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EXECUTIVE SUMMARY

Hand In Hand (HiH) India is a public charitable trust, working across 18 States of India, to alleviate poverty
through a unique model of job creation and integrated community development in 5 intersecting
education, health, and skill development livelihoods promotion, and green environment.

HiH India has been working with HPCL-MF since 2018, to alleviate poverty among rural families by
empowering women and youth through the formation of SHGs, opening bank accounts for them, training
them in multiple aspects of SHG management, financial management, banking, financial literacy, enterprise
development and finally supporting them with creation /strengthening of enterprises through the supply
of machinery, up-skilling and facilitating market linkages.

The first phase of HiH India —HPCL-MF was from February 2018 to February 2021, with an extension till
May 8, 2021. The positive impact of the Ph-1 of the project and the need for sustenance of the social and
economic empowerment experienced by the project beneficiaries led to a follow-up of the project.

Phase Il of the project sought to promote women’s empowerment and enterprise development among 147
SHGs (approximately 1,470 women @ 10 per SHG) by providing integrated training and value-added
support for enterprise development across 11 villages of Sangat, Bathinda district (Punjab) and Odhan, Sirsa
district (Haryana).

The duration of the project was from October 2022 — September 2023.

Towards the end of September 2023, HiH India brought on board an independent Consultant to assess the
immediate and long-term overall impact (social, economic) of the project on the lives of targeted
beneficiaries and their families. The assessment has undertaken a critical analysis of the two inter-
connected components of the project viz., SHG formation and enterprise development through in-depth
interviews with the members of the SHGs/enterprises, Focussed Group Discussions with the
SHGs/enterprises & the Project staff (comprising Enterprise Development Coordinators and Community
Coordinators), and interviews with project stakeholders at the end of September. The assessment has
compared the findings from women’s in-depth interviews with the baseline data; and analysed the project
performance using the using the OECD- DAC criteria of relevance, effectiveness, efficiency, impact,
sustainability, with an additional criterion of equity. The OECD-DAC analysis also included perusal of
project achievements with regard to the log-frame.

RESULTS:

This impact assessment concludes that the project is well implemented with its primary objectiveof social
and economic empowerment of women in a project area known for the low status of women. The project
does well in the comparison of the baseline and end-line findings. At overall 82% achievement of
cumulative project objectives, the HiH India team has done well to achieve the desired goals in a time
bound manner.

The OECD-DAC criteria-based analysis shows that the project has been successful in terms of itsrelevance,
effectiveness, efficiency, impact, and while it shows encouraging signs on the sustainability, it needs some
work. Examination through the equity lens shows that the project is built around the belief in woman
power and has worked towards social, economic and knowledge empowerment of women. Overall, the
project performance is good.
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il.

A. SUMMARY of FINDINGS of ENDLINE SURVEY:

The summary of findings of the survey has been presented in three parts,

Section I: Household Socio-economic Details
Section Il SHG formation and strengthening
Section IlI: Enterprise Development

SECTION I: HOUSEHOLD SOCIO-ECONOMIC DETAILS:

Social Profile: The end-line data shows that majority of the project beneficiaries are young, married
women in the reproductive age-bracket with a very small percentage of persons with disabilities. They
are largely from the general category, Sikh-dominated religions. They belong to medium-large families.

Type of Housing: All own their own houses, with an overwhelming majority having pucca houses. The
proportion of pucca houses is a huge improvement on the baseline.

Educational Level: The illiterate percentage matches with that of respondents aged 50 and above. This
would mean extra burden on the younger lot on the record keeping and financial dealings front,
underlining the concern mentioned under the age-group category earlier.

Monthly Family Income: The average monthly family income is Rs. 12,623/-. Majority of the families
cultivate land with at least two earning members. One year is too early to be making a comparison in
family income status. However, the highest group (in both baseline and endline) of 10,001-20,000 range
seems to show an increase by 62% in the end-line over the baseline figures. Similarly, the range between
10,001-40,000 shows an increase of 27%. This shows a clear shift of families with lower income moving
to the higher income. This can be attributed towomen’s income coming into the household. Quite an
achievement indeed!

Official Identity and Employment Documents: There is a significant increase in the number of official
documents with the households showing the impact of the project's push/facilitation for accessing
government schemes - except for BPL Card and MGNREGA card. The project has done well on this count.

SECTION Il: SHG MANAGEMENT and STRENGTHENING:

Association with SHG: Almost half the women have been associated with the SHG only in the past year
showing the project’s drive for getting women into the SHG fold. That is a goodpercentage of new blood
coming into the fold and indicates that the project is going the right way and provides scope for
enterprise creation in the coming year.

Status of SHGs: The SHGs are in good health and conducting regular activities. It goes to the credit of
the project team that there are no more defunct SHGs as compared to the baseline, wherein 20% of
the SHG members interviewed had termed their SHG as dysfunctional. This again underlines the
opportunity to move forward briskly to the next level in enterprise development and expansion.
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iil.

iv.

Vi.

Trainings and their Usefulness: The bouquet of subjects taught to the women are all centring around
making the woman independent and self-confident. 85% of the women say that the trainings helped
them to learn financial management and how to access government schemes. The usefulness question
also throws up other equally surprising selections by women like technical knowledge, digital
transactions! The fact that they rank them as the biggest learning is indicative of their growing self-
confidence and their steps towards empowerment. A big plus to the effort of the project!

Usefulness of SHGs: It is noteworthy that women see increase in their confidence as the biggest
benefit of SHG membership and experience increased self-esteem. They also hold dear the increased
savings, increased decision-making, increased value in the household/community, learning negotiation
skills, and increased mobility. These are indicators of enhancement in self-belief and status of a woman.
This is a sure sign of women's social empowerment that the project has achieved.

Women seem to derive the least benefit from access to credit. This could be because they do not require
credit given the availability of free equipment, and good savings in the SHGs. It may also be reflective
of the income they are deriving from the enterprises. The project may want to focus on familiarising the
groups with various sources of credit since it may be required for working capital or expansion later.

Bank Account Operations by Women: Percentage of women who visit the bank several timesin a
month has increased by 120% as compared to the baseline and those who visit once a month by 84%.
On the other hand, there is a reduction by 96% of women who visit the bank oncea year or less, 60%
reduction in women in visit once a quarter and 23% reduction in those who never visits the bank. This
is a very significant step towards women's empowerment - both socialand economic. Women stepping
out of their homes, interacting with officials, and handling their money themselves is a very positive
sign in a traditionally patriarchal belt.

Access of Digital Services: Half the women have smart phones and use them for business transaction
and/or marketing their products. There is scope for skilling the women for digital marketing in a big
way.

Summing up the section, the project seems to have done a good job of creation and strengthening of the
SHGs. In a year’s time, there seems to be no more dysfunctional SHGs. And the project seems to have
brought in more women into the SHG fold. Half the women respondents have been in SHGs only in the last
year. This augurs well for the future enterprise-development focus of the project. Towards this end, the
project is investing in the capacities of women — aimed at making the women independent and self-
confident. Women rate technical knowledge, digital transactions highly among the trainings that they have
received. The project has not only enabled them to step out of their homes, but also to visit banks regularly,
operate their accounts and liaise with bank officials. These are indicators of their growing self-confidence
and move towards their empowerment. The project is moving in the right direction in this regard!
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SECTION Illl: ENTERPPRISE DEVELOPMENT:

ii.

iii.

iv.

>

>

>

Starting an Enterprise: 62% of the respondents do not have an enterprise. This is an opportunity for
the project and shows the scope for the work in the next two years. 83% of the enterprises being
in existence for 2 years and more is also an opportunity — for expansion, for hand-holding and for
setting up ancillary enterprises to support/feed the mature, expanded enterprises. The team should
capitalise the opportunity for enterprise creation. An energised community and economy would be
a good impact to show at the end of the Phase II.

Type of Enterprises: Manufacturing units have increased by 8.4 times, agriculture by 2.4 times.
Water treatment was not there at the baseline and is now 10% of the existing enterprises. 100%
reduction in the engagement in retail trade/petty shops shows full engagement of the women in
the group enterprises being promoted under the project.

Financial Literacy: 94% of the respondents can calculate income, expenditure and profit
from the enterprise which is a 5% increase from the baseline one year ago.

Financial Standing of the Enterprises: The average amount of investment is Rs. 75,420 as compared
to the baseline figure of 39,722/-. This is a 90% increase in the investment by the women which is
significant for a year. This will result in a buzz in the villages among women which augurs well for
setting up new enterprises in the coming two years.

The monthly turnover, on an average, is almost 5 times of the baseline (Rs. 7,000/-) which had
86% in the range of 0-10000 while the end-line has no enterprises in this range!

The average monthly expenditure across enterprises ranges increased by almost four- times from
3,441/- at the baseline to 13,360/- at the end.

Average monthly profits of the enterprises have shown a tremendous growth from the baseline
wherein 92% of the enterprises had monthly profits up-to 5,000; and 8% between 5001-10000 with
no enterprises earning more than these ranges. In contrast, in the end-line, there were no
enterprises earning below 10001! The average monthly profits across the enterprises are approx.
Rs 21,157/- at the end-line as against 4,972/- at the baseline -a more-than four-fold (326%)
increase!

Taking a holistic view of the data on investment, turn-over, expenditures and income of the enterprises,
one gets a fair picture of the activity levels of the enterprises wherein the tremendous returns reflect the
constant efforts of the project team in ensuring ample and timely orders for the enterprises, thus ensuring
thriving business activity within the enterprises. This is a clear indication of the efforts put in by the
project in this phase in mobilising the women's groups, energising the women and thereby the enterprises,
building their capacities, finding buyers and hand-holding the enterprises throughout the process. The
project has clearly created a facilitating environment for the growth of the enterprises and an uptick in the
economic activities within the communities.

iii.

Monthly Income/profit for Women: The average individual monthly profit/income is Rs.
3,726/-. Largest proportion of the participants earned income/profit in the range of Rs. 3001-
4000. The average family income, discussed earlier, shows that the decrease in the lower
income ranges of 0-10,000 is balanced by the increase in the higher income ranges of 10001-
40000 showing a clear shift upward in the incomes of the families. The income earned by the
women has certainly fed into the increased family income. This is a clear contribution of the
project to the financial well-being of the families and the
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iv.

vi.

vii.
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financial empowerment of the women.  The transformation of the women from being
home-makers to bread-winners is attributable to the efforts of the project.

Compliance Capacities: The project has invested in building capacities of the women in
compliance abilities. This is evident in 80% of the enterprises maintaining a Profit & Loss
Account. Registration with a statutory authority gives an enterprise access to government
schemes and subsidies. In addition to registering with the sector-specific authority, registration
with the Ministry of MSME should be explored as the ministry has an array of low-interest loans
and subsidies to incentivise enterprise development.

Support for Enterprises: The project has invested in the capacities of the women in various ways
for different aspects of enterprise development. The women acknowledge the contribution of
increased knowledge/skills towards their empowerment. This points to the relevance and
quality of training conducted and organised by the project team. 57% of the enterprises making
monthly profits of 20,001 and above is also a markerfor the increased capacities of the women
to run enterprises successfully. The efforts of the project in this regard have been fruitful.

Challenges in Running an Enterprise: Some of the reductions in the perception of challenges as
compared to the baseline are - lack of knowledge for getting raw material (by 77%), poor market
linkage (by 74%), lack of technical skills (by 86%) and lack of confidence (by 100%). While the
first three are indicators of the facilitation and capacity building undertaken by the project for
enterprise development, the increased confidence of the respondents is an indicator of the
success of the project in empowering the women. However, the challenge highlighted as the
biggest by the women is the low quantum of revenue. This is not corroborated by the financial
results of the enterprises. This could be the result of high expectation of the women about the
quantum of revenue/income that the enterprise can generate.

Starting/Upscaling/Sustaining Enterprises: Majority of the respondents are interested in
starting a new enterprise or sustaining/up-scaling their existing enterprises. Regardingthe
support required for their plans, while business development training and skill training are still
near the top of the list, there has been a decrease by 49% and 20% respectively in the proportion
of people who wanted them at the baseline. This shows that while the project is on track in
providing these most important and basic capacities for setting up enterprises, it still has quite
a distance to cover in this regard. On the other hand, the need for support on online
marketing/procurements has gone up by 380%, value chain support activities by 171%,
statutory requirements by 168%, entrepreneurship linkages by 141%, and packaging & branding
by 59%. These skills and linkages are necessities for the growth & expansion phase after setting
up and stability. The enterprises already set up are spreading their wings and ready to fly! This
is a good result in just one year, given that 28% (47% as per project team based on field reality)
of the units set up in the previous years were sick or non-functional at the beginning of this
phase a year ago.



viil. Positive Change Due to the Project: The top three positive changes that the women indicated
as the result of the project - (a) increased social bonds among SHG women, (b) more confidence
- increased self-esteem, and (c) improved decision making in the household - point to the
contribution of the project to the social empowerment of women.Sharing the third place is -
learning SHG management/financial literacy (savings) skills. This, again, is an indicator of the
women's movement towards self-dependence and thereby, empowerment!

ix. Support from family members: Majority of the women have received support from family
members in some form or the other. At the top of the list is the task that adds hugely to women’s
drudgery - household chores; 68% admit receiving moral support from their families; 61% have
found allies within the family to! Besides this, moral support and support in discussions and
tasks related to the enterprise are what the families have extended to the women. Support from
family members is a booster for women’s empowerment. The families of women in the project
should be given credit for the support they have extended to the women in their quest for
empowerment.

Summing up the section, it is evident from the responses of the women that the project has done a good
job in moving the women on the path of their empowerment. Women have begun to earn their own
income and contribute to the household kitty. From dependents, they have become bread-winners and
derive a great deal of pride from this feat! Coming out of their homes, being associated with SHGs & other
women have created a social bonding among the women which they value highly. Setting up and running
the enterprises have done wonders to their self-esteem and the new confidence is showing in their
improved participation in decision-making within their households. These are great signs of their economic
and social empowerment!

B. SUMMARY OF FINDINGS: Focus Group Discussions (FGDs)

i) About one-third of the women are very articulate while the others support them with useful
information to be conveyed to us! The recollect all the trainings they have received. They readily
acknowledged the benefits of their association with the SHG as social bonding, saving, sharing
knowledge, acquiring skills, self-confidence, access to credit in times of need, managing family
budget, getting various trainings, freedom & confidence to get out of their homes, and
dealing/speaking with outsiders.

ii) The women are a confident lot, thanks to the project and its efforts to capacitate them and make
them independent. They believe in themselves now. They believe that the enterprises have put
money in their hands and value the independence it brings. They feel proud to pitch into family
expenditure and plan & manage family budget. Getting out of their homes without any hindrance
and negotiating with banks, vendors, etc., has opened a new world to them. They have the
confidence that they can achieve anything if they want to. Theirwords have a greater weightage
within the family and they see new respect in the eyes of others too. They believe that the social
bond with the SHG women and the income from the enterprises is invaluable to them and are the
cause of the self-esteem they have gained.
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iii) There have been hiccups which they have overcome with the help of the project team. Some are
still struggling and the project team is busy trying to solve their issues. The women and the team
are confident that workable solutions will be found.

Overall, the women are a happy lot, barring very few. Own income, self-esteem, freedom of
movement/mobility, participation in decision making —are markers of women’s empowerment — social and
economic. And it showed in the way the women spoke during the FGDs, in the vigorous shake (in
agreement) of the quieter heads when the vocal members spoke. The project has put the women on the
path of empowerment and they are willing to identify and mobilise other vulnerable women to help them
form SHGs! Women on the move forward pulling others along the path of empowerment!!

C. SUMMARY OF FINDINGS: Interviews with Key Stakeholders

The stakeholders generally expressed similar sentiments as the women about the progress and impact of
the project. Additionally, the resource persons found the trainee women very keen to learn, quick to
absorb and capable. The products they came out with during the training were so good that they could be
marketed right away! They averred that the women have good bonding among themselves and were open
with each other. This will allow the women to look out for each other and point out mistakes, if any, in the
production process.

Challenges:

e The resource persons stressed the need for being quality-conscious and the need for constant
practice to attain and maintain the required quality.

e Age of the women, especially in skills that require hand and eye coordination.

Suggestions for more Impact and Sustainability:

e Further investment in women’s skills for value addition such as embroidery for the tailoring
units.

e More market linkages/orders for the enterprises.

e Mobilisation of left-out women into SHGs and then onto enterprises.

e Completing the loop. The project should not only help the women in acquiring skills and settingup
enterprises, but also being quality-conscious, and packaging the products well.

e Encouragement and incentivisation in the initial days will motivate the women to keep up the
efforts till regular orders start coming in.

e Keep the women occupied; let them not remain idle. Idling will make their skill rusty.

e Maintenance of the equipment to be done by the women themselves to ensure cost-effectiveness
and smooth running of the machines.

e Arrangements for loan for working capital at low rates of interest.

Sustainability:

The stakeholders felt that the women would be able to carry forward their businesses even when HiH was
not around provided the hand-holding by the project team continues for a while, till the groups and
enterprises become stable and mature. Even if the enterprises fail for some reason, the quality of the
women’s products is so good that they can run on their own.
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PROJECT PERFORMAMCE ON OECD-DAC CRITERIA:

i)

i)

iv)

v)
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Relevance: The project has relevance because it focuses on empowering women, who have low
status in the project districts and are traditionally not allowed to partake the economic
opportunities outside their homes by capacitating them to develop enterprises as a livelihood
avenue. It particularly keeps a special look-out for women from the poor and vulnerable
households. The outputs and activities of the project are well designed to ensure progress
towards intended impact and have rightly worked for empowering women. The project proves
that getting women into groups, building their capacities, and helping them set up enterprises
will aid them in finding their agency and lead to their social and economic empowerment.

Effectiveness: The project is effective as it has formed new SHGs and strengthened the existing
ones, built their capacities further, helped the women to set up enterprises and
revived/strengthened existing enterprises. The objectives were largely achieved with scope for
improvement in capacity building of existing SHGs, exposure visits and market linkages.
Speedy proposal development and approval process would have ensured setting up of more
enterprises. While viewing the shortcomings of this Phase, oneneeds to keep in mind the time-
lag between Phase 1 and this Phase (of more than 1.5 years) and the COVID-disruption of
activities towards the end of Phase 1.

Efficiency: The project is efficient as it has been implemented in a timely and cost- effective
manner with the resources managed appropriately, with sufficient materials and efficient
trainers, and adequate stakeholder engagement. The project would have done well to establish
linkages with the local administration while closer linkages with thelocal government is an issue
that HiH and HMF need to decide on.

Impact: The project is impactful. The most positive impact of the project is the women’s
knowledge, social and economic empowerment. At the end of the assessment year, the
women have self-belief, have & handle their own money, are equal partners within their
households, have the confidence, freedom, and capacity to step out oftheir homes, negotiate,
scan market & source for raw materials, and perceive greater valuewithin and outside their
homes. Women have increased their knowledge and learnt new skills. There is reduction in
gender disparities in income and opportunities in the project area. Most of the enterprises are
run solely by the women themselves. There are certain not-so-positive impacts of the project
that need special strategies. While this is a fantastic opportunity for the women in the project
area with the biggest capital investment being taken care of, it can attract unwanted
attention/elements to the project such as husbands/men of the members wanting to control
the groups to access equipment, women from wealthy households not wanting to dip into
family money, work- shed owning members waiting to take over if the enterprise fails, women
opting for tailoring for claiming one machine as their own, and so on. While it shows encouraging
signs, it will need some work to make the project sustainable.

Sustainability: The project initiative will be sustainable when the groups become entirely
independent and can run the enterprises on their own. The project needs to hand-hold till the
time the groups and enterprises become stable and mature. The challenges that need
addressing are dependence of the groups on the project team; product redundancy, quality
issues; soliciting for individual orders by members; advancedage of members; and the risks - lack
of planning for working capital and contingency funds; and take-over of the enterprises by the
men/husbands or by the member-owners ofthe work-sheds once the project comes to an end.



vi)

Equity: And finally, the project has successfully contributed to the social and economic
empowerment of women in the project area as is evident from the increased self-confidence,
mobility, individual incomes, participation in decision-making within the family, negotiation
skills, commanding respect from the family & community, and most importantly, setting up &
managing the enterprises. It has, thus, contributed to a reduction in gender disparities in
income and opportunities. It has done well on the equity score.

Summing up, on examination of the project initiatives using the OECD criteria, it is clear that the project
has been successful in terms of its relevance, effectiveness, efficiency, impact, and while it shows
encouraging signs on the sustainability, it needs some work. Examination through the equity lens shows
that the project is built around the belief in woman power and has worked towards social, economic and
knowledge empowerment of women.

RECOMMENDATIONS AND WAY FORWARD

ii)

i)
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This impact assessment concludes that the project is well implemented with its primary
objective of social and economic empowerment of women in a project area known for the low
status of women. The project does well in the comparison of the baseline and end-line findings.
With regard to the objectives, they are largely achieved (82%) with encouraging trajectory in
the partially achieved objective.

Given the background of the COVID disruption in the last year of Phase 1 and the long gap of
over 1.5 years between the closure of that Phase in February 2022 and the onset of Phase 2 in
October 2023, the project has done well in capacitating 57 SHGs and forming 90new ones;
strengthening 19 enterprises, including revival of 9 (15 as per the project team based on field
realities) non-operational enterprises and establishing 4 new enterprises

— complete with marketing linkages. Supporting the old enterprises and new enterprises with
integrated business development, finance (profit and loss), upgrade enterprise development
training and facilitating market linkages, the project has supported 23 enterprises with regular
market linkages. It is a commendable effort of the project in helping the women move on the
path of social and economic empowerment. The project team should be applauded for the
achievement.

The progress in the SHG Creation and Strengthening component is substantial -exceeding the
target in establishing new SHGS and largely achieving the objective of building capacities of
existing SHGs. Itis pertinent to note here that 41 of the SHGs whose capacities were built have
been revived from defunct status (as against the target ofrevival of 10 defunct SHGs). While
forming SHGs, it is important for the project team to be mindful of the eligibility criteria for SHG
membership and mobilise only marginalised/poor women into SHGs.



iv) The progress in the Enterprise Development component is satisfactory— with the
operationalisation of the existing enterprises being largely achieved, and establishing new
enterprises partially achieved. However, there is a need to review and hasten the process of
preparation, submission and approval of business proposals to ensure timely take-off of
enterprise activities.

v) The model of getting the women into groups, building their capacities, and getting them toset
up enterprises for their social and economic empowerment has worked. It is very satisfying to
hear the women talk about their new-found confidence, mobility, negotiation skills and
economic independence! All in all, a well-designed project, implemented well.

The project needs to build more capacities, set up systems for smooth running of the enterprises, and
hand-hold the enterprises till they become stable and mature enough to carry on independently.

RECOMMENDATIONS: The process of the impact assessment threw up some recommendations
(for detailed recommendations, refer to the last chapter):

1)

2)

3)

4)

Project duration till 2026. One year is too short a time to expect any impact. The Phase 2 needs time to
deepen the work, consolidate the completed activities and set up systems to ensure sustainability of
the efforts and long-lasting changes in the women’s lives. The project duration should ideally be five
years to ensure the long-lasting changes. If not, at least a 3-year extension before one looks at the
impact of the initiative.

Focus on Persistently Excluded Groups: The project should saturate the existing 11 villages before
expanding its work to other villages. Efforts should be made to include all the poor women who are
not yet in the SHG fold and bring them into the SHG fold and thereafter, the enterprise mould. This may
need special strategies to be developed.

Deepen the Women’s empowerment Process. The project has set up/revived 147 SHGs and 23
enterprises. There is a need to set up and strengthen the governance structures and systems within
these institutions to ensure sustainability with equality and unity among the members. Build the
capacities of women to stand as guards against any disruption or co-option. This is important to
safeguard against domination by any individual/s within the group or take- over by outsiders including
husbands/men. Moreover, a lot of the women the evaluation team met are unlettered. This will hamper
their progress towards empowerment. This would be beneficial to the women in their daily lives and to
the group wherein they can understand and perform the activities in an informed manner.

Strengthen the Enterprises. This is important to ensure that the businesses run unimpeded under any
circumstances. Some suggestions:

a) Select the women for enterprises based on aptitude, interest, entrepreneurial mind-set.

b) Identify the trade after an assessment of the group’s entrepreneurial ability, organisational skills,
risk-taking capacity, and aptitude vis-a-vis role matching. While this was done by the PIT, it needs to
be done with a sharper focus.

c) Impart intense training and build the capacities of 4-5 women in each enterprise to head different
aspects of the enterprise activities.
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d) Invest further in group strengthening and team building exercises to forestall any disruptionin
the group dynamics (such as soliciting for individual orders instead of enterprise).

e) Ensure provision for working capital and contingency funds in each enterprise. Arranging for
working capital at low rates of interest is another option.

f) Register the enterprises under MSME to access government schemes, subsidies and loans.

g) Help strong enterprises to develop a plan for expansion (including space, machines, hiring,
maintenance, marketing) including a budget and souring for capital.

5) Develop Marketing Options for the Enterprises. Explore marketing options that are unique to the
product, locality, and situation. For example, periodic mela of project enterprises at the HPCL township,
participation in fairs & exhibitions organised by government and other entities, systems & options for
strong enterprises to bid for large contracts, development of product catalogues/brochures.

6) Establish linkages with PRIs and Government Administrative Structures. These linkages areimportant
for sustainability of the initiatives. However, linkages with PRIs are not without pitfalls, especially in
feudal societies. Examples of PRI representatives wielding their power to accrue project benefits for
themselves or their kith & kin exist in the project area. Necessary safeguards need to be built into the
project before taking a step forward in this direction.

7) lron out Operational Wrinkles.

a) For example, delays in the enterprise proposal making and approval processes make it difficult for
the project team to meet the HMF criterion for success of an enterprise i.e., the achievement of
monthly orders equivalent to 3% of capital cost for six months — within the six-month period of
starting the unit. Similarly, they are leading to loss of seasonal markets such as festival, wedding
seasons and school re-opening time for tailoring units.

HiH and HMF need to discuss ways of addressing these. Both should explore ways of shortening the
time taken. Alternatively, at least in the former case, HMF and HiH should agree on starting the 6-
month deadline for market linkage from the proposal approval time.

Summing up the evaluation report, it needs to be mentioned that the project has been well implemented
by the HiH India team with meticulous planning, effective implementation, regular and strict monitoring
from top management and excellent coordination both, among the project implementing team members
and also between the HPCL-MF and HiH India teams. All this has resulted in significant impact in the lives
of the SHG beneficiaries, even in the short duration of the project. Going forward, the duration of the
project needs to be longer and focus on enterprise development and market linkages should be sharper as
women seemed energized to take on more work related to enterprises. There has been an increase in the
levels of confidence and social ties among SHG women and there is a need to capitalize on this enabling
foundation. SHG women also seemed to have gained confidence from the sustained training (at regular
intervals) and handholding support provided by HiH India teams and are ready for entrepreneurial
opportunities. The next phase should capitalize on the solid foundation laid on this phase!!
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1 INTRODUCTION

1.1 BACKGROUND

According to the 2011 census of India, Bathinda district ranks 9th in Punjab with a population of over13,
88,525 (about 20% of the state population), with a sex ratio of 868 females per 1,000 males which is below
the national average. Literacy level in the district is over 68.3% with literacy levels for men and women
being at 73.80 % and 61.90% respectively. The pace of economic growth in Bathinda has been consistently
accelerated due to the setting up of various industries, especially power plants, chemical factories,
fertilisers, yarn production, milk factories, etc. Existence of two mega thermal plants has made it a power-
surplus district and paved the way for setting up more businesses and industries.

According to the 2011 census, District Sirsa has a population of 1,295,189 with a sex ratio of 897 females
per 1,000 males. Literacy level in the district is over 68.2% with literacy levels for men and women being at
76.43 % and 60.4% respectively. Agriculture is the mainstay of the economy in the district.

The two districts are similar regarding the low status of its women. The women in both districts face deep
rooted gender disparities and are excluded from partaking in economic activities. Cultural and social
barriers do not allow women to work outside their homes for a wage which is a big hindrance to their work
force participation. Encouraging women to partake in the social and economic life of the village/town and
creating a conducive environment for them to follow an independent livelihoods path are critical for an
equitable and inclusive development of the districts.

Hand in Hand (HiH) India is a public charitable trust, that has been working for over 18 years across India,
known for its work on poverty alleviation through its unigue model of job creation, women empowerment
and integrated community development in five intersecting areas — education, health, skill development,
livelihood promotion and green environment. Since its inception, HiH India has widened its reach and
recognition, and today works in 18 states of the country.

HPCL-Mittal Foundation (HMF) partnered with HiH India since 2018 to alleviate poverty among rural
families in Bathinda (Punjab) and Sirsa (Haryana) by empowering women through groupformations and
enterprise development. The initiative aimed to create avenues for self-advancement for women through
training and capital support. The need to sustain the work of the first phase (2018-2021) led to the second
phase starting from October 2022 — September 2023.
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1.2 PROJECT OBJECTIVES AND EXPECTED OUTCOMES

The objectives of the project are:

1.

To form 80 new SHGs by mobilizing 800 women @ 10 women per SHG with bank a/c opening and
strengthen their capacities with training in integrated aspects of SHG management, Savings, Financial
literacy, and Enterprise motivation and development. The new SHGs will be formed in the Odhan block
of Sirsa district in Haryana.

To identify and work with 67 old (existing SHGs) in Sangat block, Bhatinda, and provide Refresher
Training on SHG management, bookkeeping, documentation, and enterprise development
management. Of the 67 existing SHGs, 10 defunct SHGs should be revived.

To provide holistic support to 180 women (18 SHGs) to enable them to establish 18 new enterprises
with up-skilling, enterprise management, finance management, documentation, and market linkages
(for 6 months). Equipment support for new enterprises shall be provided by HMF.

To provide value-added integrated support to 320 women (32 SHGs) to strengthen 32 existing
enterprises with support of up-skilling; business management, finance management, market linkages
(for 3 months); exposure visits, and enterprise documentation.

Table No. 1: Project Outcomes and Impact

Outcome 1:

Improved knowledge, skills and capacities of 1,470 SHG women

on integrated aspects of SHG management, Savings, Financial Literacy, Book keeping,Skills
development and Enterprise development and enterprise promotion

Outcome 2:

Creation of 18 new enterprises

of 18 SHGs (180 women) with support of up-skilling, enterprise management,
documentation, and market linkages

Outcome 3:

Strengthening /creation of 32 enterprises

of 32 SHGs (320 women) with value-added integrated support of up-skilling; business
management, finance management, market linkages; exposure visits and enterprise
documentation
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1.3 STRUCTURE OF THE REPORT

The main part of the evaluation report is divided into five sections.

a) Executive Summary includes a brief description of project background, progress, relevance,notable
achievements, challenges and concerns, and recommendations.

b) Chapter 1- Introduction includes project background, project objectives and expected outcomes.

c) Chapter 2- Methodology includes the objectives of the impact assessment, research design, study
instruments, data collection and analysis, and limitations of the study.

d) Chapter 3- Key Findings of the project with detailed analysis.

e) Chapter 4 — Review of the project performance using the OECD-DAC criteria

f) Chapter 5- Recommendations & Conclusion
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2 METHODOLOGY

2.1  OBIJECTIVES OF THE IMPACT ASSESSMENT

Phase Il of the project whose impact is being assessed started on 1 October 2022. A compact, but efficient
team was put together and a quick baseline survey was conducted to study the status of the groups and
enterprises created in the first phase and assess the changes and inputs required for setting a quick pace in
this phase. The phase ended on 30 September 2023. HiH India and HMF are keen to assess the results of
the Phase Il and therefore, this impact assessment by an independent consultant.

The objectives of the end-line evaluation were:

i) To assess the achievements of the Goal and Objectives of the Project against the specified targets.

ii) To assess the overall outcomes of the project primarily at the individual (SHG) and household level in
terms of the effectiveness of the interventions.

iii) To assess the effectiveness of the training programs in enhancing the knowledge, skills, and capacity of
women participants.

iv) To evaluate the success of group-based enterprises promoted under the project, in creatingeconomic
opportunities, promoting job creation, and increasing income levels

v) To evaluate the impact of value addition support in enhancing the quality and market competitiveness
of SHG products and services.

vi) To assess the social empowerment impact in terms of knowledge enhancement (SHG management,
enterprise development, marketing etc.), mobility, decision-making abilities, etc. as a result of project
interventions.

vii) To capture best practices, challenges, and lessons learned from the project.

viii)  To provide recommendations for greater effectiveness and sustainability of the project.

2.2  RESEARCH DESIGN

The research design for the impact assessment was a mix of secondary review and evidence-based primary
data collection. The assessment was conducted with a collaborative and participatory approach ensuring
close interactions with the beneficiaries and key stakeholders.

Secondary Review: The secondary sources included project proposal, baseline report, project progress
reports, project MIS including relevant literature in the subject area.

Primary Research: While secondary resources were used for information related to the deliverablesand
achievements, primary information was sought from beneficiaries — members of SHGs/enterprises and the
project stakeholders for direct feedback on the project, corroboration, credibility and reliability. Tools were
developed with questions aligned to obtain responses on OECD-DOA criteria. (Annexure 1: OECD-DOA
framework describing questions for evaluation).

Triangulation and Data Validation: The information from different sources viz interviews andFGDS were
compared and cross-checked with secondary data for validation.
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2.3  STUDYINSTRUMENTS

Four types of tools were administered for conducting the evaluation.
(i) Interview Questionnaire for the Survey with members of SHGs/Enterprises (Annexure 2)
i. A structured questionnaire for the primary respondents (SHG/Enterprise members) was prepared

by the external consultant and the HiH Sr. Manager (M&E) to assess indicators related to the
following sections:

a. Sectionl: Household Socio-economic Details
b. Section II:SHG management and strengthening
c. Section llI: Enterprise Development

ii.  The survey tool was developed with questions aligned to obtain responses on OECD-DAC criteria by
the HiH M&E team and the external consultant, in consultation with the HiH management.

iili.  The finalised survey tool was translated in Punjabi and converted into a Digital-Form softwareapp
and uploaded into a mobile for information collection.

iv.  The tool was revised after field testing by the external consultant, HiH Sr. Manager (M&E), Deputy
General Manager and project staff for the final data collection.

v.  The survey data was collected through the mobile app with a GPS facility and syncing all response
forms offline and online into one single excel sheet.

(ii) Questions for FGDs with SHG/Enterprise members (Annexure 3)
The semi-structured questionnaire tool was prepared by the HiH M&E team and the external
consultant, in consultation with HiH management.

(iii) Semi-structured questions for interviews with the Stakeholders (Annexure 4)
The semi-structured questionnaire tool was prepared by the HiH M&E team and the external
consultant, in consultation with HiH management.

Evaluation on OECD-DAC Criteria: It was ensured that questions in the tools aligned with the suggested
guestions to derive information on the OECD-DAC criteria proposed for the evaluation. Criteria are as
follows.

Relevance: Whether the project has done the right things, and how well does the project fit?
Effectiveness: Has the project achieved its objectives?

Efficiency: How well were the resources used?

Impact: What effect has been created by the project?

Sustainability: Will the project outcomes last after the conclusion of the project?

©cao o

Apart from these, equity is another criterion applied to assess the extent to which the different social
groups, specifically the vulnerable communities and the economically marginalized, have accessed and
benefitted from the interventions.
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2.4

SAMPLING AND DATA COLLECTION

The project covered 11 villages across Sangat Block of Bathinda District in Punjab and Odhan Block of Sirsa
District in Haryana. To ensure a fair representation of the selected sample villages and beneficiaries, data
collection was carried out in 7 villages through personal interviews with SHG/Enterprise members, FGDs
with SHGs/Enterprises, and Project Staff, and interviews with other stakeholders.

Table No. 2: Sample Size - FGDs and IDIs
NS(;. Method No. of FGDs/IDIs conducted indivi dsuaanleCSuI::ulative
1 | Personal interviews 130 interviews of SHG/Enterprise
members across 7'V|Ilages ac.ross 1 130 130
block each of Bathinda and SirsaCiils
12 FGDs with members of 13
Focus Group SHGS/Enterprises 103
2 Discussions 1 FGD with Enterprise and Community
Coordinators 10 113
Sarpanch 1
Key Informant Ex-Sarpanch 1
3 | interviews with Vendors 2
stakeholders Donors 2
Project Officers 2 8
4 | Case studies 4 case studies to be selected from 6 6 6
GRAND TOTAL 257

A three-member team of external consultant, HiH Sr. Manager (M&E) and Deputy General Manager
undertook a 3-day field visit of intervention villages in Punjab and Haryana.

il

iil.

iv.

A representative sampling was done across project locations i.e., Sangat Block, Bathinda District in the
Punjab and Odhan Block, Sirsa District in Haryana. (Annexure 5: Sample Covered)

Personal Interviews: The interview schedule through a structured questionnaire was pilot tested during
the 3-day field visit. The questions were re-visited following the feed-back. The finalised questionnaire
was administered by the HIH India team members to collect quantitative and qualitative data from 130
women in end-September 2023.

12 Focus Group Discussions (FGDs) were conducted with women from SHGs to supplement and
validate the data obtained from the field survey. Each focus group discussion was attended by about
10 members. An FGD was also conducted with the Project Staff (comprising Enterprise and Community
Coordinators) to get their perspective on the implementation of the project. Copious notes were taken
down and proceedings voice-recorded during the FGDs.

8 Stakeholder Interviews were conducted with a Sarpanch, an ex-Sarpanch, representatives of the
donor agency, vendors and project officers to understand their perspectives of the project. Extensive
notes were taken down and proceedings voice-recorded.

The evaluation team met and heard many interesting and inspiring stories of women who braved
challenges to come up successful. Six of their stories were documented. Four of these case
studies are shared in this report. (Annexure 6)
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2.5 DATA ANALYSIS

Data analysis was done for both quantitative and qualitative data.

Quantitative: The data from interviews with members of SHGS/Enterprises was treated in MS excel and
analysed to generate tables suitable to explain the project impact. The findings were correlated with the
Baseline survey data to arrive at progress against key indicators and the results compared with the project
MIS.

Qualitative: Qualitative data from the FGDs and stakeholder interviews were collated. Transcripts were
documented in MS Word and contents analysed to identify the topics/issues and support the quantitative
data. This analysis was used to prepare the report.

2.6 LIMITATIONS OF THE STUDY

The mission made efforts to meet the targets of the various interactions with women and stakeholders
took the best of our ability. However, we had to adjust our schedules as per availabilityof the
respondents/interviewees leading to overreaching in some, but falling short in some other interactions.
Against the planned 100 personal interviews in 11 villages, 130 were conducted across7 villages. We
managed 13 FGDs against the planned 12 (12 FGDs with 13 SHGs having combined two, and one with the
project staff) involving 112 persons. 7 Key Informant Interviews were conducted with 8 stakeholders (two
people from the donor).
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Vi.

3 MAIN FINDINGS

3.1  DETAILS OF FINDINGS: PERSONAL INTERVIEWS WITH WOMEN

130 respondents comprising women belonging to SHGs/enterprises in 4 villages in Sangat block in Bathinda
district (68%) of Punjab and 3 villages in Odhan block in Sirsa district (32%) of Haryana were interviewed as
part of the end-line evaluation. (Annexure 7: Table 1 — Geographical Area)

The questionnaire had four sections to get information on different aspects of their lives and the progress
of the project activities in their location during the project period:

Section A gives the household socio-economic details such as, inter-alia, personal profile, income,
education and employment.

Section B highlights the progress made with the formation and strengthening of SHGs.
Section C describes the progress made in the Enterprise Development component dealing with the

Livelihoods Promotion through the setting up of businesses and linking them to markets.

3.1.1 GENERAL AND HOUSEHOLD SOCIO-ECONOMIC DETAILS OF WOMEN RESPONDENTS

Age: A little more than half the respondents (52%) were in the age-group of 18-35 years; 36% of them were
in the age-group of 36-49 years and 11% were 50 years and above. (Annexure 7, Table 2 - Age of Respondent)

The age profile shows that majority of the group members are young women in the reproductive age-
bracket. What is noteworthy is that a significant portion of the members are 50 and above. On the one
hand, it is good to have older, wiser people around to have experienced and practical viewpoints in difficult
situations. On the other hand, older women tend to dominate in a group and this may stymie the energy of
the younger women. Within an enterprise, older women may not be able to do strenuous, nimble-fingered,
eye-straining or outdoor work. They may not be able to putinlong hours in case of rush orders and meeting
deadlines. This is something that the project may want to consider while forming SHGs in the next part of
the phase.

Gender: All the respondents were women which is natural in a women’s empowerment project targeting
women’s groups. (Annexure 7: Table 3)

Disability Status: The respondents were largely able-bodied (98%) with a very small percentage(2%)
comprising Persons with Disabilities. (Annexure 7: Table 4)

Marital Status: Majority (92%) of the respondents were married with 7% being unmarried, and 1%being
widowed/separated. (Annexure 7: Table 5)

Social Category: The respondents were largely drawn from the General category (60%), with Other
Backward Castes (OBC) being the next significant group with 22%, the Scheduled Castes (SC) being 18% and
a very small portion (1%) being Scheduled Tribes (ST). (Annexure 7: Table 6)

Religion: Majority of the respondents were Sikhs (84%) with Hindus comprising 14%, Muslims 2%and
Christians 1%. (Annexure 7: Table 7)
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House Ownership: All the respondents owned houses at the end of the year as compared to the baseline
wherein 2% did not own a house. (Annexure 7: Table 8 )

Type of Housing: A whopping 97% of the respondents had pucca houses, 2% semi-pucca and 1% had kutcha
houses. (Annexure 7: Table 9)

The percentage of pucca houses is a huge improvement on the 82% at the baseline. The proportion of
semi-pucca and kutcha houses have come down from 14% and 5% respectively to make way for this
betterment in accommodation. Although such drastic improvement in housing cannot be attributed to the
project in just one year, it certainly is a sign of more money in the hands of the respondents and can partially
be credited to the project initiative!

Educational Level: A large portion of the respondents are well educated with 26% having passed high
school, 12% higher secondary, 15% graduates and 7% post-graduates. 8% have studied upto primary school
and 11% are illiterate. (Annexure 7: Table 10)

The illiterate percentage matches with that of respondents aged 50 and above. This would mean extra
burden on the younger lot on the record keeping and financial dealings front, underlining the concern
mentioned under the age-group category earlier. If the older women are willing, and generally, they have
more free time, the project could consider running an adult literacy class for them.

Family Size: More than half the respondents (51%) had families of 3-4 members; 38% large familiesof 5-7
members; 6% had very small families of up to 2 members; and 5% had very large families of more than 8
members. (Annexure 7: Table 11)

Earning members: 65% of the respondents have two earing members in the family, 20% have three earning
members and 12% have 4 or more earning members. A small 3% have only one earning member.
(Annexure 7: Table 12)

Family occupation: The respondents are largely drawn from the farming community with 61% farming on
own land, 6% on leased land and 8% farm labourers, with 12% among the respondents also engaged with
livestock. Other occupations that the respondent families are occupied with are private salaried jobs (15%),
government salaried jobs (9%), business (2%) and other occupations (4%). (Annexure 7: Table 13)

Monthly Family Income: Half the respondents have an average monthly family income in the range of Rs.
10,001-20,000, followed by 22% in the range of 5,001-10,000, 12% in the range of 2,001-5,000, 8% between
20,001-30,000, 3% each below 2000/- and in the range of 30001-40000, and a minuscule 1% having more
than 40,000/-. (Annexure 7: Table 12 ; Table 14)

The average monthly family income is Rs. 12,623 /-. This shows that the SHG targeting has been good with
a lot of family (72%) living on average monthly incomes of less than Rs 20,000/-

Majority of the families cultivate land with at least two earning members. One year is too early to be making
a comparison in family income status. However, the highest group (in both baseline and endline) of 10,001-
20,000 range seems to show an increase by 62% in the end-line over the baseline figures. If you club the
ranges and take the large range of 0-10,000, the end-line shows a reduction by 26% over the baseline.
Similarly, the range between 10,001-40,000 shows an increase of 27%. Hence, findings from the end line
shows a clear shift of families with lower income moving to the higher income. This substantiates our
surmise of increase in family income in the past year. This can be attributed to women’s income coming
into the household. Quite an achievement indeed!
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Official Identity and Employment Documents: The respondents have largely complied with government
requirements like Aadhar Card (100%), Voter ID (92%) and PAN Card (91%). Possession of social security
cards like ration card, Caste Certificate, MGNREGA card and BPL Card stood at 40%, 29%, 12% and 11%
respectively. (Annexure 7: Table 15)

There is a significant increase in the number of official documents with the households showing the
impact of the project's push/facilitation for accessing government schemes - except for BPL Card and
MGNREGA card. The project has done well on this count. The reduction in the proportion of BPL card
holders points to a possibility that the number of families below poverty line has come down (MGNREGA
proportion has remained near-constant).

3.1.2 FORMATION and STRENGTHENING of SHGs

Association with SHGs: All the respondents are members of SHGs supported by HiH India. HiH has linked
6% among them to Punjab State Rural Livelihoods Mission (PSRLM). 48% of them have beenassociated
with the SHG for less than one year. 31% are associated with the SHG for 3-5 years, 19%for 2-3 years and
3% for 1-2 years. (Annexure 7: Table 16; Table 17 ; Table 18)

Almost half the respondents being associated with the SHG only in the past year shows the project’sdrive
for getting women into the SHG fold. That is a good percentage of new blood coming into the fold and
indicates that the project is going the right way. This is a good springboard for the project to create
enterprises in the coming year.

Status of SHGs: All the respondents belonged to functional SHGs and were busy with all the activities
associated with a vibrant SHG. Almost all of them had regular meetings and were saving regularly (98%
and 96% respectively). 82% of them confirmed maintenance of books of accounts. 73% confirmed internal
lending and timely repayments. 69% were operating bank accounts. (Annexure 7: Table 18; Table 19; Table
20; Table 24)

The responses show that the SHGs are in good health with regard to the regular activities. This confirms
the observation in the previous paragraph and the opportunity to move forward briskly tothe next level
in enterprise development and expansion.

It goes to the credit of the project team that there are no more defunct SHGs as compared to the
baseline, wherein 20% of the SHG members interviewed had termed their SHG asdysfunctional.

Trainings and their Usefulness: 97% of the respondents confirm undergoing training as part of the SHG.
92% confirm having received the training on SHG Concept & Group Management, 80% on SHG
Development & Enterprise Motivation, 79% on Leadership, 75% on book-keeping, 62% skill training, 60%
financial literacy, 53% on Enterprise Strengthening, and 3% having received no training. 95% of the
respondents have found the training useful with:

85% having learnt financial management and accessed government schemes
78% gained technical knowledge through skill training

67% increased their knowledge on income generating activities

55% learnt digital transactions

51% found the linkage with bank & credit support useful

50% learnt business record maintenance

42% learnt to run and expand enterprises
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34% liked the market linkage and value chain support and 27% found the exposure visits useful.
(Annexure 7: Table 21; Table 22; Table 23)

The bouquet of subjects taught to the women are all centring around making the woman independent
and self-confident. 85% of the women say that the trainings helped them to learn financial management
and how to access government schemes. The usefulness question also throws up other equally surprising
selections by women like technical knowledge, digital transactions! These are areas that traditionally
women did not take part in. The fact that they rank them as the biggest learning is indicative of their
growing self-confidence and their steps towards empowerment. A big plus to the effort of the project!

The percentage of women receiving training has increased significantly for all types of trainings during the
one year under assessment. However, the project needs to take note of the 5% who have not found the
trainings useful.

Usefulness of the SHGs: It is noteworthy that women see increase in their confidence as the biggest
benefit of SHG membership (92%) and 87% experience increased self-esteem. The benefits that rank next,
after increased savings at 73%, are increased decision-making at 65%, and more value in the
household/community, & learnt negotiation skills at 62%. Increased mobility stands at 53%. These are
indicators of enhancement in self-belief and status of a woman. This is a sure sign of women's social
empowerment that the project has achieved. The other benefits which rank lower (except for accessing
government schemes at 59%) are important too, but are transactional in nature. Women have clearly
identified their self-worth above all else, thanks to the project.

Women seem to derive the least benefit from access to credit (8%). This could be because they do not
require credit given the availability of free equipment, and good savings in the SHGs. It may also be
reflective of the income they are deriving from the enterprises. The project may want to focus on
familiarising the groups with various sources of credit since it may be required for working capital or
expansion later. (Annexure 7: Table 25)

Bank Account Operations by women: All the respondents have bank accounts and a whopping 98% of
them visit the bank at varying periods. 31% visit the bank several times in a month, while 52% visit once
a month, 15% once in a quarter, 1% once a year or less and 2% never. (Annexure 7: Table 26 ; Table 27).

Percentage of women who visit the bank several times in a month has increased by 120% as compared to
the baseline and those who visit once a month by 84%. On the other hand, there is a reduction by 96% of
women who visit the bank once a year or less, 60% reduction in women in visit once a quarter and 23%
reduction in those who never visits the bank. This is a very significant step towards women's
empowerment - both social and economic. Women stepping out of their homes, interacting with officials,
and handling their money themselves is a very positive sign in a traditionally patriarchal belt. The small
percentage of 2% who never visited bank need special attention though!

Access of Digital Services: 50% of the respondents have smart phones and all, but one of them, use them
for business transaction and /or marketing their products. (Annexure 7: Table 28 ; Table 29)

There is scope for skilling the women for digital marketing in a big way.

Summing up the section, the project seems to have done a good job of creation and strengthening of

the SHGs. In a year’s time, there seems to be no more dysfunctional SHGs. And the project seems to have

brought in more women into the SHG fold. Half the women respondents have been in SHGs only in the

last year. This augurs well for the future enterprise-development focus of the project. Towards this end,

the project is investing in the capacities of women — aimed at making the women independent and self-

confident. Women rate technical knowledge, digital transactions highly among the trainings that they
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have received. The project has not only enabled them to step out of their homes, but also to visit banks
regularly, operate their accounts and liaise with bank officials. These are indicators of their growing self-
confidence and move towards their empowerment. The project is moving in the right direction in this
regard!

However, the project needs to take note of the small proportions of women who claim to have not found

the trainings useful. If they are not trained and brought into the fold, they can be disruptorsand bring
down the energy of the group they belong to.

3.1.3 ENTERPRISE DEVELOPMENT:

Starting an enterprise: 38% of the respondents had a running enterprise at the end of the year. 57% of
the enterprises had been in existence for over 3 years, 27% for 2-3 years, 10% for 1-2 years,and 7% below
1 year. All of them were group enterprises. A total of 233 persons were engaged in the enterprises with
31 of them being family members and 202 from outside the respondents' families. (Annexure 7: Table 30;
Table 31; Table 34 ; Table 41)

62% of the respondents do not have an enterprise. This is an opportunity for the project and shows the
scope for the work in the next two years. 83% of the enterprises being in existence for 2 years and more
is also an opportunity — for expansion, for hand-holding of the younger enterprises by the seniors, and for
setting up ancillary enterprises to support/feed the mature, expanded enterprises. Even if we presume
that most of the enterprises, started in the past 3 years, were non- operational, that still leaves the project
with 57% of the enterprises which are older than 3 years.In the first year, the project can work with this
57% for expansion. The 27% which are 2-3 years, would be part of the part 30 that are/being revived. So,
they will be ready for expansion two years from now. Setting up of ancillary industries and engaging local
youth in enhanced jobs will add vibrancy to the village community and economy. An energised community
and economy would be a good impact to show at the end of the Phase Il.

Type of Enterprises: 43% of the enterprises are tailoring units (cloth/leather/non-woven), 23% in
manufacturing, 13% are engaged in agriculture, and 10% each in water treatment and food items.
(Annexure 7: Table 32)

Manufacturing units have increased by 8.4 times, agriculture by 2.4 times. Water treatment was not there
at the baseline and is now 10% of the existing enterprises. 100% reduction in the engagement in retail
trade/petty shops shows full engagement of the women in the group enterprises being promoted under
the project.

Financial Literacy: 94% of the respondents can calculate income, expenditure and profit from the enterprise
which is a 5% increase from the baseline one year ago. (Annexure 7: Table 36)

Financial Standing of the Enterprises: 53% of the enterprises have invested more than Rs. 50,000in the
enterprises; 20% each have invested in the ranges of 30001-40000 and 40001-50000; and 3% each in the
ranges of 10001-20000 and 20001-30000. (Annexure 7: Table 35)

e Theaverage amount of investment is Rs. 75,420 as compared to the baseline figure of 39,722/-. This
is @ 90% jump in the investment by the women which is significant for a year. This will result in a
buzz in the villages, among women which augurs well for setting up new enterprises in the coming
two years.

e On an average, the monthly turnover of the enterprises is Rs. 34,400/- with 47% of the enterprises
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in the range of 30001-40000; 27% between 20001-30000; 13% between 40001- 50000 and 3% more
than 50,000. (Annexure 7: Table 37)

e The monthly turnover, on an average, is almost 5 times of the baseline (Rs. 7,000/-) which had 86%
in the range of 0-10000 while the end-line has no enterprises in this range! On the other hand, no
enterprise had a turnover over 40,000 in the baseline while the end-lineshowed 17% enterprises in
this uppermost range.

e 40% of the enterprises had a monthly expenditure in the range of 10001-15000, 23% each in 5001-
10000, and 15001-20000 ranges, 7% below 5000, and 3% each in 20001-25000 and above 25000
ranges. (Annexure 7: Table 38)

e The average monthly expenditure across all ranges increased by almost four-times from3,441/- at
the baseline to 13,360/- at the end. The comparison is stark with 86% being in the range below 5000
in the baseline against 7% in the end-line; 14% in the 5001-15000 range against 63% in the end-line;
and 'nil" above 15000 in the baseline against 30% in the end-line. Expenditure is an indication of the
health of the enterprise — the lower the expenditure, the more passive the enterprise and less
thriving business activity. The end-line results show 37% of the enterprises earning monthly profits
in the range of 20001-25000, 23% in the range of 10001-15000, 20% in the range of 15001-20000,
13% between 25001-30000 and 7% earning above 30000. (Annexure 7: Table 39)

e Thisis a tremendous growth from the baseline wherein 92% of the enterprises had monthly profits
up-to 5,000; and 8% between 5001-10000 with no enterprises earning more than these ranges. In
contrast, inthe end-line, there were no enterprises earning below 10001! The average monthly profits across
the ranges are 21,157/- at the end-line as against 4,972/- at the baseline - a more-than four-fold (326%)
increase!

e Taking a holistic view of the data on investment, turn-over, expenditures and income of the
enterprises, one gets a fair picture of the activity levels of the enterprises. If you take the ranges
with the highest representation at the end-line, 53% of the enterprises invested more than 50,000/-
; 47% of the enterprises had a monthly turnover in the range of 30001-40000; 40% of the enterprises
had a monthly expenditure in the range of 10001-15000; and 37% made monthly profits in the range
of 20001-25000. It can be said with fair certainty that the highest ranges for turnover, expenditure
and profits would be sub-sets of the 53% representing investments in the highest range.

e The monthly turn-over is around 60-80% of the initial investment and the monthly profits are 40-
50% of the investment. These are tremendous returns and reflects the constant efforts of the
project team in ensuring ample and timely orders for the enterprises, thus ensuring thriving
business activity within the enterprises. This becomes clearer when you view the baseline scenario.
The highest ranges in the baseline were 28% with an investment of more than 50,000; 61% with a
monthly turnover of up-to 5,000; 31% with a monthly expenditure up-to 5,000; and 92% with
monthly profits of up-to 5,000. The turnover, expenditure and profits lounging at below 5,000 for
most of the enterprises shows the lack of a dynamic business environment and a buzz around the
enterprises at the baseline. This is a clear indication of the efforts put in by the project in this phase
in mobilising the women's groups, energising the women and thereby the enterprises, building their
capacities, finding buyers and hand-holding the enterprises throughout the process. The project has
clearly created a facilitating environment for the growth of the enterprises and an uptick in the
economic activities within the communities.

Monthly Income/Profit for Women: The average individual monthly profit/income is Rs. 3,726/-.
Majority (47%) of the participants earned income/profit in the range of Rs. 3001-4000; followed by 37%
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between 1001-3000, 10% over 5,000/-, and 7% between 4001-5000. (Annexure 7: Table 40)

The average family income, discussed earlier, shows that the decrease in the lower income ranges of 0-
10000 is balanced by the increase in the higher income ranges of 10001-40000 showing a clear shift upward
in the incomes of the families. The income earned by the women has certainly fed into the increased
familly income. This is a clear contribution of the project to the financial well- being of the families and the
financial empowerment of the women. The transformation of the women from being home-makers to
bread-winners is attributable to the efforts of the project.

Compliance Capacities: The project has invested in building capacities of the women in compliance
abilities. This is evident in 80% of the enterprises maintaining a Profit & Loss Account. However, only one
enterprise is formally registered with appropriate authorities(Food Safety and Standards Act, 2006 — in
this case). (Annexure 7: Table 42; Table 43; Table 44)

Support for Enterprises: The project has invested in the capacities of the women in various waysfor
different aspects of enterprise development. 80% of the women have benefitted from receiving
equipment; 73% from exposure visits; 70% from the mentoring support from HIH; 63% from the enterprise
development training; 60% from facilitation for raw materials & from the handholding support; 53% from
the market linkages provided by the project team and 13% fromaccess to credit. Apart from the enterprise-
related support received from HIH, the women also rate highly (77%) the social support they derive from
each other. (Annexure 7: Table 45)

e 91% of the women have valued their knowledge increase due to the training as the best support
received from HiH staff towards strengthening of their SHGs and development of enterprises,
followed by hand-holding/mentoring support (75%), negotiations with family members to convince
them (70%), market linkages (49%), grievance redressal (38%), and exposure visits (37%). (Annexure
7: Table 51)

e The women acknowledge the contribution of increased knowledge/skills towards their
empowerment. This points to the relevance and quality of training conducted and organised by the
project team. 57% of the enterprises making monthly profits of 20,001 and above is also a marker
for the increased capacities of the women to run enterprises successfully. The efforts of the project
in this regard have been fruitful.

Challenges in Running an Enterprise: Among challenges in running an enterprise, 43% of the respondent
have highlighted ‘very less revenue’; 27% access to finance/credit; 17% each have indicated inadequate
training/knowledge for running the enterprise, & poor market linkage; 13% each have noted lack of
knowledge for getting raw material, lack of coordination with other members, and lack of machinery; 7%
each have highlighted lack of technical skills, & low social acceptance; and 3% each highlight lack of family
support, & accessibility/mobility issues. (Annexure?: Table 46)

Some of the reductions in the perception of challenges as compared to the baseline are - lack of knowledge
for getting raw material (by 77%), poor market linkage (by 74%), lack of technical skills (by 86%) and lack of
confidence (by 100%). While the first three are indicators of the facilitation and capacity building
undertaken by the project for enterprise development, the increased confidence of the respondents is an
indicator of the success of the project in empowering the women.However, the challenge highlighted as
the biggest by the women is the low quantum of revenue. Thisis not corroborated by the financial results
of the enterprises. This could be the result of high expectation of the women about the quantum of
revenue/income that the enterprise can generate. The project team will need to ensure not to hype the
women's expectation while motivating them for enterprise development and also sensitise those already
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within the enterprises on the timelines and workloads required for reaching their high expectations.

Starting/Upscaling/Sustaining Enterprises: 73% of the respondents are interested in starting a new
enterprise or sustaining/upscaling their existing enterprises. Regarding the support required for their plans,
53% of the respondents wanted online marketing/procurements, 50% needed marketing linkages, 47% -
business development training, 43% - skill training, 40% - packaging & branding, 37% - entrepreneurship
linkages, 33% each - information on raw material sourcing, & value chain support activities, 27% - statutory
requirements, 17% - technical knowledge on the trade, and 3% - other, unspecified support. (Annexure 7:
Table 47; Table 48)

While business development training and skill training are still near the top of the list for required support,
there has been a decrease by 49% and 20% respectively in the proportion of people who wanted them at
the baseline. This shows that while the project is on track in providing these most important and basic
capacities for setting up enterprises, it still has quite a distance to cover in this regard. On the other hand,
the need for support on online marketing/procurements has gone up by 380%, value chain support
activities by 171%, statutory requirements by 168%, entrepreneurship linkages by 141%, and packaging &
branding by 59%. These skills and linkages are necessities for the phase after setting up and stability i.e.,
growth and expansion. The enterprises already set up are spreading their wings and ready to fly! This is
a good result in just one year, given that 28% (47% as per the project team based on field realities) of the
units set up in the previous years were sick or non-functional at the beginning of this phase a year ago.

Positive Change Due to the Project: 82% of the women indicated increased social bonds among
themselves as a positive change in their lives due to the project. 69% of them noted more confidence-
increased self-esteem as a positive change; 65.38% each pointed to improved decision- making in the
household, & learning SHG management/financial literacy; 55% - improved business skills/art of running an
enterprise; 48% - improved mobility (stepping out of homes for training programmes, enterprise
development, bank visits, etc); 46% - being valued/appreciated by family members; 45% - positive changes
due to increased income; 38% - learning from exposure visits; and 26% - art of negotiation/bargaining
power (with family, vendors). When asked to choose the greatest positive change, 82% pointed to increased
social bonding, 69% to increased confidence/self-esteem, 65% to improved decision-making, and 65% to
learning SHG management/financial literacy. (Annexure 7: Table 49; Table 50)

The top three positive changes that the women indicated as the result of the project - (a) increasedsocial
bonds among SHG women, (b) more confidence - increased self-esteem, and (c) improved decision making
in the household - point to the contribution of the project to the social empowerment of women. Sharing
the third place is - learning SHG management/financial literacy (savings) skills. This, again, is an indicator of
the women's movement towards self-dependence and thereby, empowerment!

Support from family members: 71% of the women acknowledge family members’ help with household
chores; 68% admit receiving moral support from their families; 61% have found allies within the family to
help convince the rest of the family for their participation in project activities; 52% have family members
helping with discussions with HiH staff on business opportunities; 44% have found help at home for
enhancing business capacities such as financial calculations; and 35% have families helping with procuring
raw materials & negotiations with vendors.

Support from family members is a booster for women’s empowerment. The families of women in the
project should be given credit for the support they have extended to the women in their quest for
empowerment.

It is evident from the responses of the women that the project has done a good job in moving the women
on the path of their empowerment. Women have begun to earn their own income and contribute to the
household kitty. From dependents, they have become bread-winners and derive a great deal of pride from

28| Page



this feat! Coming out of their homes, being associated with SHGs & other women have created a social
bonding among the women which they value highly. Setting up and running the enterprises have done
wonders to their self-esteem and the new confidence is showing in theirimproved participation in decision-
making within their households. These are great signs of their economic and social empowerment!
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3.2  DETAILS OF FINDINGS: FOCUS GROUP DISCUSSIONS

Thirteen Focus Group Discussions (FGDs) were conducted (112 participants) with members of 13 SHGs from
seven villages across Sangat Block in Bathinda District in Punjab and Odhan Block in Sirsa District in Haryana
and Project Staff (comprising Enterprise and Community Coordinators). The purpose of these FGDs was to
get their opinion on the implementation of the project, its effectiveness, impact, and their future-plans.

3.2.1 GENERAL DETAILS:

e All the groups have come together primarily for earning money independently and for social bonding.
Most of the women, barring the Chardi Kalan group and a small percentage in other groups, needed the
extra income for the family.

e All members in three of the groups were related to each other. Others were mixed groups with regard
to caste and economic status from across the village, barring Charda Kalan group which consisted of
women from well-to-do families. The equation seemed good within members of all mixed groups.

e Most of the women belonged to families that largely depended on agriculture for income. Agricultural
income being seasonal, the women were not able to give definite figures for monthly income. However,
most women, barring those from well-to-do families, indicated the family income as around Rs. 10,000-
15,000/- a month. One can presume that the staple food items would be taken care of outside of this
income as they were from farming families.

e About 1/3 of the women were articulate. Most of the remaining would speak upon prodding, but knew
what they were talking about and a small fraction of them were too shy/hesitant to speak. Mostly, the
women knew about the project, SHG/enterprise’s activities, trainings imparted by HiH and their
usefulness.

The groups have varied education levels. All are literate in three of the groups, with the level rangingfrom
under-matriculation to post-graduation. The other groups are a mix of literate and illiterate members. The
literate members take the lead in maintaining accounts and dealing with negotiations such as with banks
and vendors. There are, however, exceptions where even illiterate/less-literate women take equal part in
finding markets and negotiations. All women in all groups, except for one group and the elderly women,
take turns to undertake bank transactions regardless of educational background.
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3.2.2 FORMATION and STRENTHENING of SHGs

All the SHGs we met are functional SHGs.

All the groups start with meeting monthly or fortnightly. But once they
start an enterprise and its pace picks up, the meetings happen quicker
and even daily when the deadline for orders must be met.At the
monthly/fortnightly meetings, they discuss about the statusof their
funds, internal loaning, issues with the banks, and issues regarding their
enterprise.

All decisions are taken in a participatory manner.

All the groups have regular financial activities such as savings, internal
loaning, operating bank account. Some have accessed bank

Table 3: Age of SHGs

No. of
Age groups
Less than 1
year 3
1vyear 1
2 years and + 2
3 years and + 1
4 years and + 3
5years and + 3
TOTAL 13

loans. Six SHGs have received revolving fund from PSRLM and 12 (with the exception of Guru Ravidas

Group) have accessed insurance facilities.

The groups have varied monthly savings. Among the groups we met, 5 groups save 100/- per month, 7

groups save 200/-, and 1 group saves 500/-.

The women recollected various trainings received from the project team and resource persons - the
importance of working together, being there for each other, savings, SHG management, thrift & credit,
financial literacy, record keeping, operating bank account, enterprise motivation, skill trainings, cooking (!)

and so on.

They readily acknowledged the benefits of their association with the SHG as social bonding, saving,
Table 4: Types of

sharing knowledge, acquiring skills, self-confidence, access to creditin

times of need, managing family budget, getting various trainings,
freedom & confidence to get out of their homes, and
dealing/speaking with outsiders.
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Enterprises/ideas of SHGs
met during FGDs

Existing

Description

Groups

Tailoring

Non-woven bags

Leather bags

Pickle

Sanitary napkin

Bakery

2
2
2
1
1
1

Planned

Disposable glasses

Bakery

Tissue paper

Leather bag
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The women have managed to contribute 10% of the equipment cost for its installation from the group
savings. And where inadequate through individual contributions within the group.

The non-tailoring enterprises have a very good system of division of labour. Each member is responsible
for one part of the production or back-end/front-end process. This makes for smooth running and avoids
frictions.

They credit the project for finding livelihood avenues for themselves. They believe that the enterprises have
put money in their hands for themselves & their families and value the independence it brings. They believe
in themselves now and have the confidence that they can do anything they set their minds on. This has
enhanced their participation in decision-making within the family. They see more respect for themselves in
other people’s eyes within and outside their families, thanks to their association with the SHG and their
enterprises.

There have been hiccups which they have overcome with the help of the project team. Some are still
struggling. For example, the Baba Jhujhar Singh SHG and Guru Ravidas SHG — the makers of non- woven
bags, have dysfunctional equipment that requires capital investment for repairs. They are a demotivated
lot and require close attention of the project team. Their story is given in the box below.
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Box No. 1

The Problem
The Baba Jhujhar SmI '1"5 ()M& éuru Ravidas SHG Story

Formation: libllé)dlhl |llll]ll¢ll 3lll;.,ll Hllll :lllll l:lll u l"d\’llhl\ )llll )llll Y
Start of enterprise: 2019

Members: 10 each

Enterprise: Non-woven bag

Baba Jhujhar group has savings of 54,000/-; revolving fund of 15,000/- from PSRLM; and have invested
18,000/~ in business. They have not broken even yet. They should have 74,000/-, but do not because of
COVID disruption.

Guru Ravidas group has savings of 39,000/-; revolving fund of 15,000/- from PSRLM; and have invested
Rs. 35,000/~ in the enterprise. They have not broken even.

Both units received their first order in 2020 for stitched bags which they executed separately.

The groups have stitched non-thread bags and earned money earlier. Each group has 5 machines for this
activity. However, there is low demand for those bags and it is not a viable business.

They got orders from the refinery for inners and from HIH for masks. They executed the orders using their
stitching machines and made 70,000/~ (Ravidas) and 30,000/ - (Jhujhar).

Apart from the five stitching machines, each group has one non-thread machine and a handle cutting
machine.

The groups got training in non-woven bags in August 2023. Meanwhile, there was equipment breakdown
issue.

Each group now has only one functional non-thread equipment. The functional equipments complement
each other. Therefore, Guru Ravidas group has placed its equipment in the other group’s shed. Jhujhar
has executed an order using the facility. However, Ravidas group has not executed any non-woven bag
order. They have come to the Jhujhar shed only for training so far.

They have not even used the raw material left over from the training for making bags.

33| Page




Each group requires Rs. 1 lakh for another machine (as one machine is not enough to meet the orders and
keep all the members occupied) , 18,000/- for repair and about 50,000/- for rolling stock/raw material.
50,000/- because it is more economical to buy from the wholesale market, but you cannot buy in small
guantities there.

Order is not a problem. HIH team has 4-5.5 quintal orders in the pipeline. The machines and the raw
material readiness with the groups is the problem.

Suggestion: (1) Ask the buyer for an advance for the raw material. This will also reduce the risk ofthe
buyer rejecting a batch mid-way or at the end of production quoting quality of raw material.

(2) Access loan from government schemes such as those for MSMEs.

Issue: The banks are ready to give loans to the SHGs and have conveyed so to Jagadish. But thegroups
need to be ready and willing to do that.

The groups had issues with a buyer who rejected a batch mid-way through, preferring another
quality of raw material.

Suggestion: Make samples of bags with different qualities of raw materials to enable the buyers tochoo
the quality they require.

Issue: The women must buy in large quantities in the wholesale market whereas they require small
guantities for the samples.

Suggestion: For samples, buy the raw materials from the local market.

The women say that equipment is their main issue. If that is sorted out, they will handle everythingelse.
HMF is very clear that it will not give more equipment to either of the groups and wants them to
mobilise resources for equipment repair and sort their problems on their own.

Suggestions: (1) The groups, on an average, can produce 450 kgs of bags in a month earning a net profit
of 22,500/- (50/- per kg). One group runs its enterprise using both the equipment and pays rent to the
other group. With the rent money, after about a year, the other group invests in a new equipment.

(2) Each group uses the shed and equipment for 15 days in a month.

Sharing the premises is not acceptable to the Ravidas group because of it is too far for them.

A Ravidas woman said that it did not make any sense to invest more into this business. They had only
spent on the enterprise so far and not earned a paisa. She believed that only Jhujhar group had made
money.

Guru Ravidas SHG comprises entirely of MGNREGA workers except for Sarabjit Singh, the member who
has now become a CRP. This group finds the Baba Jhujhar unit too far. The members are willing to give/sell
their equipment to the other group and are hoping to get new equipment.

Guru Ravidas is ok with engaging only with thrift & credit. They see that activity as the main benefitof the
project.

The problem seems to be the demotivation among the women, especially in the Ravidas SHG. They do
not see any benefit from running this enterprise. They are disillusioned by not seeing any profit,break-
down of equipment, buyer rejecting the bags, etc. They do not see any hope of the business succeeding.
So, they do not want to take any loan and buy equipment or repair it. They worry about how to put
together even 18,000/- to set the equipment right.

It seems like the wrong choice of group for enterprise. Ravidas group is not inclined towards enterprise.
After the FGD, the project team updated us about other issues with the groups.

(1) The two groups have the money within the group, but have issues with irregular payments of loans
by members.

(2) The equipment that Ravidas group lent to Jhujhar group broke down when it was being used by the
latter. Therefore, Ravidas group feels that it should be repaired by the Jhujhar group and not by
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them.
The groups need to resolve these issues to move ahead.

e HIH Project Team also needs to put in serious efforts to motivate these two groups if the enterprises
have to be revived successfully.

3.2.4 IMPACT

The women are a confident bunch, thanks to the project and its efforts to
capacitate them and make them independent. The women have their
own income and feel proud to pitch into family expenditure, and plan
& manage family budget. Getting out of their homes without any
hindrance and negotiating with banks, vendors, etc., has opened a
new world to them. They have the confidence that they can
T s : achieve anything if they want to. Their words have a greater
weightage within the family and they see new respect in the eyes
of others too. They believe that the social bond with the SHG
women and the income from the enterprises is invaluable

to them and are the cause of the self-esteem they have gained.

Own income, self-esteem, freedom of movement/mobility,
participation in decision making —are markers of women’s
empowerment —social and economic. And it showed in the way the
women spoke during the FGDs, in the vigorous shake (in agreement) of
the quieter heads when the vocal members spoke. The

project has put the women on the path of empowerment and they are
willing to identify and mobilise other vulnerable women to help them form

SHGs! Women on the move forward pulling others along the path of empowerment......!!

3.2.5 SUSTAINABILITY:

The project initiative will be sustainable when the groups become entirely independent and can run the
enterprises on their own. At present, majority of the groups are entirely dependent on the project team
for sourcing, trouble-shooting, and finding buyers. Some of the groups have no idea where the material
comes from! However, on the happier side, members of some groups have begun to accompany the project
team for sourcing and for negotiations with the buyers. Some, such as Deep SHG, have even begun to
scour the markets on their own in search of cheaper raw materials and buyers.

Their lack of exposure is compensated by the women’s enthusiasm. They are very confident that they can
manage on their own very quickly even if the project team is not around.

The newer units consider the money received at the end of an order as profit (without considering the
production and running costs) and distribute it among themselves and contribute again when a new order
comes in. There is no plan for building working capital, maintenance, and contingency funds for future. The
project team needs to train the women in this aspect for secure operations and sustainability of the
enterprises.

In some enterprises, almost half the group comprises of senior citizens. Even though the women do not
admit it, this may impede the operations because of extra work that the younger persons need to put in.
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Other issues are:

In some of the enterprises, the husbands (of some of the SHG members) play an active role andtry
to influence and discourage their wives in furthering the enterprises.

In one the tailoring enterprises, one of the women goes around soliciting orders for herself. This can
impede the group dynamics leading to disruption of the enterprise.

The provision of almost-free-of-cost equipment seems to be attracting well-to-do women who can
start an enterprise easily with the major investment taken care of —without having to dip intothe family
money.

The Project will need to address these issues to ensure sustainability of its initiative.

3.3

DETAILS OF FINDINGS: INTERVIEWS WITH KEY STAKEHOLDERS

For this impact assessment process, a few key stakeholders were interviewed for their views on the
progress of the project and its impact. 7 interviews were held - with a Sarpanch, an ex-Sarpanch, 2 Resource
persons, 2 officials (together) from the donor - HMF, and two officers from the project team. While the
discussions with the donor team and the project officers were intense, their opinions were from an
‘involved’ perspective. An attempt has been made to reflect largely the perspective of the others who are,
to a large extent, ‘outsiders’ but involved in aspects of the project pertinent to their mandate and also
weave in the views of the ‘insiders’ in the end.

All of them were aware of the broad contours of the project and especially the component they
were involved with, except the Sarpanch, Ms. Satvir Kaur.

They were associated with the project as per the area of their expertise/operation, except the
Sarpanch.

They have supported the project in line with the mandate of their position.

They have seen the work of the project, visited a few enterprises and were impressed by the quality of
the products.

They believe that the project has made good progress towards addressing the priorities and needs of
the women in terms of their social and economic empowerment. It has made good inroads into getting
women into SHGs, training them with skills required for setting up enterprises, providing them with
required equipment and helped them market the products. The enterprises are chosen based on the
market for the product.

In their opinion, the project has benefitted the women socially and economically. They see the

following changes as pointers:

e The women have learnt new skills;

e They have begun to come out of their homes;

e They are becoming economically independent;

e Having learnt the ropes as part of the enterprises, some women have also started businesseson
their own;
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e A young SHG member has re-started her formal education, apart from being part of anenterprise;
e They are dealing with the banks and vendors on their own;
e They are seen with more respect in the community.

The resource persons found the trainee women very keen to learn, quick to absorb and capable. The
products they came out with during the training were so good that they could be marketed right away!
The women have good bonding among themselves and are open with each other. This will allow the
women to look out for each other and point out mistakes, if any, in the production process. The
presence of senior citizens in the groups, thus, is not an issue with food item production such as
bakeries. However, it is an issue where good hand and eye coordination is required such as tailoring.

Challenges: .
) . . There is a hostel for poor
e The resource persons stressed the need for being quality- conscious girl students at Village

and the need for constant practice to attain and maintain the Chattha, Sirsa, Haryana.

required quality. The girls need some skill-
e Age of the women, especially in skills that require hand and eye building to enable them

coordination. become job-worthy or
become entrepreneurs
after their studies. The
) > girls, since they are too
sustainability: young, cannot be part of
an SHG. We suggest that
the project help find a
trainer/agency for

They had suggestions for the project for more impact and

e Further investment in women'’s skills in different aspects such as
embroidery for the tailoring unit women. . : .

. . assessing their aptitude

e More market linkages/orders for the enterprises. and helping them with

e There are more women in the villages who are not yet part of the skill-building.

SHGs. Mobilise them into SHGs and get them to start enterprises.
E.g., at least ten more SHGs can be formed in Gurthari village, Sangat
Block, Bathinda.

e The project should compete the loop. For example, it should not only help the women in acquiring
skills and setting up enterprises, but also teach them to be quality-conscious, and package the
products well (even if it means getting additional equipment) to market them better.

e The project should ensure that the groups taking up tailoring enterprises should comprise of women
younger than 40 years. Older women will not have a problem with trades such as bakery. But
tailoring requires sharpness of eyes and deftness of fingers which get affected by age. This will affect
the quality of the products coming out of a unit, and bring down the marketability.

e Encouragementand incentivisation in the initial days will motivate the women to keep up the efforts
till regular orders start coming in.

e Keep the women occupied; let them not remainidle. Idling will make their skill rusty.

e Maintenance of the equipment should be done by the women themselves to ensure cost-
effectiveness and smooth running of the machines.

e Arrangements for loan for working capital at low rates of interest.
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Sustainability of the project:

The stakeholders felt that the women would be able to carry forward their businesses even when HiH
was not around provided the hand-holding by the project team continues for a while, till the groups and
enterprises become stable and mature.

Even if the enterprises fail for some reason, the quality of the women’s products is so good that they
can run on their own. For example, two women can set up a boutique; even if they get two stitching

orders a day (the normal average is 5), they can still make a profit of 600/- by working for 2.5-3 hours.

Box No. 2

The Insiders’ Take — The Donor Team and the Project Team |

At the outset, the HMF team believes that the project has done well in the first year of thisphase.

Running enterprises and the changes they bring to the lives of the people are important to HMF. It rated
the project 7 for the year’s performance on a scale of 1-10 with 1 being the lowest — with 70%of the
enterprises working well.

The most important aspects of this phase, for HMF, are:

1) Revival of non-functional SHGs;
2) Revival of non-operational enterprises; and
3) Market linkages.

HMF believes that while the project has done well on 1), it could have done better on the other two, -
that it was possible to achieve these given the injection of HR resources into the project, including a
marketing team. On checking this information with HiH India, the team however added that they do have
a dedicated marketing team that has resulted in improved enterprise up-gradation in a rather short span.

They had high praise for the marketing team which has worked diligently and tirelessly to try andachieve
the targets, and were very certain that the project would pick up good pace very soon.

The Project Team is happy that the project has done well during the year.
However, it believes that 80% of the enterprises are doing well.

Strengthening of existing enterprises

Out of 32 existing enterprises to be strengthened in this phase,

i) 19 have completed full cycle of enterprise development (comprising Machine operationalization,
Technical training, Market assessment, Exposure visit, and production and Market linkages in that
order)*. This includes 9 (15 as per the project team based on field realities) which were non-
operational at the beginning of Phase 2.

ii) 7 arein the production stage and are awaiting market linkage.

iii) 2 are complex cases that cannot be resolved. HMF is in agreement on this and is willing to
provide equipment to start one unit as a new enterprise.

iv) The balance 4 are work-in-progress, - problematic, but being sorted out.
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*Evaluator’s Note: The Jhujhar-Ravidas SHG enterprises are counted among the 26 operational units
mentioned under i) and not considered as a problem unit by the project team. Their problems are
described in a box earlier in this section. According to us, till such time that these two groups sort out their
inter-loaning and equipment issues and start functioning fully as enterprises, they will remain problems.
They are obviously not easy to resolve because during the FGD and thereafter, all facts werenot made
clear to us. According to the Project Head, Jhujhar group can be considered as having completed the cycle
of enterprise development. So, that makes it 25 running enterprises in reality. TheBaba Ravidas group may
want to revert to being only an SHG.

Market linkages

The HMF criterion for success of an enterprise is the achievement of market linkages (orders) equivalent
to 3% of capital cost each month for six months — within the six-month period of startingthe unit.
However, the approval-query-resubmission process takes up almost six months making it difficult to
keep up with this deadline.

Suggestion: An understanding should be reached between HMF and HiH to start the six-month deadline
for market linkage from the time of approval of the proposal.

New enterprises
Out of 18 proposals for equipment of existing/old SHG groups submitted in early 2023, 4 have beenacceptgq
and the remaining 14 resubmitted with required clarifications in May-June 2023.

1) Out of the 18 new enterprises to be set up, 4 have completed the cycle of enterprise development
including market linkages.

2) Out of the 29 running enterprises {25 from (i) and ii) above and iv) from above}, 23 have been
linked to the market already.

3) 6 of the 25 existing enterprises have achieved 3% market linkage criterion in 6 months after
operationalisation.

Just like the HMF team, they were very confident that results of their efforts will show soon.

New groups/enterprises

90 new groups were formed during 2022-23. 13 of these groups will be prepared for starting
enterprises in the next year — one of them being the one mentioned in 1 (b) above. This is apartfrom
the 18 enterprises from new groups which was the target for 2022-23.

For the period 2023-25, the target for formation of new SHGs is 200 (140 in the first year and 60 in the
second year). The geographical coverage will expand to 10 more villages making it 21 villages. 30
enterprises will be formed in the second year from the 140 SHGs formed in the first year. Thus, 43 new
enterprises will be formed during the period 2023-25.
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4 PERFORMANCE ON OECD-DAC CRITERIA

The Development Assistance Committee of the Economic Cooperation and Development (OECD/DAC) has
laid down criteria for evaluation of a development initiative. While they have been expanded since, the
original five criteria are the most relevant and practical for the development world and are the most widely
used. They are - relevance, effectiveness, efficiency, impact and sustainability. These criteria provide a
normative framework used to determine the merit or worth of an intervention (policy, strategy,
programme, project or activity). Inthe instant case, equity is also incorporated as a criterion to assess the
extent to which the interventions are accessed by different social groups, specifically vulnerable
communities. They serve as the basis upon which evaluative assessments will be made in this assignment.

4.1 RELEVANCE

Relevance is the extent to which the initiative is suited to the priorities of the target group. Itanswers the
question: is this what is required?

e Women in Sangat Block of Bathinda District (Punjab) and Odhan Block of Sirsa District (Haryana) are
the primary focus of this project. Despite the economic prosperity in the above two districts, the
status of women is low as they suffer from deep rooted gender disparities and are excluded from
partaking in the economic development of the State. Cultural and socialbarriers do not allow women
to work outside their homes for a wage and this is a big hindrance to their participation in the labour
force. Getting women to participate in the economic and social life of the village/town and
facilitating their move towards an independent livelihoods path are critical for achieving equitable,
inclusive, and sustainable development of the districts. Therefore, the project is rightly focussing on
the women in one block each in the two districts to ensure equal opportunities for women. While it
seeks to promote women’s empowerment by creating 147 SHGs (i.e., approximately 1,470 women)
in the 11 project villages and capacitating them to develop enterprises as a livelihood avenue, it is
keeping a special look-out for women from the poor and vulnerable households, as per the
mandate of HiH India. This is pertinent given the baseline data which showed 28% of the
households with a monthly family income of less than Rs. 5,000/- and half the respondents with less
than Rs. 10,000/-, 21% with BPL cards and 14% with MGNREGA cards. 20% of the families earned
from farm and non-farm labour; 29% were illiterate and 21% studied upto primary school.

e The project is going in the right direction in mobilising eligible, vulnerable women as the monthly
family income range with the highest concentration in the end-line, i.e., 5,001-10,000 seems to have
increased by 86% as compared to the baseline.

e The biggest benefit of being part of the SHGs seems to be the increase in self-confidence among
the women. Apart from this improvement in self-esteem, the women have also benefitted from
increased participation in decision-making, more value in the household & community, negotiating
skills, savings, access to credit, social bonding, sharing knowledge, acquiring skills, financial literacy,
capacity building, freedom & confidence to get out of their homes, and dealing/speaking with
outsiders.
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4.2

The outputs and activities of the project are well designed to ensure progress towards intended
impact. For example, enterprise motivation, proposal development for enterprises, enterprise-
specific trainings exposure visits, facilitating market linkages and hand-holding areall activities that
feed into setting up and running enterprises.

The project model is to get the women together in groups, invest in their capacities, and help them
set up viable enterprises. Alongside, it is also investing in existing SHGs and enterprises from Phase
| to rejuvenate/revive them. This investment, the project designers believe, will aid the women in
finding/utilising their agency for increased decision-making, social capital and economic
independence leading to their social and economic empowerment. The model has worked well. It
has successfully set up 90 new SHGs, rejuvenated 67 existing SHGs, revived 24 non-operational
enterprises and set up 4 new enterprises.

EFFECTIVENESS

Effectiveness is a measure of the extent to which a project activity attains its objectives.

(i) Progress towards Objectives:

When we examine the progress towards objectives, we find the following achievements:

Table No. 5: Progress against Objectives
3 Objectives Planned | Achieved Achievement
No. Status
To form 80 new SHGs with 800 women with
1 bank account opening and capacity Fully achieved
strengthening 80 90
To identify and build capacities (refresher)of .
2 |67 existin; SHGs ° ( ) 67 57 [
To provide support for establishment of 18 18
3 new enterprises with appropriate capacity 10 | Partially achieved -
building, exposure visits and market Average
linkages 18 4
To provide value-added integrated supportto 32
4 strengthen 32 exis.ting e‘nt.erprises with 30 T e
appropriate capacity building, exposure
visits and market linkages 32 19

The review of the above achievement against indicators shows that the progress towards

the objectives are largely achieved.
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(ii) Achievement of Project Objectives:

e Objective 1 of the project was to form 80 new SHGs — by mobilising 800 women @ 10 women per
SHG with bank account opening and strengthening their capacities with training in integrated
aspects of SHG management, Financial literacy, and Enterprise motivation & development.

The project has exceeded the target of this objective and formed 90 SHGs complete with opening of
bank accounts related trainings for strengthening the SHGs and motivation for enterprise development.
Excellent team of Community Resource Persons has zealously identified and mobilised left-out, eligible
women to form SHGs. However, in its zeal, the project team has also mobilised some well-to-do women
who cannot be categorised as ‘marginalised’” or ‘poor’. Fortunately, their number is limited. But the
project team needs to be mindful of the eligibility criteria for SHG membership.

e Objective 2 of the project was to identify and work with 67 old (existing) SHGs — and provide
Refresher Training on SHG management, bookkeeping, documentation, and enterprise
development & management. Of the 67 existing SHGs, 10 defunct SHGs should be revived.

The project has worked with 57 SHGs including 41 defunct ones during the assessment period ensuring
regular meetings, thrift & credit activities, timely repayment of loans, maintaining booksof accounts
and operating band accounts. Refresher trainings were conducted in SHG Concept and Group
Management, SHG Development and Enterprise Motivation, Leadership training, Book Keeping,
Enterprise strengthening, Financial literacy and Skills. It is noteworthy that the project has revived
defunct SHGs against a target of 10. The project team has done an excellent job of capacity building and
re-motivating the members of the old SHGs especially with those who had issues with irregular savings
and non-repayment of loans when they went defunct.

e Objective 3 of the project was to provide holistic support to 180 women (18 SHGs) to enable them
to establish 18 new enterprises - with up-skilling, enterprise management, finance management,
documentation, and market linkages (for 6 months).

The project has identified 18 SHGs whose group management was good and who seemed capable of
starting & running an enterprise; identified the products that the enterprises could produce after
assessing each group’s capacities, the prospective market scenario & the sources of raw materials; and
prepared viable business proposals and submitted to HMF for approval. HMF checked the health of the
groups through FGDs & documentation perusal and broadly agreed on the products for each enterprise
before embarking on a thorough review of the proposals. Meanwhile, the project team trained the SHGs
in enterprise management, finance management, documentation, and such enterprise-related subjects;
and arranged exposure visits of the groups to successful enterprises dealing with their products for first-
hand learning and establishing networks. Approvals were received for 4 of the proposals from HMF.
Once the equipment was received around May-June-July, the machines were operationalized, and
intense hands-on, technical trainings were conducted for members of those 4 SHGs including sample
preparation. The samples were shared with the prospective buyers and the interested buyers placed
orders with the enterprises. An excellent marketing team, thorough with group assessments & market
scan and capacity building was the force behind development of business proposals for all the 18
proposed new enterprises. After approval of 4 and return of the balance with queries from the donor,
the project team diligently responded to the queries for re-submission.
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Speedy actions were required to achieve the setting up of 18 enterprises. The time taken for submission
of proposal to the donor, approval/feedback process, re-submission after addressing queries have taken
half the year. There is a need to speed-up the processes. The project team and HMF need to review
and hasten the process. This was an achievable objective if not for bad time management.

e Objective 4 of the project was to provide value-added integrated support to 320 women (32 SHGs)
to strengthen 32 existing enterprises - with support of up-skilling; business management, finance
management, market linkages (for 3 months); exposure visits, andenterprise documentation.

The project has done well to revive 9 (15 as per the project team based on field realities) non-
operational enterprises and in all, support 19 of the 32 enterprises complete full cycle of enterprise
development including market linkages during the span of the year. The team has assessed each of the
enterprises, diagnosed the problems, taken action to address them while keeping HMF in the loop all
the time. Capacity building exercises have been repeated for all of them. 4 have complex issues, but
solvable and are work-in-progress. One is showing disinterest in the enterprise and wants to opt out;
but the team is still working with it to see if a workable solution can be found. Two are very complex
with un-revivable issues. HMF has also investigated the case and agreed that the issues are un-
resolvable, and has also agreed to treatone of them as a fresh case with new funding. So, as of now, 19
are operational with market linkages, 7 have completed early stages of enterprise development and are
in the production stage, awaiting market linkages, 4 will be resolved soon, 1 will be a new case, 2 may
have to be treated as closed enterprises with only SHGs functioning.

The marketing team is to be lauded for its perseverance with the members of the non- operational
enterprises, innovative thinking for resolving their issues, and getting 9 (15 as per the project team
based on field realities) of them re-started. The project team is still working with four of the remaining
units to find a solution to their issues and operationalize them. They are very confident of succeeding
in getting 30 out of 32 on their feet with the balance two of them remaining as SHGs.

(iii)  Training Programme Design: The training modules are prepared by the HiH India Training Institute
which have been field tested and used in its projects all over the country. The training contents and
design are simple and not heavy, keeping in mind the person with the least/no literacy in mind. The
basic capacity building trainings were delivered by project staff who were trained by the senior
professional in the project team, and were conducted in a participatory manner. Where necessary,
especially in skill-specific trainings, resource persons were brought on board after a market scan and
checking of credentials. The trainings with new subjects, such as enterprise-specific skills, were
conducted in an intensive, hands-on manner, and leisurely duration to give the trainees enough time to
absorb the teachings, identify their doubts and get them clarified during the programme. The resource
persons and project staff were readily available if the trainees had questions even after the training -
during the production process in their enterprises. Most importantly, the women acknowledge the
contribution of increased knowledge/skills towards their empowerment. 91% of them perceived
increased knowledge as the most valuable support from the project team towards strengthening of
their SHGs and development of enterprises. This points to the relevance and quality of training
conducted and organised by the project.
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(iv)  Utilisation of the Trainings: Utilisation of the trainings offered by the project are evident in the
increase in their self-esteem, decision-making, mobility, and getting more value from the family &
community. The knowledge and confidence to deal with the outside world that has resulted from the
intense trainings is evident in the increased percentage of women (by 120%) who visit the bank several
times in @ month and (by 84%) in those who visit once a month by 84%, and a corresponding decrease
(by 90%) in the women who visit the bank only once a year or less, 60% reduction in women in visit only
once a quarter and 23% reduction in those who never visits the bank. 94% of the respondents can
calculate income, expenditure and profit from the enterprise. Women stepping out of their homes,
interacting with officials, negotiating with the vendors & buyers, and handling their money
themselves is a very positive sign in a traditionally patriarchal belt...... — an obvious result of the
learning’s put togood use by the women.

(v) The experience of creation and management of enterprises has led to women accessing more
economic opportunities for themselves. For example, having learnt the ropes as part of the enterprises,
some women have also started businesses on their own; a young SHG member re-started her formal
education, attained a degree in fashion design and helped her father set up and run a boutique. The
biggest economic opportunity is their ability to contribute to and support the family in crisis and
regular household expenditures — an opportunity to showcase their economic empowerment!

4.3  EFFICIENCY

(i) The project activities have been implemented in a timely and cost-effective manner.

(ii) Training modules and the materials were found sufficient for the SHG members to create/strengthen
the enterprises. Every topic was clearly defined and categorised in the modules. The modules were
prepared keeping in mind the least literate among the trainees. Feedback was invited from the
participants post-training and assessments were undertaken to include learning’s in the next round of
trainings.

(i) Training of Staff and Trainers: HiH India has a training college which prepares modules on various
mobilisation and capacity building topics pertinent to its work in the field. Senior professionals are
trained at the College. The Enterprise Development Coordinators and Community Coordinators are
trained on the modules by the Senior Professionals in the project team prior to the training of the
women. Refresher trainings are also conducted from time to time.

v) The level of involvement of the stakeholders seems good with regard to the resource persons and the
donor. The resource persons readily respond to women who call them with doubts and issues during
the production process in their enterprises and help them solve the issues.

The donor team interacts very closely with the project team and is fully involved in the project
activities. This is advantageous to the project team as it can resolve issues in a timely manner. The
flip side is that the community tends to disregard the project team and approaches the donor team
directly when the former is not amenable to its ideas.
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With regard to the elected representatives, the woman Sarpanch we met does not seem to know much
about the project. Of course, she is only a few months into her role as Sarpanch. She, however, knows
peripherally about the project from the Community Coordinators. An ex- Sarpanch seems fully involved
with the project. Being an active local politician, he knows about the project activities and actively helps
the team in identification and mobilization of women. However, he has also made an SHG of women
from his household and relatives which is headed by his wife, and controls it himself. He is demanding
for a tractor to be given to this group so that he could use it in his agricultural practice. The project
needs to identify such bogus SHGs controlled by the men and avoid promoting enterprises for such
groups and not cater to their demand for equipment that cannot feasibly be for an enterprise run by
women. This throws up the question about the need for involving the local government in project
activities. While it is good to involve the local government in the project activities as a rule, it is risky
to involve them in highly patriarchal communities where the local politicians can use their influence to
benefit themselves or to block groups of people who are not amenable to them thus impeding the
proper implementation of the project.

The project has done well to keep in close contact with the resource persons and the donor team. It has
made use of local politicians in areas where there is resistance to SHG formation. The resource persons
have been identified well. In fact, the resource persons are willing to help with finding market linkages, if
necessary, which is a resource the project team can tap on. It can also involve the resource persons in
celebratory events to deepen this relationship. The project would have done well to establish linkages with
the local administration while closer linkages with the localgovernment is an issue that HiH and HMF need
to decide on.

4.4 IMPACT

(i) The most positive impact of the project is the women’s knowledge, social and economic
empowerment. The women have found a new self-belief thanks to the capacity building, SHG formation
and enterprise development initiatives. They believe in themselves now and have the belief that they
can achieve anything that they set their heart on. The independent income has given them the
opportunity of becoming equal partners within their household through contribution to the household
expenditure and participation in decision-making. This enhanced self-esteem has given the confidence,
freedom and capacity to not only step out of their homes, but also to visit banks regularly, handle their
own money transactions, operate their own bank accounts, liaise with bank officials, negotiate with
vendors, buyers & project team, scan even far-away markets for sourcing more economical raw
materials & latest trends in products. They rate their increased technical knowledge and digital fluency
— traditional male bastions — highly among benefits of the project. Their words carry greater weightage
within and outside their homes now. All these changes are great signs of women’s economic and social
empowerment!

(ii) The women have increased their knowledge and learnt new skills in SHG formation/management,
thrift & credit leadership, book-keeping, budget preparation, financial literacy, digital literacy,
negotiation, conflict resolution, enterprise-specific technical skills, and enterprise management. They
can operate their own bank accounts now and calculate profit or loss of their enterprise.
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(iii) Almost half the women are earning monthly profits in the range of Rs. 3001-4000. 10% of the women

are the highest earners in the 4001-5000 range, with 37% being the lowest at 1001-3000 range. The
average individual monthly profits are Rs. 3,726/-. Reviewing the average income of the families, one
can see that the highest average family income range of 5,000-10,000 (42% of the families) rose by
86% from the baseline (in just one year!). This can clearly be seen as thecontribution of the women’s
earnings from enterprises.

(iv) The project has clearly contributed to reduction in gender disparities with regard to income and

(v)

opportunities as is evident from the contribution of women into household kitty, their active
participation in the setting up and running of the enterprises and their status within and outside the
families.

Majority of the enterprises are run entirely by women. However, in some of the enterprises (4
enterprises), the male members take a keen interest along with the wives in enterprise development.
A strategy needs to be developed to ensure that the power equation changes in the latter. The project
can consider not acceding to requests for equipment such as tractors which are obviously operated by
men and used in agricultural fields or choking such enterprises of all project activities like training, value-
added services, etc.

(vi) There are certain not-so-positive features/fall-outs of the project that need special strategies by the

4.5

project for redressal. And all of them seem to be stemming out of the provision of almost- free-of-cost
equipment under the project. While this is a fantastic opportunity for the women in the project area
with the biggest investment for the enterprise being taken care of, it can attract unwanted attention
and elements to the project such as husbands/men of the members wanting to control the groups to
access equipment that can be used by them, or women from wealthy households wanting to start an
enterprise easily without using family money. The same avarice is unsaid, but present, in the case of
women offering their home sheds for the enterprise with the hope of owning the unit if the women’s
enterprise fails. Apparently, women opting for tailoring as an enterprise option is also because they
see the opportunity to claim at least one machine as their own.

SUSTAINABILITY

()

The project initiative will be sustainable when the groups become entirely independent and can run the
enterprises on their own. The resource persons, while seeming confident about the project’s
sustainability, share the same opinion, and stress the need for the presence of the hand- holding till the
time the groups and enterprises become stable and mature. The women too are very enthusiastic about
their ability to run the show even after the project comes to an end.

(ii) Dependence of the groups on the project team for sourcing raw materials, trouble-shooting, and

market linkages is a product-production related challenge. This can be mitigated by diligent capacity
building and intense training of 4-5 members from each group to head different aspects of the
enterprise activities.

(iii)  Product redundancy, quality issues are challenges that will be ever-present. Value addition tothe

products, product enhancement to keep up with the market trend, ensuring quality and packaging are
aspects that will ensure sustainability.
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(iv)  Soliciting for individual orders by members and advanced age of members are challenges thatcan
affect product quality, the group dynamics which can threaten the existence of the enterprise.The
project should invest in group strengthening and team building exercises for the former. It may
consider age-limit for membership enterprises, especially those that require keen hand-eye
coordination, for the latter.

(v) Distribution of gross profit among the members without considering the production and running costs
and without making provision for them in the form of working capital and contingency funds is a major
risk which may lead to a financial crunch and collapse of the enterprise. Capacitybuilding of the
educated in the enterprises in financial management is required for secure operations and sustainability
of the enterprises. Building a cadre of professionals from among the women who can be hired by the
enterprises is another option. The project may also consider arranging loans for working capital at low
rates of interest.

(vi)  Takeover of the enterprises by the men/husbands or by the member-owners of the work- sheds
once the project comes to an end is a major risk.

(vii) Federating the enterprises under the project is an option to address most of these risks and
challenges. Affiliation of the enterprises to a professional institution is another option that can be
explored. These options will ensure democratic functioning of the enterprises, adherence to statutory
obligations, provision of expertise in different aspects of the production and marketing,and advisors,
where necessary.

4.6 EQUITY

1) The primary focus of the project are women from 11 villages across Sangat Block of Bathinda District
(Punjab) and Odhan Block of Sirsa District (Haryana). Both the states are highly patriarchal and,
reflecting the same, both the districts are known for the low status of women who are traditionally
excluded from participating in the labour force. The project focuses on empowering women through
SHG promotion, capacity building and enterprise development. The project has successfully contributed
to the social and economic empowerment of women in the project area as is evident from the increased
self-confidence, mobility, individual incomes, their ability to contribute to the family expenditures,
participation in decision-making within the family, negotiations within and outside the family,
commanding respect from the family and community, and most importantly, setting up & managing the
enterprises. It has, thus, contributed to a reduction in gender disparities in income and opportunities.
It has done well on the equity score.

Summing up, on examination of the project initiatives using the OECD criteria, it is clear that the project
has been successful in terms of its relevance, effectiveness, efficiency, impact, and while it shows
encouraging signs on the sustainability, it needs some work. Examination through the equity lens shows
that the project is built around the belief in woman power and has worked towards social, economic and
knowledge empowerment of women.
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5 CONCLUSIONS AND RECOMMENDATIONS

i)

i)

v)

This impact assessment concludes that the project is well implemented with its primary
objective of social and economic empowerment of women in a project area known for the low
status of women. The project does well in the comparison of the baseline and end-line findings.
With regard to the objectives, they are largely achieved (82%) with encouraging trajectory in
the partially achieved objective.

Given the background of the COVID disruption in the last year of Phase 1 and the long gap of
over 1.5 years between the closure of that Phase in February 2022 and the onset of Phase 2 in
October 2023, the project has done well in capacitating 57 SHGs and forming 90new ones;
strengthening 19 enterprises, including revival of 9 (15 as per the project team based on field
realities) non-operational enterprises and establishing 4 new enterprises — complete with
marketing linkages. Supporting the old enterprises and new enterprises with integrated business
development, finance (profit and loss), upgrade enterprise development training and facilitating market
linkages, the project has supported 23 enterprises with regular market linkages. It is a commendable
effort of the project in helping the women move on the path of social and economic empowerment. The
project team should be applauded for the achievement.

The progress in the SHG Creation and Strengthening component is substantial -exceeding the
target in establishing new SHGS and largely achieving the objective of building capacities of
existing SHGs. It is pertinent to note here that 41 of the SHGs whose capacities were built have
been revived from defunct status (as against the target ofrevival of 10 defunct SHGs). While
forming SHGs, it is important for the project team to be mindful of the eligibility criteria for SHG
membership and mobilise only marginalised/poor women into SHGs.

The progress in the Enterprise Development component is satisfactory— with the
operationalisation of the existing enterprises being largely achieved, and establishing new
enterprises partially achieved. However, there is a need to review and hasten the process of
preparation, submission and approval of business proposals to ensure timely take-off of
enterprise activities.

The model of getting the women into groups, building their capacities, and getting them toset
up enterprises for their social and economic empowerment has worked. It is very satisfying to
hear the women talk about their new-found confidence, mobility, negotiation skills and
economic independence! All in all, a well-designed project, implemented well.

The project needs to build more capacities, set up systems for smooth running of the enterprises, and
hand-hold the enterprises till they become stable and mature enough to carry on independently.
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RECOMMENDATIONS: The process of the impact assessment threw up some recommendations:

i) Project duration till 2026. One year is too short a time to expect any impact. The Phase 2 needs time to
deepen the work, consolidate the completed activities and set up systems to ensure sustainability of the
efforts and long-lasting changes in the women’s lives. The project duration should ideally be five years to
ensure the long-lasting changes. If not, at least a 3-year extension before one looks at the impact of the
initiative.

ii) Focus on Persistently Excluded Groups: The project should saturate the existing 11 villages before
expanding its work to other villages. Efforts should be made to include all the poor women who are not yet
in the SHG fold and bring them into the SHG fold and thereafter, the enterprise mould. This may need
special strategies to be developed.

iii) Deepen the Women’s empowerment process. The project has set up/revived 147 SHGs and 23
enterprises. There is a need to set up and strengthen the governance structures and systems within these
institutions to ensure sustainability with equality and unity among the members. Build the capacities of
women to stand as guards against any disruption or co-option. This is important to safeguard against
domination by any individual/s within the group or take-over by outsiders including husbands/men.
Moreover, a lot of the women the evaluation team met are unlettered. Thiswill hamper their progress
towards empowerment. This would be beneficial to the women in their daily lives and to the group wherein
they can understand and perform the activities in an informed manner.

iv) Strengthen the enterprises. This is important to ensure that the businesses run unimpededunder any
circumstances. Some suggestions:

e Select the women for enterprises based on aptitude, interest, entrepreneurial mind-set.

e |dentify the trade after an assessment of the group’s entrepreneurial ability, organisational
skills, risk-taking capacity, and aptitude vis-a-vis role matching. While this was done by the PIT,
it needs to be done with a sharper focus.

e Impart intense training and build the capacities of 4-5 women in each enterprise to head
different aspects of the enterprise activities.

e Invest further in group strengthening and team building exercises to forestall any disruption in
the group dynamics (such as soliciting for individual orders instead of enterprise).

e Ensure provision for working capital and contingency funds in each enterprise. Arranging for
working capital at low rates of interest is another option.

e Register the enterprises under MSME to access government schemes, subsidies and loans.

e Help strong enterprises to develop a plan for expansion (including space, machines, hiring,
maintenance, marketing) including a budget and souring for capital.

e Develop Marketing Options for the Enterprises. Explore marketing options that areunique
to the product, locality, and situation. For example, periodic mela of project enterprises at
the HPCL township, participation in fairs & exhibitions organised by government and other
entities, systems & options for strong enterprises to bid for largecontracts, development of
product catalogues/brochures.
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v) Establish linkages with PRIs and government administrative structures. These linkages
are important for sustainability of the initiatives. However, linkages with PRIs are not
without pitfalls, especially in feudal societies. Examples of PRI representatives wielding their
power to accrue project benefits for themselves or their kith & kin exist in the project area.
Necessary safeguards need to be built into the project before taking a step forward in this
direction.

vi) Iron out Operational Wrinkles.

For example, delays in the enterprise proposal making and approval processes make it
difficult for the project team to meet the HMF criterion for success of an enterprise i.e., the
achievement of monthly orders equivalent to 3% of capital cost for six months — within the
six-month period of starting the unit. Similarly, they are leading to loss of seasonal markets
such as festival, wedding seasons and school re-opening time for tailoring units.

HiH and HMF need to discuss ways of addressing these. Both should explore ways of
shortening the time taken. Alternatively, at least in the former case, HMF and HiH should
agree on starting the 6- month deadline for market linkage from the proposal approval time.

Summing up the evaluation report, it needs to be mentioned that the project has been
well implemented by the HiH India team with meticulous planning, effective implementation,
regular and strict monitoring from top management and excellent coordination both, among
the project implementing team members and also between the HPCL-MF and HiH India
teams. All this has resulted in significant impact in the lives of the SHG beneficiaries, even in
the short duration of the project. Going forward, the duration of the project needs to be
longer and focus on enterprise development and market linkages should be sharper as
women seemed energized to take on more work related to enterprises. There has been an
increase in the levels of confidence and social ties among SHG women and there is a need to
capitalize on this enabling foundation. SHG women also seemed to have gained confidence
from the sustained training (at regular intervals) and handholdingsupport provided by HiH
India teams and are ready for entrepreneurial opportunities. The next phase should
capitalize on the solid foundation laid on this phase!!
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ANNEXURES

Annexure 1
OECD-DAC EVALUATION FRAMEWORK
OECD
Eval.uat.lon Specific questions considered for the End-line Evaluation
Criteria
(REESI+E)
Relevance i) To what extent does the project align with the development priorities and needs of women in the

intervention villages?

Did the program mobilize and form rural eligible women as SHG members?

Have they benefitted from SHG memberships? If yes, then in what ways? — Social capital, savings,
knowledge enhancement, bank a/c etc.

Are the activities and outputs of the program consistent with the intended impacts and effects?
To what extent is the present model relevant and appropriate, and how does the model work?

Effectiveness

ii)

iii)

iv)

How well were the training programs and accompanying efforts designed/planned, and how they
contributed to achieving the project goals? Financial literacy, Development of Skills Business,
marketing?

How effectively the trained women are utilizing the enterprise development and market linkage
support offered under the Project for creating/strengthening the enterprises.

Have the group-based enterprise creation initiatives led to increased economic opportunities for
women?

Has SHG membership enhanced their social process of empowerment in terms of mobility,

income generation, and decision-making of these women?

Efficiency

Have the activities been implemented in a timely and cost-effective manner?

Was the program implemented within the original timeframe and budget?

Whether the training modules and materials are sufficient for the SHG members to
create/strengthen the enterprise? Or can it be improved?

Are the staff and trainers adequately trained to manage to implement the program?
Was the level of involvement of the stakeholders sufficient? Is there a need for deeper

collaboration in future projects or phases?

Impact

Did the women learn new skills, and knowledge in the Project? If yes, what were the new skills, and
knowledge?

Did the income of the beneficiaries improve or decline due to project interventions, and if so, to
what extent?

Did the women have some control over their enterprises? If yes, then in what way?

Has the project contributed to a reduction in gender disparities in income and opportunities?

What other impacts (positive or negative) did the intervention have on the wider community?

Sustainability

i)

i)

Do stakeholders feel that the activities can be sustained at current levels after the program's
conclusion? What are additional inputs necessary to achieve sustainability?

Are there mechanisms in place to ensure the continued functioning of SHGs and the sustainability
of the enterprises created?

What risks and challenges might affect the long-term sustainability of project outcomes, and how

can they be mitigated?
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iv) What are the necessary components for the successful handover of activities, as modelled by this

program? What were the lessons learned?

Equity

ii)

Were the interventions inclusive and beneficial to the underprivileged women or women from
vulnerable groups?

Have gender relations become more equal and/or are women more empowered as a result of the
project?
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HMF - BASELINE SURVEY
(A) - General details -MH I

Name of the Village/Ward No. iz wram

(CSekho - Ay

(OPakka Kalan T &
(OChak Hira Singhwala - g g f-RweTsT
(OPhallar - e&d
(OGurthari - E_I_EI'EEﬂ
(ONaurang - Bdan
(OHassu - E\IJB

(OKhokhar - 84d

OAssir - WHIJ

(OChatha - 9&T

Origri - f-3ardt

Name of the Village Panchayat - Ygrfez era™

Osekho - 78

OPakka Kalan - Y T q&f
(OChak Hira Singhwala -d RicHEUIEEY
Ophallar - @%d
OGurthari - JIIgd!
(ONaurang - Jdd1
(CHassu - J8

(OKhokhar - 84d

OAssir - »HId

(OChatha - 9&T

(OTigri - f-3ar3

Name of the Block - & T €T &T™H

QSangat-ﬁEl'B
(O0dhan - BU&
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Name of the District - f?l'&;\ TTAO™H

(OBathinda (Punjab) - fad3 (lTFlTH)
(CSirsa (Haryana) - forgm (m)

Name of the interviewer - ﬁ?ﬁ%@??’ o™

(CAmandeep Kaur - WIH&TI g
(OKuldeep Kaur - 3[8?'11[3?3
(OBaljeet Kaur - %13 &
(ORandeep Kaur - I g
(Cvarabjeet Kaur - AIgSH13 I9
(OSukhdeep Kaur - E’Hﬁug{a
OAarti - W31

(OKaramjeet Kaur - JIHAIZ g
(CBasveer Kaur _gAdI 99
(Binder Kaur fd9eg g
(Manpreet Kaur WBHH“

Date of the interview - fﬁ?ﬁl@g st

B. SOCIO-ECONOMIC PROFILE OF THE RESPONDENT - HETEE 3T T@THHT - HJ-

ifged UE? ~TES

1. Name of the respondent - QBHETBTET'E'H

2. Mobile Number - HSf¥8 §99

3. Age of Respondent - A<rgeg T BHH

4. Gender - F- 341

(OMale - &d

‘0
COFemale - Md3
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(OOthers - J9

5. Disability Status - "HUTJH3T frest
OXes - J1
(ONo - )

6. Marital Status - {- @ g Tad"

(OMarried - franmg Jfemp
(CSingle - foHIT®
(OWidow/Separated - ﬁ:ﬁ:e%'u%'/é’:l A3

7 Social Category - A H\Eﬂ
Osc - WAA

CST-HS2

OoBc - B4t H

(OGeneral - H6d&

8. Religion - UdH

(OHindu - fﬁg

OMuslim - HAZHTS

(Cristian - fE(FI_C;bH?i

Osikh - f-HY

(OOther (please specify) - Jd (faaw ERE| Evﬁ)

9. Owner of house - Wd €THTE& A

Oown - MIY&
(ORented - f:::::»o(dlé @ ﬁ:j;é’dl

10. Type of house - g atf- o

(Kutcha - 99 T
OPucca - UdT
(CSemi-Pucca - MJU-YH T

11. Total members in the family _fugerg f-<9 g\(&‘) HAd
11.1. Male -dd
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11.2. Female - 7;|,33

11.3. Total - i’g

12. Total Earning Members in the Family fygegf-<g 3766 JHTE IS

TEHI

12.1. Male -&d

12.2. Female -";'IHB

12.3. Total - &

13. Education level of respondent - 933?’3" af-Af umrerdog

(CLiterate (No Formal Education) B UERECI) (ET@[ I Ty Kﬁ){;g
Ollliterate - MAUI

CPrimary - YTeHdt

OMiddle - foH3&

(OHigh School - EITECTFIEZV;

(OSecondary - :EERI]

OGraduate - J1.0g8<

(OPost Graduate - ﬂﬂ?m\ﬂ@?

(OOther (please specify) - Jd (f-rqur qga E\Jﬁ)

14. Family Occupation - ﬁ-la@aafs‘(y
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0 Farming on own land - WY THHIS '3 83t Jd bt

[ Cultivation on leased land - -8 '3 Bel mHla 3 vt
O Farm labourer - 93 Hlwd

[ Non-farm labourer - 91°d H\S’H‘T-IE'_Q'

[0 Government salaried job - TSI 34T TH St

n

[ Private salaried job - f-&H 35UTT T} dad]

O Livestock - UH
1 Shop - €T
O Business/trade - <4’d/<yU’d

L1 Other (please specify) - Jd (fB(EllF EREES \)

15. What is your monthly family income? - 3?]"3'1 WA fugegd mHEs ot J?

16. Do you have the following documents? - Eﬁ_g'?.l"g AT I&1 -3 TAIRA TI&?
[0 Aadhar Card - "{TUTd dTd3

[ Caste Certificate - A3 A<l @AC
O Voter ID Card - ©2d TE13t A1d3
O BPL Card - S 133

O PAN Card - U6 IJ3

[J Other (please specify) - Jd (faER-IT JJd Euﬁ)

C. SHG and TRAINING RELATED - SHG W3 - YS! &% AEU3
17. Are you the part of any SHG - Cil B_ﬁfaﬁ sHG T foIATd

(OYes - i
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Q\IO-%

If 17. Are you the part of any SHG - a"tg_)ﬂﬁfaﬁ SHG e T m dis any of Yes - ol

18. If yes, your SHG supported by -ﬁaazn’, 3"_33"3 SHG ©TaT fHgWN J
(OHand in Hand India - I3 & I

(ONRLM/SRLM - NRLM/SRLM

REI

OHIH India — Linked with SRLM - HIH T8 - srum o1& A3 Jfemr
(OOther organization (specify) - Jd AAE (fmas' 3(3)

If 17. Are you the part of any SHG - ot S’_Fﬂf\aﬁ SHG T f-IAT T is any of Yes - JoTo:
19. If yes, number of years of association with SHG - ﬁﬂHEl'i, 3t sHG &T8 AEYl @ AT 1 fare3t

CBelow 1 Year - 1 AT& 3 W
(O2-3 Years - 2-3 H'&

(CB-5 Years - 3-5 H'&

(OAbove 5 Years - 5 WS’@'LIE

If 17. Are you the part of any SHG - 31 B_ﬁ'}f\aﬁ SHGETg o1dis any of Yes - JoTo:
20. Is your SHG functional? - St JTTST SHG ATIHHIS I?

OYes - T
O\Io-'(n?

If 20. Is your SHG functional? - Eil 3JSTSHG JTITHIS é? is any of Yes - gt

ot foaad ISt 9 93 I?

[J Organizing regular meetings - foamH3 Hif 291 T Wi s Jaa!

[J Savings - 9493

[ Internal lending in SHG - SHG f%ﬂ’ﬁ?ﬂ?ﬁ@ﬂ"ﬂ

[J Timely repayment of loan - Fdd Tt AH™ fAg wierfagft

[0 Maintaining books of accounts - f-"JA™E f-a3/g-1- S A3 A8 <%
[J Operating bank account - Qudf-cdl gau3T

1 Other (please specify) - It Jg (Pls f-aqut-g3 3(3)
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[J Not Applicable

If 20. Is your SHG functional? - 3(13?]"3’ SHG IS J? is any of Yes - J:
22. If yes, did you receive any training being a part of SHG? - Had E[z::t::eT»:::fe, JoT Eﬁg_ HtosHe e f-am
g6 Bu o u Ay yuz it 9r

[0 SHG Concept and Group Management - SHG L IRAES HHzJUd Ie)
[0 SHG Development and Enterprise Motivation - SHG [EEC R EASCH RIS
[ Leadership training - Bigfany df - AusTE
] Book Keeping - E\JE(ETH?’
] Enterprise strengthening - mﬁﬂ Hefd¢3

I Financial literacy (savings, preparing household budget etc.) - f@@g gac fo3ng agat
fifr)

“V HYIST (993,
1 Skill training - I&d gzt

[J Not received any training - o8 fmystdt adte fHst

1 Not Applicable

If 20. Is your SHG functional? - Eil 3JSTSHG JTITHIS é? is any of Yes - gt

23. Did you find the training useful? - EﬁB_ J76: e - ymTdt ggofea & ait
Oves - If

(CNo-&

If 23. Did you find the training useful? - Eil B’LWZT‘; forysT weefea & dft is any of Yes - JoTo:
24. If yes, how the training was useful? -Aag g, 3t foaysrdt foae seefea A

SR

O Learned Financial management - @ & TRt

[ Learned technical knowledge on the trade through skill training - Jgdte d forygret
UG 914 3dalel fdndTs Y U3 o3

1 Increased knowledge in Income generation activities - WMTHE A UeT 996 ol
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[0 Linkage with Bank and Credit support - g9 M3 a\fBQHGTf‘EEBT &% f-8aH

[ Learned digital transactions - f-3Hes ?53—@6: f-Hg

[0 Access to Government Schemes - HJaTdl HollH: T 3od LIE?E

[ Business record maintenance - ATqgTd! {-Jdd3 T IS
[0 Helped in running and expanding Enterprise - WIG -2 Hee o=t

O JUEH & ¢ 98T w3 f-eA3g
O Market linkage & Value chain support - HJaite 38 aA 3 %&l__[l 6 TUde
O Exposure visit in business hubs - SUTdd I dt f-3g wearuHg f-feme

If 20. Is your SHG functional? - Eil 3J13 SHG ITIHHIS J? s any of No - 5
25. If SHG is not functional, what is the reason for the defunct status of your SHG? - ﬁaa SHG

FIAHS &0 D, 307 30 TS sHG T a3t ygrg de Tt args @2
I Lack of regular meetings - frawH3 Hif-dar fwre
O Disinterest of group members - HHd H I < gadt

[J Closure of SHG enterprise - SHG @?ﬁaﬁ?i:} g1 JI&T

[ Lack of mentoring and handholding support by HiH India and HPCL team - HiH

f& I uEo HpcLIH T THASTIIMI T B3 AofesT T e

(] Personal reasons /family reasons - o d d'dh/md‘&"dd JdTdd

If 20. Is your SHG functional? - Eil 3JSTSHG JTITHIS é? is any of Yes - gt
26. How have you benefitted from SHG membership? - 3_3"’6: sHG HafgRU 3 a8 B9 IfenJ?

[0 Group bonding - Flﬂ?lﬁtl?'?

O Increase in confidence - MT3H f-@de f-.dg e

[J Increase in self-esteem - A=-HTE f g 2

[J More value in the household/community - Wd/HHTH f-3g <ug );\IJ'S
[J Increased mobility - <4t 9t aEtHis 3

I Increased decision-making - S FTd g f-eg e

] Saving has increased - Tg3 U
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01 Access to credit - 3(\]082 EECRINE|
1 Opening/Operating bank account - 9 YT3T 'QB?T[FTGTFBEW

L] Digital literacy (checking the balance on the phone, accessing
YouTube/WhatsApp) - f-3Hc® AI3T (@5 '3 TA1fent 9 JJa,

YouTube/WhatsApp 3"8(%"5 oddAT)
I Run an enterprise - 981 88 H Y&

[ Business knowledge and skills - FragTdt famis w3 I6d
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[0 Learned negotiation skills - JZE3 T IS
[ Increase in income - MTHES f-2g =

afem
[ Accessing government scheme - HITI HH 309 Ydg

27. Do you have a bank account? - 3ﬂ3?.|"3 ABIIUITI?

OXes - 1
O\lo—_(r"i

If 27. Do you have a bank account? - Eil 3d 3JB" UITI?is any of Yes - I :

(CSeveral times in a month - B vt f-2g adt <@g
(OOnce in a month - frHdtd feg feeg

(Dnce in 3 months - 3 HAf&»T foeg ffa<g
(OOnce in a year or less - % fg ffaeaaiy
(Never visited bank - & 9 &t dre

29. Do you have Smart phone at home? - Eﬁ_g'?.l"g waf g Ageas &?

OAt home - U[d freg
(OPersonal - f&
(Dbon’t have - ag?ﬁﬁé

30. If yes, do you use digital services for Business transaction/payments/market your product?

4, 3070 dt 3o HiC TUga B T RE /3 IS S @3uTE T Higdif a1 sE o sHes

D. ENTERPRISE RELATED - WZgU gl &T& ASU3

31. Do you have an enterprise? - ot 3313 A Q@BE'H I

(Yes - T
O\lo-??i

If 31. Do you have an enterprise? - 3&3373 G éﬁ@@-{é? is any of Yes - 1 :
32. If yes, please mention kind of enterprise - HAad g1, 3 faquraaa Q?H dfamefagaas

Olndividual - B CEIGIES
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(OGroup based enterprise - WW@@{
OBoth - @™

If 31. Do you have an enterprise? - Eil 3d 3AB é‘é@ewév is any of Yes - 1 :
33. What type of enterprise do you have? - 3?!"3 asf.an fm?em ?

[ Agriculture - EEIRCIE]]

O Animal husbandry - Ug UT& S

O Service - HET

0 Manufacturing - foagHE

O Retail Trade - U ‘& <U™d

1 Petty Shop/Kirana Shop/General Store - gl od
O General Store - A& Hd

U] Tailoring - f&dar

[J Other (please specify) - Jd (fS(EI'LF Jd E\;ﬁ)

{;::::}T?S/E::;EE(HT?ST EFI aq
TE/AGIS A

If 31. Do you have an enterprise? - 1 3I3 é}%&é@@lé? is any of Yes - 1 :
34. Please mention name of the enterprise - foaqur HHQQE{ETWE\?T

If 31. Do you have an enterprise? - a?ga@ I% W@Ha? is any of Yes - 1 :
35. What is the age of the enterprise? (In Years) - M@T—l G| QHH EikaE (AT T féﬂ)

If 31. Do you have an enterprise? - 3'13373 G éﬁ@@-{é? is any of Yes - 1 :
36. What is the amount invested in the Enterprise - m@?{ fiaf st fa ata

If 31. Do you have an enterprise? - ot 3d 3 éxa‘zﬁ@m@v is any of Yes - 1 :
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37. Are you able to calculate income, expenditure and profit from the enterprise?

OVes -t
(ONo-&
If 31. Do you have an enterprise? - Eil 3d 3 éxa“‘é@ewév is any of Yes - 1 :

38. On average, what is the monthly turnover of the Enterprise? - 7?I'F|3?§, M@ﬂ?mm
CilaE

If 31. Do you have an enterprise? - Eil 3d 3 Wéﬁ@wﬁ? is any of Yes - J1 :
39. On average, what is the monthly expenditure on Enterprise? - M, 7;]?.'311"8'17-[ 3> HteTeTd yagar ot
P

If 31. Do you have an enterprise? - ot 3d 3 é}%é@t@%ﬂé? is any of Yes - 1 :
40. What is the average monthly profit/income from the Enterprises? - vﬁzauﬁmgﬁ’msﬂﬂa
BIAHES ot I?

If 31. Do you have an enterprise? - EiER) 3 Wﬁ@@{é? is any of Yes - 1 :
41. No. of members engaged in your enterprise? - _g’?.l"g 9?5\\31 f- g A vaai A f a3t

A. No. Family Members — fugerga Hagt & foarest
B. No. of out-siders - STJd 71 <&t €t 313t
If 31. Do you have an enterprise? - 1 3I3 é}%&é@@lé? is any of Yes - 1 :

42. Do you maintain a separate Profit-and-loss account for your enterprise? - ﬁg_FﬁW\ 9?“'8'2‘1_51137
BT3-IG HIST UL I?

OYes - T
Q\lo-??i

If 31. Do you have an enterprise? - 3'13373 G éﬁ@@-{é? is any of Yes - 1 :
43. Is the enterprise formally registered? - Eﬁﬂ'&lu@ﬁam-ﬂs“a 3> faAAeas &2

(Yes - T
CNo-??i

If 43. Is the enterprise formally registered? - Eil V;I?HU@‘T—[ It 309 32 farrAeds I is any of Yes - JoTe
44. If yes, where is the enterprise registered? - HAad g1, 3 Q?H o8 faaeas 92
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If 31. Do you have an enterprise? - Eil 3d 3 Wﬁ@?ﬂa? is any of Yes - 1 :
45. What support have you received from HIH India or HMF in running your enterprise? - 3_211?5°= WQE’H

980 -39 HiH 8 77 HviF 3 St AT ES | y3 IfemT J?

[0 Social support from each other - EERE

[ Machine - HHIG
O Raw material - Y, ©TH'&

O Credit - 3(\]082’

[ Training for running and developing enterprise - IS H?§n= gBRE w30 - TIH3 II6 B
oy

[0 Handholding - d RIS

[0 Mentoring support from HiH - HiH 3 H&TJJTd HHJEA

[0 Market linkage - Hdate 8o

[0 Exposure visits - WIAUHT T

[ Other (please specify) - e I (faaw ERE| Evﬁ)

1 Not Applicable

A I _gi-
If 31. Do you have an enterprise? - BﬁB’;U@: iﬁzé‘aﬁ@e Hd2is any of Yes - '

46. What are the challenges in running the enterprise? - QE'H ?§n= W@Ef‘e\"ﬂ faadt 3_3“3&”[’ JA?

[0 Inadequate training/ knowledge for running the enterprise -

&g o HYSTE /f IS

[J Lack of knowledge for getting raw material - é’wwuwmwfwéw

1 Poor market linkage - HE Higelte -8 aA
O Lack of orders - MHT & wre
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O Lack of access to finance - {23 3 Udd <t wre
O Very less revenue - 9d3 W MHIAS
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O Lack of coordination with other members - ©H

[ Access to finance/credit - f-@3/a 232 3°q Udg
O Lack of technical skills - STAIa IS
[ Lack of machinery - Hiod! g ure

Jdture
[0 Low social acceptance - W AHTAS FI_G;]'FE(BQI

[ Lack of confidence - MT3H f-@HaTH dt !

[ Cultural constraints - Hio MRS Urdasi

I Lack of family support - fugergd ® fAguar dtwre
1 Other (please specify) - Jd (faaw qJd Evﬁ)

1 Not Applicable

47. Do you have any plans to upscale/sustain your current business/enterprise or start a new enterprise? - at

II& Tl AT WA I?

OXes -t
O\Io-'(n?

48. What kind of support do you require to start new enterprise or strengthen your existing enterprise? - < T
CeH AL T FIE AT MUE HOA T BEH & ¢ HAE3 906 B8 .76 ¢ L aA 3 diAafear @t s’
Id

O Business development training - <UTd f-@dTH f-HySTE
1 Skill training - I&d forymrdt

[0 Marketing linkages - Hgalf- a1 -8 ad

00 Information on raw material sourcing - & g2fH

N

[J Packaging and branding - ﬂ?(a:ﬁi:zf?::sﬂ w3o Hf_a’n dl L] Statutory

o . requireme
(I Value chain support activities - H&% B3 A3 ISt U a .
nts - TS

[J Technical knowledge on the trade - €UTd '3 3J& 1o f-dpdTs BB
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I Entrepreneurship linkage @E')-BT]O?:'QT-[ & gt

[0 Online marketing /procurements - MEBTE S HII - Edl / HdteeTdt

[J Other (please specify) - J9 (f;:::::-aEI'LF qJd Euﬁ)

49. Do you see any positive changes in your life as a result of the project? - 3('13__ Fﬂu“ﬁaz'

B 531 TR Hies 39 A6 Aga3Ha gEE™ 2R @2
I Increased social bonds among SHG women - SHG 33t g mfAg g

fapu é

[J Learning SHG management /financial literacy (savings) skills - SHG Uﬁ'ﬂ??/réﬁ

HYHJ3T (§93) © I&d Ay
I Improved business skills/ art of running an enterprise - faﬁ@ems": W@?@W

Iad / 9% 29 HUg
[ Feel more confident now- increased self-esteem - UE’%— <Ud ”{TS’)-[—]OEFETF[ f)-IEDjF[ 3(3
HTE fem

LI Improved mobility — stepping out of homes for training progs, enterprise dev, bank
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visits - FLtIEﬂ IS - - ysTe llEﬁ JHT e
foaaga
EN@T—T 3{3_‘2’, q f-fege-1- S wg-1- 39719d
] Being valued /appreciated by family members - fugerg ® WagoTo TEIEt AT gt J

GUCIREIRIR: )L
] Positive changes due to an increase in income - WS fed Ty

JTdS HATJTIHS 8™

1 Art of negotiation/ Bargaining power (family, vendors) - BIS A IS/
e cgr < wast (fugerg, freeasa)

[J Improved decision-making in the household - udfed onm BTfse
HoUd Ifen J

[J Learning from exposure visits - Warlad f-femet 3 frye
1 Other (please specify) - Jd (faaw JJd Evﬁ)

1 Not Applicable

50. What is the biggest greatest positive change that you see as a result of SHG/enterprise —
nameany 3 - A3 3 <3 AATI3HY JTTISE1 ot 3 7 3. A< sHeMedy g @ a3 <7 e J
N EC TR U

f?@

1 Not Applicable

51. What support you valued most received from HiH Staff your SHG strengthening

3. HcAg 3TqY U3 o137 I AHTES T AEd Ade I
[J Training — knowledge increase - frysTet - foams g e

[0 Hand holding — mentoring support - d g3&T - AGTIITd A3
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[ Negotiations with family members (convincing them) - fugergq Hadt &%

\J

Ji&dgts3

(86,1 & ¢ Wdlts f-Earga)
[ Market linkages - Hgdte f-8aA

[ Grievance addressal (at all times) fmafezwryzr (JdHH)™

[0 Exposure visits - WIAUHd 9

[J Not Applicable

52. What support you received from family members (children, husband, others) in enhancing
enterprise /SHG management - @€H/SHG |9T& ?5: QT TE 3. TS o fugeg THEI
(&g, u3t, I9-1) 3 St AHTES 3 Ifemr

1 Moral support — social support - &f 39 AofesT - Mo A Aorfes

[0 Helping with household chores -children’s homework, cooking, cleaning - WIed

foe Mo 96T - 3hanft T JHEdd, U 915, HeTe 9T

1 Enhancing business capacities —teaching financial calculations (income

forgr@a

[J Procuring raw materials — negotiation with vendors - 9 & & ydie -
f-eqd3< aTZ B3

[J Discussing /negotiations with HiH India staff — discussing business
opportunities -HiH 58 T HCe IR tJdtJ'/ch‘*Sd'j AdAT - <UTdd
Hioa 32 99T SIS

] Convincing other family members for women’s participation - P REICIGIRS]

et

fUgeg R IgH Jo1o &g HERT
[J Other (please specify) - Jd (fEEP-IT JJd Evﬁ)

1 Not Applicable
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Annexure 3

End line Evaluation

Note for the facilitator:

The questions in this tool are for the purpose of guiding the Focus Group Discussion (FGD). The
facilitator need not ask each question to every individual in the group. An ideal group for an FGD
should have 10-12 members. The discussion should be done in a place which does not have external
noise and disturbance.

The facilitator should greet and introduce about the purpose of the visit and the anticipated time that
the discussion would require. The facilitator should inform participants that their responses would be
crucial in understanding the project performance and also provide insight for corrective actions. At the
end of the discussion the facilitator should thank the participants for giving their valuable time.

Promoting Women Empowerment and Livelihoods Development through

Training and Value addition support among SHGs

Focus Group Discussion

Women of Self-Help Group
A. Location
Village .cooeveeveevvereeeae Gram Panchayat.......cccecevveveecevesecniennene 2 Yol S
DiStriCt..ccveveverereeerereeeens SEAte cuoieee e s Name of Facilitator(s)......cccceeeveveerererennnns
Date of FGD ......ccceuvueviennne Start time....ovvee e ENd time..uciceiiiiecieceeee e
B. General Profile - SHG women
S N [Name Age |Caste |Education Name Attended |Family Monthly |Member of
of SHG SHG Occupation |Income |Group-based
training Enterprise
(Y/N) (Y/N)
1.
2.
3.
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10.

Introduction

1.

Do you know about the Project, “Promoting Women Empowerment and Livelihoods Development
through Training and Value Addition Support among SHGs” that has been implemented in your village
in the last 3 years? (Talk about its activities like SHG formation, digital literacy, financial training, on-
job training and Group-based Enterprise and awareness camps. This will help them recall the activities)

SHG formation, functioning and training

2.

Are you all members of SHGs? When and why did you join it? Is your SHG functioning? How often do
you meet and what do you discuss? What income-generating activities are you doing?

Have you benefitted from joining the SHG? If yes in what way? (Probe: Social bonding, increase in
confidence, mobility, savings, financial literacy, operating bank accounts, business development,
market linkages etc.)

Did you attend the SHG training programme? Let us talk about the training session and module. What
type of training did you attend and what did you learn?

Can you share any specific examples of how the training programs have helped you develop new skills
or enhance existing skills?

What changes have you noticed in your income or financial situation since joining the SHG and
participating in project activities?

What non-financial benefits did you gain from project participation (increased social bonds with other
SHG women; valued interactions /bonds with HiH India staff; enhanced knowledge on SHG
management/financial management; mobility; support from family; increased confidence, self-
esteem; exposure visits, negotiations with vendors etc)

In what ways do you think your participation in the project has empowered you as a women within
your households and communities? Can you provide any examples?

Group-based enterprise and Value Addition Support

9.

10.

11.

What kind of group-based business enterprise do you have? Can you tell us about it, the activities,
what motivated you to join, and how is it helping you?

What kind of support has been provided by HiH India to the project beneficiaries (Probe:
handholding, training, access to credit, market linkage etc.) and from HMF (machines for enterprise)?
What challenges have you faced in managing or operating these group-based enterprises, and how
have you addressed them as a group?
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12.

13.

14.

Have these enterprises generated additional income for your households? If so, how has this income
been used or invested?

How has the value addition support provided by the project improved the quality of your products or
services? Can you give examples of before-and-after scenarios?

Have you noticed any changes in the market demand for your products or services since implementing
value-addition techniques? If so, what changes have you observed?

Impact

15.

16.
17.

18.

Has your income increased compared to before, post-starting your enterprise? If yes, then how much
(has it helped in empowering you economically)?

Do you feel more confident in operating your bank account now? If yes what is the reason for it?
What positive change do you see within yourself after joining the SHG, Enterprise development and
the training received compared to before? Probe in terms of

- Has it helped you in terms of mobility

- Improved business skills

- Improved income generation and livelihood

- Decision-making

- Supporting your family economically

Are you happy with this change?

Have you experienced any shifts in decision-making power within your households or communities as
a result of your participation in the project? Please share your experiences.

Sustainability

19.

20.

21.

What plan do you have in place to ensure the sustainability of the group-based enterprises and project
outcomes once the project ends?

What support or resources do you require for continuing and expanding your enterprises?

What are your suggestions to improve project interventions in the next phase?

Any final thoughts, comments, or additional insights you would like to share regarding your journey with
the project?
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Annexure 4

End line Evaluation

Promoting Women Empowerment and Livelihoods Development through
Training and Value addition support among SHGs in Punjab & Haryana

Stakeholder Interview Schedule

Name of Stakeholder

Age of Stakeholder

Designation

Date of Interview

Village

Panchayat

Block

District

Name and phone number of the

Interviewer

Introduction

22. Begin the interview by welcoming the stakeholders and providing an overview of the project and its

objectives.

23. Were you involved with the project, if yes, what has been your role and how have you supported the
project? (Like mobilising women, facilitating training, market linkages, creating awareness etc.)?
24. How do you perceive the alignment of the project with the priorities and needs of women in the village

in terms of social and economic empowerment of women?

SHG functioning and Enterprise

25. How many SHGs are there in your village? Are these SHGs functioning now? In terms of (Probe: regular
meetings, savings, internal lending, conducting an economic activity etc.)

26. Can you describe how the SHG formation benefitted the women socially? (Probe: Mobility, social
bonds, Increase in confidence level, self-esteem, negotiation skill, more value in households and

community etc.
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27.

28.

29.

Can you describe how the SHG formation benefitted the women economically? (Probe: Social —
Operating bank accounts, Group management, Savings, Access to credit and insurance, running
enterprise, Business skills, Increase in income etc.)

What kind of support has been provided by HiH India to the project beneficiaries (Probe: handholding,
training, market linkage etc.) and from HMF (machines for enterprise)?

Do you know about the group-based business enterprise being run by women in the village? Can you
give details of what are these enterprises and how are women benefitting from them? (Probe:
Stitching, dairy, beauty and wellness and handlooms /handicrafts, button manufacturing, dairy
processing etc.)

Project Impact and Effectiveness

30.

31

32.

33.

34,

What, in your opinion, have been the most significant achievements or impacts of the project on
women's empowerment and livelihood development in the target communities?

Do you feel the SHG formation and the enterprise development have improved the livelihood and
income of the women, and affected their economic empowerment?

From your perspective, have there been any challenges or obstacles encountered during project
implementation that have affected its effectiveness.

Can you provide examples of how the project has contributed to enhancing women's economic
opportunities, decision-making power, or leadership roles within SHGs and communities?

Are there any recommendations or suggestions you would like to offer to improve the project's impact

or effectiveness or to address any challenges faced?

Sustainability

35.

36.

37.

38.

Do you think the SHGs and the group-based enterprises will continue further if the Project and support
of the HIH staff are stopped?

In your opinion, what are the key factors that will determine the long-term sustainability of project

impacts and initiatives?

Do you have any suggestions for sustaining the SHG activities and the enterprise initiated under the

Project?

Any final thoughts, comments, or additional insights you would like to share regarding the project and

its outcomes.
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ANNEXURE 5: SAMPLE COVERED

Details of FGDs
No. of
S.No. | Group Name Members | Village Block | District State
1 | Khushi SHG 10 | Sekhu Sangat | Bathinda | Punjab
2 | Housewife SHG 7 | Sekhu Sangat | Bathinda | Punjab
3 | Baba JhUJ'haI’ Singh SHG 8 | Sekhu Sangat | Bathinda | Punjab
4 | Guru Ravidas SHG 5 | Sekhu
5 | Chardi Kalan SHG 10 | Phallar Sangat | Bathinda | Punjab
6 | Waheguru SHG 13 | Pakka Kalan Sangat | Bathinda | Punjab
7 | Khalsa SHG 11 | Pakka Kalan Sangat | Bathinda | Punjab
8 | Taj SHG 7 | Pakka Kalan Sangat | Bathinda | Punjab
9 | Mai Bhago SHG 8 | Pakka Kalan Sangat | Bathinda | Punjab
10 | Deep SHG 8 | Gurthari Sangat | Bathinda | Punjab
11 | Sukhman SHG 6 | Hassu Odhan | Sirsa Haryana
12 | Fateh SHG 4 | Naurang Odhan | Sirsa Haryana
13 | Jyoti SHG 6 | Chatha Odhan | Sirsa Haryana
21 | Project Staff - Enterprise
Development Coordinators, 10 | Raman Mandi | Sangat | Bathinda | Punjab
Community Coordinators
TOTAL 113 7 2 2 2
Details of Interviews with Stakeholders
SNo. | Name Designation Village Block | District | State
1 | Sukhraj Singh Ex-Sarpanch Chatha Odhan | Sirsa Haryana
2 | Harpreet Kaur Sr Executive CSR,
HPCL-MITTAL
Foundation (HMF HPCL Mittal . .
3 | Aditya Mehan Asst Managér CSR), Refinery Sangat | Bathinda | Punjab
HPCL-MITTAL
Foundation (HMF)
4 | Satvir Kaur Sarpanch Gurthari Sangat | Bathinda | Punjab
Trainer-Vendor Bathinda
5 | Bhagyashri (Bakery) HPCL Township Sangat Punjab
Trainer-Vendor Bathinda
6 | Ramdas (Tailoring) Raman Mandi Sangat Punjab
7 | Prashant Kumar Pandey Project Head, HiH India | Raman Mandi Sangat | Bathinda | Punjab
8 | Jagadish Kumar Enterprise Raman Mandi Sangat | Bathinda | Punjab
Development
Manager, HiH India
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Annexure 6

Case Studies

1. The Women of Sekhu Learn to Bake and How!

Set up in March 2023, the Housewife Bakery is the only
bakery shop in the entire neighborhood amongst the lush
green environs of Sekhu village. “Our curiosity to learn
something new was a priority because we could foresee
good times if we actually managed to open an enterprise
of our own.” This spirit displayed by the members best
describes the force behind the enterprise.

Lower status of women and cultural barriers to their
working outside their homes did not allow these women to step out of their homes and work,
even though they desired to do so. The constant persuasion from the HiH Team made these
women gather courage to get together and form a group.

Their self-help group (SHG) worked very well. The HiH team found that all the members had an
entrepreneurial mindset. During their meetings, the women came up with the idea of the
bakery. The basic desire was to set up an enterprise on their own and not with the help of any
family members or men.

@

They swam against the tide and went

- about setting up their business. The
women got hands-on training on the
various bakery equipment. During the
product training, they learnt to make more
than 15 bakery products including
different types of breads. Their trainer

. says, “Their products, during the training,
LR were so good that we could have

marketed them right away!”
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The women have received the license for
food production for their bakery and are
now baking products that can challenge any
in the market. They also have a brand now -
“Housewife Baker” with the tagline “Taste of
Home”. They have a total sell-out wherever
they set up a stall in fairs and events! In a
short period of 3 months, they had got back
the money they had invested to set up the

work-shed. They have sustained sales of 30-

40,000 a month marketing their products as

far as Talwandy. They have plans to expand

their business and set up a pizza corner near
the town bus stop.

They chuckled when asked, “How did you come up with this idea of opening the bakery unit?”

And they answered, “Feeding is part of our religion”. Salute to that spirit which makes the
people of Punjab so different from others.

And they pickled away..........

In addition to being a fundamental human right, gender equality is also a precondition for a
world that is stable, comfortable, and sustainable. Having
strong female 'role models' who can motivate other girls
and women in their communities to attain their full
potential and make a significant difference in both their
and others’ lives is one of the many efficient strategies to
promote gender equality in a community. This case study
is one such story of a mother of two babies who looks
after the thriving SHG Enterprise named KHALSA that
produces mouthwatering and delicious pickles of all kinds.

The aroma of the chilly pickle embracing the entire production house would lure anyone to buy
its products without bothering about the cost. Their production and popularity have started
gaining momentum even though their enterprise is only three-months old.

It was not always a happy story. The women formed an SHG in 2019 under the stewardship of
HIH India. They identified pickle making as an enterprise they wanted to set up, and HIH and
HMF went about procuring the necessary equipment for them. Meanwhile, the meetings of
the group became irregular and the members lacked the discipline in savings and returning
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loans taken from the group. The group withered away..... and the equipment that was received
lay idle, unopened, and gathering dust. HIH did not give up and got after the members re-
group. The group started again, without the defaulting members. The members contributed
to get the equipment operational. HIH arranged the hands-on technical training. The
enterprise started in June 2023. the women started making different types of mouth-watering
pickles using equipment that did not need human labour!

The group has made gross sales worth 30,000 in the first three months itself! The women,
cleverly, have ploughed back the earnings into the enterprise for production of the next batch.

The enterprise does retail sales as of now. It has regular, loyal customers from the surrounding
. villages. Talks are on with bulk buyers in the market
to make way for larger production and sales. The
. pickles have been branded, a logo has been prepared,
and the unit licensed for pickle manufacturing.

A group that looked like a failure, is on the verge of
becoming a grand success!! This turn-around has
given the members a new-found confidence in
i themselves which they also see reflected in other

people’s eyes.

3. They take pride in meeting women’s needs

Towards the end of 2018, seven women in Pakka Kalan got
together and talked about wanting to start something to
earn income for themselves. The Community Coordinator
from HiH India encouraged them. Thus, was born the Taj
self-help group (SHG) wherein the members seriously
started saving money to enable them start an enterprise.
After sometime, three more members joined in. After
much research, they zeroed in on sanitary pad as their
business because it was a necessity of girls and women for
most of their lives and would never go out of demand. The
local chemist confirmed the high demand for the product.

HiH helped the group get the equipment through the HiH-
HMF project, conducted hands-on training, taught them
the nuances of enterprise development & management,
took them on an exposure visit to enterprises already in business to learn & develop contacts,
and helped them with getting the required license for production. It sourced the raw

80|Page



materials for them and found a buyer too! The women are grateful to HiH for being with
them at every step.

The women had initial hiccups by way of faulty equipment and some unwilling members. The
enterprise went ahead with only seven members. Two of the equipment took three months
to get rectified. The women braved the odds and plunged into production in July 2023 even
though the UV sanitiser machine was still not functional.

The group is very well organised. The members have divided the work among themselves
with two women at the pad making machine, two at the UV sanitizer, two for the packing and
one for the sealing process. The production process is conducted maintaining high hygiene
regimen. The women wear specified and sanitized gloves, masks, gowns and hairnets and
ensure a dust-free environment.

Their first big order has fetched them a clear profit of 2.5 lakhs which they are keeping aside
as working capital for the next production, and for investing in necessary accessories such as
dye for making packaging the pads.

The members feel empowered with new-found self-worth, being financially independent,
having unhindered mobility, operating own bank account, and being respected by the family.

They have plans of going big, becoming a Company. They intend to build on the buyer base
set up by HiH for them by negotiating with & supplying directly to wholesalers, and to
local/block retailers. They are confident of carrying on even after the project comes to an
end. They are also open to diversifying into medical accessories such as bandages.

The women are proud that they can provide hygienic, affordable necessity to women. They
smile when they say that the demand for their product will never diminish.

4. She has a dream.... For her....... And for other women

Sarabjit is from Village Sekhu near Raman Mandi in Bathinda District, Punjab. She has been
associated with HiH India since they first came to the area in 2017. They were forming self-
help groups (SHGs) in the surrounding villages and she helped them in this task. In 2018, a
number of SHGs were formed in her village including Guru Ravidas of which she became a
member-Cashier.

She has a polio-stricken leg and walks with the help of a crutch. But she does not find this a
handicap and does not allow it to come in the way of her doing what she wants to do. And
HiH India has helped in making her feel independent and capable.
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In 2019, HiH India
as a Business
Support (BDS)
help in the work with
worked in  that
about 1.5 years — till

appointed her

Development
Supervisor  to
. the SHGs. She
. capacity  for
" the end of

Phase 1. She continued
nurturing all the " SHGs she had
helped set up in and around her

village even after the , 4 closure of the
project. She ensured ' ' that they
continued with their meetings and thrift & credit activities. She also helped the HMF team
(donors) meet with the SHGs whenever they visited.

When HiH India started Phase 2, she was appointed as a Community Coordinator and was
made in charge of the SHGs in her village. She helped the groups in her village come up to
speed and formed 10 new groups. She has 22 groups under her supervision now out of which
10 have set up enterprises dealing with stitched clothes, cattle feed, bakery, RO water and
non-woven bags.

She is engaged throughout the day and is happy with her work. She is thankful to HiH India
for giving her the opportunity to work with them, learn new things and progress in her career.
Her co-workers take special care of her even though she tries to ensure that her disability
does not hamper her work.

She has come a long way since joining hands HiH India. She feels that she is in a better position
now than her pre-HiH days. She has learnt to manage her handicap much better, has her own
independent and sufficient income, and has a standing in the village.

She has learnt how to be an effective trainer, be empowered, and help other women be same.
The women, even the educated ones, never came out of their homes before. The project has
helped them overcome this mental & social barrier and find their agency. HiH has taught her
and other women in the village through her, how to balance work in their houses and outside,
and be their own individuals.

“I want to see all the women in my village attain their dreams...... see their enterprises
grow...... | want to advance in my career so that | can help all the women stand on their
feet....be independent...... think for themselves without anyone’s support....... expand their
businesses...... turn their production units to factories...... make them empowered enough to
run the show even when HiH is not around.....” —this is her dream for the future!
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Annexure 7

End line Evaluation
Promoting Women Empowerment and Livelihoods Development through
Training and Value addition support among SHGs in Punjab & Haryana

End-line Survey

Table 1 - Name of the District

Bathinda (Punjab) 88 67.69
Sirsa (Haryana) 42 32.31

Table 2 - Age of Respondent

18-35 Year 68 52.31
36-49 Year 47 36.15
50 Years 5 3.85
Above 50 Years 10 7.69

Table 3- Gender

Female

Table 4 - Disability Status

es 1.54

No 128 98.46

Table 5- Marital Status

Married 120 92.31
Unmarried 9 6.92
Widow/Separate
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Table 6 - Social Category

General 78 60.00
OBC 28 21.54
SC 23 17.69
ST 1 0.77

Table 7 - Religion

Hindu 18 13.85
Muslim 2 1.54
Christian 1 0.77
Sikh 109 83.85

Table 8 - Ownership of House

Table 9 - Type of House

Kutcha 1 0.77
Pucca 126 96.92
Semi-Pucca 3 2.31

Table 10 - Education level of the Respondent

Illiterate 14 10.77
Primary 10 7.69
Middle 28 21.54
High School 34 26.15
Secondary 15 11.54
Graduate 20 15.38
Post Graduate 9 6.92
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Table 11 - Total Members in the family

Up to 2 Members 8 6
3 to 4 Members 66 51
5 to 7 Members 50 38
More than 8 Members 6 5

Table 11 - Total Members in the family

Up to 2 Members 8 6
3 to 4 Members 66 51
5 to 7 Members 50 38
More than 8 Members 6 5

Table 12- Total Earning Members in the family

At Least 1 Member 4 3
2 Member 85 65
3 Member 26 20
4 Member and Above 15 12

Table 13 - Family Occupation

Farming on own land 79 60.77
Cultivation on leased land 8 6.15
Farm labourer 10 7.69
Non-Farm labourer 10 7.69
Government salaried job 12 9.23
Private salaried job 19 14.62
Livestock 16 12.31
Shop 16 12.31
Business/trade 2 1.54
Others 5 3.85
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Table 14 - Family monthly Income

Up to INR 2000 4 3
INR 2001 - 5000 16 12
INR 5001 - 10000 29 22
INR 10001 - 20000 65 50
INR 20001 - 30000 11 8
INR 30001 - 40000 4 3
More than INR 40000 1 1

Average 12,623/-.

Table 15-Do you have the following documents?

Aadhar Card 130 100
Caste Certificate 38 29
Voter ID Card 119 92
BPL Card 14 11
PAN Card 118 91
MGNREGA Job Card 16 12
Ration Card 52 40

Table 16 - Are you the part of any SHG?

Table 17 - If yes, your SHG supported by?
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NRLM/SRLM 0 0.00
HIH India — Linked with SRLM 8 6.20
Other organization (specify)




Table 18- If yes, number of years of association with SHG?

Below 1 Years 62 48.06
1to 2 Years 4 3.10
2 to 3 Years 24 18.60
3to 5 Years 40 31.01
Above 5 Years 0 0.00

Table 19- Is your SHG functional?

Table 20 - If yes, what activities are you doing for running the SHG?

Organizing regular meetings 127 97.69
Savings 125 96.15
Internal lending in SHG 95 73.08
Timely repayment of loan 95 73.08
Maintaining books of accounts 107 82.31
Operating bank account 90 69.23

Table 21 - If yes, did you receive any training being a part of SHG?

SHG Concept and Group Management - SHG 120 92.31
SHG Development and Enterprise Motivation 104 80.00
Leadership training 103 79.23
Book Keeping 98 75.38
Enterprise strengthening 69 53.08
Financial literacy (savings, preparing household budget etc.) 78 60.00
Skill training 81 62.31
Not received any training 4 3.08
Table 22 - Did you find the training useful?

Yes 123 94.62
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No 7 5.38
Total 130 100
Table 23 - If yes, how the training was useful

No. of
If yes, how the training was useful Respondents %
Learned Financial management 104 84.55
Learned technical knowledge on the trade through skill training 96 78.05
Increased knowledge in Income generation activities 83 67.48
Linkage with Bank and Credit support 63 51.22
Learned digital transactions 68 55.28
Access to Government Schemes 105 85.37
Business record maintenance 62 50.41
Helped in running and expanding Enterprise 52 42.28
Market linkage & Value chain support 42 34.15
Exposure visit in business hubs 33 26.83
Table 24 - If SHG is not functional, what is the reason for the defunct status of your SHG?
If SHG is not functional, what is the reason for the defunct status of your No. of
SHG Respondents %
Lack of regular meetings 0 0.00
Disinterest of group members 0 0.00
Closure of SHG enterprise 0 0.00
Lack of mentoring and handholding support by HiH India and HPCL team 0 0.00
Personal reasons /family reasons 0 0.00
Table 25 - How have you benefitted from SHG membership?

No. of
How have you benefitted from SHG membership Respondents %
Group bonding 116 89.23
Increase in confidence 119 91.54
Increase in self-esteem 113 86.92
More value in the household/community 81 62.31
Increased mobility 69 53.08
Increased decision-making 85 65.38
Saving has increased 95 73.08
Access to credit 11 8.46
Opening/Operating bank account 51 39.23
Digital literacy (checking the balance on the phone, accessing
YouTube/WhatsApp) 60 46.15
Run an enterprise 46 35.38
Business knowledge and skills 55 42.31
Learned negotiation skills 81 62.31
Increase in income 64 49.23
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Accessing government scheme | 77 | 59.23 ‘

Table 26 - Do you have a bank account?

Table 27 - If yes, how often do you go to the bank

Several times in a month 40 30.77
Once in a month 67 51.54
Once in 3 months 20 15.38
Once in a year or less 1 0.77
Never visited bank 2 1.54

Table 28 - Do you have smart phone

In home 58 44.62
Personal 65 50.00
Don’t have 7 5.38

Table 29 - If yes, do you use digital services for Business transaction/payments/market your product?

Yes 4 49.23

No 66 50.77

Table 30 - Do you have an enterprise?

Yes 50 38.46

No 80 61.54

Table 31- If yes, please mention kind of enterprise
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No. of

If yes, please mention kind of enterprise Respondents %
Individual 0 0.00
Group based enterprise 30 100.00
Total 30 100
Table 32 - What type of enterprise do you have?

What type of enterprise do you have No. of Responses %
Agriculture 4 13.33
Animal husbandry 0 0.00
Service 0 0.00
Manufacturing 7 23.33
Retail Trade 0 0.00
Petty Shop/Kirana Shop/General store 0 0.00
Tailoring 13 43.33
Water treatment 3 10.00
Food items 3 10.00
Total 30 100

Table 33 - Please mention name of the enterprise

Name Of Enterprise

No. of Responses

%

Ajeet Singh/ tailoring training

1

Ajit SHGR.O

Baba deep Singh shg/Tracktor happy Seeder

Baba Farid R.O. unit

Baba Jhujhar Non Woven SHG

Baba sant das- Tailoring

Chardi Kala Cattle feed

Deol SHG Happy Seeder

Fateh leather bag taoilring Unit

Golden SHG Sanitary Pad Unit

Gurnoor SHG Disposal Cup Making

Guru Gobind Singh Cattle feed

Guru Gobind Singh Leather bag

Guru Ravidas SHG Non Woven Bag Unit

Gyan leather bag unit

House Wife Bakery

Jandsar SHG Aggarbati

Jhansi Happy Seeder

Khalsa Pickle Unit

Khushdeep SHG cattle Feed

Khushi Tailoring Unit

Leather bag unit

Maharaja Ranjeet Tailoring

Naman Bakery Unit

Sandhu Happy Seeder

RRrRRR(RR[RPRRPR|IR[R[RPR|IRPRIR[PR|IRPR|IR[RPR|PR|R[R[R|R|R
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Sant Kabir Tailoring Unit

Satkar R.O

Tailoring unit

Taj Sanitary pad unit

Waheguru - Leather bag stitching unit

In—\n—\n—\n—\n—\

Table 34- What is the age of enterprise (In years)

0-12 Months 2 6.67
13-24 Months 3 10.00
25-36 Months 8 26.67
Above 36 Months 17 56.67

Table 35 - What is the amount invested in the Enterprise

Up to INR 5000 0 0.00
INR 5001 - 10000 0 0.00
INR 10001 - 20000 1 3.33
INR 20001 - 30000 1 3.33
INR 30001 - 40000 6 20.00
INR 40001 - 50000 6 20.00
More than INR 50000 16 53.33

Average 75,420/-

Table 36 -Are you able to calculate income, expenditure and profit from the enterprise?
Retained the original numbers as the ability to calculate is an individual ability and not enterprise.

i T RS e | x|

Yes 7 94.00

No 3 6.00

Table 37 - On an average, what is the monthly turnover of the Enterprise?

Up to INR 5000 0.00
INR 5001 - 10000 0.00
INR 10001 - 20000 3 10.00
INR 20001 - 30000 8 26.67
INR 30001 - 40000 14 46.67
INR 40001 -50000 4 13.33
More Than 50000 1 3.33
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Average 34,400/-

Table 38 - On an average, what is the monthly expenditure on Enterprise?

Up to INR 5000 2 6.67
INR 5001 - 10000 7 23.33
INR 10001 -15000 12 40.00
INR 15001 -20000 7 23.33
INR 20001 - 25000 1 3.33
More than INR 25000 1 3.33

Average 13,360/-

Table 39 - What is the average monthly profit/income from the Enterprises?

Up to INR 5000 0 0.00
INR 5001 - 10000 0 0.00
INR 10001- 15000 7 23.33
INR 15001-20000 6 20.00
INR 20001-25000 11 36.67
INR 25001-30000 4 13.33
More than INR 30000 2 6.67

Average 21,157/-

Table 40 - What is the individual level average monthly profit/income of the respondent?

Up to INR 1000 (no income ) 0.00
INR 1001 -3000 11 36.67
INR 3001 - 4000 14 46.67
INR 4001 - 5000 2 6.67
More than INR 5000 3 10.00

Average 3,726/-

Table 41 - No. of members engaged in your enterprise?

No. Family Members 31 103.33
No. of out-siders 202 673.33
No. of SHG Members 233 776.67
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Table 42 - Do you maintain a separate Profit-and-loss account for your enterprise?

Yes 24 80.00
No 6 20.00

Table 43 - Is the enterprise formally registered?

Yes 3.33

No 29 96.67

Table 44 - If yes, where is the enterprise registered?

Food safety and standards act,2006 1

Table 45 - What support have you received from HIH India or HMF in running your enterprise?

Social support from each other 23 76.67
Machine 24 80.00
Raw material 18 60.00
Credit 4 13.33
Training for running and developing enterprise 19 63.33
Handholding 18 60.00
Mentoring support from HiH 21 70.00
Market linkage 16 53.33
Exposure visits 22 73.33

Table 46 - What are the challenges in running the enterprise?

Inadequate training/ knowledge for running the enterprise 5 16.67
Lack of knowledge for getting raw material 4 13.33
Poor market linkage 5 16.67
Lack of orders 0 0.00
Very less revenue 13 43.33
Lack of coordination with other members 4 13.33
Access to finance/credit 8 26.67
Lack of technical skills 2 6.67
Lack of machinery 4 13.33
Low social acceptance 2 6.67
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Lack of family support 1 3.33
Lack of confidence 0 0.00
Cultural constraints 0 0.00
Acessibility - mobility issues 1 3.33
Not applicable 3 10.00
Table 47 - Do you have any plans to upscale/sustain your current business/enterprise or start a new
enterprise?
Do you have any plans to upscale/sustain your current business/enterprise No. of
or start a new enterprise Respondents %
Yes 22 73.33
No 8 26.67
Total 30 100
Table 48 - What kind of support do you require to start new enterprise or strengthen your existing
enterprise?
What kind of support do you require to start new enterprise or strengthen No. of
your existing enterprise Respondents %
Business development training 14 46.67
Skill training 13 43.33
Marketing linkages 15 50.00
Information on raw material sourcing 10 33.33
Packaging and branding 12 40.00
Value chain support activities 10 33.33
Technical knowledge on the trade 5 16.67
Statutory requirements 8 26.67
Entrepreneurship linkage 11 36.67
Online marketing /procurements 16 53.33
Other 1 3.33
Table 49 - Do you see any positive changes in your life as a result of the project?

No. of
Do you see any positive changes in your life as a result of the project Respondents %
Increased social bonds among SHG women 106 81.54
Learning SHG management /financial literacy (savings) skills 85 65.38
Improved business skills/ art of running an enterprise 71 54.62
Feel more confident now- increased self-esteem 90 69.23
Improved mobility — stepping out of homes for training progs, enterprise dev,
bank visits 63 48.46
Being valued /appreciated by family members 60 46.15
Positive changes due to an increase in income 59 45.38
Art of negotiation/ Bargaining power (family, vendors) 34 26.15
Improved decision-making in the household 85 65.38
Learning from exposure visits 50 38.46

Table 50 - What is the biggest greatest positive change that you see as a result of SHG/enterprise

What is the biggest positive change that you see as a result of HG/enterprise | No. of Responses |

%
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Increased social bonds among SHG women 106 81.54
Feel more confident now- increased self-esteem 90 69.23
Improved decision-making in the household 85 65.38
Learning SHG management /financial literacy (savings) skills 85 65.38
Total 100
Table 51 - What support from HiH Staff did you value the most for SHG strengthening/enterprise devt?
What support you valued most received from HiH Staff your SHG No. of
strengthening /enterprise development Respondents %
Training — knowledge increase 118 90.77
Hand holding — mentoring support 98 75.38
Negotiations with family members (convincing them) 91 70.00
Market linkages 64 49.23
Grievance addressal (at all times) 49 37.69
Exposure visits 48 36.92

Table 52 - What support you received from family members (children, husband, others) in enhancing

enterprise /SHG management?

What support you received from family members (children, husband, No. of

others) in enhancing enterprise /SHG management Respondents %
Moral support — social support 88 67.69
Helping with household chores -children’s homework, cooking, cleaning 93 71.54
Enhancing business capacities —teaching financial calculations income

calculations), etc 57 43.85
Procuring raw materials — negotiation with vendors 46 35.38
Discussing /negotiations with HiH India staff — discussing business

opportunities 68 52.31
Convincing other family members for women’s participation 79 60.77
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Annexure 8

Matrix for Rating of Projects

Rating for targets in the Outcome matrix

Achievement %ge | Target Achievement Rating
Below 10% Insignificant

10-19% Negligible

20-29% Below marginal
30-39% Marginal

40-49% Below average
50-59% Average

60-69% Above-average
70-79% Satisfactory

80-89% Largely achieved
90-99% Substantially achieved
100% Fully achieved

A score is arrived at for each target based on the percentage of achievement. Rating is assigned as per
the score based on the matrix above. Scores of all targets are added to arrive at a cumulative score for
the outcome which is divided by the number of targets to arrive at a score for the outcome. The outcome
is rated based on this score as per the above matrix.

Rating for the overall project

Achievement %ge | Project Achievement Rating
Below 10% Insignificant
10-19% Negligible
20-29% Below marginal
30-39% Marginal
40-49% Below average
50-59% Average
60-69% Above average
70-79% Satisfactory
80-89% Good

90-99% Commendable
100% Exceptional

At the end of the assessment of the outcomes, the scores for all the outcomes are added. The
cumulative score is divided by the number of outcomes. The project is ranked based on this score
as per the above matrix.
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