥǌȥơɽɽȶǉþɭŔǫȥơɭʋȶơȥʋơɭʋŔǫȥɽʠƃǠɭơɩʠơɽʋࡲ

ࡵz ǌơʋ ɭơȟʠȥơɭŔʋǫȶȥ Ŕɽ þɭŔǫȥơɭ ȶǉ ʋǠơ ŹŔʋƃǠ Źʠʋ ǉʠʋʠɭơ ǉȶȍȍȶˁ ʠɢ z Ǝȶ
ƎơɢơȥƎȶȥˁǠơȥʋǠơɽʋʠƎơȥʋɽŔɢɢɭȶŔƃǠȟơࡲzƎȶǫʋȶȥǠơɭȶˁȥʋǫȟơƎȶ
ȥȶʋ ǌơʋ ɭơǫȟŹʠɭɽơƎ ǉȶɭ ǫʋࡷ ɽʋʠƎơȥʋɽ ȟȶɽʋȍˊ ȥơơƎ Ǡơȍɢ ˁǫʋǠ ¡Ŕɭȇơʋǫȥǌ
ɢŔʋʋơɭȥ Ǝơʽơȍȶɢȟơȥʋ Ǡȶˁ ʋȶ ɢɭǫƃơ ʋǠơ ȥơˁ ɢŔʋʋơɭȥɽ Ŕɽ ʋǠơˊ ɽʋŔɭʋ
ʋŔǫȍȶɭǫȥǌŔƃʋǫʽǫʋˊࢩ
Girija,
þŔǫȍȶɭǫȥǌʋɭŔǫȥơɭȶʋʋŔˊŔȟࡷ
þɭŔǫȥơƎࠃ߿ˁȶȟơȥˁǫʋǠþb

CHAPTER

Case Studies

1)

Case Study:

Shri Waghodia Women Credit Cooperative
Society:

Stakeholder Feedback from Focus Group Discussion:
Group discussion with eight members of the credit cooperative holding position of President, Vice
President, and remaining members across periods 2010 to 2018.
The critical points of the activities and related outcomes are detailed as follows:
This cooperative society was
formed in 2015 to provide
credit opportunities for
women at a low-interest
rate.

People in the area were in a
debt trap due to the high
ǫȥʋơɭơɽʋƃǠŔɭǌơƎŹˊ˪ȥŔȥƃơ
companies.

It mobilizes savings and
provides credits to its
members.

It started with a monthly saving
of Rs.50/- but later

increased to Rs.100/-

Initially, the lending rate
was 2% per month but
soon reduced to 1%

It provides 4.5% annual
interest on savings and
7.5%ȶȥ˪ˉơƎƎơɢȶɽǫʋɽࡲ

Activities Are done
in The Credit
Cooperative.

Synopsis
Savings are a result of strong SHG leadership.
SHG leaders are operating as an independent
community without the direct intervention of
ATF.
þǠơ ƃȶȶɢơɭŔʋǫʽơ ǫɽ ơˉʋơȥƎǫȥǌ ˪ȥŔȥƃǫŔȍ
services to the women and also earning
ɢɭȶ˪ʋࡲ
þb ơˉʋơȥƎɽ ʋɭŔǫȥǫȥǌ ƃŔɢŔƃǫʋˊ ŹʠǫȍƎǫȥǌ ŔȥƎ
handholding support without interfering in
the decision-making process

Training support by ATF
Almost all types of training required for running
a credit cooperative was provided to leaders.
The training includes
•
•
•
•
•

Provisions and rules of the
Cooperative Act.
Standard Operating Procedures,
bookkeeping,
gender orientation
leadership training

Economic Progress
Saving Mobilization
Each woman is doing a monthly saving of Rs. 100/-.
þǠơʋȶʋŔȍɽŔʽǫȥǌɽˁơɭơɭơɢȶɭʋơƎŔɽࠃ߿ȍŔȇǠŔȥƎʋʠɭȥȶʽơɭǫȥʋǠơȍŔɽʋ˪ȥŔȥƃǫŔȍˊơŔɭˁŔɽŔɭȶʠȥƎࠆ߿ȍŔȇǠɽࡲ

Utilization of loans

Cooperative members observed that :
ࠆ߿हȶǉȍȶŔȥɽˁơɭơʋŔȇơȥǉȶɭŔǌɭǫƃʠȍʋʠɭơŔȥƎƎŔǫɭˊŔƃʋǫʽǫʋǫơɽࡷ
ࠀ߿हǉȶɭơƎʠƃŔʋǫȶȥࡷ
ࠀ߿हǉȶɭŹʠɽǫȥơɽɽ
èơɽʋࠀ߿हǫȥƃȍʠƎơɽŔȍȍȶʋǠơɭɢʠɭɢȶɽơɽʽǫ˖ࡲƃȶȥɽʠȟơɭƎʠɭŔŹȍơɽǠơŔȍʋǠʽơǠǫƃȍơƃȶȥɽʋɭʠƃʋǫȶȥŔȥƎɭơɢŔǫɭǫȥǌȶǉǠȶʠɽơơʋƃࡲ

Credit linkage
Co-operative provides loans only up to Rs.50000/The main objective was to keep interest rates low.
Cooperative observed members in recent times had to access to multiple loan products in addition to a loan from the
cooperative.

Support from ATF
þǠơɽǫǌȥǫ˪ƃŔȥʋ˪ȥŔȥƃǫŔȍƃȶȥʋɭǫŹʠʋǫȶȥȶǉþbǫɽƃȶȥɽʋɭʠƃʋǫȥǌʋǠơȶǉ˪ƃơŹʠǫȍƎǫȥǌȶǉʋǠơƃȶȶɢơɭŔʋǫʽơࡲ
ATF contributed Rs. 6 lakhs for it
The members contributed 2 lakh and also contributed labour work.
þǠơƃȶȶɢơɭŔʋǫʽơɢʠɭƃǠŔɽơƎࠆࠇࠀɽɩࡲǉʋȶǉȍŔȥƎǉɭȶȟʋǠơ¥ŔɭȟŔƎɢʠɭŔǌɭŔȟɢŔȥƃǠŔˊŔʋŔȥƎƃȶȥɽʋɭʠƃʋơƎǫʋɽȶˁȥȶǉ˪ƃơࡲ
ATF contribution other than this was continuous training, capacity building and handholding support.

Support from ATF
Operation and Management
Only the secretary was paid, and she looked after the routine functions of the cooperative.
Her responsibility was to maintain a book of records and facilitate an annual audit.
The members deposited their savings amount irectly to the bank account.
Loan applications were submitted by members in-person.
þǠơơˉơƃʠʋǫʽơƃȶȟȟǫʋʋơơȟơơʋɽȶȥʋǠơࠀ߿ʋǠȶǉơʽơɭˊȟȶȥʋǠʋȶƎơƃǫƎơȶȥʋǠơȍȶŔȥŔɢɢȍǫƃŔʋǫȶȥࡲ
%ȶɭɭȶˁơɭɽƃȶȟơʋȶʋǠơȶǉ˪ƃơʋȶƃȶȍȍơƃʋȍȶŔȥƃǠơɩʠơɽࡷƎơɢȶɽǫʋɭơɢŔˊȟơȥʋǫȥɽʋŔȍȟơȥʋɽƎǫɭơƃʋȍˊʋȶʋǠơŹŔȥȇŔƃƃȶʠȥʋࡷȥȶ
persons are deployed for recovery.

Expenses and earning
þǠơŔʽơɭŔǌơŔȥȥʠŔȍơˉɢơȥɽơˁŔɽŔŹȶʠʋèɽࡲࠀࡲࠅȍŔȇǠࢎɽŔȍŔɭˊơȍơƃʋɭǫƃǫʋˊȟŔǫȥʋơȥŔȥƃơɽʋŔʋǫȶȥơɭˊȟơơʋǫȥǌŔȥƎŔʠƎǫʋǫȥǌ
ơˉɢơȥɽơɽࡲ
þǠơʋȶʋŔȍɢɭȶ˪ʋȶǉʋǠơƃȶȶɢơɭŔʋǫʽơʋǫȍȍʋǠơȍŔɽʋ˪ȥŔȥƃǫŔȍˊơŔɭˁŔɽŔŹȶʠʋɽơʽơȥȍŔȇǠɽࡲ

Improvement in income
The service was easily affordable, providing instant loans to its members.
þǠơȍơŔƎơɭɽɽǠŔɭơƎʋǠŔʋʋǠơƃȶȶɢơɭŔʋǫʽơƃȶȥʋɭǫŹʠʋơƎʋȶǫʋɽȟơȟŹơɭɽࡶ˪ȥŔȥƃǫŔȍǉɭơơƎȶȟŔȥƎǫȥƃȶȟơơȥǠŔȥƃơȟơȥʋࡲ
The members were earning Rs. 5000/- to Rs. 150000/-a month.

2)

Case Study: Waghodia Women Organic Farming and
Marketing Cooperative

Stakeholder Feedback from Focus Group Discussion:
Group discussion with eight cooperative members across periods 2018 to 2021. The critical points of the
activities are related outcomes are detailed as follows:

This cooperative was
registered in 2018 to
produce and market
ȶɭǌŔȥǫƃɢɭȶƎʠƃʋɽࡷbŔɭȟơɭɽ
Producer Organization
ࢎbá¶ǉŔƃǫȍǫʋŔʋơɽȶɭǌŔȥǫƃ
farming and collective
marketing of the products.

ATF has been promoting
organic farming in the
area.

There are currently
2160 members.

Primary activities include
marketing other organic farm
inputs within and outside its
ȟơȟŹơɭɽǠǫɢŹŔɽơࡷɢɭȶʽǫƎǫȥǌ
seeds, bio-fertilizers and
bio-pesticides to organic
growers and facilitating
ȶɭǌŔȥǫƃƃơɭʋǫ˪ƃŔʋǫȶȥࡷƃʠɭɭơȥʋ
selling of produce through
APMC.

Activities are done in
the organic farming
cooperative.

Synopsis
The cooperative provides services to the
growers for getting access to inputs,
ʋơƃǠȥȶȍȶǌˊ˪ȥŔȥƃơŔȥƎȟŔɭȇơʋࡲ

Training support by ATF
ATF was the facilitating agency providing training, capacity building and
handholding support to the FPO.

zʋŔȍɽȶǠơȍɢơƎǫʋɽȟơȟŹơɭɽǫȥʋǠơƃơɭʋǫ˪ƃŔ࢚
tion process.

zʋ ɢɭȶʽǫƎơƎ ˪ʽơ ƎŔˊɽ ȶǉ ʋɭŔǫȥǫȥǌ ȶȥ
organic farming at Anand Agriculture
University.

The FPO, at present, facilitate market
access to the members but do not have
buyback and marketing arrangement
through the FPO.

Also provided training on zero budget
ǉŔɭȟǫȥǌ ɢɭơɢŔɭŔʋǫȶȥ ȶǉ ¥á ƃʠȍʋʠɭơ
vermicompost,
composting,
and
nursery raising.

Economic Progress
Funding of the business
FPO has mobilized a shareholding of Rs.4.5 lakh, whereas SHGs contributed Rs.1.55 lakh.
A total of 155 SHGs made a one-time contribution of Rs.1000/- each, utilized as working capital.

Credit Linkage
Credit linkage has not been done so far

Business of the Cooperative
The main business of the FPO was the input business.
zʋɽȶȍƎ¥áƃʠȍʋʠɭơɽȶʠɭƃơƎǉɭȶȟȥŔȥƎǌɭǫƃʠȍʋʠɭơčȥǫʽơɭɽǫʋˊࡲ
The FPO did a business of Rs. 1.38 lakh inputs and business of Rs.0.6 lakh on selling outputs last year.

Support from ATF
ATF provided a one-time direct contribution of Rs.58000/- for purchasing tools and equipment

Operation and Management
There is no paid employee in the cooperative.
ȍȍơˉơƃʠʋǫʽơȟơȟŹơɭɽˁơɭơʽȶȍʠȥʋŔɭˊ

Intervention model
þǠơbá¶ɽʠɢɢȶɭʋơƎǫʋɽȟơȟŹơɭɽǫȥƎȶǫȥǌȶɭǌŔȥǫƃǉŔɭȟǫȥǌȶǉȶȥơʽǫǌǠŔࢎ߿ࡲࠁࠄŔƃɭơȶǉȍŔȥƎࡲ
¶ɭǌŔȥǫƃƃơɭʋǫ˪ƃŔʋǫȶȥˁŔɽǫȥʋɭȶƎʠƃơƎǉɭȶȟࠁ߿ࠀࠃ
þǠơɽˊɽʋơȟȶǉǫɽɽʠǫȥǌƃơɭʋǫ˪ƃŔʋơɽŔʋƎǫǉǉơɭơȥʋɽʋŔǌơɽʽǫ˖ࡲ-ࠀ-ࠁ-ࠂŹˊʋǠơǌȶʽơɭȥȟơȥʋƃơɭʋǫ˪ƃŔʋǫȶȥŔǌơȥƃˊࡲ
It also promoted organic farming in the kitchen garden, especially vegetables.

Types of organic produce
Initially, only vegetables were grown, but they are growing all types of crops, viz. paddy, tur, adad, chana, mung and bajri.
They even shifted from ordinary rice to basmati and jeera rice farming.
Among vegetables, almost all varieties were grown viz. okra, cluster beans, bottle gourd, sponge gourd, pointed gourd, ivy
gourd, chilli, brinjal and tomato.

Marketing
¡ȶɽʋʽơǌơʋŔŹȍơɽŔɭơɽȶȍƎǫȥá¡-ȶȥȍˊࡷƎǫɭơƃʋȟŔɭȇơʋǫȥǌˁŔɽŔƃǠŔȍȍơȥǌơࡲ
However, the direct selling of grains and pulses to housing societies in Vadodara was gaining traction.

Expenses and earning
FPO did not have any high operating costs as no paid employee.
bá¶ǠŔɽơŔɭȥơƎŔɢɭȶ˪ʋȶǉèɽࡲࠄࠄ߿߿߿ࡸ࢚ࢎbĵࠁ߿࢚ࠁࠀƃʠȟʠȍŔʋǫʽơ

Improvement in income
Women members were earning Rs. 25000/- to Rs. 100000/- in
ȶȥơɽơŔɽȶȥʋǠɭȶʠǌǠɽŔȍơʽơǌơʋŔŹȍơࡷFŔɭȍǫơɭǫʋˁŔɽƎǫǉ˪ƃʠȍʋʋȶȟŔȇơơʽơȥèɽࡲࠀࠄ߿߿߿ࡸ࢚ǉɭȶȟŔʽǫǌǠŔȶǉȍŔȥƎࡲ
FȥǠŔȥƃơȟơȥʋǫȥǫȥƃȶȟơƎʠơʋȶƎǫʽơɭɽǫ˪ƃŔʋǫȶȥȶǉǌɭŔǫȥɽʋȶʽơǌơʋŔŹȍơɽŔȥƎɢʠȍɽơɽࡲ
zȥɢʠʋƃȶɽʋɽȶǉȶɭǌŔȥǫƃǉŔɭȟǫȥǌǠŔƎɭơƎʠƃơƎŹˊࠆࠄहƎʠơʋȶŹơʋʋơɭɢɭŔƃʋǫƃơɽࡲ

3)

Case Sudy: Khakhra making, Waghodia, Vadodara
In

2013, a group

of women got
ʋɭŔǫȥơƎǫȥǠŔȇǠɭŔࡲ

Hema Ben approached
ATF renovated her old house,
and mobilized a group of
women to join.

qơȟŔŹơȥࢎǉȶʠȥƎơɭ
started approaching
shops in Vadodara and
Ahmedabad and giving
them samples, which
enhanced the demand

They started with producing
about 5-6KGs quantity a
day and used to sell to retail
customers from nearby locations

Activities are done in
the Khakhra Making
Enterprises

Synopsis

Training support by ATF

þǠơ ˪ɭɽʋ ʋɭŔǫȥǫȥǌ ǫȥʋơɭʽơȥʋǫȶȥ ˁŔɽ
well-paced for Hema to learn and apply
them.
Women were comfortable about having a
livelihood generation activity in their
neighbourhood.
They were able to manage household
chores and earn money at the same time

Started in
2013

Support

provided the ingredients for making the
ǠŔȇǠɭŔŔʋɽơʋʠɢࡲ
FSSAI license
provided 3 Community Resource persons
ࢎ-èá ʋȶ ʽǫɽǫʋ ʋǠơ ʠȥǫʋ ŔȥƎ Ŕɽɽơɽɽ ʋǠơ
quality
þɭŔǫȥǫȥǌ ɽʠɢɢȶɭʋࡪ ǠŔȇɭŔ ȟŔȇǫȥǌ ¡Ŕɭȇơʋ࢚
ing, Vendor Communication, Quality checkǫȥǌáŔƃȇŔǌǫȥǌ%ȶȶȇơơɢǫȥǌơǌŔȍŔˁŔɭơ࢚
ness on a need basis.

Monthly Expense
Manufacturing
location support,
FSSAI license, initial set
of ingredients, support
to assess quality
enabled by ATF

Started 2013,
initiated by
Hemu Ben

1.6 L loan from
which 1 L from
the SHG Mandal

Loan

1-1.5 Lakhs

¡ȶȥʋǠȍˊɢɭȶ˪ʋࡪ
~8K

40-50 Kg Daily
Khakhra Production

Productivity

ProǙt

Coping during the Covid times
During covid, business suffered, and
ɢɭȶ˪ʋ ƎơƃȍǫȥơƎࡲ %ʠʋ ʋǠơ ʠȥǫʋ ƎǫƎ ȥȶʋ
shut completely.
Demand from large shops in the city
declined, but retail sales from the local
community continued.
Procurement of raw materials did pose
an issue during the
lockdown.

How do you sell these products?
Who does the marketing?
Hema Ben does the marketing work.
She underwent several pieces of training
like the book- keeping, how to do
business, managing accounts, some legal
and govt info related training.
She bought an autorickshaw for marketing purposes.
From the marketing training received, I
learnt how to analyze the quality of
ǠŔȇɭŔ áŔƃȇŔǌǫȥǌ ȶǉ ɢɭȶƎʠƃʋɽ ĪơȥƎȶɭ
communication, Samples distribution.

What members valued about being a part of the
livelihood activity

Increased income:
"Before there used to be a monetary crisis at home,
ŹʠʋŔǉʋơɭzǿȶǫȥơƎʋǠơòqeŔȥƎǠŔȇɭŔčȥǫʋzˁŔɽŔŹȍơ
to take a loan from the Mandal, which helped me buy
a Gas connection for my family. I also bought a
2-wheeler Activa scooty and can pay school fees of my
children"
Lata Ben,
ǠŔȇǠɭŔȟŔȇǫȥǌŔȥƎþɭŔǫȥơɭ
ࠂࠆࠀ߿ʋǠáŔɽɽࡲ

“After joining SHG, I took a loan from the Mandal.
ĭǫʋǠʋǠơɽŔȍŔɭˊzǌȶʋǉɭȶȟʋǠơǠŔȇɭŔʠȥǫʋŔȥƎʋǠơ
loan, I bought a stitching machine for my
daughter. During the pandemic, my husband lost
his job, so I also supported my entire household
ơˉɢơȥɽơɽŔʋʋǠŔʋʋǫȟơࡲzŔȍɽȶƃŔȥ˪ȥŔȥƃơȟˊ
children's education along with their transportaʋǫȶȥơˉɢơȥɽơɽࡲࡵ

Improved Self-worth:
"Village people give us more respect now. Children are
also proud that their mothers can support their
ƃǠǫȍƎɭơȥࡶɽơˉɢơȥɽơɽࡲĪǫȍȍŔǌơɢơȶɢȍơŔȍɽȶɽŔˊʋǠŔʋˁơŔɭơ
earning money and managing our children and family
properly. Our respect has increased”

“We were able to create our own identity. Before
we used to be known by our husband’s name, but
after joining the SHG, we have our own identity
as members of the Sakhi Mandal”Hemu Ben,
čȥǫʋ¶ˁȥơɭࠂࠆ-ȍŔɽɽࠆ

Puja Ben,
ǠŔȇǠɭŔȟŔȇơɭࠃ߿ࠀ߿ʋǠɢŔɽɽࡲ

Participation in Social Organisations:
ࡵzŔȟáɭơɽǫƎơȥʋȶǉò¡-ࢎòƃǠȶȶȍ¡ŔȥŔǌơȟơȥʋ-ȶȟȟǫʋ࢚
ʋơơǫȥŔeȶʽʋࡲɽƃǠȶȶȍࡲzŔȟŔȍɽȶŔȥŔʠʋǠȶɭǫ˖ơƎ
co-signatory to sign the cheques on the govt. Funds
used for school infrastructure and renovation.
I, along with Hemu Ben, also encourage and send
children to schools if they witness irregularity or
drop-out cases.”
Varsha Ben,
ǠŔȇǠɭŔȟŔȇơɭॷþɭŔǫȥơɭࠂࠆࠀ߿ʋǠɢŔɽɽ

"I am part of the SMC as a "Shikshan Adyaksha".
In all the school programs and events, I get
invited. As part of the SMC head and membership, I also do monitoring of school teachers,
track school funds utilization,
Hemu Ben,
čȥǫʋ¶ˁȥơɭࠂࠆࠆʋǠɢŔɽɽ

4)

Case Study Enterprise: A Star Tailoring unit,Vazhoor, Kottayam
The unit was
started in 2017,
mainly focusing on
the wives of Rubber
Tappers.

þǠơǫȟɢȍơȟơȥʋǫȥǌ¥e¶ŔˁŔǠŔɭ
Trust interviewed 20 women who
organized Tailoring training, out
of which 10 became part of the
Tailoring unit.

All the 10 women had
a keen interest and
ɽȶȟơɢɭǫȶɭơˉɢȶɽʠɭơ
to tailoring, based on
which they started to
come together to work
as a unit.

The women members
ǫƎơȥʋǫ˪ơƎʋǠơɭơȥʋơƎɽɢŔƃơ
ॷȍȶƃŔʋǫȶȥǉȶɭʋǠơʠȥǫʋ
setup.

Activities are done
while setting up the
Tailoring unit.

Synopsis

Training support by ATF

Tailoring activity training was introduced,
and the interest level of the women Unit
was able to adapt to procuring and
complete orders for items apart from
women clothing like PPE kits masks to
keep the unit running.

Tailoring, Marketing, Business Developȟơȥʋ %ȶȶȇ ȇơơɢǫȥǌ ॷ ƃƃȶʠȥʋǫȥǌ
Personality Development, Legal awareness, developing a plastic recycling unit
to make products out of the recycled
plastics.

The unit has developed connect with
Panchayat and has contributed to further
livelihood generation by giving mask-making orders to women outside its team.

þǠơ ʋɭŔǫȥǫȥǌ ȥơơƎɽ ˁơɭơ ǫƎơȥʋǫ˪ơƎ
based on the quarterly monitoring of
ʋǠơ ɢȶȍȍȶ ʋơŔȟ ŔȥƎ %ơȥơ˪ƃǫŔɭˊ
feedback.
The training was scheduled at different
times to suit the diverse needs of the
enterprise.
During Covid, Apollo also gave orders
for Masks.

Started in
2007

Pro˪t
and
Expenditure

Training &
Grant
Training + 5 L
grant from ATF

Started 2017 with
10 members

COVID Time
Additional
Income

¡ȶȥʋǠȍˊFˉɢơȥɽơࡪ
2-3 Lakhs per

Loan of 1.5 lakhs
from the
Kudumbashree
mission @4 %
interest rate

Loan

COVID times ~7.5L
Additional Income
from stitching
products like masks,
PPE kits

¡ȶȥʋǠȍˊáɭȶǉǫʋࡪ
1L / Month

Monthly
earning per
ȟơȟŹơɭࡪ
5K -10K

Productivity

Earnings

Coping during the Covid times

How do you sell these products?
Who does the marketing?

Provided support to other 45 women for
making masks to help make income in
ʋǠơƎǫǉ˪ƃʠȍʋʋǫȟơɽ

zȥǫʋǫŔȍȍˊ ˪ʽơ ȟơȟŹơɭɽ ǉɭȶȟ ʋǠơ ʠȥǫʋ
would go shop to shop for marketing
products but gradually improved by
engaging three members dedicated to
marketing.

With the support from local Panchayat,
we could procure raw materials for
ˁȶɭȇࡷ ɭơƃơǫʽơƎ ȶɭƎơɭɽ ǉɭȶȟ áŔȥƃǠŔˊŔʋ
ɢȶȍȍȶ eȶʽʋ ǠȶɽɢǫʋŔȍɽ ʠƎʠȟŹŔɽǠɭơơ
and other parties for stitching masks
ŔȥƎááFǫʋɽ

Rented a vehicle, visited 25 shops,
showed their product samples, and
received orders from 15 shops.
Also received orders from Panchayat and
ʠƎʠȟŹŔɽǠɭơơȟǫɽɽǫȶȥࡲ

FŔɭȥơƎ ǫȥƃȶȟơ ȶǉ ࠆࡲࠄ ŔȇǠɽ Ǝʠɭǫȥǌ
Covid stitching products like masks,
PPE kits

What members valued about being a part of the
livelihood activity

Increased Household income:
"With the increased income, All the members have also
joined a saving scheme for buying ornaments, and they
do a monthly saving to buy ornaments, some have
bought cattle"
Shija,
Secretary of Unit, Marketing, 39, BA

Improved Self-worth:
"Initially, everyone in the community and village
thought that our unit, like others, would also get
closed in some days. But now, it is the most
renowned unit in the entire area. We are recognized
by the community and Panchayat very well. We also
got covered by the local news channels. We are very
ƃȶȥ˪ƎơȥʋʋǠŔʋˁơƃŔȥɭʠȥʋǠǫɽơȥʋơɭɢɭǫɽơ
ǫȥƎơɢơȥƎơȥʋȍˊˁǫʋǠȶʠʋơˉʋơɭȥŔȍɽʠɢɢȶɭʋࢩ

Sheeja, Unit President.

“Initially, there was resistance from our families as
we had no income from the unit. They would say
that we are wasting our time going to the Tailoring
unit. But after we started making income from the
unit, now they completely support us”
Unit members

Participation in Social
Organisations:
Two of the members are also part of the Area
Development society. One is the President of
the ADS.
Another one
òơƃɭơʋŔɭˊȶǉ7òࡷ
Leaders for guiding others about
ʠƎʠȟɽǠɭơơȟǫɽɽǫȶȥࡷáŔɭʋǫƃǫɢŔʋơǫȥ
the Panchayat functions.

5)

Case Study Enterprise: Apiculture unit, Vazhoor, Kottayam
Members

Started Processing
Unit Named
Madhurima
Apiculture Unit

Total Bee Hives
Distributed

600

The unit got FSSC
ࠁࠁ߿߿߿-ơɭʋǫ˪ƃŔʋǫȶȥ

FY 2019-2020

FY 2017-2018

Selected IGA
Group with 20

Activities are done
while setting up the
unit

Started in
2017

-ơɭʋǫ˪ƃŔʋǫȶȥ

Pro˪t
¡ȶȥʋǠȍˊɢɭȶ˪ʋࡪ
35.5K / Month

FSSC 22000
-ơɭʋǫ˪ƃŔʋǫȶȥ

Started 2017 with
20 members

Training + 600
Bees from ATF

Training &
Grant

Coping during the Covid times

Monthly
earning per
ȟơȟŹơɭࡪ
~1,800

-ʠɭɭơȥʋɢɭȶƎʠƃʋǫȶȥࡪ
500kg honey / Month

Productivity

Earnings

What members valued about
being a part of the livelihood
activity

Focused on Online Marketing, Unit worked under covid
regulations

"After being a part of the unit, members got a steady
ȟȶȥʋǠȍˊǫȥƃȶȟơʋȶȟơơʋǠȶʠɽơǠȶȍƎơˉɢơȥɽơɽࡲzŹơƃŔȟơ
independent"

Unit member

6)

Case Study: About the MGNREGA Initiative

Toilet construction under
MGNREGA

Mobilization of
SHG women in
construction of
toilets under
Swacch Bharat
Abhiyan,

Income
Generation

Utilizing
MGNREGA to
counter poor
quality toilets
constructed by
contractors,

About
Aboutthe
theMGNREGA
MGNREGAInitiative
Initiative
zȥࠁ߿ࠀࠇ7ǠŔɭȟǫɽʋǠŔŹơȥࢎòŔɭɢŔȥƃǠǫȥʋǠơeŔǿŔƎɭŔʽǫȍȍŔǌơˁŔɽơȍơƃʋơƎǫȥʋǠơɭơɽơɭʽơƎɢȶɽʋǉȶɭ
SC communities.
At that time, the Government was paying Rs. 12000/- for constructing individual toilets
ࢎƎʠɭǫȥǌòˁŔʋƃǠ%ǠŔɭŔʋŹǠǫˊŔȥࡲ
This amount was paid as a reimbursement after constructing the toilet and submitting
documents.
Contractors constructed very inferior quality toilets, and after reimbursement, they took
away the amount, which defeated the purpose of building toilets.
þȶŹɭǫȥǌŔɽȶȍʠʋǫȶȥ7ǠŔɭȟǫɽʋǠŔŹơȥɢɭȶɢȶɽơƎƃȶȥɽʋɭʠƃʋǫȥǌʋȶǫȍơʋɽʠȥƎơɭ¡eè¥èFeࡲ
Her proposal was approved in the Block Panchayat and approved a budget of 15.84 lakh for
the work. With the help of the SHG women, they completed the project.

140 individual

toilets were
constructed under
the SBM scheme in
the Gajadra village

Those who required work
have participated in the
project Rs.140/- was
paid to the workers as
per the wage rate

¡ȶɽʋȶǉʋǠơŹơȥơ˪ƃǫŔɭǫơɽ
were poor and belonged
to deprived communities.

The SHG women were
mainly worked under the
project.

Most of these families
were engaged in casual
wage employment, so
it was easier to get
masons from the
community itself.

zʋʋȶȶȇŔɭȶʠȥƎɽǫˉȟȶȥʋǠɽ
to complete the project.

Implementation of
the Project

Synopsis
Dharmisthaben, an SHG member,
dared to contest the Gram panchayat
ơȍơƃʋǫȶȥŔȥƎɽȶȍʽơƎŔƃȶȟɢȍơˉŔƎȟǫȥ࢚
istrative problem intelligently.
Dharmisthaben proposed in Block
Panchayat for constructing individual
toilets under the SBM scheme so that
inferior work of contractors can be
restricted and, at the same time, wage
employment can be created for village
women.

Funding
The fund was managed from the
project itself
¥ȶơˉʋơɭȥŔȍǉʠȥƎȶɭƃɭơƎǫʋˁŔɽʠʋǫȍǫ˖ơƎࡲ
The payment for material costs was
received in the SHG account, and the
labour work payment was made directly to the workers.

Challenges Overcome
The construction work is considered as
skilled work the workers can quickly
get a wage of Rs.300/-.
But, since the project was under
¡e¥èFe ȶȥȍˊ èɽࡲࠀࠃ߿ࡸ࢚ ˁŔɽ ɢŔǫƎ
which was less than half of the market
rate.

Training support by ATF
ATF provided training on managing
the project and maintaining the
account.
Handholding support during the
implementation of the project was
ŔȍɽȶơˉʋơȥƎơƎࡲ

Impact of the project
The initiative proved that SHG is simply not a
small group to facilitate small credits but also a
strong organization that can address social
problems.

"At that time, almost all the villages opted for
contractors to solve the reimbursement
problem in the payment system, and most of
the toilets were constructed of inferior
quality. But due to the strength of the SHGs,
ˁơƃȶʠȍƎƎŔɭơʋȶ˪ȥƎŔȥŔȍʋơɭȥŔʋǫʽơɽȶȍʠʋǫȶȥ
ǫʋɭơȟŔǫȥơƎȍŔɭǌơȍˊɽʠƃƃơɽɽǉʠȍࡲþǠơŹơȥơ˪ƃǫŔ࢚
ries not only got good quality but also got
employment out of it".

-Dharmistha Ben

7)

Case Study: Biogas installations

Biogas
Installations

Adoption and usage of
ŹǫȶǌŔɽŔɽŔȥơǉ˪ƃǫơȥʋ
fuel.

Driving
Adoption

SHG members
helped to spread
awareness among
their members,

Need for Biogas
Therefore, most women could not afford LPG and were primarily dependent on
˪ɭơˁȶȶƎࡲþǠơˊȥơơƎơƎʋȶɭơŔƃǠʋǠơǫɭˁȶɭȇɢȍŔƃơơŔɭȍˊǫȥʋǠơȟȶɭȥǫȥǌࡲ
þǠơʠɽơȶǉ˪ɭơˁȶȶƎǠŔɽǠơŔȍʋǠǠŔ˖ŔɭƎɽƎʠơʋȶɽȟȶȇǫȥǌŔȥƎƃȶȍȍơƃʋǫȥǌ˪ɭơˁȶȶƎ
itself is a time consuming and laborious task.
Therefore, Biogas was seen as an option to get a cleaner and almost free energy
source, which had positive aspects like food, fodder and energy security for the
women.

Synopsis
Biogas was an intervention to reduce women's struggle and provide a cleaner, cheaper and more sustainable energy source to rural communities.
It also directly correlates with health, food, and economic aspects.

Social Impact of Biogas
¶ʋǠơɭʋǠŔȥʋǠơɽʋɭʠǌǌȍơࡷ%ǫȶǌŔɽŔȍɽȶǫȟɢɭȶʽơƎʋǠơǫɭɽȶƃǫŔȍȍǫǉơࡲ
Earlier, they spent 2-3 hours a day collecting fuelwood, and now it was a tedious job
during the monsoon.

"Earlier could not go out even after completing cooking and cleaning utensils at noon, because within
2 hours we have to come back to prepare tea. This was a major challenge for conducting SHG meetings
etc. Since it is easier to use the gas stove, children and even male members prepare tea for themselves
and don't depend on us. If children feel hungry, they cook something and eat. It gives at least 3-4 hours
of free time to women. During this time, women participate in SHG meetings and do their things, and
many have started income-generating activities like tailoring or making snacks."

-Nitaben

ATF created awareness
through meetings and
demonstrations.

The installed biogas can be
dismantled, moved, and
reinstalled differently.

The biogas unit
could serve a family
of 12-15 members.

Intervention of ATF

Health Impact
The women are living in peace and comfort due to the biogas.
FŔɭȍǫơɭ ʋǠơˊ ɽɢơȥʋ ȟȶɽʋ ȶǉ ʋǠơ ʋǫȟơ ƃȶȶȇǫȥǌ ƃȍơŔȥǫȥǌ ŔȥƎ ƃȶȍȍơƃʋǫȥǌ ǉʠơȍˁȶȶƎࡲ ¥ȶˁ ʋǠơˊ Ŕɭơ
getting time to take a rest.
Burning in eyes and problems related to breathing have reduced substantially, and they are
keeping themselves clean.
Further, they can keep the surroundings clean as the heaps of cow dung is disappeared.

Economic Impact
The women shared that idea of organic farming started with biogas.

"Earlier either we burnt the cow dung or dumped in a particular place for the entire year for
using as manure in farming. Sometimes we allowed others to take away the cow dung to avoid
ƃȍơŔȥǫȥǌʋǠơƃȶˁɽǠơƎࡲ¥ȶˁˁǫʋǠʋǠơɽŔȟơƃȶˁƎʠȥǌˁơŔɭơǌơʋʋǫȥǌǉʠơȍŔȥƎǉơɭʋǫȍǫ˖ơɭɽࡲ¥ȶˁȶȥơ
áeƃˊȍǫȥƎơɭǫɽŔȍȟȶɽʋèɽࡲࠀ߿߿߿ࡸ࢚ࡷǫȥʋǠơʽǫȍȍŔǌơˁơǠŔʽơȍŔɭǌơɭǉŔȟǫȍǫơɽˁơȥơơƎʋȶƃȶȶȇŔȥǫȟŔȍ
ǉơơƎŔȥƎơʽơɭˊȶȥơȥơơƎɽǠȶʋˁŔʋơɭǉȶɭŹŔʋǠǫȥǌࡷǫǉˁơɽʋŔɭʋʠɽǫȥǌáeǉȶɭơʽơɭˊʋǠǫȥǌơʽơȥࠂ࢚ࠃ
cylinders will not be able to meet the requirement of fuel. We are saving directly Rs.1500-2000/every month in cooking fuel. Earlier, we spent a huge amount buying chemical fertilizers and
pesticides. The use of slurry taught us the economic importance of cow dung other resources
ŔʽŔǫȍŔŹȍơŔʋȶʠɭǠȶȟơࡲ¥ȶˁˁơŔɭơɽȍȶˁȍˊȟȶʽǫȥǌʋȶˁŔɭƎɽ˖ơɭȶ࢚ŹʠƎǌơʋŔǌɭǫƃʠȍʋʠɭơࡲ%ǫȶǌŔɽǠŔɽŔ
direct connection. We dry the slurry and pack it in sacks that we use in the organic vegetable
plots for the entire season. From vegetables, we earn a good amount of money."
-Urmilaben

CHAPTER

Individual Impact Portraits

Individual success stories of women who have realized the impact of SHG participation and livelihood creation for
themselves and extending support to other women are detailed below as individual impact portraits.

Geetaben Rameshbhai Parmar
Name
SHG Name
Village
Area of Leadership
Background

Geetaben Rameshbhai Parmar
Siddhi Sakhi Mandal
Popdipura
Role Model & SHG Leadership

Personal Achievements

x

Geetaben used to work in Anganwadi as a helper and couldn’t earn much.

x

Once, she observed that women in the neighbouring villages were engaged in the
various SHG activities and starting income-generating activities.

x

She got curious and learned thoroughly about how SHG worked and how it could
Źơȥơ˪ʋˁȶȟơȥǫȥǠơɭʽǫȍȍŔǌơࡲ

x

Eventually, she took the leadership to form four SHGs in her village.

x

Geetaben had bought a Mehasani breed of buffalo by taking a loan from her SHG and
started a milk business.

x

She also installed biogas and started doing organic farming.

x

She has been growing rice and vegetables on her organic farm and generating
Rs.50,000-60,000/- in a season.

x

After undergoing the dairy training, Geetaben motivated and helped other women
buy high-yielding animals, educated women about borrowing from SHGs, and
changed feeding practices.

x

She took leadership in installing a Ghodi (an iron frame used for holding animals
during vaccination or giving injections), facilitating timely immunization, and
convenient access to veterinary services.

x

Owing to her efforts, dairy has become a good source of income for the families in
her village.

Contribution to the society
Dairy Development

Off-farm IGA

Getting Access to Govt. Scheme

Support from ATF

Challenges overcome

Apart from dairy, Geetaben helped three other women in starting shops in the village with the
help of guidance and awareness about SHG borrowing and repayment.
x

While working as a Community Resource Person (CRP), Geetaben quickly learned
about the processes and documentation required to access government schemes.

x

She helped women in her village apply for government schemes apply for documents
like PAN cards, AADHèƃŔɭƎɽ-Ŕɽʋơƃơɭʋǫ˪ƃŔʋơɽŔȥƎȍǫǉơǫȥɽʠɭŔȥƃơࡲ

x

¶ȥɽơʽơɭŔȍȶƃƃŔɽǫȶȥɽɽǠơǉȶȍȍȶˁơƎʠɢˁǫʋǠʋǠơʋŔȍʠȇŔɢŔȥƃǠŔˊŔʋȶǉ˪ƃơʋȶơȥɽʠɭơ
timely delivery of these services.

Geetaben herself said, "without the support from ATF, I could not have come forward. ATF
provided me with training; ATF members helped me whenever I needed help and encouraged
me to help others in my village."
x

Nobody favoured women going out and participating in SHG meetings, yet she
remained determined to her mission and continued despite resistance.

x

Today, she has earned respect and recognition of the entire village.

x

The Maharaja Sayajirao University of Baroda recognized Geetaben for her
contribution to Women's day.

Geetaben Shantilal Parmar
Name
SHG Name
Village
Area of Leadership

Background

Personal Achievements

Geetaben Shantilal Parmar
Asha Sakhi Mandal
Gulabpura
Role Model & SHG Leadership
x

Geetaben has been associated with SHGs since 2015.

x

A homemaker until then, she took leadership to form SHGs in her
village.

x

She visited women door to door and made them understand the
Źơȥơ˪ʋȶǉòqeɽࡲ

x

With her help, ATF formed 9 SHGs in Gulabpura. Later she helped the
SHGs in starting various income-generating activities.

x

Geetaben’s family had four vigha of the land, but they lived in poverty
since they could not grow a marketable surplus.

x

%ˊʋŔȇǫȥǌŔȍȶŔȥǉɭȶȟòqeɽǠơ˪ɭɽʋǫȥʽơɽʋơƎǫȥŔǌɭǫƃʠȍʋʠɭơŔȥƎɽʋŔɭʋơƎ
to earn a surplus.

x

She bought a sewing machine and started tailoring work. She then
purchased a tractor on her farm and rented it out.

x

òʠŹɽơɩʠơȥʋȍˊ ɽǠơ ȶɢơȥơƎŔ ˫ȶʠɭ ȟǫȍȍ Ŕ ɽǠȶp, and an auto rikshaw
and eco-car and started earning rental income from them. Geetaben’s
monthly family income from all other sources is more than Rs.50000/.

Contribution to the society
x

Geetaben is a role model for other women in the village. Her
entrepreneurial spirit, daringness, and business leadership motivate
other women and keep them united.

x

With her guidance, SHGs in her village started a Khakhra unit. The unit
is providing direct employment to 17 women.

x

Geetaben was instrumental in the Khakhra unit starting a retailing
shop in the village, thus adding another avenue of selling beyond
wholesale supply.

x

During COVID times, this shop continued to make good revenue.

Off-farm IGA

Support from ATF

Challenges overcome

"The SHG training, dairy, and tailoring training taught me a lot. ATF was there
ʋȶɽʠɢɢȶɭʋȟơˁǠơȥơʽơɭzȥơơƎơƎǠơȍɢࡲþȶƎŔˊzŔȟƃȶȥ˪ƎơȥʋȶǉȟˊŔŹǫȍǫʋǫơɽ
and can help other women", said Geetaben
x

Initially, Geetaben faced scepticism from her own family and
community members, questioning the use of SHG.

x

On the one hand, women were worried that they would be forced to
save when they had very little money.

x

On the other hand, the village was trapped in high-interest loans of
˪ȥŔȥƃơƃȶȟɢŔȥǫơɽˁǫʋǠɽȶȟơǠŔʽǫȥǌɽȶȍƎȍŔȥƎʋȶɭơɢŔˊȍȶŔȥɽࡲ

x

Under such existing conditions, Geetaben worked with the village
women to start SHGs by impressing the long-ʋơɭȟŹơȥơ˪ʋɽȶǉɽŔʽǫȥǌ
and access to low-interest credit.

Rameelaben
Name
SHG Name
Village
Area of Leadership

Geetaben Shantilal Parmar
Saheli
Narmadpura
Role Model & SHG Leadership

Background

Rameelaben joined SHG in 2016. Owing to her husband's alcoholism, the family
ˁŔɽ˪ȥŔȥƃǫŔȍȍˊɽʋɭŔǫȥơƎࡲqơɭòqeɢɭȶʽǫƎơƎŔȍȶŔȥȶǉèɽࡲࠀ߿߿߿߿ࡸ-. She used the
amount for repairing her husband's broken three-wheeler to restart income
generation from it. This worked as a turning point in her life; she completely
transformed her economic condition and leadership in various social activities.

Personal
Achievements

Since her husband was an alcoholic, Rameelaben did not want to remain dependent
on him for running the family. She got training from ATF for meter reading and
started doing meter reading for MGVCL. She began to earn at least Rs.10000-15000/every month. She later bought two buffaloes and started making them by selling
milk. She started organic farming with zero budgets based on her attended ATF
training. This helped here save Rs.6000-8000/- in buying fertilizers and pesticides
every season. She shifted from cotton farming which was expensive and risky, to
organic vegetable growing. She also started growing seedlings and selling them to
other farmers. She now earns Rs.30000-45000/- each season from her marginal
landholding. Rameelaben’s organic farming skills made her an organic farming
contract with ATF.
Contribution to the society

Social Issues

Drinking water supply was intermittent in Rameelaben’s village, causing persistent
water scarcity. She mobilized the women in her town and staged a protest before
ʋǠơ eɭŔȟ áŔȥƃǠŔˊŔʋ ˁǠǫƃǠ ɽʠƃƃơɽɽǉʠȍȍˊ ȍơƎ ʋȶ ʋǠơ ȶǉ˪ƃǫŔȍɽ ɭơɽʋȶɭǫȥǌ ʋǠơ ɭơǌʠȍŔɭ
water supply.

Special initiative

One woman in Rameelaben’s village was inferior. She had a calf and was rearing it,
hoping to start giving milk within a year or two. One day Rameelaben saw that she
was about to sell the animal. When asked, the woman broke down and said that she
had nothing at home and selling the animal was the last option to run her family.
She stopped the woman from selling the animal and got her a loan from her SHG at
her own risk. Later she helped the woman join, and SHGs taught her sewing.

Support from ATF

"SHG and ATF training ƃǠŔȥǌơƎ ȟˊ ȍǫǉơࡲ z ȥȶˁ ȍǫʽơ ˁǫʋǠ ˪ȥŔȥƃǫŔȍ ɽơƃʠɭǫʋˊ ǉŔȟǫȍˊ
satisfaction, and independent life. I got training on meter reading, organic farming,
and growing seedling from ATF. Earlier I had no courage to speak before my drunken
husband; I had no hope in my life; people considered me unfortunate. But today, I
can speak even before village leaders due to training I received at ATF."

Challenges overcome

ࡵzˁŔɽƎȶʠŹȍˊŹʠɭƎơȥơƎˁǫʋǠɽȶƃǫŔȍŔȥƎ˪ȥŔȥƃǫŔȍƃǠŔȍȍơȥǌơɽࡲ¡ˊǠʠɽŹŔȥƎˁŔɽȥȶʋ
cooperative and did not allow me to leave home. Despite that, I dared to come out
and participate in SHG activities. The other women in the SHG encouraged and
supported me. That helped me progress in life."

Rekhaben
Name

SHG Name
Village
Area of Leadership

Background

Agriculture and
Dairy Development

Off-farm IGA and
Employment

Government
Scheme

Parmar Rekhaben Hareshbhai
Khushi
Narsinhpura
SHG Leadership
Women in the Rekhaben’s village were engaged as farm laborers and belonged to
poorer families. Their engagement was seasonal, and they did not get employment in
bad agriculture season. Rekhaben took leadership in forming SHGs, and within a year,
she helped women take up the various farm and off-farm income-generating activities.
Rekhaben helped develop 6 SHGs in her village.

x

Rekhaben helped fellow women to buy high-yielding buffaloes and ensured
access to feed and veterinary services for yielding milk.

x

Rekhaben helped the SHG members get subsidies, buy tractors, and do farming.

x

She transformed the entire village into an organic farming village.

x

Women are growing vegetables and producing organic pulses and other crops.

Apart from organic farming and dairy development, Rekhaben helped the women start
off-farm livelihood by getting training and loans from banks. Her innovative initiative was
to prepare a group of women for providing housekeeping services to various companies
in the (Gujarat Industrial Development Corporation) GIDC. Around 15 women are trained
in housekeeping and have been employed in GIDC. They are earning Rs.10000-15000/- a
month. These women are getting assured and regular income.
x

Earlier, people in Rekhaben’s village were utterly dependent on Gram Panchayat
ʋȶǌơʋǌȶʽơɭȥȟơȥʋɽƃǠơȟơɽŹơȥơ˪ʋɽࡲ

x

At ATF, Rekhaben learned the application for govt. The scheme can be submitted
online using the i-khedut portal.

x

She helped SHG women in her village access subsidies under various agriculture
and horticulture development schemes.

x

She helped in getting subsidies for tractors and other farm machinery. Recently
she received a plough through the portal.

Support from ATF

"The training and exposure I received at ATF helped me in progressing in my life and
helping others too."

Challenges
overcome

Rekhaben worked hard to earn the trust of her fellow village women in getting them to
participate in SHGs.

DakshaBen
Name

SHG Name
Village

Area of Leadership

DakshaBen
Shakti
Alwa
Leadership in Clean My Village Initiative
x
Dakshaben took leadership in the SHG initiative to mobilize women in her village
and helped ATF form 17 SHGs in her town.
x

Later, she made ATF's "Clean My Village Initiative" Successful.

x

Dumping of waste, polythene bags clogged the drains and increased the risk of
water-borne diseases. To counter this, ATF introduced the Clean My Village project.

x

Under the project, every household was given a set of waste bins, and large waste
bins were installed on the corner of the roads; an agency for collecting the wastes
from corners of the streets was set up.

x

Dakshaben took leadership in making people understand the importance of keeping
the village clean and developing habits of managing waste responsibly.

x

Despite the system established for segregation of wastes and collection of garbage
from the roadside waste bins, villagers were not serious enough about following the
process.

x

Dakshaben mobilized fellow women to reach out to the families in their respective
hamlets, making them realize the importance of proper waste disposal and its threat
to health and expenses arising from health issues.

x

Her consistent efforts and supervision led to visible improvement in waste
management in her village.

Background

Challenges Overcome

SaraswatiBen
Name
SHG Name

Village
Area of Leadership
Background

Personal Achievements

Chauhan Saraswatiben Hiteshbhai
Shahriyar
Narmadpura
Role Model & SHG Leadership
x

Saraswatiben belonged to an impoverished family.

x

Her father-in-law was an alcoholic, and her husband had no
income.

x

In 2008, as part of the early ATF pilot, she received training on SHG
management and bookkeeping of SHGs.

x

When ATF formed the Credit Cooperative, she was found suitable
for the role of the Secretary.

x

Through her role in the cooperative, Saraswatiben empowered
other women to participate in SHGs and took leadership in
addressing village development issues.
At the time of joining the credit cooperative, Saraswatiben’s
monthly family income was barely Rs.1000/-.

x
x

She started to earn a salary of Rs.9000/- from the credit
cooperative, making her the highest-earning member of her
family.

x

She utilized her income along with loans from SHGs strategically
for incremental revenue. She introduced her husband to the
training on poultry farming conducted by ATF.

x

She helped her husband start a poultry business and then
establish and expand a poultry farm, growing it to a capacity to
supply 750 birds a day and earning more than Rs.30000/- a month.

She also constructed her house and bought a two-wheeler for
herself by taking a loan.
"after joining the cooperative, I have received immense support from ATF. I
got trained on managing the credit cooperative and social issues like
gender parity. I am also thankful to ATF for providing training to poultry
training to my husband due to which he is earning well."
x

Support from ATF

Challenges faced overcome

"Initially, I faced strong objection from my father-in-law. He was against me
going out of the house to SHG meetings. However, seeing my income
increase, my father-in-law's opposition slowly weakened. I did face
jealousy from the entire village due to my growing respect among the
ʽǫȍȍŔǌơɭɽŔȥƎǫȟɢɭȶʽǫȥǌ˪ȥŔȥƃǫŔȍƃȶȥƎǫʋǫȶȥɽŹʠʋzƃȶȥʋǫȥʠơƎʋȶǠơȍɢ
whoever approached me for assistance."

Valsala Nair
Name
Livelihood unit Name
Village
Background

Personal Achievements

Support from ATF

Valsala R Nair
Nivedyam Mushroom unit
Vazhoor

x

Before contacting ATF's livelihood program, Valsala was only a homemaker.

x
x

She attended the mushroom cultivation training became a part of the unit
in 2017.
Valsala contributed to the land for this project from the space behind her
house and started earning an annual income between Rs.10,00 and
Rs.15,000.

x

She loved that she could work in her backyard and make money.

x

Valsala acquired an FSSAI license and ventured into making and selling
mushroom pickles out of her initiative.

x

She invested her income back into farming and started an integrated farm
on her terrace, growing varieties of vegetables and selling them for a
ǠŔȥƎɽȶȟơɢɭȶ˪ʋࡲ

"ATF provided me with the training and other support required to start the
mushroom cultivation, to start and run the mushroom cultivation unit, as well as
provided with all ȥơƃơɽɽŔɭˊ˪ȥŔȥƃǫŔȍŔǫƎʋȶɽơʋʠɢʋǠơʠȥǫʋǫȥǫʋɽǫȥǫʋǫŔȍɽʋŔǌơࡲɽǫƎơ
from this, the constant support, guidance and monitoring of ATF's implementation
partner Jawahar Trust's team members were also a huge support."

Challenges faced
" initial days of business setup were challenging since I had not done anything like
this before, there were some losses, but multiple sources of income that I was able
to start saw me through"

Recognition

Valsala was felicitated by Kudumbasree and the Vazhoor Panchayat for her
livelihood initiative in 2019.

Ammalukutty Babu
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Ammalukutty Babu
Udaya Poultry Farming
Vazhoor
Member
x
Ammalukutty was only a homemaker with no prior business experience
before joining ATF Livelihood group in 2017.
x

One of the members in her group offered to lease land, and they started
poultry in 2017. They generate income every 45 days when a batch of
chickens got sold.

x

During COVID, when almost everyone she knew faced challenges, this
chicken farm was a huge blessing to all their families as they could still
have a steady income from the farm.

They were able to support their families when even some of their husbands
had lost jobs and could not go to work.
"My biggest personal achievement has been that I was able to support my family
during covid when other family members' incomes were affected, and I was able to
support my family a lot with this money. I have been able to pay back a lot of my
loans, educate my children and tend to other needs of my family and household
without asking for money from my family members. More than anything, I think I am
mentally in a much better space now as this has been a huge relief and solved a lot
of my domestic problems."
x

Personal Achievements

Special initiative

x

Apart from the two chicken farms supported by ATF, using the income
generated, the group could also start a 3rd farm entirely of their own, which
caused an income of around 1.3 lakhs per annum.

x

They also generate extra revenues by selling chicken manure aside from
selling chickens.

Support from ATF

"ATF has supported setting up the farm such as buying a cage, conducting training
etc. Have provided training by Vets to equip them to deal with the health issues of
chickens also. ATF has taken our group on exposure visits and various training in
other locations. This has helped us run our poultry in an organized way."
Challenges faced
“Poultry was thought of as a masculine business as it involves digging up land
before putting in the chicks. Our village people were sceptical. But after what we
have achieved, we have become a good example of women power.”
Recognition

x

Ammalukutty and her group members got media coverage due to their
poultry business's success. The Panchayat, too, recognized their effort.

x

The Panchayat awarded them an incentive of 1 lakh to encourage them,
appreciating them for successful entrepreneurship.
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