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ICIMOD

ICIMOD is the first international centre in the field of mountain
development. Founded out of widespread recognition of environmental
degradation of mountain habitats and the increasing poverty of mountain
communities, ICIMOD is concerned with the search for more effective
development responses to promote the sustained well being of mountain
people.

The Centre was established in 1983 and commenced professional activities
in 1984, Though international in its concerns, ICIMOD focusses on the
specific, complex, and practical problems of the Hindu Kush-Himalayan
Region which covers all or part of eight Sovereign States.

ICIMOD serves as a multidisciplinary documentation centre on integrated
mountain development; a focal point for the mobilisation, conduct, and
coordination of applied and problem-solving research activities; a focal
point for training on integrated mountain development, with special
emphasis on the assessment of training needs and the development of
relevant training materials based directly on field case studies; and a
consultative centre providing expert services on mountain development
and resource management.

MOoOUNTAIN ENTERPRISES AND
INFRASTRUCTURE DIVISION

Mountain Enterprises and Infrastructure constitutes one of the thematic
research and development programmes at ICIMOD. The main goals of
the programme include i) gainful enterprise development and income
generation; ii) harnessing mountain specific advantages; iii) infrastructural
development (social and physical); iv) sustainable energy resources for
mountain development; and v) capacity building in integrated mountain
development planning.
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Preface

Development experiences in most of the mountain areas of the Hindu Kush-Himalayan
Region, over the past decades, have shown that the prevailing predominant mode of
their economies — subsistence agriculture — is becoming increasingly unsustainable both
economically and ecologically. Diversification of economic activities into products and
services, for which these areas offer a comparative advantage, through enterprise-based
production for the market, is considered necessary for sustaining livelihoods and alleviating
the poverty of the rapidly increasing population. It is in this context that ICIMOD established
a programme on Development of Micro-enterprises in Mountain Areas with the objectives
of identifying constraints and opportunities and developing policy, programme, and
training guidelines for enterprise development in hill and mountain areas of the HKH
region. As part of this programme, the Centre has commissioned a number of studies in
different countries and areas of the HKH region with a view to documenting experiences
of development and functioning of enterprises. The studies cover different aspects such
as comparative advantage of products, processes, and factors in enterprise development,
technology, credit, marketing, and development of entrepreneurial skills as well as policies
and programmes by government and non-government agencies for promotion of
enterprises.

The present paper ‘Promoting Small and Micro-Enterprises through Training
Interventions: The Indian Experience’, by Dinesh Awasthi, Naresh Singh, and Pramod
Srivastava, is one in this series of studies. It is being published with the hope that it will be
found useful by those engaged in research and development, policy-making, programme
formulation, and implementation for the promotion of enterprises, as well as by present
and potential entrepreneurs in their respective activities.

T. S. Papola
Head

Mountain Enterprises and Infrastructure Division



Abstract

Development of entrepreneurial capabilities and facilitating the initiation of productive
and gainful ventures through EDPs, integrated with other essential support, have made
positive impacts on enterprise development in many underdeveloped regions, particularly
the hill and mountainous areas in India.

The present study analyses some successful (and a few not so successful) training
interventions for promotion of small and micro-enterprises in the Himalayan region of
India and assesses the scope for their replicability elsewhere. The study finds that EDPs
following the EDI approach have as much chance of succeeding in hill regions as
elsewhere, but the Group Entrepreneurship Development approach is found to have
much better potential in terms of sustaining successful entrepreneurial activities in these
regions.
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Chapter 1

Introduction: Objectives,
Scope and Methodology

As elsewhere in the world, mountain re-
gions in India are characterised by hostile
terrain, subsistence agriculture, inadequate
infrastructural development, and rudimen-
tary industrialisation. Consequently, the
region is only able to generate and sustain
a limited number of jobs, leading to large-
scale unemployment and widespread pov-
erty and migration of able-bodied young
men in search of work. This leads to social
imbalance and tensions. The need is, there-
fore, to create adequate job opportunities
in the mountains to alleviate the problems
of unemployment and poverty. This can
be achieved by converting the surplus hu-
man resources (unemployed youth) into
job providers instead of job seekers. Ex-
periences of a large number of govern-
ment and non-government organizations
(NGO:s) in India indicate that it is possible
to promote small and micro-enterprise
development in hilly ardas. This involves
interesting unemployed men and women
in well-conceived training interventions,

known as entrepreneurship development
programmes (EDPs). EDPs have been in
practice in India since the early 1970s.
Every year, almost 200 EDPs are carried
out by various govemment and non-gov-
ernment organizations, training about
5,000 young men and women in the
Himalayan regions of the country.

Since various government and non-gov-
ernment organizations have adopted dif-
ferent approaches to promoting small and
micro-enterprises (SMEs) in hilly areas,
with the objectives of creating sustainable
employment and income, there have
been notable successes as well as failures.
Unfortunately, the documentation is poor,
making it difficult to devise an approach
that would be reasonably successful. It has
been observed, however, that due to
straight jacket development approaches,
which disregard local needs, government-
run programmes often fail to achieve the
necessary results. On the contrary, simi-



lar interventions by NGOs have been
more successful. Training interventions of
various types to promote SMEs in India
are examples of this genre. The present
study reviews some of the enterprise de-
velopment training approaches currently
being used in selected hill and mountain
areas in India and assesses the possibility
of their replication in similar regions else-
where.

1.1 Objectives of the Study

The overall objective of the study is to as-
sess the impact and replicability of training
interventions for the promotion of small
and micro-enterprises in the Himalayan Hill
Regions of India (IHHR). More specifically
the study attempts to:

* document the main methods of pro-
moting SMEs through training inter-
vention in Himalayan areas of India;

* assess the impact and efficacy of the
main fraining interventions in promot-
ing SMEs in the region;

¢ delineate the factors that lead to suc-
cess or failure of an approach and
identify the necessary and sufficient
conditions to promote SMEs success-
fully; and

e draw indications for model training
programmes based on the experiences
of various government and non-gov-
ernment organizations for wide repli-
cation in hilly areas.

1.2 Scope and Coverage

The focus of the study is the rural entre-
preneurship development programmes
(REDPs) developed by the Entrepreneur-
ship Development Institute of India (EDI)
and implemented by its network NGOs

in the States of Himachal Pradesh (HP),
Uttar Pradesh (UP), Assam, and
Nagaland. It covers two principal ap-
proaches, viz., individual entrepreneur-
ship and group entrepreneurship (based
on the lead sector strategy), for promo-
tion of SMEs through training. Besides
these, a government-run programme, viz.,
the Prime Minister’s Rozgar Yojana
(PMRY), for promotion of SMEs has also
been reviewed. The study covers three
successful and two average cases (four
cases of REDPs organized by the EDI and
NGOs and one case of a PMRY organ-
ized by a government sponsored agency)
in these States. The training programmes
discussed in detail here include those or-
ganized in 1994-95 and 1995-96.

1.3 Methodology and Database

There are five case studies on which this
study focusses. In addition, information
on 25 programmes carried out by NGOs
and a few programmes carried out by gov-
ernment agencies in this region was used
to provide a macro-view of the EDPs.
While the impact of EDP training is as-
sessed on the basis of secondary data, the
factors critical for success are delineated
with the help of the case studies. The
NGOs covered in the study are the Soci-
ety for Advancement of Village Economy
(SAVE) in Kullu  {HR ) Shiri
Bhuvaneshwari Mahila Ashram (SBMA)
in Garhwal (UP), Association for Women
and Rural Development (AWARD) in
Lakhimpur (Assam), and the govern-
ment-sponsored agency, viz., Himachal
Consultancy Organization Limited
(HIMCON)}) in Shimla (HP). The group
entrepreneurship development project in
Nagaland, the fifth case studied, was un-
dertaken directly by the EDI.



1.4 The Outline of the Report

The report is divided into seven chapters,
including the present introduction. Chap-
ter Two gives a profile of the IHHR. The
third chapter provides a conceptual frame-
work and rationale for entrepreneurship
development. The next chapter presents
highlights of the EDPs. Chapter Five de-
scribes the process of EDPs with the help of
case studies of three NGOs and a case study
of a quasi-government organization in-
volved in promoting the government spon-
sored PMRY (i.e., Prime Ministers’ Employ-
ment Scheme). In the sixth chapter, a re-

view of a group entrepreneurship approach
is carried out with the help of a case study
on EDI's Group Entrepreneurship Devel-
opment Project in Nagaland. The principal
conclusions and lessons learned based on
the analysis are in the last chapter.

In the Annexes, Annex 1 examines the
constraints of rural enterpreneurs and de-
velopment inputs needed; Annex 2 is a
brief outline of REDP activities and inputs;
Annex 3 and 4 are training schedules; and
Annex 5 gives comparatives figures for dif-
ferent aspects of development in the
Himalayan region and nationally.



Chapter 2

A Profile of the Himalayan

The IHHR is comprised of the States of
Jammu and Kashmir, Himachal Pradesh,
and thirteen districts of the Uttarakhand
region of Uttar Pradesh! in the north; three
hill districts of West Bengal? and the State
of Sikkim; and seven north-eastern States,
viz; Arunachal Pradesh, Assam, Meghalaya,
Manipur, Mizoram, Nagaland, and Tripura.
It covers a total area of 592,701 sq.km.,
accounting for 18 per cent of the total area
of the country. The population comprises
a little over six per cent (51.39 million as
per the Census of 1991) of the country’s
population. As with most hill regions, the
population density of the IHHR is relatively
low, only about 87/ km? compared to the
national average of 258/km?. The level of
urbanisation of the Himalayan region is
19.71 per cent compared to a national level
of 26.13 per cent. (For comparative fig-
ures of different aspects of development

Hill Region of India

in different states and areas in the Hima-
layan region and national averages re-
ferred to in this chapter, see Annex 5).

The literacy rate is 56.04 per cent, higher
than the national average of 52.2 per cent.
However, more striking is the level of lit-
eracy among women (46.03%) in the
IHHR compared to 39.29 per cent at na-
tional [evel. It has a higher proportion of
workers as a percentage of total popula-
tion than the national average. The same
is the case for main workers in agriculture
and allied activities. However, it has a lower
share of main workers in industries, both
non-household and household, than the
national level. This indicates a heavy de-
pendence on agriculture and allied activi-
ties. While the average size of operational
land holdings is bigger in the IHHR (2.16
ha) than the national average of 1.69, the

1 Almora, Bageshwar, Chamoli, Champawat, Dehradun, Haridwar, Nainital, Pithoragarh, Pauri
Garhwal, Rudra Prayag, Tehri Garhwal, Udham Singh Nagar, and Uttar Kashi.

2 Cooch Behar, Darjeeling, and Jalpaiguri.



per capita value of outputs from major
crops is significantly lower than the national
average. Thus, despite the fact that the
average land holding is bigger than the
national average, agriculture is less remu-
nerative in the hill regions than in the plains.
Undulated topography and farming prac-
tices (e.g., jhum or shifting cultivation),
which also cause widespread land degra-
dation and soil erosion, are among the
important factors contributing to low pro-
ductivity.

In terms of infrastructure, the IHHR has
serious.constraints, primarily because of its
terrain. The extremely rugged topography
means that few villages are accessible by
road. Compared to the national average
of 60 km of road per 100 sq. km., the
IHHR has barely 36.72 km per 100-sq.
km. in some cases even as low as about six
km. per 100 sq. km. (e.g., in J&K). Simi-
larly, the raglway network in the IHHR is
insignificant

The [HHR has only 193 telephones per
100,000 people compared to a national
ratio of 800. Although it has a better net-
work of banks, per capita bank deposits
are only about 69 per cent of the national
average. Per capita bank credit is barely
36 per cent, with Rs 711 in the IHHR and
Rs 1,978 at the national level. Similarly,
per capita bank credit for industry in gen-
eral is far below national average. This
applies to agricultural credit also. Conse-

quently, credit to deposit ratio is more un-
favourable than the national ratio.

The social structure in most of the hill re-
gion, however, is more egalitarian than in
the plains (Papola 1996). This is because,
unlike in the plains, the inequalities in land
ownership are not so great in the hills. His-
torically, frugality has been a way of life
for the hill people. Entrepreneurship has
not been a predominant feature of)

Until recently there have been few disrup-
tions in the way of life of the hill people.
However, there are now recurring law and
order problems instigated by insurgent
activities. The root cause of these move-
ments there is economic deprivation. Prob-
lems in the hill region are interrelated, aris-
ing from economic stagnation, unemploy-
ment, and poverty. Hence, measures to
solve them must be based on an integrated
approach.

There are no easy options for eradicating
the problems faced by people in these ar-
eas. Developing successful entrepreneurs,
capable of perceiving economically viable
opportunities and converting them into
sound business propositions, could be an
effective strategy for economic develop-
ment of distressed areas. Such a strategy
will not only create self-employment, but
will also open up new opportunities for
income generation in the hills areas.

3 Itis barely 0.43 km. per 100 sq. km. of area compared to 2.04 km. per 100 sq. km. nationally.
If Assam, with 3.15 km per 100 sq.km. of rail length, is excluded; it will be even less than 0.1 km

per 100 sq.km. in the IHHR taken together.



Chapter 3

Entrepreneurship Development:
Relevance, Approaches and Issues

The quality of its entrepreneurs influences
the economic destiny of a nation. It is the
enterprise of a few in a society that helps
change the economic growth profile and
diversifies the economic base. Entrepre-
neurs not only establish businesses but also
help create employment, increase outputs,
improve technologies, and improve the
quality of goods and services by bringing
about changes in the production function.
Lack of entrepreneurs is one of the princi-
pal constraints to development in poor na-
tions. It is also true of hill regions; only
much more so and with serious ramifica-
tions on both the economy and the envi-
ronment. Growth of entrepreneurship is
an essential prerequisite to employment
generation. In the long term, such a growth
in entrepreneurial spirit can act as a cata-
lyst to growth in previously isolated socie-
ties.

In India, the economy in hill regions has
been characterised by stagnation. The eco-

nomic base is limited, primarily confined
to agriculture. It could be diversified suc-
cessfully by developing the Non-Farm Sec-
tor (NFS). Rural industries are a possibility
but the extent to which they would be suc-
cessful depends upon the capability af en-
trepreneurs. The best way to establish such
industries would be to develop local skills
for this purpose.

3.1 The Government Approach
Poverty eradication and employment gen-
eration have been predominant issues in
government planning since 1952 (the first
five-year Plan). Recent five-year plans claim
to be employment oriented. Many
schemes promoting self-employment and
small and micro-enterprises have been
adopted. Important among them are the
Integrated Rural Development Programme
(IRDP), Training Rural Youth for Self Em-
ployment (TRYSEM), and Self-employ-
ment Scheme for Educated Unemployed



Youth (SEEUY); and the latter was merged
in 1993 with the scheme known as the
Prime Minister's Rozgar Yojana (PMRY)*.

The IRDP strategy is to support selected
poor households in acquisition of produc-
tive assets by providing loans-cum-subsi-
dies. The underlying rationale is that lack
of ownership of productive assets results
in poverty. Serious doubts have been
raised about this approach. By and large it
has been implemented without giving suf-
ficient attention to differences in local con-
ditions or variance in individual aspirations
and capabilities.

For the impact of IRDP on poverty eradi-
cation see Rath (1985), Dantwala (1985),
Hirway (1985), and Bagchee (1995).
Other schemes, such as TRYSEM and
SEEUY, have been assessed by Prasad
(1988). Wide-ranging limitations are cited
by these studies. Overall, the gains of [RDP
have not benefitted the poorest of the poor
(Hirway 1986). Moreover, although it has
contributed to a rise in incomes of a sub-
stantial proportion of beneficiaries, many
still live below the poverty line. For exam-
ple, from a survey by the National Bank
for Agriculture and Rural Development
(NABARD), Rath (1985) estimated that
hardly 18.7 per cent of the total benefici-
aries had risen above the poverty line. He
also calculated that, if repayments on loans
and interest were adjusted against income,
this proportion would go down consider-
ably.

The Approach Paper to the Seventh Five-
Year Plan reformulated the IRDP in terms
of better integration with the rural
economy), providing forward and backward
linkages, and closer monitoring and tighter

organization than heretofore. The Govern-
ment did not review its basic assumptions,
however, and these are more critical as
they are responsible for the failures of the
‘direct attack’ strategy of IDRP (Hirway
1986). Badly conceived and misplaced
emphasis on the basic assumptions were
that people had entrepreneurial capabili-
ties and that the bureaucracy was capable
of delivering services to assist them. Entre-
preneurship is not developed by giving the
poor cash or a goat or a buffaloe without
other inputs. The idea that wage employ-
ment alone would solve the problem was
rejected by economists who believed that
such a strategy would lead to a depend-
ency syndrome (Dantwala 1985). Gaikwad
{1986, p33) observed such a dependency
syndrome reference to Sriniketan, a vol-
untary organization.

To sum up, most of the government spon-
sored schemes for rural development and
poverty alleviation were input-oriented (in
terms of money) rather than output-ori-
ented. Creation of income-generating en-
terprises for the rural poor drew scant at-
tention.

3.2 Is it Possible to Create
Entrepreneurs through
Training?

The experiences of the Entrepreneurship
Development Institute of India (EDI),
Ahmedabad, and many other organiza-
tions demonstrate that (i) latent entrepre-
neurial potential (desire to be independ-
ent and do something better) is widespread
irrespective of location, and (ii) this poten-
tial can be developed/strengthened with the
help of well-designed, comprehensive
training packages. In this respect, govern-

4 Rozgar Yojana means Employment Plan/Scheme.



ment schemes such as TRYSEM experi-
enced limited success because they were
geared towards developing/imparting tech-
nical skills only. Managerial skills and en-
trepreneurial attitudes also have to be in-
culcated (Prasad 1988).

Among the popular approaches to entre-
preneurship development, the two main
variants are based on (i) individual entre-
preneurship and (ii) group entrepreneur-
ship.

3.2.1 Individual Entrepreneurship

The individual entrepreneurship approach
assumes that certain people have some
amount of entrepreneurial spirit. Hence,
individual potential should be encouraged.
In sufficient numbers, these individual en-
trepreneurs will diversify the hill economy
and in turn initiate others.

The entrepreneurship development ap-
proach deals with individual entrepre-
neurs, 25 to 30 at a time, and focusses on
tapping and developing local entrepre-
neurial talents. It is not only viable but also
replicable. It has been implemented in In-
dia through the EDI-EDP model. It was
first used in Gujarat in 1970 and has since
spread throughout the country by means
of a network of state-level institutions and
many voluntary organizations. Its initial ur-
ban/town orientation and lower-middle
class thrust have been balanced by work-
ing with the rural poor. The training model,
known as the Rural Entrepreneurship De-
velopment Programme (REDP), has been
developed and tested across cultures for
validation by the EDI. REDPs have three
principal components, viz., imparting busi-
ness-related knowledge, developing busi-
ness skills, and changing behaviour and at-

titudes to a sufficient degree so that indi-
viduals are motivated for and capable of
establishing and maintaining enterprises,
creating jobs, and diversifying the economic
base.

The REDP approach, however, does have
certain limitations. At any given point (i.e.,
in one programme), it only. has a small
number of trainees. Given the magnitude
and the need, the number trained is insuf-
ficient. In the implementation phase the
capacity of a poor person to cope with a
competitive market is limited; on an indi-
vidual basis it is difficult to overcome the
vested interests of the rural oligarchy. Thus,
it is often argued that the only way to help
the poor is through group empowerment
(SAARC 1992).

3.2.2 Group Entrepreneurship

The concept of group entrepreneurship in
India is associated with the seminal work
of Bogaert and Das (1989). Their ration-
ale for groups holding together was based
on common bonds of location, occupa-
tion, and economic interest. Such groups
undertake common productive activities
and can market their products at favour-
able rates of return that provide a reason-
able living on a sustained basis. A fully
matured group is often difficult to form,
hence, initially, local voluntary organiza-
tions can take care of the backward and
forward linkages-and provide strategic man-
agement support for a fee. Gradually,
these skills and competencies can be passed
on to the group members who subse-
quently take over from the voluntary or-
ganization; and its intervention, albeit nec-
essary, is hence short term, avoiding de-
pendency. One issue that arises concerns
the very concept of entrepreneurship.



Power and responsibilities can lead to dis-
putes regarding the tasks and jurisdiction
of individual members, the group as a col-
lective entity, and the voluntary organiza-
tion. Hence, though the concept of group
entrepreneurship seems attractive, it is not
easy to implement. It requires clear con-
ceptual and operational understanding

10

among individuals and organizations as well
as a substantial degree of homogeneity and
cohesiveness among group members. In-
stances in which voluntary organizations
have been unwilling or unable to withdraw,
or of a single member dominating the
group, leading to dissonance and even dis-
solution of the group, are not uncommon.



Chapter 4

Fostering Small and Micro-
Enterprises through Training:
The Individual Approach

4.1 The Genesis

The origin of the entrepreneurship devel-
opment movement in India can be traced
to an initiative by the Gujarat Industrial
Investment Corporation (GIIC). The GIIC
is a development finance company estab-
lished by the State Government of Gujarat
in the late 1960s, through a unique scheme
known as the Technician Scheme for tech-
nically qualified or experienced persons.
Through the scheme, entrepreneurs were
provided with up to 100 per cent financ-
ing to meet project costs. Such financing
was given without collateral if they had a
viable business plan. The upper limit was
fixed at Rs 0.3 million. Later, credit was
made available to both technical and non-
technical first-time entrepreneurs under the
New Entrepreneurs’ Scheme (NES) (For
a review see Patel 1981).

The schemes relied upon the competence
of the persons behind the project and

project viability, rather than their financial
background (as is the case with conven-
tional banks) and they were an instant suc-
cess. As many as 300 units were established
in the first three years of operation. Sub-
sequently the number of applicants de-
clined and some units experienced prob-
lems. The result of the schemes indicated
that:

* there was a vast untapped entrepre-
neurial potential among the non-busi-
ness communities;

* finance was a major constraint; if it was
removed, many entrepreneurs would
emerge: young engineers, artisans,
craftsmen, etc; and

* many new entrepreneurs lacked
managerial capabilities and, therefore,
found it difficult to manage their units
successfully.

On the basis of the above experience, the
GIIC and other State agencies in Gujarat
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jointly took a pioneering initiative. A
three-month training programme, known
as the Entrepreneurship Development Pro-
gramme (EDP), was developed in 1970
for new entrepreneurs selected for their
latent entrepreneurial potential. It empha-
sised (i) setting up a small venture; (ii)
managing it; and (iii) making a profit out
of it. The initial programmes were oriented
towards business knowledge and skills.
Later, behavioural inputs (e.g., Achieve-
ment Motivation Training-AMT) were also
added to the regular EDP training pack-
age. For almost seven years, the EDPs con-
tinued to be organized by a cell in GIIC.

The resounding success of EDPs led these
organizations to consider setting up a State-
level specialised agency to conduct EDPs.
The Centre for Entrepreneurship Devel-
opment (CED), the first of its kind in Asia,
was established in Gujarat in 1979. The
CED carried out EDPs all over Gujarat.
News of its success crossed state borders.
Other states in India became interested in
the approach also.

In order t6 respond to the needs of the
various states, Indian Financial Institutions,
viz., the Industrial Development Bank of
India (IDBI), Industrial Credit and Invest-
ment Corporation of India (ICICI), Indus-
trial Finance Corporation of India (IFCI),
and State Bank of India, with the active
support of the Government of Gujarat, set
up a national institute known as the En-
trepreneurship Development Institute of
India (EDI) in Ahmedabad in 1983 to
spread and institutionalise the EDP strat-
egy. Since its inception, EDI has been ac-
tively engaged in spearheading the entre-
preneurship development movement in
the country through training, education,
and research in the field. The EDP model
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discussed below has been developed into
its present form by EDI after years of ex-
perimentation and research.

4.2 Entrepreneurship
Development Programmes:
The Key Features

EDPs are undertaken to serve one or more
of the following objectives.

*  Accelerate industrial development by
increasing the supply of entrepreneurs

* Promote industrial development of
rural and less developed areas where
there are few local entrepreneurs and
to which entrepreneurs from nearby
cities and towns are not easily attracted

¢ Enlarge the small and medium enter-
prise sectors that offer promising po-
tential for employment generation and
extensive dispersal of industrial own-
ership

* Provide productive self-employment
to young men and women leaving
schools and colleges

* Improve the performance of small in-
dustries by supplying selected and
trained entrepreneurs

* Diversify sources of entrepreneurship
and, therefore, business ownership

4.2.1 Target Group

EDPs are addressed to all those who pos-
sess entrepreneurial potential (even latent)
and who are willing to take up the chal-
lenges of an entrepreneurial career, irrespec-
tive of their caste, community, religion, fam-
ily, sex, educational background, and ex-
perience. Persons in the age group of from
18 to 45 years are preferred for training.
Though there is a stipulation concerning a
minimum level of education, to be selected



for an EDP the ability to read and write is
desirable. There are also EDPs that are
meant specifically for graduates or engi-
neers, etc.

4.2.2 The Programme Package

The entrepreneur development package
of EDI emerged from the felt needs of
potential entrepreneurs and the ‘gaps’ that
held them back. The task of developing
entrepreneurs involves (a) identifying and
selecting those who have potential; {b)
developing their entrepreneurial capabili-
ties; (c) ensuring that each potential en-
trepreneur has a viable industrial project;
(d) equipping them with basic manage-
rial understanding; and (e) helping them
secure financial, infrastructural, and re-
lated assistance so that an industrial ven-
ture can soon be launched. The key to
success lies in undertaking each of the
above tasks in an integrated and coher-
ent manner, backed by requisite training
expertise, organizational arrangements,
and financial support for entrepreneurs.
(For a discussion on the conceptual

framework of the programme see Patel
1987.)

4.2.3 The Programme Design and
Implementation

An EDP has three phases, viz., a (i) pre-
training phase; (ii) training phase; and (iii)
post-training or follow-up phase.

The Pre-Training Phase

During the pre-training phase, news about
the programme is spread in the area of
operation. Various communication chan-
nels are used in the promotional campaign,
e.g., advertisements in local newspapers;

distribution of handbills, banners, and
posters; and meetings with local people’s
organizations. Applications are invited from
the candidates interested in the pro-
gramme. After screening the applications
on the basis of the eligibility criteria, the
candidates are invited for a selection test.
The entrepreneurial traits assessed through
behavioural tests include the need for
achievement {NAch); moderate risk tak-
ing; self-confidence and a positive self-im-
age; initiative and decision-making ability;
problem-solving attitude; optimism about
one’s future despite the odds; clarity of
goals; and time-bound planning.

Those having sufficient entrepreneurial
traits to develop are selected. The EDI ad-
vocates a firm and clear policy in favour of
qualitative rather than quantitative crite-
ria. Normally 25 to 30 candidates are se-
lected for one EDP. The selection phase
takes about a week.

The Training Phase

The comprehensive training package of
EDP is based on the EDI’s conceptual un-
derstanding of the process of entrepre-
neurship development. An entrepreneur
passes through different stages during the
process of setting up his/her venture. The
EDI model of a six weeks’ full-time pro-
gramme (150 hours) for freshers and un-
employed people and a three-month
evening course for a mixed group of work-
ing and non-working target groups (about
180 hours) is fairly well accepted. The pack-
age, described in this section, fulfills the
basic requirements for developing an en-
trepreneur. Depending upon the target
group characteristics, project size, and lo-
cal environment, flexibility in duration and
input structure is possible.
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Developmental Inputs

The inputs aim to develop the selected
potential entrepreneurs into ‘well-rounded
competent entrepreneurs’ together with a
definite plan for an industrial enterprise
they are to establish. The programme de-
sign in terms of inputs and their focus could
be given as in Table 4.1.

The unique feature of this package and the
key to its success lie in the process of de-
veloping a potential entrepreneur (an HRD
function) with project formulation (enter-
prise creation) and project management
(enterprise performance) tasks in an inte-
grated (not ad hoc) and comprehensive
(not piecemeal) manner. The outcome is
a confident, competent, and responsible
entrepreneur. The key inputs for taking
care of the felt needs of potential entre-
preneurs (trainees) include behavioural
inputs, information inputs, business oppor-
tunity identification and guidance, formu-
lation of a preliminary business plan and a
market survey, business plan preparation,
managerial inputs, marketing skills, soft skill
development, legal system related inputs,
and technical orientation and skill devel-
opment.

Table 4.1: The EDP

Focus Objectives (Needs)

Post-Training/Follow up Phase

The objective of an EDP is not only to
strengthen entrepreneurial competency
but also to help the trainees launch their
ventures. Implementation of the projects
begins when formal training ends. At this
stage, the trainees need guidance and sup-
port from the trainer to link up with nec-
essary infrastructural facilities and other
aspects of project implementation. Besides
counselling support, the trainer may need
to act as a trouble-shooter whenever the
trainees encounter insurmountable prob-
lems in clearing certain statutory proce-
dures/formalities or in securing finance and
facilities. Other objectives of the follow-up
phase are to collect data and monitor the
progress of the trainees. An entrepreneur-
trainer-motivator, both during and after an
EDP looks after the potential entrepre-
neurs. He/she is responsible for organizing
post-training support. This support involves
follow-up on loan applications; facilitating
the access to infrastructure such as land and/
or factory sheds; and trouble-shooting. It
also involves counselling when there are
problems, resourcefulness, and liaison skills
to expedite project implementation. Fol-
low-up usually lasts for up to six months

nputs and Their Focus*

Training Inputs

1. Entrepreneur
Inputs

2. Enterprise
Establishment
New Venture

3. Enterprise
Management

Motivation and Behavioural

Facilitation of the Decision-
making Process to Set Up a

Successful and Profitable
Operation of Enterprise

Reinforcement of Entre-
preneurial Traits

Business, Opportunity
Guidance, Information,
Project Planning Inputs and
Technical Inputs

Managerial Inputs

| * Based on Patel (1987, 16-23)
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and, in some cases, even up to one year
following the training. Frequent interaction
between trainer-motivators and trained en-
trepreneurs often continues for several
years.

Administration of EDP

As per the EDI approach, a trained trainer-
motivator is assigned one EDP on a full-
time basis. He/she acts as a coordinator and
is responsible for its execution and per-
formance. In-house and external experts
and practitioners support him/her.

Cost of Training

The key component in the cost of such
development programmes is that of train-
ing/counselling manpower. The standard
cost of conducting one EDP (part-time,
non-residential mixed group) for a group
of 30 participants for a period of three
months is approximately US$ 4,500. A
phase-wise break down of the estimated
cost is given.in Table 4.2.

Table 4.2: Phase-wise Cost Break
Down

Stages Amount
(US$)
i) Pre-training Stage (4-6 600
weeks)
ii) Training Phase (12 1,200
weeks)
iii) Follow-up Stage(4-6 700
weeks)
iv) Faculty Costs 1,500
v) Other Expenses 500

Therefore, training per potential entrepre-
neur/trainee, assuming a total of 30 train-
ees for a three-month (part-time) pro-
gramme costs approximately US $ 150 (in
Indian conditions).

4.2.3 Performance Evaluation of
EDPs

Nearly 300 organizations in India conduct
EDPs following the EDI approach. Taken
together, these organizations hold approxi-
mately 1,000 programmes per year. An
estimated 25,000 entrepreneurs are
trained every year through these EDPs.
Given the start up rate’ of 45 per cent,
estimated on the basis of the periodic re-
ports of EDP organizations throughout the
country, the programmes annually contrib-
ute around 11,000 new enterprises and
nearly 33;000 direct jobs. A national-level
evaluation study of the EDPs, sponsored
by Indian financial institutions and con-
ducted by EDI, covering 145 EDPs and
1,295 trainees, 28 organizations, and over
250 government officials and officials of
the support system, such as bankers,
spread across the country, came up with
the following findings and observations.

Overall Start-up Rate and Effectiveness of
EDPs

The overall results of the evaluation study
conducted by the EDI show that the final
start-up rate among EDP tramees was ap-
proximately 31.97 per cent’. In other
words, out of every 100 persons trained
through EDPs, 32 persons were able to
launch their ventures successfully. Another
129 (9.96%) trainees were blocked at vari-

5 The start-up rate is defined as the proportion of the trainees who start enterprises.
6 25.95 per cent had commenced commercial production, while 6.02 per cent had installed a plant
and machinery and were at the stage of making a trial run at the time of the survey.
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ous stages in the process of setting up their
ventures, and 225 (17.37%) gave up the
idea of launching an enterprise. The start-
up rate was higher (36.46%) in the case
of women. About 68 per cent of the train-
ees who started businesses belonged to
communities outside of the traditional busi-
ness communities, About 90 per cent of
the trainees had no or very little business
experience, and more than 91 per cent of
the EDP-induced ventures were running
successfully. Only 8.6 per cent of the units
had either closed down or were in loss
compared to over 20 per cent industrial
loss at the national level. At the time of
joining the EDPs, about 29 per cent of the
trainees were students, 25.66 per cent were
unemployed, about 18 per cent had a sala-
ried job, and another 2.44 per cent were
engaged in farming.

The results indicate that the trained entre-
preneurs performed better than untrained
ones in terms of indicators such as capital
productivity, return on equity, profit mar-
gins, and profit to sale ratio. The study also
proved the effectiveness of these pro-
grammes in terms of new investments,
employment generation, diversification of
the sources of entrepreneurial supply, and
self-employment of educated and unem-
ployed men and women, From a variety
of criteria of cost-benefits, the investments
made in EDPs are found to have been
worthwhile.

A Macro Analysis of the Direct Cost-Ben-
efit of EDPs

The direct cost of training one potential
entrepreneur worked out to Rs 2,871 .
However, given the start-up rate of 32 per

cent, the effective average cost for creat-
ing one venture works out at Rs 8,712.
This cost could vary between Rs 7,288 and
Rs 10,827. Creation of one entrepreneur
also led to mobilisation of about Rs
296,000 worth of investment in the unit
started. The total invested capital mobilised
by these trainees from EDPs conducted
between 1984-85 and 1987-88 was esti-
mated at Rs 2,368 million, of which 62.13
per cent was mobilised through banks and
the remaining 38.87 per cent raised from
the trainees’ own resources. The study in-
dicated that spending one rupee on train-
ing leads to mobilisation of investment
worth Rs 27.56 and leads to an output
worth Rs 19.45 in the initial year itself. A
new venture helps to create full-time regu-
lar employment for approximately five
persons in addition to the trained entre-
preneur. Thus, the EDP seems to have
been a very cost-effective strategy for pro-
moting small manufacturing/ service ven-
tures, besides being successful in tapping
latent entrepreneurial potential and mo-
bilising idle resources.

Performance of EDPs in the Himalayan
Region

The study shows that the performance of
EDPs in the IHHR has been impressive in
comparison to their performance at national
level. For example, the actual start-up rate
at the national level works out to about 26
per cent; the corresponding percentage for
Assam is 33.78 per cent and for Himachal
Pradesh it is 32.20 per cent. It is only in the
other north-eastern states that performance
is below average (Table 4.3). Even the start-
up rate of 23.17 per cent is commendable,
given the sociopolitical climate prevailing in

7 At that point in time the Rupee-US Dollar exchange rate was Rs 28-US$1.
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Table 4.3: Analysis of the Start-up Rates of Sample EDP Trainees in the

Hill Region

Start-up (Rates) State-Wise Start-up Rate (%)

Assam HP/J&K | North-east* | All India
1 Observed As Per the 27.3 25.42 20.73 21.39
Field Contact
2 As Per the Secondary 6.76 6.78 2.44 4.56
Sources
3 Actual (1+2) 33.78 32.20 23.17 25.95
4 Activity in Process 6.76 6.78 14.63 6.02
5 Estimated Final Start- 40.54 38.98 37.80 31.97
up Rate
Total Sample Size 74 59 82 1295
Source: Based on Table 3.3 in Awasthi and Jose (1996,42-43)
ki Except Assam

the north-eastern states. Should the cases
‘under process’ also be included, the esti-
mated final start-up rate in the hill states is
consistently higher than the national aver-
age. It is expected to be 45 per cent in As-
sam, 38 per cent in other north-eastern
states, and 39 per cent in Himachal and
Jammu and Kashmir compared to 32 per
cent in India as a whole.

4.3 Target Group Specific
Variations: A Caveat

EDPs began as general, open to all, courses
aimed at inculcating and developing en-
trepreneurial traits and managerial com-
petencies. It was later realised that the train-
ing needs of potential entrepreneurs from
different backgrounds, e.g., experienced
(general) grougs, science and technology

graduates, women, the rural poor,
ex-servicemen, and so on, varied. There-
fore, keeping intact the fundamental pro-
gramme design, the input delivery mecha-
nism was modified by the EDI to suit the
learning styles of potential entrepreneurs
with different backgrounds. For women,
additional focus is given to certain inputs
such as managing role conflicts, assertive-
ness, communication skills, and so on. In
rural areas, trainees with littie formai edu-
cation find it difficult to assimilate the in-
puts in their original form. Therefore, suit-
ably simplified training inputs are provided
and the delivery mechanism is very ‘expe-
riential’ -~ learning by doing — in nature for
rural trainees. The methodology for pro-
moting micro-enterprises in rural areas, as
used in IHHR, is discussed in some detail
in the next chapter.
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Chapter 5

EDPs and Enterprise Development
in Rural Hill Areas: Approach,
Performance and Experiences

5.1 The Approach : Why Is It
Different for Rural Hill Areas?

5.1.1 The Premises

The Rural Entrepreneurship Development
Programmes are based on the following
premises.

* There is potential enterprise and a de-
sire to improve one’s circumstances,
not least among the poor.

* The inherent potential/desire will be-
come responsive if viable economic
opportunities are presented.

* There are enough opportunities in ru-

ral and underdeveloped areas that can.

be identified and exploited.

A well conceived development-cum-
counselling approach can facilitate
opportunities for self-employment
and draw out the latent entrepre-
neurial potential of the rural poor by
developing capabilities and motivat-

ing the selected group to establish
enterprises.

However, while the above propositions are
valid, historical, physical, economic, and
social circumstances result in limitations on
entrepreneurial resources in rural hill ar-
eas. This is because most of the young
people in such areas:

* have a negative self-image and conse-
quently they have little self-confidence -
and fear failure with respect to an en-
trepreneurial career;

* want economic security and stability
and hence have a distinct preference
for a job, preferably a government job,
which they think can also give them
access to power in addition to a regu-
lar income (economic security)—fru-
gality being their way of life, they are
not ambitious either;

* lack initiative and feel shy of approach-
ing strangers;
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* have little faith in outsiders or in the
government machinery;

* have very limited exposure to a mar-
ket economy;

* have little access to information;

* have very limited investible surplus due
to the fact that agriculture in rural hill
areas is not remunerative ; and

* have limited access to inputs and mar-
kets owing to lack of adequate infra-
structure.

Therefore, promotion of Small and Micro-
Enterprises (SMEs) in these areas requires
different approaches not only for motivat-
ing potential entrepreneurs but also for
organizing the programmes. The training
package developed by the EDI through a
three-year-three state experiment, carried
out from 1986-89 to promote SMEs in
rural, industrially distressed hill regions of
India, is described in the following section.
The package is known as Rural Entrepre-
neurship Development Programmes
(REDPs).

5.2 Programme Implementation

The programmes, in the case of general
EDPs, are implemented in three phases,
viz., a (i) pre-training phase; (ii) training
phase; and (iii) post-programme follow-up
phase. The following process is adopted
for programme implementation.

5.2.1 Pre-Training Activities

Pre-promotional

The objectives of the pre-promotional ac-
tivities are to make an entry into the loca-
tion; to understand the people; to assess
their socioeconomic conditions; and to
know their values, attitudes and beliefs,

20

their hopes and aspirations, their fears,
apprehensions, and so on.

Promotional Activities

The main strategy for promoting the pro-
gramme is to organize group meetings.
This helps to get direct access to the peo-
ple. Poor communication infrastructure,
compounded by low levels of education
and poor reading habits, leave no option
but to seek recourse to personal contacts
instead of advertising in newspapers. Other
media used to spread the message about
the programme are hand bills, announce-
ments by beating drums, contacting youth
clubs (if any}, seeking support from opin-
ion leaders, and so on. The necessary sup-
port of the bureaucracy for the pro-
gramme is also generated during this
phase. Another activity undertaken dur-
ing this phase, which is crucial for the suc-
cess of the programme, is the identifica-
tion of viable business opportunities that
can be promoted among the trainee-en-
trepreneurs. Due care is taken to ensure
that the opportunities use local resources,
are carried out within the existing
infrastuctural constraints, are eco-friendly,
and do not lead to further environmental
degradation, especially in hilly regions.

Selection of the Trainees

Potential entrepreneurs between 18 and
35 years of age are usually considered.
After screening the applications, they are
called for a personal interview. The tech-
nique used is a modified version of the
Focussed Behavioural Event Interview
Technique (FBEI) (Rawal and Murali
1987). It helps the interviewers to assess
the candidates’ entrepreneurial compe-
tencies and traits. The selection is followed



by the second phase, i.e., the training
phase.

5.2.2 The Training Phase

Before describing the training compo-
nents, it is important to highlight some of
its salient features®.

* The traditional method of providing
Achievement Motivation Training
(AMT) inputs in one capsule, as in the
case of EDPs, is not favoured. These
inputs are imparted in small doses al-
most on a daily basis.

* The main objective of the training is
not only to help the candidates enrich
themselves in the areas of knowledge,
skills, and attitudes, but also to ensure
their growth in terms of personality.
This is necessary as the trainees suffer
from a poor self image, low
self-confidence, very little exposure to
the outside environment, a substan-
tial degree of fear psychosis and fatal-
ism; and a lot of apprehension about
success (both of the programme and
of their own efforts), as mentioned
earlier.

5.3 Content Analysis of the
Programme Inputs

The actual training9 begins with two days
of behavioural inputs to make their
thinking and behaviour more flexible.
Conditions are created to encourage the
trainees to speak out and participate. An
atmosphere of healthy trust and mutual
respect is thus created and sustained
throughout the programme. These in-
puts are followed by sharing of experi-

ences with a local, self-made entrepre-
neur,

Thereafter the group is exposed to the
entrepreneurial culture through visits to
enterprises. This is followed by informa-
tion inputs and opportunity guidance (OG)
and business plan preparation. Relevant
officials from various support agencies
(e.g., banks, district industries’ centres) are
invited to provide information on the pro-
cedures and formalities involved in setting
up an enterprise. Market survey tech-
niques are also imparted at this stage. Here
the pace of input delivery slows down.
Enough time is provided for assimilation
of information and decision-making.

The participants are sent for a market sur-
vey after OG and basic training in market
survey techniques. They compile data on
the sources of machinery, raw material,
technical process, competitors, potential
market, and so on from different places.
At the end of the market survey, all the
trainees prepare their market survey re-
ports and preliminary business plans. The
preliminary business plans and market sur-
vey reports on the projects thus selected
by the trainees are evaluated jointly by the
trainees and the bankers to identify the
strengths and weaknesses, feasibility and
viability, scope, and limitations of the
projects vis-a-vis the trainees’ own re-
sources. Following this the trainees are ex-
posed to day-to-day banking operations,
for example, opening and operating a
bank account, taking out bank drafts, is-
suing a cheque, and so on.

The managerial inputs, which mainly con-
sist of accounts and book keeping, financial

8  For the rationale of the various inputs, see Annex 1.
9 For the training inputs and sequencing, see Annex 2.
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management, marketing, legal require-
ments, and government rules and regula-
tions are imparted after the discussions on
preliminary business plans. Subsequently,
trainees are sent for technical
exposure-cum-training in their selected
product lines. However, the timing of such
placements depends upon the convenience
of the people who agree to impart techni-
cal training. It should be mentioned that
identification of the technical facilities is in
itself a major exercise. As a matter of strat-
egy, a few enterprises that are somewhat
bigger than the ones proposed by the train-
ees are identified for technical training.
Placement of the trainees in such enterprises
helps them not only to acquire technical
skills but also to learn the tricks of the trade.

After the technical training, the participants
learn how to prepare a business plan; and
each one prepares his/her own business
plan that can be proposed to banks for
funding. Subsequently, loan applications
are submitted to banks and other financial
agencies. Obtaining provisional registration
from the District Industries’ Centre pre-
cedes this, wherever required. The formal
training ends here.

The classroom training could last from six
to eight weeks, followed by technical train-
ing. Pre-training activities could take about
six to eight weeks and follow-up may take
another three to four months depending
upon the local conditions. The duration of
the entire programme can be from five to
six months, depending upon the place, the
target group, and season.

5.3.1 Post-Programme Follow-up

This phase is undertaken to help the train-
ees to launch their ventures, by providing
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them with the necessary counselling and
guidance and following up with the sup-
port system agencies in case a frainee is
delayed at some stage. This phase lasts
from about four to six months, The trainer-
motivator plays the most crucial role as a
friend, philosopher, and a guide to the
trainees.

5.4 Assessment of the
Performance of REDPs

Every year, almost 50 REDPs are organ-
ized by different organizations in the In-
dian Himalayan Hill Regions (IHHR).
They train about 1,500 potential entre-
preneurs. To assess the effectiveness and
efficacy of the approach, a sample of 25
REDPs conducted in Himachal Pradesh
(HP), Uttar Pradesh (UP), and Assam by
various agencies during 1994-95 and
1995-96 were selected. The assessment
covers seven NGOs each in Assam and
Himachal Pradesh (HP) and two NGOs
in Uttar Pradesh (UP). Of the 25 pro-
grammes under review, eight were con-
ducted in Assam, 15 in HP, and two in
UP. The review covers in all 682 potential
entrepreneurs trained in the programmes,
of which 231 are from Assam, 407 from
HP, and 44 from UP Besides the macro-
review, three case studies (one each from
Assam, HP, and UP) are also presented
to give the operational details of REDPs
at the micro-level, with reference to dif-
ferent socioeconomic settings and non-
government organizations (NGOs). The
case study of a quasi-government agency,
viz., Himachal Consultancy Organization
(HIMCON) that conducts training for
PMRY is included to provide a compara-
tive picture. Besides these four case stud-
ies, we have also presented a case study
of the Group Entrepreneurship Ap-



proach, based on the EDI's experience graduates and post-graduates (Table 5.3).

in Nagaland, in the next chapter. This is consistent with our earlier observa-
tion that the average level of education in
5.5 Profile of the Trainees the hill regions is higher than the national

average. The table also indicates that edu-
Of the 682 trainees, 427 (62.6%) were cation per se may not be of such great
men and 255 (37.4%) were women (Ta- importance in setting up an enterprise. For
ble 5.1). The highest proportion of women example, only 12.5 per cent of the gradu-
trainees was in HP (43%), followed by ates and post-graduates and 27.2 per cent
Assam (33.8%) and UP (4.5%). In terms  of the trainees with intermediate qualifica-
of age, about 46 per cent of the trainees tions were successful in starting ventures
were between 20 and 25 years. Only 8.7 compared to about 40 per cent of those
per cent of them were above 35 years and who had lower educational qualifications.
16.3 per cent were below 20 (Table 5.2).
The level of education of the trainees was Table 5.4 provides the economic back-
quite high by rural standards. Almost 65 ground of the trainees. It indicates that the
per cent were educated at least up to high  programmes have successfully attracted a
school, out of which 48 (6.7%) were good proportion of economically poor can-

Table 5.1: State-Wise Distribution of Sample REDP Trainees

S. | State Trainees

N. Men % Women % Total %

1 | Assam 158 35.8 78 30.6 231 33.9
% (66.2) (33.8) (100.0)

2 | Himachal Pradesh 232 54.3 175 68.6 407 59.7
% (57.0) (43.0) (100)

3 Uttar Pradesh 42 9.9 2 0.8 44 6.4
% (95.5) (4.5) (100)

Total 427 100.0 255 100.0 682 100.0

% (62.6) (37.4) (100.0)

Source: Field Survey (1997)

Table 5.2: State-wise Age Profile of Sample REDP Trainees

S. | Age Group States

N. | (Years) Assam Himachal Uttar Pradesh Total
| No. % No. % No. % No. | %

1. | <20 33| 142 76 | 18.6 2 4.5 111 16.3

2. 12025 124 | 538 166 | 408 22| 50.0 312 | 458

3. | 2530 57| 24.7 78 19.1 8| 182 143 | 20.9

4. |30-35 13 5.6 39 95 5| 114 57 8.3
5. | >35 e 49| 120 71 153 60| 87
% 231 ] 100.0 408 | 100.0 44 | 100.0 683 | 100.0
L Source : Field Survey (1997)
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Educational States Total Star

Level Assam HP UP t-up
No. % No. % No. % No. % %

1. Primary 22 95 100 | 24.6 5| 114| 127 | 18.6 | 36.2
% 174 78.7 3.9 100

2 Middle level 14 6.1 97| 23.8 - -1 111 | 16.3 | 40.5
% 12.6 87.4 100

3 High School 55| 23.8 141 | 34.6 18| 409 | 214 | 315|416
% 25.7 69.5 8.4 100

4 Intermediate 121 | 524 43 | 10.6 16| 363 | 180 | 264|272
% 67.2 23.9 89 100

5 Grad. & Post 19 82 24 59 5 lhell4 48 691|125
Grad.

% 39.6 50.0 10.4 100

6 Not known - - 2 0.5 - E 2 0.3 -
% 100. 100

Total 231 100 | 407 | 100. 441 100.| 682 | 100.| 34.6
% 33.9 59.7 6.4 | 100

| Source : Field Survey (1997)

Table 5.4: Present Status of the Trainees by Family Income at the Time of
Joining REDPs

S. | Annual Family Present Status Total

N. | Income Unit Started Not Started
(Rs ‘000) No. % No. % No. %

1 <5 93 39.4 111 249 204 299
% (45.6) (54.4) (100.0)

2 |5-10 61 25.8 171 38.3 232 34.0
% (26.3) (73.7) (100.0)

3 [10-15 20 8.5 71 159 91 13.3
% (22.0) (78.0) (100.0)

4 115-25 25 10.6 52 11.7 77 11.3
% (32.5) (67.5) (100.0)

SrllssTan 57 15.7 41 2 78 114
% (47.4) (52.6) (100.0)
Total 236 | 100.0 446 | 100.0 682 100.0
% (34.6) (65.4) (100.0)

Source : Field Survey (1997)

didates. Though the average annual family annum. Only 78 (11.4%) of the 682 train-
income of the trainees worked out to Rs  ees had annual incomes above Rs 25,000.
13,341, the income of the majority (63.9%) Moreover, the results indicate a very inter-
was found to be less than Rs 10,000 per esting relationship between the economic
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status of the trainees at the time of joining
the programmes and their present status in
terms of launching an enterprise. The start
up rate is lower among the middle income
categories than among the lowest and high-
est categories. This indicates the sense of
economic insecurity and risk aversion of
middle income groups.

It is also worth noticing that over 40 per
cent of the trainees came from an agricul-
tural background. Only about 10 per cent
had their own family businesses. This indi-
cates that the programmes have also been
successful in widening the base of entre-
preneurial supply. Another interesting fea-
ture is that, whereas 46.6 per cent of the
trainees with an agricultural background
started enterprises, only 17.8 per cent of
trainees with a business background and a
similar proportion of trainees from artisan
families were successful in launching en-
terprises. (Table 5.5). The evidence belies

the usual thinking that the probability of
starting a venture would be higher if some-
body had a business background or had
inherited a skill base. Moreover, looking at
the survey results people from a service
background or students also may not be a
good bet.

5.6 The Start-up Rates

Of the 682 potential entrepreneurs trained,
236 established enterprises. Thus, the over-
all start-up rate was 34.6 per cent. How-
ever, there are marked interregional vari-
ations in start-up rates. While 41.5 per cent
of the trainees established their enterprises
in Himachal Pradesh, the corresponding
proportion in Uttar Pradesh was 34.1 per
cent and in Assam it was 22.5 per cent.
Unlike the findings of a national evalua-
tion study on EDPs, which found that the
highest start-up rate was among women
trainees (Awasthi and Jose 1996), data

Table 5.5: State-Wise Occupational Background of the Trainees

S | Nature of States “Start

N | Activities Assam HP UP Total -up

No. % No. %- No. % No. % Rate

1 Farming 37 16.0 225 ( 553 12 16.7 274 386 | 46.6
(13.5) (82.1) (4.4) (100)

2 | Artisans 3 1.3 7 17 - - 10 1.4 17.8
(30.0) (70.0) - (100)

3 | Service 4 127 10 2.4 4 55 18 25 2.1
{28 2] (55.6) (22.2) (100)

4 | Business 35| 152 29 7.1 7 0.7 71 100 | 178
(49.3) (40.8) (9.9) (100)

5 | Study - 21 52 2 = 21 3.0 34
(100.0) (100)

6 | Unemployed 68 | 294 31 7.6 46 | 63.9 145 20.4 2.5
(58.1) (26.5) (15.4) (100)

7 | Others 22 95 32 7.9 3 4.2 57 8.0 2.5
(38.6) (56.1) (5.3) {100)

8 | Not Available 62 | 26.8 52| 12.8 4 114 16.0 | 12.7
(54.4) (45.6) - (100)

Total 231 100 407 100 72 100 710 100 | 34.6
(57.3) (10.1) (100)

(32.5)
Source: Field Survey (1997)
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from the present study on hill states sug-
gest a lower (29.4%) start-up rate for
women than for men (37.7%). Start-up
rates for women were significantly higher
than those for men in Assam (28.2 com-
pared to 19.6 for men). In HP the picture
was just the opposite, with 50.4 per cent
of men having started their ventures, the
corresponding figure for women being only

29.7 per cent. In UP, 50 per cent of women
but only one-third of the men succeeded
in starting a venture (Table 5.6).

5.7 Size of Enterprises According
to Amount of Investment

Table 5.7 gives the distribution of enter-
prises by the amount of investment in

Table 5.6: State-wise Start-up Status by Sex
N | States Male Female Total Number | Total Start-
o} up Rate
Started Not Started Not Male | Female | No. %
(%) Started (%) Started
(%) (%)
1. | Assam 19.6 80.4 28.2 71.8 153 78 521225
2. | HP 504 49.6 29.7 703 232 175 | 169 | 41.5
3. |UP 33.3 66.7 50.0 50.0 42 2 15| 34.6
QOverall 37.7 62.3 294 70.6 | 427 255 | 236 | 34.6
| Source: Field Survey (1997) 1

Table 5.7: Proposed Amounts of Investment in Projects and Current

Status of Trainee

Proposed Enterprises Started | Enterprises Not Total
Project Cost Started
(Rs’000) No. % No. % No. %
1. <5 71 30.1 221 49.5 292 429
(24.3) (75.7) (100.0)
2.1 1] 5=10 75 31.8 41 9.2 116 17.0
(64.7) (35.3) (100.0)
3 10-15 25 10.6 46 10.3 71 10.4
(35.2) (64.8) (100.0)
4 15-20 19 8.1 32 7.2 51 7.5
(37.3) (62.7) (100.0)
5 20-30 11 4.6 36 8.1 47 6.9
(23.4) (76.6) (100.0)
6 30 -50 11 4.6 32 7.2 43 6.3
(25.6) (74.4) (100.0)
7 > 50 24 10.2 38 8.5 62 9.0
(39.3) (60.7) (100.0)
Total 236 100.0 446 100.0 682 100.0
(100.0) (100.0) (100.0)
Eurce: Field Survey (1997)
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projects and the start-up rate by amount
of investment. It appears that the pro-
grammes are targetted at and lead to crea-
tion of micro-enterprises only. The
amount of investment in as many as 146
(61.9%) of the enterprises was below Rs
10,000. About 10 per cent of the units
had investments exceeding Rs 50,000.
The remaining were investments of be-
tween Rs 10,000 and Rs 50,000. The
average investment works out to Rs
23,825 with a maximum of Rs 1,200,000.
There are, of course, significant
interregional variations. Whereas the con-
centration of investments in HP and UP
is in the enterprise group requiring invest-
ments below Rs 10,000, in Assam the con-
centration of investments is over Rs
10,000. This could be due to the back-
grounds of entrepreneurs in HP and UP.
Quite a few of them belonged to agricul-
tural families, unlike in Assam where only
16 per cent of the trainees belonged to
this sector.

It is encouraging to note that all 236 en-
terprises started by trained entrepreneurs,

irrespective of their size or location, are
operating profitably. Although about 62
per cent of the trainees had investments
of less than Rs 10,000, almost 53 per cent
are realising a profit of more than Rs
10,000. The average annual profit earned
by trained entrepreneurs works out to Rs
10,532, with a maximum of Rs 200,000
(Table 5.8).

5.8 Experiences: Case Studies of
EDPs from Selected
Organizations

5.8.1 Case 1: Society for the Ad-
vancement of the Village
Economy (SAVE), Kuilu (HP)

SAVE, a voluntary organization, was es-
tablished in 1992 in Sainj Valley (Banjar
Block) of the Kullu district of Himachal
Pradesh (HP). It operates in the Banjar and
Kullu development blocks of Kullu district
and in the Janjali block of Mandi district.
As with most hill tracts, these blocks suffer
from lack of infrastructure, inaccessibility,
a fragile ecosystem, poverty, and unem-

Table 5.8: Annual Profits by Amount of Investment

S. | Investment Annual Profits (Rs’000)
' N. | (Rs’000) < 10 [ 10-15 | 15-25 | 25-50 | >50 | Total %
1 < 10 70 23 17 25 11 146 61.9
479 15.8 11.7 17.7 7.5 | 100.0
2. 110-20 25 10 3 4 2 44 18.7
56.8| 228 6.8 9.1 45| 100.0
3. | 20-30 1 3 2 3 2 11 4.7
9.1 27.3 18.2 273 182 | 100.0
4. | 30-50 o 2 2 4 1 11 4.7
18.2 18.2 18.2 36.4 9.1 | 100.0
5 | >50 13 1 1 2 6 24 10.2
54.1 4.2 4.2 12.5 25.0 | 100.0
No. of Trainees 111 39 25 39 22 236 | 100.0
Percentage 46.9 16.6 10.6 16.6 9.3 | 100.0
me: Field Survey (1997)
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ployment. Sheep rearing and, to some
extent, agriculture are the main occupa-
tions. Although horticulture!® (apples) is a
good source of income in these areas, out-
siders own most of the apple orchards.
Other income-generating activities include
woollen garments, spices, medicinal herbs,
and other minor forest products. Alcohol-
ism is one of the main social problems in
the area. Like many hill regions, the
outmigration of able-bodied men in search
of jobs is common, especially during win-
ter. This leads to an increase in women’s
economic activities, However, there is no
concomitant increase in social status.

In view of the socioeconomic conditions
of the region and the need for economic
empowerment of the local masses, espe-
cially women, a young Rural Management
graduate, Mr. Igbal Singh, established the
Society for Advancement of the Village
Economy (SAVE) to help improve the situ-
ation. Before launching SAVE, he had
worked for some time with voluntary or-
ganizations in HP and UP and had come
to realise that, unless people are encour-
aged to become enterprising, economic
development is difficult. He, therefore, got
in touch with the EDI, Ahmedabad, and
attended a 6-week Trainers’ Training Pro-
gramme for micro-enterprise development
in 1992. His entry point to the area was,
however, through a non-formal education
project, then on to programmes for wom-
en’s empowerment and, subsequently, mi-
cro-enterprise development. When the ac-
tivities grew, Igbal appointed one project
coordinator and three woman field offic-
ers as support staff.

Initiating Rural Enterprise Development in
Kullu and Mandi

After attending the Trainers’ Training Pro-
gramme at the EDI, Igbal organized REDPs
in collaboration with the EDI. The REDPs
organized by SAVE have been very suc-
cessful in terms of outcome and overall im-
pact. These programmes have helped the
local people launch productive ventures
and create employment and income-gen-
erating opportunities in the area. So far,
SAVE has organized five REDPs, training
121 rural youths, women, and the unem-
ployed since 1993. The process adopted
by SAVE has been analysed here, using
two REDPs for illustration: the first took
place in 1994-95 at Mangalore (Kullu) and
the second in 1995-96 in Painjain (Mandi).
The main features of these programmes
are summarised in Table 5.9. Experiences
at different stages are described below.

Promotional Campaign: The programmes
were launched with promotional cam-
paigns by SAVE in the two areas to
spread the message of the programmes
and encourage local youths to become
entrepreneurs. The promotional work
included distribution of hand bills,
putting up banners and posters at cer-
tain vantage points, village meetings,
and personal contacts, highlighting the
challenges and benefits of becoming an
entrepreneur, explaining potential gains
from the programme, describing viable
income-generating opportunities, de-
scribing basic course outlines, and ex-
plaining the duration and administration
of the programme. The intensive pub-

10 Horticulture in this context means the cultivation of fruit or vegetables as cash crops. It
does not mean gardening in the strictest definition of horticulture and this is how it is
understood in South Asia. The appropriate term is actually market gardening.
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Table 5.9: SAVE Organized REDPs at a Glance

S.N. | Particulars Mangalore Painjain
REDP REDP
1 Application forms distributed 85 105
2 Candidates.called for interview 45 52
3 Total trainees selected 26 32
4 Trainees joined the programme 26 28
5 Trainees completed the programme 26 25
6 Age:
(i) up to 25 years 13 18
(ii) above 25 years 13 7
7 Gender :
(i) Male 11 15
(ii) Female 15 10
8 Number of units started 21 19
9 Units started with bank loans 04 01
10 Units started with our funds 17 18
11 Education of trainees
(i) Below S.5.C. 18 14
(ii} S.5.C./H.S.C. 08 11
12 Not ready to start unit 03 04
13 Units likely to start 02 02
14 Average loan 6,000 5,000
15 Average employment generation/unit 2.5 25
16 Average income of the trainees from the 8,000 7,000
unit
17 Product-wise classification of the units 21 19
started
(i) Carpet making 02 --
(ii) Food processing 01 01
(iii) Kiryoms shop 02 02
{iv) Handloom work 06 01
{v) Floriculture 02 02
(vi) Tailoring 03 02
(vii) Knitwear woollen 03 10
| (viii) Dairy 02 01
Source rce: Field Survey (1997)

?icity campaign resulted in 73 applicants
in Mangalore and 95 in Painjain.

Selection of the Trainees: Of the total ap-
plicants, 45 were called for selection screen-

ing in Mangalore and 52 in Painjain. A
modified version of the Focussed Behav-
ioural Event Interview (MFBEI)} technique
was used to select the trainees. After selec-
tion, 26 potential entrepreneurs in
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Mangalore and 28 in Painjain joined the
programme. However, three trainees left
the training programme halfway through
in Painjain as they were offered jobs. It
should also be mentioned that most of the
trainees came from villages near the cen-
tres. This was useful for the purpose of
identifying local opportunities and facili-
tated a close follow up, as most of the train-
ees could be approached easily.

Profile of the Trainees: In terms of age, in
Mangalore 13 of the 26 trainees were from
18 to 25 years’ old and the other 13 were
from 25 to 35 years’ old. In Painjain, the
respective numbers were 18 and seven.
In Mangalore, 15 trainees were women
and 11 men, while in Painjain the corre-
sponding figures were 10 and 15. In all,
18 trainees in Mangalore and 14 in Painjain
had received from fifth to ninth grade edu-
cation. The remaining had completed high
school. The annual family income of all the
trainees ranged from Rs 2,000 to 7,000.
In this respect, all of them came from the
poor strata of society. This was as per the
mandate of SAVE, as it works only for the
disadvantaged.

Table 5.10: Input Design and Duration of REDPs

Course Design and Training Methodology:
The courses followed the broad structure
and design developed by EDI, as discussed
earlier. Resource persons with expertise in
different fields were invited to deliver spe-
cialised inputs. Government and Bank of-
ficials were invited to provide information
and procedure-related inputs. An EDI fac-
ulty imparted inputs on motivational as-
pects. Visits to small factories were also or-
ganized to expose the trainees to enter-
prise operation. They were also taught the
fundamentals of management, especially
basic accounting, marketing, pricing, and
costing (See Table 5.10 for the time allo-
cated to different subjects). Subsequently,
they were sent on a placement for techni-
cal training in small units/businesses nearby
to acquire hands-on skills and to learn vari-
ous aspects of the trade first hand.

Follow-up

Follow-up support by providing escort
services for the trainees, actively continued
for about 18 months. SAVE had developed
a very good relationship with government
support agencies. A young District Magis-
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Inputs Duration
(Days)

A. Entrepreneurship-related Inputs

1. Achievement Motivation Training 3

2. Interaction with Successful Entrepreneurs and Field k]
Visits

3. Information Inputs 2

4, Identification and Selection of Opportunities (Market 4
Survey)

B Management Inputs 10

6. Preparation of a Business Plan 6

7. Planning a Unit: Procedures and Formalities 2

total 30
B. Technical/Skill-based Inputs (need-based) 30-90 days J




trate in Kullu became especially interested
in the RED and ensured the full support
of the government and banks. This con-
tributed to the success of the programme.
SAVE had also established Monitoring-
cum-Guidance Committees, consisting of
all the heads of the key industry promo-
tion agencies and relevant bank manag-
ers, to carry out periodic review of the
progress of the trainees/programme. This
arrangement also greatly helped in terms
of effective follow-up.

Proagramme Qutcome and Impact: SAVE
has so far carried outfive REDPs, training
121 potential entrepreneurs. Out of these,
84 (70%) trainees have established and are
running enterprises successfully. Since the
follow-up is still taking place in certain cases,
the success rate will probably be 85 per
cent. The result of the two REDPs under
review are also in conformity with the over-
all results (Table 5.11). Out of the 26 train-
ees who completed the Mangalore pro-
gramme, 21 have already started enter-
prises. Only four started their ventures with
support from the bank, whereas 17 train-
ees used their own funds. On an average,
each unit has generated full-time employ-
ment for 2.5 persons with an average in-
vestment of Rs 6,000 per venture. Even
with modest investments, the increase in
their incomes is about Rs 8,000 per year.

The product profile of the enterprises in
Mangalore is quite diverse. Six trainees

started a handloom workshop and three:

trainees each opted for ready-made gar-
ments and woollen knitwear. Two each
established dairy, floriculture, and carpet
weaving enterprises and one trainee
started a food-processing unit.

Similarly, of the 25 trainees who com-
Pleted the REDP in Painjain, 19 estab-

lished units. However, the average invest-
ment size of the units was a little smaller
in Painjain, at Rs 5,000 per enterprise,
than in Mangalore (Rs 6,000 per enter-
prise). Nevertheless, The amount of em-
ployment generated was almost the same
in both places, with an average of about
2.5 persons per venture. The average in-
come of the trained entrepreneurs was. Rs
7,000 in Painjain and Rs 8,000 in
Mangalore. The other difference was that
more than 50 per cent, i.e., 10 out of 19
trainees, had set up woollen knitwear units
in Painjain compared to 15 per cent in
Mangalore.

All the units are making a profit. As a re-
sult, there is an increasing demand for the
REDPs organized by SAVE. Each succes-
sive programme receives an increased
number of applications. The government
machinery has also become very positive
towards and supportive of SAVE; and it is
now recognised as a reputed professional
development agency.

Subsequent to the REDPs, which were or-
ganized initially with the funding and pro-
fessional support of EDI, SAVE has diver-
sified its activities. It now undertakes REDPs
directly with funding from a number of
agencies. It is promoting ‘Credit and Sav-
ing’ self-help groups following training re-
ceived by three staff members on ‘Infor-
mal Micro Credit Delivery Systems’ Man-
agement’ organized by the EDI. It is run-
ning a’ Rural Industrialisation Programme’
in Mandi district on behalf of the Small In-
dustries’ Development Bank of India
(SIDBI), It is also actively engaged in im-
proving the capacities of other NGOs on
REDPs in HP and is a founder member of
the ‘HP National Resource Management
Group’, which is supported by ICIMOD,
Kathmandu. Its Chief Executive, Shri Igbal
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Table 5.11 : SBMA Organized REDPs at a.Glance (C
S.N. | Particulars

REDPs

Gainsain | Anjainisain

Number of Trainees
Profiles of Trainees
Age (years

Below 25

25 =230

30-35

Above 35

Family Income (Rs)
Below 10000

10000 - 15000

15000 - 25000
25000 - 50000
Above 50000
Education

Upto Middle School
High School
Intermediate
Graduate/Post-Graduate

Number of Units Started
Start-up Percentage
Size of Units Based on Amount of
Investment (Rs’000)
Below 10

10-15

15-20

20-30

30-50

Above 50

Annual Income from Unit (Rs’000)
Below 15

15-25

25-50

50 - 100

Above 100

Products Selected

Flour Mill

Metal workshop

General Stores

Photo Studio

26

~N 01O O

— N W NP

N AP W

=N W

18

— = = =0 N

R DN

s

urce: Field Survey (1997)
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A Oraga ed REDP

»
ADIE »

S.N. | Particulars

Sweetmeat Shop / Restaurant
Readymade Garments
Photocopy Services

Fisheries

Electronic Repair Shops
Stationery Shop

Handicraft Emporium
Trading of Herbs

REDPs
Gainsain | Anjainisain
2 3
2 =
1 -
1 g
1 -
1 d
- 1
- 1

Source: Field Survey (1997)

Singh, was selected by the EDI for the Best
Rural Entrepreneur Trainer Motivator
Award-1998 in recognition of his contri-
bution and commitment to the RED strat-

eqgy.

Factors Contributing to Success

The factors contributing to the success of
REDPs are as follow.

* The commitment and professional ca-
pabilities of SAVE

* SAVE had intimate knowledge of the
local people, opportunities, constraints,
and potential SAVE on account of its
grass roots’ approach.

* Linkages with the official support sys-
tem at the district, state, and national
levels were strong.

* The local people had faith in the or-
ganization
Trainees were properly selected and
income-generating opportunities iden-
tified. (For example, SAVE does not
encourage highly qualified people to
join the programme as they are likely
to leave it if they get a job.)

Strong post-programme follow-up and

escort services were provided.

*  Committed well-qualified and trained
trainers (four of the SAVE workers
were trained as Trainer Motivators by
the EDI) were used.

Untied Knots

SAVE has been fairly successful with its
REDPs and has diversified its portfolio of
activities substantially during the last five
years. However, certain problems remain,
and these are listed below.

* [t has not been able to resolve mar-
keting problems. Sometimes, operat-
ing as they do on a very small scale,
the trained entrepreneurs become
short of raw materials and are not able
to sell their products in time.

* SAVE has not been able to arrange the
latest technical, hands-on training for
its trainees. It is finding it increasingly
difficult to identify new units or estab-
lishments to impart technical training;

*  SAVE has been unable to pay adequate
attention to post-programme follow-
up because of rapid growth and di-
versification in activities.

* SAVE has been unable to commit it-
self to any single development activity
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on a long-term basis as it continues to
suffer from financial instability. It has
to depend mainly upon project funds
and donor agencies.

» SAVE has been unable to make clear,
strategic choices of development inter-
ventions and has taken on all kinds of
projects without having the core com-
petencies to execute them.

5.8.2 Case 2: Shri Bhuvaneshwari
Mabhila Ashram (SBMA), Tehri
Garhwal (UP)

The late Swami Manmathan, a social ac-
tivist, from Anjanisain in Tehri Garhwal
District of Uttar Pradesh, founded the
SBMA, in 1978. Registered as a society,
SBMA has been actively involved in socio-
economic transformation in the hill districts
of Tehri-Garhwal, Chamoli, and Pauri-
Garhwal. Its focus is on women and rural
development through awareness raising
and empowerment among the underprivi-
leged. It leads peoples’ movements against
alcoholism, superstition, discrimination
against women and girl children, illiteracy,
hunger, malnutrition and poor health, and
environmental degradation.

The SBMA believes in ‘service through la-
bour and education by example’. To fa-
cilitate the sociceconomic empowerment
of women, SBMA organizes training and
educational programmes. It operates from
a ten-acre ashram at Anjanisain, two ex-
tension centres - one at Anjanisain and the
other at Srinagar (Garhwal), and seven
sub-centres. In addition to 125 Mahila
Mangal Dal (Women’s Development
Groups) activists, SBMA has about 700 full-
time social workers on its pay roll, of which
80 per cent are women. They work as vil-
lage animators, teachers, income genera-
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tion guides, primary school teachers, help-
ers, supervisors, and doctors and project
coordinators. The Secretary of SBMA has
the overall responsibility for the day-to-day
functioning of ashram activities with the
help of project coordinators and other sen-
ior activists.

The Move Towards Income Generation
Activities

One of the principal objectives of SBMA is
“to establish rural small and cottage indus-
tries involving women to mitigate their eco-
nomic weakness.” To promote small and
cottage industries, SBMA organized a
workshop on Industrial Development of
Hilly Areas on the 12th and 13™ of March
1980. The workshop focussed on the
problems and prospects of small industries
in the hills. Information about various
trades and sources of funding was also pro-
vided to artisans and other prospective
entrepreneurs. Subsequently, SBMA or-
ganized training programmes on horticul-
ture, agriculture, dairies, tailoring, knitting,
bee-keeping, handicrafts, and animal hus-
bandry. To institutionalise these activities,
training facilities were established at the
Anjanisain centre with the support of the
Central and State Governments.

While SBMA was able to give training to
rural women and youths, it was not able to
help them establish enterprises. The few
highly motivated people who did establish
businesses were not able to run them suc-
cessfully. This was because they did not
know how to manage a business and mar-
ket the products, they had only acquired
the skills to produce. SBMA was conscious
of this drawback in its training programmes.
It also realised that, if farming alone did not
pay, people could not be prevented from



exploiting natural resources, even if it led
to environmental degradation. The inci-
dence of out-migration to look for work was
high. SBMA believed that the only way to
counter these trends was to provide em-
ployment on the spot. This meant promo-
tion of activities that could provide remu-
nerative employment.

SBMA was also promoting savings and
credit Self-Help Groups (SHGs) among
women. The SHGs members were saving
regularly, but did not know how to use their
savings productively. SBMA found it diffi-
cult to help them. ]

Looking for viable options, they heard
about the EDI, Ahmedabad. One of their
Project Coordinators was deputed to ex-
plore the possibilities of collaboration with
the Institute. In 1994 the Project Coordi-
nator attended a Rural Entrepreneur
Trainers’ Training Programme organized by
the EDI. Consequently, the Coordinator
started to run REDPs. In 1996, SBMA sent
someone else for training as a Rural En-
trepreneur-Trainer-Motivator at the EDI in
order to expand its activities.

So far, SBMA has had three REDPs, train-
ing 64 potential entrepreneurs. We reviewed
two REDPs carried out in 1994-95 and
1995-96; the third took place only recently.

The programmes were organized on the
pattern suggested by the EDI. The first pro-

gramme was in Gainsain and the second

in Anjanisain. Of the 26 trainees trained in
Gainsain, 15 established ventures within
two to three months of the training pro-
gramme.

Promotional Campaign: After identifying
the area (Gainsain), the trainer-motivator

launched a promotional campaign. The
response from women was not encourag-
ing, as most of them were too preoccu-
pied with household activities. Moreover,
quite a few ex-servicemen (who sometimes
retire at an early age) were interested in
participating, and they preferred their
women to stay at home. The women, on
the other hand saw it as a way of prevent-
ing men from leaving to find jobs else-

‘where.

The message about the REDP was spread
through village and group meetings. As
SBMA has a very good network in the area
and the confidence of the local people, it
was not difficult to elicit a favourable re-
sponse from Gainsain. Because of SBMA's
excellent rapport with the bureaucracy, it
was assured of government support for the
programme.

The trainer also identified viable business
ideas to help the trainees identify oppor-
tunities. Opportunities identified included
electrical repair work, beekeeping, rearing
poultry, radio repairs, watch repairs,
handicrafts, wooden furniture, flour mills,
toy making, producing potato crisps, flori-
culture, herbal plantations, brick-making,
horticulture (market gardening), canning
and food preservation, grocery shops, dair-
ies, and printing and book bjnding. Most
of the activities were targetted at promot-
ing individual entrepreneurship.

Selection of Trainees: A committee con-
sisting of a local Bank Manager, an EDI
faculty member, representatives of the Dis-
trict Industry Centre (DIC), the Develop-
ment Block, and the District Rural Devel-
opment Agency (DRDA) was constituted
to select the trainees. A variation of the
Focussed Behavioural Event Interview

35



(coupled with a personal interview) was
used to screen and select the trainees. The
committee recommended 30 candidates
for the programme in Gainsain, of which
26 joined the programme.

Profile of the Trainees: In terms of age,
most of the trainees were from 20-25
years’ old, followed by a group of train-
ees from 25-30 years’ old (Table 5.11).
Unlike the usual pattern, seven (27%)
trainees were past 35 years of age, as quite
a few ex-servicemen also participated in
the Gainsain programme. The average
age of the trainees was 31 years. Almost
81 per cent of the trainees were educated
beyond primary school level. About 19
per cent had up to primary level educa-
tion only. Most of the trainees came from
quite reasonable economic backgrounds
with average annual family incomes of Rs
21,600. About 19 per cent came from
households with annual incomes of less
than Rs 25,000. Only two of the 26 train-
ees were women,

Course Design and Contents: The SBMA
used a course similar to the EDI course in
its REDPs. The course started with an
unfreezing exercise and behavioural in-
puts, followed by interaction with success-
ful local entrepreneurs. The trainees were
taken to a existing enterprises in the neigh-
bourhood. Identifying opportunities,
training on market surveys, field work
(market survey), and preparation of a
project report were all parts of the course.
Managerial and marketing related instruc-
tion followed. Simple accounting and
marketing were taught over a period of
one week, followed by finalisation of busi-
ness plans to be presented with loan ap-
plications. Subsequently, trainees who
needed technical inputs were placed in
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different units for on-the-job training. The
technical training lasted for about a
month.

Follow-up Support: SBMA established a
Monitoring Committee consisting of rep-
resentatives of the EDI, banks, DIC, and
the District Rural Development Agency
(DRDA), besides the trainer in charge of
the programme. It received adequate
support from the government agencies.
Six loan applications were approved
quickly by the local banks. In addition,
another nine trainees started ventures
with their own resources within three to
four months of completing the REDP
training. The remaining three had to wait
for bank loans, and it took about a year
for them to start.

Programme Qutcome and Impact: Of the
26 trainees, 19 established enterprises
and are running them successfully. The
programme led to a total investment of
Rs 3,67,000 with an average of about Rs
19,000 per enterprise. The annual in-
come of the participants from these en-
terprises ranges between Rs 9,600 and
100,800, with an average of about Rs
40,000 per enterprise (including wages/
remuneration of the entrepreneur). All
the units are running profitably. Moreo-
ver, six enterprises generated jobs for an
additional eight persons (two units gen-
erated two jobs each) besides the entre-
preneurs themselves. The rest generated
one job in addition to the entrepreneur.
Most of the enterprises were started by
trainees from the relatively high income
group. They could easily provide equity
and collateral to get loans. Most of them
actually did not even bother to get loans
and started enterprises with their own
money.




The Second Attempt

The second REDP was organized at the
SBMA headquarters, i.e., in Anjanisain, in
1995-96. In all, 18 persons were trained in
the second REDP All the trainees vere men.
Most of them came from relatively well off
families with average family incomes of Rs
39,000 per annum compared to Rs 21,000
in the case of Gainsain. Most of them had
high school education, and five of them
were post-graduates. Another difference
from Gainsain was in terms of age. Except
two, all the trainees were below 25 years of
age with a mean of 24.7 years; in the case
of Gainsain the average age was 31 years.
However, of the 18 only six established
enterprises according to our field survey.
The remaining 12 persons were trying to
get bank loans. The average enterprise es-
tablished following the Anjanisain pro-
gramme was larger than the average estab-
lished following the earlier REDP, with an
average investment of Rs 42,000, an addi-
tional average employment of one person
besides the entrepreneur, an average net
profit of Rs 39,600, and an average gross
income of Rs 64,000 per enterprise. Three
out of the six entrepreneurs started sweet-
meat shops and restaurants, one trainee
started a photo studio, one started trading
in herbal products, and another opened a
handicraft emporium.

Despite the fact that age, family income,
and education were favourable, their start-
up-rate was only 33 per cent in Anjanisain
compared to 73 per cent in Gainsain. One
would have expected better results, be-
cause, by this time, the trainer had also
gained experience. On investigation, we
learned that the trainer was withdrawn half-
way through the programme and put to
work on a World Bank Project on water
supplies. He could not give adequate at-

tention to the programme or to the fol-
low-up, unlike in Gainsain. The trainees
consequently did not receive proper guid-
ance in implementing their projects. The
start-up rate consequently suffered. Dur-
ing the field work, we were told by the
trainer-motivator concerned that the
SBMA was trying to rectify matters and that
there were prospects that at-least 10 more
trainees would start enterprises within the

‘next six months.

Lessons [earned

Comparison between the two REDPs in-
dicates that even when programmes are
run by the same organization-and/or the
same trainer-motivator, results vary. The
same trainer succeeded when he devoted
his full time and energy to the programme,
but failed ' when he could no longer do so.
Lessons learned from these experiences are
listed below.

*  Proper selection of trainees is the key
to success.

» REDPs require prolonged follow-up
support and escort services.

* Highly educated rural youths may not
be the best for such programmes.
They have many options and oppor-
tunity costs are high.

* Trainees with a relatively sound eco-
nomic status are likely to benefit more
than others from such programmes.

»  Shifting or reshuffling trainers half-way
through the training can affect the
outcome adversely.

5.8.3 Case 3: Association for
Women and Rural Develop-
ment (AWARD), Assam

AWARD, established in November 1989
as the ‘Parbatipur Bowataka Samittee’, is
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a women'’s organization operating in the
North Lakhimpur and Dhemaji districts of
Assam, bordering Arunachal Pradesh. The
organization works for the welfare of
women, children, and weaker sections of
society. The organization is actively en-
gaged in skill formation and entrepreneur-
ship development through the Govern-
ment-sponsored Training Rural Youth for
Self Employment (TRYSEM) programme
and through REDPs. Besides training,
AWARD is also engaged in low cost rural
housing, construction of rural link roads
and embankments, health, and non-for-
mal education. It also provides marketing
support to rural producers.

So far AWARD has trained 192 persons in
handloom, 109 in mushroom cultivation,
162 in tailoring and embroidery work, 55
in cane and bamboo work, and 95 in fruit
processing. It has also organized 38 camps
on fishery training and has undertaken
plantation of 60,000 saplings through a
social forestry programme. It has an im-
pressive training-cum-production centre
and a hostel that is being used even by
government agencies to train the rural poor
through schemes like TRYSEM. Besides
these training programmes, AWARD is ac-
tively promoting savings and credit Self
Help Groups (SHGs). So far, AWARD has
organized 130 SHGs (45 male and 85 fe-
male groups), with a membership of 1,930
persons and a total deposit of Rs 101,235.
The group members save between rupees
two to ten per week to create revolving
funds.

AWARD has 39 development workers, in-
cluding one programme director, four field
officers, one project manager, one doctor,
one veterinary surgeon, five instructors, and
two masons. It has its own governing board
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and its Founder Secretary, Ms. Ranjita Kaur,
carries out day-to-day operations.

Although AWARD was very active in skill
development and vocational training, it was
not able to help its trainees procure gain-
ful employment. Most of its trainees pre-
ferred work for wages with AWARD at the
training-cum-production centre. AWARD
realised the problem and looked for alter-
natives.

The Entrepreneurial Option

In 1993, Ms. Ranjita Kaur met the EDI’s
regional Coordinator for the Northeast by
chance. Detailed discussions about the
Rural Entrepreneurship Development Pro-
grammes followed. The Secretary found
an answer to the question “what after skill
training?” She decided to become involved
in the activity and participated in a Rural
Entrepreneur-Trainers’ Training Pro-
gramme organized by the EDI in
Ahmedabad in 1994.

Following the training, Ranjita organized
the first REDP at Laluk in Lakhimpur (As-
sam). Of the 35 potential entrepreneurs
trained, 31 started their own ventures.
Encouraged by the results, AWARD organ-
ized two REDPs at Harmoti in 1995-96,
training 62 trainees. Forty-nine started their
own micro-enterprises. Two more REDPs
were given in Dhemaji, training 60 poten-
tial entrepreneurs. Within a short period
of three to four months, 16 trainees es-
tablished enterprises and others were in
various stages of establishment.

The REDPs were sponsored by the Small
Industries’ Development Bank of India
(SIDBI) and the National Bank for Agri-
culture and Rural Development



(NABARD) and were coordinated by the
EDL

To understand the factors leading to the
resounding success of REDPs organized by
AWARD, two programmes - one at Laluk
and the other at Harmoti, have been re-
viewed.

Implementation of REDPs by AWARD

AWARD’s implementation starts with a fea-
sibility study of the area. An intensive pro-
motional campaign follows. Village meet-
ings are held to promate the idea of REDPs.
Banners, posters, distribution of handbills,
and personal contacts supplement these
meetings. The trainer-motivator solicit in-
formation about the candidates before
handing out application forms. The train-
ers verify the information through infor-
mal channels (such as village headmen,
opinion leaders, etc.) before arranging for
interviews. Information is also collected
from banks to ensure that candidates are
not defaulters. The criteria for selection
evolved by AWARD are that the candidate
should (i) be in the age group of from 18-
35 years; (ii) belong to the programme
area; (iii) be able to read and write; and
(iv) not be a defaulter or from a default-
er'’s familyll . Preference is given to unem-
ployed youths, especially if they possess
some technical skills.

Selection Process: A selection committee,
consisting of bankers, representatives of the
sponsors (NABARD/SIDBI), a general man-
ager/a representative of the District Indus-
tries’ Centre, and representatives from the
District Rural Development Agency and the

EDI, selects the trainees on the basis of the
personal interview. The purpose of the in-
terviews is to assess the commitment of the
candidates.

There are no stipends for trainees and they
are required to pay a token fee of Rs 250
for the training. Regular attendance is
mandatory.

The Training: In addition to the EDI pack-
age, AWARD also provides social inputs
to facilitate social responsibility. The train-
ing package is in two phases; viz, a four-
week classroom-cum-field work phase;
and a phase of technical training lasting
from 15 days to three months. The first
phase is similar to the other EDI pack-
ages (Table 5.12). The technical training
phase uses AWARD’s own training infra-
structure ‘(training-cum-production cen-
tre).

Adult learning techniques such as live case
studies, group work, and group discussions
are used to facilitate internalisation of en-
trepreneurial traits. The training pro-
gramme is formally completed when the
trainees have submitted loan applications
to the banks.

Follow-up Phase: AWARD provides follow-
up support for a period of at least two years
after completion of the REDPs. AWARD
helps trainees to obtain loans, procure ma-
chinery, arrange work-sheds, and recruit
workers (if required). AWARD also helps
them to establish marketing linkages. As
per the guidelines of the EDI, a monitor-
ing-cum-guidance committee is also estab-
lished to deal with trouble shooting.

11 The repayment record for bank loans in the area is unsatisfactory, many have not repaid loans
and are on the defaulters’ list of the banks. Even if such people receive training, they will not be

able to get loans to establish enterprises.
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Table 5.12: Input Structure for AWARD REDPs
S D

.N. | Input uration
(Days)
A. Entrepreneurship-related Inputs
1. Information Inputs 3
z Sharing Experiences with Successful and Unsuccessful 2
Entrepreneurs
S Industrial Visits 2
4. Business Opportunity Identification and Guidance Market 7
Survey Techniques, Market Survey Analysis, etc
S Training in Achievement Motivation 3
6. Business Plan Preparation e
T Managerial Inputs 5
8. Legal and Procedural Inputs 3
9. Business Ethics and Social Responsibility of Entrepreneurs 2
Total 30
B. Technical Training/Skill-Based Inputs (Need-based) 15 days-3
months

AWARD has created a revolving credit fund
worth Rs 3,43,500 with the help of the
SIDBI. It uses this fund to provide loans to
trainees of up to 10,000 rupees. It helps
the trainees to get credit to launch micro-
enterprises also. So far loans worth Rs
343,500 have been sanctioned for 60
handloom weavers (1995-96) and loans
worth Rs 229,000 were also given to a
group of 40 cane and bamboo workers.

Profile of the Trainees

Altogether 35 trainees in Laluk and 33 in
Harmoti have attended the REDPs. In Laluk,
15 trainees were below 25 years’ old and 20
were between 25-30 years of age (Table
5.13). In Harmoti, apart from one, all the train-
ees were below 25 years’ old. In Laluk, the
male to female ratio was almost 50:50, with
17 men and 18 women. The co rresponding
figures in Harmoti were 23 and 10.

In terms of social background, the highest
proportion of trainees belonged to the
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scheduled tribe category in Laluk (17 of
the 35), while in harmoti most trainees
were from the general categories. In both
places, most of the trainees were well edu-
cated (high school and above). However,
a substantial proportion of the trainees in
both places were from economically weak
families with annual incomes of less than
Rs 10,000. Only nine trainees in Laluk and
six in Harmoti had annual family incomes
of more than Rs 10,000.

QOutcome of the Programme

As mentioned earlier, both programmes
were sucessful in terms of the proportion
of trainees starting enterprises. In Laluk 31
(88.57%) and in Harmoti 24 (72.72%)
tainees established enterprises. However,
commensurate with their economic back-
ground, most of the entrepreneurs estab-
lished micro-enterprises only. Of the 31
enterprises in Laluk, 29 (93.5%) had in-
vestments of less than Rs 20,000. In
Harmoti, the corresponding number was



Table 5.13: REDPs Organized by AWARD at a Glance (Cont’d)
S.N. Particulars REDPs
Laluk Harmoti
1. Number of Trainees Trained 35 23
2. Profile of Trainees
Age
Below 25 15 32
25-30 20 1
30-35 = -
Above 35 - -
Sex
Male 17 23
Female 18 10
Caste
SC - 4
ST 17 2
OBC 12 5
GEN 6 22
Educational Qualification
Primary - -
Up to Middle School q -
High School 22 19
Intermediate 8 11
Graduate 1 3
Family Income
Below - 10,000 26 27
10,000 - 15,000 9 2
15,000 - 25,000 - 4
25,000 - 50,000 2 -
Above 50,000 = =
3. Number of Units Started 31 24
Start-up Rate (%) 88.57% 72.72%
4. Size of the Unit (Rs ‘000)
Below - 10,000 24 16
10,000 - 15,000 3 2
15,000 — 20,000 2 2
20,000 — 30,000 - 2
30,000 - 50,000 1 -
Above 50,000 1 2
5. Annual Income Per Unit
Upto - 5,000 10 3
5,000- 7,500 12 .
7,500- 10,000 8 5
L | Above 10,000 1 16
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Particulars

6. Products Selected
Cane & Bamboo items
Handloom unit

Tent house

Bakery

General Stores
Tailoring

Photocopying

Food processing

Book & Stationery shop

Table 5.13: REDPs Organized by AWARD at a Glan

REDPs
Laluk Harmoti
15 2
16 8
. 1
= 1
- 3
: 4
= 1
- 3
4 1

Source : Field Survey (1997)

20 (83.33%). Only three enterprises (one
in Laluk and two in Harmoti) had invest-
ments exceeding Rs 50,000. As a result,
their annual incomes were low. In Laluk,
22 (71%) trainees earned up to Rs 7,500
per year only. However, in Harmoti 16
(67%) trainees earned more than Rs
10,000 per annum. Because of the diver-
sity of the investment portfolios incomes
also appeared to be higher in Harmoti than
in Laluk. In Laluk, 15 trainees went into
production of cane and bamboo items and
the remaining 16 established handloom
units. In Harmoti, only 10 of the 24 train-
ees opted for these traditional trades. The
remaining 14 started relatively non-tradi-
tional enterprises such as tent houses, bak-
eries, general stores, tailoring, photocopy-
ing, betel nut processing, and stationery
shops. For the most part, the programmes
made 55 youths into successful entrepre-
neurs — proud owners of their ventures.

Factors Contributing to Success

» Faith of the organization in and its com-
mitment to the REDP strategy

* An active Monitoring-cum-Guidance
Committee which helped the trainees
set up enterprises

* An adequate and well-developed in-
frastructure for organizing technical
skill development training besides
REDPs

* Strong follow-up support and provi-
sion of escort services after the train-
ing programme

*  Creation of a credit fund with the sup-
port of SIDBI to provide small loans
to trainees.

* Confidence of the local people and the
bureaucracy in AWARD!?

e Committed and well-trained cadre of
development workers at its disposal

12 The Secretary of AWARD has been nominated as a member of the District Committees on PMRY
in Lakhimpur and Dhemaji. She has also been co-opted as a member of the DRDA, Dhemaiji.
This has helped AWARD to get direct access to the bureaucracy which it uses to elicit support for
its trainees and to secure the confidence of local banks in the credibility of AWARD. AWARD has
formed a large number of savings and credit self-help groups to provide small loans for the poor.
These groups also motivate their members to make timely repayments of bank loans. This has
encouraged banks to extend credit to the potential entrepreneurs.
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o Cooperation from and good network-
ing with various government agencies
and banks.

The Lessons Emerging

The experiences of the NGOs involved in
implementing REDPs indicate that proper
selection, proper identification of oppor-
tunities, and strong follow-up support are
critical to the success of the programmes.
Therefore, to implement RED Programmes
successfully, the ground rule is to treat the
entire REDP process as a comprehensive
package and implement the same in its en-
tirety. The following points must be kept
in mind while implementing the pro-
gramme.

* Before launching the programme, es-
tablish good linkages with the local
people and the bureaucracy.

* Select only those who exhibit entre-
preneurial potential and commitment
to entrepreneurship/self-employ-
ment.

* ldentify business opportunities before
launching the programme, keeping
strengths, weaknesses, opportunities,
and threats (SWOT) of the local area
and the people in mind.

* Link up with support agencies in the
early phases of the programme.

* Entrepreneurial training, technical

training, finance, and infrastructure

must be treated as a package.

Tie up credit and keep documentation

(papers) for loans ready before the

training comes to an end.

Keep the programme inputs flexible to

incorporate the needs of the group in

the training package.

Effective follow-up mechanisms must

be built into the programme package.

* A good, sincere, well-trained and skil-
ful trainer-motivator is the key to suc-
cess. He/she must stay at the training
centre until the maximum possible
number of enterprises is established.

5.8.4 Case 4: Himachal
Consultancy Organization
Limited (HIMCON):
Experience in PMRY

The Prime Minister's Rozgar Yojana
(PMRY): An Introduction

The PMRY, a government-sponsored self-
employment programme, was launched in
October 1993. Its target was to set up
700,000 micro-enterprises, creating em-
ployment opportunities for 1.4 million per-
sons by the end of the Eighth Five-Year
Plan, i.e., 1997. It envisaged motivating,
training, and helping educated youths to
establish ventures with financial assistance
from commercial banks. The definition of
enterprises encompasses small and micro-
industries, service units, and business ven-
tures. The scheme can provide loans of up
to 100,000 rupees for each potential en-
trepreneur trained @ 13.5 per cent per
annum with a capital subsidy of 15 per cent
of the project cost or Rs 7,500, whichever
is less. The loan as well as the subsidy in-
creases on a pro rata basis if more than
one potential entrepreneur joins hands to
establish a unit Entrepreneurs are required
to put five per cent of the project cost as
margin money or promoter’s equity. How-
ever, promoters are not required to give
any collateral. Only a personal guarantee
with hypothecation of assets created out
of bank loan documents are treated as se-
curity against the loan. While the term loan
is repayable between three to seven years
(with a moratorium of six to eighteen
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months), the repayment schedule for
working capital is fixed on a case to case
basis, as per the nature and need of the
enterprise.

To be eligible for the scheme, a person
should have been resident in an area for
three years, should be from 18 to 35 years,
should have studied up to matriculation,
belong to a family with an annual income
of less than Rs 24,000, and should not be
a defaulter of any credit institution. It also
stipulates preference for people with tech-
nical education and women. While there
is no bar on the type of venture to be es-
tablished efforts are made to restrict ‘Small
Business’ loans to a maximum of 30 per
cent, leaving the balance for manufactur-
ing enterprises and service units.

All potential entrepreneurs who want to
set up industrial units are required to un-
dergo an EDP of about four weeks (see
Annex 3 for input structure) after sanction
but before disbursement of the loans. They
learn about book keeping, marketing, and
costing and acquire information on pro-
cedures and formalities for obtaining loans
and about related subjects.

The scheme is being implemented through
the Office of the Development Commis-
sioner (Small Scale Industries), Govern-
ment of India. In the states it is coordinated
by the respective state Directorates of In-
dustries and implemented in districts by the
District Industries’ Centres. The banking
support is coordinated by the banking di-
vision of the Reserve Bank of India, and
loans are provided by commercial banks.
EDPs are being organized by Small Indus-
tries’ Service Institutes, District Industries’
Centres, specialised entrepreneurship train-
ing institutions, and non-government or-
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ganizations. This is, therefore, a compre-
hensive and potentially sustainable ap-
proach compared to the minimalist (only
credit) approach propagated by some of
the international donor agencies.

Achievements of the PMRY in IHHR

Between 1993-94 and 1996-97, 67,780
potential entrepreneurs were given loans by
the PMRY out of 100,342 candidates rec-
ommended by the Government in the
[HHR; the target being 79,929 beneficiar-
ies. This means the PMRY met 85 per cent
of its target for the [IHHR — a remarkable
achievement by any standards. The achieve-
ment was still higher at the national level.
About 93 per cent of (819,412) candidates
were given loans (the target was 886,516)
in 1993-94 and 1996-97. Howeuver, in re-
lationship to the proportion of the popula-
tion, the proportion of the IHHR in the
PMRY has always been quite high (about
6%). For example, in 1993-94, 6.68 per
cent of the beneficiaries came from the
IHHR. This figure went up to 9.07 per cent
in 1996-97 (Table 5.14). A key factor be-
hind the success of the PMRY is the avail-
ability of credit. Implementation of the
PMRY and experiences gained are illus-
trated by a case study of the Himachal Con-
sultancy Organization Ltd, an organization
that runs these programmes in Shimla (HP).

The HIMCON Experience with the PMRY

HIMCON, established jointly in 1977 by
the Government of Himachal Pradesh, the
Industrial Development Bank of India
(IDBI), the Industrial Credit and Invest-
ment Corporation of India (ICICI), and a
number of commercial banks, aims to pro-
vide low-cost consultancy to small-scale
entrepreneurs in the state of Himachal



Table 5.14: Progress of the PMRY in India Since 1993*
Yearsand Parameters Indian All India** IHHR as % age
Himalayan Hill (Nos) of all India
Region (IHHR)
(Nos)

1993-94

Target 3930 39330 9.99

Recommended 3797 88234 4.30

Sanctioned 2114 32108 6.68

1994-95

Target 17384 239215 227

Recommended 27956 453498 6.16

Sanctioned 16366 198230 8.25

1995-96

Target 26692 307713 8.67

Recommended 36666 613732 597

Sanctioned 23024 299371 7.69

1996-97

Target 31923 300258 10.63

Recommended 40344 576571 6.99

Sanctioned 26276 289703 9.07

Source: Government of India,

* ‘The summary of progress under the PMRY’, various Progress Reports, the New
Delhi Office of the Development Commissioner for Small-Scale Industries,
Ministry of Industries.

** The number of candidates recommended under the scheme is kept higher than
the target to give bankers a choice of projects and entrepreneurs.

Pradesh. It operates through three branch
offices in Solan, Kangra, and Kullu, besides
a Head Office in Shimla. While it works
under the broad guidelines of its govern-
ing body, consisting of members nominated
by sponsors, its day-to-day operations are
looked after by a full-time managing di-
rector. HIMCON has a highly qualified
team of professionals, who specialise in en-
gineering, financial, legal, and entrepre-
neurship development, on its pay-roll. It
has seven accredited entrepreneur trainer-
motivators who look after Entrepreneur-
ship Development Programmes (EDPs). It
has been offering consultancy services to

prospective investors and entrepreneurs in
a very diverse field of business activities
such as tourist trade, chemicals, ceramics,
engineering, electronics, financial manage-
ment, market research, opportunity scan-
ning, information, rehabilitation of small
scale industries, etc.

Over the years HIMCON has developed
expertise in EDPs and Skill Development
Programmes (SDPs). It has also diversified
to cover Rural Entrepreneurship Develop-
ment Programmes (REDPs) and the Gov-
ernment of India sponsored Prime Minis-
ter's Rozgar Yojana (PMRY). Some of its
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activities in entrepreneurship development
are discussed in what follows.

Entrepreneurship Development Pro-
grammes (EDPs)

EDPs are conducted by HIMCON to pro-
mote first generation entrepreneurs and to
diversify the sources of entrepreneurial
supply for industrialisation of Himachal
Pradesh (HP). Since 1985-86, HIMCON
has conducted 102 EDPs and trained
2,408 potential entrepreneurs with a start-
up rate of about 33 per cent. About 800
of the 2,408 trainees have set up business
ventures (See Table 5.15). On an average,
each unit with an investment of about Rs
200,000 has generated employment for
about three persons, including the entre-
preneur. These EDPs are sponsored by vari-
ous national financial institutions such as
the IDBI, ICICI, Industrial Finance Corpo-
ration of India (IFCI), NABARD, SIDBI, De-
partment of Science and Technology
(DST), government of India, and the gov-
ernment of Himachal Pradesh.

The inputs imparted in EDPs are as per
the six-week National EDP Module de-
veloped by EDI. The process being fol-
lowed by HIMCON is as follows: the pro-
gramme is launched with promotional
activities, it is followed by selection of
trainees and classroom training. The
classroom training ranges over a period
of six weeks and is followed by post-
programme follow-up ranging from four
to six months. While in theory the prac-
tice appears to be all right, much needs
to be done. For example, pre-promo-
tional activities are generally limited to
announcements in newspapers, unlike
the intensive promotional campaign un-
dertaken by NGOs. The three-tier selec-
tion procedure is adopted more as a
ritual. The follow-up phase is restricted
to a few meetings with the trainees as
trainers hardly have any time to devote
to the follow-up phase because of the
pressure of conducting as many EDPs as
possible in a year, because of HIMCON’s
concern for revenue generation (Awasthi
and Jose 1996).

Table 5.15: Status of EDPs Conducted by HIMCON (1985-86 to 1995-96 )
Year No. of No. of Trainees Trained No of Units | % Start-
EDPs | Male Female | Total Set-up up Rate
19985-86 6 135 3 138 12 8.7
1986-87 6 83 3 86 17 19.8
1987-88 7 125 27 152 37 243
1988-89 11 164 92 256 53 20.7
1989-90 10 147 76 223 o1 40.8
1990-91 10 167 44 2l 1 84 39.8
1991-92 14 294 80 374 104 27.8
1992-93 12 247 48 295 102 34.6
1993-94 12 153 146 299 91 30.4
1994-95 6 NA NA NA 124 80.0
1995-96 8 NA NA NA 87 38.8
Total Value 102 1515* &19* 2034 802 ]
Source : Various progress reports of HIMCON
* Excluding 1994-95 and 1995-96 for which data are not available.
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The results of EDPs, in terms of start-up
rates, have become the first casualty. The
start-up rate of HIMCON-EDPs, as men-
tioned earlier, is barely 33 per cent as
against 70 per cent in the case of NGOs.
This is despite the fact that HIMCON has
highly qualified and trained trainer-moti-
vators, backed by specialist consultants,
available internally.

Rural Entrepreneurship Development

(RED)

Rural enterprise development related ac-
tivities were started in HIMCON when it
undertook the implementation of the ‘Ru-
ral Industrialisation Programme’ (RIP) of
the SIDBI in Chail and Baijnath Block of
Kangra district (HP). Subsequently, it ex-
tended the coverage of RIP to two other
districts of HP also, viz., Solan and Kullu.
The programme aimed at providing an
integrated package of assistance from con-
ception to commissioning of a project in-
cluding training, counselling, technical as-
sistance, marketing assistance, market tie-
up, skill development, and technology
transfer. Its RIP efforts have led to creation
of 200 enterprises in these three districts.

Besides RIP, it also conducts REDPs spon-
sored by NABARD. However, the results
of these programmes are not yet known.

The Prime Minister’s Rozgar Yojana in
HIMCON

HIMCON, being a specialised agency for
entrepreneurship development in Himachal
Pradesh (HP), has also conducted a few
programmes under the PMRY in Shimla
district. It has so far trained 310 potential
entrepreneurs in nine batches covering nine
different blocks of Shimla district.

The training package of the PMRY used
by HIMCON is a 10-day module (See
Annex 4). Its start-up rate under the PMRY
is better than the other programmes as
about 55 per cent of the trainees have
started units. HIMCON is, however, re-
quired to conduct programmes only for
those trainees who are already selected by
the District Industries’ Centres and recom-
mended to banks for loans. HIMCON also
does not have any responsibility for post-
programme follow-up, as the entrepre-
neurship training is only an eligibility con-
dition for disbursement of loans. After at-
tending the training programme the train-
ees get loans to start their enterprises.
Therefore, HIMCON feels that follow-up
is not required. The trainees may, how-
ever, require guidance and counselling to
implement their projects.

While any systematic evaluation of
HIMCON conducted PMRY programmes
is yet to be undertaken, the general im-
pression one gets after talking to the train-
ers, bankers, and a few trainees is that the
programmes lack the seriousness and ef-
fectiveness insofar as enterpreneurship de-
velopment is concerned. The trainees join
the training only for the sake of fulfilling
the conditions to get PMRY loans. Moreo-
ver, the target orientation of the pro-
gramme also adversely affects the training.
Since the PMRY involves subsidies and sub-
sidised loans, large numbers of otherwise
ineligible and undeserving candidates suc-
ceed in getting included because of their
political linkages, and this is at the cost of
genuine candidates. The following sugges-
tions are worth considering for improve-
ment of such programmes.

e The potential entrepreneurs should be
selected in a systematic manner using
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an appropriate but scientific method-
ology such as the three-tier selection
procedure or through Focussed Be-
havioural Event Interviews (FBElIs),
etc.

After selection they should undergo a
regular four- to six-week EDP during
which they should identify a sound
business activity, assess its viability, and
develop a bankable business plan.

* On the basis of their evaluation/per-
formance in EDPs and the soundness
of their business plans, they should be
recommended to the banks for loans.

If this process is implemented, the PMRY
will be able to help good potential entre-
preneurs with a sound business plan to
become growth-oriented owners of suc-
cessful businesses.



Chapter 6

The Group Entrepreneurship
Approach and a Case Study

The training methodology for grooming
individuals into successful entrepreneurs
has improved a great deal over time. It is
being used successfully the world over; of
course, with certain regional or group-spe-
cific variations. On the other hand, there
were many unorganized, sometimes infor-
mal, groups of artisans, tribal people, and
so on for whom group training was the
best way to train them in entrepreneur-
ship. However, the task of addressing large
groups at a time and turning them into
entrepreneurs was a challenge to the train-
ing methodologies for entrepreneurship
development. This meant developing the
whole group as an entrepreneur instead
of grooming a few of them as individual
entrepreneurs who, in the long run, would
find it difficult to sustain their enterprises
because of many reasons. The EDI took
the lead in developing a training model for
pPromoting groups of individuals as entre-
Preneurs through a Group Entrepreneur-
ship Development Programme (GEDP).
This chapter describes the EDI’s experi-

from Nagaland

ences in developing a Group Entrepre-
neurship (GE) Model. The experiment took
place in Nagaland.

6.1. Background

The experiences of the EDI and many other
organizations have successfully demon-
strated that (i) latent entrepreneurial poten-
tial (the desire to do better and urge to make
a break) is widespread among the rural and
urban poor and underprivileged; and (ii)
this potential could be developed/strength-
ened among the rural poor with the help
of a well-designed, comprehensive training
package consisting of knowledge, skills, and
attitude; a package known as EDP.

6.1.1 Group Entrepreneurship (GE)

As mentioned in Chapter 3, efforts to pro-
mote GE are associated with the seminal
work of Bogaert and Das (1989). Impor-
tant questions have, however, been raised
about the efficacy and sustainability of this
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approach. It has been argued that the ap-
proach has a likelihood of leading to a
dependency syndrome wherein the group
becomes perennially dependent on the
sponsoring organization. lf the organiza-
tion were to withdraw, the group might
collapse. Besides the conceptual issues re-
lated to entrepreneurship, it was also not
clear what the legal form of the group
would be? How would the profits be
shared? What would be the process of
transferring organizational and managerial
skills from the NGO to the group mem-
bers? Finally, what would be the time frame
envisaged for this kind of transition?:

6.2 Alternative Approach: Finding
the Answers

In spite of these questions, however, the
need to promote GE remains valid. The
EDI made an attempt to operationalise the
basic concept of GE by combining the ‘in-
dividual’ and ‘GE’ strategies to overcome
some of the potential problems.

6.3 The Conceptual Framework

Although it is a prerequisite to consider
individuals’ potentials and goals, the fact
remains that rural/tribal entrepreneurs as
individuals are too weak to face the on-
slaught of market forces, on the one hand,
and the rural oligarchy on the other. It is
assumed that individually they are weak
because of the following factors.

* They have little education, limited ex-
posure to market economies, and lim-
ited access to finance and market intel-
ligence and thus are not able to address
the routine challenges of business.

* They have a limited capacity to buy
raw materials due to the small size of
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their operations, leading to them hav-
ing to pay high prices to procure raw
materials. (The cost of production goes
up and the product becomes uncom-
petitive.)

* They only after a small quantity of
products for sale as each individual’s
output is low, and hence they have lim-
ited bargaining power and do not get
good prices.

¢ They experience difficulties in reaping
the advantages associated with the
economies of scale and scope due to
the above two reasons.

* Profitability is low and thus there is a
tendency to operate mostly at subsist-
ence level on account of all these fac-
tors.

As a consequence, they seldom grow and
are wiped out even when there are small
market fluctuations. These constraints can
be removed if individual entrepreneurs
come together to take care of backward
and forward linkages; viz., input purchases
and output disposal. Since they may not
be able to carry out basic management
functions properly, as a group they can hire
a consultant or two. Individually they may
find it difficult to engage a full-time engi-
neer or skilled person to service their ma-
chines, but not so as a group. Thus, oper-
ating in a group could make them com-
petitive and profitable; this would not be
so if they operated as individuals. How-
ever, homogeneity of the group and the
product (lead sector approach) is essen-
tial.

Therefore, GE envisages that membership
of the group is product based and every
individual is the owner of his/her unit. For
input purchases and output disposal all the
members amalgamate, For example, a few



selected members could buy raw materi- pacity or willingness to produce (See Fig-
als in bulk on behalf of all the members. ure 6.1).

However, decisions regarding the amount

of work that one would like to do rests with ~ Similarly, once the product is ready, all the
the individual, depending upon his/her ca- members bring their produce to a central

Common Facilities
Input Purchase

l

Individual
Gav) i o Support Services
St g oOoOooon
veds OO R
Production Units Managing Services
. Technical Services
¢ Design Services
Counselling Services
Output Collection
Quality Control
Output Disposal

Distribution of profits

I

i I l |
(50%) (20%) (20%) (10%)
To each member For re-investment in For exigencies and Community welfare
on a pro rata basis the common insurance (health, education,
according to their facilities etc)
contribution to
output

Figure 6.1: Operational Framework for Group Entrepreneurship
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place from where it is taken to the market
for sale. As in the case of input purchases,
a few members go to market and sell the
products. First, the basic costs (input costs
including wages) and other expenses (e.g.,
depreciation, repayment of loans and over-
heads, expenses for marketing, etc) are
taken care of and are shared on a pro-
rata basis, depending upon the share of
each member in the stock sold. The re-
mainder of the surplus (profits) is divided
into four parts - first 50 per cent of the
residual is divided equally among the soci-
ety members as a dividend, another 20
per cent is reinvested, and 20 per cent is
kept aside for exigencies. The remaining
10 per cent is earmarked for community
welfare. Services such as savings and credit,
quality control, management, technical
back-up, designing, and counselling are
provided to the members as a group. The
GE thus not only takes care of individual
contributions by giving good returns, but
also takes care of social obligations.

6.3.1 The Group Entrepreneurship
Development Programme in
Practice: The Nagaland Case

The concept of GE was translated into a
training methodology for promoting GE
through training interventions in 1992. This
was of special significance, since India was
on the threshold of economic liberalisa-
tion. The approach was implemented in
Nagaland (the eastern-most state of India
bordering Myanmar) to promote GE
among the Naga (the local tribal popula-
tion). Rashtriya Grameen Vikas Nidhi
(RGVN), an umbrella NGO operating in
the North-Eastern region of the country,
generously funded the experiment.

Most parts of the state are cut off from
the main land owing to the difficult hilly
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terrain. A politically sensitive state, it also
goes through periods of insurgency. Many
insurgent Naga youths were under-
ground, periodically threatening the
peace and disrupting the law and order.
They had little faith in government ma-
chinery. Skirmishes between the insur-
gents and the police were not uncommon.
Undulating terrain and inadequate trans-
port and communication facilities com-
pounded the problem. The only natural
resource of the state is its forest wealth.
Job opportunities are extremely limited
and unemployment is rampant. The so-
cial structure of the tribal is a  well-knit
society in which the word of the Gambora
(Village Chief) is final.

6.3.2 Pre-programme Preparations

Before launching the programme, many
government officials, voluntary organiza-
tions, and trade associations were con-
tacted to collect information on various
sociocultural parameters, the economic
base of the region, government policies,
and the potentials of different zones (dis-
tricts) constituting Nagaland. On the basis
of the analysis of the information collected,
the EDI team decided to begin work in the
Dimapur area (in the western part of the
state) in 1992.

Local contacts were established and a sup-
portive network was created by securing
the interest of the local bureaucracy. It took
about one month for the team to com-
plete the exercise before launching the
promotional campaign. Coincidentally, the
government of Nagaland was also con-
cerned about the sustainable development
of the tribal societies in the state. There-
fore, once approached by the EDI team,
the government also committed long-term
support to the endeavour.



6.3.3 Promotional Campaign: The
Programme Launched

Being outsiders, the EDI team joined hands
with a local voluntary organization, viz.,
HEPROFED (a shortened form of the Naga
expression 'Handicrafts and Handloom
Producers’ Federation’), working for tribal
development by marketing handicraft and
handloom products. Other organizations,
such as the Naga Students’ Federation,
weavers’ societies, and so on, were also
contacted. This was followed by a general
meeting of the 570 Chairpersons and Sec-
retaries of 235 societies operating in the
area and affiliated to the HEPROFED. It
was observed that most of the active soci-
eties had already received some benefit or
other from the government and were de-
faulters. Some were not very active.

The societies were apprised of the EDI pro-
gramme and its objectives. Information re-
vealed that a beginning could be made by
eliciting support from some of the less ac-
tive societies. The EDI team, along with the
HEPROFED workers, visited about 40 vil-
lages around Dimapur to get first-hand in-
formation on the societies and spread the
news about the programme. The message
spread during the village meetings was as
follows.

*  We impart only training and do not
provide finance.

* No stipend is given during the train-
ing.

*  Only a group of 30-35 selected socie-
ties will be covered by the programme.

* The societies should bear the cost of
field visits and/or technical training (if
necessary).

* The members of the society must have
a financial stake in the project as pro-

moters’ equity and only then will they
be helped to get loans from funding
sources.

* Thesocieties must arrange for land and
buildings on their own as an additional
contribution to the project cost.

* Attendance during the training pro-
gramme will be compulsory and is es-
sential in order to receive a certificate.

It was also observed that a few villages did
not have societies. The team motivated local
people to form one in such cases, as it was
to work only through societies and not
through individuals.

These visits generated considerable inter-
est among the local people. However, it
was not easy to convince the Naga of the
sincerity of the visitors and the genuine-
ness of their approach. Many had little faith
in the bureaucracy, especially the local
bureaucracy. Moreover, in Naga society,
men generally do not work and are shy
about interacting with people. Women
carry out most of the economic activities.
However, it was observed that if the right
approach was adopted, they would be
open to suggestions and come forward to
participate in economic activities. On the
positive side, they had a very high degree
of skills in producing handicraft and
handloom items.

6.3.4 Applicants: Societies and
Their Representatives

The issue was how to select societies and
train them in the programme? After sev-
eral rounds of discussions with the local
people, it was decided that every society
would unanimously nominate .one of its
members. The nominee had to be a per-
son who could read and write English and
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who had had some exposure to the out-
side world. It was assumed that the person
nominated would be the focal point for
transmitting training inputs to other mem-
bers of his/her society. However, at the time
of the interviews, the president or secre-
tary of the society would also be inter-
viewed along with the nominee to assess
the capacity, interest, and commitment of
the society.

All the applications had to be accompa-
nied by a certificate from the society stat-
ing that the members had unanimously
nominated the applicant. It had to be
signed by their Gambora. The candidates
were required to bring a list of the mem-
bers of the society with them to the inter-
view. This had to be certified by the
Gambora. A declaration from all the mem-
bers that the person concerned was the
official nominee of the society was also re-
quired. The president/secretary counter-
signed this document. This was because,
the EDI team was aiming at persons (train-
ees) who were capable and could be de-
veloped into entrepreneur-manager-cum-
extension workers, through the training
programme.

6.3.5 Selection Process

Tests, including the Thematic Appreciation
Test, were conducted to screen the appli-
cants. Interviews were conducted to assess
(i) the capability of the interviewee to be-
come an enterprising organizer, and (ii)
inter-personal dynamics between the
nominee and the society office bearers. In
all, 112 societies applied for the pro-
grammes; 109 call letters were issued for
written tests. However, only 85 applicants
attended the written test, 65 were called

for interview, and 35 applicants (societies)
were selected to participate in the pro-
gramme. After the selection, the EDI team
held a meeting with all the programme
participants and office bearers of the soci-
eties. The discussions centred on the fol-
lowing issues.

* As only one person from each society
would be trained, how would the so-
ciety concerned know what was going
on? How would the training be passed
on to others ?

* Another issue pertained to the margin
money or promoters’ equity that
would be needed to obtain loans.

¢ The last issue discussed was the acqui-
sition of land and construction of build-
ings (sheds) to house the enterprises.

The meeting made the following deci-
sions.

* Every society would start a savings’
scheme so that a reasonable amount
was saved by the end of the training.
It was decided that on Sunday every
member would deposit his/her contri-
bution with the Secretary of the soci-
ety after church®®. In tun the Secre-
tary would deposit the money in the
bank and give a photocopy of the re-
ceipt to the EDI team on Monday or
the first banking day after Sunday. The
amount of per head weekly savings
would be collectively determined by
the group. It was decided that all train-
ing-related expenditure would be met
from these savings in consultation with
the EDI team.

* Every Sunday, the society nominee
(the trainee) would deliver a lecture,
about what he/she had learned dur-

13 Most of the Naga are Christians by religion. Hence, they go to church every Sunday.
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ing the week, after church. He/she
would describe the process briefly to
the group members.

* The Gambora would allot a piece of
land to the society out of the common
village land to construct a shed using
local resources at minimum cost. Every
member would contribute his/her own
labour to the construction work.

The results of these resolutions were heart-
ening. Each society could save an amount

of between Rs 9,000 and 30,000, depend-
ing on its size.

The society-nominees (trainees) reported
on the progress they had made to the
group every Sunday, sometimes in the
presence of the EDI team. If the trainees
could not clarify any point, they referred it
to the EDI team. This helped the society
members to have confidence in their nomi-
nees. Moreover, the EDI team, in rotation,
invited five members from each society
every week throughout the training to fa-
miliarise them with the progress made by
the programme and their nominees.

The Training Phase

The training started with a micro-lab to
help the trainees to become familiar with
each other. It also helped the EDI team
understand the group dynamics. Of
course, initially the exercise aroused a
great deal of curiousity and amusement,

but ultimately it led to the desired out-

come in terms of breaking down inhibi-
tions.

Information Inputs

The trainees were divided into small
groups according to their products. They

were told about the nature of informa-
tion to be collected, its source, location
of the office, and contact person. Before
sending them to various agencies, they
were trained to collect relevant informa-
tion through role play. For example, one
of them was asked to act as an officer and
another trainee was asked to obtain in-
formation from him/her. Through this
process they learned how to approach
officials, what to ask, and how to ask the
right questions. This process took three
days. The group took about one week to
collect relevant information. Officials from
the support system were also invited to
assist in such presentations.

Identification of Opportunities

After this exercise, the trainees learned the
basic skills needed to evaluate business
opportunities. They were then asked to go
back to their respective societies to discuss
the merits of the products they had short-
listed. Some societies decided to change
the products. Once final choices had been
made, according to an assessment of the
market, the trainees made a presentation
on the subject in class. During the presen-
tations, members from each society were
also present. This exercise took six days.

Market Survey

The trainees were trained in market sur-
vey techniques. They were told about the
type of information they would need to
prepare their business plans. Role playing
was used to train them to carry out mar-
ket surveys. Subsequently, they were sent
to various places in groups of two to assess
the market potential of their proposed
products. They took about 15 days to col-
lect the information.
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Achievement Motivation Training (AMT)

AMT is an integral part of EDPs. The train-
ing takes five days. Various simulation ex-
ercises were used, mainly to bring about
group cohesiveness. The simulation exer-
cises were suitably modified to serve this
end. Simulation exercises included the bro-
ken square, ring-toss, tower building, and
boat-making. Since quality is critical to the
product when supplies come from many
sources (units), an attempt was made to
inculcate concern for quality among the
group members through the tower build-
ing exercise. This was further reinforced
through the boat-making exercise.

While only the trainees participated actively
in the AMT, the president and secretaries
of the societies were also invited to take
part as observers. After the exercise, the
EDI team asked the observers for their re-
actions to the behaviour of participants.
The responses from these obsetvers were
converted into probing questions to be an-
swered by the active participants. This
helped the group observers to understand
the kind of situation that could arise as a
result of the self-centred behaviour of one
person in a group and how one should
behave as part of the group. In a way, the
‘fish bowl’ methodology was adopted to
influence large groups rather than limiting
the exercise exclusively to the small group
of trainees. It had a rather widespread im-
pact on other members of the society also,
as they shared their observations after re-
turning to their villages.

Field Visits for Technical Exposure

After the AMT, the trainees were taken to
Gujarat for exposure to various technolo-
gies related to their products and to the
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markets. These visits were financed by their
respective societies. In Gujarat, the train-
ees were also placed in workshops and
handloom units where they received ori-
entation on new products and processes.
They also collected necessary technical in-
formation as well as quotations from ma-
chinery suppliers. In the process, they
gained confidence to work on these new
machines. These visits lasted for about 30
days, including the travel time.

Management-related Inputs

After completing the field visit, the train-
ees were given training on management.
Areas covered included general accounts;
financial analysis (break-even analysis);
maintaining cash books, order books, and
stock registers; marketing of products and
exploring new markets; managing prod-
uct quality, etc. Instruction was through the
case method, simulation exercises, and role
playing. Problem-solving techniques were
also imparted wherever necessary.

Business Plan Preparation

The next part of the training was the prepa-
ration of a business plan. Each participant
was provided with the information/data
necessary to prepare a project report and
was asked to prepare one. This helped
him/her understand the technical aspects
of a Business Plan. With this input, the
training phase came to an end.

The Follow-up Phase

In the follow-up phase, the first task be-
fore the EDI team was to formalise these
informal societies. All the societies were
registered with the Registrar of Societies
of the government of Nagaland. Once the



registration formalities were over, the EDI
team began helping the societies to pre-
pare their business plans. Although every
society consisted of many individually-
owned units, the business plans were pre-
pared by each society as a single entity.
The follow-up phase lasted for about two
years. Of the 34 societies, 19 established
enterprises (Table 6.1). The rest were un-
able to do so, primarily due to lack of
credit.

6.3 Credit : How Was It
Obtained?

After successfully completing the training
phase, all the societies prepared business
plans to submit to the banks. The first step
was to approach the State Bank of India
(SBI), which was the lead bank in Dimapur,
for credit. However, the SBI said that loans
could not be given to groups or societies
unless they happened to be cooperative
societies, in which case they would have
to approach the SBI through the Coop-
erative Bank of Nagaland. As an alterna-
tive, the EDI helped the society members
to prepare individual loan applications and
again approached the SBI. This time the
bank said that it would not be possible to
give loans to the applicants as the recov-
ery performance of the area was not satis-
factory. The EDI approached the Regional
Office (RO) of the SBI at Guwahati and
the Head Office in Bombay. The issue was
also taken up with the Governing Board

of the EDI. The SBI promised to look into-

the matter. Subsequently, the Joint Man-
aging Director of the SBI wrote a letter to
its RO in Guwahati instructing it to con-
sider the cases on merit. The EDI, armed
with the letter, again approached the RO.
The correspondence went on and the train-
ees began to lose patience. Almost two

years passed but loans could not be ob-
tained from the SBI.

The RGVN, throughout the project, sup-
ported the EDI’s efforts. Since it had spon-
sored the programme, the RGVN was will-
ing to give loans to the societies on a se-
lective basis. However, they did not have
adequate funds to give credit to all the
societies. The EDI again raised the issue
at its Governing Board Meeting. The
President of the EDI Governing Board,
who was also the Chairman of the Indus-
trial Development Bank of India (IDBI},
informed them that the Small Industries’
Development Bank of India (SIDBI) could
be approached for help. The Managing
Director of the SIDBI, who was also a
member of the Governing Board, agreed
to consider any viable proposition favour-
ably. However, since the SIDBI did not
give loans directly, he wanted an inter-
mediary to give the credit with SIDBI re-
financing. The RGVN agreed to the pro-
posal but decided to give loans in phases
on a selective basis.

A monitoring committee, consisting of rep-
resentatives from the EDI, SIDBI, and
RGVN, was constituted to monitor the
process. In the first round, six societies were
given credit. So far 19 societies have been
given credit by the RGVN. The loan
amount varies between Rs 85,000 and Rs
305,904. The remaining societies are now
not very keen to launch ventures because
of the inordinate delay in loans.

6.4 Present Status of the Project

e Qut of 34 societies, 18 have started
businesses.

e All the 18 societies have constructed
worksheds from their own savings at
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costs ranging from Rs 9,000 to Rs
30,000.

Most of the societies have secured the
necessary technical and managerial
support from local, educated youths
on a payment basis.

All the societies have been regularly
participating in trade fairs and exhibi-
tions in and outside the state.

Most of the women-operated societies

erating successfully, there are a few
notable exceptions also (See Box 6.2).

6.5 Cost Benefit Analysis of the

Project

The group entrepreneurship project
involved a training cost of Rs 300,000
(US$ 8,000); and two professionals
from EDI worked with it continuously

for two years.

e Savings worth Rs 500,000 were gen-
erated by the societies.

* An investment of about Rs
2,900,000 (approximately US$

are running successfully (Table 6.1).

*  Success of the societies critically de-
pends on leadership (See Box 6.1).

¢ Although most of the societies are op-

Box 6.1: Naharbari Women's Weaving & Knitting Cooperative Society

Naharbari Women's Weaving and Enitting Cooperative Society (NWWECS) was established in 1990
under the Assam Caoperative At under the leadership of Bs. Lalita Mech, The major objective of
the saciety was to provide gainfui employment for the Eachari Tribe in times of distress, However,
the Saciety did not take off becawse of the Jack of adeguate financial resource. The 26 member
Laciety being unable to procure tha sami in 1992, Ms, Mech came 1o know about the EDI's Group
Enirepreneurship Deveiopment Programme (GEDP). She approached the trainers who immediately
wisited thair (defunct) society. They had detailed discussions with all the 26 memibers and sug-
gested that they apply for the programme. Ms. Mech, wha was nominated by the society for the
GEDP, was selected for the programme.

She mat only completed the GEDP successfully bt also shared with otiher members whatever she
learned. She also motivated the group to start a small savings’ scheme. Every member of the society
startedl saving Rs 10 per month, leading to sevings of Rs 9,000 within three years, with a plan to
resolve the savings among the needy group memkbers.

After successfully completing the GEDP, Ms. Mech, on behalf of the society, approached the State
Bank of india (SBI) for a loan to start a weaving unit. However, the SBI refusad to assist the Society.
This disappointment strengthened their resolve to struggle and succeed. They approached the
RGVN for a loan, and it gave them a loan of Rs 85,000. Since their warkshed was too small to
accommodate all the members, they mutually decided that 10 better skilled members would work
in the shed and others would operate from their homes, but would get raw materials from the
society. Even now, all the 26 members are very active and are carrying out production of shawls,
bags, and other products. The society undertakes the marketing responsibility. The NWWKCS is
helping other women to market their products. They regularly participate in exhibitions in or
outside the state and their income has increased on an average by Rs 840 per month each. Their
annual turnover has reached Rs 1.2 million.

At present, most of the profits go to the RGVN to repay the loan and interest. They plan to open a
showroom in Dimapur after repaying the loan in full.
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Box 6.2 : Phuhoto Village Weaving Society

As the people of Nagaland are known for Jhuming (shifting) cultivation, the Sema, one af the 14
tribes of the Naga, is known for shifting its villages from one place to another under the leadership
of their Gambora. Encouraged by the policy of the Government of Nagaland to help the tribes
settle down in one place and give up their nomadic lifestyle, Mr. Phuhoto Sema, one of the
Gambora, settled down on the banks of the River Dhansari in 1973 with his clan. The people of the
village were mainly dependant upon agriculture. Women also helped them in farming operations.
The Semawomen had traditional weaving skills also, which they used only to meet their household
needs.

in 1992, the Entrepreneurship Development Institute of India (EDI) organized a meeting in Fhuhoto
village, asa part of the promotional activities of the GEDP, to spread the message of entrepreneur-
ship. The trainers motivated the Sema to think in terms of using their skills for cemrmarcial produc-
tion of traditional cloth. The suggestion immadiately evciced a positive response from the Sema.
They decided to jointly sponsor the son of th& Gambaora to attend the GED programme and
subsequently provided him with financial support also. After successfully completing the pro-
gramme, he formed a producers’ society and registered it under the Sacieties’ Registration Act of
Nagaland, with 24 (22 men and 2 women) members. The members saved Rs 6,000/- to construct a
workshed. In 1994,the Rashtriya Gramin Vikas Nidhi gave them a loan of Rs 97,000/- to execute
their business plans. With money from the loan, three fly shuttle looms were installed in the
workshed and three temporary workers-cum-trainers were appointed to operate the looms as well
as train the local people. Meanwhile all the members started weaving from their homes for sale.

The society came to know about an exhibition being organized in Delhi in 1995. All the members
decided to participate in the exhibition. The village people deputed Mr. Ahoto (the trained person)
to represent them at the exhibition and sell their products. His participation led to a sale of Rs
65,000 (a big sum by their standards). However, after coming back, Mr. Ahoto did not give the
proper accounts and kept on delaying for one reason or the other. The members withdrew their
support from him and the society became defunct. In the process, repayment of the loan from the
RGVN also ceased.

83,000) was made in the area for ¢ It created full time, gainful, and pro-

commercial purposes, with an aver- ductive employment for about 500
age investment of Rs 150,000 per persons.

venture. e It has benefitted about 500 Naga fami-

*  This small investment led to an annual lies directly.

output of about Rs 15,000,000 <+ The average annual income of the
(Approx. US$ 400,000), with value members of various societies stands at
addition worth about Rs 6,000,000 per Rs 11,604 (ranging between Rs 600
year. and Rs 1,575 per member per month).
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Chapter 7

Conclusions and Policy

Most of the hill regions suffer from cer-
tain structural bottlenecks that inhibit the
process of industrialisation. Lack of ad-
equate infrastructure; a meagre capital
base; hostile terrain; subsistence agricul-
ture; the fragile ecology; small markets;
lack of information on markets, products,
and appropriate technologies; apathy of
the banks towards first generation entre-
preneurs; lack of collateral and guaran-
tees facilitating access to credit; lack of
knowledge about how to manage an en-
terprise; lack of managerial skills; lack of
business exposure; and an unfavourable
policy environment for SMEs, in general,
and those in mountain areas, in particu-

lar,-have led to limitations in government:

support and infrastructure. The Govern-
ment has a narrow attitude towards the
industrial potential of such regions. In ad-
dition, sociocultural factors resulting from
the migration of able-bodied youths in
search of jobs reduce the scope of entre-
preneurial activity.

Recommendations

Despite the aforesaid social and physical
constraints, the Himalayan hill regions in
India have certain inherent advantages.
For example, the society is egalitarian and
has a more equitable distribution of as-
sets (land) and wealth. Frugality is a way
of life. The prevailing social awareness and
literacy have inculcated a sense of disci-
pline among the people. All this taken to-
gether, if properly promoted, could con-
vert many of them into successful entre-
preneurs. Moreover, the hill regions are
also endowed with rich natural resources
such as forests, water, and mineral wealth,
offering a vast potential for income-gen-
erating activities. Added to these is the
healthy climate and clean unpolluted en-
vironment as a unique selling point to in-
duce people from outside to invest in the
region.

There are several business opportunities

based on local resources and nature’s
bounty. Enterprises based on non-timber
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forest produce, herbs and medicinal plants,
horticulture, floriculture, tourism (includ-
ing religious tourism and eco-tourism), elec-
tronics, software, textiles, bio-technology,
handicrafts, adventure sports, micro-hy-
droelectric projects, to name a few, could
easily be promoted, given the right kind
of human resources.

One could argue that it is not so much the
lack of opportunities but rather the lack of
a conducive environment that has con-
strained the entrepreneurial potential. If
the supply of entrepreneurs is inadequate
without intervention, then the supply could
be augmented through policy interven-
tions. The focus will have to be on entre-
preneur-friendly policies. Local youths will
have to be encouraged to participate in
the process of industrialisation of the re-
gion by taking up entrepreneurship as a
career. Since most do not have exposure
to business and its management, they need
to be given an opportunity to receive ex-
posure to entrepreneurship and business
management.

The Indian experience in this respect has
been quite encouraging. Besides policy
support, a concerted impetus towards pro-
moting entrepreneurship through training
intervention has taken place. Many gov-
ernment and non-government organiza-
tions are involved in promoting micro-en-
terprises in the Himalayan hill regions of
India. The analysis of secondary data and
case studies of these interventions in The
IHHR suggests that entrepreneurship de-
velopment through training intervention,
coupled with a conductive policy environ-
ment, is a viable strategy. However, the
experience has also indicated that a strait-
jacket approach may not succeed. The
training programmes have to respond to
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target specific needs; and thus the ap-
proach has to be need-based. It is in this
context that we have described various
approaches that could be suitably adapted
depending upon the circumstances. For
example, if a homogeneous group of peo-
ple with basic skills in a product line is avail-
able, the Group Entrepreneurship Ap-
proach would be worthwhile.

The Indian experience in promoting en-
trepreneurship in the IHHR indicates that
careful selection of potential entrepre-
neurs, a need-based and appropriate cur-
riculum and training methodology, a com-
petent trainer-motivator, and a proactive
and responsive support system reasonably
ensure the success of the approach. It is
also argued that NGOs, given their com-
mitment to social development, are likely
to-be more successful in such endeavours
than a government or a semi-government
organization. A comparison of the per-
formance of HIMCON (a quasi-govern-
ment organization operating in Himachal
Pradesh), on the one hand, and a
number of NGOs, on the other, in pro-
moting enterprises, substantiates the ar-
gument.

Given the limited local market, it will be
necessary to identify opportunities that of-
fer adequate markets — local, domestic, or
even international. The case of Nagaland’s
Group Entrepreneurship Programme is a
point in fact. By promoting product-based
groups, the approach tried to tackle the
market constraints. It is sheer mass (bulk
production) that facilitated input purchase
and output disposal in a cost-effective
manner. Otherwise it would not have been
possible for the trained entrepreneurs in
Nagaland to take advantage of the econo-
mies of scale and scope.



The Group Entrepreneurship Develop-
ment approach offers substantial scope for
replication, especially in hill areas. How-
ever, as indicated by the Nagaland case
study, certain necessary and sufficient con-
ditions must be met to make the approach
successful. They are as follow.

» The groups promoted should be ho-
mogeneous (socially and economi-
cally).

* The groups should have democratic
set-ups.

* All the active members {entrepreneurs)
should have a stake in the project.

* GED has to be based on a lead-sector
approach.

*  One should build upon the existing skill
base.

*  Product identification must be under-
taken carefully.

* Linkages should be established with
raw material supply and markets, or
they should at least be identified, well
in advance.

¢ Ideally a few group members should
have some basic skills so that they can
be trained as master craftsmen or key
organizers.

* Timely and adequate credit delivery
must be ensured to ensure the moti-
vation of the trainees.

* Adequate and prolonged follow-up
support and counselling services
should be made available to the
groups to take care of problems dur-
ing the establishment phase.

* The involvement of committed and
professionally well-versed trainer-mo-
tivators/organizers is a must. It would
be ideal to involve a local voluntary/
peoples’ organization that later could
take over from a professional organi-
zation (such as the EDI) for which a

prolonged involvement may not be
feasible.

*  Commitment of the Government and
involvement of the local bureaucracy
must be ensured right from the incep-
tion.

e The programme should be taken up
as a comprehensive package of train-
ing, credit, and advisory/counselling
services rather than on an ad hoc,
piecemeal basis. Minimalist ap-
proaches, such as providing credit only
or organizing training without arrang-
ing credit, might not succeed.

This is not to say that the group entrepre-
neurship development approach alone is
the answer. Given their outreach, NGOs
could also play an important role and come
forward to support individual micro-entre-
preneurs, ‘in marketing for example. The
Government could also promote clusters
by giving policy and logistics’ support to
product-based groups of entrepreneurs.
Nevertheless, group entrepreneurship de-
velopment offers better potentials- than
other schemes for entrepreneurship devel-
opment in the hill regions.

Similarly, networking and support from the
bureaucracy are also very critical factors
for successful execution of programmes.
For example, the success of agencies, such
as SAVE in HP or AWARD in Assam, could
be attributed to a significant degree to the
cooperation they were able to procure
from various government agencies and
banks. On the other hand, the programme
organized by the EDI in Nagaland faced
problems when commercial banks did not
support it. Despite the fact that the Insti-
tute had the full backing of the country’s
principal development finance institutions
(such as the Industrial Development Bank
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of India), the banks refused to acknowl-
edge the strength of the entrepreneurs
trained by the EDI. Eventually, of course,
the Small Industries’ Development Bank
of India (a subsidiary of IDBI) did come
forward to the EDI’s rescue by extending
credit facilities to the groups through the
RGVN - an intermediary NGO.

The aforesaid discussion clearly indicates that
such an approach can be successful provided
it is undertaken in a comprehensive manner
and not in a piecemeal and ad hoc way. The
minimalist approach of providing only fi-
nance or training does not work. What works
is a well-orchestrated effort wherein every
stakeholder — potential entrepreneurs, NGOs,
government and parastatal agencies, and
banks— participates in unison.

7.1 Institutionalisation and
Replicability of the EDP’s
Promotion of SMEs

At this stage it is pertinent to examine the
extent to which HRD Interventions, such
as the EDP training, are replicable, the pre-
conditions for their successful transfer, and
the methodology for internalising and in-
stitutionalising the entrepreneurship devel-
opment strategy in the long-term perspec-
tive.

7.2 Transfer of the Approach

The experience of the Entrepreneurship
Development Institute (EDI) of India dem-
onstrates that the EDP approach can be suc-
cessfully replicated and transferred. A
number of organizations in India and other
developing countries has already adopted
the ED approach. The EDI’s experience in
transferring ED programmes to several
Asian, African, and island countries, however,
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indicates that the following conditions, fac-
tors, and processes should be kept in mind
while evolving a strategy for transferring the
approach from one context to another.

7.2.1 Need for Commitment

There is a need to obtain (a) commitment
from the Government and key support agen-
cies with regard to timely corrective action
to facilitate the entry of small business entre-
preneurs and (b) assurance of funding sup-
port for a reasonably long duration, prior to
initiating the transfer of the approach.

7.2.2 Need for a Policy Framework

Certain policy measures need to be
adopted before the transfer to encourage
indigenous entrepreneurs to come forward
and start small enterprises. Lengthy and
time-consuming procedures should be
avoided and simplified policies and proce-
dures should be evolved to facilitate es-
tablishment of the SME sector.

7.2 .3 Funding Support to New En-
trepreneurs

Funding support is required to (i) meet the
programme’s expenses and (ii) finance the
projects of those who are trained by such
programmes. In many countries where EDI
has worked, resources are not made avail-
able for trained entrepreneurs to establish
projects, thus discouraging and
demotivating many.

7.2.4 Organizational Needs

It is essential that one or more organiza-
tions, new or existing, depending upon the
local needs and conditions, are identified
to introduce/house entrepreneurship de-



velopment activities. The organization
should have sufficient operational flexibil-
ity to introduce and experiment with new
approaches. It should also have formal link-
ages with various support agencies, for ex-
ample, financial institutions, technical train-
ing bodies, industrial advisory services, etc.
Such linkages would facilitate timely sup-
port to trained/new entrepreneurs and in-
fluence government policies through joint
efforts.

The financial stability of ED organizations
must be ensured by meeting the cost of
training trainers and ED programmes
through sponsoring organizations on a
long-term basis to avoid uncertainties with
regard to facilitating advance planning and
sustained efforts. Preferably, the organiza-
tion should emerge out of joint efforts by
the key industrial promotion and support
organizations. This would ensure commit-
ment of the network to ED activities.

7.2.5 Transferor-Transferee Relation-
ship

The transferor-transferee relationship is
usually that of a client-consultant. The

transferor is involved on a task basis to
take care of feasibility assessment, train-
ing of trainers, opportunity identifica-
tion, launching of a demonstration pro-
gramme, etc. When no long-term col-
laborative arrangement exists between
the two, the institutionalisation process
quickly disintegrates due to the absence
of professionally credible back-up sup-
port. This is a lesson donors/interna-

tional assistance agencies should keep

in mind.

The transfer of ED programmes is only
the beginning. In the long run the activ-
ity must be sustained on its own merits.
This necessitates institutionalisation of ED
activities in the country or region con-
cerned. The process of acceptance, in-
ternalisation, and implementation of the
EDP training approach on a sustained
basis (and innovations and improve-
ments thereafter) is defined as institution-
alisation of the EDP approach. The proc-
ess can be introduced by either an exist-
ing organization or a new institution set
up for the purpose or through interven-
tion by state/international development
agencies.
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Annex 1

Constraints of Potential Rural
Entrepreneurs and Development

Constraints
Low self-image and lack of confidence

No faith in others including friends
No exposure to industry/ business
Whom to contact to start a venture,
what formalities and

procedures are to be followed

No idea of business

How to know whether the business
identified is a viable and sound
proposition?

How does one carry out bank
operations ?

How to manage the business?
How to read and write accounts

Almost no technical skills (except
in the case of artisans)

Inputs

Inputs

Motivational inputs, unfreezing, and
sharing experiences by successful local
entrepreneur

Group building experiences

Field visit to factories and big markets
Information inputs on procedures and
formalities

Opportunity identification and
guidance

Market survey, project report
preparation

Training in simple banking procedures
such as completing deposit and
withdrawal slips, etc

Basic management orientation through
simulation exercises

Functional and numerical literacy
Simple accounting in terms of writing
income and expenditure

Technical training (on-the-job training)
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Annex 2
A Brief Outline of the Sequencing
of REDP Activities and Inputs

Identification of the area

Liaison with government agencies
Identification of opportunities
Survey of the village

Promotienal campaign — handbills, meetings, and drum beating
Screening the applications
Selection through FBEI

Unfreezing
Entrepreneur from local area
Exposure to industry, agriculture, and market

Opportunity guidance
Information inputs
Communication skills
Fundamentals of business plan

Market survey techniques

Market survey

Survey report by the entrepreneur

Comments on market survey and feasibility by bank officials
Bank operations

AMT*

Communication
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* Management inputs
* Business accounting/arithmetic
* Procedural and legal aspects such as sales’ tax, registration, etc

* Finalisation of product
* Technical training

* Business plan preparation
¢ Submission of loan applications to bank

*  Although the traditional method of imparting AMT is followed more explicitly, it should be
mentioned that small doses of motivational inputs have to be given time and again in order to

maintain its effectiveness upon the trainees.
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Annex 3

Training Programme Schedule for the
Industry Sector Beneficiaries of the
PMRY (20 working days each session

Day 1
Session |
Session ]
Session Il
Session IV

Day - 2
Session |
Session 1l
Session il
Session [V

Day -3
Session |

Session 11
Session il
Session IV

Day - 4
Session |
Session Il
Session Il
Session [V

of 1.5 hrs)

Programme Overview and an ‘Ice-Breaking’ exercise
Input on ‘Characteristics of an Enterprising Person’
Experiential Exercise on ‘Individual Goal Setting’
Conceptual Input on ‘Opportunity Search Attitude’

Experiential Exercise in ‘Communicating, Convincing and Negotiation’
Conceptual Input on ‘Empathy: The Key to Successful Personal Selling’
Creativity and Problem Solving
Creativity and Problem Solving

Input on ‘Identifying and Developing a Healthy Relationship with Your
Suppliers’

Conceptual Input on ‘Inventory Managemerit in Small Enterprises’
Conceptual Input on ‘Costing and Pricing’

Break-even Analysis

The Importance of ‘Maintaining Proper Accounts’

Input on ‘The Basics of Book-keeping’

Input on ‘The Basics of Book-keeping’

Conceptual Input on ‘Cash Management in Small Enterprises and
Recovery Modalities’
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Day - 5
Session |

Session Il

Session Il
Session [V

Day -6
Session |
Session Il
Session Il
Session [V

Day - 7
Session |
Session Il

Session Il
Session IV

Day - 8
Session [

Session 1l
Session Il
&
Session [V

Day -9
Session 1
Session Il

Session 11
Session [V

Day - 10
Session |
&
Session 11
Session [Ii
Session IV
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Programmed skill practice in ‘How to Display the Basket of Goods/
Services’, Layout/Business Location

Input on ‘How to Deal with Customer Attitudes like Scepticism,
Indifference, Stalling, etc

Forms of Business Organization

Forms of Business Organization

Types of Business/Service Enterprises

Business Mathematics

Input on ‘Project Feasibility and Growth Prospects’
Input on ‘Project Feasibility and Growth Prospects’

Exercises on ‘Cash Management in Small Enterprises’
Exercise/Discussion on ‘Inventory, Costing, Book-keeping and Cash
Management’

Facilities from Banks.

Input on ‘Formalities to be Completed before Disbursement of
Loans’, Insurance Requirements, If Any

Input on ‘Repayments and How to Deal Successfully with Your
Bankers’
Interaction in Small Groups with Existing PMRY

Entrepreneur/Small Units’ Field Visit

Input on ‘Legal Formalities in Setting Up Small Enterprises’

Shops and Establishment Act, Local Approvals, Sales’ Tax/Income Tax
{Session by a Business Lawyer)

Interaction with Existing PMRY Entrepreneurs in Small Units

Small Groups in a Class Room Situation

Formalities in Setting up a Small Industrial Enterprise

Role of DICs and Assistance Provided
Start-up Problems in SSI Units and Overcoming Them



Day - 11
Session |
Session 1l
Session Il
Session IV

Day - 12
Session 1
Session I
Session IlI
Session IV

Day-13
Session |
&
Session I
Session Il
Session |V

Day - 14
Session |
&
Session Il
Session Il

Session [V

Day - 15
Session |
&
Session 11
Session Il
&
Session [V

Day - 16
Session |
&
Session Il
Session 1l1
&

Session IV

Achievement Motivation Training {Training for Self-development).

Achievement Motivation Training (Training for Self-development)

Production, Planning and Control, Inventory and Stock Management

Shop Floor Layout
Quality Management

Working Capital Management

Break-even Analysis, Calculation and Typical Pitfalls in Its
Achievements and with Specific Examples

Financial Management and Profitability

Project Report Preparation

Marketing Strategy and Management

Market Survey Regarding Customers and Sellers, Dealers, Retailers, etc
(Field-based Exercise)
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Day - 17
Session |
Session [l

Session Il
Session [V

Day - 18
Session |
&
Session Il
Session llI
Session IV

Day - 19
Session |
Session I
Session IlI
&
Session [V

Day - 20
Session |

Session 11
Session 111
Session [V
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Market Survey Regarding Customers and Sellers, Dealers, Retailers,
etc
(Field-based Exercise)

Individual Presentation on Market Survey Findings - Analysis

Packaging and Its Importance
Basic Inputs on Labour Laws (As Applicable to Less than 10 Workers)

Specific Attachment for Chosen Industrial Activity with
Machinery/Equipment Suppliers, Industrial Enterprises
Private/Government Institutions, etc (for practical and
Demonstration/Observation)

Submission of Business Implementation Plan Question-Answer
Session on Specific Topics of Interest/Course Content
Feedback

Valedictory



Annex 4

Revised Training Programme
Schedulefor the Business/Service
Sector Beneficiaries of PMRY

Day - 1

Session | Programme Overview and An ‘lce-Breaking’ Exercise
Session Il Input on ‘Characteristics of an Enterprising Person’
Session III Experiential Exercise on ‘Individual Goal Setting’

Session IV Conceptual Input on ‘Opportunity Search Attitude’

Day - 2

Session | Experiential Exercise in ‘Communicating, Convincing and Negotiation’

Session I Conceptual Input on ‘Empathy: The Key to Successful Personal
Selling’

Session I Creativity and Problem Solving

Session IV Creativity and Problem Solving

Day -3

Session | Input on ‘Identifying and Developing a Healthy Relationship with Your
Suppliers’

Session Il Conceptual Input on ‘Inventory Management’ in Small Enterprises

Session Il Conceptual Input on ‘Costing and Pricing’

Session [V Break-even Analysis

Day - 4

Session | The Importance of ‘Maintaining Proper Accounts’

Session I ‘Input on ‘The Basics of Book-keeping’

Session I Input on ‘The Basics of Book-keeping’
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Session [V

Day -5
Session |

Session 1l

Session Il
Session [V

Day - 6
Session |
Session 1]
Session IlI
Session [V

Day - 7
Session |
Session 1l

Session Il
Session [V

Day - 8
Session |

Session Il

Session IlI
&

Session IV

Day -9
Session |
Session Il

Session [l
Session IV

Day - 10
Session |
Session Il
Session Il
Session IV
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Conceptual Input on ‘Cash Management in Small Enterprises and
Recovery Modalities’.

Programmed Skill Practice in ‘How to Display the Basket of Goods/
Services’, Layout/Business Location

Input on ‘How to Deal with Customer Attitudes like Scepticism’
Indifference, Stalling, etc

Forms of Business Organization

Forms of Business Organization

Types of Business/Service Enterprises

Business Mathematics

Input on ‘Project Feasibility and Growth Prospects’
Input on ‘Project Feasibility and Growth Prospects’

Exercises on ‘Cash Management in Small Enterprises’
Exercises/Discussion on ‘Inventory, Costing, Book-keeping and Cash
Management’

Facilities from Banks

Input on ‘Formalities to be Completed before Disbursement of
Loans’, Insurance Requirements, If Any

Input on ‘Repayments and How to Deal Successfully with Your
Bankers’
Interaction in Small Groups with Existing PMRY

Entrepreneur/Small Units’ Field Visit

Input on ‘Legal Formalities in Setting Up Small Enterprises

Shops and Establishment Act, Local Approvals, Sales’ Tax/Income Tax
(Session by a Business Lawyer)

Interaction with Existing PMRY Entrepreneur Small Units in

Small Groups in a Class Room Situation

Submission of Business Implementation Plan — Question — Answer
Session on Specific Topics of Interest/Course Content

Feedback

Valedictory
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