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Mann Deshi Udyogini

Business School for Rural Women

Annual Progress Report from

April 2008 to March 2009
 General Information:
The Udyogini Business School for Rural Women (“the Business School”) trains its students to prepare them to be successful entrepreneurs and adopts a holistic approach in knowledge delivery by offering vocational courses to rural women in Maharashtra, India. Each course has three important components to it: i) technical skills, ii) financial literacy/marketing skills, and iii) confidence building. Because technical skills alone are inadequate to make entrepreneurs out of women, the students are also offered other important business tools through trainings on financial literacy, marketing techniques, and communications skills. In addition, confidence building techniques are used while imparting technical and financial skills. Without confidence, it is very difficult to turn skilled women into successful entrepreneurs. 

While sixty percent of every course is dominated by technical training, the remaining forty percent is comprised of financial literacy and marketing skill training, each of which is delivered using confidence building techniques. Once the students complete the first  part of their course, the vocational training aspect such as making paper products, they are then taught the financial, marketing, and communications skills.  Additional activities and lectures are embedded within the program to build confidence of the students. This holistic approach is aimed at producing a group of skilled women, savvy in business practices and motivated to make a change in their lives through the establishment of enterprising businesses.  

2 linkage of Bank and business school:
Jaibai Mahadev Jankar is a mother, grandmother, successful entrepreneur, and land owner.  She was married at the age of 11 having never completed her education.  Jaibai understood early on that land ownership provided a secure investment, and she made it her goal to acquire as much as she could.  Her land ownership is the result of her diversified business strategy: sell vegetables, work in the field and in construction, and grow a variety of vegetables and plants.  She is well aware of the fickleness of the agricultural season and has planned accordingly.  Her crops include onions, potatoes, cabbage, grains, cucumbers, and watermelon, etc.  Jaibai’s innate business sense is evident as she points out that she purposefully avoids cotton and sugarcane, both of which require intensive labour and water and which have a long gestation period – risks not worth taking when dealing with loan repayment.  

Jaibai’s personal philosophy is that investment in land is worth more than savings in a bank; she acknowledges that she would spend the interest she would earn on her savings.  However, her land will not lose value and will also produce future income through agriculture.  She points out that in the case of an emergency, she can always mortgage her land.
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Jaibai’s first loan was for the construction of her house.  Her next loans were for buffalos, then for land, for agricultural reasons, and also for the education of her granddaughters.  Jaibai notes out that she never takes out a loan that’s greater than Rs. 10,000, an amount she deems reasonable for her to repay.  She also states that she’s prudent about being a guarantor for others’ loans – something she feels pressured to do by many.  

Jaibai’s business acumen has been supplemented by knowledge she has received from the Business School Financial Literacy course after which she was able to establish a pension scheme, securing her financial future.  Jaibai dreams of higher education for her granddaughters, something she couldn’t give her own children.  In terms of financial growth, Jaibai’s income has increased from Rs. 2,000 per month to Rs. 10,000 per month.  But her true return is her pride in her grandchildren as she details their academic and extracurricular successes and her plans for their future.  

2.1 Demographic Profile of Trainees
· Young girls who have dropped out of school in the age range of 15 to 19 and
· Women with no or limited formal education in the age range of 20 to 40

The target students are those girls and women who have been most marginalized in the rural society and come from the lowest socio-economic background. Because women from the lowest spectrum of society often fail to meet the minimal standards set by formal training institutes in urban areas, they are often unconsciously left behind. Meanwhile, rural areas do not offer opportunities that promise to change women’s income generation capacity from low returns to high returns. The Business School breaks this barrier and open doors for the poorest women in Satara District, Maharashtra, to become economically self-sufficient. However, the one standard that is held highest is the motivation of students to excel as successful entrepreneurs.

2.2 Location
The Business School operates in Vaduj, Mhaswad, and Dahiwadi and attracts students from the neighbouring villages of Mhaswad and Vaduj (i.e., Virkarwadi, Bangarwadi, Varkute, Malwadi, Piliv, Devapur, Palwan, Gopuj, Aundh, Khatav, Pusesavli, and Pusegaon). Now it is proposed to start in Satara and Solapur.  To meet the needs of the villages, the Business School provides a variety of services according to the local needs and demands of the women.  
2.3 Course Length
Both long-term (3 months) and short-term (6 weeks) courses are offered at the Vaduj, Mhaswad, and Dahiwadi facilities. 

2.4 Course Description
Multiple technical or vocational courses are offered throughout the year. Vocational courses are sub-divided into two categories: innovative courses, such as making paper products, making glass covers, packaging vegetables, etc., and demand driven courses, which are specified by the rural women.  The vocational courses are the majority as they provide secure income generation for the entrepreneurs.  
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The Business School takes into account the learning demands of its students in designing its technical or vocational courses. Through self-help groups, the Business School continually surveys the grassroots demand to identify the courses that will most benefit its students. This is to ensure that the skills offered through the Business School courses have real value and demand in the marketplace. 

After the vocational training, the students are given financial training customized to their profession. Part of the financial training is guidance on account keeping, business start-up, marketing and communications for customer services. The Business School relies on Mann Deshi Bank’s years of banking experience in serving the poor rural women for this purpose. Financial literacy courses such as accounting are an integral part of the curriculum. This helps the novice entrepreneurs in making sound financial decisions as they start their business, take loans for investments and in the long run assists them in business expansion.

Because the target students are women with no formal education who come from backward castes - often put down by the society and denied leadership roles – integrated into the school’s curriculum is confidence building; it is embedded in every aspect of knowledge delivery. Emphasis is placed on confidence building because in spite of the skills and knowledge, if a woman does not possess confidence and motivation, she will not be able to maximize her potential. 

2.5 Support Services Offered to the Business School Graduates
When the students are ready to launch their own businesses, Mann Deshi Bank guides the new would-be entrepreneurs through loan options for their business establishment. The guaranteed seed loan for the graduates of the Business School is one of the unique features of the Business School.

The Business School hosts exhibitions of the products made by its alums at fairs during festivals in the neighbouring villages/towns three times a year.  This is to give market exposure to its new entrepreneurs and promote the Business School. 
3 Previous and Current Course Enrolment Growth Statistics:
Students for Business School 2007-2008

	Sr.No.
	Name of the course
	No.of Students

Jully 2007


	No.of Students

Dec. 2008
	No.of Students Mar.2009

	1
	Financial literacy
	3899
	5304
	5701

	2
	Making bouche
	47
	63
	95

	3
	Cotton Bag
	127
	203
	245

	4
	Dress Making
	197
	288
	331

	5
	Basic Tailoring
	222
	424
	482

	6
	Career Guideline
	65
	83
	83

	7
	English Speaking
	433
	512
	529

	8
	Basic Computer
	459
	629
	723

	9
	Embroidery
	4
	8
	8

	10
	Making paper lamps
	64
	88
	88

	11
	Fast Food Processing
	120
	148
	173

	12
	Jardosi
	10
	28
	32

	13
	Mehendi
	67
	127
	146

	14
	Screen Painting
	28
	36
	41

	15
	Blouse making
	35
	54
	63

	16
	Vegetable Packing
	70
	102
	117

	17
	Rangoli
	15
	32
	37

	18
	Personality Development
	-
	10
	10

	19
	Leather bag
	5
	12
	12

	20
	Lamp Designing
	33
	42
	42

	21
	Making Blankets
	5
	8
	8

	22
	Veterinary camp
	-
	862
	862

	23
	Kasuti
	-
	30
	30

	
	Total Rs.
	5905
	9093
	9858
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3.1 Scaling up of Business school for rural women (Second phase of Business School
Starting of the business school was new phase in Mann deshi history.In 2006 Mann Deshi started the business school with the support of HSBC. Mann Deshi has always tried to understand the need of the rural population and tried to find out the solutions of the problem. In 1997 Man Deshi started the women’s cooperative bank which did not only provide micro credit but catered the saving product according to the needs of women. Today Mann Deshi has been able to provide the saving facilities to more then 86000 women. In 2005 many women came forward they said they can get the loan from Mann Deshi but they need the business training Mann Deshi as trying to give this training at different training centre but we saw that their need was very different. Women who were milk vendor they required training for the milk processing and training to prepare the dairy products. Women who were rearing goats they require know how to reduce the mortality in the goat kids this will help women to increase their income. These women were either street vendor or raring the animals they required different this was not available.  Mann Deshi decides to start the business training school for these women. Most of the women were non literate there was need to design the courses in such a way that they can understood. When Mann Deshi Udhyogini started the Business school courses were designed accordingly. Today more then ------------------ women have been able to participate in the training and have been able to increase their income.

With experience of Udhyogini at Vaduz women every where have started demanding business school .Women at different branches are demanding business school. Even our team feels it would be wise to open the business school wherever we have bank branch. This will make our program ore comprehensive women will get the business training for their businesses and also receive the loan this will help them to become successful business women.

In 2007 we started the business school at Mhaswad.  In 2008 we started Business school in Dahiwadi branch. Major course in the business school is financial literacy.  Most of the women of Man deshi are street vendors they need the information to start and expand the businesses financial literacy helps them.

3.2 Training courses are not enough
Mann Deshi Udhyogini also realise that just training is not enough there is need of regular counselling for these women.  I would like to narrate the experience of women who started the chai stall after getting the business training. After starting the chai stall on the road, she was using LPG gas as the private gas was not available in Mhaswad. Once she was arrested by Police for using the subsidy gas she approach the Business school and we helped her to deal with the police station and also helped her to buy the commercial gas and made the arrangement to get the commercial gas. After this experience business school started regular counselling where women who have got the training they come to the Udhyogini if they have any problem. There is one staff and separate desk which helps women to resolve the problems they are facing while doing the business, they also get the information of the whole sale and the retail market. They are also supported in Marketing.
3.3 Marketing by the Udhyogini
 One of the women after taking the training in milk processing and dairy course startled selling yogurt. To attract her sale she started making the yogurt in earthen pot Udhyogini marketed her product and Big Bazzaar was ready to buy her product. Udhyogini made the contract with Big Bazaar.

3.4 Registering brande for marketing
 MVSS has also registered the brand for the marketing.  This brands name is Deshi .Brand will help women to advertise their products under deshi name. Recently Udhyogini shipped once parcel to Amsterdam.
4 Challenges of supply chain for entrepreneurs:

India the major challenge is to graduate the micro enterprise in to small enterprise. As there are problems of infrastructure like getting regular power supply, developing the market chain producing in bulk etc to scale up the business. We experienced this in case of yogurt vendors

We contacted many restaurants so that women can sell the yogurt in earthen pots restaurants were also very happy to market the yogurt but they needed the products in bulk and it was not possible for women as it would require the high refrigeration, which requires electric connection which has three phases, all this is difficult in rural villages.
Other Major challenge in the activity of the business school we are facing is there is no similar models where we can replicate so all the courses are designed by trial and error method. 

We have experienced that women study the courses, take loan and start the businesses and we try to get the market but many time it is not difficult to get the market but the challenging part is to get the maintain quality, quantity and supply chain.

In microfinance our experience is each agent can handle at least 150 to 175 clients, which means each agent can give loan to at least hundred women and can collect the repayment, but this would require enough funding at this stage we are still not utilising our human resources fully. Immediate funding and use of technology will help to solve this problem.

5 Potential partnerships:

We are working with Bonita trust for mobile business school. We have mobile business school product in Karnataka where bus goes to the villages and provide the training at the door step.

6 Recent Events:
6.1 Inauguration of the Business School at Dahiwadi
The Mann Deshi Udyogini Business School for Rural Women was inaugurated in October 2008 in Dahiwadi.  It has begun training rural women in Dahiwadi and the near by villages of Dahiwadi Taluka. The Business School at Dahiwadi is conducting different courses such as bag making, cake making, computer skills and other business oriented skills. 

6.2 Launch of the Community Radio Station
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7 Profile of a Recent Business School Graduate:
Profile of Hemlata Santosh Otari
Hemlata Santosh Otari was a housewife with a college educated yet unemployed husband when she began taking courses with the Business School in Vaduj.  At 28, her education had ended at the 10th Standard.  Hemlata enrolled in the Cotton Bag Making and Tailoring courses at the Business School in an effort to bring money into her household.  Hemlata’s household includes herself, her husband, two children, her father-in-law, and her mother-in-law.  With her Business School training, Hemlata started a small shop and is now enjoying the fruits of her vocational training.   
8 Looking Forward:
8.1 Business School on Wheels
Mann Vikas is in the process of launching its second mobile business school in Maharashtra. The purpose of the mobile business school is to provide business training to remote women who cannot travel from their homes due to financial, geographical, and cultural constraints. Mann Vikas will launch the second mobile business school in summer 2009.
8.2 New Course Offering

With an increased demand for paper products over non-biodegradable plastic products, courses in paper bag making and paper bakery box making are in the plans.  Students have also expressed a desire for frame making courses and cooking and baking courses, which the Business School is working to make a reality.  
	
	
	























Mann Vikas is the first NGO to have been granted a license by the Indian government to run a community radio station. Mann Deshi Tarang’s mission is to provide the people of Mhaswad with a platform to voice concerns, express creativity, promote development, preserve their culture, and communicate with one another. The community radio station was successfully launched in December 16, 2008.  The community radio station broadcasts for one hour in the morning and one hour in the evening; the broadcast includes targeted programs for women, children, youth, and farmers and relating to healthcare.








